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Picture this: it’s the last day of the month 
and you’ve just realized you’re not 
going to hit your monthly quota. What 
happened?

Less demand for PPE? Ongoing 
reluctance to return to the office? 
Seasonal dip in business? 

We’ve all been there; missing our 
sales goals can happen for a variety 
of reasons, but it doesn’t have to be a 
mystery if you know your numbers. 

Knowing your numbers means you 
have a clear understanding of how 
all of the individual activities in your 
sales process (e.g., calls, videos, 
appointments, proposals) affect your 
overall sales results. Knowing your 
numbers allows you to break down your 
larger sales goal into smaller steps that 
feel less daunting and more doable.

For example, if you know, on average, 
it takes six calls to get one appointment, 
you won’t feel so overwhelmed as 
you work towards your goal because 
you’ll know exactly how much time 
and effort you need to put in to get one 
appointment.

Knowing your numbers also helps you 
discover very quickly if things have gone 
off track. Using the same example as 
above, if you typically have a 6:1 call to 
appointment ratio, but all of sudden you 
hit a three-week stint where it’s taking you 
16 calls to get one appointment, then you 
know something is off.

With a clear understanding of your 
numbers, you can spot patterns in your 
sales performance, for better or worse, 
so you can more accurately determine 
what could be influencing the changes 
and what you need to do to adjust.

So what numbers should you be 

FIVE NUMBERS EVERY  
SALES PRO NEEDS TO KNOW

tracking? Here are five numbers you 
need to know to consistently hit your 
sales goals and set yourself up for 
ongoing success:
1. Number of sales needed each year/

quarter/month
2. Number of proposals/quotes/demos 

to reach sales
3. Number of appointments to reach #1 

and #2
4. Number of calls and video emails 

needed to reach appointment goals
5. How long it takes to set one 

appointment

If you already know these numbers, 
great! You’re ahead of the game. If you 
don’t, now is the time to sit down and 
work them out. If you’re using a CRM, 
like Acsellerate or Sales-i, you can 
tap into your opportunity and account 
history to spot trends that will help you 
determine your numbers. 

Don’t be fooled, though: selling isn’t 
only a numbers game. Selling is a 
balance between quantity and quality. 
It’s activity x efficiency. 

If you’re focused on quantity over 
quality, you may have a lot of activity, 
but you won’t be that efficient. If you’re 
focused on quality over quantity, you’ll 
be efficient, but may not have the level 
of activity needed to fill your pipeline 
with enough opportunities to avoid the 
ups and downs of selling. 

If we break down No. 5 on the 
list—how long it takes to set one 
appointment—we can see that quantity, 
quality and activity x efficiency come 
into play. 

You can see this in action through this 
simple challenge: set yourself a timer 

and see how long it takes you to set one 
appointment.

This exercise hits on quantity (time 
and number of dials it takes to set one 
appointment); quality (who you’re 
calling); and activity x efficiency (focused 
on one activity with a dedicated goal and 
timeframe to complete). 

I just had a client that conducted 
this exercise with 60 of its sales 
professionals. Three teams of 20 
people were given 20 minutes to 
set as many appointments as they 
could. The three teams set a total of 64 
appointments! It took 282 calls to get the 
64 appointments, with just under a 5:1 
calling ratio. 

Take the challenge for yourself and 
keep these tips in mind to make the 
most of your time: 
1. Prepare your call list in advance. 
2. Stick to one objective for the call (hint: 

to set an appointment!). 
3. Remove all distractions. 

Knowing your numbers isn’t just about 
understanding how many dials it takes 
to get an appointment; it’s about looking 
at the bigger picture of your sales 
process and determining what you 
need to track and measure to keep the 
pulse on your performance. 

Selling is a delicate balance. It 
requires keeping an eye on the quality 
and quantity of your activities, as well as 
how your activity x efficiency level will 
deliver the results you’re looking for. 

Good selling to you, IDC!

Marisa Pensa is founder of Methods in 
Motion, a sales training company that 
helps dealers execute training concepts 
and create accountability to see both 
inside and outside sales initiatives 
through to success. For more information, 
visit www.methodsnmotion.com.
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