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Encouraging more sales people to meet quota has become the number 
one priority for ICT supplier companies. The imperative to catalyse more 
deal wins is just one of the many urgent matters uncovered by Larato’s 
survey of business leaders from across the supply landscape. Their minds are 
focused on the road to growth at a time when budgetary purse strings are 
loosening and recessionary pressures are receding in the rear view mirror. 

But today’s buyers are also in the driving seat. They understand the problems 
they want to solve and the supply options available to them, rendering 
familiar sales and marketing techniques irrelevant and ineffective. 

This #HelpMe guide unravels the issues that prevent 
sales people from meeting quota and with added 
significance provides important takeaways and a “must 
do” action plan designed to help you win more deals.

About #HelpMe
Larato surveyed business leaders from all areas of the ICT 
buy and supply landscape about the challenges they face 
to thrive in today’s markets. The results prompted Larato 
to develop a series of structured #HelpMe guides based 
on resolving all of the challenges and issues highlighted 
by its research. Larato then invited some of today’s most 
talented industry commentators to drill into the research 
results and provide insightful perspectives that put a 
spotlight on the pressing need to activate transformative 
sales and marketing strategies.

Introduction by Dr. Lucy Green

There 
is an urgent 

imperative to catalyse 
more deal wins 

Dr. Lucy Green,  
Business Development Specialist
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Dr. Lucy Green is a respected ICT business 
development specialist with a proven record for 
developing the potential of technology companies.    

Ian Hunter is Editor at Comms Business 
Magazine and runs the Comms Business 
Convergence Summit Expo Speaker Program.  

Jocelyn Lomer is the owner and MD of 
Cereno a service provision specialist for video, 
audio, web and collaboration solutions.

Chris Wood has worked within the IT sector 
for over 20 years and is now CIO at Sift, one of 
the UK’s leading digital media companies.   

Sue Tabbitt is a prolific business and technology 
writer for publications and web sites including The 
Telegraph, The Guardian and The VAR Magazine.  

Bryan Betts is a freelance journalist who has 
written for a wide range of publications, including 
The Register and Computer Weekly.

Adrian Bridgwater writes regularly for 
Computer Weekly and Cloud Pro, specializing in 
cross platform software application development.

Anna Britnor Guest has a successful IT sales 
record while her practice, Leading Edge Coaching, 
develops clients’ go-to-market and sales capabilities.

Bart Delgado is a business mentor and MD 
of Akixi Ltd that delivers Call Management and 
Call Centre reporting services through the cloud.

David Dungay is Deputy Editor of Comms Business 
Magazine and has a particular interest in emerging 
technologies across mobile and M2M markets.

Stuart Gilroy has produced a number 
of technology publications and is currently 
Editor of Comms Dealer Magazine.

Contributors to the #HelpMe series
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Sales people are bidding on deals they simply can’t win

by Stuart Gilroy

What business leaders should focus on is not the sales target but how it is being used to subvert 
the outcome it was intended to achieve. We can all set objectives and count up qualified 
leads like £50 notes but what is their value if a large proportion of sales professionals are 
bidding on deals they can’t win? Every sensible person accepts that to end this losing streak 
we need a new game plan. Money in pockets, not wasted opportunities, brings growth.

Larato’s research uncovered a consensus among 57 per cent of UK 
ICT suppliers who believe that sales staff miss their targets 
because they unwittingly spend valuable time and resource 
chasing new business they are destined never to convert. 
This unhappy scenario illustrates a tendency for many sales 
people to sleepwalk towards failure, and an equally 
unimpressive inclination among their leaders to resist 
all pressures to issue an all-important wake up call. 
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Sales people are bidding on deals they simply can’t win

by Stuart Gilroy

Simply driving for new business based on sales targets does not add up to a winning plan in 
an environment where the traditional modus operandi has become outdated. In Larato’s study, 
business leaders owned up to a dull sales conversion rate, with 38 per cent of their qualified 
opportunities coming to nought. Even worse, their stick-in-the-mud adherence to old world target 
setting is exacerbated by a hypercautious reluctance to establish new processes that would go 
some way to equalise the growing disparity between sales objectives and real business won.
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Sales people are bidding on deals they simply can’t win

by Stuart Gilroy

Despite Larato’s statistics all is not lost. 

Effective sales mentoring could help to insulate ICT businesses from the high number of 
deal losses that have become the norm. In what amounts to an assault on defunct work 
practices, advancing a policy that embeds a new sales structure based on fundamental 
principles such as knowing how to identify the real prospects, who the buyers are in an 
organisation, taking a granular approach to qualifying real leads, forming 
a commission structure that encourages the desired behaviour, and 
establishing a method to minimise the risk of being outsold will, reassuringly, 
introduce a new dimension to setting and exceeding sales targets. 
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Only one third of a sales person’s time is available for selling

by Ian Hunter

The clue should be in the job title – ‘Sales Person’. Sales people are employed to sell and 
their sales results are measured. It would be fair to reason that a salesperson who only 
spends 34% of their time selling and misses quota regularly each month by 15% would get 
a far better result if that time selling was increased to say, 65%. Whilst this may seem like a 
common sense objective, to strive for the fact that sense is often not that common tends to 
prevail in many organisations as they ‘drift away’ from focussing on primary objectives.

Now More ideal

Selling Time

Other activities
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  Overly long, poorly 
managed, meetings

 Avoidable travel 

  Background research that could 
be done by someone else

  Creating collateral that 
customers want

  Resolving problems with orders, 
billing or customer service

 Finding leads

Only one third of a sales person’s time is available for selling

by Ian Hunter

Take a look at your own sales operation. How many ‘sales prevention officers’ in your company 
are engaged in taking precious sales time away from that salesperson in the form of organising 
pointless meetings that over run time and have no real agenda the sales person can contribute 
to? How many times does your salesperson have to visit a customer in order to sort out a 
customer service or accounts query? All this adds up to a lot of costly sales time being wasted.

Activities that waste sales people’s time on a daily basis...

I want to increase the number of my sales people meeting quota #HelpMe



Only one third of a sales person’s time is available for selling

by Ian Hunter

You can’t manage what you don’t measure so your 
start point has to be in knowing how much time your 
sales people actually spend with customers selling. 

Where are the non-sales related drains on their time 
occurring and how can they be reduced or even 
eliminated? For instance, are you providing qualified 
sales leads generated by a marketing department that 
is aligned both to your sales function and the needs of 
potential customers or is the sale person doing it all?

More sales time should mean more sales – so don’t 
waste a valuable and expensive resource!

If you 
want time, 
you must 
make it

Charles Buxton,  
British Politician and Public Servant
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Sales and marketing are not aligned with how buyers buy

by Stuart Gilroy

Marketing budgets give marketers the perfect platform to invest in the growth of the business, 
but their strategy to motivate prospects and help sales staff win deals, in many cases, seldom pays 
off. In the worst case scenarios marketing spend has come to symbolise failure. And how business 
leaders address their disengagement from potential customers could ultimately decide their fate.

Prettying up websites and designing glossy brochures is not 
enough. It takes more than a flutter of eyelashes to attract 
new business. All eyes must focus on outcomes, not output, 
with marketing effort, successes and failures fully audited 
and understood by the organisation. Only armed with this 
knowledge can sales people be properly engaged with 
customers and their marketing support group. Not to sharpen 
up on marketing strategies is as pointless as burning money. 

Marketing 
that is measured 
on outputs not 

outcomes is a waste 
of time and money

Dr. Lucy Green,  
Business Development Specialist
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Sales and marketing are not aligned with how buyers buy

by Stuart Gilroy

In Larato’s research 47 per cent of ICT leaders believe that sales people miss quota 
because marketing content and resources are misaligned with the stages of the 
buying cycle. The dissonance between desired and actual outcomes is down to, in 
large part, the changing buying behaviours of customers and the failure of marketers 
to take into account the growing number of buyers who are researching online. 

Larato’s study also found that just under 90 per cent of UK ICT leaders are fully aware of 
the seismic shift in B2B buying behaviours. This almost universal level of 
acknowledgement among ICT executives is up a third on last year and their high 
priority is to strategically provide the appropriate content to buyers who have 
nearly made their purchasing decision even before speaking to a sales person.

Blame games are not an option. It is the marketers, those 
chief influencers and market makers, who must undertake 
a sensible revision of policy and rush to the rescue.
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#HelpMe Action Plan
I want to increase the number of 
my sales people meeting quota

by Dr. Lucy Green 

Objective: Increase the number of your sales 
people meeting quota over the next year.

Estimate the cost of the problem
Problem Cost per annum

What percentage of my sales 
force misses quota?

How many deals did my company bid 
on and lose over the past year?

How much of their time do my 
sales people spend selling?

TIP 
Take a ballpark measurement 

of how your sales people spend 
their time. Don’t overinvest; you 

don’t need a full time and motion 
study to make improvements. What 
percentage of sales people’s time 
is spent on other activities? How 

much did this cost you over 
the past four quarters? 

Dr. Lucy Green, 
Business Development 

Specialist
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Resources needed  Sales performance and cost data.   Sales and marketing process audit and 
process re-engineering expertise.  Buyer behaviour and perception 

analyses plus interpretation.  Sales enablement programme that develops 
sales people’s proficiency in managing real 
stakeholders and actual sales challenges. 

Outline solution
The best solution will involve rethinking your organisation’s approach towards sales and 
marketing as well as reconsidering its attitude to its sales people. Are your sales and marketing 
processes capable of finding, qualifying and closing the kind of business you want to win? 
Do your sales and marketing people really understand what a good prospect looks like? 

The way buyers buy affects the answers to these questions.  As you think through 
possible solutions, make sure that you are considering the problems from an internal 
and external perspective. If you don’t, you will waste your time and money. 
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I want to make more time for my sales 
people to sell #HelpMe
A salesperson’s role is to sell, so valuing their 
time, addressing their issues and supporting 
their efforts is an investment worth making.

I want to understand how buyers buy #HelpMe
The way buyers buy has fundamentally changed so 
it’s important to understand and assess the pitfalls 
this presents to the unwary sales person.  

I want to beat the competition #HelpMe  

Understanding the competition is crucial to business 
success, but identifying the real competition 
is more complex than most imagine. 

I want to change how sales sell #HelpMe
As a fast moving industry operating in a steadily evolving sales 
environment technology businesses need to adapt to survive.

I want to know how to innovate #HelpMe
Innovation is an industry buzzword we all want to be associated 
with, but what is innovation and how can we apply it practically?

I want to develop my business #HelpMe
How can you ensure your business ideas are on the right 
track and then make the most of them in the marketplace?

I want to recruit the right people #HelpMe
The organisation is evolving as the influx of Generations X, Y, Z 
brings change, challenges and opportunities to businesses.

Titles in this series:
I want to increase the number of my sales 
people meeting quota #HelpMe
By ignoring the unwinnable, aligning with the 
customer, and focusing on actually selling – the 
sales team can set itself up for success.  

I want to increase my sales wins rates #HelpMe
With subtle but significant shifts in what 
customers expect of sales, it’s time to look again 
at sales processes or risk losing business.

I want to educate buyers about my 
specific solutions #HelpMe
Today information is everywhere so it’s crucial 
to make sure customers receive the right facts 
about your offering, and in the right way.

I want to understand what is and isn’t working 
across my sales and marketing #HelpMe
A simple way to improve prospecting is to align 
sales and marketing into a cohesive strategy 
focused on outcomes not outputs.

I want to help sales people bid on 
deals they can win #HelpMe
Although it’s hard to ignore an  
opportunity, the reality is that some  
business is just not worth bidding  
for so it’s best to let it go.
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What does Larato do?
Larato are business development experts. We understand how buyers buy and suppliers compete, helping sales sell 
more. Our team of independent experts are helping businesses win business everyday by bringing marketing and 
communications together with strategy and business development. 

For more details about the data behind these articles or to find out how we can help you, please contact Larato. 

@DrLucyGreen
www.larato.co.uk
+44 (0)3303 132 231
Lucy.Green@larato.co.uk

It is not the 
strongest of the species 

that survives, nor the most 
intelligent, but the one most 

responsive to change
Charles Darwin,  

English naturalist and geologist
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