Sales Team Quarterly Progress Report

The sales team quarterly progress report provides a comprehensive overview of sales performance,
highlighting key metrics and achievements. It helps stakeholders track progress and identify areas for improvement
with clear, organized data. This report is essential for strategic planning and boosting team productivity.

Executive Summary

Q2 2024 showcased a 12% increase in total sales compared to the previous quarter. Notable success was achieved in
the Enterprise segment, while customer acquisition rates have improved due to focused training and new incentive
programs. Challenges remain in the SMB segment, requiring greater attention next quarter.

Key Metrics
Metric Q1 2024 Q2 2024 Change (%)
Total Revenue $1,250,000 $1,400,000 +12%
New Customers 45 59 +31%
Customer Retention Rate 84% 87% +3.6%
Average Deal Size $8,200 $8,500 +3.7%
Sales Cycle Length 42 days 40 days -4.7%
Achievements
¢ Launched a new referral program, resulting in 15% of new leads.
¢ Top performer: Alex Johnson closed deals worth $250,000.
¢ Expanded outreach to new markets in the Pacific Northwest.
¢ Improved CRM adoption and data accuracy within the team.

Areas for Improvement

e Lower conversion rates in the SMB sector signal the need for targeted training and revised pitch strategies.
¢ Follow-up processes must be enhanced to increase win rates on older leads.
¢ Additional support required for new hires to reduce ramp-up time.

Action Plan for Next Quarter

1. Implement advanced sales training, especially for recent hires.
2. Design fresh SMB-oriented marketing campaigns.

3. Develop anincentive plan to boost mid-quarter motivation.

4. Assess and upgrade sales technology stack for efficiency.

Appendix

For detailed data and analytics, refer to the attached supplementary report. Contact the Sales Operations Manager for
further discussion.
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