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FMG surveyed more 
than 250 sales leaders 
across Australia, focusing 
on organisations that 
engage in Business to 
Business (B2B) sales.  
The aim of the research 
was to:

• Benchmark trends and challenges facing 
those managing B2B sales teams

• Uncover the future outlook as seen  
by these B2B sales leaders

• Present a comprehensive view of how  
B2B sales teams are facing the challenges 
in today’s economic climate.

Focusing on sales team dynamics, sales 
team effectiveness, sales targets & lead 
management (including systems and 
processes), the B2B Sales Report provides  
an opportunity for B2B sales professionals  
to see how they are performing against other 
Australian sales teams.

ABout FMG

FMG provide Australian companies with 
outsourced business development services, 
including phone based B2B prospecting,  
sales lead generation and market research. 
We are 100% Australian owned and operated.

1B2B Sales Report : Australian Trends and Outlook



lookinG At the Size 
And StRuctuRe oF 
SAleS teAMS  
we hAve Seen the 
FollowinG :

SAleS teAMS

Stay The SameGrow

Reduce

do you expect youR 
SAleS teAM to GRow, 
Reduce oR StAy the 
SAMe next yeAR?

51%44%

Stay The SameGrow

Reduce

did youR SAleS 
teAM GRow, Reduce 
oR StAy the SAMe 
duRinG 2015/2016?

38%47%
15%

5%
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who lookS AFteR 
youR MARketinG?

8%
Marketing is 
outsourced to  
a third party 

53%
Separate internal 
marketing team

39%
Marketing is 
integrated into 
sales

47% of sales teams grew in size during 2016

Only 8% of businesses outsource their marketing to a third party

It is anticipated that 44% of sales teams will grow during 2017

The most common way of tracking sales team productivity  
was by tracking the number of proposals / quotes completed

The most common ways of tracking the sales teams 
effectiveness was through monitoring the number of sales 
made and also whether targets were achieved



SAleS tARGetS & BudGetS

ARe you conFident 
you will Meet thiS 
yeAR’S SAleS tARGet?

lookinG At SAleS 
tARGetS the 
ReSponSeS oveRAll 
weRe poSitive :

69% of organisations met their sales targets in 2015/16

Sales growth for last year varied greatly from a 250% increase in 
sales from previous year to a 50% drop in sales from previous year

Respondents were more confident in meeting this year’s sales 
targets with 80% saying it was likely the target would be met

94% of respondents have either gained market share or 
remained the same, with only 6% stating they have lost 
market share

ARe you GAininG 
oR loSinG MARket 
ShARe?

6%
Losing 

66%
Gaining

28%
Staying The 
Same

80% 20%yeS no

did you Meet youR 
lASt yeAR’S SAleS 
tARGet?

69% yeS no31%
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SAleS leAdS

lookinG into SAleS 
leAdS in MoRe detAil, 
we hAve Found :

79% of respondents were satisfied with the number of leads 
they are receiving 

There was no difference in the level of satisfaction with regards 
to the quality or number of leads between those who had 
separate internal marketing departments and those where 
marketing was integrated with sales

83% of respondents were satisfied with the quality of the leads 
they are receiving

In 82% of organisations sales people are responsible for 
generating their own outbound sales leads

74% of respondents had an average sales cycle of less than  
6 months

Only 3% intend to decrease the amount of outbound lead 
generation activity for the coming year, with 97% intending  
to increase or keep the activity the same

Looking at other channels that respondents were focusing  
on for leads – referrals and networking were the standouts

94% of organisations perceived their lead management 
process as being between ‘Emerging’ – some consistency and 
planning, and ‘Managed’ – defined and managed
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how SAtiSFied ARe 
you in the quAntity 
oF SAleS leAdS?

34%
Satisfied

33%
Reasonably 
Satisfied

16%
Unsatisfied

12%
Very Satisfied

4%
Very Unatisfied



SAleS leAdS
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how SAtiSFied ARe 
you with the quAlity 
oF SAleS leAdS?

31%
Satisfied

38%
Reasonably 
Satisfied

13%
Unsatisfied

14%
Very Satisfied

4%
Very Unsatisfied

doeS youR SAleS 
teAM GeneRAte theiR 
own outBound 
SAleS leAdS? 82% yeS

will you Be 
incReASinG oR 
decReASinG youR 
outBound leAd 
GeneRAtion Activity 
thiS yeAR?

14% no

4% outSouRced

61% 3%

36% no chAnGe



SAleS leAdS
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how would you 
deScRiBe youR leAd 
MAnAGeMent And 
SAleS pRoceSS?

42%
Defined (process 

is defined with 
tools and guides)

26%
Managed 

(defined with 
guidance and 

management)

26%
Emerging  
(some consistency 
and planning)

1%
World Class

4%
Ad Hoc  
(no consistent process)

whAt iS the lenGth 
oF youR AveRAGe 
SAleS cycle?

47%
Less than 3 months

22%
6 – 12 months

4%
1 – 2 years

27%
3 – 6 months



SAleS SySteMS & technoloGy 

lookinG At the 
technoloGy oR 
FoRMAl SySteMS 
uSed to MAnAGe 
the SAleS Function 
we Found the 
FollowinG :

81% of respondents use a dedicated CRM system. The most 
common CRM systems used were Salesforce and Microsoft 
Dynamics followed by custom built systems

83% of respondents are satisfied that their CRM is effectively 
managing their sales leads and pipeline

For those not using a CRM to manage sales leads and pipeline 
the most common tool being used was Excel

The most common marketing automation tool used was 
Mailchimp, although the majority of respondents (38%) were 
unaware of the system that was being used in their organisation

The most common reasons people were not using a CRM 
were - price, the business was too small and interestingly the 
business was too ‘complex’

Where no marketing automation was in place the most 
common way of nurturing leads was via  the phone
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how SAtiSFied ARe 
you thAt youR 
cRM iS eFFectively 
MAnAGinG youR 
SAleS leAdS, pipeline 
And pRoceSS?

22%
Satisfied

11%
Unsatisfied

36%
Reasonably Satisfied

25%
Very Satisfied

6%
Very Unsatisfied

do you uSe A cRM?  81% SAid yeS 

 19% SAid no

do you uSe 
A MARketinG 
AutoMAtion SySteM?

49% SAid yeS 

 52% SAid no



plAnS FoR the coMinG yeAR 

lookinG At whAt 
plAnS weRe in plAce 
FoR the coMinG yeAR

82% plan to develop and improve their sales processes

54% plan to invest in technology

84% plan to invest in people

53% plan to hire additional sales people / increase head count
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lookinG At the 
coMinG yeAR ARe 
you plAnninG 
on developinG / 
iMpRovinG SAleS 
pRoceSSeS?

82% yeS no18%

lookinG At the 
coMinG yeAR ARe 
you plAnninG on 
inveStinG in people? 84% yeS no16%

lookinG At the 
coMinG yeAR ARe 
you plAnninG 
on inveStinG in 
technoloGy?

lookinG At the 
coMinG yeAR ARe you 
plAnninG on hiRinG 
AdditionAl SAleS 
people? 53% yeS no47%

54% yeS no46%



chAllenGeS & FutuRe outlook

lookinG AheAd 
ReSpondentS 
AdviSed the 
FollowinG:

The biggest challenges right now were increased competition 
as well as ‘Other’ which when prompted included – internal 
organisation issues, currency/importing issues, supply of 
product, market volatility or decline, brand awareness and 
government policy

Both acquiring new clients and growing the value of existing 
clients were viewed as the top sales objectives for the coming year
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whAt iS youR 
BiGGeSt SAleS 
chAllenGe RiGht 
now?

AcquiRinG new cuStoMeRS 233* 

enteR new MARketS 156* 

GRow the vAlue oF exiStinG cuStoMeRS 230*

whAt ARe youR SAleS 
oBjectiveS FoR the 
coMinG yeAR?

*Number of respondents

25%
Other

8%
No response 22%

Increased competition

13%
Sourcing 

quality leads

14%
Recruiting staff

5%
Closing sales /  
converting leads

9%
New competition

3%
Retaining staff



SuRvey deMoGRAphicS
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whAt iS the AnnuAl 
tuRnoveR oF youR 
oRGAniSAtion?

induStRy:

leSS thAn $5 Million 18% 

$5 Million - $24 Million 28% 

$25 Million - $49 Million 16% 

$50 Million - $499 Million 22% 

$500 Million + 6% 

unSuRe / will not diScloSe 10%

touRiSM, AccoMModAtion & Food SeRviceS 13% 

AGRicultuRe, FiShinG & MininG 5% 

BAnkinG, FinAnce & inSuRAnce 5% 

coMputeR SoFtwARe & SeRviceS 7% 

conStRuction 7% 

educAtion & tRAininG 3% 

heAlthcARe & SociAl ASSiStAnce 3% 

hR & RecRuitMent 1% 

it & inFoRMAtion 5% 

MAnuFActuRinG includinG AutoMotive 11% 

MediA & telecoMMunicAtionS 5% 

otheR SeRviceS 1% 

pRoFeSSionAl SeRviceS 13% 

RetAil 2% 

ScientiFic & technicAl SeRviceS 10% 

wholeSAle 8% 

no ReSponSe 3%



SuRvey deMoGRAphicS

Size oF the 
SAleS teAM
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19%
20 plus

29%
5 to 9

35%
Less than 5

17%
10 to 19

Conducted late in 2016 covering the financial year 2105/16, this survey resulted in responses from 263 respondents. 

The aim was to survey as broad an audience as possible with regards to industries, turnover and organisation size in the B2B sales space.

Due to rounding some percentages in this report may not total 100%. Respondents included existing and past customers as well as contacts who 

had opted in.

No part of this document may be reproduced or transmitted in any form without the prior approval of Forrest Marketing Group (FMG) Pty Ltd .

Any quotations from this document must be attributed to the author.
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