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For the second consecutive year FMG 
surveyed over 200 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 
 
The key findings from this year’s research are:

•	 Sales teams have continued to grow and are 
expected to grow during 2018

•	 Looking at sales targets, the responses overall 
were positive with 69% of organisations meeting 
sales targets in 2016/17 and 77% expecting to  
meet the current financial year’s target

•	 96% of respondents have either gained market 
share or remained the same

•	 The biggest challenges facing sales teams are 
sourcing quality leads, followed by increased 
competition

•	 Referrals and partnerships are becoming 
increasingly important as new sales channels

About FMG

FMG provides 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.
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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?

59%38%

Stay The SameGrow

Reduce

Did your sales 
team grow, reduce 
or stay the same 
during 2015/2016?

51%37%
12%

3%
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Who looks after 
your marketing?

10%
Marketing is 
outsourced to  
a third party	

46%
Separate internal 
marketing team

44%
Marketing is 
integrated into 
sales

37% of sales teams grew in size in 2017 compared with 47% in 2016

It is anticipated that 38% of sales teams will grow during 2018, compared 
with an expected 44% in last year’s report

There has been a slight increase in the outsourcing of marketing to a third 
party – increasing from 8% to 10%. We also saw a decrease in the number  
of respondents who had a separate internal marketing team – from 53%  
last year to 46% this year.

For the second consecutive year, the most common way of tracking 
sales team productivity was by tracking the number of proposals / 
quotes completed

Consistent with the results in 2016, the most common way of tracking 
sales team effectiveness continued to be 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 target in 2016/17 
– identical to in 2015/16

Sales growth for last year varied from over 800% increase in sales 
from the previous year (for a start up) to a 12% drop in sales from 
the previous year

Down slightly from the previous year, respondents were still 
confident in meeting this year’s sales targets with 77% saying 
it was likely the target would be met

96% of respondents have either gained market share or 
remained the same, with only 4% stating they have lost 
market share

Are you gaining 
or losing market 
share?

4%
Losing	

64%
Gaining

32%
Staying the 
Same

77% 23%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 :

70% of respondents were satisfied with the number of leads they 
are receiving, although this was down slightly from 79% in 2016

There continued to be 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

85% of respondents were satisfied with the quality of leads 
they are receiving, increasing slightly from 83% in 2016

In 77% of organisations sales people are responsible for generating 
their own inbound leads. However we have seen an increase in 
outsourced lead generation – from 4% in 2016 to 9% in 2017

78% of respondents had an average sales cycle of less than  
6 months – a slight increase from 74% in 2016

Only 4% intend to decrease the amount of outbound lead 
generation activity for the coming year, with 96% intending  
to increase or keep the activity the same

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

59% of organisations perceived their lead management 
process as either Ad Hoc or Emerging – significantly less 
sophisticated that how this was perceived in 2016
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How satisfied are 
you in the quantity 
of sales leads?

25%
Satisfied

34%
Reasonably 
Satisfied

25%
Unsatisfied

11%
Very Satisfied

4%
Very Unatisfied



Sales LEADS
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How satisfied are 
you with the quality 
of sales leads?

35%
Satisfied

39%
Reasonably 
Satisfied

13%
Unsatisfied

11%
Very Satisfied 1%

Very Unsatisfied

DoES youR sales 
team generate their 
own outbound 
sales leads? 77% yes

Will you be 
increasing oR 
decreasing your 
outbound lead 
generation activity 
this year?

14% no

9% outsourced

67% 4%

29% no change



Sales LEADS
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How would you 
describe youR lead 
management and 
sales process?

18%
Defined (process 

is defined with 
tools and guides)

21%
Managed 

(defined with 
guidance and 

management)

36%
Emerging  
(some consistency 
and planning)

1%
World Class 23%

Ad Hoc  
(no consistent process)

What is the length 
of your average 
sales cycle?

52%
Less than 3 months

18%
6 – 12 months

4%
1 – 2 years

26%
3 – 6 months



Sales Systems & Technology 

looking at the 
technology or 
formal systems 
used to manage 
the sales function 
we found the 
following :

77% of respondents use a dedicated CRM system.  
The most common CRM systems continue to be  
Salesforce and Microsoft Dynamics

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 reasons people were not using a CRM  
were – the business was too small, the business was a start-up, 
or the business was not sophisticated enough

The most common marketing automation tool used was 
Mailchimp

Where no marketing automation was in place, the most 
common way of nurturing leads was via  the phone or face  
to face meetings
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How satisfied are 
you that your 
CRM is effectively 
managing your 
sales leads, pipeline 
and process?

22%
Satisfied

32%
Reasonably Satisfied

14%
Unsatisfied

29%
Very Satisfied

3%
Very Unsatisfied

Do you use a CRM?  77% said yes 

 23% said no

Do you use 
a marketing 
automation system?

50% said yes 

 50% said no



Plans for the coming year 

looking at what 
plans ARE in place 
for the coming year

84% plan to develop and improve their sales processes

64% plan to invest in technology

79% plan to invest in people

Only 43% plan to hire additional sales people / increase head count, 
down from 53% in the previous year
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Looking at the 
coming year, are 
you planning 
on developing / 
improving sales 
processes?

84% YES NO16%

Looking at the 
coming year, are 
you planning on 
investing in people? 79% YES NO21%

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? 43% YES NO57%

64% YES NO36%



Challenges & Future Outlook

Looking ahead 
respondents 
advised the 
following:

The biggest challenges for 2017 differ from 2016 where 
increased competition was the biggest challenge. For 2017 32% 
stated that sourcing quality leads was their biggest challenge, 
followed by increased competition at 19%

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 183* 

Enter new markets 120* 

Grow the value of existing customers 175*

What are your sales 
objectives for the 
coming year?

*Number of respondents

15%
Other

5%
No response 19%

Increased competition

32%
Sourcing 

quality leads

8%
Recruiting staff

10%
Closing sales /  
converting leads

8%
New competition3%

Retaining staff



Survey Demographics
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What is the annual 
turnover of your 
organisation?

Industry:

Less than $5 million 44% 

$5 million - $24 million 23% 

$25 million - $49 million 9% 

$50 million - $499 million 11% 

$500 million + 5% 

Unsure / will not disclose 8%

Tourism, Accommodation & Food Services 7% 

Agriculture, Fishing & Mining 2% 

Banking, Finance & Insurance 6% 

Computer Software & Services 11% 

Construction 3% 

Education & Training 1% 

Healthcare & Social Assistance 5% 

HR & Recruitment 4% 

IT & Information 5% 

Manufacturing including Automotive 7% 

Media & TelecommunicationS 7% 

Other Services 12% 

Professional Services 19% 

Retail 5% 

Scientific & technical services 1% 

Wholesale 4% 

No response 2%



Survey Demographics

Size of the 
sales team

What is 
your role / 
position
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14%
20 plus

12%
Director

21%
5 to 9

32%
Head of Sales

10%
MD / CEO

52%
Less than 5

13%
Founder / Owner

13%
10 to 19

24%
Other / Did not disclose

Conducted late in 2017 covering the financial year 2016/17, this survey resulted in responses from 201 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.

9%
BDM / Account Manager 

Director / Executive
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