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Sales often feels, 
and is treated, 

more like gambling 
than manufacturing.



Uncertainty rules 
most sales teams and

confounds management's 
ability to forecast and plan.



To repeat a well-worn fact, 
more than 50% of reps

don't make quota.



Is the answer to put 
us all on a PIP?

5



It turns out there is a 
single metric that 

reliably predicts future 
sales success:



Meetings Scheduled 
Per Calendar Day



It's obvious that doubling our 
flow rate of meetings will 
INCREASE our flow rate of 

opportunities and, ultimately, 
our bookings and revenue.



But what is less obvious is 
that doubling our flow rate 
of meetings will radically 
DECREASE uncertainty in 
forecasting sales results.



Why?

Two words: 
Portfolio Effect



An analogy: When investing in the 
financial markets, we are advised 
to reduce our risk by increasing 
the number of our investments 

while decreasing the relative size 
of each investment.



The reason is that doubling 
the number of independent 
investments decreases our 
risk of losing all our money 

by more than 50%.



In sales, we are ignorant 
of the outcome of deals 

in our pipeline in the same way 
we are ignorant of the fortunes 

of our financial investments.



Our pipeline —
in deal count, not mere dollars 

— is our portfolio.



Which leaves one question: 
How do we generate more 

meetings per day?



There are 3 levers to 
drive this reduction of 

uncertainty:



LEVER #1
Headcount



LEVER #2
Prospecting hours 

per rep-day



LEVER #3
Meetings per 

prospecting hour 
per rep



It's better to maximize
LEVER #3 before considering 
LEVER #2 — saving LEVER #1 

for when your prospecting 
is fully optimized.



Here are some targets 
to consider:



For SDRs
.5 meetings per prospecting 
hour per rep times 4 active 
prospecting hours per day



Optimized 
SDRs



For AEs
.7 meetings per prospecting 
hour per rep times 1 active 
prospecting hour per day



Optimized 
AEs



One Metric To Rule Them All



CONCLUSION
Optimized prospecting 
at achievable flow rates 

can radically de-risk your 
revenue plans.
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