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INTEGRATING
A PROVEN, PREDICTABLE, AND 
SCALABLE METHODOLOGY INTO THE 
SALES PROCESS HAS A MEASURABLE 
IMPACT ON PERFORMANCE. 

HERE’S WHAT THAT MEANS  
AND HOW TO DO IT RIGHT.

Over the last year, a tremendous amount of change  
has happened to the buying and selling process.  
In our 2020 Virtual Selling Study, 90% of sales leaders 
reported some or significant change to their sales 
organizations, with much of it expected to stick.  
Changes in sales cycles, along with hesitation in  
decision-making, have affected the length of time  
to close sales. 70% of sales organizations reported  
longer sales cycles for new clients, and just over half 
(53%) stated that the sales cycle is longer for existing 
clients, compared with the time prior to COVID-19.  
Worse still, only 48% of deals closed as originally  
forecast, compared with 69% prior to COVID-19.

Creating and implementing sales processes that 
successfully scale and support new ways of  
working is critical. In fact, sales methodology may  
be the difference between exceeding expectations  
and falling short in today’s marketplace. 
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IN PRACTICE, A SALES 
METHODOLOGY EQUIPS  
YOUR SALES TEAM WITH  
A REPEATABLE AND SCALABLE 
FRAMEWORK TO ACCELERATE 
SALES PERFORMANCE.” 
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In such a complex environment, 

predictable results begin with 

proven processes. That means 

defining the right set of sales 

activities in sequence (based on  

a customer’s path) that will enable 

sales professionals to engage 

effectively and efficiently with new 

prospects and existing customers. 

Methodologies take that a step 

further – digging into the details  

of each step of that sales process. 

They introduce discipline through  

a system of principles and best 

practices that translate into seller 

actions. They steer sales pros 

through what to do and how to  

do it. So whether it’s preparing  

for a sales call, analyzing an 

opportunity or upselling a large 

account, a sales methodology 

connects the process to customers’ 

needs and provides a framework  

for how to navigate each stage.

What sales 
methodology means – 
and why it matters.



IT IS SIMPLY IMPOSSIBLE TO 
IMPROVE YOUR ORGANIZATION’S 
SALES CAPABILITIES AND WIN 
COMPLEX SALES CONSISTENTLY 
AND PREDICTABLY WITHOUT  
A CONSISTENT METHODOLOGY.” 
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Effective methodologies are the backbone of successful 
sales organizations. They provide sales reps and managers 
with repeatable and scalable ways of working that are 
proven to deliver the outcomes the business is seeking.  
It is difficult to improve sales capabilities without  
a consistent methodology that delivers several  
key benefits to the sales team, including: 

 

 Proven strategies for successfully navigating  

a changing business environment.

 Tools to effectively evaluate and navigate sales 

opportunities, situations and challenges.

 A common language for discussing the steps 

required at each stage of the sales process.

 The identification and formalization of best practices 

that increase the likelihood of success.

 The ability to replicate the techniques of top sales 

performers throughout the sales organization.

 Effective ways to scalably coach sales reps  

through the sales process.



Just over one third (35%) of organizations have  

a formally implemented sales methodology and 

have developed training and coaching services  

to drive successful adoption by sellers and sales 

managers, according to our 2020-21 Sales 

Performance Study. 

Another one-quarter (27%) have taken that a 

step further to create a more dynamic program 

that measures their methodology’s impact on  

key business metrics and leading indicators  

along the sales pipeline. 

The balance of organizations (37%) have  

a random or informal sales approach and 

according to our research fail to achieve even 

average revenue achievement, quota attainment 

levels or win rates. Those with a formal sales 

methodology, on the other hand, meet average 

revenue attainment level and win rates, while 

organizations that have adopted a dynamic 

approach exceed them. 

How extensively – and 
successfully – are sales 
methodologies used?

The business case for 
integrating methodology  
into the selling process and 
measuring the impact of 
these processes is clear. 
However, the majority  
of organizations have some 
catching up to do to achieve 
sales methodology maturity.



Well-honed sales methodologies are necessary for sales 

success, but not sufficient. Sales professionals need to 

develop the skills and capabilities to be able to follow 

the steps of the sales process and apply the sales 

methodology successfully. Sales leaders need to 

commit to reinforcing the use of methodology; and 

technology tools help to drive consistent adoption.

Training that incorporates real-world practice – working 

with real prospects and customers, guided by coaching 

from sales managers, is the most effective approach. 

Over time, sales professionals can develop a real 

fluency in the methodology so that they can adapt to 

different buying situations, business problems, and 

solution preferences and provide insight and 

perspective tailored to a buyer’s needs.

The better the quality of training, the greater the impact 

on sales organization performance of the sales 

organization. Those participants in our 2018 Sales 

Performance Study with methodology training services 

that exceeded expectations (20.7% of respondents), 

reported win rates that were 15% higher than average. 

Respondents with methodology training that met 

expectations had win rates slightly above average. 

Meanwhile, those who said their training needed 

improvement had win rates slightly below average  

and those who stated their training needed a major 

redesign saw significantly lower win rates.

Getting sellers to adopt methodology is a common 

coaching struggle. Connecting sales methodology  

with a CRM makes it easier to motivate reps to execute 

the organization’s sales methodology, while providing 

managers with greater visibility into the state of 

methodology adoption. In addition, adding analytics  

to a formal sales process is linked to win rates that  

are 13% higher than just a formal process alone.

Just methodology, on  
its own, is not enough.
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THERE ARE A NUMBER OF STEPS 
SALES LEADERS CAN TAKE TO 
DEVELOP, IMPLEMENT, AND REFINE 
THE BEST SALES METHODOLOGY FOR 
THEIR ORGANIZATIONS .

DEVELOP A SALES VISION  
TO DRIVE ENGAGEMENT. 
Many organizations are great at telling people what to do, how 

to do it and when to do it. Far fewer organizations are great at 

providing their employees with a compelling narrative that 

answers the question “why”. Sales enablement leaders should 

co-create and communicate a broad and compelling vision  

as a call to action for the sales organization.

DECIDE ON A SOLID METHODOLOGY 
THAT WILL WORK FOR YOUR 
ORGANIZATION. 
Look for approaches that have proven successful through 

cycles of business change and disruption. A strategic selling 

methodology, for example, has long been used to help 

organizations manage complex sales processes involving 

multiple decision makers.
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Accelerate business  
potential with proven 
sales methodology: 
Where to begin.



ALIGN KPIs AND TARGETS.
Frequently, KPIs are set to business targets, which seems like  

a “no brainer” approach to aligning sales with business goals. 

However, this may lead to shortcut behaviors that cut out time 

spent on sales methodology, limiting visibility into best 

practices, forecasting and customer volatility. Asking the 

question “Do our reward metrics align with our sales 
methodology as well as our strategic objectives?”  
helps to overcome this.

KEEP AN EYE ON NEW TOOLS TO 
SUPPORT SALES METHODOLOGY.
Advances in technology are creating opportunities for 

organizations to introduce emerging technology capabilities  

to the sales process, like data and analytics to improve win 

rates and intelligent cloud-based sales methodology  

coaching and support.

MEASURE AND REFINE. 
For the greatest return on sales methodology, regularly  

review and report on the business impact on key performance 

metrics and leading indicators along the sales pipeline and 

adjust accordingly.
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INTEGRATE METHODOLOGY  
INTO SALES PROCESSES. 
Processes are the sequence of sales actions while 

methodology explains at each step the details of what  

to do, how to do it, and why you do it. The most mature 

organizations integrate methodology fully into their selling 

processes. This includes driving adoption and sales success by 

incorporating methodology into their CRM and daily workflow.

OFFER TRAINING AND COACHING 
TO DRIVE ADOPTION AND 
REINFORCEMENT. 
Sales managers are the key here. They are interacting with 

frontline sales talent every day and will play a critical role  

in implementing the sales methodology through classroom 

and on-the-job coaching. Our 2020 Sales Management  

Study found that sales organizations in which managers  

are more effective at developing and coaching their people 

had a 24% higher quota attainment than their peers.

3



9

Making the investment in 
methodology to support 
the sales function offers real 
returns – not just bottom-line 
efficiency gains but top line 
improvements. But to reap 
the full benefits, organizations 
must put in place not only 
the right methodology, but 
the vision, training, coaching, 
technologies, and metrics  
to make it work. About Korn Ferry 

Korn Ferry is a global organizational consulting firm. 

We work with our clients to design optimal organization 

structures, roles, and responsibilities. We help them hire 

the right people and advise them on how to reward and 

motivate their workforce while developing professionals 

as they navigate and advance their careers.  

Visit kornferry.com for more information. 

Accelerate revenue growth.
Get started today.

https://www.kornferry.com/accelerating-revenue-growth
https://www.kornferry.com/capabilities/business-transformation/accelerate-revenue-growth
https://www.kornferry.com/capabilities/business-transformation/accelerate-revenue-growth?utm_source=outreach&utm_medium=nurture&utm_term=cta-link&utm_content=why-proven-sales-methodology-is-a-roadmap-to-success&utm_campaign=21-04-gbl-accelerating-revenue-growth
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