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Introducing the Good to Know Analytics Series. 
 
Is your data working for you? 
 
We at Bimotics believe that anyone can be a business analyst. The Good to Know Analytics Series 
is comprised of papers featuring a specific set of metrics and what you can learn from them. Each 
paper demonstrates how the metric can be used in a variety of ways to answer several important 
business questions. While the Bimotics console enables users to select, consolidate, and see the 
data necessary, the goal of the Good to Know Analytics papers is to unlock the information in the 
data. The papers give real-life examples and provide a method for interpreting the information. 
 
This paper featuring Sales Representative Profitability Metrics illustrates three ways to interpret 
and use the data. They demonstrate how this basic business data can work for you in deepening 
your understanding of your business and enabling you to make important decisions.  
 
Learn more about it. It’s Good to Know. 
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Meaningless Sales Data? Think again. 
Your business collects valuable data everyday, with every transaction. A wealth of sales, financial, 
customer and expense information can be captured by just one application, like QuickBooks. So, if 
you have the data, what does it actually tell you? Analysis of this data, in the form of the metric 
Sales Representative Profitability, provides you with answers to critical business questions like: 1) 
Who is the best sales rep? 2) When is the best time to train the sales team? 3) Is this sales 
program working? The following case studies illustrate how one metric, Sales Representative 
Profitability, answers these questions.  

Who is my best sales representative? 
Dave runs and owns a company that sources and distributes high-end gear and accessories to 
children retailers.  As with many small businesses, he also manages the sales team.  To close sales 
opportunities, Dave’s sales team has permission to negotiate discounts with each customer.  So far, 
Dave has been pleased with the revenue each sales representative has brought in this year.  To 
keep up morale, he would like to reward his best sales representative. But, who is it? 

Dave decides that the program would reward the 
best sales person who contributes to the 
company’s growth goals, while demonstrating 
good selling behavior. He pulls together sales 
numbers for Sales Representative Profitability 
analysis. 
 
Of the three sales representatives, Tracy, the 
most seasoned rep, has generated the most 
revenue- close to $500,000 (see Report 1). 
However, Tracy generally achieves her goals by 
offering deep discounts towards the end of each 
month.  By analyzing the profitability of each sales 
representative (see Report 2), Dave learned that 
although Tracy sold nearly $100K more than Jen, 
her expenses were also nearly double Jen’s.  
These expenses have adversely affected Tracy’s 
and the company’s overall profitability.  While Jen 
had sold less, she was at least 5% more effective 
than Tracy.  
 
Dave decided to reward Jen as she set a better 
precedence with the customers and demonstrated 
more ideal selling skills. 
 
 

Report 1 

Report 2 

Good to Know Analytics Series: 
Sales Representative Profitability 
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When will sales training affect me the least? 
 
Terry owns a mid-size advertising and media firm. The sales team sells ad space to a variety of 
local businesses. The continuous technology changes in this industry require constant training and 
education. Terry felt it was time to bring her representatives in from the field for training that would 
improve the sales message and address some customer service issues.  
In the past, the sales representatives complained that training took them away from selling and 
revenue generating activities, making it more difficult to meet quota.  To address the sales team’s 
concerns over the training, Terry explores a program that would create training credits which would 
be used towards the quota calculation. Fully aware that this program also meant that training would 
be more costly, she wanted to offer the training at a strategic time. She asked, “When would 
salesperson training cost my company the least?” 
  
Here is how Sales Representative Profitability over time, helped Terry understand the seasonality 
of her business to answer her question. A seasonal trend was revealed when Terry reviewed the 
entire team’s sales numbers in 2012 (see Report 3). During the summer months, the balance 
between the sales and the cost of sales would shift, resulting in a shift in profit margins to nearly 
half the yearly average and a third of their peak months. The numbers confirmed with the seasonal 
lull they have felt during the same months. 

 

Report 3 
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From the analysis, Terry decided to plan the team-wide training in the 3rd week of August, at a time 
when a loss in profitability could be minimized.  The insight gained from the sales team profitability 
metric also has Terry exploring a new sales campaign that focuses on volume sales to minimize the 
overall loss. 
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Is my sales program working? 
 
Robin’s OEM engineering firm has been growing steadily for several years.  In the last couple of 
years, he has added sales staff to win more projects from regional businesses. As the owner, Robin 
continues sell the majority of projects, but does not consider himself as part of the sales team.  
Robin is pleased with the profitability of his firm. However, he wanted to know what contribution the 
sales program has had on the business’s overall success.  
  
As Robin added sales staff, he continued to keep his sales program fairly simple and basic in terms 
of policies and commissions. The feedback he has received about the program is that it works for 
some representatives, but not for others. The unhappy reps say the model does not provide 
enough flexibility to compete on price for volume.   
  
When creating the sales program, Robin conservatively expected that his sales team would bring 
at least 28% of the revenue per segment. Thus, when looking at the segments altogether, Robin 
expected to see 28% total sales contribution. Analyzing Sales Representative Profitability, he 
learns that sales profits made up about 61% of total business profits.  This seemed sufficient to 
him.  But, what is the overall effectiveness of the sales program?  Has the program met the goal of 
28% of total revenue?   
 

Report 4 
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This is consistent with the feedback he received about needing more authority to compete on price 
for certain sales opportunities. 
  
With this analysis, Robin plans to apply what works well for Tom to Harry.  Since the program was 
nearly on target, Robin does not want to completely change the rules and add complexity.  

Using the Sales Representative 
Profitability data, Robin sought to 
analyze total sales effectiveness 
(see Report 4).  He used a chart 
that measured revenue versus 
goal, by segment. From this chart, 
he found that his sales program 
was off by less than 5%. Given 
the small percentage, he believes 
the sales program is working.  
Robin found that only half of the 
reps were able to exceed goal.  
Harry’s segment was lagging 
behind significantly.   

Note:  The figures are fictitious, the purpose is for information only and they do not represent Bimotics and 
Google warrantees on the metrics. The case study reports were created using Google Visualization Charts 
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Featured Metric: 
Sales Representative Profitability 
 
Metric Summary 
 
The stories of business analysis above demonstrate the power of sales representative profitability.  
The table below summarizes the metric in a snapshot. 
 

Metric Name Sales Representative Profitability 

Metric Category Sales Analytics, Profitability Analytics 

Types of Data Needed • Sales 
• Sales Representative 
• Financial 

What questions does it 
answer? 

• Who is my most profitable sales person? 
• Am I getting a good return on investment in revenue 

generation? 
• How are my sales representatives driving my overall 

profitability? 
• Is my sales program working effectively enough? 

How to Calculate (Sales Rep Sales Revenue – Sales Rep expenses – Sales 
Rep salary) = Sales Rep Profit 

Sales Rep Profit/Sales Rep Sales Revenue  = Sales Rep 
Profitability 

Benefits • Understand sales performance tied to financials 
• Get a deeper understanding of seasonality effects sales 
• See the affects of sales discounts by sales reps on your 

bottom line 
• Can be used to evaluate and create sales strategy 

Risks • Must take time in consideration to get a full understanding 
• May have a time lag for sales to information to all be 

entered and process through your system 

 
!
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About Bimotics, Inc. 
 
Bimotics is a cloud-based analytics company built for the small and medium sized business (SMB). 
We enable the SMB to rapidly identify and solve operational and financial inefficiencies in near real 
time, adding to their bottom line and keeping them competitive in a fast changing world. Bimotics’ 
intuitive dashboards are extremely easy to use and provide industry-leading value and crucial 
analytics that were previously only within reach of larger enterprise businesses due to high costs 
and execution complexity.  
 
Visit us at http://www.bimotics.com 
 


