
In virtually every sales team, you'll find high,
medium, and low performers. Typically, there’s a
clear top 20% and a similar proportion at the
bottom. For firms to be successful, they need to
answer the question: what is the key to
transforming the effectiveness of your sales
team? 

The answer is straightforward: move the middle
60% closer to the best performers. Anyone who
has ever managed people will know that
sometimes this is easier said than done. However,
taking the initiative to do so will have a greater
impact on your overall sales organization than any
other single method you take on.

In this whitepaper you will discover the secret we
all know: the best consistent performers typically
focus on relationships over transactions, are
trusted by their clients, and ensure they
communicate frequently to ensure they
understand their clients’ needs and help meet
them.

At the end, you will understand how to: 

We call this building Relationship Capital and the
Introhive/Mutual Value programme is designed to
maximise the relationships your teams create
collectively across the firm with your most
important clients.

The High Performers

How Introhive And Mutual
Value Help You Transform Your
Sales Team Performance

These are the top 20% of all sales
reps. Introhive will help you track
these behaviours

The 60% who make up the bulk of your
team. Mutual Value trains them in the
best relationship behaviour. 

The are the bottom 20% of all sales
reps. These individuals may never
adopt the new behaviours

The Middle Pack

The Low Performers
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Track the behaviours of the best.

Train those in the middle tier in
how to adopt them.

Measure behaviours to ensure
they’re putting this into practice.
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In this example, by moving half of the 60% halfway along the curve we’ve

added £6.6m to our revenue without adding to our sales team. Chances

are, this is more profitable revenue as it is incremental and so it may have

a disproportionate impact on our margin.

Take the average revenue the Top 20%
each generate.

Divide that number by half, because we’ll
only get half the people to move.

Subtract from it the average revenue from
the middle 60% 

Multiply that number by the number of
people in the middle 60. Let’s say we have

24 people in this cohort.

Divide by half again because we only expect
to move them half way along the path.

£2.8m/Year

£26.4m/2 = £13.2m

£2.8m – £1.7m =
£1.1m/year

24 x£1.1m = £26.4m

3.2m/2 = £6.6m

Calculating The ROI

Based on a Sales Team of 40

 

Sample Numbers

DOING THE MATH 

This equates to the top-level additional revenue you could create if
everybody was equally good. Now let’s get real.



Typically, analysis of your very best performers
will show they are in much more constant
contact with key people on the client-side than
their colleagues. And, when they are in front of
them, they focus on value and outcomes instead
of services and features. They know how to
make every encounter contribute to the
relationship, even when there are challenges.
And they instinctively establish trust as a
partner, not provide a service as a supplier.

We will show your middle 60% how to do the
same.
 
Then, we'll help you identify the prospects and
existing clients where there is potential to build
far greater Relationship Capital.

By doing so, we will support the changed
behaviours by your middle 60 through
measurement by Introhive and coaching by
Mutual Value to help them consistently improve.

The two components of strong client
relationships are frequency and quality of
contacts. Together, these build Relationship
Capital - the least measured and potentially
most valuable asset you have. Introhive and
Mutual Value will help you create and grow
your Relationship Capital.

During the lead up to a signed deal, prospective
clients will be inundated with phone calls, emails,
and personal touches to help close the business.
However, once a deal is won, there tends to be a
significant decrease in connections to these new
clients and thus a drop in relationship capital.

Building a strong client
relationship throughout the
sales lifecycle

Improve your delivery margins
and turn deals into
relationships 

Deal Closed

Traits of your top performers

WHAT THIS LOOKS LIKE IN PRACTICE

Thie above chart highlights how this Relationship Capital grows. The divergence of the two lines we have seen
many times when we measure behaviours - the Relationship Capital drops. Partners hunt new business while
more junior members of the team step into contact with the client.
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A poor experience early on in the business
relationship could cause a client to churn long
before they are even asked to renew their
contract. It demonstrates a transactional
mindset focused on the deal.

The closing of a deal should be regarded as
the step to a stronger relationship, and in turn
increased revenue streams and higher levels
of account profitability. A strong intent
towards relationship building is based on high
levels of collaboration. 

Applying this process at every
stage of the sales and delivery
journey can have a major impact
on your revenues. By increasing
the effectiveness of relationships
by only 7% in each stage of the
funnel, organisations are able to
double the number of deals won
without increasing the aggregate
number of salespeople or deals.
Assumes average deal size of
£125,000.

This builds trust and makes your pricing less
of an issue – most importantly, it allows you to
have grown up conversations about cost and
margin when there is scope creep or other
significant changes.
 
Tracking the frequency of your peer to peer
relationship building will show you how well
you are establishing and growing your
Relationship Capital, and demonstrating high
trust behaviours will ensure those encounters
are effective.

Mutual Value By
The Numbers

WHAT THIS LOOKS LIKE IN PRACTICE

100

33 40

11 16

4 8

100
Leads

Transactional New
Business Making

£500,000 £1,000,000

Partner, relationship-focused
client engagement

Opportunities

Bids

Wins
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www.introhive.com

info@introhive.com 

US & Canada: (866) 824-5452

UK: +44 (0) 20 7305 7350

www.mutual-value.com

info@mutual-value.com 

By seeing beyond the deal and
continuing high trust behaviours right
from the start of a project, you will lay
the foundations for better delivery
margins and far greater future work.

The trick is to focus on frequency and
quality of relationship building
encounters by: 

The Introhive/ Mutual Value
programme enables you to do this,
using data to drive behaviours that
lead to significantly improved results.

You can transform your revenues and margins without radically
changing your sales team. By focusing on the Middle 60, and

showing them how to adopt the relationship behaviours of your top
20% performers, you will see higher levels of conversion at every

stage of the sales funnel.
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IN SUMMARY

Tracking the behaviours of
the best

Training those who can
improve, and tracking the
results. 

CONTACT TO LEARN MORE


