
Partners in Benchmarking
Interested in learning how

other healthcare organizations
handle sales – and how those
outside of healthcare manage
their successful sales efforts? 

Benchmarking Survey
In December 1998,

Corporate Health Group,
The Alliance For Healthcare
Strategy And Marketing and
Systems Management
Associates began the pro-
cess of quantifying sales activities for healthcare
providers and comparing results to other industries.
Initial survey results are based on responses from
healthcare providers throughout the United States. 

Findings and Implications
Comparative data will assist in organizational 

assessments of sales strategies.  Key findings include:
■ Five key factors critical for the success of the sales

function

■ Percentage of respondents that track revenue 
by customer group

■ Percentage of respondents that provide their sales
staff healthcare specific sales training

■ Percentage of respondents who have measurable
accountabilities in place

■ Percentage of respondents who use variable 
(incentive) pay as part of sales staff compensation

Findings of the study are 
presented in Healthcare Sales:
Comparative Data Report. Within
the report, each finding is enhanced
with a discussion of implications
for healthcare as well as bench-
marked practices outside the
healthcare industry.

Order a Copy
To order the Healthcare Sales:

Comparative Data Report for
$79.00 each (includes shipping and

handling), complete the form below or call Corporate
Health Group at (888) 334-2500 or The Alliance For
Healthcare Strategy And Marketing at (312) 704-9700.
The report is also available for purchase online at
www.corporatehealthgroup.com or www.alliancehlth.org. 

Address

State Zip Code

Name

Title/Organization

Phone

Fax

City

Order by Mail: Strategic Solutions, division of Corporate Health Group, 3439 S. 161st Circle, Omaha, NE  68130
By Fax: (402) 333-4665 Online: www.corporatehealthgroup.com By Phone: (888) 334-2500

(      )

(      )

Email Address

Yes!  Send the Healthcare Sales: Comparative Data Report!

Please send ________ copie(s) of the Healthcare Sales:
Comparative Data Report at a cost of $79 each.

■■ Enclosed is my check payable to Strategic Solutions.

■■ Please charge my credit card.

■■ VISA    ■■ MasterCard      Exp. Date _____________

Account

Number

Name as it 
appears on card _____________________________________________________________________

Signature __________________________________________
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Findings Outside of Healthcare:

The average annual sales volume per intermediate and senior

sales representative is $1,394,260 as presented in the 1998 Dartnell

annual survey.  Additionally, annual selling costs equal 10% of

annual sales.  In the health services industry, the average performer

was responsible for $1,000,000 in annual sales volume.

In a survey conducted in 1998 by Selling Power magazine, repre-

sentatives within the service industry each generated $1.26 million

in sales. 

A 1998 Productivity Study conducted by Sales and Marketing

Management magazine found that field salespeople generate 82.6%

of the survey participant’s total revenue, while inside sales staff

accounted for an average 20.7% of total revenue.  The cost of a

sales call in the service industry was determined to be $184.34 

per call.

Finding #2: Gross Sales per Sales Representative

Participants were asked the gross revenues generated by sales by customer group.

The gross sales per representative ranges from $425,000 for community customers to a high
of 
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Implications:

A majority of the survey participants are unable to track gross

revenues generated by the sales staff according to customer group.

Without this detail, a comparison of findings outside of healthcare

to those in healthcare offers questionable validity.  While this data 

is of interest, it is only reflective of 18% of the total survey group.

Although insufficient numbers of participants responded to present 

a statistically valid sample, it was interesting to note an average of

$1.3 million gross revenues per employer sales full-time equivalent

(FTE).  

As demonstrated through outside healthcare findings, sales staff

dedicated full-time to direct selling (60-75%) with clearly defined

goals and an assigned territory have been proven most successful in

returning revenues to the organization.

An implication is that by observing outside healthcare sales

benchmarks, it is critical to track these data elements:

■ Sales per FTE 

■ Sales by customer group

■ Return on investment (ROI) for sales FTEs

■ Projections for sales, staffing and service line capacity

■ Results versus projections

Healthcare organizations might consider:

■ Building a tracking and measurement system to demonstrate

revenue per customer group

■ Conducting market research and business financials to develop

the pro forma for sales projections per customer group and

assigned sales territories 
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