
Empower your sales organization to focus on what matters most – getting results

SOLUTION BRIEF

How Sales Teams Maximize Productivity
with ActivTrak

Why Productivity Measurement is Essential
The modern sales model relies heavily on technology-driven insights to maximize performance. While many 
business leaders are keen to analyze customer data, examining data about sellers’ habits often falls by the wayside. 
Sales leaders need a way to better understand sales reps’ work habits so they can identify the factors driving 
success and helping build pipeline. That’s easier said than done. Workforce productivity measurement solutions like 
ActivTrak provide sales leaders a clear picture of what’s working and what’s not. Meaning — swift adjustments that 
can be essential to meeting sales quotas and invaluable to the company’s bottom line can be made. 

ActivTrak helps your sales organization:

Increase productivity

Build healthier work habits Empower managers to become rockstar coaches

Set attainable goals1 3
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Deep productivity insights supercharge your sales team
Many salespeople live and breathe Salesforce. However, customer relationship management (CRM) data alone 
doesn’t tell the full story of how sales reps do their best work. Relying on just one data source to analyze 
performance is like trying to reach a destination with only half of a map. Not to mention the fact that a lot of CRM 
data requires manual input — and it may be incomplete or incorrect.

By combining productivity data from ActivTrak with 
sales rep activity data from Salesforce, ActivTrak for 
Salesforce enables sales leaders identify what actions 
lead to sales pipeline generation, so they can: 

Gain a better understanding of which work 
habits drive the most success and pipeline 
creation

Identify bottlenecks in workflows and take 
action to improve efficiency

Easily identify who is meeting desired goals and 
who needs additional coaching and support

https://www.forrester.com/blogs/moneyball-for-b2b-sales-the-insights-driven-sales-system/
https://www.activtrak.com/blog/sales-productivity-metrics-pipeline-generation/
https://www.activtrak.com/product/personal-insights/
https://www.activtrak.com/blog/activtrak-coach-announcement/
https://www.activtrak.com/product/benchmarks-and-goals/
https://www.activtrak.com/product/integrations/salesforce/
https://www.activtrak.com/product/integrations/salesforce/
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Create a culture that drives transparency
and open communication
With a complete picture of sales processes and key insights about work habits and time spent on digital activities, 
sales leaders can more effectively coach sales reps. This includes recognizing successes, intervening early with 
low performers, and effectively onboarding new reps faster.

ActivTrak’s virtual productivity coach analyzes your 
team’s data and provides personalized 
recommendations on how to fine-tune workload 
balance, productivity, efficiency and focus across your 
sales team. From within Coach, sales managers can:

Review coaching opportunities to understand 
where sales reps can improve work habits

Leverage actionable guidance to drive 
collaborative discussions

Check week-over-week progress to assess 
the impact of ongoing coaching efforts

Set lofty sales productivity goals – and achieve them
Salespeople have a reputation for being hungry and motivated to achieve their goals. Use historic benchmarks in 
ActivTrak to set and track future goals across sales teams and view benchmarks and trends for productivity and 
focus across a team’s top quartile and average for yesterday, last week, last 4 weeks and last 12 weeks.

Managers can leverage benchmarks and goals to:

View trends to understand how productivity 
and focus has changed over the past
12 weeks

Compare the difference between the top 
quartile group’s behavior and the average 
behavior

Understand how each salesperson is 
performing in comparison to the goals 
you’ve set

https://www.activtrak.com/blog/activtrak-coach-announcement/
https://www.activtrak.com/product/benchmarks-and-goals/
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Accelerate the path to sales all-star status

Work with their managers to fine-tune 
workloads or schedules for optimal 
productivity

Avoid slowly creeping into burnout by 
self-monitoring burnout risk scores

Highlight personal improvements
to strengthen career advancement 
opportunities

Enable sales reps to optimize their productivity while maintaining healthy work habits. Providing the Personal 
Insights Dashboard is especially beneficial for sales reps as it puts them in the driver’s seat and empowers them 
to identify opportunities to redesign their work day, protect focus time, and ensure well-being.

For example, employees can use this dashboard to: 

Key insights uncovered

Start improving sales
performance today

Are sales teams aligned and making 
progress on goals?
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Where are sales reps investing the most 
time?

What best practices can be learned from 
top sales performers?

Are sales reps engaged and productive?

What apps are causing interruptions and 
distractions?

What is showing signs of burnout risk?

See ActivTrak for Salesforce in action!
Contact us for more information

Start improving your team’s productivity and 
operational efficiency today — create a free account.

“ActivTrak has helped us improve productivity 
because we can address problems before they 
become habits that can’t be fixed”

When you need to maximize 
productivity

Account Manager in Sales
Computer Software Company

To learn more visit: https://activtrak.com/.

https://www.activtrak.com/blog/personal-insights-dashboard/
https://www.activtrak.com/blog/personal-insights-dashboard/
https://www.activtrak.com/product/integrations/salesforce/
https://signup.activtrak.com/
https://activtrak.com/

