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Comparing Home and Foreign
Response to Sales Force Size

Ted Mitchell
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Percent of Total
Audience at Each Stage

Awareness 70%

Knowledge 40%

Liking 30%

Preference 24%

Commitment 10%

Purchase 7%

67%

75%

80%

42%

60%

Transition
Probabilities

Goal is to Increase 
any  one 

or combination 
of the stages

Percent of Total
Audience at Each Stage
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Knowledge 40%

Liking 30%

Preference 24%

Commitment 10%

Advertising

Purchase 7%

67%
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80%

42%

60%

Transition
Probabilities

Direct Promotion
Flyer, Mailer

Sales Force

Consumer Sales 
Promotions

Coupons
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Liking 30%
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Sales Force
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Q =
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Statistical Analysis allows us to
estimate the response function! The
Customer Response to Number of
Sales People.
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283,500
Plug in the number of sales people, N, and
calculate average volume of sales, Q!
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Assume $markup of $60 
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$240,000÷$60 = 4,000 shoes
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$240,000÷$60 = 4,000 shoes

• Unfortunately
Many of you want to use the
Average sales per salesperson
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The Problem with
Average Sales Per Effort
(e.g. Volume/Salesman)

Ted Mitchell

The Problem is

• Average Response to a change in marketing
effort is easy to calculate and simple to
project.

• BUT

• Average Rates can be misleading.

Consider The Domestic Market

Number of Sales People to be used in Producing
Sales Volume in the Domestic Market

Data analysis shows:
• When the average sales force had 2 sales people

the individual sales person would average about
28,350 shoes a period.

• If a sales manager added 1 sales person, he would
hope for an increase of 28,350 shoes in his total
sales volume.

Q =
Quantity
Sold

1 2 3 4 5 6 7 8 9 10
N = (# Sales People)

The General Relationship Between
Sales Force Size and Units Sold

Q =
Quantity
Sold

1 2 3 4 5 6 7 8 9 10
N = (# Sales People)

X

Hire Two Sales People in the
Domestic Market

Q =
Quantity
Sold

1 2 3 4 5 6 7 8 9 10
N = (# Sales People)

X

They Produce a Total Volume
of 56,700 shoes or an average
of 28,350 per man.

56,700
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Average sales per person
 is easy to calculate

 and simple to project
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Many People Forget (or
never learned) about the
red line

Q =
Quantity
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X

WOW $$$ Lets hire 8 more sales
people!!!! 283,500 in sales volume

X

Average
Relationship is
Q = 28,350 (N)

56,700
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Q =
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X

Danger People Forget 
The Red Curve

Average
Relationship is
Q = 28,350 (N)
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Q = 13,250(N)

N = (# Sales People)

X

X

X

Average
Relationship is
Q = 28,350 (N)

56,700

283,500

OOPS!! GET Fired For Being for
Being Far Short of Projection
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Volume follows the red line NOT
the blue line Q =
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As you change the number of sale
people you can easily plot The Sales
and see The Average Sales per
Person Drops!
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Averages are easy to calculate!
But can be Misleading
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The Red Line is hard to calculate!
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84,488

Q = 49,400 (N) 0.1984

Think in terms of the changing
marginal rates, slopes, and first
derivatives

• Average Rates can be misleading!!

• Use and Think about Marginal Rates

• Marginal Rates Rule!
Any Questions?

Ted Mitchell


