


Commercial Operations

BEST OF BENCHMARK

is for clients who want and are
resourced to support being best
in all functions and/or
departments. Analysis, insights
and recommendations are all
compared to the best we have
seen across our benchmark
members.

EFFICIENCY BENCHMARK
is for clients who want to support
“at benchmark” capabilities with
the fewest resources possible.
Analysis, insights and
recommendations are all
compared to the most efficient
we have seen across our
benchmark members.

Client Best Capabilities
Department Spend Heads Capability Spend Heads Capability
Sales Operations $143,000 80.5 () $47,233 93.1 .
Marketing Sciences $45000 1147 (B [ s$100501 1360 @
Marketing Operations $85,000 61.0 O $17,288 70.6 0
Training & Development $31,000 56.1 O $31,811 98.9 0
Total Commercial Business Operations ~ $304,000 312.3 O \ $205,923 398.6 QP
Commercial Operations
Client Most Efficient
Department Spend Heads Capability Spend
Sales Operations $143,000 80.5 O $22,885 56.3 (
Marketing Sciences $45,000 114.7 4 $58,244 78.1 q)
Marketing Operations $85,000 61.0 q) $4,616 39.6 q )
Training & Development $31,000 56.1 D $23,072 709 (D
Total $304,000 3123 D\ s108817 2449 D /
Sales Operations Summary
Client est/Most Efficien
Function Spend Heads Capability pend Heads Capabili
Data Management $15,259 3.3 ’) $10,288 3.7 O
SFA / Field Technology $12,335 32.1 9 $9,974 14.4 q)
HQ Support Systems $8,699 13.0 q) $4,470 10.0 q)
Sales Reporting $4,386 137 D $5,425 19.5 A}
Incentive Compensation $1,948 6.2 . $2,328 11.0 .
Sampling / PDMA $1,282 1.0 q $1,449 5.6 4
Sales Analysis $950 4.2 @ $1,108 8.1 .
PMO $925 52 b $1,084 82 @
Field Communications $541 4.0 9 $830 2.2 A}
Sales Operations Mgt $682 3.1 O $775 6.0 O
Sales Planning $325 2.8 O $592 3.2 0
Total $47,332 88.6 0 8,323 91.9 Q

= Efficient = Best

STRATEGIC PRIORITIES
BENCHMARK is for clients
who want to support “at
benchmark” capabilities for some
functions or departments and best
capabilities for others based on
their unique organizational

needs. Analysis, insights and
recommendations are compared
to the best for some areas and
most efficient for other areas that

we have seen across our
benchmark members.

For more information about our three new benchmarking options, contact Stephen Gerard at sgerard@tgas.com
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