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Sales Performance Solution with Activity Based Selling and
Sales Incentive Ideas for the Modern Sales Leader

CEOCFO: Mr. Marsh, would you tell us about LevelEleven?
Mr. Marsh: LevelEleven is a sales performance solution. We work with VPs of Sales to 
help them identify the behaviors and activities their salespeople should be focused on in 
order to maximize their sales results. Our software solution layers on top of their CRM 
system to help keep salespeople and sales managers focused on behaviors and 
activities that are most likely to generate more sales. 

CEOCFO: What are some examples of how you help implement solutions?
Mr. Marsh: One of our clients is a company called Varsity Spirit. They sell sporting 
goods equipment and cheerleading gear to high schools. For them, we initially started 
with an experience and tried to understand the things that salespeople do that are most 
likely to results in closing a deal. A salesperson just cannot sit around and say hey I 
want to get more sales, they need to change their day-to-day behavior and activities, 
and maintain some discipline around it, which will result in more sales. We helped them 
identify that getting more client conversations happening was key – which seems really 
obvious – but the issue is that salespeople get lost in the daily grind of trying to close 
what’s right in front of them that they lose sight of keeping a steady rhythm on new client 
conversations. Having more of those meetings and uncovering new sales opportunities 
are the main things that salespeople at Varsity Spirit need to stay focused on. Helping 
them identify those clear behaviors, and then using our software to keep scorecards of 
performance front and center, has been key to their success. They know whether they 
had enough conversations this week and how they are doing compared to their peers. It 
is almost like keeping in good physical condition, where you know you need to be 
moving your body, but until you have a status update right in front of you – for example 
with something like Fitbit - it easy to forget the basics. In Varsity Spirit’s case, they 
increased the number of meetings they had and the result was a $1.6 million increase in 
sales simply by getting their existing salespeople more focused on the activities that 
really matter. 

CEOCFO: How do you keep a salesperson from falling back into old habits?
Mr. Marsh: That can happen to anybody. You think of it like this, the best analogy I would use is if someone wants to get 
in better physical shape you can’t just get on the scale everyday and hope that the number is smaller, or look in the mirror 
hope you’re suddenly more muscular. You have to change your behavior and activity and have the discipline to it to get 
your desired outcome. It’s the same thing with salespeople, and they know it. Everybody wants to sell more, it’s how they 
are paid, it impacts their own self-worth, and how they provide for their family, but you cannot just keep hoping more sales 
is going to happen because ultimately the customer decides if they want to buy from you. What you can change is your 
behavior and activity, that is what is in your control and you have to have the discipline to stick to it. The way we help 
there is by giving salespeople a personal scorecard that is their own that says here are the behaviors and activities that 
are known to help somebody like you be successful and we customize that for each client. The salesperson is looking at it 
day in and day out and we will alert them to say hey you are on track on this specific metric such as meeting with VP-level 
prospects, or you are behind on this other metric so it is always in front of you. It is always in your email inbox every week 
and it is on your mobile device. It is broadcasted up on the TV monitors around the office so it is inescapable like hey you 
need to move more or you need to do something else. The other part of it is that software does not make up for the fact 
that you still need to have a good sales manager. Part of how we help solve that is we give the sales manager the same 
view as the salesperson so they know about the behaviors and activities that they committed to be doing and here is how 
they are doing compared to their peers. The manager uses this information to have a more data-driven coaching 
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conversation on a weekly basis. It is almost like a personal trainer so the manager becomes the personal trainer to help 
keep you accountable to what you already know you want to do. 

CEOCFO: At what point in time might a company turn to you and is there a common thread among the 
companies utilizing LevelEleven?
Mr. Marsh: The typical customer is a VP of Sales at a company generally in North America that has somewhere between 
fifty and five hundred salespeople. We have customers that have thousands of salespeople, we have customers that have 
a dozen salespeople, but that is the typical profile. The bigger you get, the bigger this problem becomes with salespeople 
becoming inefficient and ineffective. One of the typical characteristics that we find is that the company has a metrics 
orientation. Some companies are just more into data and metrics. The second characteristic is and what we are seeing is 
that if a company has new management in place who is directing a company transformation, they say they need to 
change the way they need to sell and change the way the go to market. The modern sales leader which is how we define 
what this person is, is very metrics-driven, very much about setting specific parameters and goals and helping people stay 
accountable and have some rigor and measure behind the process. The other indication that we often find is that 
companies that are using Salesforce.com as their CRM are typically the more innovative thinking. Those are the common 
characteristics that we have seen. You tend to find those characteristics most in technology companies, sometimes in 
telecom, media, digital advertising, advertising technology and a little bit in finance.

CEOCFO: When you see what the salespeople are doing, what might you look at that others do not consider of 
value?
Mr. Marsh: It is amazing. It is not one of these things that is always that complicated. Going back to the health analogy, 
no one can come in and say hey there is this magic exercise that you need to do or this secret food you need to eat. You 
just need to be doing the basic fundamentals and that is the same thing in sales. The problem is you get distracted, you 
get lazy, you lose the discipline and don’t actually do it. That is the biggest insight around all of this, the salespeople want 
to do it, they know they need to do it but they just don’t – and the manager gets lost too. We often find that a sales leader 
will say as an example, we need our sales organization to be more focused on talking to senior-level buyers meaning do 
not call the people lower in the organization, you need to call the VP or you need to call someone the C-Suite, that sort of 
thing. Now the sales manager will say yea that sounds great or they will say this new product is the future of our company 
and we need everybody out there pitching this new product and getting it into the customer’s hands. They will say wow I 
get it and love it and that is what I want to do. The problem is with the day-to-day execution those things do not actually 
happen.

CEOCFO: What are the plans for your recent funding?
Mr. Marsh: This money is squarely focused on growth. We have a very strong product; we have secured 200 customers, 
companies like HubSpot, EMC Software, Comcast and dozens of others. We know we have a product that absolutely 
makes a difference and helps companies be more successful. The software has solved the whole thing. This round of 
funding is all about that it is time to accelerate the growth and make more people aware that there is a solution to this 
problem that every single company has and that is exactly what we are here to do. 

CEOCFO: What are the keywords that people would use in the internet to find you?
Mr. Marsh: One is being a modern sales leader. Another one is activity based selling. If companies say they want to 
move to a more activities based selling philosophy which is what we talked about. Sometimes when people are searching 
on Google they might search for something like “sales incentive ideas”. That tends to be drawing the people that have this 
problem and the reason is because they have to get my salespeople to have more VP level conversations or whatever it 
might be. It is a question of how to focus on what really matters. 

CEOCFO: Are people skeptical about your offering?
Mr. Marsh: Some people say they just want to get our salespeople closing more deals and that is all that matters. They 
do not care about the activity and they do not care about the behaviors and we just have to close more deals, they think 
they just have to hire the right people and they will figure it out. What we find is that when someone has that mentality it is 
just the wrong person. That is an archaic way of looking at what sales management and sales leadership is all about. 
When we find the person that has those characteristics, they are metrics oriented and they understand that a modern 
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organization needs to create more discipline and rigor around the sales process. They realize that the inputs of what a 
salesperson does results from the output of more sales. If they have that mentality they are not skeptics at all. 

CEOCFO: Why is Detroit a great place to be headquartered?
Mr. Marsh: This is an iconic city in the history of our country. What’s great is that there is a deep passion around getting 
Detroit back again. It is a unique place. There are wonderful cities all over the country but this place has something a little 
bit extra where people feel this emotional connection to say I want that city to come back. We are all Americans and it is 
all about the comeback and about the underdog. When we draw employees, one of the things that attracts them is they 
love that we are in downtown Detroit because they want to play their part in getting this city back on its feet again. That is 
a very special and unique thing. Being in the Midwest is a beautiful part of the country. You have people that are very 
loyal and genuine and there is a good work/life balance so that brings some special people into the company that you just 
do not find in other parts of the country. 

CEOCFO: Why pay attention to LevelEleven?
Mr. Marsh: This is in sync with the modern or future way that sales is going to work. There are all kinds of technology that 
you can buy to help make a salesperson more efficient but what we remind people is do not get overly fixated on the 
technology, it all comes down to the people. If you look at your financial statements, no matter how much money you 
spend on sales technology, it will still be 3% or 4% of the total amount you spend on sales because all the money is spent 
on all those salespeople and all the sales managers. The key is they are making decisions right now on how they spend 
their time and the question is do you feel they are making their decisions in the right way. That is what I remind people. 
This is not just some new wiz/bang technology; this is about making the investment you already have in your people, 
dramatically more productive.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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