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Sales Representatives per Sales Support Employee
Definition & Measurement Details

The number of sales representatives divided by the total number of sales support employees working for the company over the same period of time. 
Sales Support employees are typically responsible for performing administrative activities, such as printing, scanning, drafting sales proposals, scheduling 
meetings, etc., related to the activities performed by sales representatives (both inside and outside sales representatives).

Sales Representatives per Sales Support Employee measures the 
number of sales representatives supported by each individual Sales 
Support employee. A lower than average value may be related to process 
inefficiencies, lack of automation and/or simple overstaffing within the 
Sales Support function, all of which can drive up overhead costs. While a 
high value for this metric is preferred (i.e., each Sales Support employee 
supports many sales representatives), this should also be balanced with 
the level of service being provided to the sales representatives of the 
company (i.e., printing, drafting sales proposals, scheduling meetings, 
and other administrative work related to selling activities), as well as 
the effectiveness of recruiting, hiring and training processes performed 
by the company. To determine how many sales support employees are 
needed, the performance of time studies on sales representatives is 
recommended as these studies measure how sales representatives 
spend their time which allows management to gauge just how much 
time is spent on non-selling activities. As a general rule, if greater than 
25% of a sales representative’s time is spent on non-selling activities, an 
additional sales support employee is needed.

Span of Control: Sales Support, Sales Representative Activity Breakdown: 
Administrative Tasks, Sales Representative Headcount Ratio

Number of Sales Representatives / Total Number of Sales Support 
Employees

Two values are used to calculate this KPI: (1) the number of sales 
representatives, and (2) the total number of sales support employees 
working for the organization at the same point in time. Sales Support 
employees should include all employees within the company that are 
dedicated to administrative work (printing, drafting sales proposals, 
scheduling meetings, etc.) related to selling activities. Include both inside 
and outside sales representatives in the numerator. 

What is Sales Representatives per Sales Support Employee?

Formula

Why should this KPI be measured? How is this KPI calculated?

Related KPIs

ABRIDGED CONTENT

Purchase to View Full Definition & Measurement Details!
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Sales Representatives per Sales Support Employee
Benchmarks & Characteristics of High Performers

Sales Representatives per Sales Support Employee
Number of Sales Representatives / Total Number of Sales Support Employees

How to read this chart: This chart summarizes the performance gaps between high (Top 5%), mid 

(Median) and low (Bottom 5%) performers for this Key Performance Indicator (KPI). For example, the 

column labeled “Top 5%” represents a company that outperformed 95% of the peer group observed 

for this metric.
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Sample Size: XX

KPI Type: XX

Unit: XX

Is High or Low Best?: XX

Characteristics of High Performers

• KPIs are well-defined, tracked and tied to 
performance reviews

• Robust self-service options for customer 
(online FAQs, etc.)

• Agents cross-trained to handle and resolve 
multiple call types

• KPIs are well-defined, tracked and tied to 
agent performance reviewsSAMPLE CONTENT

Purchase to View Actual Benchmarking Data!
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