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ABSTRACT 

This research offers views on some current 

and future trends for improving Sales Force 

Productivity through Digital App (SPOT 

App). The content is based on recent 

literature on what has changed in the business 

world. The paper is based on secondary data. 

The paper is based on extant literature and 

internet sources. The various articles, reports, 

newspaper and various websites on internet 

have been studied. We have experienced a 

revolutionary change in India towards the 

digitalization. Now-a-days organizations are 

looking more to go over internet to find the 

best practice for their firm in terms of sales 

productivity as compared to traditional or 

conventional methods. In this study, we will 

acknowledge that businesses can really 

benefit from Digital Apps such as SPOT app 

(Sales Process Optimization Tool). Using 

such technology is getting more and more 

common in our advancing technology. It is 

revealed that people are more connected and 

attracted towards the new digital 

opportunities and it is the best opportunity to 

develop such an application in the world of 

sales productivity. Awareness of employee’s 

motives is important because it will provide 

deeper understanding on what employees can 

do with the application and what other 

benefits they can get. Using the SPOT app 

will be cost effective and will have a great 

impact on the business as well as employees. 

Based on this study, it can further be known 

which method is more useful i.e., Traditional 

or Digital Method to analyze the sales 

productivity. The effectiveness of Digital 

Application with respect to different other 

methods can be analyzed. 

 
INTRODUCTION 
 
This research offers views on some current 

and future trends for improving Sales Force 

Productivity through Digital App (SPOT 
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App). The content is based on recent 

literature on what has changed in the business 

world. The paper is based on secondary data. 

The paper is based on extant literature and 

internet sources. The various articles, reports, 

newspaper and various websites on internet 

have been studied. We have experienced a 

revolutionary change in India towards the 

digitalization. Now-a-days organizations are 

looking more to go over internet to find the 

best practice for their firm in terms of sales 

productivity as compared to traditional or 

conventional methods. In this study, we will 

acknowledge that businesses can really 

benefit from Digital Apps such as SPOT app 

(Sales Process Optimization Tool). Using 

such technology is getting more and more 

common in our advancing technology. It is 

revealed that people are more connected and 

attracted towards the new digital 

opportunities and it is the best opportunity to 

develop such an application in the world of 

sales productivity. Awareness of employee’s 

motives is important because it will provide 

deeper understanding on what employees can 

do with the application and what other 

benefits they can get. Using the SPOT app 

will be cost effective and will have a great 

impact on the business as well as employees. 

Based on this study, it can further be known 

which method is more useful i.e., Traditional 

or Digital Method to analyse the sales 

productivity. The field of sales is always 

changing. Every generation change and 

expands their sales strategies. Traditional 

selling strategies are used by early 

salesperson, however Millennials have 

adopted modern approaches such as 

automation to increase productivity. 

 

 TRADITION

AL METHOD 

DIGITAL 

METHOD 

Definitio

n 

They rely on a 

human 

experience to 

drive the sales 

process. 

Rather, this 

new way of 

selling 

allows you to 

scale 

personalisati

on and start 

discussions 

with more 

prospects in 

less time.  

Mode Face-to-face 

meetings and 

phone calls are 

the primary 

ways to engage 

prospects and 

develop deeper 

personal 

connections. 

Increased 

participation 

leads to more 

opportunity 

for building 

relationships. 
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Phone 

calls 

Cold calling 

helps find 

excellent leads, 

but the process 

is slow without 

automation. 

Automation 

is used to 

boost volume 

by increasing 

efficiency 

and speed. 

Mail vs 

Email 

Mails were 

generally used 

as a medium 

for 

conversation 

which is quite 

a slow process. 

Emails are 

more faster 

mode of 

transferring 

and sharing 

of data. 

Data 

Entry 

Excel sheets, 

call logs, and 

meeting notes 

all take a lot of 

time. 

However, this 

is the 

customary 

method of 

recording sales 

statistics. 

In today's 

world, people 

desire 

automation. 

The use of 

CRM and the 

incorporation 

of 

intelligence 

boosts 

productivity. 

 Automated 

email is 

impersonal, 

although it is 

speedy and has 

a lower 

response rate. 

When it 

comes to 

reaching 

prospects, a 

Personalised 

email goes a 

long way. 

 

Digitalization helps by making customer 

records accessible and promptly retrievable 

via computer, digitalization revolutionized 

service. When searching paper ledgers was 

replaced by just a few keystrokes on a 

computer screen or mobile device, the 

process of fielding an enquiry, seeking up 

relevant data, and delivering a resolution 

became much more efficient. People began to 

generate ideas for employing business 

technology in new ways as digital technology 

advanced, rather than just to accomplish the 

same things faster. The concept of digital 

transformation began to take shape about this 

time. New things — and new ways of doing 

them — become possible thanks to new 

technologies. 

 

OBJECTIVES OF THE STUDY 

 To find out impact of application on 

employee and sales force. 

 To find the comparison between 

traditional and digital method. 

 To find out reluctance that is being 

faced for using the application. 
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HYPOTHESIS OF THE STUDY 

H0: SPOT app usage to reach sales target and 

satisfaction among users are not associated. 

H1: SPOT app usage to reach sales target and 

satisfaction among users are associated. 

LITERATURE REVIEW 

1. Sales organization on an average invest 

90% or more of their budgets in personnel 

to resolve the sales productivity 

challenges. Even though having large 

investments with sales training and 

technology every year by the company, 

sale leader still faces low quota 

attainment rate in the sales organization. 

(Phill Harrell, July 2020) 

2. In traditional B2B (Business to Business) 

company sales and sales results play an 

important role and according to them an 

organization cannot exists without sales 

and there cannot be a long-term future 

too. Numerous B2B companies’ sales is 

functioned by the sales people by 

working in with customers and 

colleagues and aim to produce available 

product to meet customer needs. (Kaario 

et al.2003). 

3. Sales performance is getting more 

composite in the market place, more 

demanding on the customization side and 

more CRM focused. Areas which are 

addressed are the ability to marshal 

intraorganizational resources by 

salespeople, salesperson creativity, 

examining the buyer–seller interaction in 

terms of salesperson influence tactics 

behaviors and the importance of 

establishing credibility with buyers as a 

basis of influence, ethics relative to the 

buying and selling organization 

simultaneously, and selling teams. 

(Kenneth R. Evans, Sept 2013) 

4. In this highly competitive age of 

customer segmentation, sales associates 

must continually increase the quantity 

and quality of information they have 

about clients and prospects. The only way 

to do this is to utilize technology; 
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however, obsolete technology is no 

longer able to provide the support needed 

for the modern salesperson. The 

organization has launched a program to 

continually analyze the company's 

business processes and 

structures. (Schalon, Lisa, Jan 1996) 

 

5. With an estimated 60% of a sales 

representative's day spent traveling, 

waiting for appointments, processing 

paper work, and attending meetings, sales 

and marketing managers are under 

increased pressure to improve the 

productivity of the field sales force. 

(Wedell & Hempeck, 1987) 

6. Salesforce constitutes one of an 

organization’s most productive and most 

expensive assets and has a major impact 

on overall performance of the sales 

organization. Salesforce sizing affects 

profitably of a sales organization by 

affecting both revenues and costs. The 

salesforce size affects customers, 

salespeople and the overall sales 

organization. There are many internal and 

external factors affecting salesforce 

sizing decisions such as strategic 

objectives, product maturity, competitive 

environment, market trends and financial 

goals. All these factors together 

determine optimal return of investment 

for salesforce investment. (Pankaj M. 

Madhani PhD) 

7. Personal computer technology has 

provided a major opportunity to develop 

revolutionary approaches to the solution 

of business problems. While applications 

of artificial intelligence and expert 

systems are rapidly emerging, few have 

been developed in the sales management 

area. Specifically, this paper proposes the 

creation of an expert system to enhance 

sales management activities and their 

coordination with the entire marketing 

function within an organization. 
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(Margery Steinberg, Richard E.Plank, 

June 1, 1987) 

RESEARCH METHODOLOGY 

 
 Method of research – Qualitative 

research  

 Type of research –  Descriptive 

type of research 

 Data type - Secondary data 

 Data Collection tools – SPOT 

application, Excel sheet, Different 

researchers, Articles, Websites 

Sampling plan 

 Sampling frame –Employees of 

KOEL & competitor Cos. 

 Method – Telephonic and 

Questionnaire based Survey. 

The research is descriptive type of 

 research  

 
Data Analysis and Interpretation 

 
1. Sales Report Region Wise- 

 
It was in correlation between the 4 regions 

i.e., East, West, North, South that how 

attendance days in each region affects the 

market days. It states that a greater number 

of attendance days will result to more visit 

days and to complete as much as visits per 

employee. 

Region 

Attendance 

Days 

Market 

Visit 

Days 

East 2,449 1,776 

North 1,989 1,597 

South 825 582 

West 2,008 1,515 

(Table-1) 

 

 

 

 

 

 

 

 

 

INTERPRETATION: - 

But after the analysis it was seen that as per 

the attendance, the market visit days are less 

and in addition to it South region had very 

less attendance days and market visits days 

too. There was need to focus on this region 

Other Activity Reporting 

Market Visit Reporting 

Sales Reported Days 
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and grow their networks in the particular 

region. 

 
2. Sales Report of Past 7 months 

(Oct2020-Apr2021)- 
 
Sales register from Oct20 to Apr21 for 

Electric Pump segment was compared 

keeping Shipped Qty.Sum and Total Price 

Sum as the parameters. It was observed that 

Sum of Qty. Shipped is less in Oct- Dec2020 

from Jan-Apr 2021. As from Jan 2021 SPOT 

application came into the scenario, therefore 

there was increase in their Shipped Qty. by 

7%. 

 
 

OCT-DEC2020: 
 

Total Price 
SUM   

CMB MMB Control 
Panel 

V3/V4 V5+ 

₹ 
39,20,26,627.40 Shipped 13121 92328 4787 8366 706 

 
Total 
Price 82628636 224998621.4 6689708 62902554 14807108 

       
(Table-2) 

 
Shipped Qty.Sum in Oct-Dec2020: 

 
Shipped Qty 
SUM 
119308.00 

 
(Table-3) 

 
 
 
JAN-APR2021 
 
Total Price 
SUM       
₹ 
69,69,28,627.00   CMB 

Control 
Panel MMB V3/V4 V5+ 

  Shipped  13095 10200 172579 17735 413 

 
Total 
Price 97337890 14205841 444859533 131408170 9117193 

(Table-4) 
 

Shipped Qty.Sum in Jan-Apr2021: 
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Shipped Qty 
SUM 
214022.00 
 

(Table-5) 
 
 

INTERPRETATION: 
 
Comparing the shipped qty. and total sum 

price, it was observed that after 

implementation of SPOT application there 

has been an increase of 43.75% in the total 

sum price. 

And an increase of 44.25% in Shipped Qty. 

Correlating the above, we can state that 

increase in shipped qty. leads to increase in 

total price. 

 
3. Questionnaire Survey- 

 

A questionnaire survey was conducted for the 

employees as well as managers of KOEL to 

know their views about SPOT application. As 

the application is new for them there were 

some hurdles faced by them therefore to 

understand their views the survey was done. 

The survey was done under the following 

parameters: 

i. Is SPOT APP user friendly? 

ii. Is SPOT APP helpful in tracking the 

fresh demand in the market? 

iii. Is SPOT APP useful in 

communicating the demand to the 

distributor quickly? 

iv. Will SPOT APP be helpful in 

reaching our sales targets? 

v. Do you review the data from SPOT 

app on a daily basis? 

vi. Do you use this app for scheduling 

Sales Executives visits? (Only for 

Managers) 

vii. Is the data generated from SPOT app 

discussed with the distributors? 

viii. Do you think any changes or new 

features should be added in the app? 

(If Yes, Suggest)   

ix. Do you find any others using such app 

in the market? (If yes, mention below) 

x. Your satisfaction with the app? 

 

The survey was conducted through 

GOOGLE FORMS. I had 41 responses all 

total including of employees and managers. 

The pattern for responding was multiple 

choice, linear scale, short answers. The 

survey was conducted keeping every aspect 

in needful. As I wanted honest feedback 

regarding the application therefore names 

were not disclosed. The responses were 

valuable and informative for me. 



PHRONIMOS : THE KIAMS JOURNAL                                                                                                                                     VOL-01 ISSUE-03 

 

28 
July - 2021 

The survey was worth conducting. I got 

insights about how the sales targets can meet 

and whether SPOT application is being 

helpful for them or not. 

 

 

 

 

Forming Chi-Square test: 

H0: SPOT app usage to reach sales target and 

satisfaction among users are not associated 

H1: SPOT app usage to reach sales target and 

satisfaction among users are associated 

 

Case Processing Summary: 

 Cases 

 Valid Missing Total 

 N Percent N Percent N Percent 

Sales Target * Satisfaction 41 100.0% 0 .0% 41 100.0% 

 

(Table-6) 
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Sales Target * Satisfaction Crosstabulation: 

Count        

  Satisfaction 

Total 

  Highly 

Satisfied Satisfied Can't Say Dissatisfied 

Highly 

Dissatisfied 

SalesTarget Strongly Agree 1 1 1 0 0 3 

Agree 1 1 3 0 2 7 

Can't Say 0 1 3 4 0 8 

Disagree 1 3 6 10 2 22 

Strongly 

Disagree 
0 0 0 0 1 1 

Total 3 6 13 14 5 41 

 

(Table-7) 

 

 

(Table-8) 

 

 

 

INTERPRETATION: 

p-value=0.203>0.05 indicates that there is ………………………at 5% level of 

significance. 

 

 

Chi-Square Tests: 

 Value Df Asymp. Sig. (2-sided) 

Pearson Chi-Square 20.393a 16 .203 

Likelihood Ratio 20.595 16 .195 

Linear-by-Linear Association 4.286 1 .038 

N of Valid Cases 41   

a. 23 cells (92.0%) have expected count less than 5. The minimum expected count is .07. 
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As 0.203 is more than 0.05 therefore, there is 

no association between sales targets and 

using SPOT application and satisfaction 

among sales force. 

However, the p-value is 0.203 we can fairly 

conclude that there is an association of about 

80% between SPOT application usage and 

satisfaction. As the application is being 

newly used therefore 80% achieving sales 

target using SPOT application is well 

appreciated.   

CHARTS 

 QUESTIONNAIRE SURVEY- 

 

When asked about whether the SPOT 

application is user friendly or not 80.5% 

agreed that it is. The application is made 

reliable and flexible so that the employees 

can easily access it. 

 

61% of the respondents agreed that SPOT 

application is helpful in tracking the fresh 

demand in the market. It helps to monitor 

whether the demand for the product is still 

going on and which distributors need to be 

more focused. We can also identify in which 

region we need to open up our sales. 

 

SPOT application is useful in communicating 

the demand to the distributor quickly. As we 

can store the details and demand of the 

distributors therefore it helps to track 

particular distributors demand and can easily 
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predict upcoming demand in future. 51.2% of 

the respondents agreed to this. 

 

 

53.7% agreed that SPOT application is 

helpful in reaching sales target. If observed in 

a proper manner then it will be easy for the 

department to reach their sales target and 

increase sales growth. 

 

 

It is necessary to have a daily review of the 

data in the SPOT application and 70.7% 

respondents have said yes to this. It helps in 

monitoring the data including of market 

visits, employee attendance and distributor 

sales being done. 

 

36.6% of the managers has said yes to this. 

Scheduling sales executive visits will help in 

planning tasks monitoring the progress. It 

helps to ensure that they are completing their 

daily goals, finishing their tasks and doing 

their daily duties to make the goals and 

monitor productivity.  

 

73.2% of the respondents said yes that the 

data generated from SPOT app is discussed 

with the distributors. It gives better 
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understanding whether there has been rise aur 

drop in the demand from the distributor side 

and accordingly the problem solved can be 

resolved. 

 

Out of 41 responses, 53.7% respondents have 

found out that there are other companies too 

who are using such application in the market. 

 

34.1% of the respondents are satisfied with 

the application. 

 
4. Telephonic Survey- 

 

A telephonic survey was conducted for the 

competitors of KOEL to know their views on 

how digitalization has taken over the world 

and is there any application used by them to 

monitor the sales.  

 

The survey was done under the following 

parameters: 

i. Name of the organization. 

ii. How do you monitor sales? 

iii. Do you use any application? 

iv. For how long you have been using the 

application? 

v. Is the application only for employees 

or for dealers too? 

vi. Is the application being productive? 

vii. Should digitalization take place in 

today’s sales force productivity? 

 

 

The survey was conducted via telephone. I 

had 8 responses in total. I surveyed 

salesperson of 8 different companies who are 

giving tough competition to KOEL in the 

market in the pump sector. The survey was 

conducted keeping every aspect in needful. 

The responses were valuable and informative 

for me. 

INTERPRETATION: 

It was seen that 75% of the respondents 

monitor sales digitally and hence believed 
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that digital presence is very much important 

for a firm in today’s world. 

50% of the respondents said that they have 

application only for employees, rest 50% had 

application to be operated by employees only 

and used application for dealers and 

WhatsApp chatbot. 

Every respondent wanted that digitalization 

should take place to improve the sales the 

productivity as moving digital makes the 

work easier both for the firm and the 

salesperson. Every work will be automated 

and tracking of orders will also become easy. 

In many manufacturing organizations, 

digitalization has the potential to improve the 

efficacy and efficiency of sales. 

Digitalization does not imply a shift in 

business practices or the creation of new 

types of firms. It's all about staying going, but 

faster and better now that your material is 

instantly available rather than being locked 

away in a dusty archive file cabinet. 

 
 

CHARTS 

 TELEPHONIC SURVEY- 

 

Majority of the respondents said Yes that 

they use application to monitor their sales. 

 

As the digitalization has been ruling the 

market therefore majority of the companies 

monitored their sales digitally i.e., by using 

software application. 

 
FINDINGS OF THE STUDY 

 

1. In Sales Report Region Wise, it was 

found that greater number of 

attendance days will result to more 

visit days and employee should 

complete as many visits as possible in 

a day. After analysis it was found that 

market visits are less and in addition 

to it the South region is having less 

attendance and market visits. 

 

2. By looking into the Sales report of 

past 7 months data i.e., OCT2020-

APR2021, the finding came out that 

Sum of Qty. shipped is less in Oct-

Dec2020 from Jan-Apr2021 and as 

Do you use any 
application?

Yes
No
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from Jan 2021 SPOT application 

came into the scenario, therefore 

there was an increase in their Shipped 

Qty. by 7%. 

 

3. After implementation of SPOT 

application there has been an increase 

of 43.75% in total sum price and an 

increase of 44.25% in Shipped Qty.  

 

4. From Questionnaire Survey, it was 

seen that p-value which is 0.203 

which is more than 0.05 and we can 

see that there is no association 

between sales targets and satisfaction 

of SPOT application among users. 

 

5. As the application is new therefore 

achieving 80% sales target using 

SPOT application is well appreciated. 

 

6. From Telephonic Survey, it was 

interpreted that 75% of the 

respondents monitor sales digitally 

and believed that digital presence is 

very much important for a firm in 

today’s world. 50% of the 

respondents said that they have 

application only for employees, rest 

50% had application to be operated 

by employees only and used 

application for dealers and WhatsApp 

chatbot. 

SCOPES OF THE STUDY  

 

The purpose of the study is to identify how 

we can improve sales force productivity by 

using SPOT (Sales Process Optimization 

Tool) application. 

The importance of this study is: 

 We will know how a digital platform 

will help in improving sales force 

productivity. 

 We will know why we need to 

improve and accept the new pattern of 

performing sales. 

 

LIMITATIONS 

The software used by KOEL i.e., SPOT 

application is newly launched so it created a 

barrier for my research. As newly launched the 

firm was still working on improving it. In such, 

I had to analyze the 7 months sales data. Within 

it I had to look over all the active dealers and 

distributors and make a Sales report 

simultaneously. I had many barriers while 

extracting the data from different sources, I was 

provided with some contact numbers of a few 

companies in order to get some details related 

to their thought on usage of such application 

and the shift towards digitalization. When I use 
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to called to those people, they did not reveal the 

entire due to the limitations they have. Had they 

given me more information then probably I 

could have done my project much better but 

whatever restrictions they have I need to abide 

by them. With those limitations, nevertheless I 

have done the project so far well and completed 

the project. 

 

RECOMMENDATIONS 

1. Despite SPOT application being 

newly introduced, the company 

should push the employees to be more 

active on the application. 

2. They should aware the importance of 

the application by going comparing 

the facts and figures. 

3. The reluctance which is being faced 

for using the application, they should 

make it mandate for employees to use 

it on a daily basis so that they will 

become user friendly with the 

application. 

4. In the era of digitalization, digital 

presence is very important for a firm 

therefore the SPOT application will 

help the company to sustain in the 

digital world. 

5. From the findings of Questionnaire 

survey, I would recommend that more 

employee engagement is needed for 

both the managers and employees so 

that they can mark their daily visits, 

record sales update. 

6. They are lagging behind with some of 

their competitors in terms of digital 

presence therefore they should use 

this application in the best way to lead 

through their competitors. 

7. They should start recording all the 

sales data in the application so that it 

will be easy for them to monitor and 

compare how much sales productivity 

have been done. 

 

CONCLUSIONS 

The main objective of the project is to know 

that how the SPOT software application can 

help out in increasing the sales force 

productivity of KOEL. Based on the research 

we can state that SPOT application is the best 

way to increase sales force productivity of the 

firm as a single application can provide a 

large number of advantages. The firm is 

planning to add more advanced features in 

the application so that it can work more 

efficiently. Starting from employee 

attendance till secondary data and past sales 

data everything will be kept in a single 

application which will be easily accessible 

for the employees. It will lower down the 

workforce of the employees; they can 
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manage their daily market visits just by a 

single click in the app. Finally, this research 

work talks about the steps that was taken to 

check whether SPOT application is beneficial 

for KOEL or not. 

 

Future in digitalization: 

From the creation of a new sales channel to 

productivity-enhancing tools and advanced 

analytics, digitalization can improve sales 

effectiveness in a variety of ways. Companies 

have begun to modernize the sales function 

and invest in technology to manage the sales 

force or improve the sales process over the 

last decade. Manufacturing organization have 

recently increased their attempts to digitalize 

sales. The majority of manufacturing 

businesses' endeavors have centered on two 

areas: first, digitalizing consumer interaction 

and the sales process through online shops, 

portals, and apps; and second, boosting sales 

performance/effectiveness through 

digitalization/automation and enhanced 

tools. There isn't a single significant business 

today that hasn't initiated or implemented 

some form of digitalization programme (such 

as launching an online store with or without 

guided selling elements or apps). However, 

there is always potential for improvement, 

since many businesses have yet to completely 

adopt digital B2B and internet sales. 
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