
State of Sales 
Analytics

This product was created from the 2020 
Gartner State of Sales Operations and 
Analytics Survey. In this infographic, we take 
a look at sales operations leaders’ voice on:
•	Sales Analytics’ Role and Effectiveness
•	Data Literacy
•	Data Governance and Data Quality

Sales Analytics’ Role and Effectiveness

There is a gap 
between sales 
analytics’ 
strategic intent 
and tactical 
execution.

Although organizations indicate they focus more on long-term strategic 
initiatives compared to short-term tactical efforts, their responses to specific 
activities do not always support this perception.
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Data Literacy

Direct and 
Overlay 
Sellers fare 
lowest in data 
proficiency.

Frontline and overlay sellers — along with front- and second-line managers 
— are rated as having the lowest sales data proficiency despite their focus on 
sales data and seller activity.

Enterprise Analytics 60% 

Frontline Sales Managers 46%

Overlay Sellers 41%

Direct Sellers 43%

Sales Operations 54%

IT 56%

Low sales team data 
proficiency levels inhibit 
data-driven decision making.

Sales Analytics’ Role 
and Effectiveness
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n = 299 heads of sales operations and sales analytics
Source: 2020 Gartner State of Sales Operations and Analytics Survey
a	 Given sales and marketing’s close partnership throughout the customer purchase funnel
b	 Data dialects are variations of an organization’s common interpretation of data that emerge within specialized groups,  

often aligned by customer segment, business process or technical domain.

Create self-service capabilities 
for immediate and long-term 
sales analytics to free up the 
sales analytics team’s bandwidth 
and help it focus on higher-
value predictive and prescriptive 
analytics.

Looking Ahead

Data Literacy Data Governance  
and Data Quality

Bolster data literacy among sales 
and nonsales stakeholders by 
taking an active role to ensure the 
analytics program operates with 
cross-functional participation and 
sufficient resourcing.

Establish and promote a dedicated 
cross-functional data governance 
team to create regular and 
intentional oversight of sales 
analytics decisions and processes, 
confront data-quality challenges 
and ensure metric standardization.

Despite focus 
on data quality, 
sales analytics’ 
effectiveness 
in data-quality 
measures seems 
to fall short.

Data-quality issues rank first and second in perceived importance, with 
“defining sales data-quality control processes” being rated as the highest  
in perceived effectiveness.
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Defining Sales 
Data-Quality 
Control Processes

Sustaining Sales 
Data Quality Through 
System Validation Rules

Managing Sales 
Metric Definitions

Defining Requirements for 
Sales Analytics Requests 

Responding to Sales 
Leadership Ad Hoc Information 
and/or Analytics Requests

Note:	 Points below the line are where importance exceeds effectiveness and points above the line are where 
effectiveness exceeds importance.

Where perceived 
importance 
exceeds perceived 
effectiveness  
the most

Most proficient  
in sales data

Business and 
data complexity 
is the topmost 
challenge to 
data literacy.

The top three inhibitors to building data literacy are:

1st: 58% 2nd: 47% 3rd: 46%

58% say that 
complexity of business 
and underlying data 
makes sales analytics’ 
output tough to 
interpret.

47% say that 
inconsistent definitions 
of metrics and KPIs 
make it hard for different 
functions to share data/
analytic output.

46% say that training 
on accessing and 
utilizing sales data and 
analytics is not offered 
and/or is of low quality.

Complexity of 
Business and Data

Inconsistent  
Metrics

Lack of  
Training

Data Governance and Data Quality

Good 
governance 
starts with a 
clear strategic 
vision.

The top three areas identified for data governance team success are:

The top two data-quality challenges preventing sales analytics  
from improving commercial performance are:
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Setting a Strategic Vision  
for the Analytics Program

Establishing Targets for Data-Quality Measures

Reviewing Data Quality Measures

37%

24%

21%

Data quality 
poses major 
challenges 
to improving 
commercial 
performance.

Data quality takes sustained and consistent effort. The level of regular 
oversight necessary for a modern analytics program requires a 
formalized, standing data governance body.

Inaccurate data 
stemming from 
user inputs

53% 
Incomplete 
Data

52% 

Barriers to Effective Governance:Data 
governance 
bodies are 
undervalued.

Seventy-five percent of the surveyed organizations lack a standard,  
organizationwide definition for sales metrics.

Standardization 
of metrics is  
the need of  
the hour.

When different 
data dialectsb exist 
in an organization, 
different groups 
may have 
justification for 
variations in how 
a metric is defined 
and interpreted.

19% 
Ad Hoc: Defined on a 

request-to-request basis

25% 
Consistent Across 

Organization: Definitions 
managed collaboratively 

by various functions

55% 
Consistent Within 
Sales: Definitions 
managed by sales 
analytics team

Note:	 Percentages may not add up to 100% due to rounding.
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Short-Term  
Tactical 
Results

Transactional 
Delivery of 

Reports

Fulfilling 
Internal 

Requests

Long-Term 
Strategic 
Results

Intent
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Internal 
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Enabling  
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Collaboration 
with nonsales 
stakeholders 
ranks lowest in 
sales analytics 
priorities.

Despite the sales analytics function consuming and sharing data throughout  
the organization:

believe it is important to 
collaborate with nonsales 
stakeholders to deliver value at 
the organization.

Only 20%
believe it is important to help 
stakeholders understand 
implications of analytics 
findings.

Only 14%

Underutilization of Formal  
Data Governance Body

Low Cross-Functional 
Representation

Marketing participation  
is a less than ideala 69%

Sales is represented in 93% of 
data governance teams

IT participation stands at 64%

Customer Service is included 
in only 33%

Perception  
of Focus on 
Strategic 
Tasks

Have No Plans

Only 51% 

32% 

11%
6%

Plan to Establish

Informal or  
Ad Hoc Group

Formal Data 
Governance Body

Note:	 Percentages may not add up to 100% due to rounding.
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