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Sales Quota Reality Check
Sales quota reality check covering deal value, win rate, opportunity supply, capacity, sales cycle, ramp, territory, and downside cases.
https://accountexecutivejobs.com/blog/sales-management/how-to-set-a-realistic-sales-quota
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Sales
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A targetis only as
credible as the
constraints underneath it.
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Deal value
Use the right segment, currency, and period.

Opportunity supply
Separate real qualified demand from account
count.

Sales cycle

Exclude starts that cannot close in the quota
period.

Territory

Test account quality, carryover, and
concentration.

Target. Wins. Opportunities. Time. Capacity. Territory.
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Eight-input check

Winrate

Match the numerator and denominator to one
stage.

Rep capacity
Limit opportunity volume to work that can be
done well.

Ramp

Model monthly productive capacity for new
hires.

Downside case
Show what fails when inputs soften.
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