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Interestingly, logistic regression is not as common as other forms of regression, and in my own experience 

I have very rarely seen it used in research.3 It is also seldom seen in introductory textbooks like this one, 

which is rather tragic as it can be very useful indeed. Lots and lots of key business-relevant outcomes are 

best expressed as dichotomies (i.e. two discrete outcome values). Perhaps the reason that logistic regression 

is rarely covered is that it is somewhat hard to get one’s head around, and the equations can seem somewhat 

terrifying. But that is no reason to avoid a useful method, as I am hoping you are beginning to understand. 

So, while a full exposition of logistic regression is beyond the scope of this book, a basic introduction is well 

worth the effort, and I bet that it will come in very handy as you move through your career. So, let’s begin.

Let’s go back to the sales mileage example from the previous chapter and make some modifications. 

In this case, the company is not so much interested in the fuel consumption, but in whether or not the 

salesperson makes their weekly quota.4 As such the dependent variable is coded as y = 1 if the salesperson 

makes the quota, and y = 0 if they do not. You do not have to code them as ‘0’ and ‘1’, technically, but it 

does help a lot in later interpretation, so I would advise you continuing to do so – indeed that is what I 

am going to assume from now on.

Logistic regression can be used to estimate the probability that a salesperson makes the quota, given 

the values of a set of predictors. In this example, the firm thinks that whether or not a salesperson makes 

the quota can be predicted by the number of miles they drive, but also whether or not they use a new cus-

tomer relationship management (CRM) system called SNAP which helps them organize their customer 

and competitor information. In our data set, values are coded ‘1’ if the salesperson uses the system, and 

‘0’ if not. Table 11.3 shows a sample of the data from our 30 salespeople. Of course, because the data 

contains a dichotomous outcome variable, we must use logistic regression to test the model if we want 

to use a regression method.5 

Estimating the Logistic Regression Equation

Logistic regression shares many things with ‘regular’ regression, so let’s recap the ordinary multiple 

regression equation, with an outcome predicted by multiple predictors:

y b b x b x b xi i
 = + + + +0 1 1 2 2 ...

However, in logistic regression, instead of predicting specific values of y from the predictors, as we have 

done many times before, what we do is predict the probability that y will occur given known values of the 

3 Of course, this is at least partly to do with the kind of research I commonly look at, and in other fields logistic 

regression and similar techniques are much more common.

4 In most firms, a salesperson would more likely have a yearly, quarterly or perhaps monthly quota to hit rather than a 

weekly one, but let’s just go with this example as it is.

5 As another footnote, you might think that the company’s model is rather simplistic in that there may be many non-

sales-related reasons for a salesperson to drive around a lot. Indeed, I agree – but you would be surprised also at how 

accurately very basic behaviours can be used to predict sales performance. 

Table 11.3  Salesperson distance, CRM use and quota success

Salesperson Distance SNAP use Quota

10 212 0 0

25 250 1 0

5 271 0 0

26 301 1 1

18 302 1 1

13 302 0 0

28 311 1 1
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