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Marc TATON

Part 1: Overall Results

1.1 Introduction

Method

u The assessments strongly agree when the gap is lower than 5%
u The assessments agree when the gap is between 5% and 12%
u The assessments disagree when the gap is between 13% and 25%
u The assessments strongly disagree when the gap is higher than 25%

The Sales Competency Assessment feedback report was produced by decoding 

the questionnaires completed by the salesperson, his/her manager, and his/her 

customers.

For each factor, the Sales Competency Assessment delivers the assessments of 

the salesperson's performance from both the salesperson's, his/her manager's 

perceptions and the customers answers. The gaps between these assessments 

are listed in the comments written below each factor.

The assessment of the salesperson's performance in the first 11th factors is also 

compared to the extent of his/her knowledge of these factors, as assessed by the 

answers given by the salesperson.  

10/10/2005
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The Model

10/10/2005

Sales Competency Assessment evaluates a salesperson's performance during the entire 

sales cycle.  The assessment provides feedback on the principal performance factors used 

before, during, and after the sales cycle. The model below describes the seven factors that 

comprise the sales cycle (Preparation to Closing the Sale) and the six factors that support 

it.

Organization
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Definitions

1. Preparation

2. Initiation of Contact

3. Needs Analysis

4. Presentation of the Product/Service Line

5. Handling Objections

6. Negotiation

10/10/2005

This factor assesses the way the salesperson conducts negotiations. It evaluates 

his/her ability to devise an appropriate strategy and follow it, tailoring it to the 

situation, stakes and client at hand. Finally, it assesses the salesperson's ability to 

negotiate agreements that optimize the interests of all parties involved.

This factor measures how thorough and effective the salesperson is in preparing 

for sales calls. 

¢Ƙƛǎ ŦŀŎǘƻǊ ƳŜŀǎǳǊŜǎ ǘƘŜ ǎŀƭŜǎǇŜǊǎƻƴΩǎ ŀōƛƭƛǘȅ ǘƻ ŘŜŀƭ ǿƛǘƘ ǘƘŜ ŎƭƛŜƴǘϥǎ ƻōƧŜŎǘƛƻƴǎ 

and varied responses (indifference, doubt, indecisiveness, etc.) to the sales 

presentation.

This factor assesses the way in which the salesperson presents the 

product/service line, highlights its advantages, and presents a sales pitch relevant 

to the specific needs of the client.

Lǘ ƛǎ ōŀǎŜŘ ƻƴ ǘƘŜ ǎŀƭŜǎǇŜǊǎƻƴΩǎ ŀōƛƭƛǘȅ ǘƻ ŎƻƳƳǳƴƛŎŀǘŜ ǇŜǊǎǳŀǎƛǾŜƭȅ ŀƴŘ ǘƻ ǿƛƴ 

the client's support for the solution proposed.

¢Ƙƛǎ ŦŀŎǘƻǊ ŀǎǎŜǎǎŜǎ ǘƘŜ ǎŀƭŜǎǇŜǊǎƻƴΩǎ ŀōƛƭƛǘȅ ǘƻ ƛŘŜƴǘƛŦȅΣ ŜƭƛŎƛǘ ŀƴŘ ŀǎǎŜǎǎ ǘƘŜ 

needs of a client. It is based on solid interviewing techniques and on the 

salesperson's ability to listen and show empathy in a way that encourages the 

client to talk freely about his/her concerns, problems and needs.

This factor assesses the salesperson's ability to begin a sales call in an effective 

manner.
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Definitions

7. Closing the Sale

8. Listening Skills

9. Interpersonal Relations

10. Sales Approach and Procedures

11. Organization

This factor evaluates the ability of the salesperson to effectively close a sale and 

end the sales call with a conclusive result.  Effective performance in this factor is 

based on the salesperson's skill in closing techniques and his/her personal 

qualities ( i.e., tenacity and perseverance).

This factor measures how actively the salesperson listens and projects empathy 

to the client. It therefore includes the salesperson's ability to understand the 

concerns, interests and motivations of the client. It also depends on the 

salesperson's ability to demonstrate how well he/she understands the client's 

concerns, problems and needs.

This factor assesses how well the salesperson does in developing contacts with 

prospective and existing clients.  It measures the salesperson's skill in developing 

and executing an effective plan for winning and retaining clients, and tailoring the 

plan to the target market and company strategy.

¢Ƙƛǎ ŦŀŎǘƻǊ ŀǎǎŜǎǎŜǎ ǘƘŜ ǎŀƭŜǎǇŜǊǎƻƴΩǎ ŀōƛƭƛǘȅ ǘƻ ƻǇǘƛƳƛȊŜ ǘƘŜ ǿŀȅ ƘŜκǎƘŜ ƻǊƎŀƴƛȊŜǎ 

sales work. It includes both time management and management of 

responsibilities in the sales territory.   Most importantly, it encompasses follow-

up with client contacts.

¢Ƙƛǎ ŦŀŎǘƻǊ ŀǎǎŜǎǎŜǎ ǘƘŜ ǎŀƭŜǎǇŜǊǎƻƴΩǎ ŀōƛƭƛǘȅ ǘƻ ŎǊŜŀǘŜ ŀ ŎƭƛƳŀǘŜ ƻŦ ǘǊǳǎǘ ǉǳƛŎƪƭȅ 

during a sales call. It assesses the way the salesperson manages to tailor his/her 

behavior and presentation style to the client during a sales call.

10/10/2005
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Definitions

12.  Productivity

13. Knowledge of the Business/Industry

10/10/2005

¢Ƙƛǎ ŦŀŎǘƻǊ ŜǾŀƭǳŀǘŜǎ ǘƘŜ ǎŀƭŜǎǇŜǊǎƻƴΩǎ ƻǾŜǊŀƭƭ ǇǊƻŘǳŎǘƛǾƛǘȅ ƛƴ ŎŀǊǊȅƛƴƎ ƻǳǘ ƘƛǎκƘŜǊ 

assignments.  It assesses both the amount of effort put forth and the extent to 

which goals are achieved.

This factor assesses how much the salesperson knows about the company's 

market,  line of business, and industry.  It includes what he/she knows about the 

product/service line being marketed by the company and important facts related 

to the market, competition, etc.
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1.2 Overall Analysis of Commercial Performance

Factor 12 "Productivity" is not assessed by customer's questionnaires.

10/10/2005

The graph below presents an analysis of the salesperson's sales performance as perceived by:

1. The salesperson.

2. The salesperson's manager.

3. The salesperson's customers.
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100%

F1 F2 F3 F4 F5 F6 F7 F8 F9 F10 F11 F12 F13

F1 F2 F3 F4 F5 F6 F7 F8 F9 F10 F11 F12 F13

Self Assessment (Salesperson)58% 75% 45% 55% 46% 69% 42% 42% 100% 54% 75% 75% 75%

Manager 71% 75% 66% 48% 31% 53% 53% 61% 83% 56% 83% 56% 50%

Customers (4) 69% 35% 42% 34% 41% 63% 38% 25% 28% 44% 58% 50%

F1 : Preparation F8 : Listening Skills
F2 : Initiation of Contact F9 : Interpersonal Relations
F3 : Needs Analysis F10 : Sales Approach and Procedures
F4 : Presentation of the Product/Service LineF11 : Organization
F5 : Handling Objections F12 : Productivity
F6 : Negotiation F13 : Knowledge of Business/Industry
F7 : Closing the Sale
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1.3 Results of the Sales Knowledge Test

Very strong Knowledge 

and Mastery

Good Knowledge 

and Mastery

Average Knowledge 

and Mastery

Poor Knowledge 

and Mastery

ω bƻ ŀǊŜŀ ƛŘŜƴǘƛŦƛŜŘ ŦƻǊ 

this degree of 

knowledge

ω IŀƴŘƭƛƴƎ hōƧŜŎǘƛƻƴǎ

ω hǊƎŀƴƛȊŀǘƛƻƴ

ω tǊŜǇŀǊŀǘƛƻƴ

ω Lƴƛǘƛŀǘƛƻƴ ƻŦ /ƻƴǘŀŎǘ

ω bŜƎƻǘƛŀǘƛƻƴ

ω {ŀƭŜǎ !ǇǇǊƻŀŎƘ ŀƴŘ 

Procedures

ω bŜŜŘǎ !ƴŀƭȅǎƛǎ

ω tǊŜǎŜƴǘŀǘƛƻƴ ƻŦ ǘƘŜ 

Product/Service Line

ω /ƭƻǎƛƴƎ ǘƘŜ {ŀƭŜ

ω [ƛǎǘŜƴƛƴƎ {ƪƛƭƭǎ

ω LƴǘŜǊǇŜǊǎƻƴŀƭ 

Relations

The graph and table below represent the results of a sales knowledge test in the questionnaire 

filled out by the salesperson.

The table shows the extent of the salesperson's knowledge and mastery of the 11 sales 

competencies, techniques and methods.

The test measures the salesperson's knowledge of which key sales techniques and behaviors to 

employ during each stage of the sales cycle.
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F1 : Preparation F7 : Closing the Sale
F2 : Initiation of Contact F8 : Listening Skills
F3 : Needs Analysis F9 : Interpersonal Relations
F4 : Presentation of the Product/Service LineF10 : Sales Approach and Procedures
F5 : Handling Objections F11 : Organization
F6 : Negotiation

F1 : Preparation F7 : Closing the Sale

F2 : Initiation of Contact F8 : Listening Skills

F3 : Needs Analysis F9 : Interpersonal Relations

F4 : Presentation of the Product/Service LineF10 : Sales Approach and Procedures

F5 : Handling Objections F11 : Organization

F6 : Negotiation
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Part 2: Analysis by Factor

2.1 Preparation

Analysis of the need for improvement for this factor

According to the manager, the assessment of the salesperson's performance in this area is 

fairly positive.

The assessments of the manager (71%) and of the salesperson (58%) disagree.

Moreover, the assessment made by our system (61%) indicates average knowledge on the 

part of the salesperson concerning the methods, techniques and behaviors called for in this 

area.

The salesperson and his/her manager were asked how important they felt it was to make 

progress in this area. According to the salesperson, the need to improve this factor seems  

to him/her:VERY IMPORTANT

This opinion is shared by the salesperson's manager.

This factor measures how thorough and effective the salesperson is in preparing for sales 

calls. 

10/10/2005
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Manager

Customers (4)
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2.2 Initiation of Contact

This factor assesses the salesperson's ability to begin a sales call in an effective 

manner.

According to the manager, the assessment of the salesperson's performance in this 

area is fairly positive.

The assessments of the manager (75%) and of the salesperson (75%) strongly agree.

Moreover, the assessment made by our system (45%) indicates very weak 

knowledge on the part of the salesperson concerning the methods, techniques and 

behaviors called for in this area.

Analysis of the need for improvement for this factor

The salesperson and his/her manager were asked how important they felt it was to 

make progress in this area. According to the salesperson, the need to improve this 

factor seems  to him/her:UNIMPORTANT

This opinion is not shared by the salesperson's manager, who feels that it is of 

LITTLE IMPORTANCE that the salesperson improve his/her performance in this area.

10/10/2005
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Detailed Results

The performance in relation to INITIATION OF CONTACT depends on performing 

one's job in a way that supports the following:

The assessments of both the salesperson and his/her manager concerning these key 

points in INITIATION OF CONTACT are depicted in the graph below:

* Some elements are not assessable by customers

10/10/2005

A) Projecting warmth

B) Creating interest on the part of the client

C) Providing a framework for the rest of the sales call

0 1 2 3 4 5 6 7 8 9 10

A

B

C

Self Assessment (Salesperson) Manager Customers (4)
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2.3 Needs Analysis

¢Ƙƛǎ ŦŀŎǘƻǊ ŀǎǎŜǎǎŜǎ ǘƘŜ ǎŀƭŜǎǇŜǊǎƻƴΩǎ ŀōƛƭƛǘȅ ǘƻ ƛŘŜƴǘƛŦȅΣ ŜƭƛŎƛǘ ŀƴŘ ŀǎǎŜǎǎ ǘƘŜ ƴŜŜŘǎ 

of a client. It is based on solid interviewing techniques and on the salesperson's 

ability to listen and show empathy in a way that encourages the client to talk freely 

about his/her concerns, problems and needs.

According to the manager, the assessment of the salesperson's performance in this 

area is fairly positive.

The assessments of the manager (66%) and of the salesperson (45%) disagree.

Moreover, the assessment made by our system (43%) indicates very weak 

knowledge on the part of the salesperson concerning the methods, techniques and 

behaviors called for in this area.

Analysis of the need for improvement for this factor

The salesperson and his/her manager were asked how important they felt it was to 

make progress in this area. According to the salesperson, the need to improve this 

factor seems  to him/her:FAIRLY IMPORTANT

This opinion is not shared by the salesperson's manager, who feels that it is 

UNIMPORTANT that the salesperson improve his/her performance in this area.

10/10/2005
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Detailed Results

The performance in relation to NEEDS ANALYSIS depends on performing one's job in 

a way that supports the following:

The assessments of both the salesperson and his/her manager concerning these key 

points in NEEDS ANALYSIS are depicted in the graph below:

* Some elements are not assessable by customers

10/10/2005

A) Ability to get people talking

B) Knowledge of the client's environment and operating context

C) Ability to understand the client's concerns and problems

D) Ability to identify the client's desires and motivations

E) Ability to discover and describe the client's needs

0,0 1,0 2,0 3,0 4,0 5,0 6,0 7,0 8,0 9,0 10,0
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Self Assessment (Salesperson) Manager Customers (4)
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