SALES ACUMEN
& SURVEY

Helps Identify Knowledge of the

Consultative Sales Process

The Sales Acumen Survey (SAS) is designed to provide a
representative assessment of an individual’s understanding of their
approach to successful relationship selling. The basic question is,
“How does their understanding of the relationship oriented sales
role contribute to long term sales success?” Relationship selling
has processes and methods that contribute to successful sales
performance. The Sales Acumen Survey strives to measure this
knowledge.

Success in the business of sales is not based solely on an indi-
vidual’s knowledge of the relationship sales process. Other factors,
including personality traits that are known to contribute to sales
successes are an important piece of the sales success puzzle.
Using the information generated by the SAS, an organization can
demonstrate that a well-developed understanding of the relationship
oriented sales process can contribute to long term sales success.

EUAFI;\/EESVACUMEN Sales Acumen Survey Graphic Profile

This graphic profile is a snapshot of your Sales Acumen Survey results. Your results have been placed on a scale of 0
to 100. The higher your score in each stage of the consultative sales process measured by the survey, the better your
knowledge is in this particular selling stage.

Studies conducted in the area of Sales Knowledge demonstrate that knowing what to do in a specific selling situation can
contribute to sales success.

Scores above the 70th percentile suggest that the has a sound
particular area

of the sales process in that

The need for development generally occurs when an individual's score in a consultative selling stage is below the 70th
percentile.

The need for training and development should be determined by you, your sales manager and your organization’s training
department.

Prospecting (3)

First Meeting (2)
Investigating/Probing (6)
Presenting (5)
Influencing/Convincing (7)
Working with Objections (3)
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SALES ACUMEN

SURVEY Prospecting

A sales suspect is simply a target on a sales territory list that fits the profile likely to need the product or service that
is being sold. A suspect has no solid data indicating that they actually need, want or can afford the offering a sales
representative is expected to sell.

Suspects in a sales territory become prospects after a sales representative has gathered enough information by a direct
call, referral from someone else or research to know they need the product or service being sold. The next thing a sales
person has to determine is what kind of prospect each former suspect is, long term, medium term or short term in regard
to the timeframe they are likely to buy.

‘When it comes to getting new business, your first big challenge will be to reach the right individuals. To successfully find
new prospects for your products and services, you'll need to be able to reach out to qualified prospects and move them
through the sales cycle from prospect to interested prospect to a buyer. You must incorporate a range of prospecting
tactics that, over time, bring prospects incrementally closer to a decision to hire you.

Think of sales prospecting as the activity of finding new business, whether it is from among your existing prospects or
clients, to whom there might be up sell and/or cross sell opportunities; as well as completely new prospects - people you
have no relationship with and to whom you have either never sold before or who are lapsed, past prospects or clients.

You correctly selected the best answer 30% of the time. (3 of 10)
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It is often said that salespeople are “born, not made.”
This may be true for traits such as resilience, assertiveness
and serious mindedness. However, it is not true for the
essential processes and skills associate with effective selling,

“they must be learned!”

o SALESACUMEN measures seven key steps in the sales process:
*  Prospecting
*  First meeting
»  Investigating/Probing
*  Presenting
»  Influencing/Convincing
»  Working with objections
»  Getting the business

Plus:
»  General sales knowledge

sALEs AcUMEN provides individuals and managers with:
»  Current Sales Strengths

» Developmental Suggestions
when scoring below the
70th percentile in a key selling step

» Targeted Developmental
recommendations including
books or on-line learning

SALES ACUMEN IS...

«_SURVEY
» Developed for professional sales

» Composed of 10 Questions for
each key selling step

» Immediate testing, evaluation & reporting

» Completed in 50-60 minutes

Questions? Call Employee Selection & Development, Inc. 800-947-5678 or email: president@employeeselect.com
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