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SCORE

1 2 3 4 5Competency Area Professional Skills Competency Model (Radar)

1 2 3 4 5Competency Area Sales Simulation Scores

Business Acumen Financial Acumen - understanding of business terminology and metrics

Problem solving (Understanding what the customer is trying to do)

Selling Fundamentals Business-Led Relationships - can deal at senior level and operational level

Competitive Positioning - articulates Company X value add without denigrating competitors

Negotiation & Closing - can work towards a win/win situation and agree next steps

Opening Position Represent Company X as a partner that could help in all areas of business

Made a positive initial impact

Discuss and show understanding of balancing business pressure

Gain customer agreement around balancing business pressures

Communication Skills Communication Creation - can begin a meeting with a clear message

Questioning - ability to drill down to key issues

Listening - ability to interpret what is really being said

Communications Planning - thinks about how to link issues and key messages

Content Delivery - articulates in a way that is easy to comprehend and engenders debate

Solution Knowledge Proposition Knowledge - clear understanding of portfolio features and advantages

"Best fit components" - links portfolio to customer needs and hence benefits

Account Development Relationship Building - has a wide range of relationship building skills

Creating Demand - engenders respect and creates compelling need in the client's mind

Sales Planning Pre-Sales Planning - works to a plan of action

Customer Needs Analysis - researches customer needs and links these to questions

Listening - ability to interpret what is really being said

Business Issues Linked Business issues to the "Target Proposition"

Referenced case studies

Showed evidence of having researched the industry (at a general level)

Validated issues surrounding competitive issue

Validated customer business challenges

Projects/Opportunities Translating "Customers Business Challenges" into opportunities for Company X

Linked projects to business issues

Validated Key projects and Qualified project priority 

Demonstrated Unique Business Value of Company X value proposition

Linked client projects to Company X Proposition offerings

Sales Model &
Methodology

Identified and confirmed the compelling event(s) which will drive a decision

Qualified the opportunities and received confirmation that this was correct

Ascertained the decision making process and who influencers were

Gained sponsorship and agreed next steps

Articulated the plan to gain a successful close

Summary & Closing Summarised key points of meeting

Summarised projects, priorities & consequences on customer challenges

Gained customer agreement for Company's role in delivering solutions 

Gained commitment to progress towards a deal 

Gained commitment to next meeting 

Employee Reference No. Date

D D M M Y Y
Demo

Digital Scoring
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