Conquest Training Systems, Inc.

“The Mental Health Club for Professionals”


The following are instructions for completing the
|Sales Assessment Questionnaire.

This questionnaire was designed to assess both current and desired ratings.

1. Please rate the assessment of you or the person you are scoring in each of the areas listed, both CURRENT and DESIRED, by circling the appropriate number (1=Low and 10=High).

2. On the last page please list in what other areas you desire more training and development, i.e., computer training, or anything pertaining to your area of responsibility.

3. Fill in your name, job title, etc. If you are scoring another person, fill in their name and job title, etc.

The Sales Assessment Survey is designed to assess both training and development of a person’s selling skills. Training is the imparting of skill, techniques, and knowledge. Development is growth in the areas of attitude and habit formation, self-image enhancement, and clarification of values and goals. Please give honest feedback.



Date Scored


Name of person you are scoring



Organization Name

Your relationship to the person 
you are scoring:





 Manager



Your Name


 Self





 Co-worker





 Employee



Team Name



Job Title

Please rate the assessment of you or the person you are scoring in each of the skill areas listed below, both CURRENT and DESIRED, by circling the appropriate number (1=Low and 10=High).

	
	Current Skill Level
	Desired Skill Level



	1. Recognizing Behavior Styles:
People are unique and should be sold in a way that capital-izes on their uniqueness. How are you at recognizing each prospect or customer’s uniqueness?
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	2. Written Corporate Mission:
Has a clear focus on the company’s core business and priorities, which serve as a compass for decisions and directions.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	3. Written Personal Mission:
Specific characteristics and principles you have committed to. A clear personal picture.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10


	
	Current Skill Level
	Desired Skill Level



	4. Organization:
Having your work in order, prioritized and ready, knowing where everything is located when you need it, and working from a clean desk. Using a System for Selling.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	5. Controlling Your Time:
Are you at the mercy of the telephone, last minute deadlines, interruptions, customer demands, and unproductive meetings?
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	6. Handling Multiple Projects:
Your ability to use all of the resources available to get various projects accomplished at the same time. What has to be completed, responsibility and follow-up.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	7. 90-Day Written Goals:
How clearly are your goals and objectives defined for the next 90 days? Are they in writing? Do they have an accomplish by date?
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	8. Outlook:
Takes responsibility for results. Has a good self-image and attitude.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	9. Achievement of Objectives:
The bottom-line. Results over the last 90 days.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	10. Communications:
Get to the real issue. Communicat-ing without conflict, understanding where people are coming from, and being clear vs. fuzzy.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	11. Exercise Program:
Will prospect consistently and is successful at reaching decision-makers.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	12. Self Management:
Has a goals management plan as a tracking system.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10


	
	Current Skill Level
	Desired Skill Level



	13. Desire:
Motivated to earn money. Has a passion for success. Enough desire to make changes.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	14. Bravery:
Can control emotions. Has overcome the need for approval. Rejection-proof.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	15. Style:
Quickly develops bonding and rapport with others.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	16. Decision Making Effectiveness:
Understands options and consistently makes the right decisions. Is intuitive.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10

	17. Team Player:
Connects with others and supports common goals.
	1  2  3  4  5  6  7  8  9  10
	1  2  3  4  5  6  7  8  9  10


In what other areas are more training and development needed?
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