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An Important Starting Point!

First of all - congratulations! You are on your way to improving your team’s
core sales skills, focusing training where training is needed, and gaining extreme
productivity when it comes to hiring more sales executives.

Secondly, it is important to fully understand what type of assessment tool the
SSA is.We benchmark Skills, something that is readily accessible within each
individual to assess, benchmark and, most importantly, are quick and easy to
improve through straightforward training.

We do not assess Personality (very difficult to change) or Behaviour (can
be slow and costly to change with varying degrees of sustainability).

Nor is this a test of Cultural Fit for your organisation. A SSA report delivers
to you an unbiased, clinical report of each individual's core sales skills from
which you can both assess a potential candidate’s current skills level and/or set
a development plan for an existing executive.




Easy to Use

You will have chosen an online assessment tool to speed things up, not
generate a lengthy report that you then have to analyse or hire an external
consultant to interpret!

A SSA report is largely graphical, allowing you to identify strengths and
weaknesses at the flick of a page.
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SSA Getting Started
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Each Core Skills assessment generates a |6 page report that starts at

Level One - a summary of your candidate's performance for each of the
5 core skills assessed as compared to the SSA international benchmark.

Optimal Range I

L

This represents the average skill level
compared to the SSA benchmark
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= Summary of Patrick Hall’s Skills

1. Business Skills

These e the skils rquired o establish personal and cargany — DHmsRwgs
credibilily, especially with the custamer, bul also with supolens, I
partness ang far fhe aurpase of realizs L

fram the relationship.

2. Customer Contact

Thesa eee: the skils raguincd bo affectively engege tie customer in Dl
convarsation Brd start the process of qualification, wen the ! |

chjactive of gaining an undarstarding of the customars needs, H ¥
3. Engaging the Customer

Thess akilie ane sbalr generating inilial inbarast frem the cuatamar L
in your apaliaticn, product or serde, and sterting (e processs of R R "
crsatig rappoel. v

4. Information and Activity Managameant

This section cowars the sklls roured to work offecsaly and in s DRy
orpanised mannar, with cleer pians an reacrs, with the puposa IR

of faciliiating tha achiavemert of goals and targats. L W
5. Negotlating and Closing

Thig gection covars the aklle recured 1o estabizn the velue to the —CndBmm

cugtomen of the benalils, oflen invelving simple fnencial metice N I "
and cioes he deal. L

Here you can see that
our example candidate
‘Patrick Hall’ overall
scores very well.To the
left we compare the 5
core skill groups and to
the right we run a
Strength and Limitation
analysis on 19 essential
selling competencies.

H

Optimal Range. Candidates will ideally
fall within this bracket for each skill area.

The higher the better
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= Summary of Patrick Hall's Skills
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The Slider & Impact Key SSA

The report then walks you through each of the 5 Core Skills assessed at two SALES Eﬁ'.';'gﬁ AUDIT

further levels of detail.

Level Two, you have the Slider that graphically shows you where your candidate
sits for each skill component that makes up a single Core Skill module. The ‘yellow
centre line' represents the 50th percentile. This is where the majority of all
previous sales executives sit. However, our data is dynamic so always reflects the
current reading of sales competitiveness.

Level Three, the Impact Key delivers greater detail on the elements within this
skills set and looks at how their current levels may affect your business

SALES sa(ll flnT

. Engaging e Custsmer

Traw s w i g rhn T T e S
-
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Each individual skill is first reported by the Slider which gives you a fast
and accurate way to review competency levels according to the SSA in-
ooty s ternational benchmark

- temm % % Keylimitation Strongly likely to have a negative impact

Likely limitation Likely to have a negative impact

Copibzs. orunbacs o clisinge:

¥ EEE e e e
L LT enpe———

*
O Moderate Likely to have neither a positive nor a negative impact
v Likely strength  Likely to have a positive impact

Jv’ ' Key strength Strongly likely to have a positive impact

N

Indicates that one or more questions were not answered in the area shown next to the flag.

The Impact Key is level three analysis giving you more detailed data if
you wish to drill a little deeper into the possible impact of their
performance caused by a particular skills element strength or weakness.
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Mr Patrick Hall

Let's have a quick review of a few pages from
Patrick Hall's Core Skills report.

Customer Contact Skills

SSA ' »J Overall Patrick’s
S T i Customer Contact
skills are strong.

2. Customer Contact
Thesie skills are about geswerating initial interest fram the.

CUSTRTES N yor AppACaTion, product o service, and Garting _—T
the process of creatirg rapport.

—p— S ML

2.0, Spotting oppartunities

B \ PN demonstrates where

P g i Patrick falls within the
i b international average.
) ‘Understanding of what Is Importan: ba the customer

J Enowledge of The type af custoire: the Lisiness serves

2.1. Communicating

e — __.J“* J Here, Patrick is above

.":'m:‘::“:m:.:r"'“mmm A g W average in Spotting
Opportunities.
o] Expressing the message cheary

L] Artive fstenng

v — e J Also, note the green

P hich = familiar bic to the audience

ticks below in the
Impact Key that detall
where his precise
strengths lie.




Customer Contact Skills continued

Patrick scores less
well in Using
Probing Questions.
A development plan
here would help this
employee better
qualify a client’s
requirements.

Note the red stars
advising you of a
possible impact for
each skill deficiency
and, again, helping
you focus training for
maximum return.

<+
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2.2, Using probing questions

o
-

'

Ability tu ask questions that drive cut carity of & siustion.
Aralysing the mformation recened

Prabing

2.3, Advising the customer

it

Thix is the abilty to maintan 3 dear picture of hay d i
r ok that plag g gap, This requires a
sevabysing .
" o lo anel thepieces that are missing or naeed clari
-

Thiz is the abilty to gude the customer through the use of consulting
céfering

Thiz requires knowledge of
i juadgenment, sulecting approaches, using erpsthy creating sapport sed nflsecing,

Sam Sampie

challenge. It

Selecting the rght approach when advising the customer

using the customar s prefarred rguage and style

Ergaging the customer

20 Jure 2018
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Business Skills
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=: Detailed Skills Analysis

1. Business Skills

These are the skills required to estsbizh persoral and ‘Optimal Rangs
pany lity, aspacially with th bt als

with suppliers, partnens and stakaholkders for the purpase af I

realizing bersdits from the relatianship. L

1.0 Self- and p
This is the attrib the busine:
This having 3 b s behaviaur, s that they maturity,
integrity iness and customer awaren 55, 1% invalves: motivation 1o achieve, mothation to mansge and improve
their own ski and haing & iunal attitude to their work, This i i i
standards and ility for their own work, based i ta i
Th b her than a skill, far being =ff a sales rale.

[s] Customar and busingss awarerass

= Mathatian to completa actians

W'’ Mathation to improwe owr skills and performance

o Setring and adhering to standards and accountabiity Tor own work

Overall Patrick’s
Business Skills are
slightly above average
for the SSA benchmark.

Patrick starts strongly
with his ability in
Self-management
and
professionalism.

The Impact Key
endorses this
strength with double
green ticks for
Motivation to
improve own skills
and performance.
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Business Skills continued

Here Patrick reveals a
possible problem with
Exercising judgement
and making decisions.
A good line manager
should be able to assist
him with this.

The Impact Key J
reports two red stars,
warning of a possible
negative impact if not
addressed, plus one
flag where Patrick
failed to respond to
one or more
statement relevant to
that skill element.
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1.1. Exerclsing judgement and making decisions

This is the abilzy
e ; = - 3 " s
respond, Part of the skil is decding when and how to seek further slormation ar 1o refer to others.

LA Prontising actiities and actions
9 Evaluating risk when taking action cr maKking COPMMILMEnts 16 Cstamens

v optices and e stomer problem ar enquiry

L] Deciding wihven ang how to seek fusther infarmataon or refer 1o athers

1.2. Prablern solving

This is the abily to deline and srslyse probisns an and the bty I I raised aedd identity
e ireale possibie salutans.

This dagnostic and ability, and ability ta use others’ expertise. The skill
invaly g key facts ‘the roat af the probéem. This requires logical thought, and also lateral
thinking.

& Ability o analyse problams

‘, ity -~ o

(] Thiskirg, throwgh problems logicslly s using nev spproaches when required
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Engaging the Customer
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3.2. Matching customer needs 1o products or services

e

Thés is the ability ta unaerstand The CUStame:'s or PESHRC's RS OF cajectives and match thim 10 the company's
offerings

B knowledge of company's products sod services
J Matching the need ta praducts and services

w2 Anatysing the customer's need or probiem

3.3. keeping abreast of new products and services

" |

ing and products etc. in order to evalute and interpret them far use

with customers.

" d o T —_— probing and
challenging aparoach o new ideay, linked to an abifity tointerpret these new concepts or products inta increased
Eseennhirs hoor Custames.

W Aready ssimilaton of new products, festues and technoiogy

e of new feature

34, Testing and challenging assumptions

L _
This i the ability v G in yenur s with custamers and athwers, imoking identifying
i hi i red challenging their validity.
v 4 custamer
o Prabing g with the T gain dariry

Sam Samalks 20 June 2014
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In Engaging the
Customer
assessment, Patrick
rates well in Matching
customer needs to
products or services.

Patrick is below
average in Keeping
abreast of new
products or services.
A refresher in the
importance of keeping
up to speed with his
company's products
would serve well.

Note the Impact Key
below. This reveals the
reason, a lack of A
ready assimilation of
new products,
features and
technology.



Negotiating and Closing

Patrick rates
above average in
his understanding
of Negotiation
& Closing.

However, drill a little
deeper and you can
see the Impact Key
shows there is room
for improving this =%
important skill set.
The black circle
suggests he is likely
to have neither a
positive or negative
impact with this skill
level so clearly a
negotiation & closing
skills course would
be money well spent
on Patrick.
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CN L e —

e ; atm;mm:mm;uw:n - S
CUsTEmer inanci

et ki this il — =

L
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Thiss i the ability ta find aut
abaut the benefits of 2 patental offering.

testing, rfluencing, ir company's position ciearly vet i and
neEgotating
[+]
v Infhaencing the costomen’s esgectaticns
5.1. Negotiating
This agreping & pasition, ad ultimately a sabe, which has cotimal, matial
banafis far all partes.

and influenong, listening, anticipating the cancems and thoughts of
the customer, empathy, using technigues 1o get the other party

v Hawirg a cloar view of the desired end result
o Listoning ta obeain infarmation ta help doss the sale
o Anticipating and addressing concenms.

Sam Sample 0 wine 2014 Page 14 af 16
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www.SalesSkillsAudit.com

Sales Skills Audit Ltd

Tel: +44 (0) 333 242 3751
e: sales@lsalesskillsaudit.com
Festival House, 39 Oxford Road, Newbury, Berkshire RG 14 ]G UK




