Sales Engine Health Report

Needs considerable Just a couple of -
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Job Descriptions

Doe: A P13 Clear & Understood 2
proides the hours, work units, e e work Units 5
Provid d the skils knowledge, and beh dfora " " .
successfulsales role? qualfications
Does i
for )

Is the compensation structure clearly outlined? Compensation

Average 2.6
Interview questions are defined by interviewer role Competency based checkist /

questions
to it d Real World Exercise:

Hiring authority is defined by stages of interview Sign Off levels in place

Average 2.0

Management !!!

Performance Standards

To establish performance, detai
activity standards. Activity is measured and reported

Activity standards

by which each individualin the sales organization will be appraised.

w1 e

2
3
2

Average 2.0

Compensation
to PaL connect 3
Realistic 2
Flexibility for periodic SPIF campaigns SPIF 3
Attainment bell curve has been cansidered Quota attainment review 2

Average| 25

Playbook -

Market
Mission, Value & Beles fo context and purpose. Where saies it in. Algned o buyerjourey. Vaues
ics, s What Icp
» o
Prospectsand by iz, product nuances .
messagin,
Averige-
Sales Model
Clear defiitionof customer ownership.Defnton of partnervalue, i apiicabl. Oiect/ ndrect/ ybrid 3
. i somice. Understood Relaonship / Transactionl 3
model
Resourcesar e to dealtype,size and scope. Roles & workflw nplace 2
Saes terories are defined Tertory Management 3
Average 2.8
Process flow
G na e o Tecnolony
I o are e 05 Reporting
Aveug!-
g Policy
oty ! Discount process / policy
piaceto compensatin.
Closing tols

Average 2.0

Intelligence
, callpl il "
planning described and supported n the playbook. alue proposition
o bl Scripts and Templates
c
features and benefis.

sty Product Expertise 3

Competitive / objections tool / matrix Ubrary maintenance 0

< isa structured p fum. sk Education o

regarded as a benefit to the individual and the company.

Average| 2.0

Deal Process

Deal methodology i in place (MEDDIC, BANT, SCOTSMAN etc.) Deal Management

Unambiguous stage definition Defined Sales Stages

Strct definition of stage and requirements to move to next level stage change protocol

Is forecast tied to data? Forecast process 2

Closing tools availabile by sign offlevel. Request process. Closing Tools N/A

Lbrary maintenance? Competitive / objections tool 2

I matrix
Deal escalation process is in place and adhered to. Deal flow 2
Average -

Metrics

Measuring the righ things? Measurable 2

SMART Review Process 2

Evidence of fit or mission Aligned to Objectives 2

Meeting Discipline reviews key data and seks to remove blockers Meeting cadence 2

Average 2.0



