Sales Competency Inventory
Name:      
Rate your proficiency by typing an X in the appropriate box to indicate where you think your performance falls on these 20 Sales Competencies on a scale from 1 (Very Low) to  5 (Very High).  In the blank space provided write what you think your strengths and areas of development are as they pertain to each specific area.
Be as candid and honest as possible.  You will be using this exercise to build your own self development plan.      
Use the TAB key to move through the form.  The Strengths and Areas of Development automatically expand as you enter information.                                                                                                                                                             

1) Prospecting Skills

Consistently looks for new business, generates own leads, understands new business is lifeblood, good consistent cold calling.


	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1

 FORMCHECKBOX 

	2

 FORMCHECKBOX 

	3

 FORMCHECKBOX 

	4

 FORMCHECKBOX 

	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:       
2)  Telephone Skills


Communicates well over the phone, does not find excuses to perform other tasks when being on phone needs to come first, returns phone calls promptly, able to obtain appointments through effective phone skills.

	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1

 FORMCHECKBOX 

	2

 FORMCHECKBOX 

	3

 FORMCHECKBOX 

	4

 FORMCHECKBOX 

	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:       
3) Presentation Skills

Performs well when on center stage, presentations involve client or audience participation.  Strategically makes presentation to build trust, gain commitment, handle objections before they arise.  Skilled at using props, materials, etc., to be effective.  Listens and asks question in balance with situation.

	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1

 FORMCHECKBOX 

	2
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	3

 FORMCHECKBOX 

	4

 FORMCHECKBOX 

	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:       
4) Handling Objections

Understands objections are opportunity to gain understanding.  Knows difference between objections and stall tactics.  Knows how to probe, redirect to get point across.  Skilled at removing obstacles or eliminating barriers to get buyer commitment. 


	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1
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	2

 FORMCHECKBOX 

	3

 FORMCHECKBOX 

	4

 FORMCHECKBOX 

	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:       
5) Closing Skills

Recognizes and uses the trial close as well as final close.  Effective use of trial close when making presentations or handling objections.  Tries to close at least 5 times before giving up.  Not shy or bashful about asking for the order.  Has high closing ratio.

	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1

 FORMCHECKBOX 
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 FORMCHECKBOX 
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 FORMCHECKBOX 

	4

 FORMCHECKBOX 

	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:      
6) Organization

Paperwork completed, reports completed in timely fashion, expense reports in on time.  Plans and strategizes to develop strategies and game plans.
	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1

 FORMCHECKBOX 
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 FORMCHECKBOX 

	3

 FORMCHECKBOX 

	4

 FORMCHECKBOX 

	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:       
7) Follow Through

Able to be detailed and precise without becoming trapped in minutia.  Able to plan, execute, and follow through with purposeful action to complete the mission.  Able to function well in an organized and self-disciplined fashion to cover multiple tasks with effective prioritization.  Always get back with customer in timely fashion.

	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1

 FORMCHECKBOX 
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	3

 FORMCHECKBOX 

	4

 FORMCHECKBOX 

	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:       
8) Time Management

Makes good use of time.  Values concept of time is money.  Makes wise choices as to use of time.  Recognizes when to distribute time between phone calls, appointments, and paperwork.  Always values being on time.  Doesn’t spend idle time in gossip or meaningless chitchat.
	PRIVATE 
Very Low
	Low
	Average
	High
	Very High
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	3
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	4
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	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:       
9) Territory Management

Plans territory strategy on regular basis.  Has effective use of identifying whom, when, where, and how to spend time.  Plans enable them to optimize sales calls in geographic area to make effective use of travel.
	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1
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	5
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Strengths:      
Areas of Development:       
10) Account Management & Customer Retention

Builds strong repoire with customers.  Develops strategy for each account, knows key players and has developed strong relationships with more than just one person.  Knows the customer inside and out and anticipates and reads situations well.  Customers love them and do business because of them.

	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1
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	3
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	4

 FORMCHECKBOX 

	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:       
11) Analytic/Learning

Able to learn rapidly, understand complex issues, teach and explain them to others.  Is a strong learner, is able to show self-initiated development of knowledge. 

	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1
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	3
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	4

 FORMCHECKBOX 

	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:       
12) Creative Ability

Can overcome resistance, can think of solutions to get around obstacles.  Can think on his/her feet.  Works appropriately “outside the box” to get results.


	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1
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	2

 FORMCHECKBOX 
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	5

 FORMCHECKBOX 



Strengths:      
Areas of Development:       
13) Business Acumen

Can handle fiscal issues and make recommendations of cost advantages to product lines.  Is financially savvy, can analyze necessary corporate reports and business reports. 

	PRIVATE 
Very Low
	Low
	Average
	High
	Very High
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Strengths:      
Areas of Development:       
14) Social/Interpersonal

Can build and maintain strong business relationships with appropriate balance.  Can create partnerships with potential clients.  Can read people/situations quickly – is perceptive, intuitive and insightful.  Has a wide range of social skills for a variety of situations. 


	PRIVATE 
Very Low
	Low
	Average
	High
	Very High

	1
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Strengths:      
Areas of Development:       
15) Aggressive/Driven

Is highly motivated, appropriately persistent, competitive and can balance tact with aggressiveness.  Knows how to push without alienating.

	PRIVATE 
Very Low
	Low
	Average
	High
	Very High
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Strengths:      
Areas of Development:       

16) Motivation

Maintains a consistently high achievement level, takes action without prodding, likes reward, money and recognition.  Is stress resistant, balanced and tolerant.  High energy.


	PRIVATE 
Very Low
	Low
	Average
	High
	Very High
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Strengths:      
Areas of Development:       
17) Teamwork/Independence

 Able to work with others and also can stand alone.  Can work without close support.  Can ask for support when needed.  Does not always need to be the “star.”

	PRIVATE 
Very Low
	Low
	Average
	High
	Very High
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Strengths:      
Areas of Development:       
18) Conscientiousness

Makes good use of time and manages priorities.  Maintains a high level of follow through and attention to detail.  Does not waste time on minor items, low pay-off.
	PRIVATE 
Very Low
	Low
	Average
	High
	Very High
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Strengths:      
Areas of Development:       
19) Communication

Good oral skills, presents well and speaks well.  Is clear in thought and expression.   Well honed listening skills.  Integrity in all forms of communication.
	PRIVATE 
Very Low
	Low
	Average
	High
	Very High
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 FORMCHECKBOX 



Strengths:      
Areas of Development:       
20) Emotional Quotient

Consistently shows characteristics of being supportive, helpful, empathetic, forward-thinking, patient, persistent and resilient.

	PRIVATE 
Very Low
	Low
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	High
	Very High
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Strengths:      
Areas of Development:       
The Executive Group
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