User Guide

Getting the most out of
your Sales Skills Audit
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An Important Starting Point!

L First of all - congratulations! You are on your way to improving your team'’s
I i ' ‘ . core sales skills, focusing training where training is needed, and gaining extreme
A § productivity when it comes to hiring more sales executives.
- .
UNIVERSAL SALES W Secondly, it is important to fully understand what type of assessment tool the
USSA 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 USSA 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 'J ‘ ﬂ
You will have chosen an online assessment tool to speed things up, not L
generate a lengthy report that you then have to analyse or hire an external
consultant to interpret! i "‘ E
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A USSA report is largely graphical, allowing you to identify strengths and o
weaknesses at the flick of a page. UNIVERSAL SALES S
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' Getting Started
L 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
i "‘ - 5 core skills assessed as compared to the USSA benchmark.
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This represents the average skill level
compared to the USSA benchmark
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USSA Sales Talent Assessment Detailed Skills Report

2t Summary of Sam Sample’s Skills

Universal Sales Skills Audit

1. Business Skills.

b shills raguired e

comgany cmdhlh SRkl Wk tha odomar, il w10

reallzing benems Irnm the relaanship.

2. Customer Contact
These skils are about pnerating nitial interes: from the

custnmer in your spplication. prochict or serece, and starting
the pracess al craating rappor.

3. Engaging the Customer

rogquired

CUSMES N ConvErsation and S the nfn(nss ot

of

4. Information and Activity Management

5. Megotiating and Closing

This section covers the skils ma.lmi 10 establsh the valse 1o

Sam Sample

mesric and dm the deal.
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Optimal Range.
Candidates will
ideally fall within
this bracket for
each skill area.
The higher the
better

Here you can see that
our example candidate
‘Sam Sample’ overall
scores very well. If
running preliminary
screening for an
interview Sam would
probably fall within
your “to see” pile



The Slider & Impact Key ' [i
The report then walks you through each of the 5 Core Skills assessed at L

two further levels of detail.
Level Two, you have the Slider that graphically shows you where your A‘ E
candidate sits for each skill component that makes up a single Core Skill. =)

W

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

H” USSA Sales Talent Assessment Detailed Skills Repart
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Each individual skill is first reported by the Slider which gives you a fast
— ke and accurate way to review competency levels according to the USSA

benchmark

Key limitation Strongly likely to have a negative impact

* %

* Likely limitation Likely to have a negative impact
O

v

Moderate Likely to have neither a positive nor a negative impact
) Likely strength  Likely to have a positive impact
T 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 per-
formance caused by a particular skills element strength or weakness.



' Mr Sam Sample
L Let's have a quick review of a few pages from

Sam Sample's Core Skills report.

SlIA] .
s 5 Customer Contact Skills

Vv
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' Overall Sam’s
Customer Contact
skills are strong

USSA Sales Talent Assessment Detailed Skills Report
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2. Customer Contact

Thizsa skl are ahous genarating initial interast froe th Optimal Rurge

CUSTEOAN i your appkcation, praduct ar serics, and starting _._—-
the process of reating rappart |._ — .

.21 [ 20 Spwetiog apper st

“‘“.1 B ”‘ i - J The Slider

demonstrates where

These are the

2 —— o Sam falls within the
i : v UK'’s national average.
2 L0, - v Uncerstandng of what i= important to the customer

w 6 of e TypA oF Custoenar

2.1 Communicating

_H‘* J Here, Sam is above

ﬂm&ﬂulbllnybnmmlnhmi:nnln!lﬂu:seﬁmumnlriammwlmdﬂum. . .
e e et Ak S average in Spotting
acceptable to the sudi y avariety d ledpe ..
Opportunities.

o Expeessing the massags cleary

ey [T

e 510 - Actie listening
v Sammarisirg infarmatian gained rom csstamer and other engagements A'SO, nOte the green
W Using lenguage whech is famdiar and acceptatle 1o the audence J

ticks below in the
Impact Key that detall
where his precise

i B i strengths lie

com Linited




Customer Contact Skills continued

Sam 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

L'J [:i USSA Sales Talent Assessment Detailed Skills Report
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2.2. Using probing questions

This & the abiity i maritain  dear picture of what vau have and missng, such
Mwnm(nmulwe and azk 2 knowledge gap. This requires &
ralysing and i irg i in real time.

& Urederstanding of the infarmation avalalde and the pisces that are missing oe need claifying
L Effective istening

- Ability to ask guestions that dree out darity of 2 seuation

A A Analysing the informatian receued

v Pobing

2.3. Advising the customer

[(CENNAE T

This mhubiw:ngumem: custamer through the use of consulting technigues. it covers 2 range of appraaches from

This l'enulru Wﬂf w's challenge. tt al:
GSing jutigement, sehecting e, i b . .
o Selucting
- Using the custamer’s prefered language and styk
v Engaging the cusscmer
s3m Sample 30 Jupe 2014 Fagegof 16
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Dmlled Skills Analysis

1. Business Skills

These ara the skils raquired to establish personal and Optimal Range
Domwwuedbﬁty Gnem"yudthﬂ!nmn:r ‘but sso __._—x
far pumpose of
realiting o lahonbi relationshig. o -
1.0 Selt and
This is the sitrity ing sell
This Hving a b et ah gulide: anersnn's behaniow, s that they demonstrate maturity,
|nmp:ﬂuww CLStOMEE awarancss. It ivolves: motivation to chiaws,
wnlrmsml d and havinga p hair wark. This inuoly "
dards and thair cram work, b the husiness.

This is an stiribute [about behavour| rather thar o skif, but it i vital for being efectivein g sales role.

[a] Customer and business awareness

v Motivation 1o complete actions

W Motivation 1o imprave own sklls ang pararmance

v Satting and ared scpountability for cwn work

L'J [:i USSA Sales Talent Assessment Detailed Skills Report l
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Overall Sam’s
Business Skills are
slightly above average
for the USSA
benchmark

Sam 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



Business Skills continued

Here Sam 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 Sam failed
to respond to one or
more statement
relevant to that skill
element

L'J [:i USSA Sales Talent Assessment Detailed Skills Report
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1.1. Exercising judgement and making decisions

- e’ | o—

This is the sbifity
This invak ewvaluating nisss, and deciding how ta
respord, Part o the skl - A how to refer 1o others.

L] Pricitising actuities and actians

N ? when taking action er maki

i 2 ible opticre and ustomer problem ar snguiry

% A Deckling when and how ta saak fusther infarmatian ar refar ta athars

1.2. Problem sofving

This is the abiity 1o define and aralyse problems and priorities and the adilty to evaluate the ssues rased and identify
ar create passible soksons.

This skil requires indidusl analytivsl, dagnostic sod creative ability, and ability to use others expertse. Toe skill
invabees isolating key fcts to penetrate Lo e root of the protkem. This requires logical thought, and also latersl
thinking.

W & Ability ta anabyse problems
s Ability ta use cther's expertize when aporopriate

o Thiriking thraugh problams logically nd using new approaches whan regused

s5am Sample 20 lure J018 Page 5 af 16
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Engaging the Customer

USSA Sales Talent Assessment Detailed Skills Report

3.2. Matching customer needs to products or services

T

This is the ability ta understand the customer's or praspect's noeds ar objectives and match them to the company s
offerings.

s Knerdedge of company's products and services
4 Matching the need ba procucts and services.

~ Anatyzing the custamer's neee or proglem

3.3. Keeping abreast of new products and services

| o

This irnedves assimiating s i morder ard inberpret them for use
with customers,
Thawsbigul

ad ilaton s ing of v contepts s proucts as wed as o probing and
challenging appraoch o rew ideas, linked b an sbifty 1o interpret fese new onoepts or products intg increased

dek Aready assimilatian of new products, Teatares sad techralagy

s =fits bo f e feasures

3.4, Testing and challenging assumptions

This is the akilivy o test wang in yaur dealings
ARSI ) dryhing, testing fheir implications and challanding thiall validity.

arel athers, invaking identifying

o I of 3 custamar
[o] Prabing the rustamer
Sam Samake 20 june 2004 Page 100f 16
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».) In Engaging the

Customer
assessment, Sam rates
well in Matching
customer needs to
products or services

Sam is below average

J 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
J below. This reveals the
reason, a lack of A
ready assimilation of

new products,
features and
technology



Negotiating and Closing

Sam 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 Sam

USSA Sales Talent Assessment Detailed Skills Report
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This saction covers the skills requined ta astabilsh the valus ta

thia customer of the banedits, atten invalving seple finarcial __#

‘metrics and close the deal.

5.0. Influencing customer expectations

This & the abality to find aut and

&ou:wumd-wmmmu

This ke testing, mifluencing, Tompan's i L inritizing @ and
ngatisting
Q L ities that a customer deal forward
o Reachi b milbea
o Influgncing the custamer’s exaectatians
5.1, Negotlsting
apasitian, sale, which has aptimal, musual

benatas far all parties,

= i . i =

the customer, empathy, using technigues to get the other party committed and setting sxpectations.

sam sampln

v Hawing a cear wew of the desired end result
[»] Lszening to obiain information ta help dose the ssle.
[#] Antiipatiog and sddressing (oncenms

0 sune 014 Page 14 of 16

UIS
I Mé

UNIVERSAL SALES 5\‘\




UIS
SIAE

N
UNIVERSAL SALES S¥

www.UniversalSalesSkillsAudit.com

Universal Sales Skills Audit

Tel: 01244 680 222
e: sales@universalsalesskillsaudit.com
Carlton House, Chester Business Park, Sandpiper Way, Chester;, CH4 9QE, UK



