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Sales Effectiveness Assessment
The purpose of the sales effectiveness assessment is  
to understand the current state of your sales capabilities  
and identify opportunities for improvement across the  
entire sales ecosystem. 
By conducting a comprehensive analysis across various areas of your sales operations,  
we aim to enhance your sales performance, optimise processes, and ultimately drive  
revenue growth.

We use a combination of desk-based reviews and interviews with designated executives  
to undertake a review of your sales ecosystem.

Areas Of Review
1. Client Value
In assessing client value, we will focus on four key dimensions: Business value, individual 
value, solution value, and provider value. Business value refers to the benefits your solutions 
deliver to your clients, such as increased revenue or cost savings. Individual value relates 
to the impact on an individual client’s personal success, such as career advancement or 
recognition. Solution value encompasses the effectiveness of offerings in addressing  
needs and challenges. Provider value relates to the perceived benefits of partnering with  
you versus competitors, including reputation, reliability, and support.

2. Leadership
Our evaluation of leadership will focus on three  
critical aspects: Setting direction, inspiring  
teams, and driving performance. Effective  
leadership sets a clear vision and strategy,  
aligning it with broader organisational goals.  

Inspirational leadership motivates and  
empowers sales teams to achieve their  
full potential, as it drives performance  
by providing guidance, support, and  
accountability, ultimately fostering  
a positive work environment and a  
culture of excellence and collaboration.

3. Sales Enablement
As we review sales enablement, we will consider the effectiveness of resources,  
tools, and processes used to support the sales team. This includes evaluating training 
programmes, coaching initiatives, and onboarding processes to ensure they equip  
sales professionals with the knowledge, skills, and tools required for success. We  
will also analyse the relevance and impact of sales content, collateral, and messaging 
when engaging buyers, addressing their needs, and advancing opportunities through  
the sales pipeline.

4. Client Conversations
Our review of client conversations will focus on the quality and effectiveness of 
interactions at every stage of the sales cycle. This includes assessing communication 
skills, active listening, and empathy in understanding your client’s challenges and 
objectives. This is done by looking at samples of correspondence on key opportunities 
(CRM). We will analyse the ability of sales professionals to ask insightful questions, 
uncover needs, and articulate compelling solutions that resonate with their customers  
and clients. Additionally, we will evaluate the alignment of the sales approach with 
decision-making processes and expectations. 

5. Management
Our assessment of sales management will encompass several key areas, including 
coaching, performance management, and strategic guidance. Effective sales management 
involves providing regular feedback, mentoring, and support to help sales professionals 
develop their skills and achieve their targets. We will evaluate the accuracy of sales 
forecasting, the quality of pipeline management, and the ability to remove obstacles  
and provide strategic direction. Additionally, we will assess effectiveness in fostering  
a culture of accountability, collaboration, and continuous improvement.

6. Ways of Working
When reviewing ways of working, we will examine sales processes, workflows, and 
collaboration mechanisms across the organisation. This includes assessing the efficiency 
and effectiveness of sales methodologies, tools, and technologies in supporting sales 
activities and driving results. We will analyse the alignment and coordination between 
sales, marketing, and other cross-functional teams to ensure a seamless and integrated 
approach to customer engagement and revenue generation. 

Deliverable
Upon completion of the sales effectiveness review, we will produce a detailed report 
comprising the following elements:

	• �Comprehensive assessment report highlighting key findings, insights,  
and recommendations

	• �Recommendations outlining specific initiatives and strategies to improve  
sales effectiveness

	• Impact assessment outlining potential revenue uplift
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