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salesPerformanceindex3600 investigates how sales teams perform, exploring what is and isn’t working in
the eyes of salespeople. It focuses on their strengths and development needs in terms of five drivers:

The impact of leadership Motivation, goal orientation
and discipline
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Marketplace
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Level of sales
skills used

Process
Understanding of
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What value is placed
on the company’s
sales processes

salesPerformanceindex360© was developed in 2004 and in 2006 it was used as an integral part of a
groundbreaking research project endorsed by ISMM (Institute of Sales and Marketing Management and STA
(Sales Training Association) into the current health of sales teams in the UK. The research involved over 400
participants from 19 organisations. It can be used with any number of people, from a small team to a whole
organisation. Comparisons can be made between different teams, regions, etc.

When to use it

For organisations who wish to improve the performance of their sales teams.

To provide a clear measure of what sales people really think about the issues facing them.
To provide a basis for discussion and involvement among sales people.

To provide a means of measuring progress on a regular basis.

To assist leaders/managers in maintaining the momentum, commitment and ownership of their sales
people to achieve goals.

To enable sales teams to focus on the areas ‘that really matter’ not on assumptions.

To measure leadership effectiveness.

To encourage the sharing of best practice between sales teams.

To highlight strengths and skills gaps.

To highlight where training interventions are needed.

“It gave me an objective and true appraisal of the morale and feelings of my sales organisation, in the past it
had been difficult to gauge this effectively when running a multi-team sales business. | now know more
clearly where the strengths and development needs of my team really are”. Nigel Slater, Head of Sales,
Merial Animal Health.

index3600© is available exclusively through The Communication Challenge Limited. Tel: +44(0)116 2596896
www.index360.com



Example of the Questionnaire

The 58 'statements in the
Questionnaire are simple
and direct, focusing on
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The Questionnaire

IT Survey, Test Dept, key aspects of change
TesiCo Lid / ¥ SSERE g
LD @I 01 Company leaders set and encourage the achfevernent of consistently high
standands
Disagree 1@ 28 3@ 5( 6(3 7() Agree

Motom W™ Tep 02. 1 act quickly and decisively once I hAe a plan in place
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"o Hom | 03. Icanopena meeting or a call confidently and set the right tane and emphasis

Disagree 10 2C 3C 4C 5C 6C 70 Agree

Mo Hom | 04. Commitments and promises made to customers are kept to

Disagrea 1@ 2@ 3@ 40 5@ 6@ 7€ Agree

G @ 05 There are good opportunities in the market space we operate in
Disagree L2 3C 4 5(0 6 7() Agree
Example of report

Benchmark: Average Response (5.30)
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There are different views between the
two locations on keeping customer records up to
date and preparing thoroughly for meetings
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rocess
(112} The sales systems and processes are simple and helpful
(33) We reguiarly explore new and innovative ways o create sales cpportunities

(52} | measure my success rate and use this information in my planning

- (41) Qur customer records are up o date

& (19} | prepare thoroughly for meetings and have a strategy
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(04} Commitments and promises made to cu domers are kept 1o

[Fey. vStrengh  kDevelopment Meed = —Low Consensus  #Gap in Percepton |

SECTION IV City (11} West End (17)
1 2 3 4 5 & 7 1 2 3 4 &5 & 7
Process SN 14 INTONNNNS [ [ ¢ [ s [ e 5o ] 0] I NSOMMNNNN [ [+ [ 5 [ ]22]so]es]
112) The sales systenns and processes am simple and haloful [ 9 DNEZIN [ o [ o [ o [ s [ e [as]|27 | EMIEAY [ o [ 6| oo [3s]1e]a
) We reguarly wiys tn creae sdles Em: e e felelef@laele| MERzZETY (e Jw2fofw]ee]a]ae
[52)| measurs iy success aile and use this indarmation in my planning (ISl 27 EEI [o o |27 |27 o | ISR 2Es (o |6 [@w|12]12]38]18
(41 Cur customer recor ds are up b date EE e (e 18| o o] (sl | WEZ0TERN (o661 [1a]zs]ze
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more positive in this area

Process [ 5280 4.94 |

(12} The sales systems and processes are smple and helpll 579 573 582

(33) We regularly explore new and inncvalive ways to creale sales cppounities 482 4 64 4.94

(52} | measure my success rale and use this infsmation in my planning 4.83 473 506

(41} Qur customer records are up ko date 493 4.09 547

(19) | prepare horoughly for meetngs and have a stralegy 518 4 64 553

(04} Commitments and promises made o customens are kepl lo 5.21 5.09 5.29
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