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salesindex3600 is ideal for sales professionals who wish to get honest and reliable feedback from
colleagues and customers on which areas of selling they are most effective at, and which skills they need to
develop further in order to gain the most reward.
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salesindex3600© was developed in 2004 in response to a need by clients for a structured process for
measuring and improving selling skills which included customer feedback.

It can be used with any number of people, from an individual to a whole sales organisation. Comparisons

can be made between different individuals, teams, regions, etc.

When to use it

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

To provide a basis for discussion and involvement among sales people.

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

To improve performance by raising awareness among all sales people.

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

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

To help retain top performers.

To motivate sales people to work to improve their performance.

To highlight strengths and skills gaps.

To highlight where training interventions are needed.

To find out whether sales people have the selling competencies required in order to achieve their
sales targets and progress their careers.

For Sales Managers to use with their sales people as the basis for coaching interventions and
performance appraisals.

“salesindex360© has been invaluable in highlighting where we should be spending our money on sales
training knowing that it is where it is most needed. The added benefit is that we can monitor how effective
the training is to ensure we are getting a return on our investment”.

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



Example of the Questionnaire
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The Questionnaire
AN Other, Test Dept,
TestCo Lid

The 56 'statements' in the
CQuestionnaire are simple and direct,
focusing on the key 'selling' skills

LI @O 01 Thinks cleary and stays focused under pressure

Disagrea 18 268 3@ 48 5 6() 7() Agree () Not Observed

LI @0 02 Sets measurable and challenging goals which are achievable

Disagree 10203045060 7(0D) Agree {_) Not Observed

G @O 03 Canseethings from customer's perspective

Disagree 1020 304C 50O 70D Agree {_) Not Observed

G @O 04 Is able to adapt communication style to suit the listener

Disagree 102030405080 720D agree (") Not Observed
Example of report
. Simiar views expressed except around
Benchmark: Average Response (5.34) Attitude having positive and realistic expectations

-4 =3 -2 -1 0 1 2

Aftitude

—— {31 Thinks dearty and Stays I00used undar pressum
| [1.4) Sh o confidanca in cwn abbity and judgmeant
—— [26) Parsstant in achkaing goals despie obstacks and st bacis
- [43) Has mainty postive and Ka ksic aaps daton s
i . {51} Is results-aranied, with a high drive 10 Set 2an abjecties and standards
— 1 22} Acknowe dges oen midake sand karns from fham
Hay:  »Strangth o Dervalapm am Meed
Self (1) B Peers (6] +~+Low COnsansus Mot Obsanved <HGap in Parcaption
Attitude Self (1) Peers (5)
1 2 3 4 5 & 7 1 2 3 4 5 & 7
Attitude OO o (o [ o [ o [23]s4]z3] E 6 NEENNN o o[ s |8 |31]d0]7]
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Process ; Interesting to see the
view from the customers
Proe ss 5% | 553 [ 587 | 538 | sm [ 100w ;
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[T} b5 aramra of oan imaga and & wel prasanted 578 500 400 G40 S.00 100%

{23} Uses quastioning fo abtain addiional indomation o achkws goa b 500 500 700 580 600 100°%

{31} Is Inowiedgeable about own produds & sarvices G500 T00 T00 580 550 100%

{46} Has good knowledg e of compeiion products & sarvoes 4.55 200 300 520 500 100%

(39} Makes mpeated and varisd afiem pis fo gain Suppaon for oen point of vies' G500 500 T 500 550 100%

(28} Able fo relate wel fo peopls of dvarse backgrounds 633 700 500 G40 550 100%

{05} Provides prompt solutkons jo customar problms 511 500 500 480 500 1005%

(13} Wilses up-fo-date cusiomarconad mpars i3 400 500 300 300 100%

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



