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Please Print

e Your Name:

* Conmpany Name:

* Years employed by company:

* Years in sales or sales support:

e Have you ever been a manager?:

* Years in management:

* Degrees, certifications received:

* Describe current company duties:

e Describe your ideal outcome from sales training:

e Have you had professional sales training before? Y N

e Who trained you in the past?

The questionnaire on the following pages is a straightforward diagnostic

tool for helping to evaluate your sales profi@ern four primary categories
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which are listed below. These categories map to the competencies that we
teach in our Breakaway Sales Performer Architecture. The answers will be
tabulated and will reveal your specific strengths and undeveloped skill sets
that we will focus on during your training experience.

The fourassessment categorias:

1. The Structured Sales Cycle

N

Interpersonal Buying Behaviors

w

. Temitory and Time Management

4. Mental Toughness.

Instructions: Use the scale below to indicate how estattement applies to your
individual selling situation. It is important to answer the statements honestly and
without overthinking your answer.

Assessment Scale:

1 =Newer 2 = Rarely 3 = Sometimes 4 = Usually RAlwvays

Confidentiality:Your assessment answers are confidential and will not be disclosed
under any circumstances to anyone with the exception of the Endurance America
processing and training staff. The completed assessment will be used to formulate a
quantitative and qualitativiagnostic report to help guide your learning experience and
serve as a benchmark for future monitoring and improvement. The diagnostic report will
be disclosed to you and your manager.
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General Questions about the Assessment:
What is the Breakaway Salesrformer Assessment Tool?

The Breakaway Assessment is a fully automated tool that helps each sales professional
and their manager identify, understand, and act upon the underlying strengths and areas of
improvement relative to their sales competencidse Statement structures that are

assessed are driven by Mike KerrisonOs new HoelEour Secrets of the Breakaway

Sales Performer The detailed diagnostic report provides an analytical framework and
specific recommendations for overcoming shortcomings@aching your potential.

Can | depend on my assessment selections to drive the right diagnosis?

Yes. Most assessments have a degree of variation built into the software as is the case
with ours. The key to a credible diagnosis is to be as forthrighd ssible with your
selections. If you are unsure as to how an assessment statement is applied, answer
anyway with your best judgment.

How do | use the diagnostic report after the training?

The report is used before and after the training. We usetistoroize the curriculum
and we use it for individual coaching recommendations. Both will have a high impact on
your personal development and will be tailored to your specific improvement goals.

The selassessment is quite personal. Why is this needed?

Our teaching model is holistic in nature. We develop the entire person not just your
selling skills. The self assessment provides deeper insight into your belief systems and
attitudes. These two areas play an enormous role in sales accomplishmemshé&ive
occasional sensitivity of the information, we keep your answers completely confidential.

How will I compare to the rest of the sales team?

The diagnostic outcome provides an individual report and a team report. You will be able
to compare and consayour assessment to that of your team members. This way you
can coach each other on areas of improvement and build a learning organization.
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Assessment Questions:

1.

2.

10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

24.

25.

I know where | am in a complex selling situation at all times.

After some time | can detect a clear picture of what motivates people.

| trust my planning process and feel in control of my destiny.

I consider myself durable and can handle stress well.

I understand the strategic elements of a complexgsltumation.

Generally | am trustful of other people in a selling situation.

| prepare the proper sequence for questions before making a sales call.

| can detect behavior and style of the buyer and know how to handle them.

I know howd compress the sales cycle and save time.

| seek advice on my annual sales goals and plans.
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26.

27.

28.

29.

30.

31.

32.

33.

35.

36.

37.

38.

39.

40.

41.

42.

43.

45.

46.

47.

48.

49.

50.

51.

I get emotional and uncomfortable when | encounter objections.

| clearly focus on established priorities.

When preparing for a call | turn t@acumented process.

| operate more on a hunch than | do visible evidence.

Prospecting is a natural and normal part of my selling experience.

| easily accept and use suggestions for improvement in my sales career.
My primary sales motiti@n is money.

| feel in command of the products and services that | sell.

| get the support | need from my organization to be successful.

Getting to and covering all of my accounts is a challenge for me.

My annual objectives and the ans of achieving them are clear to me.
Communication with clients is complex but manageable for me.

| prefer to operate alone in my sales efforts.

Changing my style to fit the style of others comes natural to me.

The obstacles prevergimy full potential are identified and clear to me.

| can easily adapt to changing circumstances in a sales call.

I know how to track the stages and where | am in a complex sales process.

My attitude is you must close often in selling.

The trial close must always precede the actual close.

My territory planning process is formal.

| admit freely my weaknesses and mistakes.

| prepare an opening for every call | make.

I understand vam and why | am losing in a selling situation.

| feel in control during a sales situation.

Tension helps me to perform better when | am making a sales call.
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52.

53.

54.

55.

56.

57.

58.

59.

60.

61.

62.

63.

64.

65.

66.

67.

68.

69.

70.

71.

72.

73.

74.

75.

76.

77.

| put people at ease and | build rapport easily.

| experience impatience withents during a sales call.

| trust my plan more than | trust my instincts.

| take time to practice my sales structure before | make a call.

My management team provides superior support for my sales effort.

| easily identify influencemsnd decision makers in a sales process.

Listening comes easy and | understand what | have heard in a sales call.

My questions are always prepared in advance.

My attitude is my strength in a sales call.

I understand where | can findoerces to support my territory efforts.

I have solid technical skills that support my proposal efforts.

I know how to get in despite the voice mail and email barriers.

| have a documented process for assessing the sales call | have made.

I get all the information | need from a client to nail the proposal.

I can quickly ascertain my specific strengths in the selling situation.

I know who the sales saboteurs are in a selling situation.

Converting a client need to a ratiogsalution comes easy to me.

I handle feelings of panic well in a sales call.

| believe professional selling is the right career for me.

| feel credibility comes naturally for me in a sales call.

| feel in control of my destiny in salesll.

I handle worry about making my numbers.

Understanding the customerOs concept is my strong suit in getting the sale.

The roles played by all of the buyers are easy for you to identify.

I know when | am losing ground.

I know wiat to do when | am falling behind the competition.
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78.

79.

80.

81.

82.

83.

84.

85.

86.

87.

88.

89.

90.

91.

I know the strengths and weaknesses of my competitors.

| expect extraordinary results from my efforts.

| can accept defeat and move on.

| feel certain and confident about sales strategyation.

| believe life knocks you down, it doesnOt knock you out.

I understand and believe in what | am selling.

| use a fluid rather than a rigid sales process when engaged with a client.
Most clients conceal the real issues fratasspeople.

ItOs easy to get a beat on certain people and their buying motives.
When | feel stuck in a rut | know how to get out of it.

Rapid réocus comes easily to me.

I am aware of the ticking of the clock.

Differentiation andontrast between me and my competitor is clear.

| know what to do to win.

92.

93.

94.

95.

96.

97.

98.

102._

103.

I understand why people buy in selling situations.

| can detect if | am losing someone in a selling situation.
Courage is there when | need it.

My sales caer is heading in the right direction.

| easily detect hidden agendas in a sales call.

| know how to encourage others.

Customers want you to take the lead.

I need praise and support to stay motivated.

_I create a trusting salesseonment easily.

My questions are designed to get to the heart of the matter.
Objections and issues are easy for me to surface and pin down.
My trial close is skillful and delicate.
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104._

105.

106.

107.__

108.

109.

110,

111.

112.

113._

114.

115.

116.

117._

118.

119,

120.

121._

122.

_I need a personal control book to hegmage my territory.
_|I have a sense for how to speed up the sales process.
_My deals close when | think they will.

_ I know how to tailor every sale to fit the client situation.

_| easily overcome the price objection.

__l'ind sales to be a highly demanding career.

_| feel my time is in my control and | maximize my productivity.
_| have ways to rejuvenate and draw new energy in my career.

_ I know the unique strengths of my products and services.

1 have a single sales objective for every sales call that | make.

_lI know my competitive position at all times in the sales process.
_My company stands behind my commitments to the client.

_| can determine problem and solution fitasheselling situation.
_l'am good at defining and explaining ROI for my product offering.
_My sales presentation is precise and clear to a customer.

_| bring strong speaking skills to the selling process.

_Before starting eachdiness day | make and follow a plan.

___| see challenges as being in the way.

____ | am patient with a client who drags his feet.

123.

124.

125.

126.

127._

128.

129.

_l am decisive in selecting a sales strategy.

__I know my competitive position as my sales processajeel

_I feel I can win even when my product may be inferior.
_| know exactly how to earn and maintain my credibility.
_People must like me to do business with me.

_ | know what behaviors create trust in a sales call.

_ Myclosing questions gain commitment and clarity.
9
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130.
131.
132.
133.
134.
135.
136.
137.
138.
139.
140.
141.
142.
143.
144.
145.
146.
147.
148
149.
150.
151.
152.
153.
154.

155.

_| set specific, measureable, and attainable goals.

_ | have a system for monitoring my performance.

_| practice my sales calls in order to get better.

_l understand my motives andgawvdrives me.

_I consistently look for ways to protect my time.

__|l feel a need to control the sales process.

_ | feel out of control in the sales process.

_| prepare every step to make a great sales call.

_I see in my mils eye the elements of a great call.

_My thinking helps create my best performance.

_| handle multiple tasks easily.

__Organization comes first before | act on anything.

_ I know how to influence others.

_Most people faildzause of the systems that support them.
___Success is mostly a state of mind.

_|I know how to present all of my products and services.

_I rehearse my presentations until they are perfected.

___l enjoy complex selling situations.

_I need more time to get things done.

_l enjoy being by myself.

_lunderstand why people do the things they do.

_I know when my energy is high and low and what to do about it.
_I know how to handle a heated discussion.

_I hold myself to high personal standards of performance.

Il can read behaviors and discover a clientOs buying motives.
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_lunderstand how to transition well from one stage of a sales call to the next.
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156.
157.
158.
159.

160.

_I know how to avoid battles witmyself.
| need time to recover from a failed sales call.

_| can trace where | made a mistake in a sales call.

_I am willing to take an honest risk to get a deal done.

_l understand what motivates me.
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Self Evaluation and Amgsis:

Complete the following statements with a few words expressing your
own honest opinions, feelings, and attitudes.

* Whenever | receive praise for something

* Losing money on a deal means

* Playing to win means

¢ \Whenever | make a serious mistake |

e If  am rudely refused I

* What makes me passionate about my job is

* To get better at my job | must

¢ The future for me seems

* | handle conflict by
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¢ | am oftenafraid to

A full diagnostic report will follow after we process your assessment responses. The
diagnostic report will help us to tailthe sales course curriculum and individual
coaching requirements. At the conclusion of your training you will be asked to enter
into an informal improvement agreement designed to sustain your personal and
professional growth.

Thank you for participanig in this assessmenWe consider it a privilege to work
with you and we are committed to helping you realize your full potential.

Sincerely,

Endurance America
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