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Rate your sales expertise 

Self-assessment tool


 
Rate your sales expertise – Self-assessment tool
This tool is designed to help you to identify which essential selling skills you have and which you need to develop.

Instructions

· Read the 33 statements on pages 3-4. If a statement applies to you, choose ‘Yes’, if a statement doesn’t apply to you, choose ‘No’. 
· Each ‘Yes’ answer scores 3 points. 
· Each ‘No’ answer scores 0 points. 
· Each unanswered question scores 0. 
· The maximum score available is 99.
	Score
	

	99
	Congratulations – you scored 99 and are at the top of the tree. 

	87-96
	You are highly accomplished in sales expertise. Enhance your skills by addressing the areas where you answered ‘No’.

	66-84
	You have a very good understanding of sales and further highly focused specific learning will complete your expertise. You should address the areas where you answered ‘No’.

	45-63
	You have a good understanding of sales but you need to address the areas where you answered ‘No’.

	24-42
	You have some understanding of sales but you need to learn more and address the areas where you answered ‘No’. 

	0-21
	You have a poor understanding of sales and you must plan to fill these gaps as a priority. You need to take action to address the areas where you answered ‘No’.





	Rate your sales expertise – Self-assessment tool
	Yes 
	No

	1. I believe that I have a sales role or some level of sales responsibility in my current job role.
	
	

	2. I have a good understanding of the industry which I work in.
	
	

	3. I understand the product/service which I am selling.
	
	

	4. I believe in the product/service which I am selling.
	
	

	5. I understand the difference between product features and benefits.
	
	

	6. I understand the term ‘Unique Selling Points’.
	
	

	7. I know who the customer is and what they want.
	
	

	8.  I always put the customer first rather than focusing on ‘What’s in it for me?’
	
	

	9. I know what our competitive edge is.
	
	

	10. I am very clear about our sales messages.
	
	

	11.  I understand the sales journey and process.
	
	

	12.  I understand how people decide where to buy. 
	
	

	13.  I understand how people decide what to buy.
	
	

	14.  I can put myself in the customer’s shoes.
	
	

	15.  I understand that the objective of selling is to deliver value to each customer.
	
	

	16.  I know how to add value for the customer.
	
	

	17.  I remember customer preferences and reward customer loyalty.

	
	

	18.  I know how to listen to customers.
	
	

	19.  I know how to ask customers the right questions when trying to make sales.
	
	

	Rate your sales expertise – Self-assessment tool
	Yes
	No

	20.  I am a problem solver.
	
	

	21.  I don’t give up easily.
	
	

	22.  I don’t take the ‘easy route’ and am committed to working hard to win sales.
	
	

	23.  I don’t allow my emotions to cloud my thinking.
	
	

	24.  I don’t allow my ego to get in the way when I am trying to make a sale.
	
	

	25.  I have clear targets to work to.
	
	

	26.  I always work to a sales plan.
	
	

	27.  I know how to set and measure targets.
	
	

	28.  I am enthusiastic about the product that I am selling.
	
	

	29.  I know how to communicate my enthusiasm to the customer.
	
	

	30.  I know how to ask for the sale.
	
	

	31.  I know how to close a sale.
	
	

	32.  I know how to follow up after a sale.
	
	

	33.  I know how to keep in touch after the sale and how to sell again.
	
	

	
	Total ‘Yes’
	Total ‘No’
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