salesindex360Q 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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salesindex360© 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”.



Example of the Questionnaire

Example of report



