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Introduction 
 
The Selling Skills Questionnaire assesses factors that influence sales 
performance - for example, interpersonal skills, sales competencies and 
technical knowledge. These factors represent some of the latest thinking 
on what lies behind star performance. They have been distilled from 
analysis of sales competency models and research findings. The key 
purpose of the questionnaire is to help you continuously improve your 
sales performance and reach your sales potential. 
 
The purpose of this report is to challenge your view about your selling skills 
and offer some ideas about where you might focus your development 
efforts. What matters most, however, is that you assess what it takes to do 
your job superbly and you assess whether you have these qualities. You 
must be ready to learn and change and you must be motivated. 
 
We suggest you focus on clear, measurable and achievable goals, you 
seek support from mentors or coaches and you ask for feedback from 
bosses and peers. Take the long view because some selling skills take 
time and practice to acquire. 
 
Please keep in mind that this report has been generated by a computerized 
expert assessment system and substantially reflects the answers made by 
you. Due consideration must be given to the subjective nature of 
questionnaire-based ratings. We can accept no liability for the 
consequences of the use of this report and this includes liability of every 
kind for its contents. 
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Selling Skills Profile 
 
The profile chart below illustrates your profile on the sales competencies 
assessed by the questionnaire. 
 
You scored 8 or above on Listening and Achievement. These seem to be 
the strengths of how you currently operate. This does do not mean that you 
should stop developing your knowledge and skills in these areas. On the 
contrary, keep on continually developing them, exploit them and consider 
how to pass them on to others. However, we also recommend that since 
you seem to do these things pretty well, you can afford to reflect on 
whether sharpening your act in some of the areas where you got lower 
scores would significantly raise your overall game. 
 
You scored between 4 and 7 on Resilience, Adaptability, Product 
Expertise, Customer Orientation, Negotiating, Teamwork, Competitor 
Awareness, Communication, Conscientiousness and Self-Awareness. 
These are mid-range skills that could become strengths with more learning 
and practice. Within this range, a score of 7 represents a pretty 
well-developed skill bordering on a strength and a score of 4 can be 
interpreted as a less well-developed skill bordering on a weakness. The 
next section of the report identifies hallmark behaviours for each 
competence. Think about how far you demonstrate these hallmark 
behaviours and whether sharpening your act in any mid-range areas would 
raise your overall game. Think carefully about where to focus your learning. 
We are not suggesting that you try and turn every mid-range skill into a 
strength. 
 
You scored 3 or less on Prospecting. This is a possible weakness of how 
you presently operate. The issue here is whether this is preventing you 
from being a good all-rounder or preventing you from reaching your 
potential in the future. Consider whether putting effort into this area could 
have a dramatic impact on your overall performance or potential for 
advancement. 
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Listening: Potential Strength 
 
You scored 8 on Listening. This is a higher than average score. About 15% of 
salespeople who have completed the questionnaire score 8 or higher. This is a 
potential strength of your profile but there are still things you may want to work on 
to develop your capabilities even further. The table below provides pointers for 
development. 
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Achievement: Potential Strength 
 
You scored 8 on Achievement. This is a higher than average score. About 15% of 
salespeople who have completed the questionnaire score 8 or higher. This is a 
potential strength of your profile but there are still things you may want to work on 
to develop your capabilities even further. The table below provides pointers for 
development. 
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Resilience: Scope for Development 
 
You scored 6 on Resilience. This is a mid-range score. About 70% of salespeople 
who have completed the questionnaire score in the middle range 4 - 7. About 40% 
get a score of 5 or 6. This suggests that you are as capable in this area as the 
average salesperson. With further development, your skills in this area could 
become a more definite strength. The table below provides pointers for 
development. 
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Adaptability: Scope for Development 
 
You scored 6 on Adaptability. This is a mid-range score. About 70% of 
salespeople who have completed the questionnaire score in the middle range 4 - 
7. About 40% get a score of 5 or 6. This suggests that you are as capable in this 
area as the average salesperson. With further development, your skills in this 
area could become a more definite strength. The table below provides pointers for 
development. 
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Product Expertise: Scope for Development 
 
You scored 6 on Product Expertise. This is a mid-range score. About 70% of 
salespeople who have completed the questionnaire score in the middle range 4 - 
7. About 40% get a score of 5 or 6. This suggests that you are as capable in this 
area as the average salesperson. With further development, your skills in this 
area could become a more definite strength. The table below provides pointers for 
development. 
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Customer Orientation: Scope for Development 
 
You scored 6 on Customer Orientation. This is a mid-range score. About 70% of 
salespeople who have completed the questionnaire score in the middle range 4 - 
7. About 40% get a score of 5 or 6. This suggests that you are as capable in this 
area as the average salesperson. With further development, your skills in this 
area could become a more definite strength. The table below provides pointers for 
development. 
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Negotiating: Scope for Development 
 
You scored 5 on Negotiating. This is a mid-range score. About 70% of 
salespeople who have completed the questionnaire score in the middle range 4 - 
7. About 40% get a score of 5 or 6. This suggests that you are as capable in this 
area as the average salesperson. With further development, your skills in this 
area could become a more definite strength. The table below provides pointers for 
development. 
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Teamwork: Scope for Development 
 
You scored 5 on Teamwork. This is a mid-range score. About 70% of salespeople 
who have completed the questionnaire score in the middle range 4 - 7. About 40% 
get a score of 5 or 6. This suggests that you are as capable in this area as the 
average salesperson. With further development, your skills in this area could 
become a more definite strength. The table below provides pointers for 
development. 
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Competitor Awareness: Scope for Development 
 
You scored 5 on Competitor Awareness. This is a mid-range score. About 70% of 
salespeople who have completed the questionnaire score in the middle range 4 - 
7. About 40% get a score of 5 or 6. This suggests that you are as capable in this 
area as the average salesperson. With further development, your skills in this 
area could become a more definite strength. The table below provides pointers for 
development. 
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Communication: Scope for Development 
 
You scored 5 on Communication. This is a mid-range score. About 70% of 
salespeople who have completed the questionnaire score in the middle range 4 - 
7. About 40% get a score of 5 or 6. This suggests that you are as capable in this 
area as the average salesperson. With further development, your skills in this 
area could become a more definite strength. The table below provides pointers for 
development. 
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Conscientiousness: Scope for Development 
 
You scored 4 on Conscientiousness. This is a mid-range score bordering on a 
potential weakness. About 70% of salespeople who have completed the 
questionnaire score in the range 4 - 7. About 15% obtain a score of 4. Although 
you have a mid-range score, it is on the low side pointing towards a potential 
development need. The table below provides pointers for development. 
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Self-Awareness: Scope for Development 
 
You scored 4 on Self-Awareness. This is a mid-range score bordering on a 
potential weakness. About 70% of salespeople who have completed the 
questionnaire score in the range 4 - 7. About 15% obtain a score of 4. Although 
you have a mid-range score, it is on the low side pointing towards a potential 
development need. The table below provides pointers for development. 
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Prospecting: Potential Development Need 
 
You scored 1 on Prospecting. This is a very low score that is achieved by about 
2% of salespeople who have completed the questionnaire. This could be an 
important area to work on if you judge that increasing your knowledge and skills in 
this area would have a significant impact on your sales performance. The table 
below highlights possible areas to work on. 
 
 

 


