


 4.   My   organization   provides   relevant, 
 up-to-the-minute   tools   and   sales   aids 
 for   its   salespeople. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 100 
 Total: 

 7 

 5.   My   organization   clearly   defines   and 
 rewards   what   it   takes   to   be   a   sales 
 success. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 50  50 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  14.28  71.44 
 Total: 

 7 

 Category   2  0  10  20  30  40  50  60  70  80  90  100 

 15.38  19.23  65.39 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 11.11  5.55  83.34 
 Other: 

 2 

 9.67  9.67  80.66 
 Total: 

 7 

 6.   My   organization   has   a   formal, 
 structured   training   program   for   sales 
 managers. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 
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 7.   My   organization   has   an   effective 
 performance   management   system   of 
 sales   managers. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 

 8.   Sales   managers   at   my   organization 
 are   strong,   effective   leaders. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 

 9.   We   have   too   much   turnover   in   our 
 sales   team. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 

 10.   Many   salespeople   at   my 
 organization   are   stagnating. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  14.28  71.44 
 Total: 

 7 
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 11.   Sales   managers   at   my   organization 
 know,   with   exact   precision,   precisely 
 how   to   manage   and   motivate   each 
 salesperson   individually. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  14.28  71.44 
 Total: 

 7 

 12.   Salespeople   know   the   exact 
 expectations   of   them. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 

 13.   Sales   managers   at   my   organzation 
 have   strong   product   knowledge. 

 0  10  20  30  40  50  60  70  80  90  100 

 50  50 
 Salesperson: 

 2 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 16.66  83.34 
 Total: 

 6 

 14.   Sales   managers   at   my   organization 
 have   strong   sales   skills. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  14.28  71.44 
 Total: 

 7 
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 Category   3  0  10  20  30  40  50  60  70  80  90  100 

 10  13.33  76.67 
 Salesperson: 

 3 

 5  95 
 Sales   Manager: 

 2 

 25  20  55 
 Other: 

 2 

 11.42  12.85  75.73 
 Total: 

 7 

 15.   My   organization   gets   many 
 applications   for   sales   positions. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 100 
 Total: 

 7 

 16.   My   organization   has   a   method   for 
 determining   key   success   factors   for 
 each   sales   job. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 

 17.   My   organization   assesses 
 prospective   applicants   against 
 established   success   factors   for   the   job. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  33.33  33.34 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 14.28  14.28  71.44 
 Total: 

 7 
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 18.   My   organization   has   a   method   for 
 objectively   determining   an   applicants' 
 selling   skills   before   hiring   them. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 50  50 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 28.57  71.43 
 Total: 

 7 

 19.   My   organization   has   a   method   for 
 objectively   determining   what 
 personality   traits   each   job   and   each 
 applicant   would   bring   to   a   position. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  14.28  71.44 
 Total: 

 7 

 20.   I   feel   that   I   am   100%   compatible 
 with   the   requirements   of   my   job. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  33.33  33.34 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  28.57  57.15 
 Total: 

 7 

 21.   My   current   job   offers   me   with   the 
 day-to-day   rewards   that   keep   me 
 committed. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 42.85  57.15 
 Total: 

 7 
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 22.   The   bar   is   always   being   raised 
 when   new   salespeople   are   hired   at   my 
 organization. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 28.57  71.43 
 Total: 

 7 

 23.   All   applicants   are   screened   as 
 thoroughly   as   they   should   be   before 
 being   hired. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 

 24.   My   organization   typically   hires   from 
 within   our   industry. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 

 Category   4     0  10  20  30  40  50  60  70  80  90  100 

 23.8  76.2 
 Salesperson: 

 3 

 14.28  85.72 
 Sales   Manager: 

 2 

 28.57  21.42  50.01 
 Other: 

 2 

 8.16  20.4  71.44 
 Total: 

 7 
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 25.   My   organization's   sales 
 management   hiring   practices   are 
 different   from   our   sales   hiring 
 practices. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 50  50 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 42.85  57.15 
 Total: 

 7 

 26.   My   organization's   sales 
 management   hiring   practices   are   as 
 rigorous   as   our   sales   hiring   practices. 

 0  10  20  30  40  50  60  70  80  90  100 

 66.66  33.34 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  28.57  57.15 
 Total: 

 7 

 27.   My   organization   typically   looks 
 within   our   organization   to   hire   sales 
 managers. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  14.28  71.44 
 Total: 

 7 

 28.   My   organization   selects   the   most 
 qualified   sales   managers   regardless   of 
 where   they   are   found. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 
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 29.   Salespeople   receive   feedback 
 based   on   clearly   stated   expectations. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 50  50 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 

 30.   My   organization   maintains   tight 
 metrics   related   to   the   expectations 
 placed   on   salespeople. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  14.28  71.44 
 Total: 

 7 

 31.   Teaching   and   coaching   are   top 
 priorities   of   sales   managers   at   my 
 organization. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 28.57  71.43 
 Total: 

 7 

 Category   5  0  10  20  30  40  50  60  70  80  90  100 

 14.81  11.11  74.08 
 Salesperson: 

 3 

 5.55  94.45 
 Sales   Manager: 

 2 

 16.66  27.77  55.57 
 Other: 

 2 

 11.11  14.28  74.61 
 Total: 

 7 
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 32.   My   organization   has   an   aggressive 
 recruitment   program   in   place   to   attract 
 strong   salespeople. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 100 
 Total: 

 7 

 33.   All   sales   managers   at   my 
 organization   follow   a   standard   sales 
 management   system   diligently. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  85.72 
 Total: 

 7 

 34.   My   organization   provides   regular, 
 consistent   sales   training   for 
 salespeople. 

 0  10  20  30  40  50  60  70  80  90  100 

 100 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 100 
 Other: 

 2 

 100 
 Total: 

 7 

 35.   Sales   managers   spend   enough 
 time   in   the   field   coaching   salespeople. 

 0  10  20  30  40  50  60  70  80  90  100 

 33.33  66.67 
 Salesperson: 

 3 

 100 
 Sales   Manager: 

 2 

 50  50 
 Other: 

 2 

 14.28  14.28  71.44 
 Total: 

 7 
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