Sales Evaluator

The value in evaluation

MERCURI'S SALES EVALUATOR IS THE ONLINE
COMPETENCE ASSESSMENT TOOL

ITISTHE STARTING POINT FOR SALES AND BUSINESS IMPROVEMENT

Business benefits of Sales Evaluator

i~ Measure the effectiveness of your sales W Make your training budget go further
B3l and customer facing teams —_

0 » o=~  Generate a focussed plan for
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/l ) Discover potential financial

Dﬂl:lﬂ Increase the return on investment .
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For more information please visit www.salesevaluator.net M E RCU RI
international
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Did It work?
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It worked ' not sure Didn't work.

STEP1

ASSESSING COMPETENCE

DO YOU KNOW

The current capability of your team?

What training and development each individual needs to improve?
Who in your team requires priority development?

What competences are critical to business performance?

What you don't know?

Sales Evaluator enables you to measure the effectiveness of your teams skills, knowledge and
attitude. Using Sales Evaluator with the coaching app will help you discover what development
and coaching your sales and customer facing teams need to support your business objectives.
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Mercuri's Sales Evaluator is the starting point for business improvement. The results will show a targeted development path for both team and

individual, while highlighting best practice in your organisation.
The reports generated from the evaluation process provide compelling

insight into gaps in competitive strengths and priorities for development.
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® What's important to them
The results are broken down into Skills, Knowledge and Attitude. ® What theirindividual focus for the year should be



SALES EVALUATOR WILL ENABLE YOU TO

® Make your training budget go further

® Focusyour developmentin the areas that will make the biggest impact

® Create the perfect profile for your team
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