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STRATEGY

Sales is far more than quotas. The best run, most successful sales teams operate 
from a well-documented, well-defined sales strategy.

Meeting your goals demands a solid sales strategy and plan. You would never get 
into a car without knowing where you were going? Yet sales organisations make this 
mistake all too often by not having their own up-to-date map.

To be sure your sales team has that never-fail strategy, this tool will evaluate your 
products, the industry, your market, quota, customers, pricing and more. Next, it will 
help you evaluate your plan, one that ensures you meet your goals. You need to have 
a killer plan, and more importantly, never get into your car without knowing where 
you are going - that’s just silly.

1. Your sales organisation has a well-documented, well thought out sales strategy.

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

2. Your entire sales organisation is familiar with your sales strategy and is 
executing against it.

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

3. Your sales organisation is measured and evaluated at least quarterly against 
the KPIs.



STRUCTURE

Structure follows strategy. With a killer strategy in place, building a structure that 
allows you to deliver on your strategy is key. Structure is the foundation. It’s what 
everything else is based on. I have learnt to understand the importance of a solid 
base and you need to make sure your organisation is set up for success.

1. Your organisation has taken a detailed inventory and documented exactly what 
skills and effort are required for sales people to be successful selling your 
product or service.

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

2. Your current sales structure is aligned with, and supports your current 
customers’ buying process.

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

3. Your sales team believes the quota is attainable.



PEOPLE

Do you have farmers hunting or hunters farming?                                                                                                      

Do you have product sales people selling solutions?                                                                                                      

Do you have solutions sales people selling products?                                                                                                      

Do you have journeymen/journeywomen when you need mavericks?                                                    

Do you have mavericks when you need journeymen/journeywomen?                                                    

Do you have elephant hunters, hunting for mice?                                                                                                      

Do you have mice hunters, hunting for elephants?                                                                                                      

Do you have superstars?                                                                                                                                     

Do you know what a superstar looks like?                                                                                                      

The right team is behind every high-powered sales outfit. Knowing if the right team 
is in place isn’t as easy as it seems. There is more than one type of sales person. 
Knowing what type of sales person you need to make your numbers, is critical.

1. You have high a turnover of sales people as they leave often.

2. You evaluate the team quarterly against the sales skills required to be 
successful.

3. Sales team morale is high.

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE



PROCESS

Ahhh, the evil ‘process’ word. I understand process is an ugly word to many. I also 
know that a good process makes things run better.

Strong sales teams rely on good, repeatable, simple processes to remove the selling 
friction and provide visibility. This tool will help identify and remove friction from your 
sales cycle. It will provide visibility into your sales engine, which will get your sales 
engine humming.

1. Your sales team forecasts revenue within 7%-10% accuracy at the BEGINNING 
of each month and quarter WITHOUT mid-month/quarter changes.

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

STRONGLY DISAGREE DISAGREE NEITHER AGREE OR DISAGREE AGREE STRONGLY AGREE

2. Even though we don’t have the BEST processes, we always make our numbers, 
so it’s okay.

3. The entire organisation has visibility into what sales are doing and when it’s 
going to be done.

THANK YOU FOR COMPLETING YOUR SALES TEAM 
EVALUATION TOOL. TO GET YOUR EVALUATION, 

PLEASE SCAN YOUR RESPONSES AND EMAIL 
THEM TO INFO@DMANAGEMENT.COM.AU

YOU WILL RECEIVE YOUR ASSESSMENT AND 
CRITIQUE WITHIN 48 HOURS.
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