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+ Sales Success Profile is a management tool to assist managers to assess the
knowledge, attitude, skills and proactive habits (the + KASH® approach) of
their sales people. The profile is developed for our clients on an individual basis
and is used as a method of assessing sales performance and identifying
development needs to improve sales results. It can also be used in the customer
services area to improve customer service indices.

THE 20t SALES Success PROFILE (ASSP®)

The ASSP® models key criteria of the top performing sales people from your
business using +'s SSP techniques and incorporates these with other well
researched criteria to form an assessment tool used by the sales professional
themselves in conjunction with their sales management. It also provides a base
for an individual development action plan to be carried out by each sales person
on the job.

KEYy BENEFITS

Improves sales results or customer service indices

Assists management to forecast sales performance
Identifies individual contribution in team sales situations
Provides a development tool for individual action to
performance

e Assesses future performance in long cycle sales situations

improve sales
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The above is an example of the profile which is designed specifically for each

individual client.
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creating competitive advantage.




