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Is your sales organization performing to its 
fullest capacity? Maximize your team’s ability 

by fully understanding the strengths and 
areas for growth for each team member.

Level Up Your Sales Team 
TARGET SELLING INSIGHTS

PROVIDED BY:

Your Sales Personnel 
Are In Control of Your 
Company’s Success 
 
There’s a big difference between 
selling and taking an order. Creating 
relationships and nurturing them 
over time create customers for life. 
Achieve these results by answering 
these questions:
 
 • Do they know how to sell?
 •  How thoroughly do they understand 

the process of selling?
 •  Do they have characteristics of 

top performers?
 
Target Selling Insights answers and 
addresses these questions, while 
providing valuable feedback as the 
person reviews their results. This hands-
on report not only assesses, it improves 
areas of weakness so a person can 
improve one area at a time.
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Focused Training
Knowing the strengths and weaknesses of your team members will help you craft very 
focused training on the areas that need improvement for specific salespeople.

Targeting the Six Categories 
of Sales Strategy
 T - Target - Identifying the prospects 

A - Adapt - Create an initial rapport with the prospect during the first face-to-face encounter 

R - Research - Detailed questioning to uncover prospect’s needs 

G - Guide - Presentation of salesperson’s products in a professional manner 

E - Explain - Building value and creating trust in salesperson and person’s company 

T - Transition - Asking for the sale, dealing with objections and handling negotiation

How Target Selling 
Insights Can Benefit You
•  Breaks sales process down into specific steps to 

improve sales process

•  Identifies strengths and weaknesses of each 
team member

•  Allows managers/trainers to focus on specific areas 
for improvement

• Builds confidence in sales team to produce results

•  Provides helpful learning and development 
opportunities in each specific part of the 
sales cycle

Question Analysis

The following is a breakdown of which answers were used when ranking them as the most effective strategy.

44%

23%

23%

10%

MOST effective strategy

SECOND most effective strategy

THIRD most effective strategy

LEAST effective strategy

21 times chose the MOST effective strategy

11 times chose the SECOND most effective strategy as #1

11 times chose the THIRD most effective strategy as #1

5 times chose the LEAST effective strategy as #1

Sales Acumen - A reflection of overall sales effectiveness based on weighted

scores in each of the six stages of the sales process.
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Research
Category AnalysisThis is the questioning and needs analysis stage of the face-to-face sale.  It enables the salesperson to

discover what the prospect will buy, when they will buy and under what conditions they will buy.  It also allows

the prospect to identify and verbalize their level of interest and specific detailed needs in the product or

service the salesperson is offering.

57% 14%

14%

14%
71%of the time the 1st or 2nd most effective strategy was chosen.

Tips for ImprovementIf the person you are working with is not in a position to make a buying decision, find out what role this

person plays in the decision making process.  This individual may become a vital internal advocate or

provide you with other information, which could prove helpful in your sales process.

When a prospective buyer says "it's just not in the budget," you need to ask more budget-related

questions to see whether there's an opportunity for flexibility relative to budgeting.  This might mean

finding money in other budgets or departments.  It's also important to determine whether this is the true

reason for objecting.  Sometimes prospective buyers use the "budget excuse" to mask another reason

for delaying.
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Category Summary

Target - Identify potential buyers and prepare for the initial interaction with them.

29% 29% 29% 14%

Adapt - Engage with buyers in a way that develops trust.

57% 14% 14% 14%

Research - Ask effective questions of potential buyers in order to determine when, why, how and
under what conditions they will buy or commit.

57% 14% 14% 14%

Guide - Present product or service so that it fulfills the stated or implied needs or goals of potential
buyers.

43% 29% 29%

Explain - Build value and prove claims in order to overcome buyer resistance.

29% 43% 14% 14%

Transition - Ask for commitment, deal with final objections and handle any necessary negotiation.

43% 14% 43%

Sales Acumen - A reflection of overall sales effectiveness based on weighted scores in each
of the six stages of the sales process.
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