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	Action by Sales Executive
	Observations & Feedback
	Score (1-10) 10 being high

	Qualify opportunity
Identified the effort v reward for this opportunity
Win potential assessed
High level assessment there is a potential opportunity for business
	
	

	Decision makers 
Meeting with a key decision maker or influencer

Decision making process understood
	
	

	Customer interest
Customer motivated to remain engaged and open during meeting
	
	

	Identify and Create needs
Use of open questions

Customer’s needs identified which relate to what you sell
Refrained from selling when identifying needs
	
	

	Present solution
Clearly linked Need – Solution – Benefit when presented
Presented USP’s of what you offer linked to customer needs

Clearly demonstrated benefits of solution and why choose you
	
	

	Handle objections 
Overcame objections and the customer was satisfied with the reply
	
	

	Negotiate and Close the Deal
Only provided discount when really needed

Gained agreement to proceed and agreed next steps & action
	
	


If a 2 call sales process then the sales person should present the solution (high level only) and gain commitment to a meeting to present the proposal. 

