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Overall Sales Audit
"Maximizing ROI and Performance through Sales Audits, 

Accountability Management Systems and On-Going Monitoring.

What is the Overall Sales Audit?

Similar to a financial audit, a Overall Sales audit provides an across the board assessment of the three crucial areas of any sales department: 1) assessment of the current sales staff (People), 2) an assessment of the current sales process(s) (Process), and 3) an assessment of the current sales management process and measurement metrics (Performance).  
Why consider conducting an Overall Sales Audit?

The sales function is the cornerstone of your business. It represents the front line for new business development and revenue production. It is an undeniable fact that how your sales function performs can make or break the success of your company, particularly in today’s evolving competitive marketplace.

Since your sales process is fragile. Relying solely on human execution, the potential for failure is great. How well does your sales team operate? Would you, if you were a prospective customer, do business with your sales team?

Even if your company is prosperous, is it possible there are gapping holes between your company’s perceived level of success and the reality of missed sales opportunities.

Most companies readily institute a comprehensive financial audit to ensure strict adherence to your company’s targeted financial policies, as well as to provide an effective system of accountability. An uncompromising commitment to this practice keeps your company financially sound and strengthens shareholder confidence. In the same spirit of insisting on accountability and commitment, why not audit and hold your sales department as accountable?

What is the recommended approach for conducting the Overall Sales Audit?

1. Finalize the scope and objectives of the Audit.

2. Finalize the list of targeted sales roles and participants.

3. Finalize the list of assessments to be utilized.

4. Develop an overall schedule for the project.

5. Review key management goals, current compensation plans, and current sales plans.

6. Review of the current product and/or service offerings, and the current target markets.

7. Review past Overall Sales.

8. Review the current responsibilities and expected production for each targeted sales roles.

9. Participants completed the applicable Assessments.

10. Review Assessment results.

11. Review current hiring process.

12. Review of the current sales processes being utilized.

13. Review of the existing quotation process.

14. Review of the current sales and pipeline management processes, and related performance measurement criteria

15. Summarize Assessment results.

16. Develop observations and recommendations.

17. Discuss preliminary results with the Executive Team.

18. Prepare written summary of final results for the Executive Team.

19. Develop a plan for the sharing individual Assessment results with each participant.

20. Actual sharing of individual Assessment results can be optionally included as part of the initial Audit. 

What are the deliverables from conducting the Overall Sales Audit?

Sales Staff Assessment Results
1. Summary of the assessment results for all participants.

2. One assessment report, for each completed assessment, for each participant.

3. Observations and recommendations for defining the targeted sales roles: Sales Rep roles, Sales Manager roles, and/or Customer Service roles

4. Observations and recommendations for improving the hiring profile for new hires in each of targeted sales roles.

5. Observations and recommendations for improving the current level of training and coaching being used on the existing sales staff.

What are the deliverables from conducting the Overall Sales Audit? (continued)

Sales Process Assessment Results
6. Observations about the current product and/or service offerings.

7. Observation about the current target markets.
8. Recommendations for improving the current offerings and/or current target markets.  

9. Observations about the current sales process(s) being utilized by the existing sales staff to sell your current products and/or services.

10. Recommendations for improving the current sales process(s) being utilized.

11. Observations about the current quoting process.

12. Recommendations about improving the current quoting process.

Sales Management and Measurement Metrics Assessment Results
13. Observations about the current sales and pipeline management processes, and measurement criteria.

14. Recommendations for improving the current sales and pipeline management processes, and measurement criteria.

15. Observations and recommendations for improving current compensations plans.
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