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Overview of Sales Staff Audit
What is a Sales Staff Audit?

Similar to a financial audit, a Sales Staff Audit provides an across the board objective assessment of the first crucial area of any sales department: 1) assessment of the current sales staff (People). Other audits offered by K&A/Exsell also address the second and third crucial areas of any sales department: 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 a Sales Staff 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 ever changing worldwide marketplace.

Many companies have great difficulties growing an effective sales staff. Experiencing success rates of 20% - 30%, when hiring new sales staff, are not uncommon for many companies. Typically these companies utilize an informal hiring process that results in hiring new sales staff “fast” based on impressions and firing them “slow” when they don’t achieve an acceptable amount of sales production within an acceptable time frame. Their hiring success becomes an unpredictable “hit or miss” art rather than a predicable science.
Additionally many companies have extreme spreads in the performance of their existing sales staff. A few of their Sales Reps are top performers, and most of their Sales Reps are marginal or poor performers. They don’t really understand why the top Sales Reps can produce and why the marginal or poor Sales Reps can not produce.  

We have helped our clients dramatically improve their success rate for hiring and developing their sales staffs. One of our key core beliefs is that when hiring new sales staff, companies should hire “slow” and fire “fast”. A cornerstone of our approach is the effective use of our extensive suite of our Assessments. Our Assessments are typically used to benchmark the existing sales staff and to use the results to develop targeted hiring profiles for new hires. Additionally our Assessments are used to objectively evaluate new hire candidates against pre-establish measurable objective hiring criteria, and to improve the development of the existing sales staff.

Why consider conducting a Sales Staff Audit? (continued)
Effective use of K&A/Exsell’s system for hiring and developing sales staff allows our clients to dramatically change their hiring and development processes so that their hiring process becomes a predictable “science” rather than an unpredictable “art”. 

Even if your company is prosperous, is it possible your past success was caused by unusually strong market demand, and not caused by the development of a top producing sales staff? 
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 hold the hiring processes and development process of your sales department just as accountable?

What is the recommended approach for conducting the Sales Staff Audit?
1. Finalize the scope and objectives of the Project.

2. Finalize the list of targeted sales roles and participants. K&A recommends that the Sales Rep participants include a representative sample of three current sales performance groups: high performers, medium performers, and low performers. K&A also recommends that the all appropriate Sales Managers also be included as participants
3. Finalize the list of Assessments, and report options, to be utilized based on the targeted sales roles to be benchmarked.

4. Develop an overall schedule for the Project.

5. The designated Key Executive for the Project sends out an announcement for the Project to all participants.
6. All participants receive email instructions for completing all required Assessments. The Assessments are normally completed in a one week elapse time. All but one Assessment can be completed via the Internet.
7. Based on the direction of the designated Executive, all participants receive copies of each Assessment report as they complete each Assessment.
8. Based on the direction of the designated Executive, each participant receives a copy of the Tips for Understanding for each completed Assessment. 
9. K&A/Exsell conducts a two hour conference call with all participants to accelerate their understanding of the reports generated from completing the Assessments.
10. K&A/Exsell reviews the individual Assessment reports and summarizes the group Assessment results.
What is the recommended approach for conducting the Sales Staff Audit? (continued)

11. K&A/Exsell conducts an extensive review of the individual Assessment results with the designated key Executive, and, optionally, with key Sales Managers.
12. K&A/Exsell develops preliminary written observations and recommendations of the Assessment results.
13. K&A/Exsell reviews the preliminary observations and recommendations with the designated key Executive, and, optionally, with key Sales Managers.
14. K&A/Exsell develops the final observations and recommendations.
15. K&A/Exsell reviews the final observations and recommendations with the designated key Executive, and, optionally, with key Sales Managers.

16. Designated key Executive, and, optionally, key Sales Managers, make decisions on K&A/Exsell’s recommendations.

17. K&A/Exsell recommends an implementation plan for the approved recommendations.

This approach for the project typically takes 30-60 days to complete. 

What are the deliverables from the Sales Staff Audit?
Deliverables can vary based on the approved project scope for each client. They typically include the following:
Participant Assessments Results
1. Summary of the group assessment results for all participants.

2. One Assessment report, for each completed assessment, for each participant.
3. Tips for Understanding document for each completed Assessment for each participant.

4. A two hour overview session for understanding the Assessment reports. 

Targeted Hiring Profiles
5. Written observations and recommendations for defining the targeted sales roles: Sales Rep roles, Sales Manager roles, and/or Customer Service roles
6. Written observations and recommendations for identifying the recommended Assessments for use going forward for each of targeted sales roles.
7. Written observations and recommendations for the targeted scores for each of the recommended Assessments for each targeted sales role.
8. Written observations and recommendations for defining the targeted hiring profile for each targeted sales roles.
What are the deliverables from the Sales Staff Audit? (continued)

9. Written recommendations for a new hiring process for each targeted sales role that includes the use of the recommended Assessments
Recommendations for Development of Current Staff
10. Written observations and recommendations for using the Assessment results to improve the current level of training and coaching being used on the existing sales staff.
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