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FSM Mentoring Checklist

Sales Skills/ Techniques

                          Needs improvement   Sufficient          Strong/ very good       Need more time/ data

	Pre-call plan
	
	
	
	

	Setting prospecting goals
	
	
	
	

	Art of Prospecting
	
	
	
	

	Lead generation
	
	
	
	

	Networking (to find leads and latter in sale)
	
	
	
	

	Research prior to initial contact
	
	
	
	

	Cold calling and or reacting to lead
	
	
	
	

	Reaching the right level/function
	
	
	
	

	Initial questions & probes
	
	
	
	

	Setting appointments
	
	
	
	

	Preparation prior to initial visit
	
	
	
	

	Suspect/ prospect techniques
	
	
	
	

	Dress & appearance
	
	
	
	

	On time and prepared 
	
	
	
	

	Building rapport and trust 
	
	
	
	

	Understand prospects pain, issues-LISTENING
	
	
	
	

	Selling solutions, Consultative selling, focus on needs
	
	
	
	

	Know your competition
	
	
	
	

	Being in control-show calm and professionalism 
	
	
	
	

	Presentation skills
	
	
	
	

	Qualify
	
	
	
	

	Handling objectives
	
	
	
	

	Time and territory management
	
	
	
	

	Create urgency- expedite the process
	
	
	
	

	Knowing everyone involved, decision maker

Calling high & wide
	
	
	
	

	Follow-up
	
	
	
	

	Negotiation skills
	
	
	
	

	Using references, case histories 
	
	
	
	

	Gaining commitment- Closing techniques (every call)
	
	
	
	

	Knowing when to close your mouth- “thank you for the…” (Order, meeting, etc.)
	
	
	
	

	Account management
	
	
	
	


Sales Management Skills/ Techniques

	All skills listed above
	
	
	
	

	 Being a leader 
	
	
	
	

	Setting quota—setting     expectations
	
	
	
	

	 Pipeline, forecasting
	
	
	
	

	 Building the pipeline
	
	
	
	

	 Roll playing, coaching, building trust, relationships with team
	
	
	
	

	 Recruiting & retention
	
	
	
	

	 Improvement plans, PIP
	
	
	
	

	 Replicate success
	
	
	
	

	Motivation
	
	
	
	

	Communication-
	
	
	
	

	Sales meeting effectiveness
	
	
	
	

	Your team
	
	
	
	

	 Other departments and  mgt.  
	
	
	
	

	Channels and partners knowledge & effectiveness
	
	
	
	


Intangibles

	Know your product or service—features/function/benefits
	
	
	
	

	Loyalty – customer, your company & yourself
	
	
	
	

	Selling yourself, your company and lastly your product or service
	
	
	
	

	Self improvement
	
	
	
	

	Using technology in your job
	
	
	
	

	Time management
	
	
	
	

	Territory management
	
	
	
	

	Setting goals
	
	
	
	

	Culture awareness
	
	
	
	

	Accountability
	
	
	
	

	Responsive—quickly react (phone calls, follow-up, etc) 
	
	
	
	

	Motivating yourself
	
	
	
	

	Focus
	
	
	
	

	Trust
	
	
	
	

	Teamwork
	
	
	
	

	Professionalism
	
	
	
	

	Being unique, one way may be creating excitement
	
	
	
	

	Winning attitude
	
	
	
	

	In control—having fun
	
	
	
	

	 Recruiting/ networking
	
	
	
	

	In control- having fun
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