Capacity Building

Q Solutions

% SMALL BUSINESS SALES
ASSESSMENTTOOL *




TABLE OF
CONTENTS

Introduction 03
Sales Process Evaluation: 04
Data Analytics Usage 05
Customer-Centricity 06
Buyer Personas 07
Technology Integration: 08
Post-Sale Activities : 09
Sales Team Performance : 10
Qp SR jeribnc bl 02


http://www.capacity-building.com/

j

i
3

{
4”00000.00

INTRODUCTION

Sales are the lifeblood of any small business. Without a healthy, consistent sales
engine, even the best products and services struggle to reach their potential. Yet
too often, owners and sales leaders don't take the time to step back and evaluate
how well their sales process, tools, and team are really performing. Growth stalls
not because of effort, but because of inefficiencies, unclear strategies, or missed
opportunities with customers.

The Small Business Sales Assessment Tool is designed to help you take that step
back. It asks the critical questions every business should be wrestling with: Is
your sales process clearly defined and consistently followed? Are you leveraging
data analytics to sharpen decisions? Do you truly understand your customers and
buyer personas? Are you integrating technology effectively to support your sales
efforts? And how well are you retaining and deepening relationships after the sale
is made?

This isn’t about adding more pressure to your team—it's about bringing clarity. By
using this tool, you'll gain insights into where your sales function is strong, where
it may be leaking opportunities, and what steps will position your business for
greater, more sustainable growth. Stronger sales don't just happen; they're built on
focus, discipline, and continuous improvement. This tool will help you get there.
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@ Instructions:

For each question, rate your organization's performance on a scale of 1-5, where 1 is "Needs
significant improvement" and 5 is "Excellent performance."

4,5 Sales Process Evaluation: «

» How well-defined is your current sales process?

‘ How does your sales cycle length compare to industry benchmarks?

} What is your conversion rate at each stage of the sales process?

’ How consistently do your salespeople follow your defined process?

‘ How efficiently are you using tools or resources to streamline your sales process?
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@ Data Analytics Usage «

} To what extent are you using data analytics to inform your sales strategy?

’ How effectively are you tracking and analyzing key performance indicators?

‘ How well are you leveraging data to improve your sales outcomes?

) How comprehensive is your data collection and analysis process?

} How effectively are you acting on insights derived from your data?
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Customer-Centricity «

) How well do you understand your customers' needs and pain points?

‘ How tailored are your sales approaches to address specific customer needs?

‘ How well can your sales team articulate your ideal customer profile?

‘ How effective are your processes for gathering and acting on customer feedback?

} How well do your products or services align with your customers' needs and pain

points?
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Buyer Personas

1)
NI,

‘ How well-defined are your buyer personas?

} How frequently do you update and refine your buyer personas based on new data

and insights?

) To what extent does your sales team tailor their approach based on different buyer

personas?

} How effective are your processes for gathering and acting on customer feedback?

) How well do you use buyer personas to inform product development and service

offerings?
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135 Technology Integration: «

} How effectively are you using your current sales technologies?

‘ How well-trained are your team members on using your sales technologies?

} How well do your sales technologies integrate with each other and with other
business systems?

‘ What is the adoption rate of your sales technologies among your team?

» How effectively are you using your CRM system?
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E.;Jm Post-Sale Activities : «

¥ How robust is your current approach to post-sale customer engagement?

‘ How effective are your strategies for upselling and cross-selling?

‘ How well do you leverage customer feedback to improve your products and services?

’ How effective is your customer onboarding process?

) How strong are your customer retention and loyalty programs?
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* X %
;e Sales Team Performance : «

N

‘ How effectively do you identify and address skill gaps in your sales team?

) How well are you tracking key performance indicators for individual salespeople
and the team as a whole?

® Given the results of this assessment, what are 3 areas you need to prioritize for

improvement?
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