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Our two-part
Fluency Assessment
produces before
and after profiles
showing your
team’s proficiency
in selling so;ution

business value.

Insight That Improves Performance

Our Fluency Assessment will help you implement the learning improvements necessary for your team
to sell with buyer’s side perspective. You'll benefit through:

» Aligning Delivery With Audience » Customized Materials Assesment
Before your team walks into the classroom, results provide profiles to tailor our learning
our Executive Instructor will have reviewed framework to emphasize competencies
participant profiles to tailor workshop requiring more attention.

delivery to their needs. .
» Feedback at thelndividual Level

» Tracking Results Before and after profiles We monitor progress and offer effective
measure skills adoption and identify areas for reinforcement to each of your participating
manager coaches to reinforce skills. team members.
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Who Should Take the Assessment

Not everyone in your organization needs to master all five of the competencies for selling business
value. We'll help you identify the right roles to receive appropriate learning support — and assess
the success of the skills adoption. We recommend all members of your organization who have

customer contact take the assessment. Here's why:

» Field Managers will gain an understanding » Others InYour Organization who
of the assessment and be better able to participated in our Executive-Led Curriculum
serve as the player-coach, guiding and some time ago and feels the need to assess
reinforcing skills growth within their teams. their current fluency.

> Field Sales profiles provide baseline
information managers can use to pinpoint

coaching conversations around specific areas

of need.
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