Investing in your success

Over the past year, we have been partnering with VantagePoint Performance and their workshop, The Sales Management Code.

To determine the impact of this partnership, your sales teams will be asked to complete a very brief survey designed to answer the following questions:
· Has the Sales Management Code program had an influence on coaching at [client]?
· What do [client’s] people want “more of” from their manager?
· Has Sales Management Code helped move [client’s] business forward?
 
To increase the objectiveness and credibility of the results, this impact study will be administered by an independent company, Beyond ROI (BROI).
 
Please encourage all your sellers to take the survey. It’s important for your entire team to respond to this survey so you will be provided a summary document that will be important to your continued development. If you only have a few responses, you will not receive this report. 

Sellers will receive an email with a survey link from SR LEADERSHIP. The survey will be open from MONTH DAY– MONTH DAY.
 
Below are answers to commonly asked questions about this process.
· What’s the purpose? To provide accountability, to measure the application and impact of Sales Management Code, and to give critical insights to you as stakeholders
· Who will take survey? Survey participants are sellers whose managers have gone through the Sales Management Code workshop, and includes anyone on your sales team that are in field-facing sales roles and has sales responsibilities.
· How long does the survey take? 10 minutes
· How do sellers take the survey? You [or senior leaders] will share the survey link in a general communication to all/your team. The participant is requested to enter their email address and name, which creates a record in the BROI database. 
· Are sellers’ responses anonymous? Yes – and sellers are told that there are no right or wrong answers. There is no individual reporting on survey results, and this is not an evaluation of their performance. The survey and report are tools to see what progress has been made and where to focus managers’ coaching to best support sellers. All data will be aggregated and anonymous.
· Why launch now? [Client] leadership, in consultation with VantagePoint, have determined that managers have now had enough time to coach their people. Note: The survey will not be launched for those who attended Sales Management Code workshop earlier this year – their sellers’ responses will be solicited in Q3 or Q4 and then added to the data collected now.
· What does good look like? To provide credible benchmark results, BROI needs to have at least 100 participants go through the survey – the more of your team that responds, the better the results.
· Metrics – What does BROI use? BROI can show impact on dollars added to pipeline, dollars progressed to later stage of pipeline, and closed revenue. The final report uses one deal per participant as a snapshot of business results. The final report also looks at revenue from a couple of directions, including total revenue influenced, average deal size, and number of deals closed.
· How do we see results? BROI will be creating Manager PowerView reports with just your people’s responses rolled up. Note: You will only get a report if 3-5 or more of your people respond. 	Comment by Michelle Dunkley: VPP's strong recommendation is a minimum of 5 sellers per manager, although this may not always be possible.
· What do results look like? A sample BROI report is attached – the more of your team that participant, the more accurate the results
· When will results be available? Results should be available from BROI within 4 weeks of closing the survey. 
