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Focus Area Score

Clear Goals & Objectives

Positive Perspectives

Understands Why People Buy

New Lead Development

Securing New Appointments

Effective Presentation Skills

Proficient Product Knowledge

Effective Communication Skills

Productive Time Management

Organized to Win

Excellent Customer Service

Recommits Daily

Focused Diligence

ojlojlojo|jlo|jloj]oj]ojo|jloj]ojoj]ojojlo|]o|j]o|]o}|Jo)| o] o




	A0: 
	A1: 
	A2: 
	A3: 
	A4: 
	A5: 
	A6: 
	A7: 
	A8: 
	A9: 
	A10: 
	A11: 
	A12: 
	A13: 
	B0: 
	B1: 
	B2: 
	B3: 
	B4: 
	B5: 
	B6: 
	B7: 
	B8: 
	B9: 
	B10: 
	B11: 
	B12: 
	B13: 
	C: 
	0: 0
	1: 0
	2: 0
	3: 0
	4: 0
	5: 0
	6: 0
	7: 0
	8: 0
	9: 0
	10: 0
	11: 0
	12: 0
	13: 0
	14: 0
	15: 0
	16: 0
	17: 0
	18: 0
	19: 0
	20: 0

	Text1: 
	0: Clear Goals & Objectives 
	1: Positive Perspectives 
	2: Understands Why People Buy 
	3: New Lead Development 
	4: Securing New Appointments 
	5: Effective Presentation Skills 
	6: Proficient Product Knowledge 
	7: Effective Communication Skills 
	8: Productive Time Management 
	9: Organized to Win
	10: Excellent Customer Service 
	11: Recommits Daily
	12: Focused Diligence
	13: 
	14: 
	15: 
	16: 
	17: 
	18: 
	19: 

	A14: 
	A15: 
	A16: 
	A17: 
	A18: 
	A19: 
	A20: 
	B14: 
	B15: 
	B16: 
	B17: 
	B18: 
	B19: 
	B20: 
	Text2: Focus Area Score
	Text3: Sales Career
	Text4: 
	Text5: 


