
 

Individual Assessment Center 
Activity for Sales Representative 

Instructions for using this template during Assessment Center 

 
The purpose of this template is to provide a guide for using this Individual Exercise 
during an Assessment Center for hiring new candidates. 
 
It provides a structured approach to evaluating candidates based on their technical and 
behavioral competencies required for the role. 
 
Please follow the instructions below to ensure a fair and consistent evaluation of each 
candidate. 
 

1.​ Review the Technical and Behavioral Competency Requirements for the 
Role: Please refer to Section 1 to review the technical and behavioral 
competency requirements for the role. This will help you understand the key 
skills, knowledge, and behaviors that are essential for the candidate to possess 
to be successful in the role. 

 
2.​ Use the Individual Exercise as Assessment Center Activity: Please refer to 

Section 2 of  this template to understand the individual exercise that you can use 
to assess the candidates. A case study has been used as an assessment tool for 
assessing an individual’s competencies. The case study has been designed to 
assess specific competencies required for the role. 

 
3.​ Complete the Assessor Evaluation Form: Please use the Assessor Evaluation 

Form provided towards the end of Section 2 to record your ratings and 
observations about the candidate during the specific assessment center activity. 
This form will help you capture your feedback on the candidate's performance 
during the exercises and their overall fit for the role. The answer key to the 
questions are provided in Section 3 .The assessor can refer to these solution/ 
answers to the questions while evaluating the candidate  
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4.​ Maintain Objectivity and Fairness: Please ensure that you remain objective 
and fair throughout the assessment process. Avoid making assumptions or 
drawing conclusions based on factors that are not related to the candidate's 
performance. Also, ensure that you provide feedback based on the candidate's 
demonstrated behaviors and their ability to meet the defined competencies. 
rather than their personality or personal characteristics. 

 
Remember, the purpose of the individual assessment activities is to evaluate 
each candidate's performance independently, allowing for a comprehensive 
understanding of their capabilities and suitability for the role. 
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Section 1:  Competencies Required For Technical Recruiter  

Technical Competency Requirements: 
 

●​ Demonstrates knowledge of product/service in sales pitch resulting in customer 
interest. 

●​ Utilizes sales tools effectively leading to increased productivity and efficiency. 
●​ Analyzes sales metrics leading to improved performance and revenue. 
●​ Manages sales pipeline effectively leading to meeting or exceeding sales targets. 
●​ Conducts product demonstrations resulting in positive customer feedback. 
●​ Applies sales closing techniques resulting in successful deals. 
●​ Negotiates and manages contracts leading to mutually beneficial agreements. 

Behavioral Competency Requirements: 
 

●​ Communicates effectively resulting in building strong relationships with 
customers. 

●​ Builds and maintains relationships resulting in customer loyalty and retention. 
●​ Applies problem-solving and analytical skills to resolve sales-related issues 

resulting in customer satisfaction. 
●​ Works independently and collaboratively leading to successful sales outcomes. 
●​ Negotiates confidently and effectively resulting in win-win situations. 
●​ Manages time efficiently leading to meeting or exceeding sales targets. 
●​ Adapts to changing sales environments and market conditions resulting in 

continued success. 
●​ Demonstrates a strong work ethic and commitment leading to meeting or 

exceeding sales targets. 
●​ Displays a positive attitude and enthusiasm leading to increased motivation and 

productivity. 
●​ Exhibits resilience and ability to handle rejection resulting in persistence and 

achieving sales goals. 
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Section 2:  Case Study 

Name of the Exercise: "BoostTech Solutions" 

Objective: The objective of this case study is to assess participants' competencies in 
sales and customer engagement based on the given indicators. 

Competencies that will be assessed: 

●​ Demonstrating product knowledge in sales pitch 
●​ Utilizing sales tools effectively 
●​ Analyzing sales metrics 
●​ Managing sales pipeline 
●​ Conducting product demonstrations 
●​ Applying sales closing techniques 
●​ Negotiating and managing contracts 
●​ Communicating effectively 
●​ Building and maintaining relationships 
●​ Problem-solving and analytical skills 
●​ Working independently and collaboratively 
●​ Negotiating confidently and effectively 
●​ Time management 
●​ Adapting to changing sales environments and market conditions 
●​ Demonstrating a strong work ethic and commitment 
●​ Displaying a positive attitude and enthusiasm 
●​ Exhibiting resilience and ability to handle rejection 

Instructions for the assessor: 

●​ As an assessor, your role is to evaluate the participants' performance in the case 
study based on their demonstration of the competencies listed above. Pay 
attention to their approach, techniques, communication skills, problem-solving 
abilities, and overall effectiveness in meeting the sales objectives. 
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Instructions for the participants: 

●​ You will be presented with a simulated scenario involving a sales pitch and 
customer engagement. Read the scenario carefully and respond to the questions 
provided for each competency indicator. Use your knowledge, skills, and 
experience to showcase your abilities in each area. 

List of Job Aids that will be required to perform the activity: 

●​ Case study scenario document 
●​ Sales pitch presentation materials 
●​ Sales tools and metrics data 
●​ Product demonstration materials 
●​ Contract negotiation guidelines 
●​ Evaluation forms 

Elaborated problem statement: 

BoostTech Solutions is a technology company specializing in innovative software 
solutions for businesses. They have developed a new product called "SalesMax" that 
helps sales teams streamline their processes and increase productivity. BoostTech 
Solutions is looking to expand its customer base and generate more revenue through 
effective sales strategies. 

Complete Facts and Figures: 

BoostTech Solutions has been in the market for three years and has an established 
reputation for delivering high-quality software solutions. The SalesMax product offers a 
wide range of features that cater to the specific needs of sales teams, including lead 
management, pipeline tracking, performance analytics, and contract management. 

The sales team at BoostTech Solutions is responsible for promoting and selling 
SalesMax to potential customers. They have a target of acquiring 50 new customers 
within the next six months. The sales team consists of five members, each with their 
own assigned territories and leads. 
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Questions from the case study to assess the candidates: 

1.​ Demonstrates knowledge of product/service in sales pitch resulting in 
customer interest: 

How would you effectively communicate the unique features and benefits of 
SalesMax to a potential customer? 

2.​ Utilizes sales tools effectively leading to increased productivity and 
efficiency: 

Describe a specific sales tool or software you would use to manage leads and 
track sales progress. How would you utilize it to improve productivity? 

3.​ Analyzes sales metrics leading to improved performance and revenue: 

How would you analyze sales data and metrics to identify areas for improvement 
and increase revenue? 

4.​ Manages sales pipeline effectively leading to meeting or exceeding sales 
targets: 

Explain your approach to managing the sales pipeline and ensuring timely 
follow-ups to move prospects through the sales process. 

5.​ Conducts product demonstrations resulting in positive customer feedback: 

Walk us through the steps you would take to deliver an engaging and effective 
product demonstration to a potential customer. 

6.​ Applies sales closing techniques resulting in successful deals: 

Share a successful closing technique or strategy you have used in the past to 
secure a deal. How did you apply it effectively? 

7.​ Negotiates and manages contracts leading to mutually beneficial 
agreements: 

How would you approach contract negotiations with a potential customer to 
ensure both parties reach a mutually beneficial agreement? 

 
Click here to get the most up-to-date version of this SOP 

 

http://www.membership.chrmp.com


 

8.​ Communicates effectively resulting in building strong relationships with 
customers: 

Describe a situation where you had to communicate complex information to a 
customer. How did you ensure clarity and understanding while maintaining a 
strong relationship? 

9.​ Builds and maintains relationships resulting in customer loyalty and 
retention: 

Share an example of a customer you successfully built a long-term relationship 
with. How did you nurture the relationship and ensure their loyalty to the 
company? 

10.​Applies problem-solving and analytical skills to resolve sales-related 
issues resulting in customer satisfaction: 

Describe a time when you faced a challenging sales-related issue. How did you 
apply your problem-solving and analytical skills to resolve the issue and ensure 
customer satisfaction? 

11.​Works independently and collaboratively leading to successful sales 
outcomes: 

Provide an example of a sales project where you had to work independently and 
collaborate with colleagues. How did you balance individual contributions with 
teamwork to achieve successful sales outcomes? 

12.​Negotiates confidently and effectively resulting in win-win situations: 

Tell us about a negotiation scenario where you achieved a win-win outcome. How 
did you approach the negotiation with confidence and ensure both parties felt 
satisfied with the agreement? 

13.​Manages time efficiently leading to meeting or exceeding sales targets: 

How do you prioritize your tasks and manage your time effectively to meet or 
exceed sales targets? Provide an example of a time when you effectively 
managed your time to achieve sales success. 
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14.​Adapts to changing sales environments and market conditions resulting in 
continued success: 

Describe a situation where you had to adapt to a sudden change in the sales 
environment or market conditions. How did you adjust your approach to ensure 
continued success in achieving sales targets? 

15.​Demonstrates a strong work ethic and commitment leading to meeting or 
exceeding sales targets: 

Share an experience where your strong work ethic and commitment played a 
significant role in meeting or exceeding sales targets. How did your dedication 
contribute to your success? 

16.​Displays a positive attitude and enthusiasm leading to increased 
motivation and productivity: 

How do you maintain a positive attitude and enthusiasm in a challenging sales 
environment? Provide an example of how your positive mindset contributed to 
increased motivation and productivity. 

17.​Exhibits resilience and ability to handle rejection resulting in persistence 
and achieving sales goals: 

Describe a situation where you faced rejection or encountered obstacles in 
achieving your sales goals. How did you demonstrate resilience and persistence 
to overcome challenges and ultimately achieve your targets? 

 

Assessment Center Activity Assessor Evaluation Form 
 
 

Participant Name:  

Assessor Name:  

Date:  
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Instructions: Please provide ratings and observations based on the participant's 
performance during the assessment center activity. Use the rating scale below and 
provide specific examples to support your ratings. 
 
Rating Scale: 
1 = Below Expectations 
2 = Meets Expectations 
3 = Exceeds Expectations 
 

Evaluation Criteria Weight
age 

Rating Observations 

Demonstrating product knowledge 
in sales pitch 

8%   

Utilizing sales tools effectively 6%   

Analyzing sales metrics 7%   

Managing sales pipeline 9%   

Conducting product 
demonstrations 

8%   

Applying sales closing techniques 10%   

Negotiating and managing 
contracts 

9%   

Communicating effectively 6%   

Building and maintaining 
relationships 

7%   

Problem-solving and analytical 
skills 

8%   

Working independently and 
collaboratively 

6%   

Negotiating confidently and 
effectively 

7%   
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Time management 6%   

Adapting to changing sales 
environments and market 
conditions 

5%   

Demonstrating a strong work ethic 
and commitment 

7%   

Displaying a positive attitude and 
enthusiasm 

6%   

Exhibiting resilience and ability to 
handle rejection 

5%   

 
 
 
Overall Assessment: 
 
Based on the above criteria, please provide an overall assessment of the participant's 
performance during the assessment center activity. 
 

Rating  
 

 
 
Observations: 
 
 
 
 
Please provide any additional comments or feedback about the participant's 
performance during the assessment center activity. 
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Additional Comments: 
 
 
 
 

Signature  

Assessor  

Date  
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Section 3:  Case Study Solution/ Answer Key 

 
Solutions for the questions: 
 

1.​ The participant should showcase a comprehensive understanding of SalesMax's 
features, benefits, and competitive advantages. They should effectively 
communicate how SalesMax can address the customer's pain points and provide 
value to their business. 

 
2.​ The participant should identify and explain the sales tool they would use (e.g., 

CRM software) and demonstrate how they would leverage its features to manage 
leads, track sales progress, and improve overall productivity. 

 
3.​ The participant should describe their approach to analyzing sales metrics, such 

as conversion rates, average deal size, and sales cycle length. They should 
explain how they would use this data to identify trends, opportunities, and areas 
for improvement, ultimately leading to increased performance and revenue. 

 
4.​ The participant should outline their strategies for managing the sales pipeline, 

including lead prioritization, timely follow-ups, and effective communication with 
prospects. They should demonstrate their ability to forecast sales and proactively 
address any potential bottlenecks in the pipeline. 

 
5.​ The participant should explain their approach to conducting product 

demonstrations, emphasizing the key features and benefits that align with the 
customer's needs. They should highlight how they engage the customer during 
the demonstration, address questions and concerns, and elicit positive feedback. 

 
6.​ The participant should describe a closing technique or strategy they have used 

effectively in the past, such as assumptive closing or offering incentives. They 
should provide a detailed explanation of how they applied the technique in a 
specific sales scenario, resulting in a successful deal. 
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7.​ The participant should outline their approach to contract negotiations, including 
understanding the customer's needs, setting clear objectives, and finding 
mutually beneficial solutions. They should demonstrate their negotiation skills 
and ability to reach agreements that satisfy both parties. 

 
8.​ In order to effectively communicate complex information to a customer while 

building a strong relationship, it is important to simplify and personalize the 
message. Use clear and concise language, avoid technical jargon, and provide 
real-life examples or analogies to enhance understanding. Additionally, actively 
listen to the customer's concerns and address them empathetically. Regularly 
follow up with the customer to ensure ongoing communication and provide any 
necessary clarifications or updates. 

 
9.​ To build and maintain relationships that result in customer loyalty and retention, 

focus on personalized interactions and exceptional customer service. Stay in 
regular contact with the customer, anticipate their needs, and provide tailored 
solutions. Offer loyalty programs or exclusive benefits to reward their continued 
support. Actively seek feedback, address any issues promptly, and go the extra 
mile to exceed their expectations. Building trust and rapport through consistent 
and reliable interactions will contribute to long-term customer loyalty. 

 
10.​When faced with a challenging sales-related issue, apply problem-solving and 

analytical skills by following a structured approach. Identify the root cause of the 
issue, gather relevant data, and analyze it to gain insights. Brainstorm potential 
solutions and evaluate their feasibility and impact. Select the most appropriate 
solution and develop an action plan. Communicate transparently with the 
customer, addressing their concerns and keeping them updated on the progress. 
Monitor the effectiveness of the solution and make adjustments as necessary to 
ensure customer satisfaction. 

 
11.​To achieve successful sales outcomes while working independently and 

collaboratively, strike a balance between autonomy and teamwork. When working 
independently, set clear goals, establish a structured workflow, and manage your 
time effectively. Take ownership of your tasks and ensure timely completion. 
When collaborating, actively participate in team discussions, share insights and 
ideas, and support colleagues when needed. Foster open communication, 
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respect diverse perspectives, and leverage the collective strengths of the team to 
achieve shared sales objectives. 

 
12.​To negotiate confidently and effectively, start by thoroughly preparing for the 

negotiation. Understand the needs and interests of both parties involved. Identify 
common ground and potential areas of compromise. Set clear objectives and be 
flexible in exploring mutually beneficial solutions. Maintain a calm and 
professional demeanor, actively listen to the other party, and communicate 
persuasively to convey the value of your proposal. Seek creative options that 
address the concerns of both parties, aiming for win-win outcomes that foster 
long-term relationships. 

 
13.​Efficient time management is crucial for meeting or exceeding sales targets. 

Prioritize tasks based on their urgency and impact on sales goals. Break down 
large goals into manageable action steps with specific deadlines. Utilize 
productivity techniques such as creating a schedule, setting deadlines, and 
utilizing time-blocking. Minimize distractions and focus on high-value activities 
that directly contribute to sales. Regularly evaluate and adjust your time 
management strategies to ensure optimal productivity and goal attainment. 

 
14.​To adapt to changing sales environments and market conditions, stay informed 

about industry trends, competitor activities, and customer preferences. Remain 
agile and open to new strategies and approaches. Continuously update your 
knowledge and skills to align with market demands. Seek feedback from 
customers and colleagues to gain insights and identify areas for improvement. 
Embrace innovation and proactively seek opportunities in emerging markets or 
customer segments. By staying adaptable and responsive, you can maintain 
continued success despite changing circumstances. 

 
15.​Demonstrating a strong work ethic and commitment requires self-discipline, 

accountability, and a results-oriented mindset. Set ambitious yet achievable sales 
targets for yourself and establish a clear plan to reach them. Maintain a 
structured work schedule, prioritize tasks, and consistently follow through on 
commitments. Take initiative, go above and beyond expectations, and persist in 
the face of challenges. Regularly evaluate your progress, learn from setbacks, 
and continuously improve your sales skills and knowledge. By demonstrating 
unwavering dedication, you can consistently meet or exceed sales targets. 
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16.​To display a positive attitude and enthusiasm, focus on maintaining a growth 

mindset and finding the silver lining in every situation. Start each day with 
positive affirmations and set motivating goals. Surround yourself with a 
supportive network and seek inspiration from successful peers. Embrace 
challenges as opportunities for growth and learning. Celebrate small victories 
and maintain a sense of enthusiasm and passion for your work. By radiating 
positivity, you can enhance your motivation, inspire others, and increase 
productivity. 

 
17.​Exhibiting resilience and handling rejection requires developing a strong mindset 

and adopting effective coping strategies. Reframe rejection as a learning 
experience and an opportunity for growth. Maintain a positive self-image and 
confidence in your abilities. Seek support from colleagues or mentors to gain 
perspective and encouragement. Analyze and learn from past rejections to refine 
your approach. Stay focused on your goals and maintain a consistent effort 
despite setbacks. By embracing resilience, you can persist in the face of rejection 
and ultimately achieve your sales goals. 
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