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[bookmark: _kn7sn1ufkmd1]Individual Assessment Center Activity for Sales Associate
[bookmark: _ssm4e03lk6rg]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 


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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[bookmark: _yna3d6d6ct8s]Section 1:  Competencies Required For Technical Recruiter 
[bookmark: _o965pdb9wthm]Technical Competency Requirements:

· Applies sales processes and techniques to achieve targets.
· Utilizes CRM software for efficient customer management.
· Demonstrates knowledge of products and market trends.
· Conducts market research and analyzes sales data effectively.
· Creates impactful sales presentations and proposals.
[bookmark: _n2wqyo41kdx4]Behavioral Competency Requirements:

· Communicates persuasively and builds rapport with clients.
· Establishes and maintains strong relationships with customers.
· Works independently and collaboratively in a team.
· Displays resilience and handles rejection professionally.
· Prioritizes tasks and manages time effectively.
· Negotiates skillfully and achieves desired outcomes.
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[bookmark: _p60m2533t1n8]Section 2:  Case Study
Name of the Exercise: "Digital Solutions Sales Pitch"
Objective: The objective of this activity is to assess participants' competency in applying sales processes and techniques, utilizing CRM software, demonstrating knowledge of products and market trends, conducting market research and analyzing sales data effectively, and creating impactful sales presentations and proposals.
Competencies that will be assessed:
· Applies sales processes and techniques to achieve targets
· Utilizes CRM software for efficient customer management
· Demonstrates knowledge of products and market trends
· Conducts market research and analyzes sales data effectively
· Creates impactful sales presentations and proposals
· Communicates persuasively and builds rapport with clients
· Establishes and maintains strong relationships with customers
· Works independently and collaboratively in a team
· Displays resilience and handles rejection professionally
· Prioritizes tasks and manages time effectively
· Negotiates skillfully and achieves desired outcomes
Instructions for the assessor:
· Familiarize yourself with the evaluation criteria and weightage.
· Observe each participant's performance during the sales pitch and proposal.
· Take notes on how well they demonstrate each competency.
· Evaluate each participant's responses to the competency-based questions.
· Assign scores based on the evaluation criteria.
Instructions for the participants:
· Familiarize yourself with the digital solutions being offered.
· Use the provided CRM software to manage customer information.
· Conduct market research and analyze sales data to understand customer needs.
· Prepare a sales presentation and proposal highlighting the benefits and features of the digital solutions.
· Deliver the sales pitch to a panel of assessors and handle objections effectively.
· Respond to competency-based questions related to the sales process, market knowledge, communication skills, teamwork, and time management.
List of Job Aids that will be required to perform the activity:
· CRM software (provided)
· Sales presentation template
· Market research data
· Laptop or tablet for presentation
· Whiteboard or flipchart for visual aids
Elaborated problem statement:
You are a sales representative for a digital solutions company specializing in cloud-based productivity tools for businesses. Your task is to prepare and deliver a sales presentation and proposal to a potential client, ABC Corporation. ABC Corporation is a medium-sized company looking to streamline its internal communication and collaboration processes. They are interested in your company's digital solutions but want to understand how it will benefit their organization and align with their goals.
Complete Facts and Figures:
· ABC Corporation: Medium-sized company with 500 employees
· Current communication and collaboration challenges: Lack of centralized platform, inefficient document sharing, difficulty tracking progress on projects, delayed decision-making process
· Digital solutions offered: Cloud-based productivity tools, including document management, project collaboration, task tracking, and real-time communication features
· Benefits of digital solutions: Improved efficiency, enhanced collaboration, streamlined workflows, centralized document storage, real-time updates, increased productivity, cost savings
· Market trends: Increasing adoption of cloud-based productivity tools, growing need for remote work solutions, emphasis on collaboration and communication in the digital workspace
Questions from the case study to assess the candidates:
1. Applies sales processes and techniques to achieve targets:
How do you identify and qualify potential leads in your sales process?
2. Utilizes CRM software for efficient customer management:
How do you use CRM software to track and manage customer interactions and opportunities?
3. Demonstrates knowledge of products and market trends:
What are the key features of our digital solutions, and how do they align with current market trends?
4. Conducts market research and analyzes sales data effectively:
How do you gather market data and analyze sales metrics to identify customer needs and trends?
5. Creates impactful sales presentations and proposals:
How do you structure your sales presentation to effectively communicate the benefits of our digital solutions to potential clients?
6. Communicates persuasively and builds rapport with clients:
How do you establish trust and rapport with clients during sales interactions?
7. Establishes and maintains strong relationships with customers:
How do you nurture and maintain long-term relationships with customers after closing a sale?
8. Works independently and collaboratively in a team:
Describe a situation where you had to collaborate with team members to achieve a sales target. How did you contribute to the team's success?

9. Displays resilience and handles rejection professionally:
How do you handle customer objections and rejection during the sales process?
10. Prioritizes tasks and manages time effectively:
How do you prioritize your sales activities and manage your time to ensure productivity and meeting targets?
11. Negotiates skillfully and achieves desired outcomes:
Give an example of a successful negotiation you have had with a client. How did you achieve a mutually beneficial outcome?

[bookmark: _j4kojvfh7fp4]Assessment Center Activity Assessor Evaluation Form


	Participant Name:
	

	Assessor Name:
	

	Date:
	




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
	Weightage
	Rating
	Observations

	Applies sales processes and techniques to achieve targets
	10%
	
	

	Utilizes CRM software for efficient customer management
	8%
	
	

	Demonstrates knowledge of products and market trends
	9%
	
	

	Conducts market research and analyzes sales data effectively
	10%
	
	

	Creates impactful sales presentations and proposals
	10%
	
	

	Communicates persuasively and builds rapport with clients
	9%
	
	

	Establishes and maintains strong relationships with customers
	9%
	
	

	Works independently and collaboratively in a team
	8%
	
	

	Displays resilience and handles rejection professionally
	8%
	
	

	Prioritizes tasks and manages time effectively
	8%
	
	

	Negotiates skillfully and achieves desired outcomes
	11%
	
	








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.







Additional Comments:




	Signature
	

	Assessor
	

	Date
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[bookmark: _307b8vu2meqe]Section 3:  Case Study Solution/ Answer Key

Solutions for the questions:

1. The participant should demonstrate an understanding of lead generation techniques, qualifying leads, and moving them through the sales funnel using effective sales processes and techniques.

2. The participant should showcase proficiency in using the provided CRM software to track customer interactions, manage opportunities, and maintain accurate customer records.

3. The participant should articulate the key features of the digital solutions being offered and link them to current market trends and customer needs.

4. The participant should explain their approach to gathering market data, analyzing sales metrics, and using the insights to identify customer needs, trends, and potential opportunities.

5. The participant should develop a well-structured sales presentation that effectively communicates the benefits of the digital solutions, addresses the client's challenges, and highlights the value proposition.

6. The participant should demonstrate strong communication skills, including active listening, clear articulation of ideas, building rapport, and adapting communication style to suit the client's needs.

7. The participant should explain how they build and nurture long-term relationships with customers, including post-sale follow-up, providing ongoing support, and identifying upselling opportunities.

8. The participant should describe a situation where they effectively collaborated with team members to achieve a sales target, highlighting their contribution and ability to work both independently and collaboratively.


9. The participant should demonstrate their ability to handle customer objections and rejection professionally, showcasing resilience, maintaining a positive attitude, and addressing concerns effectively.

10. The participant should describe their approach to prioritizing sales activities, managing their time efficiently, and balancing multiple tasks to ensure productivity and meeting targets.

11. The participant should provide an example of a successful negotiation with a client, highlighting their ability to identify mutually beneficial outcomes, address objections, and close deals effectively.


[image: ]
Click here to get the most up-to-date version of this SOP

image1.png




image2.png




