
Sales Performance 
Assessment

Base is revolutionizing the way that 

leading businesses adopt sales technology, 

analyze their data and accelerate sales 

performance.This document provides a 

list of questions divided into these three 

key categories—adoption, analysis and 

acceleration—to help leading businesses 

gauge their current sales performance and 

potential areas for improvement.
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manage Adopt 

Eliminate the need to connect and manage multiple sales platforms 

with an all-in-one solution that provides tools for email tracking, 

phone dialing, reporting, lead scoring and more. This, combined with a 

consumer-like UI, automated data capture and a superior mobile selling 

experience, drives user adoption.

 

transform Analyze 

As sales team adoption increases, so does the volume and variety of 

data captured. Ensure that the data your team is generating is clean, 

accurate and ripe for insight, and start optimizing pipelines, processes 

and forecasts with visualizations and reports like lost deal analysis and 

team activity metrics.

accelerate Accelerate 

Isolate and codify the key data points impacting your sales growth, 

and measure performance across key conversion points using a 

proven and consistent formula. Uncover actionable, quantifiable sales 

insights that prescribe the exact steps your team can take to achieve 

your performance goals.

Please enter the number of the response that most closely fits your sales 

organization in the empty answer field at the bottom of each question.

When you’re finished, please save and return this questionnaire to your 

Base sales contact for a free, personalized consultation. If you do not 

have a contact, please save and return to buyerskit@getbase.com and 

one of our Sales Scientists will be in touch with you shortly.

mailto:buyerskit%40getbase.com?subject=
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Question 1 

How many different sales solutions (CRM, auto dialer, email tracking software, etc.) are 

your sales reps required to use on a daily basis?

1. I’m not sure.

2. 7 +

3. 4-6

4. 2-3

5. 1

Question 2 

What portion of your sales team uses your CRM or sales platform on a regular basis?

1. <60%

2. 61% - 70%

3. 71% - 80%

4. 81% - 90%

5. 91%+

Answer

Answer

manage Adopt
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Question 3 

What portion of your sales team uses your CRM or sales platform to its fullest capability?

1. <60%

2. 61-70%

3. 71% - 80%

4. 81% - 90%

5. 91%+

Question 4 

How would you describe the mobile capabilities and experience of your current CRM or sales platform?

1. Nonexistent - it’s available on desktop only.

2. I can’t do anything I can on desktop - it’s read only.

3. I can do some of the things I can do on desktop but the capabilities are limited.

4. I can do basically everything on mobile that I can do on desktop, but I have to pay a lot for it.

5. It comes with a native mobile application that gives me full functionality anytime, anywhere.

Answer

Answer
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Question 5 

How does your team know what leads to prioritize?

1. Reps claim whichever leads they feel they have the best chances of closing.

2. We have a round robin that evenly distributes leads among reps, and they’re expected to follow up on each one.

3. Our teams are responsible for discovering and/or filtering through leads from their assigned territories.

4. We score leads based on a few key criteria like industry, job title, annual revenue, etc.

5. We have a custom lead scoring process in place that dynamically assigns values to prospects based on a 

combination of factors, and then matches them with the reps who are most likely to close them.

Question 6 

What does your sales process look like?

1. There is no set process in place - every rep uses whatever process works best for him or her to close.

2. We have a pipeline with basic stages in place (i.e. qualify, quote, close) that reps move deals across when 

they think they’re ready, but no defined process for doing so.

3. We have a sales process in place that we would like for reps to follow, but they usually wind up tracking 

information in spreadsheets due to the inflexibility of our sales platform.

4. We have a comprehensive sales process in place that all reps are supposed to follow, with activities, data 

points and exit criteria that must be provided before moving a deal into a new stage.

5. We’ve built a customized sales process that all of our reps follow, with activities, data points and exit 

criteria that must be provided before moving a deal into a new stage. All of this information is tracked 

within our sales platform so that we can measure and optimize this process over time.

Answer

Answer
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Question 7 

How is sales data captured by your CRM or sales platform?

1. Most reps track information in individually owned spreadsheets, not in our CRM.

2. All data must be manually entered by reps during the sales process, but we don’t always have the ability to 

create the fields and capture all of the information we would like.

3. All data must be manually entered by reps, and we have the ability to create and manage custom fields.

4. We have the ability to create and manage custom fields, and communication tools like auto dialing and 

email tracking are built into our platform of choice, so all of this data is captured automatically.

5. We have the ability to create and manage custom fields, and communication tools like auto dialing and email 

tracking are built into our platform of choice, so all of this data is captured automatically. We are also able to 

prompt reps to enter specific data points when they move a deal from one pipeline stage to another.

Question 8 

What is the process for consolidating data within your CRM and the other systems your business uses?

1. There isn’t one - most of our data is siloed in various platforms across our business. 

2. The IT team typically has to get involved, and it can take weeks to generate a simple report.

3. Business leaders have to manually consolidate data from across business systems.

4. Most of our sales point solutions (CRM, auto dialer, email tracking software, etc.) integrate with our main 

sales platform.

5. Our sales platform offers a robust API that enables us to connect with tools used in other parts of the 

business, like HubSpot or Zendesk.

Answer

Answer

transform Analyze
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Question 9 

On a scale of 1-10, with 10 being the best, how much do you trust the accuracy and 

completeness of your sales data?

1. 1-2

2. 3-4

3. 5-6

4. 7-8

5. 9-10

Question 10 

Describe your sales reporting capabilities:

1. Sales leaders have to manually pull data from our sales platform(s) to create reports in Excel.

2. Our CRM offers some table-like reports that are difficult to read and accessible only to managers.

3. We have a few basic reports that offer a visual snapshot of what happened over a given period of time.

4. We have a large variety of visual reports that come out-of-the-box, are updated in real-time and are 

available to all reps.

5. We have a selection of visual reports and dashboards that come out-of-the-box and are updated in real-

time. They offer the ability to drill down into specific deal and rep details, and all managers and reps have 

access to the reports they need from any device.

Answer

Answer
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Question 11 

How consistently do you measure sales performance?

1. Annually

2. Quarterly

3. Monthly

4. Weekly

5. Daily

Question 12 

What metrics do you use to evaluate sales performance?

1. Revenue and whether or not we’re hitting our quota.

2. The above, plus rep activity reports like time to first action and call outcomes.

3. The above, plus a few additional metrics like ACV, stage duration, etc.

4. The above, plus process and yield measures.

5. The above, plus we have a custom sales formula that helps us measure conversions at each stage of our 

sales pipeline.

Answer

Answer

accelerate Accelerate
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Question 13 

How many factors, or dimensions (sales rep, stage duration, lead source, etc.), do you 

consider when measuring sales performance?

1. 2 or fewer

2. 3

3. 4

4. 5

5. 6+

Question 14 

Which description best fits your sales insights?

1. Nonexistent.

2. They simply tell me how my team is performing according to plan.

3. They simply tell me how my team is performing according to plan, but if I dig deep enough I can find a 

few interesting nuggets.

4. They often highlight specific areas where my team could have done better or can improve.

5. Not only do they highlight where my team can improve, but they prescribe the exact steps we can take 

to make these improvements.

Answer

Answer



Sales Performance Assessment 

10

Base

getbase.com

Question 15 

How confident are you that you know the factors, or dimensions (sales methodology, lead 

source, rep experience, etc.) that have the largest impact your sales performance?

1. What are you talking about?

2. A little confident.

3. Confident.

4. Very confident.

5. There’s not a doubt in my mind.

Contact Info 

Please save and return this questionnaire to your Base sales contact or buyerskit@getbase.com  

for a free, personalized consultation with one of our Sales Scientists.

Answer

Name

Company

Title

Contact

mailto:buyerskit%40getbase.com?subject=
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