	Assessment Guide

	Score
	Guide

	More than 4 ‘no’s’ or 6 ‘not sure’s’
	You urgently need to look at this area and how you capture and share key knowledge – in its absence you are ‘easy pickings’ for your competition

	More than 2 ‘no’s’ or 4 ‘not sure’s’
	Too many gaps exist in your knowledge and these need to be plugged if you intend to be a market leader in terms of skills in this area

	Just 1 ‘no’ or no more than 2 ‘not sure’s’
	Good progress and a fairly strong position – eliminate the no and/ or ‘not sure’s’ and you are well placed to dominate competition with superior knowledge
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	Category
	Description of Best Practice
	Yes
	No
	Not Sure

	
 **Please only check one box per question**

	1. Market Knowledge and Awareness
	We know the size of our market and the current growth rates and projected growth rates. We know what areas of the market we can attack with credibility.
	
	
	

	2. Competitor Awareness/ Knowledge
	We know how our competitors attack the market. We are aware of their strengths and weaknesses. We know how we can beat them.
	
	
	

	3. Target Account Profile
	We can define the characteristics of our ideal profile customer. We prioritise our customer focus in line with this knowledge.
	
	
	

	 4. Account Potential
	We know the spend potential of our major accounts and target accounts. We rank our customers accordingly.
	
	
	

	5. Account Acquisition Cost
	We know the cost of acquiring an account and aggregate this cost over a trading period.
	
	
	

	6. Account Lifetime Value
	We have assessed the lifetime value of an account/ target account and aggregated this data over a trading period
	
	
	

	7. Likelyhood of Purchase
	We have knowledge of the likelyhood of each account/ target account to purchase. We prioritise this in line with our current offering.
	
	
	

	8. Buying Process
	We are aware of all of the buying processes and procedures in our accounts and what specific buyers care about and respond to. We have documented these processes by account and are aware of what comes next.
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More than 4 ‘no’s’ 


or 6 ‘not sure’s’


 


You urgently need to look at this area and how you capture and share key knowledge 


–


 


in its absence you are ‘easy 


pickings’ for your competition


 


More than 2 ‘no’s’ 


or 4 ‘not sure’s’


 


Too many gaps exist in your knowledge 


and these need to be plugged if you intend to be a market leader in terms of 


skills in this area


 


Just 1 ‘no’ or no 


more than 2 ‘not 


sure’s’


 


Good progress and a fairly strong position 


–


 


eliminate the no and/ or ‘not sure’s’ and you are well placed to dominat


e 


competition with superior knowledge
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Score  Guide  

More than 4 ‘no’s’  or 6 ‘not sure’s’  You urgently need to look at this area and how you capture and share key knowledge  –   in its absence you are ‘easy  pickings’ for your competition  

More than 2 ‘no’s’  or 4 ‘not sure’s’  Too many gaps exist in your knowledge  and these need to be plugged if you intend to be a market leader in terms of  skills in this area  

Just 1 ‘no’ or no  more than 2 ‘not  sure’s’  Good progress and a fairly strong position  –   eliminate the no and/ or ‘not sure’s’ and you are well placed to dominat e  competition with superior knowledge  

