
 
 

 
 

 

SALES OBSERVATION P.1 

WORKSHEET / SALES OBSERVATION 

Questions to Ask Salespeople You Observe: 
 

 

What does your typical day look like? 

              

              

               

 

What is the most productive thing you do to generate sales? 

              

              

               

 

What do you think are the keys to success in Sales for Sonitrol? 

              

              

               

 

What assistance do you need from other departments?  How does that work? 

              

              

               

 

What are the best customer targets to focus on? 

              

              

               

 

What Sonitrol products and services are our best sellers?  Why is that? 

              

              

               

 

How do you position our products and services compared to the competition? 

              

              

               

 



 
 

 

SALES OBSERVATION P.2 

SALES OBSERVATION 

What are the toughest challenges facing the Sales department? 

              

              

               

 

What has caused you to be successful in this role? 
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