CHRIS GIGLIOTTI

SALES EXECUTION AUDIT

Instructions: Review each statement below and check any that apply to your current sales team.

1. Pre-Call Planning Discipline

[J Reps rarely prepare specific call objectives before
meetings

[[] Little to no research is done on the account or buyer's
situation

[J Pre-call planning is inconsistent or nonexistent across
the team

2. Discovery Quality

[] Discovery conversations feel more like pitching than
structured questioning

] Reps rely on closed-ended or surface-level questions

[J Reps do most of the talking

3. Presentation & Value Framing

L] Presentations are mostly feature and benefit dumps

[[] Value is rarely tied directly back to what was
discovered

] Reps deliver similar presentations regardless of the
buyer’s specific situation

4. Objection Handling Consistency

[[] Objections are typically handled reactively or
defensively

] Reps do not use a structured approach to objections

[[] Unspoken objections frequently go unaddressed and
stall deals

5. Closing & Commitment Discipline

] Most calls end without a clear, agreed-upon next step

[[] Next steps are usually vague instead of Mutual,
Measurable, and Specific

O Reps struggle to earn commitment and maintain
forward momentum

6. Post-Call Analysis & Manager Accountability

[] Reps rarely conduct structured post-call reviews or
capture lessons

[[] Manager coaching is mostly reactive (deal reviews)
rather than proactive skill development

] There is little visibility into whether the sales process is
actually being followed

SCORING

[J 0-2: You have a repeatable execution system
[[] 3-6: You are leaking execution consistency (and

revenue)

[[] 7-9: Your team’s execution issues are costing you

growth

[l 10+: You don't have a system — you have noise and

hope

WHAT THIS MEANS

If you checked more than a few boxes:
Your issue isn't effort or talent
<~ Your issue is lack of a consistent, coachable sales execution system.

That's why results remain unpredictable even when activity levels look high.

NEXT STEPS

If this hits close to home, book a short call and we’ll discuss how to improve execution consistency.

<~ Schedule a quick call: calendly.com/chrisgigliotticonsulting/sea


http://calendly.com/chrisgigliotticonsulting/sea

