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SELF ASSESSMENT ANALYSIS 

 

Most businesses are run on hindsight.  Results, comparison analysis, KPI's, benchmarking and targets 

are all composed and driven by results that are, by definition, in the past.  This is not in the best interests of 

entrepreneurialism.  Said results are achieved by other people and you can't be certain that they did 

everything they could, or should, to achieve them.  Foresight is better.  This is a focus on the future.  Now 

you're thinking like an entrepreneur - or a leader.  In order to get to the future, you need the best sight of all 

- INSIGHT.  The self assessment exercise you've completed is an example of insight.  You've just been honest 

with the hardest person to be honest with; yourself.   

 

Before you read through this offering, please do consider the scores you allocated yourself carefully.  

If you tossed up on a couple, always mark yourself lower rather than higher.  Better to err on the safe side. 

There is no pass or fail; merely a statement by the CEO of You Pty Ltd to its board of directors as to the 

present condition of the business.  From such a statement, innovation is born.  Here's the list again. 

 

Your Empathy      /10 

Your listening skills     /10 

Your ability to overcome objections   /10 

Your general knowledge    /10 

Your will to win      /10 

Your product knowledge    /10 

Your level of commitment to success   /10 

Your time management skills    /10 

Your ability to handle rejection   /10 

Your self esteem     /10 

TOTAL       /100 

 

The 10 factors in this exercise, though few in number took an incredible amount of deliberation to 

settle on.  I wanted to combine personal disciplines like empathy, listening skills, the will to win and self 

esteem with the more black and white professional disciplines that constitute the remainder.  Staying true to 

my axiom that the quality of the professional lies in the quality of the person, I wanted to provide you with 

the opportunity to discover the necessary connections in the data that constitutes your responses.  Once 

we’ve identified the connections, we can understand the causes.  Once we diagnose, we can prescribe.  

This would be easier if I knew you personally, so allow me some latitude to generalise to an extent. 

Firstly; which of the 10 factors do you believe is the most important and why?  Write down your 

response to this question and keep it with the exercise.  I’ll offer my opinion later. 

STUFF NO: 101 FEB 2019 
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To simplify what follows, here is a hypothetical response to consider.  It’s not atypical from the 

average responses I get from my partners.  Our subject is Jim.   His boss offered him this resource after some 

personal and professional difficulties. 

 

Your Empathy      6/10 

Your listening skills     5/10 

Your ability to overcome objections   6/10 

Your general knowledge    4/10 

Your will to win      9/10 

Your product knowledge    8/10 

Your level of commitment to success   8/10 

Your time management skills    4/10 

Your ability to handle rejection   3/10 

Your self esteem     5/10 

TOTAL       58/100 

 

Albert Einstein said, “The significant problems we face cannot be solved at the same level of thinking we 

were at when we created them.”  His meaning is consistent with your need to understand what it is about 

you, that contributes to the results you are experiencing; regardless of what they are.  In the here and now, 

there is no one other than you who can (or would want to) accept such a challenge on your behalf. 

 

Whilst your scores may differ from Jim’s, you’ll see from the analysis that it’s the correlation between the 10 

factors that provides the most Intel.  See if you can identify similar relationships if not similar scores.  If you 

can, use my interpretations below as a guideline and assess how many “ah ha moments” you experience.  

Don’t forget to make your own assessments too.  No one knows you better than you know yourself.  Those 

ah ha moments are the places to initiate action.  Here are some points to consider from an analysis of Jim’s 

scores.  Don’t read on until you’ve completed your own. 

The total 58:  Remember this isn’t about passing simply because the number is higher than 50.  Scores 

of 55 to 65 are about what I generally see.  The first question to consider is; if Jim’s score could be improved 

to a genuine 63 (that’s around a 10% improvement) what sort of difference would there be to Jim’s 

income?  Jim can’t afford not to find out.  That’s the bottom line.  Sadly, only a few people ever have 

access to the best way to go about it. 

The journey to improvement, (and here’s the fringe benefit already) even the gesture of initiating it, 

will fortify him and guess what?  He will do it.  Can you see from his other scores why?  His combined 17/20 

for “will to win” and “level of commitment to success” is good evidence.  What might hamper him?  Jim 

needs some fortifying! 

Empathy 6:  A valuable asset to any communicator is the ability to be empathetic.  A 6 is a good 

score but there’s room to improve.  The more empathy he can show, the better his relationships will be and 

the less resistance he will encounter.   What factors are essential to maximise one’s ability (willingness) to 

empathise?  Number one is respect.  Respecting others relies on respecting oneself and therein lays the 
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challenge for our test subject.  Jim’s medium 5 for self esteem (respect) could be affecting the way he sees 

others.  When you feel great about yourself, you become more tolerant of others.  Suddenly it doesn’t 

matter as much, if somebody’s in your face or being a pain in the butt. You’re bullet proof and a lot more 

forgiving as a result.  Depending on unreliable factors such as mood, the self esteem thing could affect him 

either way.  My advice to anyone who struggles in this area is to remind yourself that to live and work in 

Australia in the 21st century is like winning the lottery; 10 times over.  Consider where else or when else you 

could have been born. If you conquer this factor, you’ll have your PhD in the Chemistry of Selling in no time.   

Number two goes hand in hand with empathy; it’s your listening skills. 

Listening skills 5:  I thoroughly recommend that the majority of the human race should invest in 

empathetic listening skills.  This is about listening to understand instead of merely to respond.  How many 

people do you personally know who glaze over when the conversation turns away from their core interests?  

There is nothing worse than to be involved in an animated discussion with someone like this. You can visibly 

see the point where they switch off.   And what about rebuttal?  A lively debate is ruined when it’s obvious 

there can be no compromise.  That’s why most people (including me) get so frustrated listening to 

politicians. Again, respect is a key ingredient.  It fosters a general affection for your fellow human beings 

and it’s this that makes you want to listen.  To appreciate the perspectives of another person can be 

enlightening, powerful (for the salesperson) and even entertaining; whether you agree with what is being 

said or not.  It takes all different types to make up a world.  Why not lighten up and study others.  Not judge, 

that costs respect, just study.  The first thing you’ll notice when you master empathetic listening is that third 

alternatives have a way of emerging when the first two are at odds.  What this means to the salesperson is 

negotiation will be your hallmark; not haggling. Here’s a tip for anyone who may need to counsel a 

colleague or employee. 

If someone is pouring their heart out to you, perhaps with a personal issue or a major problem, do 

not, under any circumstances, respond along the lines of; “Well Jim, I hear what you’re saying…….  You 

know what happened to me once…..?  You won’t believe it……!  I actually blah blah.”   This is one sure way 

to alienate, frustrate, disillusion and demoralise anyone who trusts you enough to have approached you in 

the first place.  They want a solution! Not your life’s story!  Just like your customers.  The instant your people 

stop coming to you with their issues is the instant you’ve stopped leading them. 

Your ability to overcome objections 6:  From two personal factors, comes a professional factor.  

Empathy and your listening skills go a long way to preventing many objections and earns you the right to 

solve those that can’t be prevented.  It’s common for scores for these first three categories to be similar.  

Greater empathy and more effective listening will lessen the severity and incidence of objections.  I know it 

doesn’t seem like it sometimes but customers actually do come to you looking for help.  Mostly they’ve 

been disappointed before they get to you.  This is always an opportunity.  Take your time, listen and don’t 

judge. 

General knowledge 4:  Former Federal parliamentarian, Barry Jones was also the most successful 

quiz king in Australian television history.  Since then, he's popped up on the ABC’s “The Einstein Factor” as 

part of the Brains Trust.  Back in the 60’s, the 7 network used to bring quiz champions from all over the world 

to challenge him; unsuccessfully.  He would often correct the questions!  He was phenomenal.  He was also 

a highly interesting man which served him well as he entered public life.  Nurture your general knowledge.  
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Jim scored himself a 4 and considering even Barry Jones wasn’t a perfect 10, this isn’t too bad.  His self 

esteem needs a tweak though and nothing helps it along like acquiring knowledge.  From a customer 

relations perspective, the wider your knowledge, the more confident your customer will be in deferring 

control to you. 

Added bonus; more knowledge equals greater potential for common ground and enables you to 

digress away from black and white issues like price.  This results in a more empathetic approach which 

means listening is easier because it’s interesting and the relationship potential goes off the scale.  Suddenly 

there are fewer (if any) objections, less rejection which of course impacts your self esteem etc.  I think you 

get the picture! 

Will to win 9:  I’ve written elsewhere about the differences between will to win and level of 

commitment to success, so I won’t go into it too much.  Rather; let’s apply what we already know to Jim. 

Most people nominate a perfect or near perfect score for will to win; that’s natural. To do otherwise would 

be like declaring to a prospective employer that you aren’t motivated.  I would challenge a 10 for any 

other category but this one. It’s like a non verbal high five so I say "fair enough".  The trick is in maintaining it.  

At least Jim is motivated enough to say he’s motivated.   

Of more concern to me is the connection to his ability to handle rejection score which was a low 3 -   

his lowest score.  The problem with having such high expectations of winning is that Jim crashes and burns 

when he doesn’t.  For every action, there’s an equal and opposite reaction; it’s the first law of physics.  For 

Jim, it’s the first law of psycho-physics.  He’s on a roller coaster and the downhill costs him too much.  In fact, 

more than the thrill of the ride is worth.  The emotional aftershocks of failure or rejection steal thunder from 

his next opportunities.  This doesn’t mean he should reduce his will to win.  That will happen naturally if he 

continues to fail.  I’d rather see Jim improve on self esteem and communication.  This will reduce the 

frequency of failure and therefore its aftermath. Having access to a system that works does wonders for 

your confidence.  Confidence is Jim’s Viagra for his will to win. 

Product knowledge 8:  A great score and consistent with a solid score for level of commitment to 

success.  The reason Jim has educated himself about his product so well is due to his commitment more 

than his will to win. He perceives product knowledge as a professional requirement more than a tool to win.  

Jim is a server more than a seller. He relies on product knowledge rather than other more chemistry-

oriented skills.  He hates rejection so dwells in the area of his sales presentations that encounter it the least; 

namely the dispensing of specifications and features, which he knows all about.  Product knowledge is finite 

as opposed to general knowledge.  This allows the possibility for a 9 or even a 10 at some point but without 

the possibility of being unique from his peers and rivals.  This is where his will to win comes in.  It will fuel his 

desire to attain “special status”.  Few sales professionals are chiefly remembered for their outstanding 

product knowledge.  Your ability to evolve your business to the stage where you’re dealing with referrals 

and repeat buyers will rely on personal issues and the chemistry you decide to inject into your role. 

Level of Commitment to success 8: A far more long term investment than will to win.  It’s also much 

easier to sustain.  Will to win is more like blind desire and is fuelled by adrenalin.  Jim’s level of commitment is 

a much more controlled roller coaster.  It’s the sober, sensible cousin to will to win.  Maybe not as 

flamboyant but a lot better prepared.  I like Jim’s score here a lot!  It will provide him with the foundation to 

build his lower scores on.  
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Time management skills 4:  He needs to learn about the differences between importance and 

urgency and the associated disciplines where prioritisation is concerned.  His level of commitment to 

success will make him want to do it.  His self esteem will benefit once he conquers a few tough customers.  

This in turn will diminish the incidence and severity of the objections he encounters as his ability to convince 

transitions away from serving to selling.   Fewer objections mean fewer rejections.  This fuels his confidence 

which fuels his self esteem and the cycle goes on.  All he has to do now is the same thing you need to do.  

Look in the mirror once in a while to make sure nothing is shortcut; ever! 

Have you noticed that the more we progress through Jim’s list, the more the factors integrate with 

each other?  This is the difference between an action plan and a mere theory.  Initiation is a massively 

motivating influence and the results are quick to manifest once momentum is gathered. 

Ability to handle rejection 3:  I think I’ve covered this one pretty well.  It ties in closely with self 

esteem.   It’s worth noting that long term failure/rejection which keeps this score and self esteem down, 

tends to affect all the others by sheer association.  Left unchecked, the final casualty will be your will to win; 

fortunately, not yet in Jim’s case.  Recognising the importance of the issues I’ve raised above will 

immediately impact this score.  As Jim’s skin gets thicker, the road he needs to take will become clear.  With 

such a low score here and only moderate self esteem, success like virtue, will be its own reward. 

Self esteem 5:  Perhaps it’s no shock that I nominate self esteem as the most important factor on the 

list.  If Jim lifts this score, all the others will benefit.  I’m sure you’ll agree that all roads lead back to self 

esteem in the points I’ve raised.  If you lead, you'll need to show Jim the way. 

Analysis: 

Now we need a starting point. Under the S.W.O.T. banner, let’s assess where Jim starts.  Strengths would 

be the categories that he scores 8-10.  Therefore his Strengths are; 

 Will to win 

 Level of commitment to success 

 Product knowledge 

His Weaknesses are those he scored from 1-4.  His weaknesses are; 

 General knowledge 

 Time management 

 Ability to handle rejection. 

His mid range scores include; 

 Empathy 

 Ability to handle objections 

 Listening skills  

 Self esteem 

In this case, Jim’s mid range categories constitute both a Threat and an Opportunity.  They aren’t quite 

Strengths but certainly aren’t Weaknesses.  Which way they go will depend on Jim’s daily mood.  The good 

news is his Strengths may keep that mood positive and the bad news is that time management (read "self") 

is on the wrong team.  This could mean that uncorrected time/self management will erode his Strengths if 

his morale drops.  Self esteem (the most important factor) could go either way.  If it drops, it takes everything 

with it.  Do you see the Threat/Opportunity relationship? 
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Actioning: 

The best thing that has happened to Jim is that his boss has given him an opportunity to prioritise and 

this exercise is the start.  Initiation has taken place.  Jim has to get that handling rejection score up.  That is 

the number 1 priority.  So let’s put all this back to the coalface now because I’m sure you’re keen to make 

the connections for your own game plan.  This is what Jim needs to do. 

 Slow down.  

Rejection occurs for many reasons, most of which are because seeds for it were planted early on in 

the customer encounter.  Jim needs to dwell in the relationship side of the presentation sequence longer 

than he does.  It needs to be quality time.  

If the customer is the subject of most of his statements and all of his questions, they will gravitate to 

him more than he is currently experiencing.  Primarily, consulting and sign-posting is always time well spent. 

The more common ground he can establish, the more he can digress when appropriate.  

Customers will slow down and give him the opportunity to communicate empathetically.  Being 

interested and asking a series of questions about answers to previous questions is the way to do it.  This urges 

the customer to talk more and expand on what has been said.  What Jim hears will empower him. 

Talking to them and not at them will allow Jim to dispense his awesome product knowledge in a far 

more powerful and relevant way than he is currently doing. These aspects lighten the mood of the 

encounter which keeps the fear factor in Jim’s subconscious in check.  His low self esteem impacts the 

confidence he should be displaying during his presentation sequence.  The common ground he establishes 

with more quality time will empower his confidence. 

Servers usually possess gigabytes of product knowledge because they fear the likelihood of rejection 

after they’ve finished dispensing it.   They therefore dispense it for as long as possible to the extent where the 

customer is ether confused or bored or both.  Then the servers hear, “Thanks for all that mate. Do you have 

a brochure so I can read up on it overnight?” 

 Get specific 

We’re talking priorities.  Jim’s level of commitment is sensational.  He now needs to sustain his Strengths 

and recognise his Weaknesses.  He will ask himself how improving his Weaknesses over a given period will 

increase his income. 

He must recognise that whilst the customer is always right, he is the most important person.  Without his 

skills, expertise and goodwill, there is no buy in.  Provide great customer service; yes, but don’t become a 

servant. 

Generally speaking now, if you feel you need assistance or specialised training in any area, consult to 

your manager or trusted colleague/friend.  Colleagues who share your victories and defeats surround you!   

The sales and service universes are poised to change completely over the next few years.  So much so in 

fact, as to be unrecognisable from the simple dynamic that typified the client/agent relationship up until 

recently.  You must be ready to hitch a ride.  

Know this; the greater the role that cyber-space plays in the purchasing habits of customers, the 

narrower the window of opportunity your abilities to create a relationship will have.  Don’t think for a minute 

that this is a bad thing.  If you’re smart enough to take ownership of the chemistry components of the sale, 
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you’ll be encountering your customer for the first time when they will be closer to a decision than ever 

before and therefore far more conducive to creative coercion.   

Whilst ever a human being has a role to play as provider and partner to the customer, there will be an 

ever increasing need for skilled relationship engineers. 

If and when the going gets tough, don’t ever shortcut the demonstration sequence – it’s a recipe for 

disaster.  You’ll invariably leave some vital point out, miss a buying signal, come across as a typical 

salesperson and miss a sale.  Even worse, your prospect can smell your desperation and that’s pathetic.  

Stick to the plan you already have in the form of the Road to Sales Success and remember that even 

though you’re doing it the same over and over (or should be) the prospect has not heard it before – not the 

way you’re delivering it.  

Finally, ask yourself this; “do I include a manager in my presentation sequence’?  Simply put – you must!  

It’s part of sign posting, not an indicator that you need help so don’t let your ego get in the way. 

 

Key points to emerge from this exercise  

 

 Self esteem is at the core of any action plan.  Getting started is the biggest hurdle for most people 

where actioning a plan is concerned.  It must be obvious that poor self esteem is the major 

contributing reason.  The answers are simple but never easy. 

 Life is too important (and so is your career) to leave it to chance.  True freedom is about having 

choice.  Having options within choices sweetens this point even more.  They say “money can’t buy 

happiness?”  How do you feel about that saying?  I think money buys you options.  Some of which 

make you happy.  I believe having options is what wealth is.  Invest in yourself by knowing yourself.   

 Leaders take note!  The self assessment exercise and its relationship to change is a must for you to be 

able to apply to individuals in your team.  Being responsible for the development (personally and 

professionally) of another human being is a massive undertaking and one that requires your utmost 

care.  The beneficiary of all this is your bottom line.  This is because morale is impacted immediately 

by your sheer attention and every spreadsheet you maintain shows indicators of your team’s morale.  

From staff turnover to market share, profitability and customer feedback, every outcome is fuelled 

by the spirit, mood and dare I say “chemistry” of your team. 

 


