Field Observation Report

P. 1
	
	BASICS
	

	Presentation Book
	Rep has sales lit., sample req & report, PSC list, education info
	Acceptable

Needs improvement

	Sales Literature
	Adequate supply of literature, well organized
	Acceptable

Needs improvement

	Daily Plan
	written plan detailing client visits?
	Acceptable

Needs improvement

	
	STRATEGY
	

	Decision-maker, influencers, mentor
	rep know who plays what role
	Needs improvement
Acceptable

	Degree of Influence
	rep knows how much influence of each
	Needs improvement
Acceptable

	Decision-making process
	rep knows this or asks about it
	Needs improvement
Acceptable

	Warning Signals
	Rep observation of: Missing info, uncertainty, un-contacted influ-encer, new to the job, etc.  
	Needs improvement

Acceptable

	Basic Differences
	rep has a list and knows differenti-ators against each competitor
	Needs improvement

Acceptable

	Response Modes
	 rep knows the response modes of key contacts
	Needs improvement

Acceptable

	Competition
	rep has good understanding of the competition
	Needs improvement

Acceptable

	Sales Pipeline
	rep knows where this client falls in the pipeline
	Needs improvement

Acceptable

	Pre-call plan
	Rep has valid reason (com- mitment objective?)
	Needs improvement

Acceptable


