®

Extended DISC System

Extended DISC®
Assessment Suite for Sales

Improve Sales Performance with
FinxS Sales Competence Assessment
Online assessment platform, FinxS®,
empowers you and your clients to
get the best from people, improve
performance and the bottom line.
The Extended DISC® Assessments are
part of the daily management
system in thousands of organisations
all over the world and provide information that is practical and specific
to your environment.

Enhance Sales Success
Success in sales is often determined by how well sales professionals
interact with their clients and prospects. Top sales people are
confidently self-aware and able to communicate their sales pitch with
little stress or pressure.
However, knowing where to start in terms of development can be
overwhelming. New FinxS® Sales Competence Assessment provides
explicit and tangible information to create a road map to success.
Designed to strengthen and streamline learning, the assessment
identifies strengths and weaknesses in 18 critically important sales
competences.
The assessment measures the attitude of the respondent towards key
behaviours in the Sales Process and the perception of their current
level of sales competence.
Sales reports indicate areas in which an individual may need
development. Practical coaching tips and development plans
provided in the assessment jumpstart development and progress.
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Understand the Sales Competences
Gain insight into a sales person’s current competence levels in 18
different sales skills.
Prospecting
Qualifying
Building rapport
Process Orientation
Goal Orientation
Need for approval
Controlling the sales
call/process
• Handling stalls and
objections
• Questioning effectiveness
•
•
•
•
•
•
•

•
•
•
•
•
•
•

Active listening
Critical thinking
Ambition and initiative
Presenting
Time Management
Dealing with failure
Competitiveness

• Money Concept
• Emotional Detachment
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Sales Development Plan
Equip your sales managers and team with the skills and strategies they
need to make a positive difference. Guide your sales professionals to
superior sales performance with the FinxS® Sales Competence
Assessment.
Identify which competences are crucial to your organisation and
business, assess your Sales Team, and recognise where your sales
professionals need extra coaching and development or where their
strengths are.
The Development section of the FinxS® Sales Competence Assessment,
takes the 18 Competences, provides a definition for each, and
describes how the salesperson currently tends to perform in each of
the 18 sales skills. The assessment then supplies specific steps for an
individual to improve each skill.
Interview style questions are also provided for each of the 18 skills and
can be used for self-reflection or by the sales coach or manager to
help in development.

Sales Mindsets
Beyond the competences, the FinxS® Sales Competence Assessment
measures the sales professionals’ mindsets. Mindsets are the building
blocks of the 18 sales competences. There are 12 different Mindsets
identified and assessed in the report.
Mindsets are like basic instincts or survival mechanism. They help us
understand the way an individual identifies with their product and
sales process, how they approach problem solving and overcomes
challenges.
Mindsets provide a clearer picture of a salesperson’s challenges for
each sales skill. They help improve the sales skill by pin-pointing selfdefeating beliefs.
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Excuse Index
FinxS® Sales Competence Assessment
measures the Excuse Index of the
individual. Allowing Managers to identify
how likely their salesperson is to
procrastinate on their sales tasks. Use this
to delve deeper into issues that could
be holding your Salespeople back from
sales success.

FinxS® Sales 18
While the FinxS® Sales Competence assessment is not based on the
DISC methodology, it can be connected to DISC through our new
FinxS Sales18 assessment.
FinxS® Sales 18 reports on a sales professional’s innate, natural DISC
behavioural style tendencies in the same 18 competences. Uncover
the similarities and differences between their natural behavioural style
and their current sales role and level of competence. Recognise how
a sales task may come naturally to them or use more energy, and how
this too, affects sales success.

Learn Adaptive Selling
The fact is that many highly-regarded salespeople miss a lot of sales
because they always sell the same way with the same methods and
frankly, this isn’t always effective.
By understanding how to approach different sales tasks, your sales
team can learn to communicate more effectively with all their
customers, at a level the customer is comfortable with, improving the
chance of success.
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How can I learn more?
For more information, please don’t hesitate to contact us
today.

Talent Tools

61 7 3103 0177
1800 768 569 (AUS Toll Free)
www.talenttools.com.au
team@talenttools.com.au
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