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Sales is a highly demanding task 
for a company. The sales depart-
ment is the interface and en-
trance point to the market and 
needs to deal with a variety of 
parameters, many of them be-
ing blurry and beyond control of 
the sales manager. Sales manag-
ers need to face an ever changing 
and highly dynamic market envi-
ronment, coupled with a growing 
complexity of customer require-
ments. Thus, the sales organiza-
tion needs to be adequately in-
tegrated into the whole company 
and its core processes.

Despite the challenging market 
conditions, the sales department 
often finds itself exposed to crit-
icism from many internal stake-
holders. The production depart-
ment complains about the lack of 
orders to adequately utilize the 
capacity or the unsuitable mix of 
orders to reach performance tar-
gets, the controlling department 
points at unsatisfying revenue 
quality and so on and so forth. Un-
fortunately, these remarks very of-
ten come without proposals on 
how to improve the situation. 

On the other hand, it needs to 
be noted that the sales depart-
ment itself is sometimes unable to 
properly address the root causes 
of the probably justified criticism. 
Daily business usually gets prior-
itized – with strong market con-
ditions, incoming orders need to 

be processed while weak markets 
require the acquisition of new or-
ders. Hence, there is no time for 
comprehensive analysis and prob-
lem solving.

Very often we see trainings in 
sales negotiation, pricing strate-
gies etc. as the weapon of choice 
to cope with the perceived under-
performance of the sales depart-
ment. Dealing with symptoms will 
not heal the underlying issues 
though. The question that needs 
to be dealt with is whether the 
sales department follows the cor-
rect targets, is optimally organ-
ized and adequately integrated 
into the company as a whole.

The question is when to address 
such a complex matter, while sales 
managers are absorbed by daily 
sales business and other impor-

tant tasks. And the answer is easy: 
the time is now.
Bronk&Company has developed 
an instrument to measure and im-
prove sales performance. Support-
ed by the Sales Diagnostics Tool, 
we can identify key levers to im-
prove performance in sales quick-
ly and at manageable cost.

With the help of 10 dimensions, 
describing the essential structural 
sales elements, the performance 
as well as the integration of the 
sales department into the com-
pany are recorded and evaluated: 
The degree of fulfilling the listed 
requirements is determined by a 
structured questionnaire. Our ap-
proach combines the self-assess-
ment of the organization with the 
management’s assessment, is fur-
ther supplemented by targeted 
interviews and “on the job” ob-

Sales Diagnostics – one of the company’s core tasks 
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fitted into the strategic frame-
work of the company. A “best-in-
all-dimensions” will most proba-
bly not exist but is likely also not 
required - it depends on the indi-
vidual goals of the company. Con-
sequently, the company’s strategy 
must be operationalized by defin-
ing the targets per dimension. On 
this basis, structural gaps can be 
identified and translated into an 
actionable plan which is well-bal-
anced between quick wins and 
strategic initiatives.  Our practical 
experience clearly indicates that 
the company’s performance can 
be significantly increased by im-
proving sales processes.

For further insights, practical ex-
amples or possibilities to use the 
Sales Diagnostics Tool for your 
company, please contact us.

Your contact:

cess. In addition, the necessary in-
formation must be available at the 
right time. Hence, a targeted con-
trolling process must be installed. 
The circle closes with innovation 
management. Practical experi-
ence shows that the sales de-
partment plays an important role 
to successfully launch innovative 
products with marketable proper-
ties and competitive cost / price 
structures.
 
The results of the assessment of 
the structural elements and their 
interaction, i.e. the sales matu-
rity level, must subsequently be 

servations by experienced B&C 
consultants. This results in a holis-
tic assessment of the maturity lev-
el of the sales department.

The underlying dimensions of the 
maturity model represent the en-
ablers for efficient and integrated 
sales operations. These compo-
nents can have different intensity 
levels. While each dimension rep-
resents a self-contained, function-
able unit within the company, it is 
typically the integration and in-
teraction of all components guar-
anteeing the performance of the 
entire sales organization.

As an example, the interaction of 
various structural elements is de-
scribed. The sales strategy forms 
the backbone of sales. This is 
where the external view (mar-
ket opportunities) and the inter-
nal view (available, profit-relevant 
products, production possibilities) 
come together. However, it is in-
sufficient to just have a strategy 
which is not translated into con-
crete actions for the operational 
unit. Another essential for a suc-
cessful and profitable sales work is 
a proper pricing process. This re-
quires all sales employees being 
aware of and sticking to the pro-

Dr. Matthias We-
ber, Manager

Michael Janßen,  
Senior Manager

Maturity model “Sales Diagnostics” by B&C

Example of usage
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 Introduction of a standardized
ERP based quotation process and 
final costing

 Specification of minimum margins 
and mandatory approval 
processes

 Enabling the CRM system to
document request and offers

 Establishing a sales steering
process

 Benefits: Additional EBIT 
+4,8 M€ p.a.

Result maturity assessment Project results
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B&C identifies the required areas that should be addressed to 
secure a successful transformation from status quo to target:

Detailed action plan:

 Strategy
o Quick check result 1
o Quick check result 2
o Quick check result n

 Organization & People
o Result ….

 Controlling
o Result ….

 Order processing
o Result….
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