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Survey of Client Relations
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5 Highest Questions

8. Keeps clients informed
about new products and
technology

23. Seems to be highly
motivated to do good work

34. Will occasionally
pressure clients to accept
his or her suggestions

42. Treats questions or
objections seriously

4. Is personable and easy
to talk to
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5 Llowest Questions

48 Attempts to see things
from the client’s
perspective

51. Handles business
relationships with clients
in a very satisfactory way

36. Answers concerns
from clients logically and
constructively

49. Expresses
appreciation for clients’
willingness to listen to
recommendations

50. Is warm and friendly
with most people
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3 Highest Competencies
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5 Highest Questions
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5. Is highly motivated to
get things done on time

23. Seems to be highly
motivated to do good work

27. Is diplomatic when
encouraging clients to
make up their minds

44. Has been known to
push clients to make a
decision

1. Treats clients
professionally in‘personal
contacts and
correspondence
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3 Lowest Competencies

J. Acknowledging Client
Responses

B. Communicating
Effectively

G. Answering Objections

B

I o

0. 10020 30 40 50 60 70 80 90 100

5 Lowest Questions

51. Handles business
relationships with clients
in a very satisfactory way

49. Expresses
appreciation for clients’
willingness to listen to
recommendations

36. Answers concerns
from clients logically and
constructively

24. Speaks clearly and to
the point in conversations

48. Attempts to see things
from the client’s
perspective
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3 Highest Competencies

|. Personal Pressure (***)

K. Professionalism
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5 Highest Questions

1. Treats clients
professionally in personal
contacts and
correspondence

4. Is personable and easy
to talk to

5. Is highly motivated to
get things done on time

7. Responds thoughtfully
to any objections that
clients raise

9. Is a good listener; tries
to understand the client’s
point of view

I .00
0 1 2 3 4 5 6 7
Il 1 self [ 1 Manager

© TruScore. All Rights Reserved.

3 Lowest Competencies

J. Acknowledging Client
Responses

G. Answering Objections

E. Presenting Benefits
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5 Lowest Questions

36. Answers concerns
from clients logically and
constructively

48. Attempts to see things
from the client's
perspective

49. Expresses
appreciation for clients’
willingness to listen to
recommendations

20. Is knowledgeable about
the mission and character
of the client’s business

50. Is warm and friendly
with most people
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3 Highest Competencies
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5 Highest Questions
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5. Is highly motivated to
get things done on time

27. Is diplomatic when
encouraging clients to
make up their minds

34. Will occasionally
pressure clients to accept
his or her suggestions
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about new products and
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3 Lowest Competencies

J. Acknowledging Client
Responses

G. Answering Objections

B. Communicating
Effectively
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5 Lowest Questions

51. Handles business
relationships with clients
in a very satisfactory way

36. Answers concerns
from clients logically and
constructively

48. Attempts to see things
from the client’s
perspective

49. Expresses
appreciation for clients’
willingness to listen to
recommendations

24. Speaks clearly and to
the point in conversations
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Survey of Client Relations

Blind Spot Analysis

A. Understanding Clients

B. Communicating Effectively

C. Account Service

D. Analyzing Needs

E. Presenting Benefits

F. Making Recommendations

G. Answering Objections

H. Personal Enthusiasm

|. Personal Pressure (***)

J. Acknowledging Client Responses

K. Professionalism

L. Approachability

M. Overall Satisfaction
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A. Understanding Clients

B. Communicating Effectively

C. Account Service

D. Analyzing Needs

E. Presenting Benefits

F. Making Recommendations

G. Answering Objections

H. Personal Enthusiasm

I. Personal Pressure (***)

J. Acknowledging Client Responses

K. Professionalism

L. Approachability

M. Overall Satisfaction
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A. Understanding Clients

B. Communicating Effectively

C. Account Service

D. Analyzing Needs

E. Presenting Benefits

F. Making Recommendations

G. Answering Objections

H. Personal Enthusiasm

I. Personal Pressure (***)

J. Acknowledging Client Responses

K. Professionalism

L. Approachability

M. Overall Satisfaction
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Survey of Client Relations

Overall Scores
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Survey of Client Relations

|. ESTABLISHING RAPPORT

A. Understanding Clients

Overall Scores

Raw Avg Norm Centile

9 Clients 5.04 5.56
5 Associates 5.28 5.61
1 Manager 5.60 5.66
1 Self 6.40 5.63

Question Scores

9. Is a good listener; tries to understand the client’s point
of view

15. Makes an effort to comprehend the special nature of
the client’s business

20. Is knowledgeable about the mission and character of
the client’s business

26. Understands the client's way of thinking about their
needs

48. Attempts to see things from the client’s perspective
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Survey of Client Relations

RESIDUAL IMPACT

M. Overall Satisfaction

Overall Scores

Raw Avg Norm Centile

9 Clients 5.44 5.82
5 Associates 5.27 5.83
1 Manager 5.83 5.84
1 Self 6.17 5.84

o

Question Scores

14. Maintains a good working relationship with clients

25. Dealing with him or her is a very favorable
experience

29. Does work of the highest quality.for clients

39. Is trustworthy in business dealings

47. Highly satisfies clients with top grade products and
services
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Survey of Client Relations

Comments

What does this person do that should be continued?

9 Clients

e Survey received, no comment provided (9) &
5 Associates &
e Survey received, no comment provided (5) O

1 Manager

e Survey received, no comment provided @

1 Self

e Survey received, no comment provided
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Survey of Client Relations

What should this person do to be more effective?

9 Clients

e Survey received, no comment provided (9)

5 Associates

e Survey received, no comment provided (5) \
1 Manager
e Survey received, no comment provided O

1 Self

e Survey received, no comment provided @
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Survey of Client Relations

What does this person do that should be stopped?

9 Clients

e Survey received, no comment provided (9)

5 Associates

e Survey received, no comment provided (5) \
1 Manager &
e Survey received, no comment provided O

1 Self

e Survey received, no comment provided @
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Survey of Client Relations

Development Plan Template B e o
actions.

Development Item

A\

Development Action

What action are you going to take?

How will you know you're improving? (Success Indicators)

What resources do you need?

Complete action by

S
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