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Introduction

Melrox Sales
Scan 3.0

Unleash Your Team’s Potential

Our Sales Scan analyzes the 10 most
crucial skill sets (or “Powers”) of a Sales
Professional.

Theses 10 Powers are based on 20
Methodologies and Frameworks within
Sales & Psychology.

Our Sales Scan is not only Skill-Based, but
also Motivator-Based. This means that we
map the combination of your Level of
Execution and Level of Fulfillment to
determine which Powers our best
developed, and which have to be leveled
up to a higher level.
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In the results of our Sales Scan we also compare your profile with 6 Top Performing B2B
Sales Profiles/Types: Communicator, Contriver, Caretaker, Counsellor, Closer and Chief.

All of these types have their unique strengths, weaknesses and motivators that they (if in
the right role within the team) can use to excel in their daily job. As a great sales
professional, you have to have the ability to use all of these 10 Powers when needed. But
depending on your role in the sales team, you will use some more than others.

The results of our Sales Scan will tell you what kind of Sales Professional you are, what kind
of roles you are best suited for, which skills sets you can further develop and in which
environment you will be able to thrive.

+23% Job Satisfaction when Profile matches Environment

+29% Employee Engagement when Motivation matches Responsibilities

+35% Productivity when Skills matches Role

JOHN DOE




Introduction

10 Crucial
Sales Powers

Use Your Situational Awareness

AlL 10 ‘Powers’ are Skill Sets that
contain multiple skills, mindsets and
knowledge pOintS. MEDDIC  NEAT Selling DISC | RIO Selling

These Powers can be used during SR S (\ Map jMBEaDealr

i i Engage Qualify
Social Selling W
every phase of a sales cycle, StaS:"izgder

depending on the situation at hand. j
&

Convert Align
Sandler | SNAP

Being able to correctly use the right  seling

Power at the right time in the right

Convince Connect
situation, can impact your deal size, [‘

cycle length, velocity, and the AIE Hoiyes NLP/

Gap/ Solution Selling i
. ustomer
overall potential of your deal. [ K Centric Seling

Challenge
.. . . Insights / Value Selling
This is called Situational Awareness! s S

Challenger / Command of Sale  selling
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Here is a short overview of what
these Powers entail:

Engage: Consistency, Messaging, Social Selling, ...

Qualify: Research Skills, Qualification Frameworks, Priority Management, ...
Map: Value Implementation, Bias Mapping, Gap Analysis, ...

Align: Stakeholder Mapping, Process Alignment, Networking, ...

Connect: Body language Skills, Conversational Skills, Likability, ...
Discover: Listening Skills, Questioning Frameworks, Empathy, ...
Challenge: Sales EQ, Rethink Modelling, Outcome Mapping, ...

Advice: Storytelling, Communication Skills, Ideation Frameworks, ...
Convince: Bottom-Up Influencing, ROl Mapping, Coaching Techniques, ...
Convert: Closing Tactics, Confidence, Resistance Handling, ...

(for more detailed information, we recommend you ask for a personal reporting)

JOHN DOE




Sales Profile
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Sales Skills

Jane’s Sales Powers are:
Align
Outstanding at Process Alignment and Networking. Good at Stakeholder Mapping.

Map
Very Good at Gap Analysis. Good at Value Implementation. Average at Bias Mapping.

Convince
Good at ROl Mapping. Above Average at Coaching Skills. Average at Influencing.

Her Sales Bottlenecks are:
Connect
Average at Convo Skills. Passable at Body Language and Likeablity.

Qualify
Average at Qualification Frameworks. Subpar at Timemanagement. Poor at Research.

Challenge
Average at Outcome Mapping. Just above Average at Sales EQ and Rethink Modelling.
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JANE DOE

Sales Profile

Level of Execution

Qualify

&

10
Level of Fulfillment

Sales Mindset

Jane is a pragmatic and highly analytical individual. She approaches sales with a
strong customer-centric mindset, believing that structured processes and effective
questioning are vital for success in go-to-market strategies and sales.

Her communication style exudes confidence and emphasizes value, while always
keeping the end goal in mind—aiming for results and actionable next steps.

Jane leverages her strong organizational skills to structure her sales pipeline
efficiently. She is adept at using CRM tools to track interactions and forecasts,
allowing her to maintain clarity and focus on her objectives.

Nonetheless, a notable challenge she faces is her belief that deep connections with
leads are unnecessary. This perspective can occasionally make her seem a bit
evasive and distant in conversations.

Sales Affinity

Jane feels a strong connection to two specific sales types: Contriver and Closer.

This indicates her preference for sales roles that emphasize pre-sales efforts and
management tasks. Such positions typically involve analytical thinking, in-depth
research, and the ability to delegate and motivate others effectively.




Comparison
Sales Profiles

Qualify Qualify
S 5
4,5 4,5
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JANE DOE

Challenge | Discover

Advice

Communicator

Business Development

The Communicator is a Sales Professional
who is very strong in Engaging, Qualifying
and Converting.

They are the best in Engaging with clients,
new prospects and leads; Converting
leads through different touchpoints; and
Qualifying new prospects.

Their greatest pitfalls are Discovering and
Aligning and Connecting because it takes

more patience and is more detail-oriented.

78%

Challenge [ Discover

Advice

Contriver
Pre-Sales, Marketing

The Contriver is a Sales Professional who
is great at Qualifying, Mapping and
Aligning.

They are the best in Qualifying new
prospects and leads; Mapping possible
problems and solutions; and Aligning
different stakeholders and buyer journeys.

Their greatest pitfalls are Discovering and
Challenging because they like to be in
control and avoid possible rejection.

Match with Commuicator

82%

Match with Contriver
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JANE DOE

Comparison
Sales Profiles

Qualify Qualify
5 5.
4.5 - 4.5
Engage 4.4 Map Engage 2.4 Map
3,5 -

3,5

Convert Align Convert

Connect “onvince

Discover

Challenge

Advice

Caretaker

Account Management

The Caretaker is a Sales Professional who
is great at Aligning, Connecting and
Discovering.

They are the best in Aligning stakeholders
and their interests; Discovering the true
challenges of clients and leads; and
Connecting with people in an organic way.

Their greatest pitfalls are Challenging and
Engaging because they lack the
confidence and try to avoid conflicts.

79%

Match with Caretaker

Challenge Discover

Advice

Counsellor

Trusted Advisor

The Counselor is a Sales Professional who
is great at Discovering, Challenging and
giving Advice.

They are the best in Advising clients or
leads; Challenging and educating people
to help them think about things differently;
and Discovering the true intent of

Their greatest pitfalls are Engaging and
Qualifying because they are too focused
on giving value.

. Align

i ) Connect

7T7%

Match with Counsellor
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JANE DOE

Convert

Comparison

Sales Profiles

Qualify
5 -
4.5 -

Engage a

‘Map

3.5

Qualify

4,5 -
Engage Z Map

. Align Convert Align
' ConnectConvince Connect
Challenge Discover Challenge Discover
Advice Advice
[ ]
Closer Chief

Area Manager, Team Lead

The Closer is a Sales Professional who is
great at Advising, Convincing and
Converting.

They are the best in Converting leads in to
paying clients; Convincing people to that
they have the solution; and giving Advice
about problem related to their solution.

Their greatest pitfalls are Discovering and
Connecting because they are more result
driven and less customer oriented.

80%

Match with Closer

All-Round, Leadership

The Sales Chief is the most all-round Sales
Professional. People who have this profile

can take on multiple roles in a sales team,

and help others when needed.

Although they are good in every Power,
they mostly outshine everybody when it
comes to 3 Powers: Challenge, Connect
and Convert.

Their greatest pitfall is loss of motivation
and Sales Mindset.

65%

Match with Chief
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JANE DOE

Areas of

Power/Strenghts

Jane shines in six distinct Powers: Align, Map, Convert, Convince, Engage, and Discover.

Her 'Align' Power thrives within a sales organization that employs a Go-To-Market strategy
centered around Target Account Selling. In contrast, her 'Map' Power aligns more effectively with
solutions that offer a quick return on investment. Additionally, her '‘Convert' Power is especially

potent in a more transactional sales approach.
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Level of Fulfillment
Profile Analysis

Jane excels in aligning her workflows with the
internal processes of leads and customers.
She also has a natural tendency to enhance
her company's internal operations to enhance
efficiency.

Furthermore, she possesses a strong ability
to analyze and identify the gaps between a
company's potential challenges and the
solutions she can provide.

Align

She naturally excels in skills such as
paraphrasing and framing, allowing her to gain
greater control and advantage in
conversations and interactions.

To enhance her convincing and converting
abilities, Jane would benefit from acquiring
additional knowledge about Closing Tactics.
This will enable her to guide stakeholders
along her pipeline with more consistency.

Highest Score

Convert

Next Level Growth Potential
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JANE DOE

Areas of

Improvement

Jane demonstrates certain limitations in four areas: Connect, Qualify, Challenge, and Advise.
Her 'Connect' Power isn't ideally aligned with lengthy sales cycles. Similarly, the 'Qualify' Power
tends to thrive in a more dynamic sales environment. Additionally, her 'Challenge' Power is most
effective in sales processes involving multiple stakeholders.

Level of Execution
T

%
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10

Level of Fulfillment

Profile Analysis

Jane tends to overlook the importance of
body language in her interactions. By
expanding her understanding in this area, she
could forge deeper connections with others,

thereby strengthening long-term relationships.

Furthermore, gaining insight into Sales EQ
would be advantageous for her, particularly
when addressing challenging stakeholders
and their one-sided perspectives.

Connect

Lowest Score

She should also adopt a more structured
Qualification Framework to effectively
prioritize her efforts when engaging and
interacting with potential customers.

Additionally, she can improve her engagement
skills by incorporating more social selling
techniques alongside automated cadences
that capture attention through captivating
messaging.

Engage

Most needed Growth Focus
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JANE DOE

Industry

Benchmark

In our benchmarking we use 5 levels: Starter, Junior, Medior, Senior, Expert. Based on multiple
factors (overall career experience, years of sales/GTM experience, ...).

Jane has been categorized as a Medior Profile. This is represented by the dark horizontal black
doted line. She is also benchmarked against the ‘next level’ of peers (Seniors), represented by

the light blue doted line.
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Level of Execution

10

Level of Fulfillment

Profile VS Benchmark

Jane excels in five Powers, scoring above
average compared to her peers: Align, Map,
Convert, Convince, and Engage.

Especially her Power Align is particularly
strong compared to her peers, and is already

at a higher level (between Senior and Expert).

She holds an average score in two additional
Powers: Discover and Advise.

She is rated below average in three key areas:
Challenge, Qualify, and Connect.

In particular, her performance in Connect is
significantly lower than average, even when
compared to a junior profile.

Overall, Jane outperforms her colleagues,
especially in comparison to other Contriver
and Closer Sales Type profiles of her peers.

Connect

Most Below Average

Align

Most Above Average
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JANE DOE

Environment

Match

Customer
Profiles

Jane excels in a sales environment where she
interacts with well-informed customer
profiles.

She prefers working with clients and
prospects who have a short to medium-long
decision-making timeline and limited
stakeholders, as this helps to avoid delays in
the sales cycle. She appreciates
straightforward deal processes.

Product/Service
Offering

Jane is a perfect fit for products and services
that are more mainstream rather than those
that are innovative or new to the market. Her
expertise lies in navigating established
markets where customer needs are well-
defined. She favors ready-made offerings
over highly complex solutions.

Additionally, she is better suited for low to
medium deal sizes rather than large ones.

Organizational
DNA

Jane flourishes in a structured and data-driven
environment that promotes a methodical
approach to work.

She values clear and direct communication.
Additionally, she thrives when her leaders
grant her the autonomy to explore and carve
her own path.

Moreover, she prefers to avoid a commanding
leadership style.

Customer Knowledge

Knowledgeable

Decision Making time

Short - Medium

Stakeholder Alignment

Straight-forward

Product-Market Share

Commodity

Complexity

Off-the-shelf

Dealszize

Low - Medium

Communication Style

Straight Forward

Leadership Style

Laisser-faire

Way of Working

Structured



Motivation
Insights

Jane draws her primary energy and motivation from five powers: Map, Convince, Convert, Align &
Connect.

Her 'Map' motivator is particularly effective with less knowledgeable stakeholders. The 'Convince'
motivator shines when dealing with more straightforward solution offerings. Additionally, her
‘Convert' motivator thrives in products that are more off-the-shelf.
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Level of Fulfillment
Profile Analysis
Jane likes utilizing her analytical skills to map She loves creating a network of stakeholders
leads and customers. She can further to maximize her skills in network selling. By
enhance these abilities by deepening her incorporating more Stakeholder Mapping, she
understanding of communication styles. can further enhance this ability.
Moreover, she enjoys employing Jane thrives on interacting with many
conversational techniques alongside ROI individuals, yet she feels uneasy discussing
calculations to persuade others. By ‘non-business' topics. By observing micro-
incorporating bottom-up persuasion expressions, she can forge connections
strategies, she can elevate her approach. without delving into personal matters.

Map Connect

Biggest Motivator Fastest Growth Potential

JANE DOE
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JANE DOE

Role-Profile

Match

For our Role-Profile Matching, we use the Bow tie of Winning by Design, because it’s the most
complete way of looking at a sales/GTM organization.
Based on the Skills and Motivators of Jane, we’ve mapped her current role and the role that has

the best match with her potential.

ACQUISITION

AWARENESS EDUCATION

b
0
-

f !‘g’ ”P SDECJ'&HZE‘G' dl.ﬂ [ lg C
d q

INBOUND
MARKETING

LOw

MDR SM

SDR

MEDIUM

ADR

HIGH

Prospect MOL SqQL

Current Role

Jane currently serves as an Account Executive
(AE), tasked with managing potential
customers across all ACV levels, from low to
high. She operates as a full-stack AE without
assistance from an MDR or SDR. However,
she benefits from inbound marketing
campaigns that deliver MQL’s on a weekly
basis.

In this position, Jane can fully leverage certain
Powers: Engage, Convince, and Convert.
Unfortunately, she is unable to fully utilize her
strongest Powers: Align and Map.

SELECTION

<

AE (100)

SE

EXPANSION
ONBOARD IMPACT GROW
) CSM (400)
ONB CSM (100)
SA TAM
CSM (<40) =AM (20)

COMMIT LTV

Potential Role

Jane has the potential to excel as a Sales
Manager/Team Lead, particularly within the
customer segment that has a low to medium
Average Contract Value (ACV).

In this position, she can leverage her
strengths and expertise in areas where she
finds fulfillment: Align, Map, Convince, and
Convert.

However, to successfully transition into this
position, she will need to develop certain
Powers: Connect, Challenge, and Advise.
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JANE DOE

Tailor-Made

Advisory

Team Crafting &
Structuring

Designing a cohesive GTM/Sales Team is a
defining moment where momentum
transforms into sustainable acceleration.

We know it’s not just about dividing roles
between hunters and farmers, it's about
balancing profiles to maintain agility, ensuring
seamless collaboration, empowering
individual strengths.

Melrox Mobilizes GTM Teams by balancing
profiles to maintain team agility and workforce
mobility, and by ensuring data driven hiring
decisions to ensure seamless collaboration
and low turnover/burnout rates.

Growth
Roadmapping

Fostering a culture of continuous
improvement where individual skill growth
aligns with the evolving demands of the
market is a vital component of every
GTM/Sales Leader.

We know it’s not just about refining
negotiation skills, it's about linking skill
enhancement with performance metrics,
aligning personal development with the
company’s goals, and crafting data-driven,
personalized growth roadmaps.

Melrox Mobilizes GTM Teams by investing in
the right resource allocation to ensure
alignment between team- and personal goals

Workflows &
Tooling

Turning traction into repeatable revenue by
establishing the right sales processes is a
transformative phase for scalable growth.

We know it’s not just about choosing a couple
pieces of software, it's also about building a
replicable process, defining a correct sales
governance, creating sales-marketing
alignment.

Melrox Mobilizes GTM Teams by enhancing
governance, workflows, resources, tools,
efforts, investments and outcomes to ensure
a stronger operational efficiency and less
unnecessary costs.

Leadership Style
Guidance

Balancing strategical tasks and planning with
fostering a motivated, high-performing team is
challenging for every GTM/Sales Leader.

We know it’s not just about hitting revenue
targets, it's also about inspiring your team,
maintaining a sense of purpose, and
cultivating an empowering environment for
everyone.

Melrox Mobilizes GTM Teams by empowering
individuals effectively to transform objectives
and expectations into sustainable
acceleration.
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JANE DOE

Contact
Us

Phone +32472629015
Email yannick@melrox.be
Website www.melrox.be
Address 1840 Londerzeel, BE




