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Improve Collaboration
Improve Sales
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The Collaborating to Win sales force assessment points to 
money on the table and pinpoints areas for improvement

 There is a statistically 
significant correlation 
between making sales goals 
and being a better 
collaborator (p<.01, data 
based on surveys of over 
8,000 sales people)

 Improving collaborative ability 
contributes to generating 
incremental sales 
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“Sales are 100% better in 
territories where reps are 
collaborating than in territories 
where they aren’t collaborating”

--Regional Sales Manager 
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CI = (Alignment)(Level of Ability)

The Collaborative Index (CI) produced through the assessment is a measure 
of collaborative competency calculated for each individual member of the 
population and aggregated, compared, and benchmarked. When the 
assessment is conducted annually longitudinal comparisons are possible 

The CI reflects the extent to which 
assessment participants…

… engage in the right collaborative 
activities and do they have the     

skills to do them well? 

… behave in a way that is aligned with     
their beliefs about collaborating?
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When working in networks of counterparts 
do your sales reps …

… engage in the right collaborative activities 
and do they have the skills to do them well? 

… behave in a way that is aligned with  their 
beliefs about collaborating?
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Joint Planning and Reviews

Collaborative Learning

Accessing and Coordinating Resources

Work Practices

Coordinated Execution

Iterative Decision Making

Win-win Negotiation

Understand Partners' Motivations

Creative Conflict Resolution

Work within Partner Networks

Coordinate
Activities

Communicate
Information

Leverage
Resources

Detailing
Routing

Sampling

Sales Professional’s Job
(Example)

Consistent product 
messaging

Strategies for 
overcoming objections

After-call notes

Budgets
Knowledge

Relationships
Samples

Key Collaborative 
Behaviors

Grow 
Trust

1. Interview Sales Leadership

Understand direction currently provided 
to sales force regarding working with 

counterparts

Identify issues the sales force currently 
encounters when working with 

counterparts

Understand company culture and 
sales terminology 

Collaborative Activities
 Joint planning and reviews
 Collaborative learning 
 Accessing and coordinating 

resources
 Work practices
 Coordinated execution

Collaborative Skills
 Iterative decision making
 Win-win negotiation
 Understand partners ’

motivations
 Creative conflict resolution
 Work within partner networks

Collaborative Skills
 Iterative decision making
 Win-win negotiation
 Understand partners ’

motivations
 Creative conflict resolution
 Work within partner networks

3. Administer Survey
10-15 minute, web-based, confidential

The assessment is customized for each sales organization

Working with counterparts is 
challenging. I hope this survey 
means upper management is      
finally taking this seriously

Different philosophies and ways             
of doing business make  
collaboration difficult

Categorize Comments 
from Respondents

Use Algorithm to Calculate Results

4. Analyze Results

Use algorithm relating activities & skills and behaviors & beliefs to the implications of 
collaboration on the sales professional’s job to design relevant survey questions

5. Provide Actionable Insights and Learning
Senior management gains 

strategic insights about     
co-promotion efforts

Specific tools, guidance, 
and learning material 
tailored to the needs 

of the sales force
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Sales Management, Legal, and Compliance review of survey 
Refine questions as necessary

2. Develop Survey Using Algorithm 



5© 2008 The Rhythm of Business, Inc.

Conducting the survey is simple, timely, and provides rapid 
feedback

 Sales force completes a customized 10-15 minute 
online survey during the specified three week period. 
Reminders will be sent during the survey period

 Collaborative tips and techniques and coaching 
guidance for managers are often provided when 
people complete the survey

 Management workshop to discuss survey results 
produces a plan of action

 Co-promotion partners are often included, however it 
is not necessary in order to obtain actionable insight
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Key benefits of Collaborating to Win

 Specific data-supported insights into operational and 
skill deficiencies that when addressed can improve sales
 It is not uncommon that as much as 40% of the sales force is not 

collaborating effectively 

 An otherwise unattainable window into the workings of 
co-promotions from the front lines

 Internal barriers to effective collaboration highlighted

 Heightened awareness of effective collaborative 
behavior transferable to other functions and intra-
company collaborations

 Investing in developing collaborative capability 
demonstrates to the marketplace a focus on being a 
good partner



7© 2008 The Rhythm of Business, Inc.

If you can walk
You can dance
If you can talk
You can sing

– Proverb from Zimbabwe

The Rhythm of Business, Inc.
info@rhythmofbusiness.com
+1 617.965.4777
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