
 

Scalable Sales Assessment 

Introduction: Are You Ready to Scale? 

Welcome to the Scalable Sales Assessment, your comprehensive 
diagnostic tool for evaluating your sales organization's readiness to scale 
successfully. 

As discussed in Module 8, Lesson 44 of the B2B Sales Growth Hacking 
Masterclass, scaling without chaos requires building systems rather than 
relying on individual heroics. This assessment will help you evaluate your 
current capabilities across the four essential pillars of scalable sales: 

1.​ Playbooks: Your documented approaches and best practices 
2.​ People: Your hiring, onboarding, and development systems 
3.​ Processes: Your standardized workflows and communication 

protocols 
4.​ Performance: Your metrics, goals, and review systems 

By completing this assessment, you'll identify your strengths, challenges, 
and priority areas for improvement—creating a clear roadmap for scaling 
your sales organization without proportional increases in complexity or 
resources. 

How to Use This Assessment 

1.​ Rate your organization on each question using the 1-5 scale provided 
2.​ Calculate your score for each pillar 
3.​ Use the interpretation guide to understand your strengths and 

weaknesses 

Subscribe To The Scaling Founder YouTube Channel https://www.youtube.com/@scaling-founder  

https://www.youtube.com/@scaling-founder


 
4.​ Complete the prioritization exercise to determine your next steps 
5.​ Revisit this assessment every 90 days to track your progress 

Let's begin building your path to scalable growth! 

 

PILLAR 1: PLAYBOOKS 

Documented approaches and best practices 

Rate each item on a scale of 1-5: 

●​ 1 = Not at all true (no implementation) 
●​ 3 = Somewhat true (partial implementation) 
●​ 5 = Completely true (full implementation) 

# Assessment Question 1 2 3 4 5 

1 We have a clearly documented sales process with 
defined stages, criteria, and activities 

□ □ □ □ □ 

2 Our prospecting approach is standardized and 
documented for consistent execution 

□ □ □ □ □ 

3 We have documented qualification criteria that all team 
members use consistently 

□ □ □ □ □ 
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4 Our presentation/demo approach is standardized with 
clear best practices 

□ □ □ □ □ 

5 We have documented strategies for handling common 
objections and concerns 

□ □ □ □ □ 

6 Our negotiation and closing techniques are standardized 
and documented 

□ □ □ □ □ 

7 We have playbooks for different customer segments or 
industries 

□ □ □ □ □ 

8 Our handoff process between teams (SDR to AE, Sales 
to Customer Success) is documented 

□ □ □ □ □ 

PLAYBOOKS SCORE: _____ / 40 

 

PILLAR 2: PEOPLE 

Hiring, onboarding, and development systems 

Rate each item on a scale of 1-5: 

●​ 1 = Not at all true (no implementation) 
●​ 3 = Somewhat true (partial implementation) 
●​ 5 = Completely true (full implementation) 
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# Assessment Question 1 2 3 4 5 

1 We have a standardized hiring process with clear criteria 
for sales roles 

□ □ □ □ □ 

2 Our interview process effectively predicts sales success 
in our organization 

□ □ □ □ □ 

3 We have a structured onboarding program that 
consistently produces results 

□ □ □ □ □ 

4 New sales hires become fully productive in a predictable 
timeframe 

□ □ □ □ □ 

5 We have ongoing training and development programs for 
continuous improvement 

□ □ □ □ □ 

6 Our coaching approach is consistent across managers 
and teams 

□ □ □ □ □ 

7 We have clear career paths and growth opportunities for 
sales team members 

□ □ □ □ □ 
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8 Our compensation structure effectively drives desired 
behaviors and results 

□ □ □ □ □ 

PEOPLE SCORE: _____ / 40 

 

PILLAR 3: PROCESSES 

Standardized workflows and communication protocols 

Rate each item on a scale of 1-5: 

●​ 1 = Not at all true (no implementation) 
●​ 3 = Somewhat true (partial implementation) 
●​ 5 = Completely true (full implementation) 

# Assessment Question 1 2 3 4 5 

1 We have standardized workflows for lead management 
and follow-up 

□ □ □ □ □ 

2 Our opportunity management process is consistent 
across the team 

□ □ □ □ □ 

3 We have structured meeting rhythms (daily, weekly, 
monthly) that drive results 

□ □ □ □ □ 
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4 Our communication protocols ensure information flows 
effectively 

□ □ □ □ □ 

5 We have clear handoff processes between different 
functions and teams 

□ □ □ □ □ 

6 Our CRM usage is consistent with standardized data 
entry and updates 

□ □ □ □ □ 

7 We have established processes for escalations and 
exception handling 

□ □ □ □ □ 

8 Our forecasting process is systematic and produces 
reliable predictions 

□ □ □ □ □ 

PROCESSES SCORE: _____ / 40 

 

PILLAR 4: PERFORMANCE 

Metrics, goals, and review systems 

Rate each item on a scale of 1-5: 

●​ 1 = Not at all true (no implementation) 
●​ 3 = Somewhat true (partial implementation) 
●​ 5 = Completely true (full implementation) 
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# Assessment Question 1 2 3 4 5 

1 We have clearly defined KPIs that align with business 
objectives 

□ □ □ □ □ 

2 Our performance metrics include both leading and 
lagging indicators 

□ □ □ □ □ 

3 We have a standardized goal-setting process that 
drives performance 

□ □ □ □ □ 

4 Performance data is visible and accessible to all 
relevant stakeholders 

□ □ □ □ □ 

5 We have a structured review process for evaluating 
performance 

□ □ □ □ □ 

6 Performance issues are identified early and 
addressed systematically 

□ □ □ □ □ 

7 We have mechanisms for capturing and implementing 
best practices 

□ □ □ □ □ 
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8 Our recognition and accountability systems drive 
desired behaviors 

□ □ □ □ □ 

PERFORMANCE SCORE: _____ / 40 

 

ASSESSMENT SUMMARY 
Pillar Your Score Possible Score Percentage 

Playbooks  40  

People  40  

Processes  40  

Performance  40  

OVERALL  160  

Interpretation Guide 

Score Interpretation: 

●​ 80-100%: Excellent scaling readiness - Your systems are 
well-developed and ready for growth 

●​ 60-79%: Good scaling readiness - You have solid foundations but key 
areas need improvement 

●​ 40-59%: Moderate scaling readiness - Significant gaps exist that 
could inhibit scaling 

●​ Below 40%: Limited scaling readiness - Major system development 
needed before scaling 
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Pillar Balance: 

●​ Balanced scores across pillars indicates harmonious scaling potential 
●​ Significant imbalance between pillars suggests focus areas for 

improvement 
●​ Your weakest pillar is likely your most immediate constraint to growth 

 

SCALING PRIORITIZATION GUIDE 

1. Identify Your Constraints 

List your three lowest-scoring questions from across the assessment: 

1.​  
2.​  
3.​  

These represent your most immediate constraints to scaling. 

2. Impact Analysis 

For each constraint, rate the potential impact of addressing it: 

Constra
int 

Low Impact 
(1) 

Medium 
Impact (3) 

High Impact 
(5) 

Sco
re 

1. □ □ □  
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2. □ □ □  

3. □ □ □  

3. Effort Analysis 

For each constraint, rate the effort required to address it: 

Constra
int 

High Effort 
(1) 

Medium Effort 
(3) 

Low Effort 
(5) 

Sco
re 

1. □ □ □  

2. □ □ □  

3. □ □ □  

4. Priority Calculation 

Constra
int 

Impact 
Score 

Effort 
Score 

Priority Score (Impact × 
Effort) 

Ran
k 

1.     

2.     
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3.     

Focus first on the highest priority score - this represents your optimal 
starting point for scaling improvements. 

 

SCALABLE SALES ACTION PLAN 

Based on your priority calculation, outline your next steps: 

Top Priority Initiative 

Area for Improvement: 
________________________________________________ 

Specific Actions: 

1.​  
2.​  
3.​  

Success Metrics: 
___________________________________________________ 

Timeline: 
_________________________________________________________ 

Resources Needed: 
__________________________________________________ 
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Owner: 
___________________________________________________________ 

 

CASE STUDY: SCALERIGHT'S TRANSFORMATION 

ScaleRight, the HR software company from our lesson, started with these 
assessment scores: 

Pillar Initial 
Score 

After 90 
Days 

After 180 
Days 

Playbook
s 

21/40 
(53%) 

29/40 
(73%) 

36/40 (90%) 

People 18/40 
(45%) 

26/40 
(65%) 

32/40 (80%) 

Processe
s 

14/40 
(35%) 

24/40 
(60%) 

34/40 (85%) 

Performa
nce 

16/40 
(40%) 

28/40 
(70%) 

35/40 (88%) 

OVERAL
L 

69/160 
(43%) 

107/160 
(67%) 

137/160 
(86%) 
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Their systematic approach to addressing their lowest-scoring areas 
enabled them to grow from $2M to $8M with just seven additional reps 
instead of the sixteen they had initially projected. 

Their Top 3 Initial Priorities: 

1.​ Documenting their sales process with clear stages and activities 
2.​ Creating a structured onboarding program for new hires 
3.​ Implementing standard meeting rhythms to drive accountability 

By focusing on these foundational elements first, they created the 
infrastructure necessary for efficient scaling, turning individual heroics into 
systematic success. 

 

NEXT STEPS 

1.​ Complete this assessment honestly and thoroughly 
2.​ Calculate your scores for each pillar and overall 
3.​ Identify your top priorities using the prioritization guide 
4.​ Create your action plan for addressing the highest-priority item 
5.​ Implement your plan over the next 30 days 
6.​ Reassess in 90 days to track progress and identify new priorities 

Remember: Systematic scaling is an ongoing journey, not a one-time 
project. Consistent attention to developing your Playbooks, People, 
Processes, and Performance pillars will create a sales organization 
capable of predictable, sustainable growth without proportional increases in 
complexity or resources. 
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For more guidance and support on your scaling journey, subscribe to 
Scaling Founder on YouTube or explore our implementation services at 
scalingfounder.com. 
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