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 IN THIS REPORT YOU WILL 

 

• Gain a fast understanding what is behind commercial spirit score 

• Learn quickly how the reference group has scored 

• Make up your mind about the importance of commercial spirit 

• Get a great idea how to improve 

• Identify how to create more sustainable business 

• Find some outstanding hints what can be done now!  

 

• FOR A LIMITED PERIOD OF TIME OBTAIN FOR FREE THE COMMERCIAL 

SPIRIT SCORE FOR YOUR INDIVIDUAL ORGANISATION (VALUE 399,- €) 
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1/ COMMERCIAL SPIRIT 	

What does Commercial Spirit mean? 
Have you ever thought of commercial spirit? If you think that it does not exist, well, you got 

it wrong. Commercial spirit does exist especially in the business aspect. 

Several companies today are relying on their sales teams especially they are the ones 

responsible for increasing the revenue of the company. We know that companies are 

always putting their customers at first and will do their best to meet customer satisfaction. 

Sometimes, there are companies who would go the extra mile just to perform the demands 

of the clients. This is what everyone pictures it.  

When reality hits, sometimes not all good things come and often leads to failures and 

blaming. The customer satisfaction is not often met, the income is not growing as what it 

was planned and complaints and feedbacks keep on coming which often leads to downfalls. 

You cannot survive the industry if you always do this because it will all lead to issues. 

On the other hand, there are times when all things fail, the people to blame are the ones 

who are on the sales team since they are the ones who are responsible for making the sales 

surge. These are the mindset of every company which puts the sales team in great danger. 

Will you agree to have this mindset? 

Would you like to let the people who are not at fault suffer? 

Well, the only solution for this is a true commercial spirit. This is the solution that every 

company should give attention because it can be the way in a making become focused on its 

field.  

Increasing the commercial spirit could be the best way to resolve any issues in a company. 

Through this, companies will be able to focus on their work and will know which area 

should be improved. With this, you will be able to strengthen your company and will no 

longer need to put the blame on people. 

On the other hand, a commercial spirit can be scored depending on the value creators, 

multipliers, strategist, commercial departmemt, services, and operations. When these are 

scored, the overall computation will be the commercial spirit score which will determine of 

the commercial department is strong and if it does contain a commercial spirit to keep it 

going. 

Commercial spirit is the life of the commercial department. When the scores are too low, it 

only shows that the department is lacking and does not truthfully live on the commercial 

spirit. When the commercial spirit is gone, it displays that the department has shortcomings 

on some aspects which leads to issues that are hard to resolve. When this kind of spirit is 

not around, people tend to slack off or would sometimes make mistakes which can be the 

source of problems in the long run.  
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In order to measure commercial spirit, you must take a look at different aspects that 

compose a business. Grading each aspect will let you know the percentage of each and once 

everything is scored, summing up all the scores will give you the overall score which will 

help you determine whether you have a true commercial spirit or not.  

Furthermore, there are times that companies will work within the current benchmark in 

order to fulfill the work quickly. The benchmarks are helpful since it shows the standards 

that everyone should follow and will need to notice because if the work does not match the 

benchmark, failure may come next or worst, it could be one of the reasons for the 

company’s downfall in the end. The benchmark should be followed in order for the 

companies to fully reach the goals of the company afterward. 

 

 

How to have a Better Benchmark 
There are ways on how you can have a better benchmark. Here are some: 

Start planning and preparing 

Preparing and planning your benchmark will help you the essentials. You should 

know why you need benchmarks. Also, identify the tactics that you will utilize in 

order to reach the benchmark. Lastly, you should also know who will participate on 

the benchmark that you will be doing.  

Gather data 

In this way, you will have to collect data by knowing which are you going to 

measure and the way you can measure it. Not everything could be benchmarked 

that is why; know the ones that need to be included and the ones that should be 

excluded. In order to know what data to gather, you can create your own metrics 

that could be the basis for your data. 

Want your personal commercial Spirit 

Score and get it benchmarked? Read to the 
end – Der Sales Doc will offer you a FREE 
evaluation (worth 399,-€) 
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Analyze the data 

Data analysis comes next. In order for you to get the benchmark score, you must 

perform an analysis in order for you to know the value of the data. Also, doing data 

analysis will help you compare the data that you have collected. Doing so, you will 

know the performance of the data and will help you determine the benchmark 

score in the end. 

Therefore, the benchmark is important for companies since it is the one that will measure 

the performance of each department. When the benchmark is not matched, the tendency 

would be is that the company’s performance may also be affected.  

Thus, it should be improved in order to give more attention on best practices and works 

harder to improve. With this, companies will strive to reach a benchmark which they can 

be proud of. Benchmarks can be synthetic which means that some of the results are fake. 

Because of this, some are ignoring synthetic benchmarks which can also be a good basis for 

the performance of a company.  

Commercial spirit is one of the things that should present in every company. We are living 

in a world where companies are setting too many expectations wherein they can foresee 

that customers will be deeply satisfied or will reach the happiness that they are looking for.  

However, the opposite happens. Companies are more facing complaints from the customers 

and customer satisfaction is not reaching the peak. Thus, commercial spirit should always 

be present in order to make the company work within its demand and successfully reach its 

goals. 

 

 

  

• The sales department is the voice of the customer 

• Commercial spirit is an objective measure 

• Commercial spirit can be bench marked 
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2/ THE 3 MAIN CATEGORIES OF ENGAGEMENT  
If you are currently running a business, you may more likely understand the utmost 

importance of engagement not just to make more sales from the people who buy your 

offers, but also to get their trust so they can repeatedly purchase orders from you instead of 

from you competitors.  

In today’s stiffer marketplace, where the seas of businesses are emerging with a mission to 

get to the top, having a strong engagement among the clients, service providers and 

customers are very crucial.  

So what engagement means? Engagement is a communication and connection of the 

business between the organization (brand or company) and the external stakeholder 

(consumer or customer) through different channels of correspondence.  

The connection that exists between the parties can either come in different forms, 

including interaction, reaction, effect, or customer experience that can take place either in 

online or in offline. The engagement is originated from a business to consumer interaction 

at the subconscious level.  

But since engagement has a wider scope, the connection within the organization and other 

service providers, which could be a third party company can also exist. We have three areas 

of engagement – the commercial, operations, and services, which we are going to give an 

explanation below.  

Commercial – Sales,  Marketing, Tech Service, Customer Service 

Commercial engagement is very important if you want your business to grow, reach more 

audience, get the highest possible sales, and make your business successful in the end. A 

successful business is the one with sales strategy, with marketing techniques, embrace the 

technology and gives priority to customer service. If you have a business and you overlook 

to have an engagement to all of these, you are losing the best part of your potential.  

Each business had their potential to grow and succeed, but many executives hesitate the 

opportunity to embrace the change. When you accept the change, you are on a way 

towards reaching your goals. With the right amount of support and valuable inputs, this 

commercial engagement could be the best partner of your business not just to face the 

challenges but to overcome them, as well.  

The typical thing that you can acquire once you have this business engagement is that you 

can get more leads, improve the marketing ROI, track the sales activities, reduce the CRM 

costs, increase the sales results, increase the customer satisfaction, reduce the time to 

answer the customers, reduce time in the operational processing, etc. 

Not just this engagement is helpful to the management, but also to the employees and the 

overall operation of the business. So, if you want to grow, have your sales strategy, with 

marketing techniques, embrace the technology and gives priority to customer satisfaction. 

When you successfully did all these, you can have a peace of mind of facing the ever 

growing competition.  
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Operations – Production, Procurement, QC, QA, Distribution 

The employee engagement is the right brain, the feely stuff, and the touchy one while the 

operation engagement is the left brain, the analytical stuff, and the geeky one. Though they 

are miles apart from each other, they still have a strong connection when it comes to the 

process of product creation, procurement, quality assurance, quality check, and distribution.  

In reality, everyone is responsible for the employee engagement because there is where the 

success of the operation lies. The executives are responsible for the employee and they have 

to create a culture that will effectively facilitate the quality engagement order to achieve 

success in the entire operational processes.  

The HR is responsible for working with the employees in order to understand the 

employee’s developmental need. HR, at the same time, has to partner with the managers in 

order to help give an action to any of these efforts. What I am trying to say is that once the 

employees are guided and educated well about their jobs, they can effortlessly perform 

their jobs and get the operations process right.  

In the operation, the entire process is incorporated with a quality system that will ensure a 

constant level of product creation, sufficient amount of product procured out from the used 

resources, wisely checked the products, and effectively distributed to the market, where it 

is ready to be sold and consumed by the customers.  

All organizations or businesses of any kind have to ensure the overall flow of the operation 

while maintaining a good workforce from the people under the process. Operational 

engagement is valuable if it creates an exceptional result.  

Services – IT, Legal,  Finance, HR 

When we hear the words “trusted advisor,” many are thinking of external experts – the 

consultants, accountants, lawyers, actuaries and other professions. Today, they are not just 

called as “trusted advisors” but they are now called as “staff big four functions” – the IT, 

Legal, Finance, and HR. these people are generally a big help for a company of a different 

kind.  

As of today, lots of companies prefer to outsource a service from a third-party company to 

fulfill their obligations, to give success in the entire operation, to lighten up the burdens of 

the processing, etc. Your business can’t just stand alone using your own resources.  

When you need a short-term service, you don’t have to hire a permanent employee and get 

them trained. But with the “staff big four functions,” you don’t have to commit to having 

that employee in your organization though you no longer needed their service.  

Having a service engagement with these third-party service providers, you can see the 

improvement in your entire operation. With all the IT works, legalities, financial aspects 

and HR jobs, all can be very complicated in your part. Each of this group of people takes a 

simple yet solid step to improve their level of trust to their clients.  
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Staff people states the terms at the outset. They collaborate with the organization in jointly 

determining a right amount of risk that business takes on, become consistent with the 

legality issues, market-based and regulatory risks. With their help, the business executives 

can have the chance to focus their attention more on the aspects of the business that badly 

needing their attention.  

	

  

• Commercial  

• Operations 

• Services 
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3/ THE 3 MAJOR HIERARCHY LEVELS 
There is always a fresh level of interest when it comes to business as companies and 

organizations swing away from cost-cutting and rather move toward growth. Most people 

are curious why there are companies or businesses that are able to encourage initiative and 

creativity among employees in a more efficient way than others. 

The only reason for this intriguing impulse is that most managers are successful in fostering 

entrepreneurial activities and stimulating commercial spirit among their people. This allows 

them to capture and identify more new opportunities. Building commercial spirit often 

needs the nudging and pulling off different other levels also. 

Creativity and the Role of Business Leaders 
Creativity is always at the heart of any business and its management. However, up until 

now, it has not climbed the top of management agenda. In business management, creativity 

means creating something that is appropriate and novel to significantly ignite commercial 

spirit as well as entrepreneurship. But since creativity is considered to be “unmanageable”, it 

has not been a focus for most managers. 

Encouraging the Right Minds 
The first and main concern of leadership is engaging the right people at the right time and 

to the right point of creative work. This engagement begins when leaders or managers 

recast the role of their employees wherein everyone can contribute their imagination and 

ideas. They must encourage and enable collaboration as well as look beyond the highest 

ranks for a more creative direction. 

There are some leaders who drain all the capabilities and intelligence of their teams. Most of 

the time, this is for the reason of being the most capable and smartest person in the room. 

There are also other leaders who are very capable but care less when it comes to showing 

their IQs. Instead, they are more focused on nurturing the culture of intelligence in their 

companies. 

Understanding the 3 Hierarchy Levels 
Small businesses commonly operate better with loose structures but this depends on the 

people who work for these businesses. As these organizations grow, job descriptions and 

structure become more essential. With this growth, hierarchies are developed in order to 

clarify whoever has the power, decision-making, control, work, performance, and 

contribution to a company. 

Here are the 3 major hierarchy levels that you need to understand to have more idea on 

how an organization functions to achieve visible commercial spirit in the market: 

The Strategist 

The word “strategist” has always been considered to be an adjective like that of a 

design strategist, brand strategist, social media strategist, etc. Well, "strategy" has 

already become a modern buzzword nowadays for ‘senior professionals’. Anyone 
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who may be considering themselves as a senior may generally map out their skills 

and push a strategic leadership. 

The strategist in business is the one who develops opinions on the future direction of 

the business and its brand. Their opinions as based on current as well as predicted 

conditions, variables, research, and intuition. They use a bigger picture thinking, 

insights, storytelling, criteria development tools, and the synthesis in the 

implementation of agreed goals. 

But what makes a good strategist? To be a good strategist, a manager or a leader 

should be able to think about optimizing things for the better. They must be able to 

use the words “why” and “no” professionally and see problems through the 

perspectives of others. Strategists are professional opportunists in many ways 

because they can find the best opportunities, create plans, and direct resources that 

would make a big impact. 

Middle Management (Multipliers) 

The second to the hierarchy are the ones we call the “multipliers”. Here, the middle 

managers and leaders are the ones who deal with department-level decision-making 

and the setting of goals. They require summarized information whether weekly or 

monthly in a horizontal way across the functional lines in the business such as: 

ü Accounting 

ü Manufacturing/Services 

ü Human Resource 

ü Marketing 

ü Research and Development 

The middle management has the responsibility for every area and the specialized 

units that are within the functional lines. They need information in order to 

determine strategies. They spend time in identifying tactics to reach organizational 

objectives that are set by the strategists. The words ‘tactical’ and ‘strategic’ are 

military terms that are now adopted by the business industry. 

From the help of the strategists on planning to make a change in the working 

environment as well as to their products or services, the middle management will 

develop tactics they will help achieve the desired outcome. 

Staff (Value Creators) 

Managers and leaders who choose to adopt the mindset of creating value hold the 

key to become truly successful leaders. Value creation is the major objective of a 

business entity.  With value creation comes a strong commercial spirit. By creating 

value for your customers, you have higher chances of selling your products and 

services. 
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What are the elements of value? Well, the strategists and middle managers of a 

business have an in-depth understanding of this. As leaders, they consider their 

employees and staff as their value creators since they are the ones who have the 

direct contact and connection to their customers. 

Whenever customers evaluate a service or a product, they are weighing perceived 

value against the asking price. This is why marketers (business leaders) focus their 

time managing the price aspect of the equation, raising the prices to easily boost 

profits. This is very similar to the subject of staff as value creators in a company. 

Managers boost the morale and productivity of their staff in order to ensure that 

there is value delivered in every product and service. They can effectively help their 

staff create value by engaging them in business operations thoroughly and 

including them to planning as well as the implementation of strategies. Through 

this, a commercial spirit will be optimized and boosted to keep the business running. 

In simplest terms, these 3 hierarchy levels are important foundations of achieving 

commercial spirit in the market. Failure in one may result in failure in all areas. That is why 

it is better to understand every role to positively and efficiently execute and distribute 

them throughout the business operations, products, and services. 

 

 

	

  

• Top Level Leadership – Strategy = UNDERSTANDING THE 

NEED 

• Middle Management – Multipliers = Set the tone and 

communicate both directions 

• Staff – Value Creators = Highest degree of customer 
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4/ DISCUSSING THE DEMOGRAPHICS IN THE CHARTS 
By simply engaging commercial spirit into your area of distribution, the level of distribution 

and time management, every single detail within your business will be more transparent 

and realistic to what you are aiming for. The existence of commercial spirit will likely to 

introduce you into a new and better business operation resulting to obtained goals. 

Whether you are having the best skills and wealthy knowledge in marketing, sales, 

operations or even customer service, if you will not put commercial spirit, everything seems 

to be in a normal state. But if you implement commercial spirit into your business activities, 

there is a great chance for you to discover how you will be able to effectively achieve your 

ideal sales and revenues. 

In which professional area have the 2017 participants been engaged? 
	

	

When you mention about the are of professional engagement, you are completely referring 

to the process of you will get your products or services into the hands of your customers. 

This is the part of your business plan that will likely provide the best part of having great 

access to providing the market with accessibility into your niche.  

Thus, in the chart, you will notice that it is divided into 3 significant areas such as services, 

operations and commercial. The commercial gained the highest percentage which is 56% 

making it quite influential in the distribution process.  

Commercial spirit talks about the trading entity being a hedge by the positions in the 

market options. This plays an important role in the forward and futures markets ranging 

from initial production up to final sales. It’s inparticular of interest to see that a survey like 

this is beeing taken seriously by commercial people the most. 

Commercial	
56%	

Operations	
18%	

Services	
26%	

Professional	Engagement	
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When it comes to services, it garnered 26% make the second most important area of 

distribution. Businessmen have to put importance to services wherein it tells about the 

essential factor in providing the satisfaction for the customers. On the other hand, the 

operations have least percentage of 18%. Through effective operations, there will a more 

organized process within your business. 

Which Hirachy Levels contributed 2017? 

	

There is no doubt that the level of distribution including the value of creators, strategist, 

and multiplier plays an essential role in commercial spirit scoring. The strategist obtained 

the highest percentage of 37% wherein it dramatically influence the sales, marketing, and 

management of a particular business. 

Thus, the value creators gained 33% to which its role in the level of distribution highly 

affects the value of the services or products you are creating. Lastly, the multiplier has the 

least percentage of 30% which serves to be an important level in creating various points for 

better focus on the distribution. 

Strategist	
37%	

Multiplier	
30%	

Value	Creators	
33%	

Hirachy	Levels	
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For how long did the reference group serve? 

	

You can never go wrong if you consider the time of engagement to be an important part of 

every business operations. Here, the 10 years gained the highest percentage of 44%. Next is 

5 to 10 years with 19%, followed by 3 to 5 years having 15%, the same way to 1 to 3 years 

with 15%. Lastly, 1 year got the least percentage of 7 percent. So, this simply means that the 

longer the time is, the more engagement it requires to have better business operations. 

Commercial Spirit really exists in the business sector. And, with the right use, it will be 

easier for you to give more opportunities for your business. 

 

	

  

15%	

15%	

7%	

19%	

44%	

Time of "Engagement"
<	1Year	 1-3	Years	 3-5	Years	 5-10	Years	 >10	Years	

• Half of the reference group served more than 10 years 

• Commercial people are higher engaged 

• All Hierarchy Levels show a similar interest 



	 	 		Der	Sales	Doc,	CSS	Report	06/2017	15	
	

5/  GRANULARITY REPORT – THE NEEDED CHANGES 
In the business world, change will always be inevitable. But, most of the employees, 

managers and business owners are quite open for the possible changes in the business 

sector at any time. Fortunately, a commercial spirit can greatly help you in adapting to this 

changes. 

Although some of the business owners can develop some hesitant in leaving their 

familiarity into their comfort zone or even they fear that they will be not able to adapt to a 

certain change, there is no doubt that changes will offer great opportunities to business as a 

whole.  

Despite the short-term impacts of changes can be challenging on your part, you can never 

underestimate its positive impact on your business in the long run with the help of 

commercial spirit scoring. 

Readiness to New Opportunities 

If you have the ability and readiness in embracing change, it will help your 

employees to participate in creating new business opportunities. If you will 

enthusiastically apply yourself in learning new technology, you will be able to 

assume more future opportunities. This way, you are making new chapters for your 

business together with the right approach on changes. 

Staying Current  

Your market will always love to seek for current offerings, so you have to take 

advantage of this situation. You also have to adapt what is being current today in 

order for you to get noticed. Changes can also help your business in staying current 

making your offerings be more attractive to your current and potential customers.  

For example, if one of your competitors is developing and marketing a successful 

product, there is no way for this company to fall behind to develop and market the 

same product of its own. 

Improving Attitudes 

A personnel change within the organization can have a positive impact on the 

employees’ morale and attitudes. The change in the human resources philosophy 

can create a more relaxing and engaging work environment. So, with the help of 

commercial spirit, business leaders will be able to open their mind for new ideas 

with open-minded on the side. 
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Increasing Efficiency  

The changes within your business can increase the efficiency of the working process 

making your customers be more satisfied, including your employees. This new 

delivery process can actually increase the speed to which your customers are 

receiving their merchandise. For example, a new piece of machinery will greatly 

help you in speeding up the part of the production process. 

Encouraging Innovation 

If your business is adept at handling or embracing changes fostering the 

environment with encouraging innovation, you as well your employees will be 

more willing to creatively think which will directly help your business to grow as 

well as to create new opportunities. Remember, one single great product or 

marketing idea can really make a real and big difference in the success of your 

business. 

With so many available marketing or sales ideas you can actually utilize for your business, 

by simply engaging yourself with a commercial spirit you can make more significant 

changes in the whole process and success of your business. All you have to do is to 

implement it properly and be open-minded. 

	

  

Sacred cows make the best burgers. (based on Mark 

Twain) 
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6/ THE ALARMING POOR CUSTOMER FOCUS STRATEGY 
IN OPERATIONS AND SERVICES 
 

What is the best way to measure the success of a company? It’s through the fame or 

popularity that they are getting and the sales that they have acquired. So, how does a 

company become popular and how can they acquire sales?  

 

 

An amazing 1/3 on average has no idea who comes up for the monthly pay-check. 

No wonder the commercial department and their professionals are slightly better 

positioned in the overall picture. 

What astonishes the most is the poor customer centricity of the service departments. There 

is a need for a fundamental change in mind set and attitude – elsewise some of these 

support functions will become obsolete quite soon! 

Well, apart from the efforts that are exerted by the company, their customers are actually 

the ones who makes them rich and become an established company. However, despite this 

fact, the customer focus strategy in operations and services is alarmingly poor.  

0%	 10%	 20%	 30%	 40%	 50%	 60%	 70%	 80%	 90%	 100%	

Overall	

Commercial	

Operations	

Services	

Strategist	

Multiplier	

Value	Creators	

Commercial	Spirit	Score	
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As you can see in the graph above, poor customer focus on strategy level in operations and 

services can be observed. Also, there is a very positive sign that creators are valued by the 

customer centricity of operations. On the other hand, amazingly, the multipliers in between 

the strategy and staff are extremely poor.  

So, it is truly quite a wonder on how the ground staffs are able to have the right attitude 

both towards their job and towards their customers. In fact, they even do a better job at it 

than the people who are working in the company’s sales and marketing department.  

What seems to be the problem here? While some companies think that getting close to their 

customers is just a matter of investing in a new technology or building an app that their 

customers can use, we need to accept the reality that it would not be enough to increase the 

level of satisfaction that customers are getting from the company’s products and services.  

In addition to that, the entire process is long as well. In fact, it is not possible to do it within 

just a few months’ time for it takes years. Nevertheless, the company can still get some 

rewards along the way and so, they are not at a disadvantage at all.  

Commercial Spirit Score 

Multiplier 

Value creator

Operations Services

Le
v

el

Area

Commercial

Strategy

39%	78%	

69%	

74%	 51%	 53%	

54%	

59%	72%	
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How can the problem be solved? First and foremost, the company can consider looking at 

the information that they have acquired regarding their customers in a more holistic way. 

Of course, there is also a need to gather, consolidate and analyse how their customers react 

in a single.  

Through that, they would be able to formulate a strategy in order to correct ay 

inefficiencies. After all, in order for then to become customer focused, they need to learn 

everything there is a need for them to learn about their customers.  

Companies needs to have a clear picture on what their customer needs not only at present 

but in the future as well. It would also help them a lot to know their customer’s need in the 

past. This is where the participation of the company’s employees is essential and by 

employees, we mean those who directly deal and interact with the customers.  

With the sharing of information within the company’s employees, they would be able to 

understand their customers more. Using that information, they can also make better 

product and service decision. They can also have a better organizational structure as well.  

	

  

The management of a company must 
be aware of its most important asset: 

The client base. 
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7/ HOW OPEN IS YOUR ORGANIZATION TOWARDS 
CHANGE & HOW STRONG IS THE ORGANIZATION IN 
ORDER TO CHANGE? 
Change is something inevitable. As a matter of fact, even the food that we eat, the clothes 

that we wear and the level of education that we receive change as we grow older. Even our 

dreams change and so we do as an organization. Without change, an organization would be 

stuck in the present and would be unable to move forward.  

So, in order for them not to be left out, then there is a need for them to be open towards 

change. However, today, how open are organizations when it comes to change? How strong 

do they need to be in order to change? To answer these questions, we have conducted a 

survey online just this year, 2017 and here are the results.  

 

	 	

As you can see from the graph that we have prepared for you, among the people who have 

participated in the survey, 29% said that they have a perfect setup in all areas while 71% 

said that they can improve significantly.   

In	all	areas	we	
have	a	perfecet	

setup	
29%	

We	can	improve	
signiKicantly	

71%	

How	open	is	your	Organization	towards	
change?	
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On the other hand, when asked about how strong their organization is in order to change, 

25% of them said that they support change in all levels of their business while 75% said that 

implementing changes in an organization is a constant fight.  

So, how important is it for an organization to be open to change? First and foremost, 

without change, then they would never get to be where they wanted to be, especially with 

the fact that the world is changing at a very alarming speed and if they are not even ready 

for it, then there is a tendency that they would eventually end up with nothing. 

Nowadays, the marketplace has also become more demanding. Customers now demand 

higher quality products and services as well as value from it. They also expect expert 

guidance to be given to them. As an organization, there is a need for them to meet these 

demands or else, people would look for another organization who could fulfill their needs.  

Of course, adapting to change is never that easy. Nevertheless, it is something that we need 

to do if we want to be a better version of ourselves. We need to keep our eyes open for 

opportunities to change. Also, if you look at it closely, the most successful people out there 

are known for being always open towards change. With that, organizations should learn 

how to embrace change for that is one way for them to be able to maintain their 

competitive edge in the industry.  

With an organization’s openness to change, they easily grow their loyal customer base. In 

addition to that, there are also cases wherein changes makes everything so much easier 

when it comes to running their business.  

For example, with our acceptance and use of the latest technology, we can now 

communicate with each other more effectively, resulting to an increase in productivity and 

lesser room for miscommunication and mistakes. So, change is not actually a bad thing, 

especially for an organization. 

Change	is	
supported	on	all	

level	
25%	

It	is	a	constant	
Kight....	
75%	

How	strong	is	the	organzation	in	order	to	
change?	
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• Want to get an idea how your organisation is  prepared for 

CHANGE? 

• FOR A LIMITED PERIOD OF TIME OBTAIN FOR FREE THE 

COMMERCIAL SPIRIT SCORE FOR YOUR INDIVIDUAL 

ORGANISATION (Usually 399,- €) 
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8/ SERVICES  
	

	

CSS Evaluation and Analysis  

It would be a benefit for a business or company to have the CSS evaluation. Businesses 

require the right services preferred by clients.  Keeping the commercial spirit in mind takes 

the business to a high level by being reliable in having customer focus. CSS evaluation needs 

to be analysed to see if the company is reaching to the customer requirements and reaching 

their satisfaction.  

We would be glad to offer you an evaluation of your organization with no charge (Usually 

399,- €). With this, you are guaranteed to have the best analysis given to the evaluation. The 

analysis would be on the top and area level and more upon your other requirements. The 

analysis would connect the gap to acquire not only customer satisfaction but to make sure 

your business is working in all areas.  

The evaluation and analysis would lead to a better understanding of commercial spirit score 

and its meaning for your business. You deserve to have the evaluation in your business 

requires and we could of much to you in reaching your goals. Hence, this would contribute 

not only to the success of the organization but also to the process, the business would 

perform for the next few years.  

Therefore, what are you waiting for? Come and take this opportunity for you not to miss 

out the important information your business requires. This would prove to be efficient and 

successful in handling organization processes.  Find your personal offer at the end of the 

document! 

The customer is the beginning and 
endpoint of all entrepreneurial 

activities. 
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Customer Focus   

Customers not only require the satisfaction they require. The prevention of many 

complaint rates and unsatisfied clients should be prevented. The module stresses all the 

basic function required by the customer that would him or her in creating better decisions 

in making a purchase or selecting a sale. This would liven up the customer centricity in the 

organization.  

This also is required to make s longer partnership between the company and the clients. A 

company requires an excellent service no only to increase profit an1d sales but to ensure 

the right focus to the customers are maintained. A great focus leads to an excellent way of 

serving both the present and the future customers.  

This also would result in the Value in serving customers in a holistic way wherein the 

company or organization has trusted staff to talk to the customers about their needs. In this 

process, there is the presence of values that is essential in securing the good relationship 

with the company to most of its clients.  

If you are the business owner and a have a large staff, it would be good to shift your focus 

on the things the customer would be happy to care about such the high quality service 

together with the products that would be presented. Thus, it would be a bug help to you by 

making the right choices and decisions that would be applicable to the needs of all the 

clients. Rest assured a successful process is made in the end of each transactions  

Cross-Functional Workshops  

In running a business or a large-scale company, the identification of any potential conflict is 

important so as not to affect the other important areas that is sacred to the business. In 

doing the workshops, ideas and opinions of the employees of the company are discussed in 

an accurate manner as possible. This would leave you with the valuing the commercial 

spirit of the company.  

The ideas the customer would acquire for this would prove to be essential in making sure 

customer focus is established in the marketing and sales structure of the business. A great 

focus on the customer while avoiding the cases of conflict would end in a success of the 

business in terms of selling and acquiring the target profit.  

The workshops not only present the opinion and learning to the clients but it makes sure 

the process of the business is doing great according to plan. Why is this required? One of the 

great reason is to make sure no further conflicts would arise together with the guarantee of 

achieving great business  or organizational success.  

Aside from this, the organization would always come up with the methods in order to avoid 

possible conflicts in the future. In doing so, this would result to customer centricity wherein 

the company would have an excellent relationship with its customers. When this happens, 

there is a guarantee most of the deals of the business would turn to a fast and easy sale. 

Thus, there is an assurance of more profit gain in the end.  



	 	 		Der	Sales	Doc,	CSS	Report	06/2017	25	
	

Internal Coaching  

Each department of a company requires a balance relationship among employee. This 

would result in a big advantage to the performance of the company within those 

departments and in serving most of clients. However, this could be made effectively 

without internal coaching.  

Aside from making a benefit to the organization, it also presents the Value in serving 

customers in a holistic way through making value oriented approaches to all the clients 

because of the effective performance of the company as a whole. If the company has a 

successful performance, this would in turn result to an excellent way of having the desired 

profit of the company.  

For an example, a client who has undergone internal coaching would be assured of a 

confidential approach together with the guarantee of developing his or her interpersonal 

skills, ideas, turning weaknesses to strengths and many more. This is only the first 

significant start for a business or organization. The rest would pertain on the services the 

company would do tis clients.  

This pertains to customer centricity wherein there is a repetition of availing the services of 

the company due to a great relationship made by the company to its clients. The module 

would prove significant not only offering Value in serving customers in a holistic way but 

also in reaching the desired success of the business or company. The holistic way would 

account in the balance and right kind of approaches presented to the clients. In this way, 

there is a guarantee of having more profits at present as well as in the future years to come.  

 

Follow up (for monitoring progress) 

In the Commercial Spirit Score, follow up is necessary not only to monitor progress in the 

organization but most especially to validate improvements. Your customers need assurance 

that they will not be put on hold after they receive the product or service. There has to be a 

The whole company organisation 
has to think and act in a customer-

focussed way.   
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follow up coming from the business or an organization to see if either the service or the 

product has been effective in meeting the needs of the customers.  

Failure to follow up with customers can lead to something worse on the company itself. You 

should understand that one of the most effective ways of building connections and 

strengthening your relationship with your clients and customers is through follow up. Do it 

consistently with respect and keen honesty so you can get the most out of your actions.  

How you go about your follow up can affect the way your customers attend to your 

questions or queries. The way you approach them must be in a way they prefer more than 

anything else. Take note that in a business, nothing is more important than keeping your 

customers. There’s no need to question why you should do a follow up session with them 

because it is a necessity on any organization.  
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9/ CONCLUSION 

	

Based on the chart given, we can say that some of the areas are good but majority of the 

aspects of an organization need improvement. In order to cater change in an organization or 

a business, every single operation and transaction within the company has to be revenue-

oriented and customer-focused. If you wish to gain constant change within the organization 

towards success, it is essential that the business come up with effective strategies and 

techniques.  

 Creating sustainable operations and services can be empowered by social networks along 

with the rise of value-oriented organizational services. The global marketplace is fast 

changing thus, there has to be a way at which your company’s Commercial Spirit Score 

(CSS) needs to increase at some level. Once an organization is able to learn of its commercial 

spirit score, it can be a channel for change.  

Developing the most effective strategy while building a strong customer-oriented company 

can be a great challenge for business owners and entrepreneurs. But, if they are able to do 

good in this endeavour, they can guarantee quality results for their business.  

The goal of Commercial Spirit Score is to help businesses and organizations to determine 

what is lacking in their everyday operations. Through this technique, it becomes easier for 

business owners to identify what other things need to be done in order to come up with 

great outcomes in daily transaction within the company.  

By the time that they knew the inequities, they will automatically develop the best action 

to address the current needs of the organization. Through meaningful interpretation of CSS, 

an organization can successfully achieve what it has been trying to attain. 

Taking care of sales must include the 
whole company. The responsibility 

for sales has to pervade all areas of 
the company. (based on Peter Drucker) 
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 SPECIAL OFFER  

• FOR A LIMITED PERIOD OF TIME OBTAIN FOR 

FREE THE COMMERCIAL SPIRIT SCORE FOR 

YOUR INDIVIDUAL ORGANISATION (Usually 

399,- €) 

• ONLY 100 evaluations will be given out for FREE 

– first come first serve 

• Send an email to spirit@sales-doc.de 

• Quote the code “mySalesDoc 2017CSS” 

• Provide Name and Contact details & Website 

It is that easy ….. 

A quick survey will be set up – 100 % 

confidential, 100% made for your organisation 

We will mail you a link, which you need to share 

with your team. 

We will close the survey after 1 Week. 

YOUR WILL RECEIVE THE COMMERCIAL 

SPIRIT SCORE FOR YOUR ORGANISATION  

FOR FREE  



	 	 		Der	Sales	Doc,	CSS	Report	06/2017	29	
	

 

 

	

Die richtigen Dinge  
        richtig tun.

THOMAS PLÖGER  
+49 172 921 03 91 
INFO@SALES-DOC.DE 

Any Questions – how can I support you?  
Let‘s get in touch and raise your CSS 


