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This activity will give your team a self-perspective insight into how effective your 

current sales and marketing activities are performing. The score is far less 

important than the process here.

 1. Marketing activities  

 2. Brand presentation

3.Industry engagement  

4.Sales activities

Most importantly, it will give you a benchmark so that you have a way to measure 

the team’s progress in four general areas: 
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The Self-Assessment Scorecard

Score 1-5
  
1- Executing Poorly
3-Neutral
5-Executing Excellently 
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After you self-assess, do not overact with any drastic changes. Simply be aware of 
what is effective and what is not effective.  I recommend putting any urge to make 
immediate changes on hold.

Why? You might discover late in MAPS that it isn’t what you’re doing, but how you’re 
doing it. MAPS will guide you toward peak performance in some of your activities 
that are not performing well. The scorecard exists to make the team self-aware of 
where there is opportunity to improve. It is not intended to judge or criticize. Just be 
aware.

The Self-Assessment Scorecard

Score 1-5
  
1- Executing Poorly
3-Neutral
5-Executing Excellently 


