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RES Software enhances direct sales, pre-sales 
and partner management capability with 
SalesAssessment.com toolset   
 
Enterprise IT leader deploys online assessment and diagnostic tools to drive sales 
talent strategy. 
 

Overview 
 
RES Software is a rapidly expanding operator that delivers a unique IT Store technology for 
enterprises. It transforms how users consume IT services through proactive, secure and 
automated delivery and return of IT resources. Inevitably, rapid growth has focused the 
company’s attention on the current and future performance of its sales organisation. 
 
The organisation has been working with SalesAssessment.com reseller SDV Training Ltd to 
enhance its sales talent management capabilities as part of a more scientific approach to 
sales talent management. SalesAssessment.com’s diagnostic and analysis toolset has 
enabled the company to benchmark its entire sales organisation against the profile of a high-
performer within the type of sales model it wants to adopt. This is helping to drive a strategy 
of hiring and developing the right people for the future. 
 

The challenge 

 
As an entrepreneurial company focused on providing outstanding service to customers, RES 
Software has enjoyed rapid growth since its formation. It has grown from around 100 people 
in 2012 to about 250 in 2013; it expects to employ over 300 people soon in 2014. However, 
as it has grown, the company has recognised the requirement for greater insight into its 
existing sales organisation and the need to adapt to the challenges of the evolving 
marketplace. 
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RES Software is also currently putting in place a comprehensive strategy for recruiting and 
developing high-performing talent going forward. Like many other organisations in the hi-tech 
market space, it is not only competing for the best talent but is also acutely aware of the cost 
of making the wrong choices. 
 

The strategy 

 
The sales organisation is recognised as a key component of the organisation. ‘At 90 people, 
sales makes up more than one third of our overall headcount,’ explains Monika Bouchalová, 
Vice President Human Resources, RES Software. 
 
Now, as the company expands and continues to grow revenues, it is moving towards a new 
solution-selling model more closely aligned to the developing marketplace. 
SalesAssessment.com tools are a key component of achieving this transformation process. 
 
The company has engaged in an extensive programme of talent management analysis 
involving its sales, pre-sales and partner management roles. 
 
Recruitment 
 
The company has recently doubled the size of its sales force over an eight-month period. 
‘We are in a growth period. There is a demand for hiring more and more people,’ Monika 
says.  
 
She adds: ‘It’s difficult to find salespeople in general, and to find good salespeople requires a 
specific approach.’ 
 
SalesAssessment.com reseller SDV Training Ltd has enabled the company to enhance its 
recruitment processes using the Sales Talent Assessment tool targeted at the Account 
Manager and Sales Manager roles.  
 
Monika was looking for a tool that ‘would give us some facts’ around the competencies and 
skill base of its sales talent, and found the Sales Talent Assessment to be a good fit. ‘It gave 
us an objective overview and was easy to read and understand.’ 
 
Team view 
 
RES Software has also deployed the Sales Team Dashboard, which enables organisations 
to uncover trends and plan development across entire sales teams.  
 

‘We are not a “hire and fire” company. Making the wrong choice 

is very costly.’ Monika Bouchalová, Vice President Human Resources, RES Software. 
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‘It really is very helpful; it’s given us real insight into our teams’ potential and confirmed what 
we expected – that there were some competencies that will make us even more successful if 
we focus on continuing development.’ The company has also used the dashboard to 
benchmark its teams across different geographies and to help put together some individual 
career development plans. 
 
As a result of the assessment process, the company is now implementing a number of 
trainings to enhance sales performance and efficiency in the areas of focus that will enable 
the sales teams to perform at a consistently higher level. It has also put together relevant 
support material for the sales professionals. The requirement for the new competencies also 
feeds into the hiring profile for the future. 
 

Reaction 

 
With effective communication, the assessment programme has largely been well received by 
the organisation’s sales professionals. ‘We made sure people understood that we would not 
replace people as a result of this,’ Monika emphasises. Instead, the approach has been to 
communicate the potential benefits in terms of development and potential for future roles. 
 
The organisation’s sales managers, who are highly influential in terms of hiring future sales 
talent – and can sometimes be sceptical of assessment processes – have also been 
supportive, Monika confirms. She adds: ‘Our sales managers are very entrepreneurial.’ 
 

Conclusion 

 
RES Software has adopted SalesAssessment.com’s range of sales talent diagnostic tools as 
part of a process of aligning its sales operation to the evolving requirements of the 
marketplace. It has been able to benchmark its entire complement of sales talent in relation 
to the new sales model and identify relevant behaviour, skills and critical reasoning focus 
areas. 
 
As a result, the organisation has been able to address short-term issues with relevant 
training and support material for its current salespeople. It has also been able to create a 
longer-term sales talent management strategy to accomplish the transformation process.   
 
RES Software’s transformation process is being facilitated by hiring and developing the right 
people – those who have the potential to be high-performers within the new sales 
environment. SalesAssessment.com’s Sales Talent Assessment tool is an essential element 
in this process. 
 
 

  

‘I want to say again how much I appreciated your approach during 
the sales cycle and your guidance on the profiles. 
 
‘It is rare when you feel that you are not being pushed by a sales 
person. You created a feeling of comfort and trust.’ 
Monika Bouchalová, Vice President Human Resources, RES Software. 
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About RES Software  

 
Founded in 1999, RES Software has become the leader in making IT organisations 

productive at delivering IT services to users. The company develops technology aimed at: 

• Creating value and making a difference for IT organisations 

• Unlocking the full potential of IT people 

• Driving better IT operational excellence 

RES Software transforms how users consume IT services through proactive, secure and 

automated delivery and return of IT resources. By automatically delivering predicted IT 

services to users, and supplementing automated self-service for additional service requests, 

IT is now able to give users the instant, consumer-like experience they have been 

demanding in the enterprise  
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‘We are a committed and agile team of people who have fun at work. 

Trust and respect permeate our relationships with each other. That’s 

what makes us a great place to work – a place where people are 

inspired to be the best they can be.’ 

Monika Bouchalová, Vice President Human Resources, RES Software. 


