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Leading US bio-sciences company initiates 
strategic-selling model to move in step with 
evolving marketplace   
 
SalesAssessment.com diagnostic toolset provides the required deep sales talent 
insight to drive the transformation. 
 

Overview 
 
This leading US bioscience company has a 60-year heritage as a global provider of 
genetically modified mouse and rat models and services to the biosciences industry.  
 
The privately held organisation has revenues of over $100 million and employs a sales force 
of 20. 
 
The organization is currently going through a process of strategic sales change as it seeks to 
address the competitive challenges faced by many organisations operating within the highly 
competitive biosciences marketplace.  
 
SalesAssessment.com’s online assessment and diagnostic tools have provided the facility 
for the organisation to gain deeper insight into the relevant talent management issues and 
enabled it to build the foundations of an executive level strategic-selling approach designed 
to better align the company to the requirements of the marketplace. 
 

The challenge 

 
This company has traditionally been a market leader in its sector but has increasingly been 
subject to fierce competition in a challenging biosciences marketplace. Technical excellence 
alone is no longer enough for bioscience companies to differentiate themselves. 
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Like many organisations, they have recently been finding that buying decisions are being 
delayed and that customers want to do more with less budget. 
  
‘It’s much more of a struggle to get face time with people,’ says their Head of Global Sales 
Support. ‘People don’t really have time like they used to. 
 
‘We know that the market is different from three to five years ago.’ 
 

The strategy 

 
While moving from a product-centric model to a value-focused approach is part of the 
solution, implementing a strategic-selling model enables organisations with the requisite 
talent, processes and structure to dominate the market. 
 
A successful transformation is predicated on a number of factors: in this case, one issue was 
the need for the organisation to acquire in-depth understanding of the capabilities and 
potential of its existing talent and their ability to perform within the context of a strategic 
selling environment.  
 
Another was the ability to put in place an appropriate development and recruitment 
programme as part of the transformation process. Finally, there was also the need to align 
the marketing organisation with the rigours of the strategic-selling model. 
 
The company acknowledged that most of its salespeople in the past have been ‘generalists’ 
in approach with a background in academia, bio-tech or pharma. The way forward was seen 
to be the introduction of a group with a higher sales skill set and capable of engaging big 
pharma and larger biotech companies. 
 
The question the company asked was: “do we have the right internal skills to transition our 
people to this new type of role?” 
 

Solution 

 
SalesAssessment.com’s Sales Talent Insight Suite provided the information the company 
needed about the current capabilities of its sales talent and their potential to perform within a 
new sales environment.  
 
‘We assessed people at the highest level even if they were not in that role,’ said their Head 
of Global Sales Support. This enabled us to understand who we have already on our team to 
fulfil those new roles and to identify those who were never going to be ready for that role.’ 

‘We know that the market is different from three to five years ago.’  

Head of Global Sales Support. 
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The assessments also highlighted the people who the company knew were struggling and 
matched the information already obtained through the coaching process. ‘It was uncanny 
how the results matched what we already thought and provided another data point to confirm 
what we thought. It validated that we really do know our folks,’ she added. 
 
Skills development was identified as an important precursor to success for the company’s 
sales talent, with the assessments identifying that missing skills would hamper any planned 
sales transformation. Unusually, however, behavioural competencies were average to high 
across the organisation, indicating that developing the right skills within individuals would 
enable them to perform within the environment. Critical reasoning ability also was not a 
problem given the intellectual quality of the talent. 
 
At the same time, the assessment process enabled individuals to work on their own 
development plans; meanwhile, the organisation’s upcoming plans for next year will include 
individual and team development programmes. 
 

Outcomes 

 
The company is planning a move to a more modern, higher-level sales model, with a move 
away from a product-centric to a more customer-centric, value-based approach to selling. 
 
It envisages two distinct roles for its sales talent: the first being a tier of generalists, and the 
second group comprised of a smaller number of key account managers focused on large 
accounts. 
 
Meanwhile, the new sales approach will be supported by a new marketing strategy with key 
messages moving away from a simple product focus to be more closely aligned to the new 
go-to-market approach. 
 

Benefits 

 
There have been a number of benefits that have resulted from using the Sales Talent 
Assessment, not least that the tool offered objective, data-driven validation of the 
organisation’s thinking. 
 
The fact that SalesAssessment.com’s assessment and analytics tools are role specific and 
clearly differentiate between specific sales approaches was a vital aspect of this 
engagement. This capability is not readily available with other assessment and analysis 
tools. 
 
It was a crucial factor in uncovering relevant development issues and instrumental in 
highlighting the need to reform the marketing approach along with the sales model. 

‘Sales Talent Assessment enabled us to understand who we have 
already on our team to fulfil those new roles and to identify those 
who were never going to be ready for that role.’ 

Head of Global Sales Support. 
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About the company  

 
This leading US biosciences company is a global provider of genetically modified mouse and 

rat models and services. 

As a full-service industry leader, founded in 1952, they help clients acquire, test, develop, 

breed, cryopreserve, prepare, and distribute highly relevant research lines worldwide. 

Whether you require custom genetically engineered, humanized or research-ready models, 

their scientists will partner with you to rapidly and efficiently obtain the high-quality models 

needed for your discovery or preclinical programs. 

For more information about this client please contact your local SalesAssessment.com 

Reseller, or contact us directly via our web contact form at www.salesassessment.com. 

 

‘The SalesAssessment.com folks 

were really responsive.  

That doesn’t always happen, so it 

really stands out nowadays.’ 
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