
 
 

One of the powerful aspects of ICOM4 is we use a consistent measurement process that gathers feedback from C-suite all the way to the client, providing insights 
on the congruency of the workforce and how each layer impacts the ability to achieve strategic objectives and fulfill brand promise. Each assessment layer can be 
used in isolation, or as a full organizational evaluation system that isolates development priorities in order to achieve business results. Assessment options are 
listed below. 

 
 

Assessment Type Feedback 
Provided From 

Uniqueness of Assessment 
 

Outcomes 

Attend Level 1 Accreditation 
Team Grading Their Leader 
Assessment 
 
USED TO DEVELOP 
LEADERS AND RAISE 
EMPLOYEE ENGAGEMENT 
LEVELS 
 

Workforce Measures the ‘desires’ and 
‘experiences’ that team 
members have toward their 
leader. The gap identifies 
leadership development 
priorities and potential areas of 
disengagement 

Isolates leadership development needs, so that focused 
development can be implemented. The results identify how you can 
dramatically increase leadership skills whilst raising employee 
engagement levels. The data allows an organization to effectively 
allocated resources when developing leaders, and provides a ROI on 
the development interventions used by measuring changes in 
behavior post development  
 

Attend Level 1 Accreditation 
Leader Grading Their Team 
Assessment 
 
USED TO DEVELOP TEAMS 
 

Upper/Mid or 
Frontline 
Managers 

Measure the ‘desires’ and 
‘experiences’ that a leader has 
toward their team. The gap 
provides clarity on areas 
impacting team performance  
 

Isolates team development needs, so that focused development 
can be implemented. The data allows an organization to effectively 
allocated resources when developing teams, and provides a ROI on 
the development interventions used by measuring changes in 
behavior post development  
 

Attend Level 1 Accreditation 
Team Grading Other Team 
Assessment 
 
USED TO DEVELOP 
LEADERS AND RAISE 
EMPLOYEE ENGAGEMENT 
LEVELS 

Workforce Measures the ‘desires’ and 
‘experiences’ that team 
members have toward either 
intact or interdepartmental 
teams. The gap identifies 
communication priorities and 
potential areas of under 
performance 

Improves team performance and breaks down silos between 
interdepartmental teams. The results identify how cohesion can be 
improved. The data allows an organization to effectively allocated 
resources when developing teams, and provides a ROI on the 
development interventions used by measuring changes in behavior 
post development 
 

Attend Level 1 Accreditation 
Employee Engagement 
Assessment 
 
USED TO RAISE 
ENGAGEMENT AND BUILD 
BRAND ADVOCATES 
 

Complete 
Workforce 

Cost effective employee 
engagement assessment that 
provides immediate results that 
can be linked directly to the 
above assessments 

When used in combination with other assessments, it measures 
employee engagement levels pre and post development. This 
assessment can be used in isolation or in combination with any of the 
ICOM4 assessment tools 



Attend Level 2 Accreditation 
Sales Person Grading Self 
Assessment 
 
USED TO DEVELOP SALES 
SKILLS 
 

Sales 
Force/Account 
Managers 

Measures what sales 
professional believe they are 
good at, this data is compared 
with client service feedback (see 
below) 
 

Isolates sales development needs, so that focused development 
can be implemented. The results identify how you can dramatically 
improve sales skills whilst raising the satisfaction levels of your 
clients. The data allows an organization to effectively allocated 
resources when developing sales and service teams, and provides a 
ROI on the development interventions used by measuring changes in 
behavior post development  
 

Attend Level 2 Accreditation 
Client Grading Service 
 
USED TO DEVELOP SALES 
AND CUSTOMER SERVICE 
SKILLS 
 

Clients (B2B 
only) 

Measure the ‘desires’ and 
‘experiences’ that clients have 
toward their account manager. 
The gap identifies areas in 
which the client is dissatisfied 
with the service and maybe at 
risk of placing their business 
elsewhere 
 

Isolates the specific areas where sales professionals are not 
meeting the relationship needs of their clients. The results are 
used to increase the competencies that need to be used in order to 
improve the client relationship. The data allows an organization to 
identify clients who are at risk of leaving, reduce client churn, raise 
satisfaction, and build external advocates for the brand. In addition it 
provides a ROI on the development interventions used by measuring 
changes in behavior post development 
 

Attend Level 3 Accreditation 
Senior Executive Assessment 
 
USED FOR SENIOR 
EXECUTIVE FOCUS DAYS 
 

C-Suite/Board of 
Directors 

Isolates and links senior 
executive priorities and how this 
drives business outcomes 

Measures and guides the culture of the business in alignment with 
strategic goals, allowing the executive team to allocate resources and 
support to management in order to execute strategy 

Attend Level 3 Accreditation 
Management Assessment 
 
USED TO DEVELOP  
MANAGERS 

Upper/Mid or 
Frontline 
Managers 

Isolates what management 
focus on based on the resources 
and support that is provided, 
and compares this to senior 
executive priorities (see above) 
 

Misalignment between executives and management is the first level 
of breakdown in communication and when left unattended begins to 
erode at the culture. Results offer a higher level of control in driving 
the desired culture of an organization in order to consistently achieve 
strategic goals 

 


