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¥ lta Wriplfe
ales Huelp Wunbesl: Grow tr_mtm} from
scradchy, Mow competitors enter market
very day. Custommers ol cape ahout
prce. Low marging, long boare Call truday.,
o Yo wiln lihaely never see this ad. Hut
truth e kroewm, this s the pl slory of st saies
prasitions, Too bad. it doesn’t have Lo he (hat v
- Hiring glar eioplovees who don't seem o wark
ok seems e be Lumrnr*nplace in todays ipht mae-
ket Saveral com pusmies have fgared out the game of
biring Hhw zight peaple for the cight job. Mot have
nat, Youn upped the anle for wcrailnwct, oo
increased the ks salacy, wdded commissions and
uhivrod onore benetits. And w21 vour salaepeople
becorne dislzacted and nonprductive and Lais
year's enlire sales gt is already o eoperdy,
The avetaga ratura on iovestonenl foe mis-hices

ciarming less than BTN per pear is - 20 perond,

ez, that's dignt - 2 negative 200%. The boltom Loe
suffers cven mon: the higher the base salary For
pmfeasiuml_ Sl ol amanisgers recviving a base
saliry bretwezen 100,00 and §256,000, 4w fasm on
ivesrnent iv o staggering -565 percent. (e, thal’s a
nogative 565! (Sonzee: Tle Astronwomicn] Costs of
Mis- i, Jopirading, Bradlerd &, Smarl, FhD)
The nued for a sustzinanle, compmlitive odege in
ocay's miarket @5 a high performing salss force.
With the blur Bebwess Feasdech Inwy end orand
reamies iz ol but erased the customer lnyallies,
the ringrle heal diffeneniialor is e saies foree, Select
the wrong represa nlative ol your company amd yuu
cowld end upr ceding markel sliee o e compusi-
Hon. Lmplovers and managers mwst cospoied i a
samirk way. which may not be the zame way s
Always oo dawe,
Thas being true, \-".-"]'I:.-" do managers ingisl pu
" using the job inleevicw alune for b selection? it
- must be managers simply havew'| Geoned oad how
Ly el wilin thw dearth of falenk. Because aceording
to Bill Peosteiler e The Terfurmance DiAT
Systern enanual, "Tradibianal ilereicwing methods
are effective tess (an one ol of five Liowes. Yot
ninety percent of all jub lums are mode by
an interviaw.”

In all faurness, ae a resalt of a lack of Sme and
bacle of applicants. miuwgees tey fo du the bt thoey
can with what they aot With prossui Lo grow sales,
sintain market share, increase profils and salisfy
cuslowmers, they make quick and intoitive decisiona
baged on atvuliubly nfvomation and subjective
perfurmance measarer. Kesparch, however, poinls
clearly W wnderperormance by comployees fin any
job, not enly sales) is the residt of o furdicooatal
mismakch between the ekills and competencies
riquited in the jub and the persun hived for the job.
1t 15 alknwest impussible to find someone with 3
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ROLLING THE DICE

*Traditional interviewing methods are cffective in finding
qualified salespeople less than one out of five times.
Yet ningty percent of all job hires are made by

an interview.”

complete miv of elevand skills repandless of the
seleclion wnols wou Lse, and the inerview is incredi-
biv incfitive when used as the anly loel for
prvlivliong i cenlidale’s mastery of the job.

A suvcessiil selection process wouks not anly at
the experience, praduct kbesvled e, aug sajos skills
bal the purfermance fackors that separate Lhe g
pertormers Iram dhe avepragy slbespersen, Skills for
specessiil sales will diffur fram product to produc,
industey 1 induslsy, regian W sugion, The skills may
dilfer fir now prodncts and marure PI‘I.'JdUI:['i new
arid vl territoriea.

“The purpases of e interview s e evalute how
wll i job condidate can da the joh, nat Tow seall be
can inlerview, kosl mleeviews and meference checks
torcies A wehial the sangdidale bas avcemplished, The
infervicws and sslecton process should focus on
b hed she aocomplished the tasks ot projecis and
dic L/ she accemplish it um his/ her avmn.

The wilimale chieblenge managees confeont then
i learning how Lo aecuabely assess e rlent of the
individual, hiaz or har fit with (e aganizalion aed
ulinreadedy bie urdwer willanmess to shave their falent
with pou. Wnal makes some salespeople so good
ord what §a this competance worlh? In ane study,
1he up 10 pereent exceeded average parformera by

320 percent! In another stocly, the tup 10 percent of &

salis force soid more Lhan Lwics the average. Crvon
e Lvpicad salacy sconaad 522000, the top performers
sold about eighly-aight times heir sa]a_r:,r

If the interview-oubr method s an J_ne]_fuclwl:
way tis hine tep performers in today's Light labor
market and ocompotitive markels, how <an you
ancursbely owisune pedfonmance competencies 1ika
metivation, decision-making skifls, cnthusiasm,
puersistence,  costemer  service  ar Mruslration

[rEjectinm) olerance seill quueslions alone?

- Identifyirg oo pertormera beping with deler-
mintng, what bund (technical) and soft skills aza
needed Lo surceed. Jol canlidlide are quadifaed for

- thu job by identifying the tosls thal will elp answer

th I.'(J]](JW]HJ_., queAtians:

+ Can the individual self?

* Fow will the individual sell?

= Wby will b iondiv icloal sell?

* Will the individual =all 1or yau?

* With what intrnsity will the individuoal sa)7 -

* Haw clfoetive sl cffiiient is the individoal *

= Howr peuch sleiclure o :mlc-puuduw_ davs the
individual require?
*Haw woll does  the
day-te-day slesses?

individual deal with

+ Can they build a pipelina ar genemte rapeat aales

feoim existing customers?
* 3¢ they sell the figsaw picces to the pueele o the
counyele piclure as Lhe solulicn?

_procesaing on Lhe

The Literview 19 ane crucial and vilal lecl. Wil
the conwersion of “testing” frnm paper and penc
Wodks peyuizay; manual interpretation to read-tur
Tndernet, the inclusion 4
belavinral. motivational and skills lesting, for sali
el inanipement sciecHon and development ia
ngl-bave competilive edge, The addifun o
beliavioral and zales skill azzesArments dramatical
impraves 1he wliabilidy of the inferview pooiess b
accuzately identifying haw, why and how inlenss
and ol tively he or che will w11

Threw towls with a celiabie track record an
highly predictive at identifring Lo salesgsaple (an
mieutugers ) for figh prowth, high bech and mmtmepn
neurial oompasies ar slagnanl companies willing |
make the changes to becme competilive ane L
Managayg for Success™ Sabes Report, Ferson
Interesls, Atitules ond Values™, and she Chiality 4
Molivalion ™ Qeeslioncain:,

Wlanaging of Buccess Baporls, 4150 1y m]ahle E
managers, customer servics, eam-huifding, an

" Hme managemaent, answer the foliowing queskion

how will they appeoach probluns,  inflace
peapic, deal with the pacs, and comply wil
poovelumes suk by others,

The Fecsonal Interests, Atides and Vﬂ]u-;
measurea how likely wour gpeoducl, serec
vompany calbure, and rowards programa will satisl
tha saleapanpla lar the shotl-lerm asl dhe long Lhaw
In oiber words, what internal vewards dris
1Bwir bcbuivioz

The third survey, Cuality of Mativatio
Queslionmuine, iswers thot abiguituvus question -
the person meliveted? How will he or she condes
wejection? Wid they persisl ar quiz? Will They T
srupliviate:l by the hunk fuor new oustomers o th
masntenanoe of curment anes? Vil they ghape info
miklosy Sabke ciske, and putin thecffortta be sw
cessful? The Chuality ol Molivalion peovides t)
manager nsights intn these, ra well a3 th
Inlsviduiis vffertiveness and efficiency; cudsit
decisioi-making rote and frustration twleranc

_ {Rasle. porsinbenoE)

TPeople weith thae nbht '.'.ll_h'wlural style, attitude
comsistent with e cwiture, and mmotivation aeede
e thriove i the jub and environment aze more likel
o pel wp 10 l-speed quickes, Jearn ad be dia

-lenged, stay lomger, make fewer ertors, e mot

deprendable and raliable, make batter team plajrer.
and in short, provide a much better cobern on ot
pavrall and braining inaresinent-

Lizing assezsment tools ia the Amart way L
bl eeladnn 2] dewedop a high pedusming sabes fore
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