Sales To The Max 

You don’t need to be a rocket scientist to understand the cost of hiring a poor performing salesperson.  There are many formulas on the cost of sales personnel turnover. The general consensus is that a bad sales hire can cost between 150% and 250% of the first year’s salary. What most sales managers don't take into account is the cost of personal time. 

Of all the roles we assess for here at AssessSystems, sales would rank number one. Over the last six years, we have seen thousands of sales assessments and conducted numerous validation studies.  At present we are conducting a large study that will use our entire database. Previous validation studies using SalesMax produce some outstanding results. We saw that candidates with top scores on SalesMax produce on average 121% more sales dollars.  When used at a large insurance company, those sales people who scored high on SalesMax sold 2-1/2 times more than those who scored low. 

What was more telling was that SalesMax screened out 84% of poor performers. This backs up our strong belief that assessments are good at showing you the “oophs”, screening out those people that won’t make the grade.

There is no doubt that there are specific personality traits that link to sales success. If the candidate does not score strongly in these traits, no amount of training will enhance their ability to be a better than an average sales performer. Using SalesMax, we have identified these traits in our testing process (see below).  

Sales Personality:
Success in the sales profession begins with a basic disposition for sales. Personality traits are stable characteristics that are not easily changed through training. Sales professionals should possess the right personality from the start. SalesMax measures personality characteristics that contribute to effectiveness in the sales role, these are:

Energy 

Follow Through 

Optimism 

Resiliency 

Assertiveness 

Extroversion/Introversion 

Expressiveness 

Serious-Minded 

Self-Reliance 

Accommodating 

Positive About People 

Sales Motivation

What motivates a person is also a key sales driver. If a candidate is motivated by money and becomes a successful sales person earning a base salary (may be a small bonus), they will move on quickly (or be poached) to a position that better rewards their efforts through commission. The understanding of what motivates a person can give good insight into how successfully they will fit into your sales process.  

The Motivations Section of SalesMax will help you gauge the fit between the individual's motivational needs, your supervisory style, and the rewards available in your organization. SalesMax looks at these motivators:

Recognition 

Control 

Money 

Freedom 

Developing Expertise 

Affiliation 

Security 

Achievement

Sales Knowledge:
Finally, although sales knowledge, skill and experience are not necessary pre-cursers for sales success (you can teach people to sell, but you can’t teach the “will” to sell – this is driven by the individuals innate personality, see above) knowing a candidate’s strength and weakness in this area can help you gauge training needs if hired.  

SalesMax measures the individual's knowledge of effective strategies for various sales situations. Experienced candidates should score well in most of these areas. For the inexperienced or poorly trained candidate, SalesMax helps you target training needs. The sales knowledge areas evaluated are:

Prospecting/Pre-qualifying 

First Meeting/First Impressions 

Probing/Presenting 

Overcoming Objections 

Influencing/Convincing 

Closing

Having the sale knowledge component in the mix makes SalesMax ideal for use in developing your current team. In closing, SalesMax comes in two report styles. These are:

The Selection Report - Provides: 

A Success Index - The probability of the candidate’s success in a sales role. 

Interview and Reference Probes - Helpful guides for the interviewer to pursue areas of potential weakness. 

Management Suggestions - Recommendations for how to manage the candidate if you hire them. 

 
The Development Report provides: 

A Graphic Profile & Interpretation - How specific personality factors help or hinder effectiveness. 

Developmental Suggestions - Recommendations on how to close developmental gaps by suggesting specific resources. 

A Developmental Action Plan Guide - Tips on building strengths and recognizing weaknesses. 

For more information and a web demonstration on SalesMax, for selection or to develop your current team, call Rob McKay or Brent Lawrence on 09 414 6030. 

