The Odds of Hiring Top Performing Salespeople
Those of you who find yourself in the unenviable position of having responsibility of hiring the salespeople for your organisation know, without a doubt, that it is the single most difficult task you have. 
I have sat in the same chair when I was in the commercial broadcasting industry, charged with the same task, hire top performing salespeople. I thought I was a tough interviewer, asking questions of the candidates about their sales performance and accomplishments. I would probe looking for strengths and weaknesses, and ask them to tell me about their toughest sale. Then I would have one or two of our top salespeople and managers sit in on the process by asking questions and giving me their observations regarding the candidates. 
You guessed it – my success rate was less than 50%. 
Then we fell into the training trap. We decided the real reason our salespeople were failing so badly was because they were not trained properly. Therefore, we set out on an ambitious training mission designed to train our salespeople into sales success. We invested months of time, effort, and money on this futile mission. 
You guessed it – our success rate was less than 50%. 
Then several years later, we decided to use an assessment. Yes, we were actually going to test sales candidates to help determine their sales potential. This process combined with a behavioural based interview saw our success rate go to 70%. 
Not perfect, but a whole lot better than less than 50%. 
Here is where the rubber meets the road, if you are making hiring decisions accurately only 30% of the time you have to hire 33 sales people to find 10 that are going to be successful. 
On the other hand, if you are making hiring decisions accurately 70% of the time you only have to hire 14 salespeople to find 10 that will be successful. 
What is the cost to your organisation in time, money, and effort, along with lost sales to have hired so many failures in the most important position in your organisation? More than most are willing to admit. 
Many times organisations miss the important fact that salespeople are good at selling themselves, but not good at sell your products/services when they get on the job. Sales candidates have usually embellished their track record and accomplishments. In addition, the sales manager is usually biased in his/her decision-making. It is a known fact that sales managers typically hire salespeople who are most like him/her. They hire on gut instinct.
You have heard the typical sales manager who says; “I know em when I see em.” Sure, he/she does, that is why his/her hiring success rate is so low. Why is this brilliant sales manager hiring so many under performing salespeople? Shouldn’t every salesperson he/she hires be hugely successful? The “gut” hiring system is a total failure and senior management should not tolerate it in today’s competitive business environment. The long-term success of your organisation depends on hiring top performing salespeople. 

Organisations need to approach the business of hiring all employees, not just salespeople with the same mindset used when making a decision to purchase a “hard asset.” These “soft assets” are most times the single biggest cost an organisation will have and yet the hiring process gets less attention than making a decision to buy something like a new computer. 
I have felt for a long time that the cost of hiring poor performers should be included in an organisation’s financial reports. I am certain that if it were, the CEO’s of the world would demand an improvement in their hiring processes that would result in an improved bottom line. 
If you would like to hire more successful salespeople for your sales team and organisation, talk to use, we can provide the total hiring process – for example, application forms, interview questions, reference check list, tracking form and the most important aspect, test for sales personality, sales knowledge and sales skill using SalesMax. It’s the “weapon of Choice” for companies like Fuji Xerox, Rockwell Automation, Masport and many other clients large and small. At $198, SalesMax is a small insurance premium to pay to get it right first time – after all, sales people a very good at selling themselves at interview, but not good at selling you when they get on the job!  

