Selecting and Developing an

SUPERIOR SOLUTIONS, POWERFUL RESULTS.



Introduction

While all employees play an important role in an organization, the sales team mo
directly drives revenue.Today, given a tightening economy and increased global
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to find the right person for the right sales position.
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Using Assessments to Develop Your Sales Team

While recently on a flight to Philadelphia, | noticed an advertisement in an airline magazine. The advertisement
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to use a tablet PC for sales presentations. | asked myself, "Will this gadget truly help sales people become mor
effective?" Marketing folks would say "probably” but only if the product or service has desirable features that
appeal to the masses. If that was the case, businesses wouldn't need sales peopletteggibduct would sell

itself. But what if you are selling something that does need a business development manager's expertise? Then't
new marketing tool now becomes a lot less intriguing.

At the end of the day your buyers (especially in busifiedsusiness sales) are not impressed with flashy
presentations, but rather they are trying to ensure that what you are selling matches an organizational need. To
achieve success, businesses need a competent sales team that will be able to overcome objections and create
value for the potential customer. So what types of sales people are the best at doing this? Research is clear that
there are a handful of traits that differentiate between a successful salesperson and one that is average at best.
Some of these factors include:

1. Work ethic/conscientiousness
2. Adaptability

3. Problem solving/critical thinking
4. Extraversion

So we have a good idea of what makes someone
successful in sales. But what about those employee
who are struggling to meet quotas? Answering this
requires you to figure out the relative strengths and
weaknesses of your current sales team.

Two data points should be collected:
1) Performance Data & Supervisor Evaluations
2) Personality and Cognitive Ability Assessment Data

The first is fairly straightforward and most organizations already collect this data on an annual basis. The second,
assessment data, is a bit trickier for most organizations. However, leveraging a good sales assessment can help
better understand why your sales team is underperforming and help you to identify some training needs.

Additionally it can also be helpful to look at grelgvel assessment data to get a snapshot of what is going on

across the sales team (e.g., by region). This can help to determine where you should be allocating training dollars
get the biggest bang for your buck.
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Having the right salespeople in an organization can make the difference between a

good company and a great one. Finding effective salespeople can be particul:

difficult because the very same skills that are used for selling can be turned or so
during the hiring process. , LD

Sales candidates can be very savvy and their strong interpersonal skills can a
them in interviewing very well. In some cases, they could be using their charmr
cover up their deficiencies. Remember, candidates are going to present their |
features and benefits and spin their experiences to get the job.

How can you prevent yourself from buying the wrong salesperson?
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0 Many salespeople can be very charming. They are personable and friendly i
have the ability to connect with you quickly. You feel good when you spend tir
with them and you want to be their friend. Charm is important, but there are
other behaviors that are more important for an effective salesperson to posse:
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right information, uncover the underlying need or follow through on promises
the revenue will not follow.
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o Research clearly shows that if you had to pick one characteristic you want a salesperson to possess it would be
Achievement Orientation. This goes by many labels, but, in general it means: goal drivensaiésatesd, fire in the
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succeed.

w 52y Qi C2NBSG (GKS 5SiFAf a

2 LQ@S KSINR YIlye L)S2L} S-odehtéd and khat theydehd tléavad$he ddtais to lothNgisy
However, our research has shown that, those who are better at time management and tend to the small details of
their clients are more effective salespeople.
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o When it comes to figuring out if someone will be able to get you results, ask them for examples. If they have bee
successful in the past, they are likely to be successful in the future. Ask for specific examples and probe into deta
about how they have dealt with difficult customers and situations.
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tion, time management and accountability. Your personal experience coupled with these results will help you mak
well-informed hiring decision.
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Why Good Sales Candidates Fall
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Poor fit often leads to turnover, which can be costly for both the

organization and the candidate.
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cause a poor fit in a sales job? As discussed in previous blogs, there are

certain competencies that all sales people should possess.

These competencies speak to their potential to be a good salesperson.

Whether or not the individual will become a good salesperson has to
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style as well as the underlying motivators of their sales behavior.
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SALES STYLE
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with heart valves. Both of these salespeople will be most successful if they possess the right competency profile
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salespeople need to be very comfortable with rejection and able to talk to a large number of people in day witho
developing strong relationships. Medical device salespeople may not experience as much rejection, but they ne

to be technically knowledgeable and able to maintain a {mrg relationship with their customers.
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Hunter/Farmer. A hunter salesperson is interested in finding and generating leads for new business, and a farme
focused on mining current accounts and working patiently with clients to build relationships and business.

Intuitive/Analytical: Intuitive salespeople tend to prefer a quick and uncomplicated sale and use their interperson
skills to appeal to the customen the other hand, analytical salespeople are interested in ensuring that the cus-
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Product/Solution Product salespeople prefer to work with something that is tangible and easy to show the cus-
tomer. Product salespeople focus on explaining features and benefits, while a Solution salesperson would focus
asking questions to identify the need behind the need.
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