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Introduction 

While all employees play an important role in an organization,  the sales team most 

directly drives revenue.  Today, given a tightening economy and increased global 

ŎƻƳǇŜǘƛǘƛƻƴΣ ƛǘΩǎ ƳƻǊŜ ƛƳǇƻǊǘŀƴǘ ǘƘŀƴ ŜǾŜǊ ǘƻ Ŧƛƭƭ ǎŀƭŜǎ Ǉƻǎƛǘƛƻƴǎ ǿƛǘƘ ǘƘŜ ǊƛƎƘǘ ǘȅǇŜǎ 

ƻŦ ǎŀƭŜǎǇŜƻǇƭŜ Φ Lƴ ǘƘƛǎ Ŝ.ƻƻƪ ȅƻǳΩƭƭ ƭŜŀǊƴ Ƙƻǿ ǘƻ ŘƛŦŦŜǊŜƴǘƛŀǘŜ ǎŀƭŜǎ ǎǘȅƭŜǎ ŀƴŘ Ƙƻǿ 

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, I noticed an advertisement in an airline magazine. The advertisement 
ŎƭŀƛƳŜŘ ǘƻ ōŜ ŀōƭŜ ǘƻ άǇǳǘ ȅƻǳǊ ǎŀƭŜǎ ƛƴǘƻ ƻǾŜǊŘǊƛǾŜέ ōȅ ǳǎƛƴƎ ƴŜǿ ƳŀǊƪŜǘƛƴƎ ǘŜŎƘƴƻƭƻƎȅ ǘƘŀǘ ŀƭƭƻǿǎ ŀ ǎŀƭŜǎǇŜǊǎƻƴ 
to use a tablet PC for sales presentations. I asked myself, "Will this gadget truly help sales people become more  
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 people to sell ςthe product would sell 
itself. But what if you are selling something that does need a business development manager's expertise? Then this 
new marketing tool now becomes a lot less intriguing. 
 
At the end of the day your buyers (especially in business-to-business 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 employees 
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 you 
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 group-level 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 to 
get the biggest bang for your buck. 
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5ƻƴΩǘ .Ŝ {ƻƭŘ .ȅ ŀ {ŀƭŜǎ /ŀƴŘƛŘŀǘŜ 
 
 
Having the right salespeople in an organization can make the difference between a 
good company and a great one. Finding effective salespeople can be particularly 
difficult because the very same skills that are used for selling can be turned on you 
during the hiring process. 
 
Sales candidates can be very savvy and their strong interpersonal skills can aid 
them in interviewing very well. In some cases, they could be using their charm to 
cover up their deficiencies. Remember, candidates are going to present their best 
features and benefits and spin their experiences to get the job. 
How can you prevent yourself from buying the wrong salesperson? 
 
ω [ƻƻƪ .ŜȅƻƴŘ ǘƘŜ /ƘŀǊƳ 
o Many salespeople can be very charming. They are personable and friendly and 
have the ability to connect with you quickly. You feel good when you spend time 
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 possess. 
CǊƛŜƴŘƭƛƴŜǎǎ Ŏŀƴ ƎŜǘ ȅƻǳ ƛƴ ǘƘŜ ŘƻƻǊ ōǳǘ ƛŦ ǘƘŜ ǎŀƭŜǎǇŜǊǎƻƴ ŘƻŜǎƴΩǘ ǇǊŜǎŜƴǘ ǘƘŜ 
right information, uncover the underlying need or follow through on promises -- 
the revenue will not follow. 
 
ω DƻŀƭǎΣ DƻŀƭǎΣ Dƻŀƭǎ 
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 driven, results-oriented, fire in the 
belly - ƳƻǘƛǾŀǘŜŘΗ ¦ƴŦƻǊǘǳƴŀǘŜƭȅΣ ŀ ǎŀƭŜǎǇŜǊǎƻƴ ƛǎ ǳƴƭƛƪŜƭȅ ǘƻ ōŜ ǎǳŎŎŜǎǎŦǳƭ ƛŦ ƘŜκǎƘŜ ŘƻŜǎƴΩǘ ƘŀǾŜ ǘƘŜ ƛƴǘŜǊƴŀƭ ŘǊƛǾŜ ǘƻ 
succeed. 
 
ω 5ƻƴΩǘ CƻǊƎŜǘ ǘƘŜ 5Ŝǘŀƛƭǎ 
ƻ LΩǾŜ ƘŜŀǊŘ Ƴŀƴȅ ǇŜƻǇƭŜ ǎŀȅ ǘƘŀǘ ǎŀƭŜǎǇŜƻǇƭŜ ŀǊŜƴΩǘ ŘŜǘŀƛƭ-oriented and that they tend to leave the details to others. 
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. 
 
ω !ǎƪ ŦƻǊ wŜǎǳƭǘǎ 
o When it comes to figuring out if someone will be able to get you results, ask them for examples. If they have been 
successful in the past, they are likely to be successful in the future. Ask for specific examples and probe into detail 
about how they have dealt with difficult customers and situations. 
 

ω ¦ǎŜ aƻǊŜ ¢Ƙŀƴ ŀƴ LƴǘŜǊǾƛŜǿ 

ƻ LŦ ȅƻǳ ǿŀƴǘ ǘƻ ōŜ ŎŜǊǘŀƛƴ ǘƘŀǘ ȅƻǳ ŘƻƴΩǘ Ŧŀƭƭ ŦƻǊ ŀ ŎŀƴŘƛŘŀǘŜ ǿƛǘƘ ƴƻ ǎǳōǎǘŀƴŎŜΣ ǎǳǇǇƭŜƳŜƴǘ ŀƴ ƛƴǘŜǊǾƛŜǿ ǿƛǘƘ ŀƴ ƛƴ-

ŘŜǇǘƘ ŀǎǎŜǎǎƳŜƴǘΦ CƛƴŘ ŀƴ ŀǎǎŜǎǎƳŜƴǘ ǘƘŀǘ Ŏŀƴ ƎƛǾŜ ȅƻǳ ƳƻǊŜ ƛƴŦƻǊƳŀǘƛƻƴ ŀōƻǳǘ ŀ ŎŀƴŘƛŘŀǘŜΩǎ ŀŎƘƛŜǾŜƳŜƴǘ ƻǊƛŜƴǘŀπ

tion, time management and accountability. Your personal experience coupled with these results will help you make a 

well-informed hiring decision. 
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Why Good Sales Candidates Fail  
 

¦ƴŦƻǊǘǳƴŀǘŜƭȅ ƴƻǘ ŀƭƭ ƘƛǊŜǎ ŜƴŘ ǳǇ ǿƻǊƪƛƴƎ ƻǳǘΦ ¢ƘŜǊŜ ŀǊŜ Ƴŀƴȅ ǊŜŀǎƻƴǎ ǿƘȅ ŀƴ ƛƴŘƛǾƛŘǳŀƭ ŘƻŜǎƴΩǘ ǿƻǊƪ ƻǳǘΣ ōǳǘ 
ƻƴŜ ƻŦ ǘƘŜ Ƴŀƛƴ ǊŜŀǎƻƴǎ ƛǎ ƻŦǘŜƴ ōŜŎŀǳǎŜ ǘƘŜȅ Ƨǳǎǘ ŘƻƴΩǘ άŦƛǘΦέ ¸ƻǳΩǾŜ ǇǊƻōŀōƭȅ ƘŜŀǊŘ ǇŜƻǇƭŜ ǎŀȅ ǘƘŀǘ ōŜŦƻǊŜ ς άLǘ 
ǿŀǎƴΩǘ ŀ ƎƻƻŘ Ŧƛǘ ŦƻǊ ƳŜΦέ Wǳǎǘ ƭƛƪŜ ŀ ǇŀƛǊ ƻŦ ƧŜŀƴǎΣ ŀ Ƨƻō Ŏŀƴ ǎƻƳŜǘƛƳŜǎ ōŜ ŀ ƭƛǘǘƭŜ ǘƛƎƘǘ ƘŜǊŜ ƻǊ ŀ ƭƛǘǘƭŜ ƭƻƻǎŜ ǘƘŜǊŜΦ 
Poor fit often leads to turnover, which can be costly for both the  
organization and the candidate. 
  
[ŜǘΩǎ ƭƻƻƪ ŀǘ ǘƘƛǎ Ŧƛǘ ƛǎǎǳŜ ǎǇŜŎƛŦƛŎŀƭƭȅ ǿƛǘƘƛƴ ŀ ǎŀƭŜǎ ǘŜŀƳΦ ²Ƙŀǘ ŎƻǳƭŘ 
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 
Řƻ ǿƛǘƘ ƳƻǘƛǾŀǘƛƻƴŀƭ ŦŀŎǘƻǊǎ ŀƴŘ Ƙƻǿ ǿŜƭƭ ǘƘŜȅ άŦƛǘέ ǘƘŜ Ƨƻō ŀƴŘ ǘƘŜ 
ƻǊƎŀƴƛȊŀǘƛƻƴΦ Lƴ ǎŀƭŜǎΣ Ŧƛǘ ǘŜƴŘǎ ǘƻ ōŜ ǊŜƭŀǘŜŘ ǘƻ ǎƻƳŜƻƴŜΩǎ ŀŎǘǳŀƭ ǎŀƭŜǎ 
style as well as the underlying motivators of their sales behavior. 
 
[ŜǘΩǎ ŘƛǎŎǳǎǎ ǘƘŜǎŜ ƛƴ ƳƻǊŜ ŘŜǘŀƛƭΧ 
 
SALES STYLE 
{ŀƭŜǎ Ƨƻōǎ Ŏŀƴ ŘƛŦŦŜǊ ƎǊŜŀǘƭȅ ŦǊƻƳ ƻƴŜ ƻǊƎŀƴƛȊŀǘƛƻƴ ǘƻ ŀƴƻǘƘŜǊΦ ¢ƘŜǊŜΩǎ ǘƘŜ ǎŀƭŜǎǇŜǊǎƻƴ ǿƘƻ ƛǎ ǎŜƭƭƛƴƎ ǘƛƳŜǎƘŀǊŜǎ ǘƻ 
ŎƻǳǇƭŜǎ ƻƴ ǾŀŎŀǘƛƻƴ ŀƴŘ ǘƘŜƴ ǘƘŜǊŜΩǎ ŀ ƳŜŘƛŎŀƭ ŘŜǾƛŎŜ ǎŀƭŜǎǇŜǊǎƻƴ ǿƘƻ ƛǎ ŀǎǎƛǎǘƛƴƎ ǎǳǊƎŜƻƴǎ ƛƴ ŀƴ ƻǇŜǊŀǘƛƴƎ ǊƻƻƳ 
with heart valves. Both of these salespeople will be most successful if they possess the right competency profile, 
ōǳǘ ǘƘŜƛǊ ǇŜǊŦƻǊƳŀƴŎŜ ŎƻǳƭŘ ōŜ ŀŦŦŜŎǘŜŘ ƛŦ ǘƘŜȅ ŀǊŜƴΩǘ ǘƘŜ ōŜǎǘ Ŧƛǘ ŦƻǊ ǘƘŜ Ƨƻō ǊŜǉǳƛǊŜƳŜƴǘǎΦ CƻǊ ŜȄŀƳǇƭŜΣ ǘƛƳŜǎƘŀǊŜ 
salespeople need to be very comfortable with rejection and able to talk to a large number of people in day without 
developing strong relationships. Medical device salespeople may not experience as much rejection, but they need 
to be technically knowledgeable and able to maintain a long-term relationship with their customers. 
 
¢ƘŜǊŜ ŀǊŜ ǘƘǊŜŜ Ƴŀƛƴ ŦŀŎǘƻǊǎ ǘƻ ŎƻƴǎƛŘŜǊ ǿƘŜƴ ƭƻƻƪƛƴƎ ŀǘ ǎƻƳŜƻƴŜΩǎ ǎŀƭŜǎ ǎǘȅƭŜΥ 
 
Hunter/Farmer: A hunter salesperson is interested in finding and generating leads for new business, and a farmer is 
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 interpersonal 
skills to appeal to the customer.  On the other hand, analytical salespeople are interested in ensuring that the cus-
ǘƻƳŜǊ ƛǎ ƎŜǘǘƛƴƎ ǘƘŜ άǊƛƎƘǘέ ǎƻƭǳǘƛƻƴΦ  
 
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 on 
asking questions to identify the need behind the need. 
 

Χ /ƻƴǘƛƴǳŜŘ 












