HIRING METRICS




WHY IS A SALES HIRING PROCESS IMPORTANT?

WE ARE SO OFTEN FOOLED BY SALES PEOPLE WHO SELL US ON AN ON AN
INTERVIEW. WHY?

[HERE ARE SEVERAL REASO FOR THIS. LET'S EXPLORE SOME

SALES PEOPLE OFIEN HAVE THE GIFIF OF GAB* AND HAVE THE ABILITY TO
PERSUADE. THOUGH PERSUASION MAY BE AN ASPECT OF THE ABILITY TO SELL,
ALONE IT WILL NOT HELP IN ACTUALLY CLC |G THE SALE

WE HIRE WHEN WE HAVE A NEED. TH EEMS AS AN OBVIOUS AND NECESSARY
PART OF THE PROCESS BUT | A BIG MISTAKE. THE BEST SALESPEOPLE ARE NOT
LOOKING FOR A JOB. THEY HAVE ONE AND IF THEY DECIDE TO LEAVE, THEY HAVE
ANOTHER LINED UP. THE QUESTIO = YOU FOUND SOMEONE BETTER THAN
YOUR BEST SALESPERSON WOULD YOU FIND A PLACE FOR THEMe OF COURSE,
YOU WOULD

OFTEN, WE HIRE IN OUR OWN IMAGE, “YOU K
AT THAT AGE...". GUT ALONE IS >

(OW HE REMINDS ME OF YSELF
Sl

ON MAKER.
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HIRING SOMEONE WITH SA
POTENTIALLY POOR SALES EX
ORGANIZAT ON

LES EXPERIENCE. JUST AS BAD IF NOT WORSE. THEIR
XPERIENCE WILL BE BROUGHT TO YOUR

USING A RECRU| RIS A HIT OR MISS GAME. DOE S IT WORK2 SOMETIMES. IF IT
DOESN'T, THEY WILL ‘REP LACE’ THAT PERSON NITHIN A GUARANTEED TIME-FRAME.
WILL YOU BE THE PRIORITY TO REPLACE OUR PERSON WITH A SUPERSTAR THEY
CAN GET NEW MONEY FOR¢ YOU DECIDE.

WITHOUT A TRUE PROCESS YOU WILL MAKE POOR DECISIONS ALMOST 80% OF
THE TIME. IS THAT A BET YOU'RE WILLING TO MAKEZ HOW DO YOU PREVENT
THIS?
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The Short Phone
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Sales Talent
Assessment
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The In-Person
Interview

t,
ny
'make
on. It is
nded to
_.v'"eople, at

.._,-.; " the

- organization interview.

What now?

Go to -
www.SalesHiringMetrics.com
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5 tool is custom to
ur needs. It takes out
ssing game and the resume
eading that is so often just fluff.
Sales Hiring Metrics gives YOU the
tools and the help to find the best
salesperson for YOUR
organization!

Want to know more?

Go to
www.SalesHiringMetrics.com




