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Unraveling DNA for successful hiring

Smart business, at its core, is all about Return On Investment. A sales team that gets results is the most important asset for any company. Since nothing happens without a sale, recruitment and hiring a high-performance sales team should be at the top of a business leader’s priority list.

Filling a sales position is frustrating and mistakes are costly: Business owners throw away thousands of dollars in recruiting and training under-performing salespeople, not to mention lost sales and customer defections. (Some estimates place the cost of a bad hire at $100,000 to $250,000.) 

While there are many different steps one should follow when hiring new sales people, I believe that the most important step is identifying a candidate with the correct DNA.

According to a University of Michigan study, interviews lead to almost 90% of hiring decisions but are only 14% accurate in predicting success. Why? Using resumes and interviews to hire is a little like buying a suit off the rack – it will never fit just right. That’s why it is so important to learn exactly what you need and then buy a suit – a salesperson – with a custom fit.

It is a surprising fact that too many business owners hire salespeople without taking the time to analyze what the DNA of a great salesperson would look like in their industry and culture.

When hiring criteria is framed in general terms, as it is when relying on resumes and interviews alone, the odds of a good hire drop significantly. So, defining the specific sales DNA for your sales organization is a critical first step.

Defining the requirements of your ideal salesperson:

The task of sequencing your ideal salesperson’s DNA breaks down into four components. Here are some examples of areas where you need clarity prior to beginning the search: Profile of your market and industry.

1.    Profile of your market and industry.

· How sophisticated are your Ideal Target Clients?

· What level in an organization do they need to sell?

· What are the technical requirements of the products and services you sell?  How large is a typical order?

2.    Requirements of the position.

· How much prospecting do you expect from your salesperson?

· Will they work on the phone, and do they present to groups?

· Is customer service a priority?

· How defined is your sales process?

3.    Needed skills.

· Must salespeople be detail-oriented problem solvers?

· Do you expect a high level of technical knowledge and interaction?

· How developed do you need their written communication skills or presentation know-how?

4.    Key Metrics.

· What are the key accountabilities and metrics that they’ll be measured against?

· What is the ranking and weight?

· How will you measure and communicate performance against those metrics?

By following a process that puts objective assessment ahead of resumes and interviews that provide, at best, only an incomplete picture, you have saved time and hundreds of thousands of dollars in wasted costs. But more importantly, you can experience a rewarding Return On Investment and you have done the footwork to put your company on the success track for the long term.
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