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Jeffrey Gitomer was wrong.

I went to Jeffrey Gitomer’s presentation for Sales Managers and several 
of us went to dinner afterwards.  The consensus of the group was that 
Jeffrey was a good entertainer.  

I took that as a little demeaning to Gitomer and quickly explained that he 
was one of the top trainers and authors in the industry.  He is a member 
of the National Speakers Association Hall of Fame; his Little Red Book 
of Selling is on the New York Times, Wall Street Journal and USA Today 
bestseller list.

After listening to my comments, a member of our group stated, “So 
maybe he should be training speakers on how to do this instead of sales 
managers and salespeople.”

I took his comment to mean Gitomer was like good sales candy that 
makes you feel satisfied while you’re eating it, but it isn’t filling and leaves 
you hungry for more.

The comment haunted me for a couple of days until I figured out why.  I 
went to Gitomer’s session with low expectations.  I was expecting to 
learn just one thing and I accomplished my objective; I learned one thing 
that I will implement.

1

the       hidden
sales weaknesses
by Jim Lobaito & Dave Kurlan

5

4401 Westown Pkwy, Suite 102, West Des Moines, IA 50266.     800.550.9509     www.pmgllc.net     © 2009 The Performance Group and Objective Management Group



the 5 hidden sales weaknesses

24401 Westown Pkwy, Suite 102, West Des Moines, IA 50266.     800.550.9509     www.pmgllc.net     © 2009 The Performance Group and Objective Management Group

My friend at dinner was concerned about the people who left Gitomer’s 
session thinking that they received something of substance--the ones 
who did not see his presentation as entertainment.

Having only two hours to talk and a broad subject to cover, Gitomer does 
not have time to go into detail, so instead, says things for effect. 

You can only say things with brevity
when you know them deeply  
I’m comfortable that Gitomer has thought them through; I just wish he 
had clarified with his audience that his comments were intended to be 
idea starters, not implemental strategies.

For example, he stated that you should set earnings 
expectations for your salespeople instead of 
revenue goals.  That is an inspired idea.  It supports 
what I have learned to be true about motivating 
salespeople: compensation drives behavior and 
people do things for their reasons, not yours.  So 
figure out why your people come to work and what 
they want to do with the money they earn. 

The Foundation for Sales Success
Your salespeople have to know what they want to earn and why.  They 
need to have goals.  The challenge is that only 5% of the population 
have their goals written down and an even smaller percentage have a 
plan on how they would achieve their goals.  So you would need to have 
a goal-setting program in place in order for that strategy to work. 
 
At that point, they would need to know the progress they are making 
toward those goals.  Only 6% of the sales population actually tracks 
their own activities.  Therefore, it is up to you to have an activity tracking 
system in place to ensure the success of the 94%.  

In the end, most companies do not track sales activities; yet even if they 
did, most would lack the skills or systems necessary to feed it back to 
their salespeople and coach them toward the goals they did not have 
them set in the first place. 
 
Successful implementation of Gitomer’s idea by itself is impossible 
without a goals and tracking program.  That message, however, is not 
very entertaining.  

Compensation drives behavior. 

People do things for their

own reasons-not yours.
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By the way, the 6% comes from statistical analysis done by the Objective 
Management Group from assessments they have run on thousands of 
salespeople, so it’s more than just my estimation. 
 

How to Hire the Best
Gitomer’s comments about seeking the ultimate salesperson included:
“I would never hire anyone off what an assessment said,” and “Hire on 
attitude alone.”

In his CD set, The Force, he lists 39 things a successful salesperson 
should have, including:
 • Positive Attitude 
 • Self-Confidence
 • Imitative 
 • Motivation for Selling
 • Flexibility
 • Direction
 • Persuasiveness
 • Goal Achievement
 • Competitiveness
 • Questioning
 • Experience

All are great qualities.

What I’ve learned from conducting our Hire The Best seminar all over the 
country is that the sales winners have those characteristics and at the 
same time, so do the sales losers, and I can prove it.  When was the last 
time you hired someone who had everything on that list?  The last thing 
they sold was for you to hire them. 

When you see similar things that Gitomer and others are putting out 
there, it supports the 3 Myths of Top Talent.

The 3 Myths of Top Talent
Myth #1: Confusing experience with talent
When choosing between a person with talent or 
experience, go with talent.  If you don’t, then the 
question you have to ask is, “Do they have five 
years experience or one year experience repeated 
five times?”

When choosing between a 

person with talent or one with 

experience, go with talent.



the 5 hidden sales weaknesses

44401 Westown Pkwy, Suite 102, West Des Moines, IA 50266.     800.550.9509     www.pmgllc.net     © 2009 The Performance Group and Objective Management Group

We had a client say, “Jim, I want to hire this person.  I think this person 
has the experience we are looking for.”

We had the potential hire, who had been selling for 15 years, take an 
assessment.  One of the areas on our assessment identifies selling skills, 
including what those skills are and how many the person has.  

This candidate had 35% of the selling skills that the 
client looks for in a salesperson.  

This made me question why he had been selling 
for 15 years and only developed 35% of the sales 
skills.  I asked the client, “Does he have 15 years 
experience or three years experience repeated 
five times?  It appears he stopped growing after 

his third year in sales.”  I then asked the client, “Would the person who 
takes this job have to grow and change?  If so, what has this candidate 
demonstrated in the past year that he has done that?”
 
So again, when hiring on experience, what experience are you buying?  

Myth #2: Past sales successes guarantee future sales success
The difference between sales and almost any other profession is that 
most job duties remain static for a majority of the professional’s career, 
or they change slowly over time.  Take most office jobs.  Companies may 
have to go through a software upgrade, and to prepare everyone for a 
switch-over to the new software, they are sent to training and allowed 
months to get the hang of it.  A salesperson attending a training session 
is expected to implement what they just learned the next day! 
 

Also, in most positions people never have anyone 
hide their work from them; co-workers don’t steal 
their project; co-workers generally don’t fail to return 
their phone calls or be non-responsive to their 
request, but that’s what happens to our salespeople 
everyday.  Yes, they learn how to handle those 
challenges, but what happens when the economy 
takes a hiccup or the company loses a competitive 
advantage or changes their strategy? 

Most salespeople have not experienced those things, or they switch 
jobs when they do experience them in hopes of finding a job that doesn’t 
require them to make any changes.  So their past successes don’t mean 
anything about future performance.  

When hiring on experience, 

what experience are

you buying?

Is 3 years of experience

really 3 years, or 1 year of

experience repeated 3 times?
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What I want you to know about their past is whether 
they have overcome some type of personal 
adversity.  Have they beaten an illness, quit 
smoking, lost weight, overcome the loss of someone 
close to them, or fought to get the starting position 
on a team?  Any of these accomplishments tell me 
that they have what it takes to respond to whatever 
curveballs the future throws them.  

Myth #3: Confusing compatibility with ability
Just because they are compatible to the job–meaning they meet all the 
requirements–doesn’t mean they can do the job.  Compatibility simply 
means that they will be faster as they ramp up on the job.  In all honesty, 
we don’t necessarily hire a more compatible person because they will 
excel at the job, rather because we don’t have to spend time training 
them.  And, we don’t have an on-boarding process to get better skilled 
yet less experienced salespeople up to speed.

What is needed to be successful in sales
What I’ve learned from interviewing, hiring, coaching, training, and 
managing thousands of salespeople over the last 30 years is that it’s not 
experience, compatibility or track record that make the sales winners.  
Success in sales is greatly determined by what baggage you don’t have 
as much as it is the strengths you do have.  Most of this baggage is in 
the form of beliefs that don’t support sales or sales weaknesses like need 
for approval.  A majority of salespeople are not aware of the baggage 
they are carrying.  It hides from them and acts like a cancer that has 
not been diagnosed.  Since they are not aware of these weaknesses, 
they are unable to adjust or eliminate them.  Because of this, it makes 
executing on sales tactics more difficult, or even impossible.  

These are the salespeople who go to all the sales 
training sessions, like Gitomer’s, feel good about 
themselves, and then don’t change a darn thing.  
But since they have been to all the sales seminars 
they have all the right answers when you interview 
them.  They sound brilliant in the interview and can’t 
perform out on the streets.

I had a person at one of our Hire the Best workshops state in frustration, 
“For once, I would like to hire the person who showed up at 
the interview.”

They sound brilliant in 

the interview and can’t 

perform out on the streets.

Success is determined by what 

baggage you don’t have as much 

as the strengths you do have.
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While I agree with most of Gitomer’s 39 characteristics of the ultimate 
salesperson, I don’t see how his over-simplistic view of grading all these 
characteristics on a scale of 1-5 will separate the sales winners from the 
sales losers.

His grading system does not take into account:
•	 There are hidden weaknesses that prevent salespeople from 

performing.
•	 Most sales managers have never been trained on how to 

properly interview a salesperson.
•	 People tend to hire in their own image so when they interview 

someone just like them, they disregard all the warning signs. 
•	 Salespeople are salespeople--they are trained on persuasion 

and makes them the most difficult group of people to interview. 
•	 Hiring people, or should I say hiring people successfully, requires 

a process.  What is your hiring process?

The 5 Hidden Sales 
Weaknesses 
There are five common Hidden Sales Weaknesses 
that can and will neutralize your selling strengths 
and skills.  These five are the most common, but by 
no means, the complete list of sales weaknesses.  
By hiring someone without these weaknesses, you 
spend less time managing them.  Identifying and 
correcting these in your current staff means you are 
on your way to making a significant impact on your 
revenue. These weaknesses are: a Non-Supportive 

Buy Cycle, a Need for Approval, an Inability to Talk About Money, Self-
Limiting Beliefs, and the Inability to Control Emotions. 
 

1. Non-Supportive Buy Cycle 
There is a 100% mirror image correlation between how a salesperson 
makes a purchase and the behavior they will tolerate from a prospect.  
The behaviors we are talking about are all the put-offs, stalls, and 
objections.  In other words, the way they shop in their personal life is the 
behavior they will accept from prospects and customers.  

These salespeople believe the way they buy is normal.  If their buying 
process includes lots of research, price-shopping and thinking it over, 
they’re likely to have prospects that behave the same way.  Research 
shows that once they change how they buy to a method that will support 
their sales efforts, they will increase their sales by 50%. 

Research shows that once 

salespeople change how they

buy to a method that will support 

their sales efforts, they will 

increase their sales by 50%.
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Let me make this real-world for you.  Let me show you your salespeople 
who have a Non-Supportive Buy Cycle and how it is affecting them.
 
This is what happens when you have a salesperson who, in their 
personal life, shops three or four stores:

When your salesperson with a Non-Supportive Buy Cycle hears the 
prospect say, “You know, we’re going to look at you and three or four 
of your competitors.”  The first thought they have is That makes sense. 
That’s what I do.  Since they won’t act incongruent with what they do, it 
triggers a weaker response like, “Well, what do I have to do to win
the deal?”

 
This is a weak question at best and one that puts all 
the pressure back on him instead of the prospect.  
Not a good place to be.  

Now, what would one of your salespeople who 
has a Supportive Buy Cycle do?  They might say 
something like this, “I’m a little confused.  Why 
would you want to look at three or four proposals?  

I mean, who sold you on that idea?”  At least that salesperson has a 
chance to engage in a conversation with a prospect about his buying 
strategy in hopes of changing the buying strategy to position his 
company to get the deal.  The number one job of a salesperson today 
is to first get the buyer to change their buying strategy to one that
favors them.
 
The person with the Non-Supportive Buy Cycle doesn’t even have a 
chance of doing that.  

This is what happens when you have a salesperson who, in their 
personal life, shops for the lowest price:

Many of you have a lot of pressure on your pricing today and let’s say 
one of your salespeople with a Non-Supportive Buy Cycle goes on a 
sales call.  The prospect says, “I’m going to go with the lowest price, 
whatever salesperson gets me the lowest price, so you better sharpen 
your pencil.”  What does your salesperson do if they can lower price?  
They lower the price.   

These are the people on your staff who consistently bring you the lowest 
margin business.  Are you okay with your salespeople just giving your 
products and services away at the lowest price?  

The number one job of a 

salesperson today is to get the 

buyer to change their buying 

strategy to one that favors them.
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If you’re not, then you’re not okay with this option.  The salesperson 
thinks, “Well, my company won’t let me lower the price.  I don’t think I 
can really win this.  I don’t believe selling value is going to work.”  As a 
result, they walk away from the deal.  Are you okay with them walking 
away from a potentially good deal, not because they don’t know how to 
sell value, but because they can’t and won’t sell value?
 
If you’re not happy with that, there’s a third option.  In the third option, the 
salesperson says to himself, “Well, I know the competition on this deal 
and they’re really cutting their prices.  I don’t think I can compete, but I 
don’t want to walk away.”  Now what do they do?  They come back to 
you and say they’ve got one.  They don’t know if they’re going to get it, 
but they’re going to hang in there.
 
Up on the board it goes.  Are you okay with them lying to themselves?  
Since you see it up on the board, what do you do?  You don’t force them 
to go and replace it with a better qualified prospect, because you have 
the same hopes that it’s going to come through.  Are you okay with them 
working the deal that they know in their gut they can’t get?  If you don’t 
like that option you have a fourth option, you can fix it.
 

That’s the only option you have left.  The good 
news about a Non-Supportive Buy Cycle is that 
it’s one of the easiest things to fix.  The hard thing 
about fixing it is convincing people that they have 
a broken cycle to begin with.  Most people don’t 
believe that the way they buy in their personal life is 
the behavior they tolerate in their professional life.  
Here’s the down and dirty on a Non-Supportive Buy 
Cycle.  When it’s fixed, your people become 50% 

more effective overnight.  Think about that; it means half the deals that 
currently come into your salespeople’s hands slip through their fingers 
because of a lousy Buy Cycle.
 
You might as well take 50% of their projection and just write it off.  
 

2. Need for Approval 
These salespeople need to be liked by the prospect more than they need 
to get the busi ness; they are unable to ask the tough questions for fear of 
upsetting the prospect.  They are also likely to take a lot of put-offs, stalls 
and objections instead of closing the sale.  Research shows that once 
this weakness is overcome they increase their sales by 35%. 

Half the deals that currently 

come into your salespeople’s 

hands slip through their fingers 

because of a lousy Buy Cycle.
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These are the salespeople who, when you check the references from 
previous customers, you hear things like, “Oh, we just love him.”  You 
ask, “Did you ever buy anything from him?”  Their response is, “Oh no, 
but we love him.”   

Let me make this real world for you again.  Let’s name our Need for 
Approval salesperson Paul, and let’s make some assumptions about 
Paul.  He is going into a closing situation.  Let’s assume that Paul has 
done several things.  He’s developed a good relationship and he has 
qualified an opportunity; he’s identified with the prospect what they need 
to do.  He’s persuaded them to agree to do it and to use his help.  He 
also has an agreement on the money they’ll need to spend doing it and 
he’s in front of the real decision maker; they also agree to make the 
decision after the presentation.  Let’s assume that Paul did all this stuff.  
By the way, that’s what every one of your salespeople needs to be doing.  
However, since Paul has the Need for Approval weakness, the only thing 
we can bank on is that Paul has a good relationship.  
 
So he’s going on this closing call and makes his best presentation.  
When he’s done, the first thing the prospect says is, “You know Paul, we 
really love you.”  Guess what, Paul got his needs met right there.  For 
Paul, this sale is over; but the prospect goes on.  “We weren’t looking at 
this problem from the angle that you did, and the solutions you brought to 
the table, those are just inspired.”  I’ll guarantee Paul’s heart is beating a 
thousand beats a minute right now ‘cause he’s really getting stroked.
 

Paul feels pretty darn good because they love him.  
Then the prospect says, “But…” and gives him one 
of those million excuses of why it’s not going to get 
done today.  Paul has two choices.  Thank them 
and follow up, or thank them and close the business 
anyway.  In reality, Paul only has one option that he 
can successfully do.  What is it?  Thank them and 
follow up.  And in this scenario any time spent in 
follow-up is a waste of time.
 

Best case scenario, Paul gets the outcome he would have had today.  
Worst case scenario, Paul gets the outcome he wouldn’t have had today.  
People who have a Need for Approval can’t handle stalls, put-offs and 
objections in a closing situation.  

People who have a Need for 

Approval can’t handle stalls, 

put-offs and objections 

in a closing situation.  
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33. Unable to Talk About Money
A salesperson with this weakness can do little more than ask if there 
is a budget.  They’re unable to find out if the budget is real, where the 
money will come from, who controls the money and if the prospect 
will ever actually spend the money.  These salespeople have trouble 
talking to the prospect about spending more with your company than 
with your competitor.  These salespeople are likely to waste time giving 
presentations to prospects who really don’t qualify and research shows 
that once this is overcome, the salesperson will increase his or her sales 
by about 27%. 
 

Money weaknesses come in three variations:
•	 Low money tolerance
•	 No incentive to make money
•	 Can’t talk about money

Low money tolerance exists when the salesperson’s money tolerance 
is lower than your average sale.  If they believe what you charge, on 
average, is too expensive, they will believe the price objection every 
time the prospect gives it.  Beliefs about money can have another 
negative effect. 
 
When I was in the advertising industry, we used to have trouble getting 
salespeople to present an ad campaign for more than what their annual 
income was.  If they were making fifty thousand a year, they would never 
present a solution for more than that because they couldn’t fathom 
someone spending more on advertising than what they made. 

The hidden weaknesses have an effect, which is killing the sales 
urgency.  Time kills all deals, even good ones.  So if you have a long 
sales cycle the salesperson with low money tolerance goes into a closing 
call and the prospect says, “Things have changed in the last couple 
of months.  My budget’s been cut, and we can’t do this because your 
proposal is for a lot of money.”  Your salesperson has two choices.  He 
can thank him, agree with him, and close the deal anyway; or go into 
follow up mode.  People with low money tolerance go into follow
up mode.   

On the other hand, if they did not have low money tolerance, then they 
would say something like, “What do you mean you don’t have the money 
to fix this problem? We’ve been working on it the last four months.  Don’t 
you remember?  Four months ago we identified this problem.  We figured 

Time kills all deals - 

Even good ones.
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out what it’s costing you this year.  What do we need to do to close 
this deal?  Who stole your budget?  Can we go steal it back?  Can you 
borrow the money?  Can you lease the money?  Can I print the money?  
Here’s the one thing I’m not going to do.  I’m not going to leave this room 
until we solve your problem.” 

That’s what salespeople who don’t have low money tolerance do; they 
hang in there.   

No incentive to make money is the next variation.  I was working with a 
company in Milwaukee that does high-end leases.  They were 
recruiting people and they wanted to use our Hire The Best program to 
screen candidates. 

We identified that one of the candidates they 
particularly liked had no incentive to make more 
money.  The hiring manager said, “Jim, that’s just 
not true.  We interviewed him and he said he needs 
$80,000.  He’s got two kids and a wife and he said 
he needs a base salary of $80,000 to take this job.”
 

When I asked what salary he made in his previous position they didn’t 
know.  Here’s a tip – you can ask for W-2s.  Guess what?  They came 
back and checked and the most this guy has made in his career in 
the last three years is $80,000.  Guess what he’s comfortable with?  
$80,000.  So if they pay him a base of $80,000, what’s his incentive to 
get out and sell?  Zero.
 
When someone is comfortable making $80,000 but your annual revenue 
goal for them translates into them making $120,000 a year, when they 
reach $80,000 they will quit.  In this case, the candidate was not even 
going to get started because he was already at his comfort level. 

It is not what they say they want to make, it is what they need to make 
that is important.  What they need to make gives you a baseline of 
what they are willing to take home.  Every salesperson says they want 
to make a lot of money.  That’s what they say and at the same time 
you have to ask what are they willing to do to make the kind of money 
they want to make?  Everything in life has a cost.  In order to do get 
something you have to give something up.  Sometimes that “giving up” 
requires making the time for extra effort to make the kind of money you 
need and want to make. 

It’s not what salespeople say they 

need to make - It’s what they are 

willing to do to make that amount.
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No incentive to make money comes when you hit your comfort zone; 
when a spouse receives a promotion and gets an increase in pay, you 
pay off the house or the children’s education, or maybe you finally get 
that cabin on the lake.  When that happens, your incentive to make 
money goes away as well as all the motivation required to put the
extra effort.

Can’t talk about money is the final variation and comes from your 
childhood.  You are sitting around the kitchen table and you turn to mom 
and say, “Mom, I noticed the new SUV in the driveway.  How much did 
that cost you?”  How does she respond?  “You know, son, it’s not polite 
to ask people what they paid for things.”  Or you turn to dad and say, 
“You know, dad, I heard you say you got a promotion at work.  I’m just 
kind of curious, how much more money are you making?”  Dad replies, 
“You know, son, it’s not polite to ask people what they make.”   
 

What else do parents tell you?  Don’t talk to 
strangers.  So, these are the kids who accidently 
end up in sales and we want them to go out and 
talk with a bunch of strangers and ask them for their 
money.  The problem with this salesperson is that 
they take Mom and Dad on every sales call.  Dad 
and Mom are both in their head repeating those 
warnings about money.

If you have a salesperson that is unable to talk about money, they’re 
not really listening to the prospect.  They come back with an $80,000 
solution and the prospect believes that it is only a $50,000 problem.  
People generally won’t buy your solutions if they cost more than the 
problem.

These are also the people who underbid the proposal.  Come back with 
a $25,000 solution for a $50,000 problem and the prospect knows they 
can’t fix it for that amount.

Either way, they consistently bring back proposals that blow the prospect 
out of the water.

Salespeople who are unable to talk about money never get to the money 
issue.  If they have that weakness, with all this talk about budgets, cuts, 
and the economy, it is likely causing them to be ineffective. 

If you have a salesperson 

that is unable to talk about 

money, they’re not really 

listening to the prospect.  
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44. Self-Limiting Beliefs 
These salespeople have a belief system that contradicts selling basics, 
techniques or required actions.  This limits their ability to execute what 
they know in selling situations.  Our research on this has uncovered 
54 Self-Limiting Beliefs that don’t support the selling process.  Once 
overcome, you will increase your sales by 30%. 
 
Here are some beliefs that don’t support sales:

•	 It’s OKAY if my prospects shop around.
•	 I SHOULD have the best price.
•	 I DON’T like making cold calls.
•	 I SHOULD spend measurable time with prospects that don’t buy 

from me.
•	 I’m ABLE to live comfortably on my income.
•	 I HAVE to call on purchasing agents before decision-makers.

Here is what you have to remember about beliefs: 
people will not act incongruent with their beliefs.

We have identified 54 non-supportive sales beliefs 
that will neutralize sales skills and strengths 
depending on the combinations that exist in a 
salesperson. 

5. Inability to Control Emotions
An emotionally involved salesperson doesn’t stay on track with the 
prospect.  The salesperson becomes emotionally involved when the 
prospect says something that gets them excited, concerned, worried, 
or over enthusiastic.  You know you have become emotionally involved 
when you get off the phone or back in your car and say to yourself “I 
could have done this” or “I should have done that.”  You are brilliant then!  
Having the answers in your car is just as effective as having a parachute 
that opens on the first bounce.  We need you to be brilliant in front 
the prospect.  

Here’s how it looks on sales calls:
You are in the conversation with your prospect and it is as if you were 
both headed down the interstate and you were pacing right there with 
them.  They did something that got you excited and you took the nearest 
exit ramp.  Once you figure out what to say, you get back on the entrance 
ramp and rejoin the conversation.  By this time, your prospect is ten 
miles down the road and you missed all the conversation in-between 
because you were talking to yourself.  

People will not act 

incongruent with

their beliefs.
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You become emotionally involved because you don’t know what to say, 
you don’t know what to do or they said something that gets you upset.  
That something could be, “I don’t like your products; your price is too 
high” or “your competition’s better.”  It is anything they do that pushes 
your hot buttons.  When that happens, you start talking to yourself, which 
means you’re listening to yourself.  When you stop listening you lose 
objectivity and you lose control.  And where do you want to be on a sales 
call?  In control. 

This is another reason to have a sales process that your people can 
follow so they don’t have to think about what they should be doing.  
 

How to Avoid Hiring a Salesperson Who Has 
These Hidden Weaknesses
The fact that these are weaknesses that are hidden means you would 
have to probe deeper to find them.  In order to accomplish this one 
consistently, I created the Hire The Best sales recruitment system.  
This system has built-in processes to check for these Hidden 
Weaknesses as well as other “blind spots” that would prevent the 
candidate from being successful.

Do you have a valid hiring process?  Most people believe they do. Here 
is one way to validate whether or not you have a true process.

 In order to have a process, you need the Four M’s to be present:
•	 Measure
•	 Manage
•	 Monitor 
•	 Modify

If you don’t measure the right stuff, you don’t know what to manage; 
and if you don’t manage the right stuff, you’re not monitoring the right 
stuff; and if you’re not monitoring the right stuff, you’re modifying the 
wrong stuff.

Here’s my question: what’s your process for 
identifying and hiring sales superstars?  

What I hear when I am working with companies is, 
“Well, they hired Paul over here but we really don’t 
know what Paul’s all about.  We just kind of lucked 
out with Paul.  And with Paul, we got one winner 
and we’ve hired four duds.”

What’s your process 

for identifying and 

hiring sales superstars?  
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Because of that, they keep modifying their process in hopes of finding 
another Paul.  They haven’t slowed down to figure out what to measure 
first.  What do you look for?  That’s the measuring.  How do you manage 
the process?  How do you monitor the process?  How do you modify 
the process?  

Our process has seven steps and all of them adhere to the Four M’s; 
which means you can predict success.  Without a process, you 
will not be able to separate your candidates into the four categories 
of salespeople.

Those who:
1) Can sell and will
2) Can sell and won’t
3) Can’t sell and won’t
4) Can’t sell and will

In Conclusion 
When you have the right processes in place, you can break through 
the myths that exist in hiring effective salespeople and avoid the ones 
with the 5 Hidden Weaknesses.  Stop wasting time and money and 
implement the processes you need today to find the right salesperson 
each and every time. 
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