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Sales success isn't random.
It's predictable — when yéu hire for job fit.

sales hireis a ) |

decision if the hire does not work out.

‘ ‘ % : Trust is important.
Hiring the right people
A ) . We never share your data or
| takes time, ther IghlL recommend candidates for hire.
questions, and a healthy | @ We are not a recruitment company —
dose of curiosity. we only support your hiring process.
— Richard Branson , ,

Dynamic
Coach Group




Why Salespeople
Falil

‘ ‘ “Top reasons employees fail: Not a good fit for the job...
Don’t fit the company culture... Didn’t fit the team.” ,,

® They struggle with prospecting, fear rejection, avoid difficult
conversations, or lack resilience.

@ Sales requires pace, competitiveness, accountability, urgency —

some people simply don't operate that way.

® Territory expectations, collaboration style, and communication
norms vary. Misalignment leads to friction and underperformance.

STRUGGLE

They struggle with prospecting,

fear rejection, avoid difficult
conversations, or lack
resilience.

CULTURE
MISMATCH

Sales requires pace,
competitiveness, accountability,
urgency — some people
simply don’t operate
that way.

TEAM
MISALIGNMENT

Territory expectations,
collaboration style, and
communication norms vary.
Misalignment leads to friction
and underperformance.



The Science of
Sales Job Fit

The employees are assessed with the following
20 core characteristics: Thinking Style,
Behavioral Traits, Interests.
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THINKING STYLE BEHAVIORAL TRAITS INTERESTS
Can they solve Assertive? Enterprising?
customer problems? Resilient? People-focused?
Handle numbers? Independent? Motivated by
Learn quickly? Adapt? Decisive? influencing and
High pace? competing?

> A ) ()

These characteristics form the
foundation of sales job fit —
and the blueprint for replicating top performers.




(V) You're not guessing anymore — you're

STEP 1
° Find the employees who can
Identlfy & outperform their peers. Use Sales PXT

Select- to outline the behaviours, traits,

Assess You r and attributes most important to you.
Top Sales ‘ ‘ “Find the employees who can

outperform their peers...
Use Sales PXT Select: to outline
Performers

attributes most important to you.”

Start with your best salespeople —
the ones who hit numbers, build
pipeling, close deals.

—— KPIs to Analyze: -
Quota Pipeline Win
attainment creation rate
Deal Average Prospecting

velocity deal size activity




STEP

As sessme nt Sales PXT Select® Assessment Profile :
Profi le & Top :::::i::l:er Profile
Deep Insights

This candidate’s overall fit
reflects the behavioural

traits and skills of your
top sales performers.

Go beyond surface-level information.

Sales PXT Select® provides a Top Performer
science-backed view of the traits,
behaviours, and motivators that @ THINKING STYLE
drive sales success. Verbal Skill e e 8
Verbal Reasoning O — 7
What you'll uncover: Numerical Ability — 8
. N i i —_—e——
Predict top performance HpEpic Eessonie ' d
The potential to top performers. 1 5 10
Compare candidates to your Low Average High
best performers.
@  BEHAVIORAL TRAITS
Understand what drives people L ] . ]
. Assertiveness , /i
The potential to see how they i [
- think, behave, and what Resilience i 8
motivates them. Decisiveness g
Independence : 8
Reduce hiring risk Sociability 6
. I The potential to make confident, Conformity . 6
data-backed decisions. I
Pace , 7
; Accommodation : 6
Build stronger teams .
, : Judgment : 7
The potential to hire for .
complementment, not just 1 5 10

experience. Low Average High

* INTERESTS (Top 3)

2 aa 1%

Enterprising People Service Creative
High drive to lead, Enjoys helping, Brings new ideas,
influence, and coaching, and solves problems,
achieve results. supporting others. thinks outside

the box.

Identify the right people. Measure what matters. Build a team designed to win.



STEP 2

BUILD A SALES
PERFORMANCE MODEL

66  “Build a performance model to leverage the best attributes that

distinguish top performers in your organization.” , ’

A sales performance model captures the “DNA” of your top performers.

NEW BUSINESS ACCOUNT SALES

SALES MANAGER DEVELOPMENT

Generating Qualified

New Business Sales Account Manager 9
Opportunities

—— PRIMARY FOCUS ——  —— PRIMARY FOCUS PRIMARY FOCUS ——
Winning New Business Growing Existing Accounts Generating Qualified Opportunities

—— IDEALDNA ——— —— IDEALDNA ———— — IDEALDNA

(v High Assertiveness (v High Sociability (v] High Pace

(v High Pace v Strong Verbal Reasoning (v] High Resilience

v/ Strong Numerical Reasoning (v} High Accommodation (v} Enterprising Interest

@ Low Conformity @ Balanced Decisiveness V) Strong Verbal Skill

(v High Independence
T —S—S—S—S—S—SS ——

This model becomes your hiring benchmark —

a clear, objective standard for identifying, selecting, and developing
sales talent that consistently performs at the highest level.




E[_- Step 3: Evaluate Sales

Q | Candidates Against the Model

“Easily spot future hires who share common traits
with the most successful people.??

‘ You'll quickly see: OVERALL FIT SCORE
Who matches your top performers
| Who will struggle
|
Who needs 8 2 0/
| : : O
| Who will ramp quickly GOOD FIT
is li - 0-59% 60-74% 75-100%
WhO I8 |I|(8|y to/hit quota . POOR FIT MODERATE FIT . GOODFIT
Red flags:

© Low assertiveness @ Low resilience @ Lowindependence @ Weak numerical reasoning € Low enterprising interest

Hiring becomes predictable — not hopeful.

‘ CANDIDATE VS. PERFORMANCE MODEL

CANDIDATE PERFORMANCE MODEL
| ATTRIBENE (Oliver Chase) (Top Performers)
Verbal Skill 8 7-10 @
| Verbal Reasoning 7 6-10 ]
Numerical Ability 7 6-10 B
' THINKING Numeric Reasoning 8 7-10 ]
| STYLE Composite Score 9 7-10 (4]
Pace 7 6-8 @
Assertiveness 6-9
Sociability 4 6-9 @
@ Conformity 4-7 &
Outlook 5-8 @
BEHAVIORAL  Decisiveness 4 6-9 @®
| TRAITS Accommodation 3 4-7 [ )
Iindependence 6-8 ®
Judgment 4 6-9 2]
@ Enterprising TIED (4th) 1
People Service 5th 2 @
| INTERESTS 3
(Top 3) Creative 2nd 3 @

GOOD FIT . MODERATE FIT POOR FIT

Matches the model Some development needed May struggle in the role




SALES HIRING
CASE EXAMPLE

A mid-size sales organization struggled with turnover
and inconsistent number attainment.

After implementing a sales performance model:

@ Team churn dropped 42%
@ Quota attainment increased 31%
(/] Ramp time shortened 25%

HIRING FOR JOB FlT
TRANSFORMED THEIR SALES RESULTS.

BEFORE @ AFTER

@ Managers reported clearer coaching

@ Team became more stable and predictable

CHALLENGES MEASURABLE RESULTS
(7 @g®  TEAM CHURN 0
e o ()
S 2 HIGH TEAM CHURN &  DROPPED 4 2 A, ,L
~7  INCONSISTENT @/ QUOTA ATTAINMENT 0
sl quota ATTAINMENT INCREASED 0
RAMP TIME 0
LONG RAMP TIME
® @ SHORTENED 25 A) *
® LIMITED COACHING MANAGERS REPORTED
@
M= cuariTy Q CLEARER COACHING 0
A UNPREDICTABLE @@®  TEAM BECAME MORE
TEAM PERFORMANCE f@®®  STABLE & PREDICTABLE
- 3\

Dynamic
Coach Group

BETTER HIRING. | STRONGERTEAMS. | BETTERR



Hire salespeople
who

Build teams
that

Take the next step toward predictable sales performance:

o

9 Download a Sample Sales Performance Model:

https://dynamiccoachgroup.co.uk/dynamic-coaching/sales-hiring-assessment/
(Recruitment of People section)

Contact us: +44 7834 491634

Schedule a free Sales PXT Select® Demo: nick@dynamiccoach.co.uk

SERVICES BRONZE SILVER {c‘i fﬁ PLATINUM
o Creating a job fit

0 Sales PXT Select o

Sales personality profile
(additional)

0 Email identifying red flags

Full debrief on each candidate
(Online)

0 Interview final candidates (30
min)

Attend final interviews in
person

O 00000

@ LET’S BUILD YOUR WINNING TEAM.

GET STARTED TODAY! >

Better Hires. Predictable High-Performing
Stronger Results. Sales Performance. Sales Teams.
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