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decision if the hire does not work out.decision if the hire does not work out.
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Sales success isn’t random. 
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Why Salespeople
Fail

“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.
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You’re not guessing anymore — you’re measuring.

STEP 1

Identify &
Assess Your
Top Sales
Performers

Find the employees who can
outperform their peers. Use Sales PXT
Select· to outline the behaviours, traits,
and attributes most important to you.
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Use Sales PXT Select· to outline
the behaviours, traits, and
attributes most important to you.”

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

KPIs to Analyze:

Quota
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deal size
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Win
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