PSYCHOLOGICAL TESTING:

THE SALES
NMIANAGER’S
EDGE

s the stakes increase and
the price of making a poor
personnel decision grows,
psychological testing has
become a viable method
for determining not only which individuals stand a
greater chance for overall success but also how to
place different people into their appropriate positions.

HiGH-CALIPER PERFORMANCE
Since 1961 one testing company — Caliper Manage-
ment of Princeton, New Jersey — has assessed over
900,000 business people and more than 4,000 athletes
for professional sports franchises. As Caliper CEO and
President Herb Greenberg explains, many psychologi-
cal tests used for help in hiring in the past have proved
faulty for one fundamental reason.

“When you're applying for a job,” he says, “you're
going to try to hide your weaknesses to make yourself
seem as perfect as possible. The whole key to this
type of testing is to cut through this factor to deter-
mine the reality behind the facade that people put for-
ward. And that's one of the reasons that our test works
as well as it does.”

In the Caliper exam, prospective hires respond to
180 questions, each of which is phrased in the form of
four self-descriptions. The subject then marks which
guestion best describes him or her. Knowing the sub-
jects want to give the “right” answers, each descrip-
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wiorst salesperson. So unless you know both sides of
the equation there's no way in the world you can pre-
dict cne person’s success,”

But if you're skeptical whether a simpls 180-ques-
tion test can really predict future success in sales, con-
sider Caliper's results. Factoring out the frequeant
turrver in many sales onganizetions by eliminating
salespecple wha left pasitions within ane year, BS par-
cent of the individuals Caliper had recommendead to
cliants are today in the top half of thair sales forces, In
contrast, of those hired ageinst Calper's recommenda-
tian, anly 17 percent ara in the wp half of their salas
farces,

SomeTHING WhLDER

Mot surprisingly, psychaological profiles can be used
far more than simply screening possible job candidates.
Oine training compary, Jack Wilder & Associates
IWER) of Dalles, hes found that peychological testing
can multiply sales training exponentially, Using a simple
20-minute test known as tha Hartman Valus Profile,
JWEA can analyze an individual’s strengths, waak-
negses, imiters and biasas, Tha company then uses
the results o help managers better understand how to
motivate their salespeople and help them overcome
their limitations and enhance their strengths.

The welHonown profile consists of two lists of
18 seamingly random staternents. Subjects are asked
to rank the stataments from bast to worst, The rasuits
are then run through a complex computer program
based on the patterns of human thought to forrmulate
an owverall subject representation. According o company
president Jack Wilder, the Hartman profils puts into
rmanagers’ hands the exact information they need about
their salespeaple,

"Mansgers want to know a8 few simple things,”
he savs. "Thay want to know how to communicate
affactively, how to talk the way their salespeople histen,
heww to motivate different individuals and where each
person's strengths and wesknessas lie. What this all
basically cormes down 1o is how those salespeocple

thimk, Most sales managers I've seen cannot figure all
aof this out for themsahves because they're not psychal-
ogists - they're sales managers. Dur report is basically
an instruction manual for how to work with aach individ-
ual parson.”

A5 with the Caliper test, subjects cannot influ-
ance the Hartman profile by providing answers they
suspact their examiners want to hear. The 18 iterns on
each list vany from extremely positive (°1 love the
beauty of the warld”) o extremely nagative (] curse
the day | was born™). The result of 87 years of wark in
the science of thinking by mora than 30 doctors, the
Hartman test can produce a full profile based solely on
how subjects rank these staternents. Wilder claims that
tha Hartman profile often provides people with a com-
pletely new insight on themsahes.

“The best thing about the profile, | think,™ he
=avs, "is that it tells you what vou don't naturally pay
attenton to. It shows you what you don't see ona
sales call and it will tell you what you don't hear. Mow
that is axtremely valuable because, trite as it sounds,
people don't know what they don't know., And they
don't know what they didn’t see. But that's what you
realty need to know. So we take that information and
give you a checklist system of what you need to do to
pay attention 1o those things yvou normally would miss,
And our clients find this to be an invaluable service.”

Ultimately, sales management is vary much &
psychalogical task. Yet few managers have any psycho-
legical training wunder their belts, They operate by the
saat of thedr pants, hitting the bull's-aye with same
selespeophe but missing the mark entirely with others.
For such divarse companies as AT&T, Levi Strauss,
IBM, General Electric and thousands more, psychologi-
cal testing has provided a solid foundation on which to
build & highly motiveted sales organization, from initial
hiring to future success, If that sounds good to you,
psychological testing may well be in your sales organi-

zation's future too.
CALIPER

The Feople Who Measure Swccess
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