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Five Misconceptions
About Sales Success

How to improve sales hiring success

By Jim Peduto

Senior leadership invariably wants to hire better salespeople.
It begs the question — better than what? Better than the
existing salesforce? Better than the competition? Better than
the top five percent of all salespeople?

Upgrading sales talent requires a clear picture of what it
will take to succeed in your company, selling your product or
services, to your customers, in your industry. Once you know
what you are looking for, you'll need a selection process.

Leaders oftentell us they’know what it takes to succeedin
theirindustry!Ifyou agree, why doyou have under-performers?
The belief that you know sales talent when you see it is based
on five widely held misconceptions about sales success —
findings that are supported by our research into over 2.2
million salespeople:

Misconception 1: There is a Sales Personality. The
data conclusively shows that personality is not a differen-
tiator between the top and bottom salespeople. There is no
sales personality. That is one reason personality tests don't
predict sales success. Ifa personality predicted success, hiring
salespeople would be a snap.
How many salespeople with
great personalities have you
seenwho consistently fail to
make their numbers?

Misconception 2:
Friendliness Sells. The Rela-
tionship Building Core Com-
petency, in part, measures
how likable a salesperson is.
Top salespeople are no more
likable thantheirweak peers.
Being likableisa prerequisite
for sales success, however, it
does not guarantee results.
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While you can't sell without
it, it's simply not enough to
ensure success. Thereare mil-
lions of likable people who
can't sell candy to rich kids.
Misconception 3:
Great Salespeople are
Extroverted. This finding
is contrary to the stereotypi-
cal image of a salesperson.
Science shows that extro-
verted salespeople perform
no better than introverted
salespeople.Onthe contrary,
introverts have anedgein lis-
tening and asking questions.
Misconception 4:
Presenting is Key. Most
salespeople achieve their

highest scores in the Sales
Core Competency, Presenta-
tion Approach,andthereisn't
much difference between
the tops and bottoms at
mostcompanies. Surprising-
ly, the bottom salespeople
are often betterthanthe top
salespeople at Presentation
Approach because theyrely
onthatinstead of a Consulta-
tive approach.

Misconception 5:
Always be Closing. Most
leaders are obsessed with
closing. A misconception
that stemsfroman outdated
view of the sales process.
Objective Management
Group science shows that
most salespeople are uni-
formly weak at closing. In
most companies, the clos-
ing competency cannot dif-
ferentiate top from bottom.

How can you predict
sales success? Begin by shed-
ding your misconceptions
andfocusing onthe 21 core
competencies required to
succeed in sales. The core
competencies are measur-
able. The relative weight of
eachcompetency neededto
succeed inyourindustry will
vary based on your product
or service, your go-to-market
strategy, and the difficulty
of the sales role. Your goal
should be to build acompe-
tency model that is 92 per-
cent accurate in predicting
sales success. SM
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