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Success DNA -

Why It’s Critical for Sales Leaders

By Scott Zahn, Co-founder

In this economy, sales execution
is on everyone’s mind. With fewer
opportunities for new account pene-
tration and new business development,
it's absolutely imperative that your
sales professionals win a higher per-
centage of their transactions every

single quarter.

While many sales training and
productivity firms flood the market
with messages about how to boost
performance, choosing which options
to insure success this month, this
quarter and this year is more challeng-
ing than ever. Recent research shows
that the best sales organizations are
focused on how to leverage the key
selling skills of their top performers to
improve everyone else’s performance.
One of the most cost-effective ap-
proaches yielding impressive results is
sales performance coaching. Coaching
is all about helping your sales profes-
sionals read situations better and ad-

just their selling style appropriately.

Establishing Peak Performer
Benchmark

Though the concept of sales coaching
is not new, recent research indicates
that optimal coaching outcomes are
achieved when the sales organization
establishes the benchmark for peak
performance. Specifically, what is it
about the “A” level sales professionals
that makes them so unique? Under-
standing these characteristics, called
the Success DNA, is essential to coach
and improve the performance of the

entire team.

Over the last 3 decades, re-
searchers have refined a series of sci-
entific conclusions identifying an indi-
vidual’s core behaviors as a consistently
accurate measurement for under-
standing peak performance. Continu-

ing research has shown that behav-
ioral indicators have high correla-
tions to actual performance results
across a variety of employee roles as
opposed to selling styles or methods.
Behaviors can be simply described as
attitudes and competencies that
really define the Success DNA for

your sales professionals.

Like any measurement criteria,
establishing the benchmark for per-
formance is the first step. In team
sports it’s usually the win/loss re-
cord. In selling, it needs to be more
granular. Regardless of the variables
measured, the same standards need
to be used for all sales professionals
within a logical organization. There-
fore, selling organizations can have
separate Success DNA measure-
ments for territory sales groups
verses National Accounts sales

groups.

By measuring the peak perform-
ers and using their results to estab-
lish a benchmark, sales managers can
now compare the “B” and “C” level
sales professionals to the benchmark
to see the specific root causes be-
hind inconsistent or poor perform-
ance results. Analytics at this level
can help sales managers understand
why certain reps have issues at vari-

ous points in sales campaigns.

Applying the Peak Performer
Benchmark to Everyone
To see the implications, let’s examine
a specific sample behavior; a sales
professional’s need for harmony. A
sales rep’s score relative to the top
performers’ benchmark will often
reveal how the rep is likely to act at
critical points in a sales cycle when
persuasion is required.

For instance, when trying to



The Three Levels of Performers
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Continuing research has shown
that behavioral indicators have a
high correlation to actual per-
formance results across a variety
of employee roles.

commitment to move ahead with the
sale. If the benchmark results show
that the peak performers in your or-
ganization have moderate scores on
this attribute, but the sales profes-
sional in question scores higher, he or
she will likely under perform in these
situations. The propensity to avoid
difficulty (reflected in a high need for
harmony) is likely to have a negative
impact on this sales campaign. As a
result, the alignment needed to move
the buying process forward, is often
missed or glossed over. In cases
where the competition understands
the situation and executes more effec-
tively (thus achieving a higher degree
of alignment), your rep will eventually
be completing your version of a lost
sales report while his competitor is

celebrating the win.

Knowing the Success DNA of
your sales organization allows manag-
ers to work one-on-one with each
sales rep for personalized coaching.
Research shows that the top sales or-
ganizations significantly out perform
their competition when their coaching
and training program is driven off the
organization’s Success DNA. Sales
managers who have embraced this

leadership strategy witness shorter
sales cycles and higher win rates on a

consistent basis.

Applying Peak Performer
Benchmarks to Hiring Process
When the sales organization’s Suc-
cess DNA is applied to the hiring
process, equally impressive results
are achieved. For years, hiring new
sales professionals has been a time
consuming task and problematic. It’s
not a reflection of poor interview
skills or lack of effort, but simply the
difficulty in uncovering the cogitative
behaviors associated with each candi-

date’s Success DNA.

However, managers who under-
stand their organization’s Success
DNA have a clear advantage when it
comes to selecting between new hire
candidates. Hiring managers can
now clearly see where each candi-
date specifically differs from their
peak performers. By infusing science
into the process, the inconsistency of
a gut decision can be supported with

fact based analytics.

In a typical scenario, you may
have identified five candidates who
meet each of your overall require-
ments. This short list has been
through a complete interview cycle.
Each of the candidates appears to be
a good fit and reference checks show
no “red flags” or danger signs.
While most managers would be bur-
dened with this decision phase, man-
agers who have their organization’s
Success DNA mapped are clearly in

control.

For instance, using the Success
DNA, the candidate’s profile reveals
that he is exceptionally unstructured.
He comes to the interviews seem-
ingly nonchalant. He rarely has pre-
pared materials, and his spontaneous
comments — while refreshing, seem
somewhat out of context at times.
Follow up calls to his references indi-
cates a strong track record but con-
firm your observations of this un-



By infusing science into the
process, the inconsistency of a
gut decision can be supported

with fact-based analytics.

The ability to sharpen and focus
the selling skills of each sales
professional will be one of the
critical factors for determining
winners in this highly competi-

tive and difficult economy.

clear that the candidate’s selling style
was effective in his previous organiza-
tions, it may be a liability in yours, due
to his unstructured approach.

This added insight can now be
factored into the hiring manager’s de-
cision process for evaluating this can-
didate against the strengths and weak-
nesses of the other candidates. Should
this candidate turn out to be the best,
the hiring manager can now proac-
tively coach this new rep to mirror
the structured methods used by the
benchmark group. The coaching can
stress a higher respect for the transac-
tion related details and the instruction
can be delivered consistently until the

rep has embraced the new process.

Additionally, the manager can ask
proactive questions around the new
rep’s prospect list looking for selling
situations where the buyers have a
very formal buying process where a
structured campaign is absolutely re-
quired. These selling opportunities
will be the manager’s focus during the
transitional quarters as this new hire is
likely to struggle in situations where
the tendency exists to be more spon-
taneous if not coached effectively by

the sales manager-.

Benefits of Measuring the Success
DNA of Your Organization

Sales organizations that measure their
Success DNA have a clear advantage
in this shifting economy and realize

significant performance improvements:
e Shorter sales cycles and higher
win rates.
e Lower cost of sales and less com-
petitive pressures.
o Successful new hires that perform
like A players

e Lower hiring and training costs

The most successful sales organi-
zations today leverage the best prac-
tices of their top performers to im-
prove the entire sales team’s perform-
ance. The ability to sharpen and focus

the selling skills of each sales profes-
sional will be one of the critical fac-
tors for determining winners (peak
performers) in this highly competi-

tive and difficult economy.

Spring Lake Technologies offers
knowledge-based analytics and tools
to measure Success DNA and most
importantly help sales leader s coach
and mentor sales professionals for
higher levels of performance. The
company's SmartSeries suite of on-
demand sales performance applica-
tions is defining success for sales or-
ganizations like RightNow Technolo-
gies, Siemens and Advent around the
globe across a wide range of indus-

tries.

To try SmartProfiling from SLT
to measure your team’s Success
DNA, you can click the “Try it Now”
link on our web site, or email me at:
szahn@springlaketech.com. This
limited offer is free for now but, the
results will last a lifetime.

‘- SLT
Spring Lake Technologies.

The DNA of Successw
www.springlaketech.com


mailto:szahn@springlaketech.com

	Success DNA - 

	Why It’s Critical for Sales Leaders



<<

  /ASCII85EncodePages false

  /AllowTransparency false

  /AutoPositionEPSFiles true

  /AutoRotatePages /None

  /Binding /Left

  /CalGrayProfile (Dot Gain 20%)

  /CalRGBProfile (sRGB IEC61966-2.1)

  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)

  /sRGBProfile (sRGB IEC61966-2.1)

  /CannotEmbedFontPolicy /Error

  /CompatibilityLevel 1.4

  /CompressObjects /Tags

  /CompressPages true

  /ConvertImagesToIndexed true

  /PassThroughJPEGImages true

  /CreateJobTicket false

  /DefaultRenderingIntent /Default

  /DetectBlends true

  /DetectCurves 0.0000

  /ColorConversionStrategy /CMYK

  /DoThumbnails false

  /EmbedAllFonts true

  /EmbedOpenType false

  /ParseICCProfilesInComments true

  /EmbedJobOptions true

  /DSCReportingLevel 0

  /EmitDSCWarnings false

  /EndPage -1

  /ImageMemory 1048576

  /LockDistillerParams false

  /MaxSubsetPct 100

  /Optimize true

  /OPM 1

  /ParseDSCComments true

  /ParseDSCCommentsForDocInfo true

  /PreserveCopyPage true

  /PreserveDICMYKValues true

  /PreserveEPSInfo true

  /PreserveFlatness true

  /PreserveHalftoneInfo false

  /PreserveOPIComments true

  /PreserveOverprintSettings true

  /StartPage 1

  /SubsetFonts true

  /TransferFunctionInfo /Apply

  /UCRandBGInfo /Preserve

  /UsePrologue false

  /ColorSettingsFile ()

  /AlwaysEmbed [ true

  ]

  /NeverEmbed [ true

  ]

  /AntiAliasColorImages false

  /CropColorImages true

  /ColorImageMinResolution 300

  /ColorImageMinResolutionPolicy /OK

  /DownsampleColorImages true

  /ColorImageDownsampleType /Bicubic

  /ColorImageResolution 300

  /ColorImageDepth -1

  /ColorImageMinDownsampleDepth 1

  /ColorImageDownsampleThreshold 1.50000

  /EncodeColorImages true

  /ColorImageFilter /DCTEncode

  /AutoFilterColorImages true

  /ColorImageAutoFilterStrategy /JPEG

  /ColorACSImageDict <<

    /QFactor 0.15

    /HSamples [1 1 1 1] /VSamples [1 1 1 1]

  >>

  /ColorImageDict <<

    /QFactor 0.15

    /HSamples [1 1 1 1] /VSamples [1 1 1 1]

  >>

  /JPEG2000ColorACSImageDict <<

    /TileWidth 256

    /TileHeight 256

    /Quality 30

  >>

  /JPEG2000ColorImageDict <<

    /TileWidth 256

    /TileHeight 256

    /Quality 30

  >>

  /AntiAliasGrayImages false

  /CropGrayImages true

  /GrayImageMinResolution 300

  /GrayImageMinResolutionPolicy /OK

  /DownsampleGrayImages true

  /GrayImageDownsampleType /Bicubic

  /GrayImageResolution 300

  /GrayImageDepth -1

  /GrayImageMinDownsampleDepth 2

  /GrayImageDownsampleThreshold 1.50000

  /EncodeGrayImages true

  /GrayImageFilter /DCTEncode

  /AutoFilterGrayImages true

  /GrayImageAutoFilterStrategy /JPEG

  /GrayACSImageDict <<

    /QFactor 0.15

    /HSamples [1 1 1 1] /VSamples [1 1 1 1]

  >>

  /GrayImageDict <<

    /QFactor 0.15

    /HSamples [1 1 1 1] /VSamples [1 1 1 1]

  >>

  /JPEG2000GrayACSImageDict <<

    /TileWidth 256

    /TileHeight 256

    /Quality 30

  >>

  /JPEG2000GrayImageDict <<

    /TileWidth 256

    /TileHeight 256

    /Quality 30

  >>

  /AntiAliasMonoImages false

  /CropMonoImages true

  /MonoImageMinResolution 1200

  /MonoImageMinResolutionPolicy /OK

  /DownsampleMonoImages true

  /MonoImageDownsampleType /Bicubic

  /MonoImageResolution 1200

  /MonoImageDepth -1

  /MonoImageDownsampleThreshold 1.50000

  /EncodeMonoImages true

  /MonoImageFilter /CCITTFaxEncode

  /MonoImageDict <<

    /K -1

  >>

  /AllowPSXObjects false

  /CheckCompliance [

    /None

  ]

  /PDFX1aCheck false

  /PDFX3Check false

  /PDFXCompliantPDFOnly false

  /PDFXNoTrimBoxError true

  /PDFXTrimBoxToMediaBoxOffset [

    0.00000

    0.00000

    0.00000

    0.00000

  ]

  /PDFXSetBleedBoxToMediaBox true

  /PDFXBleedBoxToTrimBoxOffset [

    0.00000

    0.00000

    0.00000

    0.00000

  ]

  /PDFXOutputIntentProfile ()

  /PDFXOutputConditionIdentifier ()

  /PDFXOutputCondition ()

  /PDFXRegistryName ()

  /PDFXTrapped /False



  /CreateJDFFile false

  /Description <<



    /BGR <>

    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>

    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>

    /CZE <>

    /DAN <>

    /DEU <>

    /ESP <>

    /ETI <>

    /FRA <>

    /GRE <>



    /HRV (Za stvaranje Adobe PDF dokumenata najpogodnijih za visokokvalitetni ispis prije tiskanja koristite ove postavke.  Stvoreni PDF dokumenti mogu se otvoriti Acrobat i Adobe Reader 5.0 i kasnijim verzijama.)

    /HUN <>

    /ITA <>

    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>

    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>

    /LTH <>

    /LVI <>

    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)

    /NOR <>

    /POL <>

    /PTB <>

    /RUM <>

    /RUS <>

    /SKY <>

    /SLV <>

    /SUO <>

    /SVE <>

    /TUR <>

    /UKR <>

    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)

  >>

  /Namespace [

    (Adobe)

    (Common)

    (1.0)

  ]

  /OtherNamespaces [

    <<

      /AsReaderSpreads false

      /CropImagesToFrames true

      /ErrorControl /WarnAndContinue

      /FlattenerIgnoreSpreadOverrides false

      /IncludeGuidesGrids false

      /IncludeNonPrinting false

      /IncludeSlug false

      /Namespace [

        (Adobe)

        (InDesign)

        (4.0)

      ]

      /OmitPlacedBitmaps false

      /OmitPlacedEPS false

      /OmitPlacedPDF false

      /SimulateOverprint /Legacy

    >>

    <<

      /AddBleedMarks false

      /AddColorBars false

      /AddCropMarks false

      /AddPageInfo false

      /AddRegMarks false

      /ConvertColors /ConvertToCMYK

      /DestinationProfileName ()

      /DestinationProfileSelector /DocumentCMYK

      /Downsample16BitImages true

      /FlattenerPreset <<

        /PresetSelector /MediumResolution

      >>

      /FormElements false

      /GenerateStructure false

      /IncludeBookmarks false

      /IncludeHyperlinks false

      /IncludeInteractive false

      /IncludeLayers false

      /IncludeProfiles false

      /MultimediaHandling /UseObjectSettings

      /Namespace [

        (Adobe)

        (CreativeSuite)

        (2.0)

      ]

      /PDFXOutputIntentProfileSelector /DocumentCMYK

      /PreserveEditing true

      /UntaggedCMYKHandling /LeaveUntagged

      /UntaggedRGBHandling /UseDocumentProfile

      /UseDocumentBleed false

    >>

  ]

>> setdistillerparams

<<

  /HWResolution [2400 2400]

  /PageSize [612.000 792.000]

>> setpagedevice



