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Was your last sales hire this?….



Or this?...



Disappointment not uncommon

We commonly hear
25-50% of sales reps are 

below quota



Can you afford a mis-hire?

1. With great sales people and bad 
marketing, a company can survive

2. With good sales people and bad 
marketing, a company may survive

3. With bad sales people and good 
marketing, a company will not survive

Joe Miller – Great Salespeople Aren’t Born, They’re Hired



Can you afford a mis-hire?

Typical cost of a sales mis-hire…

Between $1M - $2M!



Cost of a Mis-hire

Quota for New A Player $ 1,500,000
C Player Output (50% x A Player Quota) $    750,000
Revenue Gap for C Player $    750,000

C Player’s Lost Customers (10% x A Player Quota) $    150,000
C Player’s Overhead (15% of Mgr time @ 150k/year) $      22,500

Lost Sales/Year $    750,000
Total Cost per C Player/Year $    922,500
Lost Gross Profit/Year (@ 20% gross margin) $    184,500
Costs of Delaying Action (Lost Sales x 2 Years) $ 1,845,000

Chris Croner, Ph.D., Psychology 



Typical Hiring Process

Experience / Sales Skills / DNA



Hiring Peak Performers

Experience / Sales Skills /DNA



Take away…

Pound for pound DNA is a 
bigger indicator of future 

success than past 
experience. 



The DNA of a Peak Performing 
Sales Professional:
5 characteristics



DNA of a Peak Performer

RESULTS ORIENTED

BURNING NEED 
TO ACHIEVE

AMBITIOUS 
DISCIPLINED,

NEVER SATISFIED 
BY SUCCESS

SACRIFICE
DO WHATEVER IT TAKES

RELENTLESS 
PURSUIT 

OF EXCELLENCE

DEDICATED
FOCUSED

KNOW WHY THEY 
ARE HIRED

GOALS TATOOED 
ON BRAIN

EXCITED BY 
BHAG’S



DNA of a Peak Performer

POSITIVE DISPOSITION

THICK 
SKINNED SHORT 

MEMORY FOR 
FAILURE

EXPECT 
TO WIN

FOCUS ON SOLVING 
PROBLEMS 

BECAUSE THEY CAN

ASSUME NEXT 
CALL WILL BE A 

WINNER

THEY CAUSE SUCCESS,
FAILURES HAPPEN TO THEM

REGULARLY 
HEAR NO, NO, 

NO, YES

WHEN, 
NOT IF

REJECTION 
NOT PERSONAL



DNA of a Peak Performer

LOVE TO COMPETE

WITH SELF, 
WITH OTHERS

KEEP 
SCORE TRAIN HARD

PLAY TO WIN

DESIRE TO 
OUTPERFORM OTHERS

“I WAS SALES 
LEADER 7 OF 8 YEARS”

NEED TO WIN 
TO BE HAPPY

EXCITED BY 
PRESSURE

ON 24/7 

INTENSE
SENSE OF 
URGENCY



DNA of a Peak Performer

SYSTEMATIC

SCIENCE COMBINED 
WITH ART

EFFICIENT 
WITH TIME

TIME SPENT ON ACTIVITIES 
THAT LEAD TO RESULTS

HIGHER HIT 
RATES

UNDERSTAND 
QUALITY VS QUANTITY

PERSUASIVE, 
NOT AGGRESSIVE

SUCCESS IS 
AN EQUATION



DNA of a Peak Performer

INSANE ABOUT CUSTOMERS

CURIOUS BY 
NATURE

CUSTOMER SUCCESS
= COMMISSIONS

HIGH NEED 
TO UNDERSTAND 

CUSTOMER 
BUSINESS

FOCUSED ON CUSTOMER’S 
BEST INTERESTS

HONEST AND 
EARN CUSTOMER 

TRUST

SERVICE 
ORIENTEDALWAYS DEVELOPING 

THE RELATIONSHIP

IN THEIR CLIENT’S HEAD
IN THEIR CLIENT’S VISION

ALWAYS 
AVAILABLE, 

RELIABLE



Attracting the Peak Performers

Rolodex  X  Hunting  X  Tools  X  Filtering  X  Time
EMPLOYER EQUATION

+ RUNNING YOUR BUSINESS



Attracting the Peak Performers

ROLODEX X  HUNTING X  TOOLS X  FILTERING X  TIME

DEDICATED RECRUITER

So you can focus on running your business



Three Tips for Screening PP

• Translate role into experience, 
skills and DNA 

• Ask behavioral questions and 
cross reference

• Probe the past
• Multiple interviews, background 

checks
• Create scorecard to reduce 

subjectivity
• Don’t get sold



Keeping Peak Performers

• Pay them - Feed coin here

• Understand what interests and motivates them
• Help them win business

• Advance their career
• Let them sell 



Final Take Aways…

Peak Performers 
outsell others by 2x or more

If you are running a sales team: 
hire Peak Performers and nothing less

If you are a sales professional: 
harness your inner peak performer



Top Performing Sales People…

Peak Sales 
Recruiting Inc.

OTTAWA | TORONTO

www.peaksales.com

1.800.964.0946


