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Must have a Willing & Able Team
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What Is the cost when the wrong
employee is hired?

Recruiting fees

9 Months of base salary

9 Months of Company overhead (17% of base)

9 Months of Management, coaching man-hours

Impact of lost productivity/ quota for 1 year

©8h &hH &HB L & &F

. Loss of LTV from expected New Customers
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Hiring the RIGHT PEOPLE Is one of =

a Leaders BIGGEST Responsibilities
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Develop a HIRING PROCESS
Recruiting | .

Job Source
Posting -y
=7 o ( Interview
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Learn to embrace thés.E.A.R.C.hodel & then  { Q
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A Skillsg What specific skills must the candidate possess? .
S E A R C H

A Experience; What specific activities, type of clients, areas of
responsibility, work history, and background factors are relevant tc
the job under consideration?

A Attitude - How does the candidate approach work, colleagues, and life? What guiding principles shoul
the successful candidate possess?

A Results- What success has the candidate had in the past? What results have been produced in simila
situations? Has this candidate epérformed or undeiperformed?

A Competencies; What are the key competencies required to maximize success in his or her specific role

- A Habits¢ What specific behaviors and approaches to accomplishing life tasks and getting work done are
necessary for the successful candidate for the position?
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Embrace the 486 S

Staff
Skills
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Strategy

Board of Directors & Leadership
Team determines the short term
& long term STRATEGY
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Structure

Leadership determines the
required STRUCTURE need
to execute the STRATEGY
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Skills
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To maximize success: Identify the

Skills, Behaviors, and Competencies
needed for each specific role.

Skills
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Embrace the 486 S

Now, you are ready to StaffStaff

Skills
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ldentify Role Specific COMPETENCIES

The Key Behaviors Needed to Maximize Success: B

© sales DevelopmentRep ) Regional Sales Managers © Vice President of Sales

* Question & Qualifying * Prospecting * Strategic Thinking

* Control & Close * Questioning & Qualifying * Executing for Results

* Takes Action * Ambition & Drive * Accountability

* Ambition & Drive * Accepts Responsibility * Goal Setting

* Positive Outlook e Takes Action * Leadership effectiveness
* Relationship Focus + Problem Solving * Coaching effectiveness

* Resist Stalls & Objections Process Orientation * Time management
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RECRUITING Candidates
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COMPETENCY Based Job Descriptions

ICATU"

MEASURING THE FUTURE™

Regional Sales
Manager

t‘.}

Sandler
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If you have a desire to grow with a dynamic company, make a major difference
within the organization, have great advancement opportunities, and thrive on
working in a fast paced, exciting environment, then this opportunity may be for
you.

MICATU is a rapidly growing developer of next generation of optical sensors for
sensing and condition monitoring applications. Measurement capabilities include
voltage, current, vibration, displacement, and temperature. We address the
growing power generation challenges stemming from large rotating machines,
high voltage transmission and power transformers. Our technology enables
highly accurate precision measurements in the harshest of environments.

We have an immediate opening for a Business Development Manager for the
Eastern United States. To learn more about MICATU, please visit
https://micatu.com

Job Description

The Business Development Manager will be responsible for cultivating new
customer opportunities in the Eastern United States region. He/She will have
strong prospecting and strong relationship building skills. Your active listening
skills will allow you to understand a prospects water challenges, pain points, and
their initiatives, allowing you to ask great guestions and qualify their needs
swiftly. This self-starter will possess an ardent work-ethic, be independent, have
effective communication skills (written and verbal), and outstanding follow up
tactics.

The ideal candidate is a true “hunter” who enjoys prospecting, follows sales
processes, knows how to leverage a CRM, and has a successful track record
selling technical solutions in the utility electrical grid marketplace.

Responsibilities:

* Develop targeted short term and long-term territory plan to maximize the
sales in the eastern United States.

® Proactively generate new opportunities (prospecting).

& Qualify the prospect and evaluate the prospect’s capital expenditures and
revenue potential.

e Effectively work with our application sales engineers to develop technical and
business requirements for qualified opportunities. Work with our team to
develop detailed proposals to meet customer specific pain points and
challenges, ultimately winning the opportunities.

¢ Develop detailed account plans for larger opportunities. The account plans
will identify specific strategies, tactics, and next steps to maximize account
penetration.

& Provide additional revenue by always being aware of upgrade opportunities
within existing engagements within a customer's organization.

* Effectively use the company marketing initiatives and collateral (email
campaigns, webinars, handouts, demo's, and other material) and successfully
engage new prospects.

¢ Embracing our required processes and use our CRM to record all prospecting
and sales activity daily.

* Provide accurate monthly and quarterly projections for your territory.

Requirements:

* Ardent ambition and drive

* Excellent prospecting, questioning, and qualifying abilities

# Exceptional problem-selving abilities

* QOutstanding communication, follow up, and presentation skills

& Strong writing and professional proposal development abilities

¢ Minimally 5 years of enterprise sales and territory development experience

* Minimally 5 years of experience selling to the utility electrical grid
marketplace

& A Bachelor's degree (engineering degree desired)




INTERVIEWING Candidates
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S E A R C H
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-

of Job Applicants
Lie on Resumes

InNC. Magazine article

HireRight 2020 employment screening benchmark report

,g?g%Donﬁt Get Smoked 1 n the
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Have your TOP Candidatesympletea
Role Specific Cognitive Assessment.
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Recruitment, simplified
through automation and Al.

The worl dos most
comprehensive candidate-
driven talent selection
platform.
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ROLE SPECIKEagnitive Assessment

Thomas Massie

tmasseSancier com

Thomas Massie

QOO0 H———

Imterrad Development 4 2 internal Development

53 sandier Training
Sandler Franchise Owner STRONGEST MATCH

Completon Cate: /82020 Completion Date: /82020
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S SCORE
E——]
Strongest Match
The Ovurall Match Seoer Mgahghes the fit Detamen the
el and De ot
® Cm 1he oft wae the ;ompanents Of (Ne JTesments s
thew pectfic Kumm
® Scores can range fam £ 5 Jowest scors) i § gt
scon
INDIVIDUAL HAS SCORED IN THE PERCENTILE Match Ranking: Compares this individual's score 1o all applcants

for this job in the last 60 doys.

o For example, 80th percentile ranking means this individual
scored higher than 80% of all individuals assessed within the

® & & o ® & 0 O last 60 days
o Use this information to create a "short list” of your most recent
best individuals
People heve camplatad an sssessmant for 150 ot m the lest 40
80”

Top 3 Competencies
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Need for Approval

The extent to which one seeks approval
from others

Emotionally Objective: Resilience

The extent to which one responds to
challenges withun the sales process with
composure and objectivity, perseveres and
exhibits healthy stress management
strategies.

Qualifying: Make Sound Decisions

The extent to which one uses a structured
approach 1o determine the qualification of
business fit

Key Insights

Job Match
4 02 I ® 3
Rejevance 9500 % Relevance S00 %
COMPETENCY MATCH SELF-AWARENESS
A measure of behavioral traits and their A measure of an indnvidual’s tendency to
impact on the key competencies for the examine their thoughts, motives and
role behaviors, and how those influence the
worid around them
Match Area = {7
ga SELF-AWARENESS
Sell-Evalustion -
Lass self mflective Analyzey salf
The Definition

How one reflects inward on own thoughts and behaviors.

Key Insight Narrative
Is kely 10 spend time on P

10 better interact with those around them.

Sell-Understanding

Lans awarn of own motivatiens

The Definition

Key Insight Narrative

effectiveness

| COMPETENCY MATCH |

AMBITION &

How ane makes efforts to understand own motivations and feelings

I likely to Introspect deeply on own thoughts and behaviors to facilitate better interactions with those around them and optimize work

The Definition

,-“'

The extent to which one exhibits & winning attitude and commits to achieving goals by holding themseives accountable and following theough.




Role Specific Cognitive Assessment

Interview Guide

THOMAS MASSIE

The Definition

The extent to which one is open to change and new idess, w to take initiative to achieve objectives tm

. F S Interview Date:

The Definition OPENING QUESTIONS

The extent 10 which one takes control of the sales process by influencing others 10 take & spediic posit action through effectve

mmunicatior

1Istory. In past roles, were you responsibie for b ging N new DusINess Or dea g with exasting ent

The Definition

e extent 10 which one evaluates & situation and emasions a solution 10 effectively meet identified needs

pe " ronT at t 1 De -
| o du ¥
The Definition
The extent 10 which one takes ownership and seeks opporunities to improve individual perf ance through effective processes, systems ar
- _é - 3. We all have preferences when it F 3 INA,
rseght and ir r efe m a manager ¥ K
The Definition
The extent to which individuals prefer to be § o wit ection and structure in their work e nent
»
. A —e-
10 superv y style and the type of manager with w
[\ from a mana ¥ X ¢
The Definition
The ext 10 wt @ e » - ) v erseveres &
managemer itegie
- - »
AWARE I the ) ) ) ack a
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INTERVIEWING Candidates

YOU are Only as GOOd as Your PEOPLE LEADERSHIP ToOLS ¥

Hiring Decision Matrix Tool 3.15.3

So Be: |ntentional

On a scalke of 1to 10

rate each candidate i Names of Candidates
the categones balow,

with 1 being the lowest

and 10 being the

ighe

Thoughtful

Thorough

S E A R C H
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ONBOARDING Employees

Topline Performance Solutions, Inc.
Maximizing Sales & Leadership Results

www.tps.sandler.com




ONBOARDING Employees

Create Expectation Clarity .

A 6 Month Onboarding Plan
A What is Important to Master
A By when
A Product Training
A Sales Enablement Training
A Systems, Process Training
ASpecific Required Behaviors |/ KPI b&s
A Expected Results, by when
A Conduct at 3 month & 6 month review
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