
What Are The Stats? 

Based on a 20-year track 
record and more than 500,000 
salespeople assessed.

· When clients hire candidates 
 that we don’t recommend, 
 75% OF THOSE SALESPEOPLE 
 FAIL INSIDE SIX MONTHS.

· When clients hire candidates 
 that we do recommend, 
 92% OF THOSE SALESPEOPLE 
 RISE TO THE TOP HALF OF THEIR 
 SALES FORCE WITHIN THE FIRST 
 12 MONTHS.

4 Quick Steps And 
You Can Be Screening 
Candidates Tomorrow

STEP 1 — You answer 20 questions 
to help create a profile of your ideal 
sales candidate. We add your criteria 
to our own time-tested criteria for 
a successful salesperson in the 
experience range you specify. 

STEP 2 — Shortly after we’ve 
reviewed your criteria, you’ll receive 
an email with a Web address, unique 
access code and instructions for 
assessing your sales candidates. 

STEP 3 — Your candidates take the 
online assessment. 

STEP 4 — The results are emailed 
to you after each candidate 
completes their assessment. 

Is what you don’t know 
about your sales candidate 
PUTTING YOU AT RISK?

Ask yourself...
· Ever hire a salesperson and the ONLY THING THEY SOLD 
 was getting the job?

· Tired of salespeople who have “great experience” 
 but CAN’T SELL YOUR VALUE?

· Want to get to THE TRUTH IN THE INTERVIEW — 
 are you really getting a salesperson who will sell for you?

HOW A SALES TRAINER REVOLUTIONIZED THE ASSESSMENT INDUSTRY
Built from the ground up specifically for sales, Objective Management Group’s Sales Candidate 
Assessment was designed by Dave Kurlan, who happens to be a best-selling author, successful sales 
trainer, great sales diagnostician and sales researcher. While training sales teams, Dave wondered why 
some of the salespeople excelled while others failed when they all had received the exact same training? 

There are many premises behind this assessment. The most powerful premise is based upon Dave 
Kurlan’s 1989 discovery that each salesperson has hidden weaknesses that are not obvious to either 
self or management. Certain combinations of these powerful, hidden weaknesses will cause a 
salesperson to become paralyzed and unable to execute the next step, tactic, question or behavior. 

This was the inspiration which, in 1990, inspired the development of the first assessment built 
specifically for sales. It was designed to accurately predict whether a sales candidate can and 
will sell your products in your industry and in your timeframe.

Breaking from the traditional mold that assessment companies took to evaluate a candidate — 
which was to look at them from a psychological, personality, behavioral, or aptitude standpoint 
— Kurlan focused on a tool that would accurately predict execution of the sales process.

What Dave Kurlan discovered — and has since been validated — is that what a salesperson knows 
about your products, the marketplace, the customer’s business, and sales is only as affective as their 
ability to execute on what they know. To know but not be able to do is to under achieve.

HOW THE DAVE KURLAN CONFIDENTIAL SALES CANDIDATE SCREENING IS UNIQUE:
· The only assessment that measures a salesperson’s ability to be successful in their 
 role as a salesperson for your company.
· Specific to sales. No guessing or modifying to make it fit sales.
·   Accurately predicts the issues the candidate will struggle with while out in the field 
 selling your products and services.
·   Cost effective because it can be purchased without a volume restriction allowing you 
 to screen all your candidates.

We go wider and deeper than anyone else with all our findings 
that are specific, not adapted for sales. THERE’S A DIFFERENCE. 



Desire 

Sales Skills

Bravery 

Difficulty Recovering 
from Rejection  

Retention Skills

Responsibility

Trainable 

Self-limiting
Beliefs 

Ability to Control 
Emotions 

Bonding and
Rapport   

HOW OMG 
MEASURES IT

How important it is for them to 
achieve success in sales?  

Identified are their skills 
in 4 major categories: 
Hunter, Closer, Qualifier, 
and Consultative Seller

The sales scenarios they will 
struggle with

The impact that getting a 
getting a ‘no’ will have on 
them and how long it may 
take to recover

Identified are their skills in 
2 major categories: Account 
Manager and Ambassador

Whether or not your candidate 
will make excuses for their 
lack of results

Whether they have the 
incentive to change that 
generally comes from the 
willingness to improve their 
sales competencies

The sales specific beliefs 
that support or sabotage 
their sales outcomes 

The likelihood your candidate 
is caught off guard or in 
an uncomfortable situation 
— they will panic and lose 
control of the sales call

How quickly they develop 
relationships with 
their prospects  

WHAT YOU LEARN ABOUT 
YOUR CANDIDATE

Do you really want a salesperson 
that has no desire to be successful 
as a salesperson?

Does this position require the 
salesperson to open new business?
This will tell you if they can.

Are the scenarios identified the 
ones the salesperson will be faced 
with? If yes, do you really want to 
hire someone and put them in a 
position they cannot handle?

Does your position require someone 
who has to close their own deals? 
If so, do you want to hire someone 
who will avoid getting rejected 
simply by not asking for the order?

Is customer retention critical 
to the position?

Excuses are lies we tell ourselves 
so we don’t have to change.  
Do you want an excuse maker 
on your team?

Will they have to learn something 
new coming to work for you?  
Do you want to hire someone who 
really doesn’t want to change?

We are all held captive by our 
past experiences and beliefs.  
Do you really want someone who 
has a belief that is not congruent 
with the way you do business?

Do you want to hire someone who 
cannot control the sales process 
and therefore gets caught up in 
all the stalls and put-offs your 
prospects are going to give them?

How important is being able to 
quickly connect with prospects 
and customers to this position?

HOW THIS 
IMPACTS YOU

What you will learn about your candidates 
BEFORE YOU HIRE THEM using this assessment

Drive or Achievement

Selling New Business

Resilience 

Rejection Proof  

Retain Current Customers

Accountability

Coachable  

Confidence 

Emotions  

Sociable 

 

SALES SUCCESS 
MEASUREMENTS

General need to achieve 

Sales positions which are 
meant to grow the business 
in existing markets or new 
ones require salespeople 
with skills in four key roles.

General ability to cope 
with adversity 

How the individual reacts to 
not being accepted or not 
having their ideas accepted
 

Sales positions which are meant 
to maintain strong service levels 
and good business relationships 
require salespeople with skills 
in two key roles.

The capacity for the individual 
to take responsibility for their 
own success or failures

Whether they are open to 
new ideas 

Whether they are a 
confident person  

Emotional steadiness 

How comfortable they feel 
and how appropriately they
behave in social situations  

 

WHAT IT MEASURES
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 How many salespeople would you hire if you knew, IN ADVANCE, that they would all succeed?  


