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Agenda 

 How the business environment is changing and how it 

impacts the sales profession 

 What research has revealed about successful sales job 

models that are applicable in today’s changing environment 

 How to leverage this information to better hire and train 

sales professionals at your organization 
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Today…. 

90% of C-Level executives ignore 

cold-calls. 

Source: International Data Corporation 



Today…. 

75% of B2B buyers and 84% of C-level  

or VP-level executives use social media 

to make purchasing decisions. 

Source: International Data Corporation 



 

• Today’s buyers are much more aware of features and benefits, 

alternative offerings, and reviews from other customers. 

 

• Today, salespeople are charged with becoming Trusted 

Partners who can add value and bring real ROI to their clients. 

 

• Every situation, product or service, organization, and sales cycle 

requires a different set of competencies for success. 



The Research: The World of Work and  

Sales Job Models 



Caliper began with a foundation in sales research… 

• Article in 1964 July/August Harvard Business Review by Founder Herb 

Greenberg, PhD., What Makes a Good Salesman. 

 

• 3 main components of successful salespeople: ego-drive, ego-

strength, and empathy 

 

• Caliper’s work is grounded in sales, and for over 50 years, we have been 

the pioneers in validated workplace personality assessments. 

 

• We have been described as the “gold-standard” in predictive personality 

assessment. 



The World of Work 



Rate of change in most 
business environments 

will continue to 
accelerate 

Human capital and 
strategy must be aligned 

Context Matters 
Business analytics will 
continue to significantly 
influence management 

The Theory of Work: 4 Primary Propositions 



The most successful organizations in the future will be those that: 

• Maintain flexible human capital in the face of rapidly changing business 

environments 

 

• Create and communicate value for clients and employees as well as meaning 

 

• Link human capital with a broader evidence-based management approach 

that quantifies the link between human behavior and all relevant business 

outcomes 

 

• Remain proactive in creating high-performance environments in which optimal 

behavior is most likely to occur 
 



Theory of Sales 



Critical Trends 

• Customer needs have grown more sophisticated. 

 

• Customers expect providers to solve their business problems and measure 

value based on outcomes. 

 

• Customers have become more experienced with competitive, disciplined bid 

processes. 

 

• Customers are less loyal because they don’t want to be locked into a vendor’s 

products. 

 



The Research: Sales Job Models 

Meta-Analysis over the course of 15 years: 
 

• 268 studies 

• 292 samples 

• 79,747 salespeople 

• 4,317 organizations 
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The Competency Library 

• 49 competency areas organized along 7 performance dimensions 

 

• Behavioral indicators for each (total of 245 behaviors in full library) 

 

• Validated algorithm scoring for all competencies and behaviors 

 

• Developmental suggestions and interview items for each behavior 
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Implications for Talent Professionals and Organizational Success 

• Validated benchmark for hiring salespeople 

 

• More thoughtful and consistent hiring process 

 

• Consistent onboarding and employee development 

 

• Measurable performance metrics 

 



Now what?  
 

 

Job Model Identification 



How long is the sales 

cycle? 

Is technical acumen 

necessary? 

Are they expected to 

be subject-matter 

experts in an industry? 

Is it a complex sale? 
Do they receive warm 

leads? 

How important is the 

service element and 

growth of existing 

accounts? 

Who would be the 

target customer? 



And based on your answer… 
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Key Takeaways 
• Change is constant: the sales role, the world of work, and the customer. 

 

• Research shows there is no “one-size-fits-all” approach to sales success. 

 

• Understanding your culture, your role, and your team dynamic is critical to 

understanding the type of sales roles required. 

 

• You can scientifically determine potential sales success through the use of 

validated sales job models. 

 



Questions? 

Tom Schoenfelder, PhD.  
tschoenfelder@calipercorp.com 
 
 
Jacque Casoni 
jcasoni@calipercorp.com  
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