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the current study. Each employee in the sample was administered the
®

developed using a Concurrent Study format. The sample’s Top Performing and
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Approximately nine of the ten Top Performers
were selected as a good match to the Job Match

Performers were not selected.

While only 54% of the total sample were selected

the most successful sales persons were included
in that selected group. Only 20% of those who

1.

dollars generated by Top Performers

Performer in this sample generated
$850,000 of their performance goals.

The average dollars generated by2.
those who did meet or exceed the Job
Match benchmark was $1,310,000.
The average dollars generated by
those who did not meet the Job
Match benchmark was $840,000. This

between those selected and those not

dollars generated by sales
people who were selected
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