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Groundbreaking Research on What's Inside
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I Research Studies
Top Sales Leaders
USA vs. Germany
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Selecting Top Performing Sales People - Easy As 1, 2, 3

The Behavioral Style Analysis (DISC) is a powerful tool in selecting and developing a winning sales team. [As a
leader of sales people, a sales manager can increase success in hiring top performing sales people by easily
utilizing two additional instruments in conjunction with the DISC:Reesonal Interests, Attitudes and
Values™ and theSales Strategy IndeXM.

» DISC - Sales Version Tells youhow a person will sgllhow they will communicate with prospects and how
they will service clients. Completion time is approximately 10 minutes.

= Personal Interests, Attitudes and Value®! - You learn what a person's primary motivators are - why they do
what they do andre they motivated to sellCompletion time is approximately 10 minutes.

= Sales Strategy IndeX - Tells you how your outside sales people and applicants stack up against top performin
sales people nationwide. It measures the sales peksmvdedge of the sales proces3ompletion time is
approximately 40 minutes.

Invite your top sales performers to complete all three instruments (all available with the MFS Software Collectior
See the results for yourself and call fdree 1/2-hour consultationon the implications and application.
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