
The Keys to Predicting  
Sales Success
Don’t focus on people’s traits, focus on their potential 
to execute the specific role-related behaviors that are 
most critical to success
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Modern research has shown the age-old 
thoughts about salespeople no longer 
ring true.  Most people would define suc-
cessful salespeople as assertive, outgo-
ing, and aggressive with good communi-
cation skills.  The reality is these are table 
stakes that reflect traits people who go 
into sales often possess, but do not pre-
dict success.  If you put 100 salespeople 
in a room, are the most outgoing, asser-
tive, and aggressive ones going to be 
your most successful?  Modern research 
is quite clear.  The answer is no, they are 
not.  The question then begs how to 
define success in sales roles?  Over the 
past 37 years, Chally has painstakingly 
researched and answered this question 
through our World Class Sales research 
reports and studies, and through our 
World Class assessment process.  

Success in sales can be predicted as fol-
lows:

The Keys to Accurately Predicting 
Success in Sales Roles 

1. You must first identify the specific 
type of sales roles needed 

2. You must then identify the granular, 
role-related behaviors that predict 
success (those behaviors that 
differentiate top and bottom 
performers)

Identify the Specific Type of Sales 
Role Needed 

Identifying the specific type of sales role 
needed is critical for success.  Is selling 
software to senior executives the same 
as selling cars, or products over the 
phone?  The answer is, of course, no.  The 

reality is that most organizations have 
four to six different types of sales roles.  
Understanding each at a very detailed 
level enables you to predict success.  
Chally’s extensive World Class Sales re-
search has helped to identify 14 specific 
sets of sales and service skills that are 
required to succeed in specialized sales 
roles.  The sales specialist “map” below 
demonstrates a decision tree that allows 
a sales executive to identify the one 
unique profile best suited to accomplish 
a specialized sales initiative. Each profile 
has different behaviors associated with 
it.  These profiles are then utilized for our 
clients to help them better define their 
sales organizations, and for many clients, 
we create custom profiles for more 
complex sales roles using these a straw 
models.
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Sales Specialty Map Top Performers are the elite of a sales force, and although they represent a small percentage of an 
organization's salespeople, they generate more than half of all sales revenue.
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Don’t focus on people’s traits, focus on their potential to execute 
the specific role-related behaviors that are most critical to success

Sales Specialty Map
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You must identify the granular, role-related 
behaviors that predict success (those behaviors that 
differentiate top and bottom performers) 

Most assessment tools in the marketplace do a wonderful job 
of describing the person being assessed, but do very little to 
actually predict success in the role.  Being a specific personal-
ity type has little to do with how you will do in a future role 
— it simply is not detailed enough to predict success.  Further, 
when comparing individuals in multiple sales roles, these types 
of tools struggle to actually differentiate between the roles be-
cause they use the same terminology for all sales roles.  Hence, 
there is very little variation in what they measure or how ac-
curate they can be. 

Chally has 37 years of research to support our methodology.  
We utilize over 140 very specific behaviors to show at a very 
tactical level what is required to be successful in a given role.  
Once a profile has been established for a role, we can assess 
individuals to see how they compare to one or more roles.  It 
is this level of detail that enables us to clearly differentiate 
between different types of sale roles.  Whether assessing an 
external candidate for a new hire, or assessing an existing team 
for developmental/promotion purposes, no one provides more 
accurate, specific data than Chally.  Take into consideration the 
most basic of sales profiles, the Hunter and the Farmer.  We 
all agree that these roles are very different, but how might 
you measure that?  Below are sample profiles and the predic-
tive behaviors Chally uses to compare the roles of Hunter and 
Farmer.

As you can see, the behaviors that define success for a Hunter 
are very different from those that predict success for a Farmer.  
Chally applies this level of detail to every role we measure, and 
we can predict, with 80% accuracy, whether or not a person 
will be successful in a given role.  Whether assessing an existing 
team to help you better identify how current talent should be 
deployed and developed or looking at external candidates 
when making new hiring decisions, there is no better predictor 
of success than Chally.

Results are What Matter – and Success can be 
Predicted

In independent studies, Chally has proven to be best in class 
when it comes to pre-employment assessment for hiring 
salespeople.  In a recent study of 1,800 companies, completed 
by Chief Sales Officer (CSO) Insights, Chally was found to be 7% 
more effective than all other tools utilized for pre-employment 
assessments of salespeople.  In fact, when implemented, Chally 
helps our clients increase revenues on average by $4-6 million.  
In addition, a report released by the Aberdeen Group in Sep-
tember 2010, illustrated that those clients who utilized Chally 
were 20% more likely to hit their sales quotas, they increased 
deal sizes YOY by 5.5%, and they closed 10% more leads.  The 
data, and results, were validated in two independent studies.  
Partnering with Chally is a huge step in the right direction for 
improving the performance of your sales team. If you have 
questions, or would like to learn about how Chally can help 
you improve your sales organization, please contact Chally at 
800.254.5995 or go to www.chally.com.  

Hunter Farmer

Effective Networking Maximizes Results by Managing an Account Plan 

Problem Solving Driven to Produce by Increasing Sales to Existing Clients

Qualifies Prospect with Standard Probes Works the System for the Customers

Commits Time and Effort to Ensure Success Educates Customers Through Structured Training

Closes Through Logical, Incremental Steps Promotes Customer Relations by Soliciting Feedback

Opportunistic Responds at Any Hour
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