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Herbert Greenberg: How to Hireand Develop Your Next Top Performer: The Five Qualities That Make
Salespeople Great before purchasing it in order to gage whether or not it would be worth my time, and all praised
How to Hire and Develop Y our Next Top Performer: The Five Qualities That Make Salespeople Great:

4 of 5 people found the following review helpful. Great book, but...By ecommsolutionsThe title promises more than
theinside, this book isfull of information but isincomplete, in fact, this book is a giant brochure of the services the


http://f3db.com/pub/links.php?id=B000FA5M08

author's company is offering. If you want the complete info, then contact and hire their services.despite of this, this
book has good info and good ideas, it gives you clues for what and what not to look when you hire salesmen, but i
would like something more instructive and more practical... more info to put directly at work.l am a salesman
manager, and like many othersi have problemsto hire good sales personal and make them produce, so this book
looked to me as the solution i was looking for... Very close, but it wasn't.0 of O people found the following review
helpful. Great book on hiring.By WeiverGreat book to get the right person instead of foolishly trying to make the right
person.0 of O people found the following review helpful. Five StarsBy Ed WagnerWould not want to hire peoplein
sales without using the information in this book.

Over the past four decades, Caliper Consulting has hel ped more than 23,000 companies worldwide effectively select,
develop, and manage people. For most companies, hiring the right employee is a challenge. The Caliper Profile has
proved to be over 90% accurate in determining who will become atop performing salesperson. In this practical book,
Herb Greenberg, CEO of Caliper and developer of the Caliper Profile, arms managers with everything they need to
stop the recruitment revolving door in their companies and to hire the right people the first time, every time, by
showing managers how to:bull; Identify the four proven factors that predict an employeersquo;s success in salesbulll;
Outline a proven system for finding, developing, and retaining great salespeoplebull; Follow his expert guidance on
job matching, team-building, leadership, and successful sales traits for specific industriesHerb Greenberg (Princeton,
NJ) isthe founder and president of Caliper. A recognized authority on the relationship between personality and
performance, he speaks widely and is published extensively, including articlesin the Harvard Business Review.
Harold Weinstein (Princeton, NJ) is COO of Caliper and an active consultant, writer, and speaker around the world.
Patrick Sweeney (Princeton, NJ) is Executive VP of marketing at Caliper where he oversees positioning of the
assessment, training, and consulting practices.

From the Back CoverExperts show how to hire the right people the first time--every time For over four decades,
Cdliper has helped more than 25,000 companies worldwide identify the most promising applicants and develop their
current staff. With the Caliper Profile--a phenomenally precise psychological assessment test, How to Hire and
Develop Your Next Top Performer will give you the tools to find and retain the best salespeople--those who will really
produce for your company, now, and for yearsto come. " This book should be on the desk of anyone interested in
creating the best sales organization possible." Ed DiSalvo, Senior VP Corporate Accounts FedEx Corporate Services,
Inc. "We wouldn't hire a salesperson without Caliper's advice. If you're concerned with increasing sales, you've got to
read this book." Thomas J. Byrnes, Senior VP of Sales Avis Rent A Car "A must read. This book can save you alot of
wasted time and energy in the hiring process, while increasing your success rate dramatically."--Bridget Macaskill,
President and CEO, Oppenheimer FundsAbout the AuthorHerb Greenberg is founder and president of Caliper has
published extensively, including in the Harvard Business . Harold Weinstein is COO of Caliper and an active
consultant, writer, and speaker. Patrick Sweeney is the executive vice president of marketing at Caliper.



