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With the recent fall from grace of the stock market and the tighter reins on securing outside financing for
companies across North America, an increasing trend will be cost containment in 2009. We also predict
that a great number of companies will be looking much more strongly for new methods to self finance
projects as well as being crisper on making sure they have shorter “ROI's” on any monies pent on training
and development.

Six Sigma... data will be more important in 2009

Six Sigma since had its beginnings at the Motorola Corporation. It has been adopted by thousands of
other business entities in recent years. In times when corporate North America has economic challenges
the need to make better business decisions with every discretionary dollar is more important than ever.
When revenues are challenged and tougher times occur in the business cycle we usually see a renewed
interest in the metric approach that Six Sigma brings.

Executives know that Six sigma allows them to focus on using clear prioritization (relative to other
initiatives, programs and priorities). Six sigma also allows the senior executive to make sure his
organization has its "eye on the needle" in the best use of its data metrics. Often the six sigma approach
has allowed for a greater emphasis on the use of facts and data to support actions at all levels of
decision-making. For our clients that use our Predictive Index Management tool the amount of data on
morale, mental capacity, decision making styles, affinity for tenacity and multi tasking fits perfectly into
creating a wonderful data “pool” for the senior leader. Moving to a data driven organizational mapping
chart ( like below) give Predictive Index a Six Sigma people roadmap at any point in the day and creates
an objective support instrument for many of Canada’s best managed companies
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We saw in 2 year period 2006-2008 as partners with many of Canada’s very best managed companies a
variety of cultures and management systems but a common quest to be able to gain new linkages to
guantitative results. In short we have seen a trend to more objectivity in decision making.

While there are tremendous differences in management styles and priorities from company to company,
one thing is clear: The organizations that focused on continuously measuring and driving management
behaviors, including aligning initiatives and priorities, yield a much higher return on their programs than
those who leave it to chance. We continue to see that the best companies, (humber 1, 2, or 3 in their
market sector) measure more than those companies in the middle of the pack and on down.

Recently, we have begun several national projects with large sales organizations where we have taken
the Six Sigma approach to a prepared program to managing their “human assets”. We hire with the
Predictive Index tool after creating a data driven, proven benchmark. For the sales roles we test the
sales associates with the validated strategic sales test called the “SSAT”. The SSAT test although new to
Canada has had over 12 years of research in the Boston area with anchor clients in the banking and
insurance sector. This 15 minute test is one that measures the buckets where a sales person has most
of his/her success in the modern sales process. Again more great data for coaching, succession planning
and selection.

SELLING SKILLS ASSESSMENT TOOL (SSAT) PI Worldwide @
D06 OO0 SITETOS 107 @ACT OF TRe Sl SNES SIS Q00D 30w Dl 3 S5 DIV TI00R M08 [F Bk eA%eC Deiow. The

average ST soode s 16 3 oot of 3 possibie 25 (Median = 170; Siancand Deviation = 381, which vansiases inso an Technical Overview
Ra—————

Tocd Haris, PRO.
Statisties Director of Aemearcn
Asgat, 2005

gsd
ER
LR
§8§N§
§8§§§0J
R

2000 2000 | 30000 | 20000 | 30000 | 140000 | 560000
40000 Fl

SSAT Total Scare Froquency Distrilbion: S3AT total sooes s noemally Ca¥ibutes (a3 3% each o S fue wies

Histogram

N=38T

Total Seare

With the data we then can “stack rank” a sales team and be able to use the data to prepare focused
training plans for the sales team in very specific programs using the CFS or Customer Focused Selling
program now in place by Predictive Index. An early success has been with one of Canada’s largest
insurance companies who have seen significant improvement in its very first year with the test, train, re-
test strategy for its large account and commercial sales account executives. A large North American bank

has labeled this six sigma process adopted by Predictive index as “cutting edge...nobody else out there
is doing this stuff”.

Consider the cost savings most often discussed in the annual reports of the best Six Sigma companies.
They are usually discussing savings in a range of 2 - 3% of sales per year. At 3% of sales this adds as
much as 10% per year to operating margin. Motorola reported, through their Six Sigma briefings, that
savings for a 10-year period from 1985 to 1995 were $11 billion. We know it works and we know that the



tougher times ahead in 2009 will be a great climate to rationalize any dollars spent on training and
development in companies across North America.

The Predictive Index management program where our companies can have relevant data on
personality, identify how strategic a sales representative is prior to any training and then after targeted
training re test the individual is the most effective use of a company’s training dollars in what will be a
tighter few quarters as we move through 2009. As Peter Drucker stated several decades ago, “you can’t
manage what you can’t measure”.

For more information please contact: Predictive Success Corporation (905) 430 9788
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