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The  surest way for you to increase and sustain
revenues for your organization is to attract, recruit and
retain the best talent (People) that can conceive and
create the right sales and marketing strategies
(Promotion).

Once the strategies
are in place you must
create processes and
equip your team(s) to
execute them (Processes).

Once all these are in place and
operating successfully the right
culture (Presence) must exist
to keep it all together.



I
WELCOME



There’s  no quick fix to increasing an organization’s revenues. Although we’d like to
believe it’s possible, each industry sector, and most organizations within a sector, are
unique, requiring different prescriptions to optimize their revenue.

In  over 30 years of working with sales and marketing departments of hundreds of
organizations it's clear these two departments have the most influence on an
organization's top line. An organization’s product/service offering, price points,
branding, value proposition(s), competitive landscape, practices/processes, and
industry sector can all affect their revenues.

Most, if not all, of the decisions that
determine these variables originate

or end within these departments.

It’s  the blend and synergy of 4 components within these two departments that is our
focus in this e-book. They’re what we call the 4P’s – People, Promotion, Process and
Presence.  

The  surest way for an organization to increase and sustain revenues is to attract,
recruit and retain the best talent (People) that can conceive and create the right
sales and marketing strategies (Promotion). Once the strategies are in place you must
create processes and equip your team(s) to execute them (Process). Once all these
are in place and operating successfully, the right culture (Presence) must exist to
keep it all together.

WELCOME

PG 5  -  © 1992-2020 VALUE BASED INC. 



1
The Right People
Attract, Recruit & Retain Talent
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“Hiring the right people the first time
around is critical. They’re not only

your most valuable asset but, in most
cases, your greatest cost.”

THE RIGHT PEOPLE

Remember:       
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Let's  say you're looking to hire one or more new people. Your first step

should be to define what success looks like for the new position(s). To do

that you'll want to create a job description that includes a success profile of

the core values of individuals that have demonstrated success in that job

earlier.

Once determined, you'll want to find an assessment instrument that will

help you identify individuals with matching attributes so the likelihood of

finding the right fit is increased.

Once  you’ve created an accurate success profile for each position, you’ll

want to write an engaging and compelling position description that goes

beyond the job description, in order to market the job. Your objective is to

attract only the most fitting candidates to apply for the position. With a

success profile you can pre-screen applicants before investing in reviewing

their resumes. This can save you and unqualified applicants much wasted

time.

Once  you've narrowed your choice to the top “right fit” candidates, you can

start an individual and team process of interviewing them.

THE RIGHT PEOPLE





































http://valuebased.com/
https://www.valuebased.com/

