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Company-at-a-Glance GrowthPlay Chally
Year Founded 2014

Employees 26

Global Scale GrowthPlay’s Chally Assessment™ and talent-management tools
are utilized on a global scale by companies doing business in more
than 49 countries.

Customers/Output, etc. GrowthPlay is the leading research-based sales effectiveness

consulting and training firm. It helps companies fuel business
growth by enabling them to better understand the sales talent
they need, the talent they have, and what to do to close the gap.
Its experience working with sales organizations spans industry,
segment, private or public. Its clients tend to be fast-growth
companies looking to quickly scale their organizations and mature
(established) companies who are planning a sales transformation.
GrowthPlay’s holistic solutions include talent assessments,
research-based analytics, training and coaching.

Industry Management Consulting
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Value Proposition

GrowthPlay’s Chally Assessment™ provides quick, easy access to valid, specific predictions

of sales capacity along with insights into the competencies and motives of candidates and

current client-facing staff.

The GrowthPlay Chally Assessment helps take the guesswork out of sales talent

management by predicting potential for customer-facing roles. Like the way a DNA strand

identifies the genetic makeup of an individual, the assessment provides insight into the

natural aptitude of each respondent.

Clients utilize data from the Chally Assessment to:

Make Better Hires — Immediate deep understanding of who is a right fit for
sales and which role best suits their strengths and motivations

Focus Development Dollars — Dynamic insights to create targeted development
plans for individuals, teams and /or the entire sales organization

Improve Performance — Ability to rapidly determine which individuals have the
most potential for success versus those that are not well fit for their role when
conducting cost transformation initiatives

Unlock Potential — Engage sales teams by understanding key motivations and
habits that allow them to do their best work

Build a More Competitive Salesforce — Analyze a current sales teams’
capabilities against those needed to deliver a re-imagined sales strategy,
determining which roles the organization will need to hire for versus where it
currently has the right fit

Here is a recent testimonial from one GrowthPlay Chally’s clients.

“Having used the GrowthPlay Chally Assessment for almost 20 years, | can truly
say that this assessment is a ‘game changer’ for individuals and organizations.
Our goal at Carter Fraser Inc. is to ‘help individuals, teams and organizations
drive profitable growth’. The GrowthPlay Chally Assessment is integral to our
consulting practice as it is the ONLY assessment that has the ability to predict an
individual’s potential. Results of the GrowthPlay Chally Assessment provide
unbiased quantitative data that identifies which candidates have potential for
success in a specific role. The ability to identify natural strengths (and potential
skill gaps) early in an employee’s career is critical to being able to put them in
the right role with the right training for them to maximize their ability to
contribute to the success of the organization. Results from our long-term clients
have proven again and again that the assessment results are accurate and truly
predict which candidates will be successful in a specific role. Managers can be
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biased. The GrowthPlay Chally Assessment provides unbiased data to help
organizations make better hiring and promotion decisions. Once a leader has
used the GrowthPlay Chally Assessment, they won’t hire or promote without it.”
— Kristi Dinsmore, Founding Partner, Carter Fraser

Product or Program Innovation

|
GrowthPlay’s Chally Assessment is innovating the way companies screen, interview and
hire salespeople. Most pre-hire candidate assessments are designed to rule people “in or
out” of the selection process. However, with the current disruption of consumer buying
habits due to the global pandemic, companies realize they must establish strategies for
responding to the rapidly shifting market dynamics. As a result, they must think differently
about how they select and develop sales talent. They cannot afford to overlook hidden
talent and undiscovered potential to keep pace with the new normal of selling.

In 2020, GrowthPlay introduced an innovation to its platform: multi-use insights to
support decision-making enabled by benchmark role profiles and flexible technology.

GrowthPlay expanded its benchmark role profile library to 18 to include service roles.
Additionally, enhanced functionality allowing for each assessment taker’s data to be
viewed dynamically across multiple fields and multiple formats was made available in an
easy-to-use format.

From one assessment taker interaction, recruiters have reporting on a candidate’s natural
potential for a variety of different sales roles, opening up new ecosystems of talent that
might have previously been overlooked. This enhanced functionality allows for
at-a-glance decision-making individually or in comparison to other candidates. Integration
with ATS and other HRIS can further enhance a client’s ability to create custom views of
their talent. Recruiters and sales managers can have broader conversations about the
best use of each individual’s strengths and sales capacity as well as the overall capacity of
the sales organization.

In addition to the advances in reporting described above, GrowthPlay’s modernized
survey platform features:

o Cloud-based functionality optimized for mobile devices

e Enhanced candidate experience

e [ntuitive administrative functions

e Ability to create custom roles accessing largest library of sales-specific
competencies

e Simple, clean, easy-to-read reports
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Unique Differentiators

While there are many predictive assessments on the market, GrowthPlay’s Chally
Assessment is unique in that:

e |tis based on 45 years of world-class sales research.

e |t contains the industry’s largest library of sales-specific competencies.

e C(lients can quickly and easily access insights about a respondent’s fit for any of
13 common families of sales roles and five service roles.

e Dynamic decision-making capabilities comparing candidates and seamless
integration of reporting with ATS/HRIS.

e Services are available to clients who wish to create tailored or custom (locally
validated) profiles.

e Implementation is supported by a customer success and consulting team with
deep expertise in sales team structure and role design.

Other assessment providers tend to assume that there is one universal profile of a
successful seller. The Chally Assessment Signature Sales profiles are based on extensive,
ongoing research and statistical validation studies. This research has allowed GrowthPlay
to identify the attributes that reliably predict performance for 18 benchmark sales and
sales-management roles. Long before discussing assessments, GrowthPlay encourages
clients to pause and first ensure the design of their sales organization reflects a deliberate
and focused sales strategy. The client-facing team helps clients align their sale roles to
their sales strategy and their sales talent to their specific sales roles. In so doing,
GrowthPlay enables clients to deploy a talented, high-capacity salesforce that drives
revenue growth.

Measurable Result

Clients have been using the Chally Assessment to inform talent-management decisions
for more than 45 years. Return on Investment (ROI) analyses have been conducted for a
variety of clients to examine the impact that using the Chally Assessment has on business
outcomes. GrowthPlay worked closely with key stakeholders within client companies to
determine the business outcomes that are of most importance to them. Researchers then
conducted sophisticated statistical analyses to evaluate the link between these outcomes
(e.g., increased quota attainment, reductions in turnover, increases in productivity) and
the Chally Assessment recommendations. The following paragraphs highlight a sample of
the measurable benefits and key findings from a series of ROI studies conducted for
GrowthPlay Chally’s U.S. and global clients between 2007 and 2019.
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Client Case Study

A global biopharmaceutical company hired GrowthPlay Chally to help them create a data-
driven talent management strategy for their sales organization. In the past, they had
relied on gut reactions and “hoped for the best.” GrowthPlay Chally conducted a job-
analysis process for their territory sales organization. The goal of this process was to
determine the skills and behaviors that differentiate success by sales role.

Using the library of benchmarks to determine the competencies (skills and behaviors) that
were critical for success, GrowthPlay Chally determined six key competencies that
distinguished top performers from low performers. The GrowthPlay Chally tool was used
to assess the existing sales force to understand the organization and what success looks
like in action.

Researchers compared the degree to which individual’s skills matched their role profile
as well as the correlation to their job performance. They then compared new and
seasoned employees over a multi-year timeframe, using quota attainment as the key
measure of job performance.

The analysis demonstrated that sales representatives whose assessment indicated a high
likelihood of job performance, did in fact, perform better than those with less predicted
job fit. Individuals with high job fit were shown to attain greater job performance. The
results were significant as 88% of those scoring with the right job fit were shown to
achieve the highest discretionary awards.

The client’s HR Business Partner states “Using the GrowthPlay Chally tool allows us to get
behind the meat of what top salespeople do. It has helped us better understand what
makes our sellers tick.”

Additional Examples of Business Outcomes

Sales consultants at an international mortgage lending institution who were
recommended on the Chally Assessment averaged more than $30,000 more in monthly
sales. Across the sales consultant workforce, this increase amounts to more than $18
million in additional annual sales.

At a technology solutions company, account executives who were recommended on the
Chally profile generated 23% more revenue than those who were not recommended.
These findings were prior to account executives achieving full ramp-up and are equivalent
to $1.5 million in additional revenue.

Account executives at a freight brokerage firm who were recommended on the Chally
profile facilitated 23% more freight movements than those who were not recommended.
In addition, high-scoring account executives also generated 20% more revenue.
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At a waste-management company, sales professionals who earned high scores on the
Chally position profile achieved on average 74% higher attainment against their sales
plans. Improvements of this magnitude were found in both stable and growth territories.

Appendix

Figure 1: GrowthPlay Chally Assessment Profile Library
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Figure 2: Sample In-Platform Dashboard Reporting

GrawthPlay. GrawthPlay.

Chally Assessment™ Signature Profiles Specialized Sales Roles
Specialized Solution Sales
Direct Sales Roles The Specialized Solution Sales role is responsible for growing sales of systems or solutions that require
significant customization and training to implement. They often support sales of a specific subset of solutions
New Business Development and provide extensive technical expertise to configure the solution. They are typically resident experts who
The New Business Development role brings in business from new accounts. Individuals in these roles work with the sales team to sell to prospects or existing customers and are not typically bound by territorial,
typically sell new products/services and are often referred to as “hunters.” New business developers are industry, or vertical market constraints.
tasked with generating new leads and discovering novel ways to apply their products and services. People
in this type of role have littie post-sale contact. They tum their recently closed business over to colleagues Specialized Technical Sales

who deliver and maintain the account, so they are free to continue their quest for new customers. N
The Specialized Technical Sales role is tasked with selling a specialized set of products and is not typically

bound by territorial constraints. They are product experts who act as resources to the customer to help its

Account Management personnel do their job more effectively by using the seller's offering. Additional aspects of the role include
The Account Manager role grows sales to existing accounts by increasing sales of existing products and/or acting as a liaison with the seller's intemal contacts and providing continuous updates associated with market
expanding sales through new buyers within the account. Account Managers are tasked with building and legislative changes that might impact the customer's needs.

customer relationships. meeting or exceeding customer needs. and making it easy to do business with their
company. Key activities include account planning and partnering with intemal support networks to facilitate

a Transactional Product Sales
special requests and quick problem resolution.

The Transactional Product Sales role is responsible for selling products on a transactional basis where there is
little opportunity for repeat business. They are tasked with handling a high volume of calls/face-to-face

New Product Field Sales interactions and being resilient in the face of rejection and short sales cycles. Key activities include identifying
The New Product Field Sales role is ible for sales within a by finding customer needs, gauging the customer’s readiness to buy, and closing the transaction by personalizing

new customers and servicing existing ones. The mix of revenue from new business to existing business can product benefits.

be as much as 70/30. With a typical sales cycle of six months to one year, these sellers are tasked with

understanding the needs of multiple buyers within an organization (who may have littie experience with the Indirect Sales

seller's products) and building a solid business case for the sale.
P ) ding . The Indirect Sales role is responsible for supporting a network of distributors, agents, value added resellers,

or manufacturer's representatives. They have littie direct authority over these sales forces except in rare

Consultative Solution Sales cases where they are under contract to sell only their products or services. As a result, they are tasked with
The Consultative Solution Sales role is responsible for growing sales within a territory/market by finding new training and motivating distribution partners through joint calls, promotions, and/or special bonuses.
customers and servicing existing ones — usually a 70/30 ratio. They are tasked with selling their firm's full array
of products by identifying problems and devising solutions that address them. Key activities include conducting High Volume Sales Roles
a thorough needs analysis with multiple buyers and configuring appropriate solutions to meet them. A typical
sales process can take up to 6 months or more. Inbound Inside Sales

The Inside Sales role responds to contact initiated by customers over the phone or via electronic
Relationship Solution Sales communication. Sellers in these roles are tasked with gaining an understanding of the caller's needs or
The Relationship Solution Sales role is responsible for acquiring new customers and servicing existing ones requirements and quickly identifying the appropriate actions to move the opportunity towards a sale,
within an assigned temitory/market — usually 20/80 ratio of new to existing business. They sell the full array of meeting, or other relevant outcome. In some cases, they may be responsible for taking orders and
offerings to buyers who are reasonably expert at using them. They are tasked with i sales of products by up-selling and cross-selling and may have a quota.

with multiple constituents within assigned accounts and for advocating on their behalf, making it easy to do
business with their fim. Outbound Inside Sales

The Outbound Inside Sales role is responsible for initiating phone/email contact with prospects and

Relationship Product Sales customers to sell assigned products/services, and often have a quota. In some organizations, there may be
The Relationship Product Sales role is responsible for acquiring new customers and servicing existing ones levels of specialization where inside sales may work with small customers that cannot be profitably serviced
within an assigned territory/market — usually a 20/80 ratio of new to existing business. They sell the full array of by the field sales force. Alternatively, other organizations may use these types of roles for cold-calling and
products to buyers who are reasonably expert at using them. They are tasked with advocating for their scheduling appointments for outside salespeople.

customers, solving problems, and building strong relationships through regular contact and understanding
ongoing customer needs.
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About Brandon Hall Group

With more than 10,000 clients globally and 27 years of delivering world-class research and
advisory services, Brandon Hall Group is focused on developing research that drives
performance in emerging and large organizations, and provides strategic insights for
executives and practitioners responsible for growth and business results.

Some ways we can help...

“@® MEMBERSHIP PACKAGE B ADVISORY OFFERINGS

e

Includes research library access, events, advisory Custom Research Projects, including surveys and focus

support, a client success plan and more. groups interviews. Organization Needs Assessment for
Transformation, Technology Selection and Strategy.

? EXCELLENCE AWARDS @ PROFESSIONAL DEVELOPMENT

Global recognition showcasing leading programs and Virtual and on-site certification programs, workshops
practices with a library of case studies. and webinars supplemented with research-driven
assessments and tools.

ORGANIZATIONAL EXCELLENCE CERTIFICATION PROGRAM

recognizes world-class HCM programs that transform their organization and achieve
breakthrough results. This designation is the next step beyond the HCM Excellence
Awards, which focus on a single program, and looks at the department as a whole.

SMARTCHOICE® PREFERRED PROVIDER PROGRAM

uniquely places HCM service and technology companies at the top of organizations’
consideration list of vendors. It adds an unmatched level of credibility based on
BHG’s quarter of a century’s experience in evaluating and selecting the best solution
providers for leading organizations around the world.

HCMA PROFESSIONAL CERTIFICATIONS
are comprehensive educational programs that center around a multiphase
knowledge test.
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