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One Bad Apple 

The True Cost of a 

Bad Sales Hire



How much can a bad sales hire cost 
your business?
One bad sales hire can be the difference between success and failure in 
your startup.

Hiring employees that meet your business culture and aspirations is the most important part of growth.
Hiring bad can have multiple factors. Financially, you can expect to spend between AED 91,000 - AED 185,000 
for every bad hiring decision that you make. Not to mention the impact that it can have on your existing 
employees who can be affected by the negativity of bad hires. Part of this cost also translates into your clients 
and the potential loss of new and retained business.

Bad hires can be a result of time constraints, lack of training, culture alignment, and quality of candidates. If 
your internal recruitment team doesn’t understand the ins and outs of the sales job and what it takes to be a 
success then you are in a position of vulnerability.

Are you willing to accept the stream of bad hires due to time? 

What are the long-term damages that one bad hire can have on your team and revenue targets?

The impact a bad hire can have on your team is severe. From a Global HR Research study, 60% of employees 
cited that they couldn’t work well and communicate with a bad hire and 39% of companies conirmed that they 
saw a decrease in overall productivity with a bad hire in their team. Can you risk the overall impact that your 
sales team can face and expect to achieve your ambitious goals?

You need to remove the bad hire, by not hiring them. It’s simple. But the changes you make pre-offer to a 
candidate will deine the way your business recruits for the foreseeable future.
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01. Don’t make a panic-decision

Panic-decisions can be avoided but this requires discipline if you are low on headcount and 
have targets to meet. You might be interviewing tens of candidates over a short space of 
time and the thought of more investment into interviews may hinder your thinking. Have a 
structure of decision and stick to it. Don’t be swayed by emotion. A simple interview sheet of 
pro’s & cons of the candidates or advantages and disadvantages can guide you when making 
such a massive decision. Can you also get multiple leaders to interview the candidate? Think 
about also inviting your star performers to help and use it as a teaser for life as a leader and 
the responsibility you have of hiring. Remember that your next hire will either strengthen or 
weaken the team.

02. Understand internally what makes a successful salesperson

As you may have diverse talent on your sales loor, you will have a range of talent so 
understanding what makes the consistent performers remain consistent is key. Is there a 
trend with your top A-players? Is it their motivation or personality traits? It might be worth 
liaising with your HR team and understanding what psychometric tests can be delivered 
to uncover this or interview your team and see why they believe they can achieve success 
consistently. Mirror the questions and answers to the interview process and see if the 
potential candidates have similar attributes.

03. Scrutinize Sales Record

If your potential candidate does not have a sales record, this should be alarming. A sales 
record for successful salespeople is a trophy, a bragging tool, and a source of pride in their 
profession. If they do not have access to their record, does this mean their achievements 
aren’t something to shout about?  And if so, why are they leaving their current role? It may be 
worthwhile to have a templated record that you can send to candidates before the interview 
which highlights:

Here are some points to think about when deciding to hire and hire well.

Example: 

Year Target 
(Amount)

Acheived 
(Amount)

Attainment Average 
Order Value

Key 
Client Wins 

Proud 
Moments 

2019 1,000,000 1,200,000 120% 48,000 Kin Fitz & Co. 100,000 

Kinerman Consulting 
100,000

1. Training full team 
on sales structure

 
2. Being promoted 

to BDM 

This gives you a reference point to discuss in the interview and an understanding of consistency.

38% of companies via a CareerBuilder survey claimed that bad hires have 
resulted from a direct result of rushing to ill an open position.
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04. Add in a referral scheme 

Enticing your existing team to provide like-minded people can see great success. Why would 
an existing employee stick their neck on the line for someone who they wouldn’t want to work 
with? Providing an attractive incentive on completion of the candidate passing probation 
can also reduce advertising and recruitment costs.

05. Refresh onboarding & training

Richard Branson famously said, “Train people well enough so they can leave, treat them 
well enough so they don’t have to.” It may be a time to look deeper into the training and 
onboarding provided before you expect your new employee to reach a full ramped up target. 
Are you giving them the right tools and knowledge through an effective onboarding period? 
Does the new team member understand how the best people in the team sell, through 
watching and studying them? Are they fully aware of your products and how they create 
successful partnerships? Are you role-playing enough and giving transparent critiques? 
Onboarding can win or lose the engagement of an employee so their impression of the 
company they took the risk on is paramount to see a return on your decision. Read Ben’s 
(KinFitz & Co. Co-Founder) previous article – Why You Should Introduce a Structure to 
Scale Revenue, which can help guide your recruits to effectively sell. 

06. Use a Recruitment Agency

You have ambitious targets that require your attention in a reactive and strategic capacity. 
Can you provide the dedication and time required in effectively hiring for your team? Do you 
understand the pipeline you need to successfully hire vs screening all candidates? Can you 
calculate the time that you will need to sacriice in other areas of your role? 

Recruitment Agencies can be an extension of your brand in the market if you invest in 
a company that wants to immerse themselves in you. A feasibility study on the cost of a 
recruiter vs your time, revenue & upskilling existing employees will be an insightful exercise 
to ensure you see the value in a recruiter. Or use our Cost of a Bad Sales Hire calculator to 
see what damage can be done if you make rash decisions.
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https://www.kinfitz.com/post/why-you-should-introduce-a-sales-structure-to-scale-revenue
https://www.kinfitz.com/post/why-you-should-introduce-a-sales-structure-to-scale-revenue
https://onezebra.outgrow.us/Kinfitzbadhirecalc


And Finally...
As Sales Recruitment & Training Specialists, KinFitz & Co. are ready to help you 
ind candidates that can elevate your company and we have the experience in 
hiring talent that has gone on to add vast amounts of value and inluence.

If you want to understand how much your bad hires are costing your business, 
use our Cost of a Bad Sales Hire Calculator today and see it for yourself. We have 
focused on the following key areas: Salaries, Marketing, Training & Onboarding, 
and Sales Expectations/Targeting.

Prevent further bad sales hires spreading a lack of productivity and reduced 
revenue into your business. Avoid the risk and impact that your sales team can 
face and expect if you continue to hire badly. Don’t let the day come where your 
A-Players have had enough and they decide that a change of scenery is more
beneicial as they feel less productive because of those who surround them in
their professional lives.

You can spend your money on either a company that’s existence is to make your 
business thrive or spend on an employee that can drive your business to the brink 
of crisis. One good hire can lift everyone in your team to a level that you didn’t 
envision. Choose for your focus to be on driving revenue beyond your ambitious 
targets, not ighting internal ires due to a rushed decision that impacts so much 
more than just 1 seat at the table. Focus your energy on a better client experience, 
ensuring your team culture is legendary and you don’t accept anything less than 
great.

So, remember, one bad sales hire can be the difference 
between success and failure in your startup.

Connect with Us: 

At KinFitz & Co. we would love to connect and discuss how we can help you ind 
sales talent or train your current sales team on our online training platform “KinFitz 
& Co. LIVE” to win in this environment.

Alternatively; if you are looking to start working for some of the top startups, then 
join the KinFitz & Co. talent network to get access to; opportunities, webinars, 
sales tips and online sales training & coaching.

Connect with us and book a call, we are waiting to help!

LET’S TALK 
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https://onezebra.outgrow.us/Kinfitzbadhirecalc
https://calendly.com/kinfitzco/partnership?month=2020-06
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