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SELECTIONKEYS” COST OF HIRING MISTAKES

The process of interviewing, hiring, training and suddenly losing salespeople is a costly one.
The following matrix helps you determine the financial resources your company has lost on
salespeople who are no longer with you (aka ghosts).
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Note: This total does not include costs such as phone bills, lost sales due to their inability to close,
cost of leads, commissions paid in advance on accounts not collected, cost of travel, reimbursed

expenses, etc.
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