Zach Adams

CEO & Chief Problem Solver



Challenge our norms

Questions

Thought provoking
Greater Self-awareness

Provide you 1-2 takeaways
to improve your hiring
process tomorrow!






A frightening 46% of new hires fail within

the first 18 months of employment.

Source: Leadership 1Q 2023



50% of hourly new hires quit or are fired

within their first 6 months




Only 19% of new-hires can be declared as

an unequivocal success or homerun




<The right people live here

< Hiring Manager



What Hurdles Are In Our Way

e Attracting the Right People
*Hiring the Right People
Promoting the Right People



Attracting the Right People



The Challenge: Attracting Talent

Why does our job
ads look like an
ingredients panel on

the side of a cereal
box?



Hiring the Right People



The Challenge: Resumes



The Challenge: Interviews



The Challenge: Outdated Predictors

Predictors

POOR Predictors

Source: Schmidt, Frank L. and Oh, In-Sue and Shaffer, Jonathan A., The Validity and Utility of Selection Methods in Personnel Psychology: Practical and Theoretical
Implications of 100 Years of Research Findings (October 17, 2016). Fox School of Business Research Paper. Available at SSRN: https://ssrn.com/abstract=2853669






Promoting the Right People



The Challenge: Vertical Ascension

Nearly 40% of all internal promotions end
in failure.




The Challenge: Peter Principle

Employees rise to
their level of
Incompetence



The Challenge: Hire External For Management

40-60% of management new hires fail
within 18 months.




The Cost of Turnover

Research from organizations
like the U.S. Department of
Labor and Society for
Human Resource
Management (SHRM) shows
that a single bad hire can
cost 30%—200%+ of the
employee’s annual salary,
depending on role seniority
and impact.

Employee Level Typical Salary Range COSL?:eBad
Entry-level / Junior S35k-S60k S10k-S40k
Indmdua! Contributor / $60k—$100k $60k—8150k
Mid-level
Senior / Specialist S90k-S5150k S$150k-5400k

Manager $110k-5180k S300k—-S800k
Director / Head S150k-S250k S500k—-S2M
Executive (VP, C-suite) $250k—S500k+ S1IM-S10M+




Why do we struggle at hiring?



Typical Hiring Process

- =) m) |
Position

Hiring New Hire
Manager

Screened
Candidates Candidates



Interview Process Traps



#5: Unconscious Bias

Affinity Bias Perception Bias Halo Effect Confirmation Bias

Feeling a Stereotypes and Projecting Looking to confirm
connection to assumptions positive qualities our own opinions
those similar about different onto people and pre-existing

to us groups without actually ideas

knowing them



#4: Unprepared Hiring Managers



#3: Desperation Hiring



#3: Desperation Hiring | Myteamis so
overworked I'm afraid if | don’t

hire someone soon

people will quit!
| don’t have time

to interview  j,st find me

someone, anyone
| hate interviewing

people I’m burnt out
Looking at resumes
is overwhelming

I’'m failing my team



#2: Insecure Hiring Managers



#2: Insecure Hiring Managers
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#2: Insecure Hiring Managers

_

Talent level degrades




It’s Time For an Upgrade



The Manager Once Removed Model

HR Personnel

) - - mll oior

Screened Director / Approved Hiring New Hire
Candidates Gate Keeper Candidates Manager



#1: Job Fit Misalignment

JOB FIT MISALIGNMENT:
Misalighment between a
person's natural
tendencies and the key
responsibilities of the
job



Job Fit Misalighment

66% of workers have
accepted a job only to
discover they were not a
good fit. Half of those who
resighed did so within six
months!



Job Fit Misalighment



Health

The Talent Puzzie JRESESS

Physical Ability

e
@eb% Literacy
Language %39
Education Experience
Attitude Skills Values



The Talent Puzzle

Human Behavior












Internal Battery



Time To Leverage Psychometrics



Flavors of Psychometrics

HIGH 5 TEST

cvb The Myers-Briggs
Company




Tasha found that 95% of p

thought they were self-aw
but in fact, only 10-15 % a



80-85% of
I ERE

are not
self-aware




How do we Leverage

Psychometrics in the Workplace



Car Buying



Car Buying



Objectively Identify the Behavioral Target
ROLE: Sales Manager

Independent

Ada
ic

Challeng ssertive

Task oriented

Multi-tasker Driving



Assess Candidates




Evaluate Behavioral Fit

ROLE: Sales Manager

Candidate A



Evaluate Behavioral Fit

ROLE: Sales Manager

Candidate B



Evaluate Behavioral Fit

ROLE: Sales Manager

Candidate C



The Challenge: Peter Principal

Employees rise to
their level of
Incompetence



The Challenge: Peter Principal

Employees rise to a
level where they are
a complete
behavioral mismatch



The Talent Puzzle

Cognitive Ability



Cognitive Ability

Cognitive is NOT IQ

Environmental complexity
due to change in business environment

1Q =

CHANGE

Cognitive =

I e e el ©

TIME



Cognitive Ability



Cognitive Load



ROLE: Diagnostician at Hospital



ROLE: Regional Manager



ROLE: Cardiac Surgeon



ROLE: Barista



ROLE: Police Officer



CHANGE

Identify Cognitive Target by Role

Environmental complexity
due to change in business environment

TIME




Evaluate Cognitive Fit

Environmental complexity
due to change in business environment

CANDIDATE 2

CHANGE

Takes time
CANDIDATE 1

TIME



The Talent Puzzle

Human Behavior



The Talent Puzzle Physical Ability ealth

Interests
Human Behavior Cognitive Ability
Language Knowledge Literacy
Attitude Skills

Education Experience Values



The Opportunity

Predictors The BEST Predictor

Behavioral and
Cognitive Assessments
Combined with a
structured interview
process allows for
58%+ predictability!

POOR Predictors

Source: Schmidt, Frank L. and Oh, In-Sue and Shaffer, Jonathan A., The Validity and Utility of Selection Methods in Personnel Psychology: Practical and Theoretical
Implications of 100 Years of Research Findings (October 17, 2016). Fox School of Business Research Paper. Available at SSRN: https://ssrn.com/abstract=2853669
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