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Twenty years ago, Dave Kurlan, creator of the Kurlan Salesforce Assessment, identified Major 

Performance Factors as critical to sales success. A thought leader in the world of sales development, 

Kurlan created a testing tool specifically designed to uncover strengths and weaknesses of a sales 

person, sales manager and sales organization, recognizing that the much used personality and behavior 

tests did nothing to predict sales performance.  

Typically ACTG uses the Kurlan evaluation and overview process to uncover each team member’s 

specific strengths and weaknesses, Crucial Elements, Major Performance Factors and other issues that 

interfere with an organization’s sales success. This process allows us, as trainers and consultants, to 

know how to work with a client, helps us to pinpoint the problems of each individual and the team as a 

whole, so that we can be most effective and cost efficient. 

The Major Performance Factors identified in the Salesperson assessment include: 
1. Need for Approval 
2. Buy Cycle 
3. Record Collection 
4. Money Weaknesses 
5. Emotional Involvement 

 
The severity of these five factors, individually and combined, have a major impact upon the success of 
each of your salespeople. Recognizing the presence of these issues, helping the individual to understand 
his or her personal strengths and weaknesses and coaching to correct can make a large impact on sales 
success. The following will help you recognize where your sales people are hindered by the five Major 
Performance Factors. 
 
Need for Approval: 
When a sales person has Need for Approval, he/she must be liked or loved and this need-to-be-liked is 
greater than their need to close business. Consequently the sales person will avoid saying or doing 
things which they think will change how a prospect feels about him/her. This means that they will avoid 
the tough questions and avoid confrontation. They may also have a problem handling rejection when 
someone tells them “no”. As a result, this sales person will develop pipeline-bloat, ie. prospects will 
remain in pipeline since very few are closed or eliminated. 
 
Buy Cycle: 
Buy Cycle is defined as the influence our own buying habits have upon our selling processes. When a 
sales person has a non-supportive Buy Cycle, it indicates that his/her own purchasing process is 
interfering with selling. Consequently this sales person will be vulnerable to prospects who buy the same 
way as he/she does. For instance, if a prospect wants to “think it over” and this is what the sales person 
usually does, the sales person will understand and empathize. Instead of closing the business, the sales 
person will agree to this course of action. Sales people who are price-shoppers, comparison-shoppers 
and researchers will also demonstrate this type of behavior.  



Record Collection: 
Record Collections are beliefs that inhibit effective selling. We all have Record Collections and some of 
these records can predict our behavior. When a sales person has a self-limiting Record Collection, 
he/she has beliefs that will sabotage, rather than support successful selling outcomes. For instance, if a 
sales person’s parents taught him that asking about money was rude and he/she still abides by this 
belief, then the sales person may have a difficult time talking about budget.   
 
Money Weaknesses: 
When a sales person has Money Weakness, he/she is uncomfortable talking about money or he/she 
may have a low threshold for what constitutes “expensive”. This bias will interfere with making a sale 
because the sales person will either avoid the subject or present an inappropriate solution based upon 
their own comfort. Money Weaknesses are often also Record Collections.  
 
Controls Emotions: 
Is the sales person able to think, act and react well during a call? Sometimes sales people will freeze or 
panic and be unable to perform. When a sales person becomes emotionally involved in a sales call, 
he/she is over-thinking. This can include analyzing, creating, worrying, panicking, or strategizing on the 
fly. Often this is due to a lack of pre-call preparation. As a result, the sales person may lose control of the 
selling process because he/she stops listening to the prospect and listens to the voice in his/her head 
instead.  
 
Nearly all sales people have Major Performance Factor weaknesses. Here is a personal example.  
Recently my wife decided to move large deposits from one bank to another. The Personal Banker at the 
new bank assumed that she would not be comfortable with this transaction and persisted in talking and 
selling her when all she wanted to do was get the money moved.  
 
This is a good example of how a salesperson’s Major Performance Factors (Non-Supportive Buy Cycle, 
Self-Limiting Record Collection, Money Weakness) can get in the way. This Personal Banker was missing 
the buy signals (my wife had the check with her ready to deposit) and continued to try to sell her 
because of his own buy cycle and record collection.  By continuing to talk and try to sell, he could have 
convinced her to rethink her decision and lost the business.  Fortunately for him, my wife knew what she 
wanted and got it done that day.     
 
The trick is to learn to recognize and address the issues, helping your producers overcome them so that 
the individual and the organization experience better sales results. 
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