
PSYCHOLOGICAL

L E A D  S O O N E R .  S U CC E E D  FA S T E R .SM™

®A S S O C I A T E S

8 1 1 2  M a ry l a n d  Av e n u e  S u i t e  3 0 0  S t.  L o u i s  M O  6 3 1 0 5  Tel  ( 800 )  345  6525  Fax ( 314 )  725  7710 
w w w. q 4 s o l u t i o n s . c o m

Copyright © Psychological Associates® 2011

Setting the Standard of 
Sales Performance

Standard Insurance — Employee insurance and retirement programs 

Need

The salesforce of Standard Insurance sells its wide array of  
employee benefits and retirement plans to independent brokers, 
not to the general public. These brokers, in turn, offer Standard’s 
programs to business owners. That’s why Standard’s sales consul-
tants must build strong, interpersonal relationships with brokers, 
so that they will want to offer “The Standard” to their clients. 
Standard wanted a strong relationship-building sales training  
program, custom-designed to meet these unique needs.

Our solution

Psychological Associates® first developed a profile of essential skills, 
competencies, and behavioral traits contributing to sales success 
at Standard. From that, we designed a custom Dimensional® Selling 
Skills™ workshop, emphasizing hands-on, experiential learning. 
Participants analyzed real sales situations and practiced real-life 
customer cases that they brought to the workshop. They applied 
their skills and developed strategies for selling to these customers 
back in the field.

Results

When Standard ranked Psychological Associates’ sales 
development program against competitors’, ours achieved the 
highest rating for meeting Standard’s needs. Follow-up surveys 
of participants show that 90 percent of those responding 
found that their new Dimensional® sales skills improved their 
sales effectiveness. Over 80 percent felt these skills helped 
improve engagement with brokers. One consultant attributed a 
$500,000 premium to closing the real-life case he practiced in 
the workshop. Psychological Associates has certified trainers at 
Standard, who regularly conduct on-premise Dimensional sales 
workshops.

“We measure impact.  
We can actually measure progress.”

“Dimensional® Selling™ has  
research behind it, and it’s valid.” 

“It’s application and how you  
leverage learning that makes this  
program unique and valuable.” 

Mark Turner, 
Director of Field Sales Training


