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How to build a role benchmark using 
the McQuaig Psychometric System 

 
  
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

All individuals must have the same role 
and preferably be in the same 
department/division. 

Specify target 
group 

Identify top and 
bottom 

performers 

Profile top and 
bottom 

performers 

Analyse 
the profiles 

Agree 
benchmark 

profile 

Use new 
benchmark profile 

for all future 
internal/external 

recruitment 
 

Use existing performance data to identify 
5-10 strong performers and 5-10 low 
performers. 

We recommend offering The McQuaig 
Self-Development Survey® to a larger 
audience, with the target group included.  
The same data can be used for the 
analysis. 
 

Group psychometric profiles can identify 
common traits such as competitiveness, 
drive, empathy, independence, etc.  

Use common traits from the top 
performers group to generate ‘best 
practice’ benchmark using The McQuaig 
Job Survey®. 
 

Use the McQuaig Psychometric System to 
profile all candidates using the ‘best-
practice’ benchmark. Reports generated 
will provide an overview of the individual, 
how they compare to the benchmark and 
questions to ask at interview. 
 

Step 2 

Step 1 

Step 3 

Step 4 

Step 5 

Step 6 
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Proven Results 
 
  
Lead Case Study – Telecommunications Industry 

 
• A total of 255 salespeople in 7 companies were assessed using the McQuaig 

Psychometric System.  Salespeople were categorised into three groups, based on 
performance (number of mobile phone activations): 

o 100 high performers 
o 112 medium performers  
o 43 low performers  

• Top performers had an average of 61 activations per month.  Low performers had 24. 
• Top performers were 2½ times more likely to have McQuaig “leader” profiles 
• Based on the difference in average activations, top performers would generate 

approximately £45,000 in additional revenue per annum per salesperson. 
 
  
 
  
Results 2 – Hospitality  
 
Leading hospitality services company:  45% staff turnover reduction, double-digit sales 
growth. 

 
 
 
 
Results 3 – Insurance  
 
Major specialist insurer:  208% productivity improvement in sales & service. 

 
International life insurer and pension specialist:  44% reduction in staff turnover; 200% 
improvement in employee satisfaction. 
 

 
 
 
Results 4 – Finance  
 
International debt recovery firm: 52% reduction in staff turnover to 1/3 industry average. 

 
 
 


