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‘Big Four’ Consulting Firm:  Revenue & Growth Services
 
 
Q: How do you create the best environment to sustai n revenue growth? 
A: By finding, employing and keeping the right Sale s and Marketing people 
 
 
Background 
Organisations are facing increasingly complex and dynamic risks to their sustained revenue growth. With most 
CEOs now looking to grow top line revenue, rather than simply cut costs, this ‘Big Four’ consulting firm have 
developed a solution to manage these risks and help companies grow their revenues consistently and profitably.  
 
The group helps organisations to re-invent their revenue generation ‘engines’ to move away from the 
dependence on personal achievement, to a model of scaleable, predictable and repeatable revenue streams. But 
finding and keeping the right sales and marketing people, the ‘engine room’ of growth in any organisation, 
appears to be an ongoing crisis for management. 
 
The task for CMyPeople was to provide the consulting firm with a Talent Assessment and Management system 
that would enable them to assess their client’s employees as part of a Revenue Performance Diagnostic and 
allow them to recommend the most effective management of people within the most efficient structure.  
 
CMyPeople, provides a framework for businesses to analyse their sales and marketing job definitions and 
required competencies and then allows assessment of candidates against these temperament and competency 
profiles to provide an indication of a candidate’s relative fit for the role to ensure that sales people with drive can 
be identified, selected and motivated to produce results.   
 
Key Challenges 
·  To provide this consulting group with a scalable tool and intense training to manage the assessment and 

profiling process on behalf of their clients, largely independently from CMyPeople. 
·  This expertise allows the group to provide an integrated service to their clients to address their client’s sales 

and marketing functional and people issues and turn them into sustainable, high-performance revenue 
generating engines.  

 
The Program 
·  To test the effectiveness of the CMyPeople system by hiring a new member of the ‘Big Four’ consulting team. 
·  Train the team to use and interpret the assessment and profiling system. 
·  Roll out the CMyPeople system where relevant, to new group clients, on a 12 month contract. 



 

 

���
���

���
	

�

Outcome 
 
·  The group is very happy with their new member and will 

use CMyPeople on all future hires. 
 
·  The consulting group is currently using CMyPeople as part 

of its Revenue Performance Diagnostic to assess the skills 
and competency of the client’s employees:   
o To remove risk from talent management, providing a 

clear skills gap analysis to target training with precision 
o To reveal which staff are the best fit for profiled roles, 

for promotion or for lateral assignment 
 
·  CMyPeople is an online product accessible from any 

location, so the consulting firm can handle and monitor 
assessments in their own office, client sites, CMyPeople 
offices or anywhere in the UK and USA. 

 
 
 
 
After 3 failed attempts at recruiting the right Sales leader, the 
consulting group identified some weaknesses in a client’s 
incumbent sales leader, which was the trigger they needed to 
search for a replacement. The management team agreed on 
their preferred candidate, and wanted to rush into an offer. 
However, they put the number 1 and 2 candidates through 
CMyPeople. Interestingly, the preferred candidate’s 
assessment came back with some significant areas of concern. 
On sharing this with the client, the client conducted reference 
checks focussing on the specific areas of weakness highlighted 
by the assessment and found that he was indeed weak in these 
areas. Conversely, the number 2 candidate turned out to be a 
strong fit for the role. The client hired the number 2 candidate 
and both parties are extremely happy with the outcome. In the 
words of the CEO:  “you’ve helped us dodge another bullet ” 
 

“Today, businesses must embrace 
science, process and measurement in 
order to create sustainable revenue 
growth. CMyPeople enables us to 
deliver a total solution to reduce risk 
and increase revenue for our clients” 

 
General Manager, Revenue & Growth Services Group 

 

 
CMyPeople Head Office  
 
Level 8, 32 Walker Street, 
North Sydney  
NSW, 2060, Australia 
t: +61 (0)2 8913 7888 
f: +61 (0)2 8913 7005 
 
 
e: enquiries@cmypeople.com 


