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die neugierige Person, die I[deen zum Leben bringt.
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sagen: neugierige Kollegen
bekommen am
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Be ‘Orderung

sagen, dass Arbeitgeber
die Neugier ernsthaft
unterstutzen.
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e NIRKSAMKEITIERHOHEN!

Wie oft habe ich ithr/ihm eigentlich gesaut,
dass ich fest davon uberzeugt bin, dass sie/
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DIE SELBSTWIRKSAMKEIT ANDERER ERHOHEN

DEIN
WO HAST DU
DURCHHALTE- DIESE D;gggggggf
VERMOGEN SEXY WIE SICH

INNENEINRICHTUNG :
ST 3R DEINEN MOGLICH
\ / KOPF HER? ANFUHLT
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Ich mag es wirklich, wie Du
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S; The Bigidea
Runaway Capitalism

(Beware the Peacock Effect)
Chaistopher Meyer and Julla Xirby
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139 Managing Yourself
21st-Century
Manager Will Need
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Kareem Abdul-Jabbar
PLUS Audacious Ideas 2012

SPECIAL DOUBLE ISSUE

THE VALUE OF

HAPPINESS

HOW EMPLOYEE
WELL-BEING
DRIVES PROFITS

timism =
Sales SUCCEesS

Metropolitan Life Case Study

Corporate Snapshot

Metropolitan Life is a leading provider of insurance and other financial
services to millions of individual and institutional customers, now
operating across the United States, Asia Pacific, Latin America and
Europe.

The Challenge

In the mid 1980s, Metropolitan Life was hiring 5,000 salespeople a
year and training them at a cost of more than US$30,000 each (over
two years). Of these salespeople, half quit the first year and four out

of five within four years.

The Objectives

Inlight of such high turnover and equivalent costs to the organisation,
MetLife wanted to identify people who would:

= Be better at handling frustration

= Take each refusal as a challenge rather than a
setback

= Be resilient, courageous, and would not give up
= Find solutions, follow through and succeed

The Solution

The C.E.O. of Metlife approached psychologist Doctor Martin
Seligman at the University of Pennsylvania and invited him to test
his processes on the importance of optimism in people's success.
Dr. Seligman has found that when optimists fail, they attribute the
failure to something they can change, not to some innate weakness

that they are helpless to overcome.

Dr. Seligman tracked 15,000 new MetLife consultants who had
taken two tests. One was the company's regular screening exam,
the other Dr. Seligman's profile measuring their levels of optimism.
Among the new hires was a group who flunked the screening test
but scored as "super-optimists" on Dr. Seligman's exam. And sure
enough, they did the best of all; they outsold the pessimists in the
regular group by 21% in the first year and 57% in the second.

The Results

Dr. Seligman suggested that they hire only people with high levels
of optimism. When scores were matched to actual sales records, it
turned out that consultants who scored in the top half for optimism
sold 37 per cent more insurance over two years than those in the

pessimistic bottom half.

Even more interesting, consultants who scored in the top 10 per
cent for optimism sold 88 per cent more than those ranked in
the most pessimistic 10 per cent. (MetLife no longer employ the
bottom 25% of applicants because of sales results, training costs
and ROI).

VetLife Sales Hires and Sales
Performance

D Optimists - Pessimists

Optimists sold 31%
more than the Optimists sold 21%
Optimists sold 8% pessimists more than the
pessimists

Optimists sold 57%
more than the
pessimists

more than the
pessimists

(lllustrative Only)

Sales Performance

Year 1 Year 2 Year 1 Year 2
Sales Performance Sales Performance Sales Performance Sales Performance

Hires who passed Hires who just failed

recruitment exam recruitment exam
(n=1000 split into 500 Optimists & 500 Pessimists) (n=29 All Optimists)

LU B B B R BN BN B BN AR BN AR B IR BN B BN B N BN BN BN N IR NN A A B N N J

“This test could save insurance companies
millions of dollars in training costs alone.”

(Psychology Today)




1. PERSON
Mein Erfolg vs. Purer Zufail

2. DAUER
Immer so! vs. voruihergehen

J. FOLGEN
Wirkt auf alles vs.
wirkt kKaum
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1. PERSON
Ubernehmen Sie konsequent die
Schuld fiir schiechte Nachrichten.

2. DAUER
Gehen Sie davon aus, dass die
situation immer gleich hieibt.




1. PERSON
Realistische & personliche Grunde

2. DAUER
Gutes bleibt, Schiechtes wird
voruber gehen.

J. FOLGEN
Diese Situation wird nicht alles
Nachiolgende beeinflussen.







