
QFS Sales Solutions Overview



 Who We Are

 What Problems We Solve

 Successful Client Results

 Sample Engagements : Hiring & Coaching 
Process Solutions
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 QFS focuses on improving Sales Productivity by providing: 

• Proprietary Pre-Hire & Development Products 

• Web-Based/Instructor-led Best Practice Training & Coaching

• Performance Management Systems

 Pat Sherlock, President/Founder has 25 years in Banking at 
Fannie, Dime Mortgage & Advanta. QFS was founded in 
1992. 

 QFS has 40% of Top Lenders as Clients in J.D. Power’s 
2010 Mortgage Origination Satisfaction Study
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 Selecting the Best 
Candidates

 On Boarding & Ramp 
Up

 Developing & 
Coaching Superior 
Performances

 Other Services

 Pre-Hire Predictive 
Assessments for Sales, 
Management and Admin; 
Integrity profile and Installing 
a Selection Process

 Sales Development Reports for 
Reps and Managers incl. 360 
and Leadership Coaching

 Web-based and on-site; Wide 
Range of Sales Topics for Reps 
and Managers; Can be 
Customized

 Web-based Performance 
Management Systems and 
Strategic Consulting
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 Higher Production per Originator: Clients 
have 33% Greater Production Results than 
Industry Peers

 Top Customer Satisfaction: Four of the Top 
Ten Lenders in 2010 J.D. Power Mortgage 
Origination Satisfaction Study are QFS Clients

 Lower Turnover Results: Clients have 41% 
Lower Turnover than Industry Peers
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Closed Sales/SalesPerson (per mo)
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 Sample Engagements: Hiring & 
Coaching Process Solutions
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1.

Install Predictive Assessments:

Integrity & Sales--Customized 

Behavioral Based Questions

2.

Train Managers on How to  

Recruit & Interview

3.

Institute Marketing Plan & 

Presentation Hurdle 

4.

Establish Multi-Panel 

Evaluation Sequence

5.

Put in place Selecting the Best 

Decision Criteria  & On 

Boarding Sales Ramp up Plan
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1.

Identify at Sales Person 

Level Behaviors & Sales 

Knowledge Issues 

2.

Provide Personalized 

Learning  Plans to 

Improve Performance

3.

Focus on  Weakest 

Behaviors

4.

Rollout Web  or 

Instructor Training & 

Coaching Programs

5.

Measure Improvement
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 Superior Results: Clients have Higher 
Production per Sales Person versus Industry 
Peers

 Implement Changes Quickly & Easily: We 
Provide Turnkey Training Solutions

 Partner with Experts: We Know Your Business 
& Deliver What Works
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 Call 800-875-0222 for white paper on Three 
Keys for Sales Success in a Tough Economy

 psherlock@qfsconsulting.com

 www.qfsconsulting.com
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