Psychology 510/511   4 pt.

1.  The Ajax Pharmaceutical Co. markets pharmaceuticals to pharmacies and hospitals nationally.  It depends heavily on the ability of its sales force to reach new clients and to keep Ajax products on the shelves of current clients.

Ajax has recently engaged in a large-scale expansion - one which will require recruiting a large number of new salespersons.  With the need for expansion of the sales force is the need to select the best possible people for the job.  This task has been assigned to Ajax's HR division.

The HR division decided to conduct a concurrent validation study of a test of "Sales Potential" purchased from an I/O consulting firm.  The choice was based on informal reports of successful use of the test, although no formal validation of it for this particular type of sales had been reported.

The company wants to use the information from its current sales force to determine if and how the test should be used in selecting future salespeople.

The data on 50 current employees are presented below.  Sales are in $1000's, so, for example, 97.8 represents sales of $97,800.

Respond the following memo from the regional VP.

Jones,

   I recently learned of your validation study for new salespersons.  When the results are in, would you send me a memo responding to the following points?
A. Assuming the test is a valid predictor, what is the quantitative relationship between first year sales and test scores?  That is, what is the specific formula relating our predicted sales to scores on our test?  (Be sure to put the appropriate values of the constants in the formula you report to me.)

B.  Give me an interpretation of each of the coefficients of that equation - an interpretation I can use in our next board meeting when someone asks me what each coefficient means.
C.  Just to give me an intuitive feel for how first year sales related to test scores, what would be first year sales expected for persons scoring 0, 5, 10, 15, and 20 on the test? Put the predictions in a table.
D.  Show me how the above (the equation and the predicted Y's for the above X's) relate to a scatterplot of Sales vs. Test scores.

E.  Which person was the most notable overachiever? Which person was the most notable underachiever?  Tell me what each person’s row number in the data matrix was and give both the test score and observed sales for each of those people.  For each, how big was the discrepancy between actual and predicted sales? 

Finally, keep it short – no more than 1 page, 12 point font, 1 inch margins for the text.  Of course, you can use extra pages for graphs or tables.

Smith

Data

     Sales         Test Score

1
97.8
8.

2
96.8
10.

3
99.0
9.

4
106.8
12.

5
103.0
12.

6
99.3
11.

7
99.0
9.

8
115.3
15.

9
103.8
13.

10
102.0
11.

11
104.0
12.

12
100.3
8.

13
107.0
12.

14
102.3
11.

15
102.8
8.

16
95.0
5.

17
102.8
11.

18
103.5
11.

19
103.0
13.

20
106.3
11.

21
95.8
7.

22
104.3
11.

23
105.3
12.

24
109.0
12.

25
97.8
7.

26
107.3
12.

27
104.8
11.

28
99.8
13.

29
104.5
11.

30
110.5
10.

31
96.8
8.

32
95.8
7.

33
100.5
11.

34
99.0
11.

35
110.5
10.

36
107.0
14.

37
103.5
8.

38
103.3
14.

39
108.5
12.

40
106.8
12.

41
103.8
13.

42
99.3
6.

43
106.8
10.

44
96.3
9.

45
99.8
11.

46
110.8
12.

47
97.3
11.

48
94.3
8.

49
106.5
12.

50
105.0
11.
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