
Assessment Platform Improves Sales Performance for Major Telecom

 

The Challenge 
In 2016 Frontier acquired wireline, FIOS, and broadband services from another 
major telecommunications company to expand their customer base, and meet the 
growing needs of their current clients. This expansion caused a rapid influx of new 
employees to several different areas, most importantly sales. After restructuring the 
company to align with the new additional services being offered, the organization 
did not have the caliber of employees they needed to be successful in achieving 
their sales performance goals. Unmet sales performance goals was causing an 
uncertain future outlook.

Frontier’s EVP & Chief Human Resources Officer Elisa Bannon-Jones, 
recommended DeGarmo to the sales organization due to our previous success 
working with Frontier’s call center. “DeGarmo has delivered world-class solutions 
with professionalism and I would recommend them to any organization that wants 
to elevate their talent selection processes.” Elisa highlighted DeGarmo’s ability 
to configure our assessment content to meet the specific needs of the sales 
organization, and the team engaged us to begin profiling.

Assessment Strategy & Key Differentiators
The wrong fit in sales roles always leads to low sales performance and tireless 
discussions and meetings about how and why goals aren’t being met. The  
bottom line—it costs money and time. To address this issue, DeGarmo 
recommended a competency assessment to measure candidate fit for sales  
roles. The assessment platform is one of the most dynamic and sophisticated 
candidate profiling systems on the market. The competency assessment  
measures a candidate’s proficiency and motivation for key behaviors tied to 
success for a given role. 
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Case Study:  
Frontier

Headquarters: Norwalk, CT

Industry: Telecommunications

Frontier Communications is a leading telecommunications company that provides internet, TV, and phone services  
to thousands of homes and business across the United States. Frontier is a Fortune 500 company with over 28,000 
 employees in 29 states.

“         DeGarmo has delivered 
world-class solutions with 

professionalism.

– Elisa Bannon-Jones, EVP & Chief  
  Human Resources Officer 



What is DeGarmo?
DeGarmo is a recruitment, assessment and consulting organization that has provided services globally for more than 
20 years. DeGarmo helps organizations identify the best talent in less time through recruitment optimization, superior 
assessments, and predictive analytics. Our solutions provide the talent intelligence you need to make better selection 
decisions, support effective coaching, and drive the development of your people.

With talent insights from DeGarmo, you can more effectively build talent pipelines and support the long-term growth 
of your business.

Profile Build
Working closely with leadership in Frontier’s sales 
organization, we created benchmark profiles for their 
Small, Medium, and Enterprise sales roles, as well  
as Sales Supervisors. The profile building process 
included surveying top and bottom performers currently 
in those roles and determining the dimensions that are 
most critical for top performance. The profiling process 
was also an opportunity to gain buy-in from sales 
leadership to ensure the right competencies were being 
measured. Once these benchmarks were complete 
Frontier was able to begin assessing candidates and 
comparing their scores to the benchmarks. 
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Assessment Impact
Frontier has been thrilled with the processes, methodology and solutions provided by DeGarmo. By improving their 
screening and skills matching techniques, they are increasing productivity and decreasing attrition across the business. 
“We needed to find a way to identify the correct profile for our sales team in each product and channel to ensure we were 
decreasing the time to ramp up and turnover,” says Elisa Bannon-Jones. (Chmielowicz, 2018)

In addition to sales assessments, DeGarmo is now implementing additional tools and services at Frontier, including 
interviewing tools, training, and a leadership capability competency analysis. Using DeGarmo’s assessment platform,  
Frontier was able to tackle the culture fit issues that were causing low sales performance thus helping ensure a more  
positive outlook.

By the Numbers: Frontier Communications
Frontier’s choice of assessment based on DeGarmo’s 

skill simulator has led to significant results:

New hires 
are producing 
results 25% 
better than 
those who 
didn’t go 

through the 
process.

25%

Frontier decreased 
ramp up time for  

new hires from 90  
to 30 days.

30  
days

First year turnover in new 
hires decreased by 70%.

70%

         This process brings the most qualified 
candidates to hiring leaders more quickly, giving 
them confidence to make a selection with data.  
The art (interview) blends with the science (profile).”   
– Elisa Bannon-Jones, EVP & Chief Human Resources Officer 
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