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SSA’s eTest the Smart Way to  
Hire the Best Facility Managers
By John Dunlap – Editor, SSA Globe

Are you in need of a top-notch facility 
manager? Have you dealt with hiring 
people you thought were going to 
work out great but proved to be not-
so-great? Do you sometimes wish 
there was a foolproof test that could 
steer you to the perfect candidate? 
As the cartoon character used to say, 
“There’s no need to fear, Underdog is 
here!” In this case, substitute “eTest” 
for “Underdog.”

Two years ago, Self Storage Asso-
ciation president Mike Scanlon 
approached Doug Griest, co-founder 
of the Atlanta-based Management 
Psychology Group, about coming 
up with a dependable way to test 

person in the right job. SSA’s eTest 
requires no setup or licensing fees, so 
administration is straightforward and 
easy to use. Each customized facility 
manager eTest is $75.

“We spent one-and-a-half years 
working with focus groups in self 
storage talking about the facility 
manager job,” Griest said. “We 
did tests with a large number of 
successful self storage businesses 
across the country. We spoke with 
experts in self storage, got field obser-
vations and even tested managers 
who were already successful. By the 
time we were finished with the test 
we felt confident that it would prove 
to be of immediate benefit to the 
industry.”

has not only aided our hiring supervi-
sors but also set the standard for new 
employees.”

“The very large operators have 
enough managers that they can 
create internal screening surveys. 
But eTest is giving the mid sized and 
smaller operators the ability to do 
the same thing, with better results,” 
added Alyssa Quill of Investment 
Real Estate Management. “This is 
another example of how the SSA is 
helping us all improve and raise the 
bar in the industry. We will not hire 
managers without having them take 
the eTest moving forward. It’s just not 
worth the risk.”

Griest is pleased that the eTest has 
been so well received, if for no other 
reason than it confirms that Manage-
ment Psychology Group was on the 
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Success Factors
JOHN DOE

Below are scales which are related to success in this type of job.
If a study has been done on this job at your company, the data are likely to be particularly useful.

In general, scores further to the right indicate stronger probability of success.
Always investigate extreme scores in your hiring process, even if they are in the desired direction.

 1  2  3  4  5  6  7  8  9  10 
Matter-of-Fact Persuasive

Socially Cautious Bold

Emotionally Reserved Emotionally Expressive

Patient Frustration Prone

Conforming Non-Conforming

Accommodating Intense

Tactical Strategic

Action Oriented Planful

Convergent Thinking Divergent Thinking

Individual Performer Profile Manager Profile

Technical Similarity Decisive (Action-Orientation)

By-the-Book Approach Creative Similarity

Low Expressed Enthusiasm High Motivation

Stress Avoidant High Stress Tolerance

Hands-on Doer High Leader Traits

No Coordination Team Coordination

Tactical Sales Strategic Sales
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Shaded Area Represents Average Profile of Top ABC Company Sales Reps

CONFIDENTIAL INTERVIEW GUIDE

Candidate Name: JOHN DOE

Company:  ABC COMPANY

Position:  Sales Representative

Hiring Manager:  NA

Phone #:  -

Date: 06/24/08                  
  File #:   362577

The material in this report is confidential.  It should not be distributed or communicated in any 

manner to anyone other than people directly involved in the interviewing, reference checking 

and hiring process.  This information is not to be shared with the candidate or with any 

unauthorized agent. 

Use the following guidelines only if the candidate met or exceeded the Sonoco cut-off score. If 

the candidate did not meet or exceed the cut-off score, discontinue the interview/selection 

process.

This is an interview guide, not a psychological assessment.  The data provided in this guide 

can be quite useful for further tailoring your interviews and reference checks with this 

candidate.  However, this should not be the sole basis for making a hiring decision.  The guide 

should be used as another source of data and interpreted in the context of all other 

information you have about this candidate.  This profile was developed from reliable, valid and 

research-based instruments, but there are clear limitations to the appropriate uses of such 

information.  Don't make hiring decisions based on test results alone. 

As you interpret the profile, pay more attention to recurring themes and broad patterns than to 

individual scores.  Many things can affect the way a person responds to such a test battery, so 

don't over-interpret this material.  We strongly suggest that a job analysis be conducted and 

that you refer to that information when structuring your own interviews and when interpreting 

the material in this report. 

Keep in mind the exact job you are considering for the person.  Friendliness and likability, for 

example, may be pleasant characteristics, but may not be important to success in some jobs.

Use this guide as an educated guess about the person's approach to work and then use 

further interviews and reference checks to gather the facts to confirm or deny that guess. 

A full psychological assessment including an interview and multiple tests is more appropriate 

for higher level management and executive positions due to their complexity. 

See eTest, page 20

“By the time we were finished with the test, we felt confident 
that it would prove to be of immediate benefit to the industry.”

Doug Griest, Management Psychology Group

prospective facility managers. The 
idea was to create a test that covered 
all the bases—personality, drive, lead-
ership—and give self storage compa-
nies a tool that would lead to the best 
possible hire. Thus was born eTest.

In essence, eTest is a web-based 
screening program that provides 
self storage owner/operators and 
hiring managers with real-time pre-
employment testing and assessment 
services. The tests have been specially 
customized for evaluating potential 
self storage facility managers. The 
SSA eTest provides a quick and 
cost-effective means of measuring 
common-sense traits linked to 
job behavior. Better hires result in 
reduced turnover and improved 
productivity by putting the right 

Already a Hit

The SSA “soft-launched” the eTest at 
the 2009 SSA Conference and Trade 
Show in Las Vegas and impressed 
those on hand. A growing number 
of companies now regularly use the 
eTest—and the reviews are positive.

“We have utilized personality profile 
services for many years, and we 
had come to trust those indicators 
generally. However, eTest provides 
focused analysis for our industry 
at an attractive price point,” said 
Tom Maxfield of Watson & Taylor. 
“Facility managers are the ‘tip of the 
spear’ in our industry, and if an oper-
ator is willing to pay $100 on average 
to acquire a new storage customer, 
then why would we not be willing 
to pay $75 for an analysis to hire the 
right facility manager? It is a manda-
tory step in our hiring process, and it 



PA G E  2 0  	SS   A  G L O B E 	 D E C ember      2 0 0 9 	

right path all along in developing the 
test.

“We first started creating eTests for 
businesses back in 1997,” Griest 
said. “We collected data from 14,000 
people in business. The idea all along 
was to help business people run more 
successful businesses. Improving the 
hiring process was at the center of it 
all.”

And what has Griest learned about 
the “perfect” self storage facility 
manager?

“Three things: They need to be rela-
tively well organized, need to be 
people-oriented so they can relate 
effectively to customers and they 
should have a good sense of well 
being,” he said. “Self storage is a busi-
ness that has a lot of quiet time that 
is punctuated with moments of being 
very busy, so a facility manager has to 
know how to fill his or her time effec-
tively. And they need to know how to 
empathize with the customer as well.”

The Report

The eTest takes about 20-30 minutes 
and, best of all, the results are 
almost immediate. Results are sent 
real-time via e-mail to the owner/
operator or hiring manager to be 
utilized for more focused and effec-
tive interviews. Feedback comes in 
the form of an interview guide that 
has a narrative description as well as 
actual scores presented in a good fit/
bad fit scale.

“The look and feel of the report is 
clean, easy to read, and organized 
to provide an interview guide for 
the employer, a developmental 

guide for the candidate, and a lead-
ership guide for both parties,” said 
Maxfield. “The profile has been very 
accurate in describing personality 
make-up, predicting actual behavior, 
and suggested remedial training and 
management techniques.

“The obvious differentiation is the 
success profile illustrating the prom-
inent features of the candidate’s 
personality against the average profile 
of top SSA facility managers. The 
graph provides visual validation 
of the suitability of the candidate 
for the position against the statis-
tical average—for the employer and 
the candidate—and it focuses or 
sharpens the interview or the devel-
opment plan by determining how 
both parties can realize more effec-
tiveness in the position.”

Quill agrees, and points out that 
IREM even used the test on its 
current employees to see how accu-
rate it was.

“We asked a couple of our existing 
managers to take the test before we 
used it on new prospects,” she said. 

“We wanted to make sure the results 
were similar to the actual perfor-
mance, strengths and weaknesses 
we’d seen out of those managers. They 
were spot on!” 

“The results are clear to read and easy 
to understand,” Quill added. “My 
favorite part of the analysis is the 
quick chart at the end that allows us 
to see how the tester compares with 

the top managers in the industry for 
several different categories. Quickly 
reviewing this chart lets me know 
if I should bother reading the entire 
report or not!”

Maxfield would even like to see the 
eTest expanded to include other 
aspects of self storage.

“We would like the eTest expanded 
to address additional positions, i.e., 
marketing, call center, assistant 
managers, etc.,” he said. “And, as the 
database grows, we would like to 
see periodic reports on developing 
trends, feedback, etc.”

And Quill thinks the SSA eTest can 
have a profound influence on the 
industry.

“I think that eTest has the potential 
to improve the quality of managers 
across the country,” she concluded. 

“It takes most of the risk out of the 
hiring process. Using eTest along 
with a solid interview process, back-
ground check, credit check, and drug 
test will help us all decrease turn-
over. Decreasing turnover will save 
the expenses associated with hiring 
and training from scratch, improve 
the overall ability and skill level of 
our managers, improve morale in 
our organizations, and most impor-
tantly, keep us focusing on increasing 
profits!

“Our standards are higher these days—
looking for managers that can market 
our properties, sell to close all leads, 
keep customer satisfaction high, and 
maintain a clean and bright new-
generation store. Tools like eTest 
are helping us hire more managers 
from different industries, instead of 
focusing on candidates with prior self 
storage experience.”

There’s no need to fear—SSA’s eTest 
is here!  v

eTest, from page 19

“We will not hire a manager without having them take the 
eTest moving forward. It’s just not worth the risk.”

Alyssa Quill, Investment Real Estate Management

“It is a mandatory step in our hiring process, and it has not 
only aided our hiring supervisors but also set the standard 
for new employees.”

Tom Maxfield, Watson & Taylor


