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Showered with success

Index helps companies find employees with potential to develop products

By WENDI L. BAKER

Sun Business Writer 

Many seasons ago, rainmakers were shamans who made rain fall from the sky in times of drought. 

Nowadays, “Rainmaker” is a business term for innovators who make money fall from the hands of consumers by developing valuable new products. 

While the Rainmakers of yesteryear were easily identified by the members of their tribe, today’s Rainmakers look and act just like everyone else. 

So how does an employer identify a Rainmaker? 

It’s simple, says Greg Stevens. Use a personality-measuring instrument. 

“The Rainmaker Index is a personality profile that correlates with who is inherently good at figuring out the early stages of new product development,” said Stevens, president of Win0vations Inc. in Midland, a new business development and computer training company. 

Stevens and Central Michigan University Marketing Professor James Burley developed the Rainmaker Index between 1994 and 1997. Marketing Professor Richard Divine also helped by analyzing the data Stevens and Burley sent his way. 

“We were looking for some evidence that certain folks on the planet have a gift for seeing certain ideas that contribute directly to new product development,” Burley said. ‘The rate of product failure is quite astonishing - only one product concept in 3,000 has a chance of succeeding.”

The Rainmaker Index identifies people who can improve those odds because they see the pitfalls that others wouldn’t see, Burley said. 

In fact, those people identified as Rainmakers by the Rainmaker Index have proven, to yield profits over 95 percent of the time - if they are properly trained.
“High Rainmaker scores do not equal Rainmakers - only potential Rainmakers,” Stevens said. “These people need specific training in building cost models and understanding business procedures.” 

Win0vations offers Rainmaker testing and coaching and has a growing list of Fortune 500 customers including 3M, Dow Chemical Co., Johnson & Johnson, Azko Nobel and Honeywell/AlliedSignal - showing the faith corporate America has in Rainmaker profitability. 

Small businesses can benefit from Rainmaker testing, too. 

“For every dollar a business puts into testing and training Rainmakers, they’ll reap $100 in benefits,” Stevens said. 

The Rainmaker Index is a scale ranging from negative 78 to positive 102. Those who score above 46 are potential Rainmakers and can out-earn those in the bottom third by a factor of 95 times. 

The scores are garnered from a personality test called the Myers-Briggs Type Indicator (MBTI), the most widely used personality profile in the world. 

“Businesses, colleges, career services and outplacement firms all use the MBTI, to match individuals up with job activities where they’ll he most productive,” Stevens said. 

There are 96 scored questions on the MBTI that determine whether a person is extroverted or introverted, sensory or intuitive, thinking or feeling, judgmental or perceptive. 

What Stevens and Burley determined is that those people with intuitive and thinking preferences almost always excel at developing new products. 

“Intuitive thinkers tend to be entrepreneurial and creative innovators,” Stevens said. “Approximately 12 percent of the population classifies as intuitive thinkers.”

And because personality traits are largely genetic - based on a study of identical twins raised apart - it is unlikely that anyone could become a Rainmaker. You’re just born that way. 

“You can’t train this type of creativity of thought,” Burley said. “The gift of being a Rainmaker is largely genetic and stable over time.” 

But that doesn’t mean non-Rainmakers are left out of the business loop. 

“The commercialization aspect of new product development is almost always done better by non-Rainmakers,” Burley said, “In fact, there are far more jobs available for non-Rainmakers.” 

The Rainmaker Index is not the only profitability index out there, but it does have the highest correlation between profitability and product development, Burley said. It is 800 percent more effective in predicting success than a similar test called the Gough MBTI-Creativity Index, which was also evaluated by Stevens and Burley.

Though it was just published in 1997, the Rainmaker Index is beginning to take hold around the world. 

“People are starting to talk about it at learned society meetings and we already have many global corporations using it,” Burley said. 

Stevens and his staff spend a lot of time globetrotting, administering the test and training potential Rainmakers. 

“We go wherever we need to go,” Stevens said. “Australia, Japan, Russia, France...”

It might be another 30 years before every business is searching for Rainmakers, but Burley understands. 

“It’s a new paradigm,” he said. “It took 40 years for the Internet to fully catch on. It might take 25 or 30 years for everyone to use the Rainmaker Index.” 

There is more information, statistics and interactive Rainmaker testing available at www.winovations.com.
Personality assessment 

The following questions are extracted from the Myers-Briggs Type Indicator, the most widely used personality profile in the world. Once the test is completed, the answers can be compiled into the Rainmaker Index, which identifies creative people who will make as much as 95 times more profit for companies involved in new product development. (Because the test results need to be analyzed by professionals, the results cannot be determined here.) 

Do you usually get along better with 

(A) imaginative people, or 

(B) realistic people? 

Would you rather be considered 

(A) a practical person, or 

(B) an ingenious person? 

Do you feel it is a worse fault to be 

(A) unsympathetic, or 

(B) unreasonable? 

Would you rather work under someone who is

(A) always kind, or 

(B) always fair? 

When you are in an embarrassing spot, do You usually

(A) change the subject, or

(B) turn it into a joke, or 

(C) days later, think of what you t  should have said? 

Is it higher praise to say someone has

(A) vision, or

(B) common sense? 

In the last question, for example, those who answered (A) have an intuitive preference and those who answered (B) have a sensory preference. Rainmakers are the 12 percent of people who inherently have an intuitive-thinking preference, two traits found to directly correlate with profitability in new product development. 

