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Introduction
Employees are an essential asset to the success of an organization in the provision of its products and services to its customers. As such, recruitment is a vital process that conducted within an organization in a bid to acquire the right person for the intended position. The recruitment process often goes along in ensuring that the skills and qualifications of all the applicants are assessed in assuring that they possess the prerequisite knowledge to handle the stipulated duties for the success of the organization. In ensuring that a competent workforce is put in place, Complex Cleaning Solutions a company that endeavors to provide cleaning solutions and products to individuals wishes to recruit and hire a qualified sales manager.

Over the past period, the organization has endeavored to ensure that it increases its competitive position in the market relative to other rival companies. As such, the interested applicants are required to send their letters of offer and submit their certificates and testimonials to the human resource department to ascertain their institutional qualifications and skills. The hiring plan is, therefore, an essential tenet in ensuring that the necessary procedures are highlighted that go along in hiring and recruiting the best candidate suited for the position within the company (Swider et al., 2015). 

Person-Organization Fit

Complex Cleaning Solutions endeavors to recruit a person organization fit for the position of the sales manager. The person-organization fit is a concept that highlights the relationship and compatibility between employees and their agencies (Resick et al., 2013). In ensuring that the organization's endeavors are accomplished efficiently, it is vital to provide that the target employee and the company share similar values. Within institutions, there has been a positive relationship between the person-organization fit and the organizational outcomes such as work attitudes, turnover, and the employee job performance. First, the more individuals can fit within an organization, the more they are likely to express their satisfaction and commitment towards achieving an organization's goals (Resick et al., 2013).
Additionally, in an organization that can retain employees for a relatively extended period, more productivity is experienced through a reduction in the cost of hiring new employees since the organization’s values are aligned with an employee's personal goal (Resick et al., 2013). Thus, employees feel comfortable in institutions where they feel valued by the top management. In the case of Complex Solutions, if the recruited employee thinks that they fit well within the organization, their motivation to work towards the organization’s goals is often higher compared to a situation in which they feel less motivated to perform their duties. Thus, Complex Solutions Company endeavors to ensure that it recruits a motivated individual whose inspiration lies in enabling the organization improves its sales and reaches out to many clients across the market (Kar & Mitra, 2015).

Hiring Criteria

Hiring is among the crucial decisions within an organization as it endeavors to bring on board an individual whose skills match the institution’s requirement. Recruitment usually involves getting the right person for the right job within an organization. In finding the right person for the position of a sales manager, hiring would be the best option in ensuring that a person whose skills and qualifications match the job would be the best appropriate for the position (Di Stasio & Gërxhani, 2015). Employees within organizations often reflect the more significant extension of the organization's brand. As such, how the individuals selected to pick up the position of a sales manager within Complex Solutions would reflect the position of the company in the cleaning industry. The hiring criteria will therefore solely be focused on ensuring that the person has the right skills and qualifications for the position. Moreover, the person’s motivation must be aligned with the values of the organization that propels it in working towards the anticipated goals (Di Stasio & Gërxhani, 2015).

In obtaining the right person for the position, Complex Solutions would look into three criteria that would include; capabilities, values and cultural fit (Swider et al., 2015). First, the prospective employee would be required to possess the ability and qualifications to perform the specific task. The capabilities for the sales manager position will go being the prerequisite degree program undertaken by the individual but rather their aptitude in ensuring that they ensure a hands-on experience in dealing with the pertinent issues within the organization (Kar & Mitra, 2015). Second, the values held by a potential employee should inspire them to pick up the job despite the challenges they are likely to experience while gearing towards achieving their goals. Third, it would be imperative to determine if the individuals can culturally fit within the organization's precincts. The targeted individual should adapt quickly within the team rather than bringing in disruptive behavior within the organization.

Selection Technique

Complex Solutions would utilize a three method step for the selection of the right candidate for the position of the sales manager. The procedure would include; the preliminary resume screening, conducting the actual interviews, administering a test through face to face meetings and the final reference check (Swider et al., 2015). In the preliminary resume screening, the human resource department determines and assesses all the applicants’ qualifications and skills that appertain to the position of the sales manager. Further, the human resource department through the recruitment team determines the sufficient interests that are pegged on the number of received applications (Swider et al., 2015). The applicants' review would form part of the information base for which Complex Solutions would assess in finding the right individual for the position.

The second stage would involve carrying out the actual interviews. Through the meeting, the recruitment panel would endeavor to ensure that they establish the shortlisted applicant's skills, knowledge, and attitudes (Kar & Mitra, 2015). The interview thus serves as an opportunity to ensure that the individual can express himself or herself in pursuing the job. The interviews can either be conducted through the telephones to apprehend the applicant’s understanding of the required expertise to further the institution’s goals. The third stage involves the administration of a face to face test. Complex Solutions would endeavor to administer the test establishing if the selected candidate is qualified and possess the ability to handle the tasks for the job opportunity.
The last selection phase would involve carrying out a reference check that would help discover the individual’s suitability from the previous workplaces (Swider et al., 2015). Thus, it entails vetting the candidate given different performance expectation to enhance their validity and authentication in creating the desired change within the organization. The successful individual for the position of the sales manager would be required to sign a contract form that would determine how they conduct their activities on behalf of their organization (Di Stasio & Gërxhani, 2015).

Recommendations for dismissal
The sales manager working for Complex Solutions would be required to ensure that they maintain a high standard of integrity while performing their duties. In a situation where the sales manager contravenes the ethical principles within Complex Solutions, the person would be dismissed from the corporation. As such, the sales manager would be required to act in good faith and interest in the company without disclosing any competitive strategies to other firms that could lead to detrimental impacts on the company’s sales. Finally, the sales manager would also be dismissed in situations where they act without perceiving the consequences of their actions on the company thereby causing a negative reputation for the institution.
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