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changes also sparked some ideas at
Predictive. If the process was suitable for
the over 50,000 annual new hires for
Buffets, Inc., why not for all the other
hourly employees applying for jobs in the
retail and hospitality industries?
“Suddenly, I just saw this huge,
untapped market in front of me,” she says.
All other screening companies were focus-

proven to be especially grateful for Predictive’s
trends analysis.
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Independent Spirit

s the business grows, Bainbridge plans to

keep expanding in an untapped market,
since the company knows that other competi-
tors are due to crop up soon. Although the
company doesn’t disclose revenues, she says
its growing a very healthy rate, and there’s
quite a bit of optimism about how it can
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ing on managerial-level employees and
above, testing for executive mettle. But if
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all it the benefit of a really
grm{_{ seat assignment: while
traveling ten years ago, Carla

Bloomington-based Predictive Profiles in
2000, determined to see if she could tap into
the pre-employment screening market.

The company took off immediately. Like
Bainbridge, other companies were suffering

arla Bainbridge the insight,
ation — and technology —
ch Predictive Profiles.
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Predictive were to take on the challenges of
the service companies, which have multiple
locations and very high turnover, it could
save those companies a great deal of money,
and provide a river of revenue for Predictive.
The company hunkered down and
created a more simplified screening process
that brings together an online application
component. So retailers and restaurants like
Eden Prairie-based Select Comfort and
Minneapolis-based Buca di Beppo can
capture 2 wealth of information through the
application process and pick out which
employees will stick around if hired.

The result has been striking,
Bainbridge notes. “At this point, our busi-
ness has taken a completely different turn
because of what we've developed for hourly
employees,” she says. “It’s become a strong
focus for us, and we’re maximizing our
offerings in that area. Today we only have
one other competitor, and even they have a
different approach, so theyre not much of
a threat,” says Bainbridge.

Whether screening for a competitive sales
position or for a front-line worker at Old
Country Buffet, the benefits of pre-employ-
ment screening are the same, Bainbridge
adds. “Turnover is expensive,” she says. “In the

broaden its profiling products and client list.

What are also likely to show up in the
future are potental investors, lured by the
sweet smell of the company’s success.
Bainbridge says she plans to tell them what
she’s told every other venture capitalist that’s
approached her in the past four years: “No,
thank you.”

“I vowed when I started this business that
it would be self-funded, that I wasn't going to
go for outside money,” she says. “That’s a
really hard thing to do.” People frequently ask
her why she doesn’t take some of the very
tempting offers that come her way, but she
insists that it’s not worth the extra ka-ching in
the bank account.

“What happens when you take that
money is you have people investing in the
business who aren’t working in the business,
and yet they tend to think that they know
what you should do,” she says.

Right now, Bainbridge has built the
company into a place where her 20 employ-
ees love coming to work, and also appreciate
tapping into the company network from
their lake homes on a sunny Friday after-
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results in a lengthy report about whether the
candidate would fit within a certain

though, with not a single applicant passing
the test in a pilot phase.
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