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Atomic Energy of Canada – Deep River 
 
Issue:  Employee turnover 
Solution:  Kolbe RightFit™ 
 
A good friend asked us to meet with him about high employee turnover in his department. His 
role in the safety department was to ensure that the radiation levels in the entire facility 
remained below safe threshold standards. 
 
Part of the mechanism, or the way they would do that, was to hire 16 technicians to go around 
the facility, using an instrument to measure the radiation level.  When the radiation level 
exceeded threshold, the operation would be shut down until levels were reduced. 
 
The issue was that the turnover of technicians in this department exceeded 20% annually.  The 
turnover for the entire organization (1000’s of people) was approximately 12%, which was 
within normal range. 
 
During a site visit, in discussion with the site managers, (HR was responsible for hiring), we 
discovered that the people being hired were highly educated with a minimum of a master’s 
degree and some with PhDs in nuclear physics.  They were being hired for an entry level 
technician position.  Once they were within the organization, they immediately applied for 
higher level positions such as research physicists or radiation physicists for which they were 
qualified. 
 
We used the Kobe A™ and B™ Indexes for the manager, who had come through the ranks from 
technologist to team leader to manager.  Three supervisors and two high performers also took 
the Kolbe A and B assessments.  We also conducted a Kolbe C™ Index for the manager and 
supervisor roles. 
 
We used Kolbe RightFit software to create a profile for the optimal position hire.  The RightFit 
profile showed Initiating Implementor, Responding in Fact Finder and Follow Thru.  Those being 
hired were initiating in Fact Finder and Follow Thru and were preventative in Implementor. 
 



Using the RightFit software, eight people were hired into that team, and when checking back 
two years later, the turnover rate had reduced to less than 8% and all personnel hired through 
the RightFit process were still at it. 
 
In terms of the cost of training and development in the position, AEC was hugely appreciative of 
the opportunity to hire the people who would remain in the role and develop their skills in 
performing their task to a high level. The turnover rate had returned to a little lower than the 
normal range and continues at that level to this day.   
 
Strategic byproduct:  The team had been exclusively male.  When we started to use RightFit, 
there was no gender bias, and women began to be hired for the role.  It is possible that the 
Kolbe RightFit process was able to remove gender bias in this department. 
 
 
Blockbuster Canada 
 
Issue:  Inertia for both directors and the executive team 
Solution:  Diversity 
 
 
A good friend, and a member of the team of directors at Blockbuster Canada (a movie and 
gaming sales and rental chain), informed us that his team was not performing to the level of 
expectation set by the CEO.  The primary issue was that they were not completing projects on 
time, and, in reality, not completing them at all.  
 
We administered the Kolbe A and B profiles for each of the 17 directors.  14 of the 17 directors 
initiated in Fact Finder.  Some of those initiated in both Fact Finder and Follow Thru.  Two 
members initiated in Follow Thru and one of those two also initiated in Quick Start.  One of the 
team members initiated in Quick Start only.  
 
We conducted a full day TeamSuccess® Seminar with the directors and we were paid a surprise 
visit by the CEO during the afternoon session.  Over one of the breaks, we had a private 
discussion with the CEO, and he informed us that none of the projects assigned to this team 
had ever been completed on time, if at all. 
 
We suspected that there was a larger conative issue at play and suggested that we have the 
executive team take the Kolbe A and B assessments.  We discovered that all five executive team 
members (the CEO, the CFP, VP Operations, VP of HR and the VP Marketing) initiated in Quick 
Start.  It appeared that the executive team hired directors for their departments based on 
acquiring conative strengths that they themselves did not possess.  This apparently resulted in 
the high proportion of initiating Fact Finders on the director team. 
 
We informed the CEO that the conative profiles of the executives presented a problem (cloning 
in Quick Start).  We created a productivity chart.  I highly recommended that he move to 



diversify his team.  Within six months, he released the CFO and hired an initiating FF/FT 
replacement.  However, no additional changes were made to the team and two years later, 
Blockbuster Canada folded.  Although we were successful in identifying the conative problems 
in both the executive team and the team of directors, the strategy to repair these teams did not 
occur quickly enough to resolve the organizational issues. 
 
 
Life Church, Fort Myers 
 
Issue:  Inertia 
Solution:  Redefinition of roles and reallocation of people 
 
We received an email from a pastor whom we had been introduced to five years earlier.  He 
told me that he was aware that we were consultants and requested our services as 
organizational coaches for him and his wife. 
 
As part of the coaching intake process, he and his wife took the Kolbe A and B assessments.   
His Kolbe A profile was 3393 and his wife has a profile of 6824.  The Kolbe A interpretation was 
so meaningful and freeing for him that he accepted our suggestion to assess the entire pastoral 
team using the Kolbe Indexes. 
 
We discovered that three of the remaining four pastors also initiated in Quick Start, as did other 
members of the staff.  We conducted a TeamSuccess Seminar several months later, and it 
became clear that there was a lack of systems, including policies and procedures, in place 
within the organization.  They were not likely to succeed in accomplishing the vision they had 
intended in terms of building the church and planting multiple campuses if that lack of systems 
continued. 
 
The solution involved reinventing the organizational structure and creating a new position of 
executive pastor whose role included development and oversight of systems, policies, 
procedures, strategies, and plans. 
 
One of the missing ingredients was an initiating Fact Finder who had a dominant personality.  
Although the pastor’s wife initiated in Fact Finder, her affective strengths did not support what 
was needed for the executive pastor position. The church has now hired an executive pastor 
who initiates in Fact Finder/Follow Thru. 
 
With our coaching and input, and using the conative strengths we brought to the team, the 
church grew from 484 regular attendees to over 900 over a three year period, with a 
proportional increase in givings. 
 
As part of the overall strategy, Kolbe profiles have been used in the hiring of new personnel.  
Our strategy is to make sure that new hires both fit the role for which they are being hired and 
contribute to the synergy of the team.  We continue to work with Life Church. 



 
Hardick Chiropractic and Maximized Living 
 
Issue:  Productive work team 
Solution:  Kolbe C for positions and Kolbe A for distribution of talent 
 
Our chiropractor, whom we had been seeing for about 10 years, attended a Strategic Coach 
session where he was introduced to Kolbe.  Knowing that we were Kolbe consultants, he asked 
us to provide the Kolbe A profiles for his office staff and then to conduct a TeamSuccess 
Seminar.  This led him to ask us to create Ranges of Success™ for the roles of office manager 
and customer service.  We have continued to serve him as consultants as needed over the past 
five years.   
 
During that time, he purchased an international network organization of chiropractors, 
Maximized Living.  MaxLiving provides a package of wellness branding, products, marketing 
support and coaching to subscribing chiropractic offices.  He asked us to participate in a 
national seminar, where we conducted a presentation for approximately 900 chiropractors and 
their associates.  Leading up to the event, we provided a Kolbe workshop for a small group of 
coaches within the Maximized Living organization.   
 
Prior to our contribution, their coaching was based on DISC personality profiles and their own 
perception of what would create success.  Of course, since most of the coaches were D/I 
personalities, their recommendations supported personalities similar to their own.  That 
created an issue where the coach was forcing the people they coached into a process suited for 
the D/I personality.  Introducing Kolbe gave these coaches a new perspective that focused on 
the conative strength of the person being coached, rather than the formulaic equation for 
success based on the coach’s own successful personality.   
 
For the international event, we created an opportunity for participants to take the Kolbe A 
assessment and 250 of those participants took advantage of that opportunity.  The Kolbe 
discussion was impactful and we continue to respond to requests for Kolbe assessments for 
individual chiropractors and their entire office staff.  From that seminar, we have had several 
requests for management consultation.  We have conducted a process of Kolbe A assessments, 
individual interpretations, TeamSuccess Seminars and ongoing success coaching with staff 
members and the principal chiropractors.  From that engagement we were referred to and 
have engaged with a real estate organization to provide the same service.  We eagerly 
anticipate the inevitable successful results for their teams. 
 
Maximized Living has now engaged us in a hiring process for a COO, a CEO, and a President of 
their organization, using Kolbe as one of their primary screening measures.  
 
 
 
 



 
August 24, 2019 
 
Testimonial – BJ Hardick, Hardick Chiropractic 
 
In 2016, I was thrilled to discover that I shared some mutual business connections with my long-
time chiropractic patients, Catherine and Colin Nanton. Having just seen a presentation about 
the Kolbe System at a conference in California, I noticed that Catherine and Colin were 
connected with the individual who introduced me there to the system. 
 
Once I learned that Catherine and Colin were equipped to not only help me run individual 
assessments on all 7 members of my clinic team, but available to come on-site and lead our 
team through these dynamics, I jumped at the opportunity. The team training sessions they 
have hosted for my employees are some of the most memorable in my practice’s history. 
 
Through the Nantons’ leadership, our clinic team has become more united, much more 
operational, and more supportive of each other. I believe that these changes, alone, have 
helped to reduce my staff turnover, never mind the fact that I have been working closely with the 
Nantons to identify and pre-qualify every new hire for the past three years. 
 
Beyond my own clinical practice, I serve on the management team for a chiropractic and natural 
health franchise business based in Florida. The network serves approxiamtely 250 doctors. It 
was my honor this year to welcome Catherine and Colin to one of our three annual conferences 
as keynote speakers, and into a private training session for our professional coaches. This 
company continues to utilize the Nantons’ services with all hires — most recently, in our vetting 
of a company President. I can’t imagine any other way of doing it! 
 
With Kolbe, and more specifically as a result of the close working relationship I’ve had with Colin 
and Catherine, my own chiropractic business has transformed from operating as a traditional 
sole proprietorship into a sustainable operation. And, hundreds of other natural health 
practitioners are enjoying many of the same freedoms. 
 
Catherine and Colin Nanton are a duo like no other. I’m confident that these three years are just 
the first of many that I will not only know them as patients and friends, but two of my top 
business advisors and closest professional allies. 
 
 
B.J. Hardick, D.C. 
Author, Align Your Health 
Doctor of Chiropractic, Hardick Chiropractic Centre (London, Ontario) 
Director, MaxLiving Board of Managers (Orlando, Florida) 
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