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in −2LL across the model by using the chi-square distribution, which SPSS has helpfully done and given 

us a significance value of 0.001. This clearly suggests that the new model with predictors significantly 

outperforms the baseline model.

You will also see something called a Hosmer and Lemeshow Test in there, which is another type of R2 

which is turned out by SPSS if you ask for it. This basically tests a hypothesis that the observed values 

of the outcome variable are different from the ones predicted by the model. So in this case you want a 

non-significant result. As you can see, the significance of 0.186 is fine.
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Figure 11.5 is a recap of Figure 11.2, which presented the coefficients and related results for the individual 

predictors. It is easy to see the B coefficients, standard errors, the Wald statistic, the significance of B and 

those all-important Exp(B) values. You could easily use these numbers to calculate R for each predictor as 

well, if you like. You should note from the Exp(B) values that the distance driven seems to increase the like-

lihood of making the quota, while the use of CRM seems to decrease it. This does bear closer analysis. First, 

let’s look at the confidence intervals. Because none of them include 1 (which would indicate no effect), we 

can be reasonably confident our predictors have some effect on the odds ratio.

Before going further, one must understand that the Exp(B) value refers to the individual predictor, 

holding all other predictor(s) in the model constant, just as a B coefficient does. Let’s explore this result a 

bit more, by calculating some odds ratios for particular types of salespeople by hand. As an example, we 

calculate the probability that a salesperson makes the quota (i.e. event y occurs) if they drive the mean 

number of miles per week, which is in fact 392.4 miles (i.e. x1 = 392.4), and does not use SNAP (i.e. x2 = 0). 

In order to do this we simply substitute in the relevant values and coefficients as follows:
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And we then calculate the odds of the same thing happening (i.e. a salesperson drives 392.4 miles per week 

and makes the quota); when they do use SNAP CRM (i.e. x2 = 1), as follows:
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