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Introduction

This interpretive report helps the reader understanddwhlicgspects of Mr. Sample's
personality, behavior, and style affect his anticipégde@rd sales managerial
performance. Because of the candid descriptions ussdepaint, it should not be
shown to Mr. Sample. This report is confidential and shatlid placed in general
personnel files or in other locations where unauthorized peight access it.

The 3SP report contains three major sections: (a) anvexsgnitinary featuring three
summary scores, (b) a set of profiles of performance ehatastdivided into two
broad skill categories, and (c) a detailed analysis offéhelaspects of sales
performance. For each performance characteristicpothesamins a definition, a
description of Mr. Sample's expected level of perfornaadce set of statements
describing the particular factors in his personalitypéndenal style, and method for
organizing work that influence his level of performant¢ebsales skill.

All of the data and interpretations in this report are bagedfessionally supervised
statistical studies of personality and performance in sawi€elty of organizations.
There is substantial evidence supporting the generatgaduhis report.
Nevertheless, it should be recognized that 100 perceatwncxnot attainable in
predicting human behavior. Accordingly, some stateniébhesmore applicable to the
respondent than will others. Where multiple interpnstatid explanations are present,
all explanations are helpful, but some will be more imptréamothers, depending on
the individual's particular situation and the requirgeofdris position. Some of the
comments may appear to be excessively negative, but drimimhjp remember that a
salesperson is usually not called upon to engage inesctedftiiring every skill
analyzed in this report and that each position will emphakifferent pattern of sales
skills.

Occasionally, some interpretations might appear to Idlict @ath others for related
skills. These apparent inconsistencies are usuallylieierprecision of language, or
to nuances of meaning attached to related aspects oflipgr3on#o focus on the
overall pattern of interpretations, rather than on single interpretations.

When reviewing an individual's sales strengths and wssekitlesy should be evaluated
in terms of position requirements. It will be helpful tohnesaigh statement of expected
performance in terms of how important it is to sales penfoepand to the

organization. Itis also recommended that you considdotingation presented in this
report within the context of other candidate data (i &uséd interviews, aptitude
testing, past performance etc.).
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3SP Executive Summary

This page provides an overview of Mr. Sample's resulginis béth a chart based on
the sum of all 28 sales effectiveness dimensions assabge®i3y. A second chart
divides Mr. Sample's overall results into two broad donenkid nterpersonal Sales
Skills, and hisTask Orientation (his focus on completing the sales tasks for which he
has responsibility). Finally, Mr. Sample's scores onlelsemad dimensions are
plotted on a performance grid witkerpersonal Sales Skills as the vertical axis and
Task Orientation as the horizontal.

All scores in this report are expressed in terms of pexsentiich differ from
percentages in that they compare Mr. Sample's expectpeatenance with that of a
large reference group. By definition, a score at the 50¢&mpleris average. For more
information on percentiles and how to properly interjzre¢plort, please refer to the
3SP manual.

Overall Expected Sales Performance

Low Average High
Percentle 0 10 20 30 40 50 60 70 80 90 100

Overall Sales Performance 87 ]

The percentile score is the percentage of persons in the comparison group receiving a lower test score. A percentile score
of 50 is average.

Interpersonal and Task Orientation

Low Average High
Percentile 0O 10 20 30 40 50 60 70 80 90 100
Interpersonal Sales Skills 91 ]
Task Orientation 82 |

The percentile score is the percentage of persons in the comparison group receiving a lower test score. A percentile score
of 50 is average.
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3SP Profiles

Cognitive and Interpersonal Sales Skills

Low Average High
Percentle 0 10 20 30 40 50 60 70 80 90 100

Technical Orientation 82 I
Creativity 73 |
Thoroughness 33 |

Risk Taking 77 |
Open-Mindedness 80 |
First Impression 93 I
Interpersonal Relations 90 |
Sensitivity 85 |
Social Astuteness 93 e
Communication 89 |
Formal Presentation 54 I
Persuasiveness 75 ]
Negotiation 92 |
Listening 77 |

The percentile score is the percentage of persons in the comparison group receiving a lower test score. A percentile score
of 50 is average.
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Personal Sales Qualities

Low Average High
Percentle 0 10 20 30 40 50 60 70 80 90 100

Achievement and Motivation 60 |
Self-Discipline 49 .

Flexibility 88 |
Independence 71 |
Self-Esteem 83 |
Emotional Control 90 |
Dependability 67 |
Ambition 80 |
Assuming Responsibility 82 |
Vision 69 .
Organizational Spokesperson 87 |
Short-Term Planning 83 I
Strategic Planning 74 ]
Productivity 33 |

The percentile score is the percentage of persons in the comparison group receiving a lower test score. A percentile score
of 50 is average.
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3SP Detailed Analysis
Cognitive and Interpersonal Sales Skills

Technical Orientation

Percentile 0O 10 20 30 40 50 60 70 80 90 100
82 |

Specific proficiency or expertise acquired through edhytetining, or experience.
Useful for acquiring information about technical prochgetsing in-depth knowledge,
and presenting that information to potential customers.

Mr. Sample's expected performance for TECHNICAL ORIENN &Th theH 1 GH
range.

e Mr. Sample demonstrates not only technical orientatiaigda willingness to
discuss technical issues with customers in a manneréhateallily accept.

e Mr. Sample values innovation. He is therefore inclinedanrenformed about
new technical developments and to take the initiativettisiseowledge to
increase his sales.

e Curious and investigative by nature, Mr. Sample enjoysibgapiietly proficient
in technical matters.

Creativity

Percentile 0O 10 20 30 40 50 60 70 80 90 100

73 1

The ability to initiate original and innovative ideasuptedand marketing approaches.
Mr. Sample's expected level of CREATIVITY is AB@¥E AVERAGE range.

e Mr. Sample can be enterprising and resourceful. Thissnspirto work towards
finding new approaches when dealing with difficult magkesues.

e Mr. Sample can be entertaining, and often seeks attentisthétefore not afraid
to promote his ideas.

e Advice and support-seeking individuals, such as Mr. Saarpfeunicate their
creative ideas informally to team members. This allowsathefime ideas.

e Mr. Sample has a knack for presenting ideas in a positiverrearthdeveloping a
favorable impression of himself. This increases the ifitgblast his new ideas
will be championed by others.

e A preference forimaginative and original thinking helpSavhiple to find creative
solutions.

e Daring and enterprising individuals, such as Mr. Saneplikedy to take the
necessary risks to find inventive alternative approachasketing problems.
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Creativity (continued)

e |ndividuals who have self-confidence, like Mr. Sampléingilt easier to offer
their creative ideas.

e Thisindividual is, by nature, reflective and focuseddrisiah on probing beyond

the obvious.
Thoroughness
Percentile 0 10 20 30 40 50 60 70 80 90 100
33 |

The ability to attend to detail and develop a comprehemgreaeh to marketing and
sales.

Mr. Sample's anticipated level of THOROUGHNESS isBRL@W AVERAGE
range.

e Mr. Sample is entertaining and dramatic. His focus on l¢icgdsometimes
causes him to overlook important details.

e High-energy people, like Mr. Sample, require a numbetetbdatchannel their
energies. This might interfere with their ability to fahoaugh with any particular
task in a thorough manner.

e Acreative flairin Mr. Sample detrimentally affects hlisyatioi consider the details
necessary to follow a selling plan completely.

e Daring and impetuous people, such as Mr. Sample, aredlikedylbok details.

e |ndividuals who are confident in their own abilities, sugl.e&5ample, are less
likely to worry about making mistakes and do not check &éinzeriheir work as
often as they should.

e Being outgoing and sociable may help Mr. Sample to makdsalagyht hurt his
ability to complete complex sales without taking the tiohetd for mistakes or
oversights.

e Mr. Sample feels little need to focus his time on his workablisl use of time
might interfere with his thoroughness.

e Extroverted, sociable people, such as Mr. Sample, aetedstrom paying
attention to work details by a tendency to spend time efmgagedersations with
others.

e People who are unconcerned with danger or catastropie, 8kenple, bulldoze
their way through difficulties rather than meticulouslydang to the fine points of
marketing and sales.
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Risk Taking

Percentile 0O 10 20 30 40 50 60 70 80 90 100

77 1

The willingness to take sound, calculated risks, baseadgndgment, in situations
where the outcome is uncertain.

Mr. Sample's expected level of RISK TAKING performantesill iGH range.

Competitive and ambitious individuals, such as Mr. Saviipddten undertake
reasonable risks in uncertain situations.

Exhibitionistic and dramatic individuals, such as Mr.I8aewpd to be risk takers,
especially in social situations.

Astute and investigative, Mr. Sample makes sure he umdietstaproblem so that
his propositions reflect carefully considered, cattugkie

Mr. Sample will likely try to convey an image of a decisivieesp@rson because it
is a favorable image in our society and he wants to be well regarded.

Individuals with a wide range of interests, such as Mr.&ampmore likely to
take risks than are more insular people.

Mr. Sample is imaginative and creative and is accordkegyytt engage in risk
taking behaviors when needed.

Confident individuals, such as Mr. Sample, are willingadha risks necessary for
contacting sales prospects.

Mr. Sample is a team player. He will effectively collabertit®thers and take
reasonable risks to further the goals of his group.

Mr. Sample is by nature a daring risk taker who does notdas#aek out new
opportunities.

This individual's social astuteness makes him willingtd go a limb when it
comes to risk taking, because he believes that he can &mald'\yell.

Open-Mindedness

Percentile 0O 10 20 30 40 50 60 70 80 90 100

80 ]

Willingness to consider new ideas and approaches, asmgit #iom others. Open to
suggestions from colleagues and client, and willing ticsatkegpresentations to meet
the clients needs.

Mr. Sample's expected level of OPEN-MINDEDNESS igdihGHerange.

Individuals, such as Mr. Sample, who enjoy being dramttticawd socially
outgoing, are more likely to consider a wide variety of viewpoints.
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Open-Mindedness (continued)

e Thisindividual is a sophisticated person who is skilledsatgzling others. He will,
therefore, probably be regarded as open-minded becaysehe io
accommodating the wishes of others. He rarely expresgat\werminion if it
interferes with maintaining critical business relationships.

e Mr. Sample is comfortable with his own ideas and is notetheedaty the proposals
of others. He is willing to incorporate the feedback ofshad customers into his
final sales proposals.

e This person's even-tempered, optimistic approacheadiehim to accept others'
ideas with composure and a positive outlook.

First Impression

Percentile 0 10 20 30 40 50 60 70 80 90 100
93 |

Ability to create a positive impact through social coegdeimcerity, dress, and verbal
fluency. Making a good first impression will contributecteased sales and
recommendations.

Mr. Sample's FIRST IMPRESSION score is expected to bekfRihe | GH range.

e Colorful, entertaining people, like Mr. Sample, tend t® amalkmorable first
impression. This will likely contribute to future sales.

e Mr. Sample is motivated to think about and monitor how hasibehffects others.
He is concerned with saying the right thing to make a fazvargdsbession on
clients. This helps him to create a positive first impression.

e Dependable and responsible individuals, such as Mr. Samfkely to be seen
positively.

e Adventurous and bold individuals, like Mr. Sample, ahetitkeapture the interest
of customers, thereby creating a good first impression.

e His social astuteness, savvy, shrewdness, and soceddotdriribute to his
effectiveness at creating a positive impression.

e Mr. Sample is a confident individual. Consequently, halatydinds it easy to
create a definitive first impression on others.

e Thisindividual's sociable, caring nature causes hinidaortake a constructive
impression on others.

e Mr. Sample is self-controlled and even-tempered. Thibetas to his ability to
win over others in an initial meeting.
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Interpersonal Relations

Percentile 0O 10 20 30 40 50 60 70 80 90 100

90 ]

The ability to relate to others in an outgoing, friendly veard personable manner
enabling the person to enter into and maintain, over fiec¢ivefinterpersonal
relationships with business contacts.

Mr. Sample is expected to demonstrate performance redddMIERPERSONAL
RELATIONS in théERY HIGH range.

Sensitivity

Mr. Sample's socially bold, expressive style helps hisgilioagmroach strangers
and turn them into friends and customers.

Enterprising individuals, such as Mr. Sample, do not shjrameapproaching
others to establish and maintain business contacts.

Individuals, like Mr. Sample, who express themselves inthat#s seen as
desirable, are likely to have few problems approachingcéaizing with potential
clients.

This individual's social charm makes it easy for him tcpamj@utgoing and
friendly demeanor.

This person's conscientious, considerate personakyltauto put the needs of
others ahead of his own agenda.

His positive outlook and social confidence make him antlpasson to be with.

Amicable and neighborly individuals, like Mr. Sampleatigtaeek out positive
business relationships.

Mr. Sample's even-tempered and stable personalityphevendm damaging
business relationships with emotional outbursts aagd@octhments.

Mr. Sample's self-assurance and poise helps sell hindipexiacts.

Percentile 0O 10 20 30 40 50 60 70 80 90 100

85 ]

The extent to which the individual is considerate, senaitivtruly cares about the
needs, concerns, moods, agendas, interests, andraspiratiers. Sensitivity is
important in projecting a message to clients that theydarstood and valued.

Mr. Sample's predicted score on SENSITIVITY iski @+ range.

This person's patient, non-competitive dispositionau@manding nature
contributes to his reputation for being considerate of others.

He is constantly vigilant about the effects that his comamshibehavior have on
colleagues and clients. Accordingly, he is likely to belegbas sensitive.
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Social Astuteness

Percentile 0O 10 20 30 40 50 60 70 80 90 100

93 ]

The ability to read accurately and respond astutely andatiphlly to customers.

Mr. Sample's anticipated level of performance on SOCIAITERESS is in tieERY
HIGH range.

Mr. Sample readily shares his reasoning with clients.|laetiviély seek out the
advice of more experienced people. Furthermore, he captb@nimpression that
he needs and values the customer. This contributes tolgmepgarded as socially
astute.

Mr. Sample is hard working and aspiring. He sets high goailsézIf and
recognizes that social astuteness will help him achisx golés.

Good natured and friendly people, such as Mr. Sampleebreoliknderstand the
importance of diplomacy in achieving goals.

An entertaining individual, like Mr. Sample, knows howgp &elient interested
by playing on their needs and aspirations.

Mr. Sample demonstrates high self-confidence. Thissgammib focus attention
on the customer's needs rather than on feeling uncomfortabkward. The result
is that he is better able to "read" the customer more accurately.

This person's shrewdness, charm, diplomacy, and subkietyman astute
observer of the agendas of others. This helps him to indsdafieence over them
and to sell his ideas.

Mr. Sample enjoys collaborating and seeking others'ndpghelp with marketing
proposals. They, in turn, tend to see him as effectivedshreldiplomatic.

People who naturally portray themselves in a positivdikgiMr. Sample, are
generally perceived as more socially astute.

His understanding, conciliatory approach prevents timné&king enemies or
taking unpopular stands.
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Communication

Percentile 0 10 20 30 40 50 60 70 80 90 100
89 |

Keeping clients up to date with new products and servigiele ie communicate in a
clear manner.

Mr. Sample's predicted COMMUNICATION score is iltGEl range.

e Planful individuals, like Mr. Sample, schedule time tootkers apprised of
product and service developments.

e This person's enjoyment of informal interaction withsqih@mrides ample
opportunities for communication with clients and colleagues.
Formal Presentation

Percentle 0 10 20 30 40 50 60 70 80 90 100
54 |

Ability to deliver an interesting, informative, and azgdrsiales presentations.

Mr. Sample's FORMAL PRESENTATION score is 8iLtidHTLY ABOVE
AVERAGE range.

e His social astuteness helps him to gauge the needs oftiseaclikto tailor his
sales presentation appropriately.

e His preference for taking risks enables him to expreseoteskigleas and
interpretations to clients. In his presentations he iens¢ o risk a negative
response, but this venturesomeness can be viewed as aattay appraising a
client's interest, an approach that will likely incregisértterest level, and Mr.

Sample's sales.
e His showmanship and relish for being center stage makii/a popact on an
audience or customer.
Persuasiveness

Percentile 0 10 20 30 40 50 60 70 80 90 100
75 |

Ability to sell others on ideas, approaches, products, services.

Mr. Sample's level of performance on the dimension of PERENLESS is expected
to be in theABOVE AVERAGE range.

e Mr. Sample has a knack for presenting himself and his mggk@posals in a
favorable light, which helps to persuade customers thiaddbet is sound.

e Shrewdness and subtlety are traits that help Mr. Samp&alperthers.
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Persuasiveness (continued)

e Mr. Sample is persuasive in part because he truly enjagsaiteation and strives
to be noticeable.

e His self-confidence makes him particularly effectiverabting ideas, products, or
services.

® Mr. Sample is competitive, and can be demanding if his @qailerit. These
characteristics significantly impact his ability toiseléas and influence others to
adopt his way of thinking.

e Heiswilling to take risks to influence others.

e Mr. Sample has a knack for winning others over and wantielg tam. This can
be a useful strategy in persuading others.

Negotiation

Percentile 0O 10 20 30 40 50 60 70 80 90 100

92 |

Ability to negotiate sales outcomes that satisfy bothetthe afethe client, and of the
organization.

The expected level of performance for Mr. Sample in NEGRGIpM&ces him in the
VERY HIGH range.

® Friendliness and warmth are qualities of an effectivéategdir. Sample is
sufficiently high on these qualities to employ them studbessnegotiation.

e Mr. Sample is not overly individualistic. His willingnesgpend on others
facilitates his entering into collaborative relatiansitipthem, which in turn
facilitates finding a common ground upon which both peatiegree.

e Mr. Sample is attentive to getting the job done well. Thigatioh helps him
achieve positive negotiating outcomes, even undelftditficitions.

e Negotiators need to put marketing proposals forward imaedaght. Mr. Sample's
ability to presentideas in a favorable manner facilitatdslity to be a successful
negotiator.

® In negotiation situations, Mr. Sample is able to takeataltuisks in order to
resolve competing perspectives.

e Self-assurance helps Mr. Sample achieve positive outcoagegiation.

e Mr. Sample is an insightful, socially savvy person whceiscalid charming and
diplomatic, or assertive and forceful, as the negotiation requires.

e Mr. Sample is able to maintain his composure and selftcowtgothe pressure of
stressful negotiation. His composure contributes toiageitually satisfactory
negotiation outcomes.

Copyright 2003-2007 Sigma Assessment Systems, Inc., P.O. Box 610984, Port Huron, Ml 48061-0984 Phone: 800-265-1285



Sam Sample Confidential 3SP Report Page 13

Negotiation (continued)

e Because thisindividual is open, outgoing, and not shyatingtthe initiative, he
can create an atmosphere in which the trust and commuomieaéissary for
effective negotiation can develop.

Listening

Percentile 0O 10 20 30 40 50 60 70 80 90 100
77 1

Ability to attend closely to the verbal communicationesftsliAble to pick out relevant
information and convey this information back to the ¢lgmiwing an understanding of
the overall meaning of their message.

Mr. Sample's score on LISTENING SKILL places himli @Gt¢ range.

e Mr. Sample is composed and even-tempered and is likeletntess good and
patient listener. His optimism, tact, and discretiondnispitrust of customers and
clients who feel he has heard them.
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Personal Sales Qualities

Achievement and Motivation

Percentile 0O 10 20 30 40 50 60 70 80 90 100

60

The energy and motivation to work hard, strive to be sudcatain ambitious goals,
and complete difficult tasks. Highly motivated indivaduralmore likely to undertake
challenging projects and to bring them to completion.

The expected level of performance for Mr. Sample on ACHEREMEAND
MOTIVATION places him in tABOVE AVERAGE range.

People who are charismatic and lively, like Mr. Sampldieme@garded by others
as enterprising and motivated.

An enterprising individual who likes to take chances, Mpl&# not afraid to "go
out on a limb" in working towards difficult accomplishments.

This person is hard driving, competitive, and goal direletégisingle minded in
pursuing his objectives.

Mr. Sample enjoys social activities. This helps him appgrotntial customers.

His willingness to be drawn into a team and organizati@asfgailitates his
individual achievements.

Mr. Sample is very concerned about the impression he makiesrenHe strives to
maintain his reputation as a motivated salesperson.

Self-Discipline

Percentile 0O 10 20 30 40 50 60 70 80 90 100

49 |

The ability to resist impulse, maintain focus and see etphogeigh to completion.
Self-disciplined individuals are not easily distractesklé-starters, and are able to
adhere to a marketing plan.

Mr. Sample's SELF-DISCIPLINE score is ilrstH&HTLY BELOW AVERAGE
range.

Individuals who are adventurous and bold in life, like Mmpl®8aare less likely to
resist distractions.

One needs to show a certain degree of caution and comadoveti@sntain focus on
completing a marketing proposal. This may be a problem. fdai¥iple.

Self-assured individuals are more prone to barge aheagdalét presentation
without regard for preparation and potential difficultiés may be true of Mr.
Sample.
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Self-Discipline (continued)

e Highly sociable individuals, such as Mr. Sample, are keldyetd become
distracted by idle interactions with others and lose foclesing a sale.

e Although warmth and friendliness in a salesperson aitg tesgeided as positive
qualities, they do not always contribute to completingiasamrk assignments.

e Atendency to be preoccupied with gaining the attentidreo$ ain be a
distraction for Mr. Sample. This might prevent him fronsitogon completing
sales in a timely, efficient manner.

Flexibility
Percentle 0 10 20 30 40 50 60 70 80 90 100
88 |

Ability to change and modify one's style or approach intoraldjust to changing
circumstances or to attain an objective. Useful whenttryadapt one's sales
presentation to customer's needs and expectations.

Mr. Sample's expected performance level on FLEXIBILEES il in thell GH
range.

e Projects that have an element of peril appeal to Mr. SampdeitTs not surprising
that he shows flexibility in accepting risk when required.

e Self-assured individuals, such as Mr. Sample, are migriolikgjoy challenges.
They remain confident of success even when they are assaydéficult sales
job, on that requires that they adapt to the changing megniisef the situation.

e Mr. Sample is an outgoing person who is willing to assumlgoleggo achieve his
sales goals.

e Mr. Sample is an imperturbable person who copes effewithedyeryday
frustrations. This allows him to deal effectively witbusidustomers and to
change directions without becoming frustrated or rattled.

® He keeps his focus on the customer, seeking informatiotikesoand dislikes and
what is necessary to achieve a sale. With this informaisdfitelxéble regarding the
means to achieve it.
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Independence

Percentile 0O 10 20 30 40 50 60 70 80 90 100

71 |

Ability to be self-starting and work independently ofowtesn necessary. Useful
particularly when the work is unstructured and the acslbmelit of goals depends on
one's ability to take initiative.

The INDEPENDENCE score for Mr. Sample indicates that pedekto performin
the ABOVE AVERAGE range.

Self-Esteem

Mr. Sample maintains high standards and is willing to weakds difficult goals.
His desire to be successful is a strong impetus to indegask@scomplishment.

Mr. Sample is motivated to understand many areas of workcaviddge. This
increases his independence, as he prefers to think thpootgerm by himself.

Mr. Sample is likely to display the creativity and innavitad one would expect
from an effective salesperson.

A risk taker will likely learn to fend for himself on his some daring business
ventures. This is true of Mr. Sample.

Percentile 0O 10 20 30 40 50 60 70 80 90 100

83 ]

A high level of feelings of self worth and self-confiderteaSsured people are often
perceived as more convincing and credible.

The projected level of performance for Mr. Sample on SHIBFEESlaces him in the
HIGH range.

Mr. Sample is aware of his status and actively resistsaéitteeats to it. These
characteristics discourage others from taking advdrtagand cause him to be
seen as high in self-esteem.

People with the ability and motivation to present themgeb/éavorable light are
more likely to be seen as self-confident.

Mr. Sample is comfortable with people and has a high reghisldan social
skills and abilities. Others generally perceive sucle psagalf-confident.

This person is a highly motivated, ambitious individudhaga clear idea of what
his goals are. This impresses others as a sign of confidence.

Mr. Sample realizes that he needs other people in his vdockpaoet do everything
himself. His assurance in asking others for their heljpatedrto him being seen
as self-confident.

He is not afraid of entering uncertain situations or venagiimistically into
uncharted waters.
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Emotional Control

Percentile 0O 10 20 30 40 50 60 70 80 90 100

90 ]

Ability to maintain personal composure during times s$ sireressure, when things
are uncertain, or when faced with conflict or disagreement.

The expected level of performance by Mr. Sample on EMOTOONAIROL is in the
VERY HIGH range.

A calm, contented and easygoing manner helps Mr. Samglsteags and conflict
with co-workers and clients.

Mr. Sample is unlikely to allow his on-the-job composuesftadtured. In the
work situation he avoids strong personal feelings or eatogiactions to persons
or events.

Mr. Sample is successful at controlling feelings andafrossrat work. Even if
displeased, one would not expect strong expressiong difandpgm.

Agreeable salespeople, like Mr. Sample, are more likelyegdrded as
emotionally stable than are people who are aggressive or argumentative.

This individual is diplomatic, tactful, and polite, evdanstiress. He is insightful,
understands people, and avoids indiscreet commentaetusgiid find this type
of salesperson as emotionally stable and credible.

Mr. Sample's steady, controlled style helps him avoid Hayigs he might later
regret.

Dependability

Percentile 0O 10 20 30 40 50 60 70 80 90 100

67 |

The ability to be counted on to meet commitments and dealdkpendability
engenders customers' trust and contributes to future sales.

Mr. Sample's DEPENDABILITY score is iltB®VE AVERAGE range.

His organized, planful approach to meeting commitmemts<stisat he will be
seen as dependable.

Mr. Sample feels a strong sense of kinship with others ng#mezation. This leads
him to take his obligations seriously.

His ability to work on one thing at a time helps him compledeojoschedule.

Mr. Sample cares a great deal about conforming to clipet$agions of his work.
This motivates him to be dependable.
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Ambition

Percentile 0O 10 20 30 40 50 60 70 80 90 100

80 I

The desire for higher sales, more clientele, increaseddefl and for promotion in the
organization.

The anticipated level of performance on AMBITION for Mpl&&in theHI GH
range.

Ambitious people are more likely to be active, spirite@aaed, traits that describe
Mr. Sample.

Mr. Sample is in touch with customers' feelings and neagse$ihis
understanding and their loyalty to him to implement his@msldesigns.

Mr. Sample presents a favorable picture of himself tscliéi is consistent with
his motivation to succeed.

Mr. Sample displays a motivation to develop novel soltdiprablems. This is
likely to be noticed by those who are in a position to assigaged responsibility.

Mr. Sample enjoys the risks that come with added responsibility.

Mr. Sample is competitive and works hard to achieve hisA®alsesult, he will
likely strike others as highly ambitious.

Mr. Sample is a social, affable person who will draw ondxslfhips to further his
goals and increase his influence.

This person is strong and energetic under stress. Tiggdhegmssibility of
illness does not interfere with his pursuit of additis@dmsibilities and clientele.

Being outgoing and sociable creates an impression of-tiettlyt attitude that is
associated with ambitious people.

Organized individuals, like Mr. Sample, are more likedetoand to obtain
additional responsibility.

Mr. Sample enjoys socializing with others. This helps his self-promotion.
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Assuming Responsibility

Percentile 0 10 20 30 40 50 60 70 80 90 100
82 |

The willingness to take charge and exert influence, witingtasked to do so. This is
important to team-oriented sales initiatives and to sales management.

Mr. Sample's expected level of performance in ASSUMINGRESBLITY is in the
HIGH range.

e This personis concerned with excellence and is compE#tivél not hesitate to
move to the foreground.

e His sociable nature and efforts to maintain associatibmshveirs, help Mr. Sample
to take charge and influence others.

e He enjoys the company of others and seeks them out. AdgoMin§ample has
no problem with assuming responsibility in a social situation.

e When placed in unstructured situations with uncertaomastdMr. Sample is not
afraid of assuming responsibility.

e Astrong sense of teamwork facilitates this individuliteywess to take on the
burden of leadership.

e Hisinterestin change and improvement causes him to tagjesanichchallenge the
status quo.

e Mr. Sample is confident in dealing with others, makinget éashim to take
charge than it would be for a shy or socially awkward person.

e Mr. Sample enjoys being the center of attention. Theheftwas the inclination to
take on additional responsibilities.

e Workers who like to present a favorable impression of thesyseich as Mr.
Sample, are more willing to assist customers and take initiative.

Vision
Percentile 0 10 20 30 40 50 60 70 80 90 100
69 ]

Seeing the "big picture."” Having a sense of personal pampasemmitment to the
organization and its products, and providing customeesasihpelling vision they can
believe in.

Mr. Sample's expected performance exercising VISIOheABROVE AVERAGE
range.

e Mr. Sample's social savvy and ability to influence otHprsiimeto promote his
vision and rally a group.
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Vision (continued)

Mr. Sample feels secure and confident enough to pursue his vision.

Mr. Sample's idealism about achieving excellence prartartggterm vision of the
future.

Mr. Sample is a risk taker who is open to change and new egpsri®uch
individuals enjoy proposing visionary goals.

Mr. Sample is a confiding individual who frequently se¢ksimrs. As such, he is
more likely to have long-term aspirations for the organization.

Individuals such as Mr. Sample, who typically "put theifdm$orward" in social
situations, can effectively communicate their visioa fufttie.

Mr. Sample's innovative and imaginative style helps hawdtod an inspiration
about future organizational directions and goals.

Organizational Spokesperson

Percentile 0O 10 20 30 40 50 60 70 80 90 100

87 |

Serving as figurehead and spokesperson for one's dggramrdteffective in
promoting their products and services.

As an ORGANIZATIONAL SPOKESPERSON, Mr. Sample projetetl le
performance is in thél GH range.

Mr. Sample is motivated to seek excellence. This corgiilbhien being a good
representative in seeking maximum sales for his organization.

His strong demeanor and composure under stress allow fujadbagconfident
image that effectively represents his organization.

A flair for the dramatic is an effective means for Mr. Samplegage in dialogue
that portrays a positive picture of the organization.

Salespeople who find it easy to find the words to presestthesnand their
agendas well, such as Mr. Sample, are more likely to markebthpany's
products and services effectively.

Mr. Sample frequently looks to co-workers for ideas anarsupipich seems to
help his ability to serve as a representative of the organization.

A willingness to express himself in uncertain circumstiartbe earmark of a
dynamic and energetic spokesperson.

Sophistication and persuasiveness are two traits ti\t.Ii&dpnple in
representation.
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Short-Term Planning

Percentile 0O 10 20 30 40 50 60 70 80 90 100

83 ]

The ability to establish short-term action plans, salesagmhmarketing objectives,
and to develop the steps needed to achieve them.

Mr. Sample is expected to demonstrate performance redeStd®RT-TERM
PLANNING at thell GH range.

e A strong sense of duty and responsibility leads Mr. Sarpfde warefully in order
to meet his commitments.

e Thisindividual is organized, structured, and planfulritAesgo ensure that work is
completed.

e By seeking advice from co-workers Mr. Sample is able todalilstic sales plans
and gain commitments to those plans.

e Mr. Sample's willingness to follow rules and directios hidfjocus on setting
priorities directed to achieving his sales goals.

Strategic Planning

Percentile 0O 10 20 30 40 50 60 70 80 90 100

74 I ——

The ability to plan long-range sales objectives.

Mr. Sample's projected level of performance in STRATEGNNLG is in the
ABOVE AVERAGE range.

e Mr. Sample has a great deal of creative motivation. Thsshimalfo create an
insightful, compelling vision for long-term organizateffectiveness.

e Competitive individuals, such as Mr. Sample, appreeiatxith to keep up with
long-term marketing trends and competitive threats to the organization.

e Mr. Sample often seeks feedback from clients. This putsdlmefiter position to
foresee long-term organizational trends, opportaritigbreats.

e Mr. Sample is motivated to explore topics in great deptiefldtive personality
aids in making definitive, long-term plans.

e Daring individuals, such as Mr. Sample, are more willimgwbeyre future
outcomes are uncertain.
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Productivity

Percentile 0O 10 20 30 40 50 60 70 80 90 100
33 |

Accomplishing an above average quantity and quality of work.

The projected level of performance of Mr. Sample on PRODITE Pllaces him in the
BELOW AVERAGE range.

e Mr. Sample does not have a strong sense of urgency aboutiagement. This
has a negative impact on his productivity.

e Mr. Sample has a tendency to be dissatisfied with his watkagit Such people are
inclined to be less productive.
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