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Sally Sample
Introduction

The Management Rep ort for Sally Sample provides information that can be helpful in managing,

motivating, and coaching Sally for increased productivity. This report reflects the responses
Sally Sample when she completed the Profiles Sales Assessment . Results ar e
illustrated on a scale from 1 to 10. The darker area on the scale represents the Job Match target
pattern selected by your company for the position. The enlarged segment of the scale shows where

provided by

Sally scored.

If the enlarged segment is dark, Sally is in the Job Match pattern; if it is light, she is

not. Information about Sally is reported in these six categories:

Pl ease
Sally.

Profile for Thinking Style i Learning Index, Verbal Skill, Verbal
Reasoning, Numerical Ability, and Numeric Reasoning.

Profile for Behaviora | Traits 1 Energy Level, Assertiveness, Sociability,
Manageability, Attitude, Decisiveness, Accommodating, Independence, and
Objective Judgment.

Profile for Interests i Enterprising, Financial/Administrative, People
Service, Creative, Technical, and Mechan ical.
The Total Person T Additional information regarding Sally and the

significance of her scores.

Critical Sales Behaviors T Covers expected behavior in seven sales -
related areas.

Coaching Recommendations T Ideas for your consideration when
coaching Sall vy.

consul t t he User 6s Guide for addi tional

Olson>

© 2009 Profiles International, Inc.

nfor mat.i

HR Consulting

Friday, March 13, 2009



Management Report Profiles Sales Assessment E
Sally Sample

Profile for Thinking Style

The darker shading represents the Job Match Pattern for the role of this patte rn. The larger
box indicates this individual 6s score.
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Sally Sample
Profile for Behavioral Traits
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Sally Sample
Profile for Interests

For the Job Match Pattern under consideration, the top three interests in descending order are:
Enterprising, Creative, and People Service. The other three interests have no impact on this
position. The top three interests for Sally in descending order are: Enterprising,
Financial/Admin, and People Service. Ms. Sample shares two of these interest areas:
Enterprising and People Service

Top three Interests for this sales position

nnﬂ
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Interests not relevant to this sales position
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Sally Sample
The Total Person

Thinking Style

Learning Index i An index of expected 2 4 4 4 |

[ / | \‘
learning, reasoning, and problem solving 1| 2 [ 3 | 4 | n 8 ( 9 | 10 [
potential. ‘ N N

Job Pattern 5-7 Score 5

She is generally adaptive in an intellectual sense.

Her overall learning index is above average and suggests a good potential for quickly
learning new sales information.

o Upon completing a new sales training program, Ms. Sample should pick up new
selling concepts and techniques easily.

o Overall, Ms. Sample may be expected to complete a typical sales training program
with adequate success.

Verbal Skill i A measure of verbal skill | ‘ ‘ f \‘ ‘ ’ /A
through vocabulary. 1 \\ 2 \\ 3| 4| 5| 6 “ 9 | 10 ||
\ | |- y

Job Pattern 6-8 Score 4

o With training and experience, Ms. Sample should be able to more quickly and
accurately carry out communications as they apply to the job.

Sally may initially need extra time in analyzing verbal and written information.

She demonstrates a level of verbal skill slightly below that of some people in the
general population.

o Ms. Sample may not have had much recent opportunity to use verbal analysis and
communication in selling.
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Sally Sample
The Total Person

Verbal Reasoning i Using words as a 7 7 7
basis in reasoning and problem solving. ( 1 { 2 | 3 | 4

Job Pattern 5-8 Score 5

o She demonstrates adequate, and in some areas, good verbal skill; certain techniques
and complexities will need training before she will be comfortable using them in a
sales presentation.

o Ms. Sample probably will assimilate new information with success, commensurate
with the general population.

o Sally would not be expected to have any difficulty in effectively communicating
thoughts and ideas to prospects or clients.

o Ms. Sample is proficient in the use of words and language.

Numerical Ability i A measure of 4 4 ‘
numeric calculation ability. Lt 2 1 3 .4 5 7 8

- |

/ C\‘
9 | 10 B
\ \ )

Job Pattern 4-6 Score 5

She needs assistance with complex mathematics or technical calculations.

Sally is comfortable analyzing basic numerical material and performing some
mathematical functions without relying on a calculator.

o Ms. Sample should be able to grasp simple mathematical principles that apply to
selling.

o Ms. Sample should be capable of learning to apply basic mathematical principles to
new, more complex sales problems as necessary.
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Sally Sample
The Total Person

Numeric Reasoning i Using numbers as 7 7 ‘
a basis in reasoning and problem solving. ( 1 { 2 | 3 | 4 6

\758!(9(10{}

Job Pattern 4-6 Score 7

Sally grasps numerical concepts readily.

Ms. Sample works well with numbers and numerical concepts.

She completes numerical problems with greater success than the general population.
Ms. Sample demonstrates a strong ability to solve problems of a numerical nature.

©c © O O

Behavioral Traits

Energy Level i Tendency to display 4 4 ‘ 4
endurance and capacity for a fast pace. 1 2 [ 3 | 4 \\ 5 \\ 6

Job Pattern 7-9 Score 8

o Ms. Sample is a self-starter and an energetic salesperson with a high sense of
urgency.

o Ms. Sample enjoys being energetic and working in a fast-paced sales environment.
She appreciates the excitement of critical deadlines and achieving timely results for
her sales goals.

o She is likely to enjoy sales positions that call for a high energy level, a fast work pace,
and meeting high-pressure deadlines.

o Ms. Sample has an unusually high energy level and probably would not enjoy
methodical tasks as much as the excitement of being on the road or engaging in
other fast-paced sales work.
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Sally Sample
The Total Person

Assertiveness i Tendency to take 7 ‘ ‘ ‘
charge of people and situations. Leads \ 1 { 2 | 3 | 4 | 5
more than follows. )

Job Pattern 6-8 Score 7

o She seems to enjoy the opportunity to lead a sales team. However, when she feels
strongly about an issue, Ms. Sample may attempt to persuade others in a dominating
manner.

o Sally appears to be a fairly assertive individual who achieves sales through
leadership. In most cases, she will contribute well in a sales team's discussions, but
occasionally her leadership may lead to aggressiveness.

o Ms. Sample is willing to take command of a sales situation more often than relenting
to an aggressive negotiator.

o Ms. Sample is motivated by situations in which she determines the objectives of a
sales team.

Sociability i Tendency to be outgoing, y 7 7 ‘ ‘ 4 4 ™
people-oriented, and participate with 11 2 [ 3 | 4 [ 5 8 [ 9 | 10 [
others. ) '

Job Pattern 5-7 Score 7

o Ms. Sample is fairly sociable. She tends to be aware of the necessity for keeping
lines of communication open with clients.

o She prefers to foster team-oriented sales goals and processes, maintaining contact,
and keeping up with the issues of common concern with clients.

o Sally prefers sociable interactions with clients. In situations of high stress, she may
become frustrated if interactions with clients become too impersonal.

o Ms. Sample is generally inclined to promote the benefits of teamwork, interacting with
a sales team in the process of achieving sales goals.
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