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This report provi des information about Sally Sample, presented in a manner to help you understand 

her match with a selected sales position in your organization.  

 

This report reflects the responses provided by Sally Sample when she completed the Profiles Sales 

Assessment .  Results are illustrated on a scale from 1 to 10.  The shaded area on the scale 

represents the Job Match target pattern selected by the company.  The highlighted segment of the 

scale shows where Sally scored.  Information about Sally  is reported in these se ven categories:  

 Job Summary Graph  ï Shows the scores attained by Sally and their 

relationship to the Job Match Pattern for this position.  

 Profile for Thinking Style  ï Learning Index, Verbal Skill, Verbal 

Reasoning, Numerical Ability, and Numeric Reasoning.  

 Profile for Behavioral Traits  ï Energy Level, Assertiveness, 

Sociability, Manageability, Attitude, Decisiveness, Accommodating, 

Independence, and Objective Judgment.  

 Profile for Interests  ï Enterprising, Financial/Administrative, People 

Service, Creative,  Technical, and Mechanical.  

 The Total Person  ï Additional information regarding Sally and the 

significance of her scores.  

 Critical Sales Behaviors  ï Covers expected behavior for seven 

behaviors.  

 Interview Guide  ï Suggested interview questions for acquiring  

additional information that could be helpful in determining her suitability 

for this sales position.  

 

Please consult the Userôs Guide for additional information on using these results in working with 

Sally. 
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Job Pattern: Sample Demo Pattern  
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Note : The bolder scores indicate the three highest interests of this individual.  

Overall Job Match 78% 

Job Match 
Percentage  

82%  
 

Learning Index  

Verbal Skill 

Verbal Reasoning 

Numerical Ability 

Numeric Reasoning 

Job Match 
Percentage  

70%  

Distortion -  7 

Energy Level 

Assertiveness 

Sociability 

Manageability 

Attitude 

Decisiveness 

Accommodating 

Independence 

Objective Judgment 

Interests Ranking  
 

The Job Matching 
process for Interests is 
concerned with the top 
three interests of a Job 
Match Pattern and how a 
candidate's top three 
interests match.  The 
top three interests for 
this Pattern  are 
indicated and ranked 
from top to bottom.  

Job Match 
Percentage  

85%  
 Enterprising 

Creative  

People Service 

Financial/Admin 

Technical 

Mechanical 
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82%  match with Thinking Style Pattern  for this position .  

Sally Sample has a  78%  overall match for th is position.  

The darker shading represents the Job Match Pattern for this position.  The larger box indicates this 

individualôs score.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Learning Index ï An index of expected 
learning, reasoning, and problem solving 
potential. 

 

1  2  3  4  5  6  7  8  9  10  

Verbal Skill ï A measure of verbal skill 
through vocabulary. 

 
1  2  3  4  5  6  7  8  9  10  

Verbal Reasoning ï Using words as a 
basis in reasoning and problem solving. 

 
1  2  3  4  5  6  7  8  9  10  

Numerical Ability ï A measure of 
numeric calculation ability. 

 
1  2  3  4  5  6  7  8  9  10  

Numeric Reasoning ï Using numbers as 
a basis in reasoning and problem solving. 

 
1  2  3  4  5  6  7  8  9  10  
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70%  match with Behavioral Traits Pattern  for this position .  
Sally Sample has a  78%  overall match for this position.  

The darker shading represents the Job Match Pattern for this position.  The larger box indicates this 

individualôs score.  

  

 

 
 

 
 

 
 
 
 

 
 
 
 

 

 
 
 

 
 
 
 

 
 
 
 

 

 
 
 

 
 
 
 

 

 
 
 

 

 

 

Energy Level ï Tendency to display 
endurance and capacity for a fast pace. 

 
1  2  3  4  5  6  7  8  9  10  

Assertiveness ï Tendency to take 
charge of people and situations. Leads 
more than follows. 

 

1  2  3  4  5  6  7  8  9  10  

Sociability ï Tendency to be outgoing, 
people-oriented, and participate with 
others. 

 

1  2  3  4  5  6  7  8  9  10  

Manageability ï Tendency to follow 
policies, accept external controls and 
supervision, and work within the rules. 

 

1  2  3  4  5  6  7  8  9  10  

Attitude ï Tendency to have a positive 
attitude regarding people and outcomes. 

 
1  2  3  4  5  6  7  8  9  10  

Decisiveness ï Uses available 
information to make decisions quickly. 

 
1  2  3  4  5  6  7  8  9  10  

Accommodating ï Tendency to be 
friendly, cooperative, agreeable. To be a 
team person. 

 

1  2  3  4  5  6  7  8  9  10  

Independence ï Tendency to be self-
reliant, self-directed, to take independent 
action, and make own decisions. 

 

1  2  3  4  5  6  7  8  9  10  

Objective Judgment ï The ability to 
think clearly and be objective in decision-
making. 

 

1  2  3  4  5  6  7  8  9  10  

The Distortion Scale Score on th is assessment is 7. The Distortion Scale deals with how candid and 

frank the respondent was while taking this assessment. The range for this scale is 1 to 10, with 

higher scores suggesting greater candor.   
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For the Job Match Pattern under consideration, the top three interests in descendin g 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 th ese interest areas: 

Enterprising and People Service  

 

When the top three interests are in common, the Job Match Percentage is greater than if there are 

fewer than three in common.  

 

 

 

 

 

 
 

 

 
 
 

 

 
 
 

 
 

 

 

 
 

 
 
 
 

 

 
 

 
 

Sally Sample  has an overall match of 78%  for thi s position.  

Sally Sample  has a 85%  match with Interest Pattern for this position .  

TToopp  tt hhrreeee  IInntt eerreesstt ss  ff oorr   tt hhiiss  ssaalleess  ppoossii tt iioonn  

Enterprising ï Indicates interest in 
activities associated with persuading 
others, sales, and presenting ideas. 

 

1  2  3  4  5  6  7  8  9  10  

Creative ï Indicates interest in activities 
using imagination, creativity, and original 
sales ideas. 

 

1  2  3  4  5  6  7  8  9  10  

People Service ï Indicates interest in 
activities such as helping people and 
promoting the welfare of others. 

 

1  2  3  4  5  6  7  8  9  10  

IInntt eerreesstt ss  nnoott   rr eelleevvaanntt   tt oo  tt hhiiss  ssaalleess  ppoossii tt iioonn  

 
 Financial/Admin ï Indicates interest in 

activities such as organizing information 
or business procedures. 

 

1  2  3  4  5  6  7  8  9  10  

Technical ï Indicates interest in scientific 
activities, technical data, and research. 

 
1  2  3  4  5  6  7  8  9  10  

Mechanical ï Indicates interest in 
working with tools, equipment, and 
machinery. 

 

1  2  3  4  5  6  7  8  9  10  
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This part of the report discusses th e results for Sally Sample on each of the scales in all three 

sections.  The reported scores relate to the working population in general.  

 

Thinking Style 

 

  
 
 
 

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.   

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

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

 
 
 
  

  
 
 
 

Job Pattern 6-8        Score 4  
 

  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.   

  Ms. Sample may not have had much recent opportunity to use verbal analysis and 
communication in selling.   

 
 
 
  

Learning Index ï An index of expected 
learning, reasoning, and problem solving 
potential. 

 

1  2  3  4  5  6  7  8  9  10  

Verbal Skill ï A measure of verbal skill 
through vocabulary. 

 
1  2  3  4  5  6  7  8  9  10  
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Job Pattern 5-8        Score 5  
 

  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.   

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

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

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

 
 
 
  

  
 
 
 

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.   

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

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

 
 
 
  

Verbal Reasoning ï Using words as a 
basis in reasoning and problem solving. 

 
1  2  3  4  5  6  7  8  9  10  

Numerical Ability ï A measure of 
numeric calculation ability. 

 
1  2  3  4  5  6  7  8  9  10  
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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.   

 
 
 
  
 

Numeric Reasoning ï Using numbers as 
a basis in reasoning and problem solving. 

 
1  2  3  4  5  6  7  8  9  10  
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Behavioral Traits 

 

  
 
 
 

Job Pattern 7-9        Score 8  
 

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

  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.   

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

  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.   

 
 
 
  

  
 
 
 

Job Pattern 6-8        Score 7  
 

  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.   

  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.   

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

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

 
 
 
  

Energy Level ï Tendency to display 
endurance and capacity for a fast pace. 

 
1  2  3  4  5  6  7  8  9  10  

Assertiveness ï Tendency to take 
charge of people and situations. Leads 
more than follows. 

 

1  2  3  4  5  6  7  8  9  10  


