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611 N. Ottawa Ave. 
	ASSESSMENT RESULTS

	Manager's Report


	Personal & Confidential

	NAME:
	John Sample

	POSITION:
	Sales Representative

	BOTTOM-LINE:
	New Business Development
	Recommended

	
	Account Manager
	Recommended if concerns addressed can be resolved

	

	DATE:
	May 25, 2009

	ADDRESS:
	Jelena Kocergin
Regis Technologies, Inc.
8210 Austin Ave.
Morton Grove, IL  60053


	The validity scales from the Self-Descriptive Index indicate that Mr. Sample was guarded in his approach to completing the questionnaires.  This is evidence of a reticence on his part to accept or admit limitations.  To minimize distortion, scales susceptible to exaggeration were adjusted to approximate his actual work style, motivational needs, and potential.  

	Skills Potential Summary

	All scores shown are percentile scores, which range from 1 to 99.  These scores indicate how an individual compares to a large sample of professionals who completed the assessment.  Do not confuse percentile scores with percentage correct scores.  Percentile scores allow you to compare one person’s scores with a group of others who took the assessment.

	According to our analysis of Regis Technologies position information, we have agreed that the following Sales Skills are most critical to success in these positions:


	CRITICAL SUCCESS SKILLS

New Business Development
	PERCENTILE

	EFFECTIVE NETWORKING
	58

	PROBLEM-SOLVING
	84

	QUALIFIES PROSPECTS WITH STANDARD PROBES
	69

	COMMITS TIME AND EFFORT TO ENSURE SUCCESS
	61

	CLOSES THROUGH LOGICAL, INCREMENTAL STEPS
	61

	OPPORTUNISTIC
	39


	CRITICAL SUCCESS SKILLS

Account Manager
	PERCENTILE

	MAXIMIZES RESULTS BY SYSTEMATICALLY MANAGING AN ACCOUNT PLAN
	29

	DRIVEN TO PRODUCE BY INCREASING SALES TO EXISTING ACCOUNTS
	81

	WORKS THE SYSTEM FOR THE CUSTOMER
	93

	EDUCATES CUSTOMERS THROUGH STRUCTURED TRAINING
	70

	PROMOTES CUSTOMER RELATIONS BY SOLICITING FEEDBACK
	19

	RESPONDS AT ANY HOUR
	43


	In-Depth Evaluation of Critical Skills Potential for New Business Development


	EFFECTIVE NETWORKING
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	Takes a proactive approach to business/social interactions; will expand contacts consistently; is comfortable meeting new people and stimulating the conversation

	Skill/Capability Level:  For the most part, Mr. Sample prefers to take the lead in social interactions and is comfortable starting conversations and meeting new people who may have value in meeting his career aspirations.  He is generally drawn to situations that put him in contact with various people and personalities and views them as a chance to expand his contact list.  


	PROBLEM-SOLVING
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	Objectively analyzes a problem situation and takes steps to provide a solution; identifies the root of the problem before pressing for a resolution; remains engaged until a solution is reached; tries to see all sides of the problem and thus understand others’ assessment of the issue or response; takes personal responsibility for identifying a resolution

	Skill/Capability Level:  Mr. Sample remains calm when faced with a potential problem situation and works to identify the root of the issue.  He regards any problem as a challenge to be met with eagerness and enthusiasm.  Once he has isolated the root of the issue, he works on finding a solution, staying involved until a resolution can be reached.  He does not try to pass the problem on to someone else, but takes personal responsibility for remedying the situation.  


	QUALIFIES PROSPECTS WITH STANDARD PROBES
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	Uses a formula or series of questions to determine the prospect’s fit with the product; expects to sell to the majority of prospects since they are known to need the seller’s products; reacts quickly and objectively to the answers to standard probes by disqualifying the prospect or proceeding through the selling process

	Skill/Capability Level:  Mr. Sample generally uses a consistent formula approach to carefully question prospects in order to determine their fit with the product and his company's needs.  For the most part, he qualifies prospects by how close they are to a commitment and the profitability of the sale.  He usually has the discipline needed to move away from those prospects who don't show profit potential.  As a rule, he remains emotionally detached from the prospect's situation, allowing him to objectively assess the potential for profitable business and then pursue only those with promising potential.  


	COMMITS TIME AND EFFORT TO ENSURE SUCCESS
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	Thrives on working; tends to achieve higher results in direct proportion to the time he is willing to commit to his work; remains focused on the goal and is not easily discouraged or distracted; uses work as an opportunity for interaction and incorporates interpersonal contacts into task accomplishment; sees work as a major source of personal satisfaction

	Skill/Capability Level:  For the most part, Mr. Sample prides himself on his job accomplishments.  Since a large part of his identity is based upon his professional efforts, he generally doesn't object if work occasionally filters into his personal life.  As a rule, he is a hard worker who won't leave tasks unfinished in order to engage in more personally enjoyable pursuits.  He usually does whatever is necessary to ensure the job gets done.  He tries to build into his schedule the time to lay the groundwork for goal achievement.  He typically takes his job seriously and therefore, uses personal time to devise a game plan to success.  


	CLOSES THROUGH LOGICAL, INCREMENTAL STEPS
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	Reinforces the purchase decision with a series of logical reasons that support the sale; moves closer to a purchase decision in a multiphase sale by setting an objective for each encounter and gaining agreement at each of the milestones in the process; provides ammunition for the buyer to justify the cost and defend the purchase within the customer organization; encourages a buying decision by demonstrating future savings and ease of transition to the proposed system; keeps the sales process from stalling by taking control and focusing the customer on the incremental steps leading to a buying decision; remains patient but focused on reaching the end result

	Skill/Capability Level:  For the most part, Mr. Sample provides ammunition for the buyer to justify the cost and defend the purchase within the customer organization.  He generally makes logical appeals that focus on the benefits to be gained and the ease of transition to the new system.  As a rule, he makes effective use of trial closes to progressively move customers toward the ultimate goal of a purchase decision.  He usually sets an objective for each encounter in a multiphase sale and tries to gain agreement at each of the milestones in the process before moving on to the next.  


	OPPORTUNISTIC
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	Is spontaneous and flexible; tries the untested when standard procedures or methods for satisfying a need will not suffice; takes action so that opportunities will not slip away due to procrastination; offers ideas or suggestions in a timely manner; builds trust through a candid and unguarded approach; is comfortable exploring new areas and experimenting with new ideas

	Skill/Capability Level:  Mr. Sample is unwilling to risk the failure or mistakes that sometimes accompany unproven methods.  He is unlikely to configure his product solutions in novel ways, even if the outcome can meet prospects' needs.  This guarded approach may cause him to delay taking action until he has explored all the choices, thereby risking missed sales opportunities.  

	Coaching Suggestions:  To increase his effectiveness in sales, he needs to recognize that taking swift action is critical if he is to avoid missing opportunities.  Encourage him to act quickly when he needs to do so.  Coach him to think of the worst possible result that can happen if he takes this action and, if he can live with that result, go ahead and act.  Remind Mr. Sample that customers will warm to him more quickly if he is spontaneous and open in his approach instead of seeking to deliver a well-rehearsed, yet stilted performance.  Explain to him that being too slick in a sales situation can sometimes have a negative effect on others.  Encourage him to lighten up and to focus more on the customer and less about always being flawless or in control.  


	In-Depth Evaluation of Critical Skills Potential for Account Manager


	MAXIMIZES RESULTS BY SYSTEMATICALLY MANAGING AN ACCOUNT PLAN
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	Consistently meets or exceeds sales targets through personally controlling the critical aspects of the sales and delivery processes; systematically works each account plan and anticipates problems in order to work around them; is driven to win customers’ attention and treats their business as an honor, never letting them feel taken for granted

	Skill/Capability Level:  Mr. Sample may take a more laid back and easygoing approach to sales, setting his sights on average results, and not challenging himself to do better.  He may not commit to a greater level of dedication and, consequently, not achieve the highest sales results possible.  Because of a lack of personal monitoring in the sales and delivery process of account management, he might be surprised when obstacles arise.  He might not spot problems until they become a serious customer issue.  He may be overly self-centered in his interactions with customers.  This could leave them feeling as though their needs are being addressed by a standard approach versus receiving individual attention.  

	Coaching Suggestions:  Compare Mr. Sample's position in the performance chart to that of others.  Analyze where he falls short and how he can improve his results.  Is he taking control of the key aspects of the sales and delivery process?  Or is he letting them fall by the wayside?  Is he dedicated and committed to meeting or exceeding sales results?  Or is he too laid back and relaxed?  Challenge him to change the old patterns of behavior that are a hindrance to him achieving a high level of success.   Remind him of the importance of implementing a system to manage accounts in order to ensure that key tasks are accomplished and to avoid barriers to ongoing success.  Assuming that things will work out on their own, rather than working to guarantee that they do, is asking for trouble.  Waiting until a problem surfaces is costly in the long run - not just in the area of benefit delivery, but also the resources wasted to rectify a situation that could have been prevented.   Remind him that making the customer feel as though they are valued is essential to his success.  If customers feel under-appreciated or as if their business is being taken for granted, there is a risk that they could take their orders elsewhere.  With this in mind, it makes sense to take the time to do whatever he can to ensure that their business is valuable.  


	DRIVEN TO PRODUCE BY INCREASING SALES TO EXISTING ACCOUNTS
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	Motivated to advance in a sales career by increasing the product diversity offered to existing accounts; concentrates on finding avenues to generate increased sales from established accounts; works to increase revenue by identifying additional products to complement what is currently sold to the existing customer base

	Skill/Capability Level:  Mr. Sample has a strong desire to succeed in sales and achieves that goal by finding avenues to generate increased sales from established accounts.  He understands that a new level of results achievement can be reached by maximizing sales to the existing customer base.  He is motivated to advance in a sales career by increasing the product diversity offered to existing accounts.  He keeps an eye out for new applications and is creative and innovative in his approach to introducing additional products that might appeal to the needs of his total customer base.  


	WORKS THE SYSTEM FOR THE CUSTOMER
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	Shows skill and ease at working in groups; works with others to achieve better results and forges close working relationships and alliances in order to get things done; is quick to cooperate versus expect others to bend to his wishes; supports joint ownership and shared recognition for results; recognizes the advantages of group participation in planning and problem solving

	Skill/Capability Level:  Mr. Sample understands his personal importance within the team.  He performs his role effectively and helps other members of the team as needed.  He grasps the concept of a team as a mutual support system wherein the members rely on each other to work toward a common goal.  


	EDUCATES CUSTOMERS THROUGH STRUCTURED TRAINING
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	Helps the customer to gain maximum benefit from the product or service by committing to continuous education that provides information updates or product training; prepares more structured sessions to cover the most critical areas of learning; stays on top of information needed by customers in an effort to serve as a resource; takes responsibility for motivating customers to update their information; reinforces shared information through periodic repetition; routinely adjusts education process to address individual and group progress or understanding

	Skill/Capability Level:  In order to ensure the audience's continued learning, Mr. Sample generally establishes training presentations that integrate new information with a reinforcement of basic concepts.  For the most part, he keeps abreast of information that could be useful to customers and incorporates that into his teachings.  As a rule, he emphasizes those basic ideas and competencies that are most likely to maximize the benefits his customer will gain from his product.  Although he tries to make his presentation inviting, he usually focuses more on the content of his message than on the style of its delivery.  


	PROMOTES CUSTOMER RELATIONS BY SOLICITING FEEDBACK
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	Seeks customer feedback regularly to verify satisfaction and uncover minor issues which could escalate if left unattended; solicits suggestions for continuous improvement and demonstrates personal attention to the customer even when there is no problem; listens to feedback without judgment or defensiveness, remaining focused on results rather than personal feelings; stays logical and objective and refrains from expressing personal frustrations to the customer; ensures future business by anticipating and removing potential sources of dissatisfaction

	Skill/Capability Level:  Mr. Sample may not regularly touch base with customers, assuming they are happy if they have not contacted him with a concern.  He may prefer to let the customer dictate the amount and direction of interaction instead of taking the initiative.  As a result of his lack of contact, small customer concerns may be allowed to escalate into serious issues.  He might not be able to listen to feedback and suggestions without becoming defensive about his behavior and past actions.  He might have trouble remaining objective and consequently, fail to maximize customer satisfaction.  

	Coaching Suggestions:  Work with him to design an acceptable call schedule.  Once the schedule is in place, monitor him to make sure he adheres to it.  Remind him that it is very important to continually strengthen his relationships with existing customers and to maintain his call schedule, even if there are no immediate problems or selling opportunities.  Make sure he is consistently monitoring accounts for problems that seem small, but could grow out of control.   Suggest that he find an appropriate means for expressing his frustration rather than turning it toward customers.  Remind him that every job has its difficulties, but in his position, he may see more than the average number of complaints or concerns.  Trying to keep customers happy enough to continually bring in business while dealing with delays in delivery and product failures makes his position even more vulnerable to frustration.  Let him know you understand his position and offer him ways to find help if he feels overwhelmed.  


	RESPONDS AT ANY HOUR
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	Organizes time to cover ongoing priorities and will make arrangements to cover whenever absence is unavoidable; understands that rewards are commensurate with effort and invests the time to get the job done; uses time efficiently during regularly scheduled hours so that extra hours are not inevitable, but is responsive to additional requirements or demands when necessary

	Skill/Capability Level:  Mr. Sample could have difficulty organizing his work time so that he can meet his customers' needs during the day, and he may resist interrupting his leisure time when problems develop after hours.  He may expect to accomplish job requirements during set business hours and then have private time for family and leisure activities.  As a result, he may be reluctant and resistant to provide after-hours customer support.  Should he be unavailable when a customer is in need of support, he might not have a back-up person informed and ready to help.  He may fail to establish a system to provide assistance in his absence, and consequently clients could become frustrated when their issues cannot be quickly resolved.  

	Coaching Suggestions:  One way Mr. Sample might become more organized is to ask people who are organized to share their ideas and tips with him.  Ask him to check the library or bookstores for helpful books on organizing and managing time.  Making the commitment to improve is more important than which system he chooses.  You can also help him to set up a system to keep track of customer information so that he can see when a problem might come up.  Evaluate where he may be wasting time and give him guidelines that will help him stay organized.   Since multiple customer problems may arise at any one time, it is important that Mr. Sample be prepared with a system to cover customer needs when he is unavailable.  A back-up person, informed about his current projects and customers, would be a good solution.  


	Key Motivational Characteristics


	The motivational characteristics described below measure Mr. Sample's preferences, wants, or desires.  However, they DO NOT necessarily indicate that he currently has developed the habits or skills to satisfy them entirely on his own.  A manager may wish to note these specific motivational needs and utilize the suggested tips to enhance Mr. Sample's potential.


	MOTIVATIONAL CHARACTERISTICS
	MANAGER'S TIPS

	He has an idealistic outlook on life and feels that what you expect is what you get.  He does not always feel it is necessary to make extensive preparations for the future because, in his view, whatever happens is most likely for the best.
	Mr. Sample's expectations of life are so rosy that it might be worth his while to prepare alternatives to just letting things happen.  A good outline for the future will serve as a road map should things not work out as he anticipates.

	He may put off confronting negative interpersonal situations as he appears to have difficulty handling them.  He does not like to be in a position of having to tell people what he wants, especially if there is a possibility of resistance.
	Encourage him to develop personally acceptable methods for confronting negative interpersonal situations, while they are small and more easily dealt with.  Provide him with confrontation techniques and see that he practices them.

	He prefers to be part of a team and to cooperate with others.  He enjoys being respected for his ability to make valuable contributions toward group decisions.
	When appropriate, ask his view on specific topics so he feels that his opinion is respected.  Include him in decision-making groups whenever practical or relevant and show your appreciation for his contributions to the team.

	Mr. Sample prefers to let his efforts speak for him and does not believe he should have to continually promote his own success.
	He likes a fair amount of recognition, even though he may not feel comfortable admitting it.  Make sure he doesn't think his accomplishments are unappreciated.

	He is able to deal with almost any high pressure situation, keeping himself under control and continuing to work effectively.
	Encourage him to reassure others that he is truly concerned when a pressure situation occurs, even though he does not outwardly appear rattled or stressed.

	He is uncomfortable wasting time or being inactive.  He will focus on achieving goals and will seek quantifiable results so he can measure his success.  He prefers to keep working even on tasks that others might consider busy work.
	Help him understand overall project goals, target dates, and expected results.  Provide him with ways to keep track of and measure his accomplishments.  He will be particularly satisfied by his own quantitative achievements.

	He prefers to approach his work with apparent self-confidence and a sense of comfort with his own accomplishments.  He feels fairly content with his personal success.
	He may not see a need to improve on his personal abilities, and might appear defensive when offered constructive criticism.  Enlighten him as to the potential for personal growth when he is critiqued and then is able to capitalize on the suggestions made.


	We hope this information has been useful.  The assessment was developed carefully and represents a scientific method of assessment.  The results should be used as a significant tool in the decision process in conjunction with interviewing, background data, and other tools.  Where profile information contradicts other sources, neither the profile nor the other sources should be automatically relied on without further investigation.  This assessment is valid only for the position noted.
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