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TOTAL SCORE SUMMARY

The large circle represents the average of the scale scores included in this profile. This
percentile score indicates how the candidate ranks relative to other test takers. Review
individual scale details to understand strengths and potential areas for improvement.

Julie Sample scored in the 74th percentile on the overall score (High), meaning Julie
scored higher than 74 percent of the candidates who have completed this assessment.
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SCALE SCORE INTERPRETATIONS

The information that follows offers detailed interpretations for each scale included in this profile. The Strength of Responses graphic below shows the candidate’s
response pattern for a particular scale. This illustration is useful for assessing the strength of the candidate's attitudes and behaviors associated with the behavioral
dimensions assessed in this profile.

SJT SALES - CUSTOMER FOCUS

o+

Non-Client Centric Customer Focused

The degree to which the individual puts the customer's needs ahead of their own needs. The degree to which they are customer service-oriented and enjoys
interacting with customers.

Julie Sample scored in the 94th percentile on SJT Sales - Customer Focus (High), meaning Julie scored higher than 94 percent of other candidates who have
completed this assessment.

Strength of Responses Expected Behaviors

Strong: 70% - This level of customer focus is superior to that of most other candidates.
Above Average: 30% - Always puts the needs of the customer before their own.

Average: 0% - Is service-oriented and enjoys interacting with customers.

Below Average: 0% - Uses customer orientation to achieve sales success.

Weak: 0%

Average Time to Complete Each
Question 6.69 seconds

SJT SALES - DRIVE AND PERSISTENCE

Unambitious Driven

The degree to which the individual is motivated to overcome resistance during their sales efforts. The degree to which they are driven to perform and strive
to be the best.

Julie Sample scored in the 86th percentile on SJT Sales - Drive and Persistence (High), meaning Julie scored higher than 86 percent of other candidates who
have completed this assessment.

Strength of Responses Expected Behaviors

Strong: 67% - This level of drive and persistence is superior to that of most other candidates.
Above Average: 33% - Is motivated to overcome resistance during sales efforts.
Average: 0% - Always strives to be the best.

Below Average: 0% - Is consistently driven to reach sales goals.
Weak: 0%

Average Time to Complete Each
Question 8.66 seconds
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SJT SALES - LISTENING SKILLS

Inattentive Attentive

The degree to which the individual is open to learning new experiences. The degree to which they listen to the needs of others and use listening skills to guide
sales strategies.

Julie Sample scored in the 95th percentile on SJT Sales - Listening Skills (High), meaning Julie scored higher than 95 percent of other candidates who have
completed this assessment.

Strength of Responses Expected Behaviors

Strong: 67% This level of listening skills is superior to that of most other candidates.
Above Average: 33% Listens to the needs of others.
Average: 0% Is open to learning new sales strategies.

8 Below Average: 0% Uses listening skills to guide their interactions with customers or prospects.
I Wweak: 0%

Average Time to Complete Each
Question 5.18 seconds

SJT SALES - SALES STRATEGIES

Sales Focused

The degree to which the individual engages in appropriate sales-oriented behaviors throughout the sales process. For example, establishes realistic
expectations, stays organized, addresses prospect concerns and keeps appointments organized.

Julie Sample scored in the 23rd percentile on SJT Sales - Sales Strategies (Caution), meaning Julie scored lower than 77 percent of other candidates who
have completed this assessment.

Strength of Responses Expected Behaviors

Strong: 40% - Their ability to focus on and perform specific sales strategies is lower than that of most other

candidates.
Above Average: 20%

- Has trouble engaging in appropriate sales-oriented behaviors (e.g, staying organized,
addressing the prospect's concerns, establishing realistic expectations) throughout the sales
process.

Average: 0%
Below Average: 20%

Weak: 20%

- Tends not to focus on the details that lead to sales success.
Average Time to Complete Each
Question 97.23 seconds

- Is non-sales focused.
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MANAGEMENT STRATEGIES

This section of the report offers suggestions for developing or managing the candidate based on his/her Profile responses.

SJT SALES - CUSTOMER FOCUS

b

Non-Client Centric Customer Focused

- This individual may be a good mentor or trainer in the area of how to best service
customers to achieve sales goals.

- This individual is most effective interacting with customers and using
their service skills to achieve sales success.

- While this is a critical characteristic for sales success, make sure the level of
customer focus is not so extreme that it gets in the way of reaching company or
departmental sales goals.

- Reinforce excellent customer service through praise or awards
programs.

SJT SALES - DRIVE AND PERSISTENCE

3

Unambitious Driven

- While this characteristic is important for sales success, care must be taken to
make sure the individual's high level of drive and persistence does not affect
team performance or relationships.

- To maintain the candidate’s drive and persistence, reward their
winning attitude.

- Work with the individual to develop challenging goals and reward goal

accomplishment. - This individual's driven demeanor needs to be focused on being the best they

can be within the overall business plans and strategies.

SJT SALES - LISTENING SKILLS

3

Inattentive Attentive

- This candidate is in tune to the needs of the customer. Their listening - This individual may be a good mentor or trainer in the area of how to best listen
skills should be utilized during the needs analysis phase of the sales to customers and address their needs.

cycle. - Their openness to training and learning new ways of doing things should be

- Reinforce listening skills through praise or awards programs. exploited by offering training or coaching on new strategies.
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SJT SALES - SALES STRATEGIES

s

Sales Focused

- This individual has trouble demonstrating effective sales strategies. - If mentoring or training does not improve their sales performance, consider
Closely monitor their sales techniques and offer coaching and training having the individual shift to a non-sales focused job.
where needed.

- They are not likely to be detail oriented. Bring this to their attention
when they do not focus on implementing sales strategies and set goals
to improve this are of weakness.
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INTERVIEW GUIDE
This report includes follow-up interview questions that focus on those areas where further development might be needed. These questions serve as an excellent guide
during the hiring process, coaching or developmental efforts to further uncover potentially negative behavioral tendencies.

SJT SALES - CUSTOMER FOCUS

QUESTION
Is it acceptable to help out a coworker who falls behind with work? Tell me about a time when you have helped a coworker with some aspect of work.

RESPONSE NOTE:

Response Expected of an Excellent

Response Expected of a Poor Response Expected of a Satisfactory
Performer

Performer Performer

4 7

QUESTION

Describe work situations that have caused you to lose trust in people.

RESPONSE NOTE:

Response Expected of an Excellent

Response Expected of a Poor Response Expected of a Satisfactory
Performer

Performer Performer

4 7
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QUESTION

What do you focus on when trying to convince a prospect to buy? Price? Quality? Reputation of the product or company? What has worked for you in the
past?

RESPONSE NOTE:

Response Expected of a Poor Response Expected of a Satisfactory Response Expected of an Excellent
Performer Performer Performer

1 4 7

SJT SALES - DRIVE AND PERSISTENCE

QUESTION

What motivates you to sell? Give examples from your sales experience.

RESPONSE NOTE:

Response Expected of a Poor Response Expected of a Satisfactory Response Expected of an Excellent
Performer Performer Performer

.4. R P .7.
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QUESTION

How have you dealt with resistance to buy from a prospect during past sales attempts? How have you overcome resistance?

RESPONSE NOTE:

Response Expected of a Poor Response Expected of a Satisfactory Response Expected of an Excellent
Performer Performer Performer

4 7

SJT SALES - LISTENING SKILLS

QUESTION

What has been your experience with sales training? Has it helped you or do you feel it is a waste of time? Please explain.

RESPONSE NOTE:

Response Expected of a Poor Response Expected of a Satisfactory Response Expected of an Excellent
Performer Performer Performer

4 7
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QUESTION

Do you tend to be more assertive or laid back during conversations? Please explain.

RESPONSE NOTE:

Response Expected of a Poor Response Expected of a Satisfactory Response Expected of an Excellent
Performer Performer Performer

4 7

QUESTION

Would you say you take an assertive role during your interactions or are you more of a passive listener? How does this affect your sales performance?

RESPONSE NOTE:

Response Expected of a Poor Response Expected of a Satisfactory Response Expected of an Excellent
Performer performer Performer

.4. R R .7.
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SJT SALES - SALES STRATEGIES

QUESTION

What percentage of your sales objectives do you generally meet?

RESPONSE NOTE:

Response Expected of a Poor Response Expected of a Satisfactory Response Expected of an Excellent
Performer Performer Performer

4 7

QUESTION

Describe for me your most effective sales experience?

RESPONSE NOTE:

Response Expected of a Poor Response Expected of a Satisfactory Response Expected of an Excellent
Performer Performer Performer

.4. R R 7.

© PsyMetrics, Inc.
www. PsyMetricsWorld.com

Julie Sample

POWERED BY [JJ§ PSYMETRICS
- Page 10




QUESTION

What approach do you take when scheduling your sales calls or visits? Describe the typical day.

RESPONSE NOTE:

Response Expected of a Poor Response Expected of a Satisfactory Response Expected of an Excellent
Performer Performer Performer

4 7

SUM OF RATINGS : NUMBER OF QUESTIONS RATED: AVERAGE RATING :

(sum of all ratings divided by the number
of questions rated.)

IMPORTANT NOTICE

The hiring decision should always be based on whether there is a match between a candidate’s job relevant skills, abilities and/or interests and the job itself.
PsyMetrics’ assessments represent one source of information in helping to make that decision. Using all sources of candidate information (e.g., assessments,
a structured job interview, references, work history) available to the human resource professional will result in a more comprehensive view of the applicant
and the best employee-job fit.

Test users should also remember that tests must not be utilized in any manner that discriminates against individuals with disabilities, including but not
limited to mental disabilities and neurodivergent conditions. More specifically, PsyMetrics’ tests should not be used to assess or evaluate individuals with
mental disabilities or who identify as neurodivergent.

The employer assumes full responsibility for the proper use of the PsyMetrics’ assessments. This includes establishing each test's job relatedness and
periodically examining selection rates to ensure the hiring process continues to be fair and free from bias.
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