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If you are in sales, we would be willing to wager that 
when your boss or prospective employer asks you to 
complete an assessment your reaction isn’t positive. 
You are too busy! These things pigeon hole people! 
Don’t people get that you are trying to close deals 
and book revenue!?

Your concerns are certainly legitimate topics that 
you have every right to explore. At the same time, 
many salespeople we’ve coached tell us that 
their assessment results have helped them gain 
awareness of who they are, what behaviors come 
naturally to them, and what makes them tick. This 
insight has helped professional sellers and doer-
sellers make informed choices about the roles they 
pursue and how they can leverage their strengths to 
succeed in sales. 

We are fans of any tool that helps individuals 
gain increased self-awareness. We don’t view any 
assessment result as always right, but you can learn 
from most. Assessments have helped individuals 
know what they are naturally good at, what they 
enjoy doing, why time flies when doing some 
activities and drags with others, and what work feels 
meaningful. 

People who don’t understand sales tend to think 
all salespeople are the same. Our experience keeps 
busting this myth. While sellers share the core 
responsibility of generating revenue, there are many 
different sales strategies, approaches, and roles. 
Repeatedly we see sellers whose results soar when 
there is a strong fit. Finding that fit isn’t easy or 
automatic though. Research has shown that 80% of 
all successful salespeople did not originally plan to 
be in their present career. It takes a while for most to 
find the right niche. 

Assessments can help you find your niche. Keep in 
mind that different assessments are designed to 
measure different things.

• Strengths assessments can tell you what 
behaviors come naturally to you. 

• Style assessments can help you understand your 
motivations, habits, and preferences.

• Skills assessments let you know how others 
perceive your performance.
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Assessments that teach us about our natural strengths 
get at the talent or abilities that are inherent in who 
we are – kind of like our DNA. But no matter what our 
natural talents are, most of us only get really good at 
something when we deliberately focus on learning and 
take the time to practice. It’s human nature to spend 
time working on things that we care about. This is 
where motivation comes in. Motivation works as both a 
positive and negative multiplier. It is possible to make 
up for a lack of natural ability with motivation. On the 
flip side, natural ability doesn’t necessarily guarantee 
skill mastery unless you are motivated. As talent expert, 
Tomas Chamorro-Premuzic, writes in his book, “No 
matter how naturally endowed you are, you will only 
develop exceptional skills if you have the right training 
and practice.” We would add willingness to work hard, 
or what Angela Duckworth calls “Grit,” to that statement. 
Any top performer will confirm that upping your game 
requires many hours of deliberate, dedicated practice.

Finding fit in your sales career can come from looking 
for career opportunities that best match your abilities, 
motivations, and mastered skills. It can also mean 
looking at the job you are in now and finding ways 
to excel and improve by building on your strengths, 
embracing your style, and continuously developing your 
skills. 

We all have parts of our jobs that we don’t particularly 
enjoy or aren’t naturally good at. For example, one 
seller we worked with (Alice) dreaded attending 

networking events. Her assessment results confirmed 
that taking the lead in social situations to effectively 
meet new people and build existing relationships was 
not something she was naturally wired to do. However, 
Alice’s role as a business development executive 
for a consulting firm required her to attend and be 
active in industry association events in order to build 
awareness of her firm and ultimately generate leads. 
Alice overcame the fact that networking wasn’t a natural 
strength by focusing on her motivations instead. Alice’s 
assessment results helped her recognize that she is 
extremely achievement oriented. As a result, she started 
to treat networking events as a competition. She set 
goals for both how many people she met in an evening 
and how many follow-up conversations she scheduled. 
Counting her results at the end of an event and then 
raising the bar for the next one kept her motivated and 
ultimately helped her build her pipeline. 

Alice overcame a strengths gap by developing a 
workaround that she maximized with her motivations. 
Other salespeople we’ve worked with chose to make 
a move so that they could apply their skills in a setting 
that better fits with their preferred sales approach. 

Final Thoughts 

If, and when, your company asks you to complete 
an assessment, consider using this opportunity to 
understand your own strengths (natural abilities) and 
style (motivations) so that you can figure out how to 
master the skills needed for your job. 

After spending close to three decades studying and working in human performance, we’ve learned that an individual’s 
strengths and styles interact in a way that has a multiplier effect on our skills. We like to think about this interaction in 
the form of this equation:
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