
October 16, 2020

Best Fit Report - Sales Roles 
Jane Sample

Prepared For:
Chally Assessment, LLCSam

ple



Summary of Profile Fit Scores

Different sales roles require markedly different natural strengths and talent. The table below shows 13 common types of
sales roles (Signature Profiles) and the degree to which this individual’s assessment results indicate “fit” for each type of
role. The highest possible Profile Fit Score is 80.

Signature Profiles Profile Fit Score

Transactional Product Sales Benchmark 66

Indirect Sales Benchmark 65

Account Management Benchmark 59

Specialized Technical Sales Benchmark 48

Specialized Solution Sales Benchmark 44

New Product Field Sales Benchmark 43

Relationship Product Sales Benchmark 42

Inbound Inside Sales Benchmark 41

Relationship Solution Sales Benchmark 39

Sales Management Benchmark 36

New Business Development Benchmark 19

Consultative Solution Sales Benchmark 11

Outbound Inside Sales Benchmark 10

Best Fit: Transactional Product Sales Benchmark
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In-Depth Results for Best Fit Profile: Transactional Product Sales
Benchmark

This section provides results for the competencies that are most critical for success in this type of role. All scores shown
are percentile scores which range from 1 to 99. Percentile scores allow you to compare this individual’s scores with a group
of others who took the assessment. A score of 67, for example, indicates that the person scored better than 67% of other
respondents.

Produces above-average results selling relatively new products or discretionary purchases which have
several alternatives vying for the same budget dollars by working to understand customer buying motivations
and matching the sales proposition to them; has the ability to identify hot buttons to appeal to a specific buyer
without appearing insincere or heavy-handed

 50

Score Interpretation

This individual can typically understand prospective customers and properly position offerings so that they have the
greatest appeal. They ask the questions needed to discover customers’ individual motivations. They can modify the
offering as necessary to satisfy a customer’s unique requirements. They work quickly to make a sale, yet interact with the
customer to ensure that they are on the right track to finding what customers see as most appealing.

Capitalizes on the moment in a closing market; recognizes that there is limited opportunity to probe an
indifferent or ambiguous response; spends time with those prospects who clearly want or need the products;
immediately targets a prospect’s hot buttons; discontinues pursuit of a purchase decision if interest is cooling;
swiftly assesses a readiness to buy and quickly eliminates questionable prospects

 90

Score Interpretation

This individual recognizes that there is a very narrow window of opportunity to capitalize on a prospect’s enthusiasm, so
they’ll move quickly to determine the readiness to buy. They can easily give attention to those prospects showing the most
immediate interest, while severing ties with those who are undecided.

COMPETENCY 1/5

Achieves Results by Tailoring Message to Resonate with
Buyer Motivations
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COMPETENCY 2/5

Qualifies Prospects by Assessing Interest Level
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This individual sets hard-line standards for personal effort and
expects others to do the same. They will find great satisfaction
in assisting people who are eager to learn, but may grow
impatient working with those who are less ambitious. As such,
they will be reluctant to take on a position that requires them to
spend too much time hand-holding or giving unsolicited
advice. They do not mind helping others or sharing expertise,
but only if others are appreciative and willing to act on the
advice.

Do not expect them to cooperate with or spend much time
helping anyone who is not obviously committed to making an
extra effort. They need to know that their expertise is being met
with a satisfactory level of dedication and motivation. Keeping
this in mind, try to implement a two-tiered teaching program
wherein co-workers with little experience are paired with an
individual who enjoys more hands-on mentoring activities.
After the basics have been mastered and a willingness to learn
demonstrated, pair the student with them for any additional
information and more in-depth training.

This individual wants to influence the direction of a decision by
seeking consensus rather than by selling what they believe is
right. They listen to the views of dissenters and work with them
to achieve a solution that is agreeable to all parties involved.
They will feel uncomfortable if placed in a position that requires
independent work without the feedback and input of others.

Enhance their performance by providing them with an
environment of mutual support. Encourage their need for
collaboration, but keep an eye out to ensure that no deadlines
are being missed or that any compromises are not jeopardizing
the end result. Explain that collaboration can often be a useful
tool, but that there will be circumstances when it is not the most
efficient means by which to find a solution. Help them to realize
that there will be occasions when the group is not properly
equipped to make an appropriate decision. In those cases,
they will either have to educate and then guide constituents to
a final decision, or they will have to try to work independently.
When working independently, make it clear that they can rely
on superiors for support to offset any dislike of feeling
completely alone.

This person prefers a methodical and deliberate pace that
allows ample time to check their work. They enjoy projects that
require a good deal of concentration and accuracy and will
become tired and irritated if placed in a fast-paced
environment with quick turn-around times.

Review their work process to see when and where the pace
starts to lag. Challenge them to gradually increase the amount
of time they can maintain a faster pace. By slowly raising the
bar on pace requirements, they will eventually adapt to
anticipated endurance levels and keep up with faster-paced
co-workers.

This person tends to put a lid on negative emotions, believing
that a place of business is not the proper venue to vent
frustrations. However, they may not understand that, like a
boiling pot, suppressing otherwise acceptable emotions can
cause them to build to the point where it negatively impacts co-
workers and, ultimately, results.

Challenge them to express emotions rather than ignoring them
and make sure to meet regularly so you can get them to
discuss any frustrations. Explain that so long as they voice
frustrations in a professional manner, there is nothing
unseemly about displaying anger or irritation. Doing so will
prevent volatile emotions from building to the point where they
are ready to explode. Likewise, they’ll seem more human and
less controlled and remote to constituents.

This individual follows a system of guidelines in approaching
tasks, choosing to address key issues and allowing details to
fall into place on their own. They prefer not to deal with
minutiae which, in turn, allows them to complete most basic
assignments efficiently. However, when a task requires one to
dig beneath the surface, they may not know what questions to
ask to find information, which might lead to difficulty in finding a
satisfactory solution.

Give them straight feedback and clear explanations on areas of
ineffectiveness that may be a result of too broad a perspective.
Point out what could have been done differently to produce the
desired result, while simultaneously minimizing negatives.
Discuss the level of quality that is being sought and help them
understand that although following broader guidelines is
commendable, in certain cases, a deeper attention to detail is
required to achieve objectives.

Motivational Characteristics Manager's Tips
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This is a shortened report. 
Contact us to receive a full copy. 

CONTACT US

https://chally.com/contact-us/
https://chally.com/contact-us/
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