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Assessment Results

Summary

The table below indicates this individual’s natural aptitude for the competencies that are critical for success in this type of
role. Here are some guidelines for how to interpret results:

Clear Strength: This individual possesses the highest potential to successfully demonstrate the competency.
Associated behaviors will be natural, and the individual should excel in this area.
Emerging Strength: This individual possesses the potential to successfully demonstrate the competency. It is likely
that they can achieve (or have achieved) excellence in this area with deliberate learning and practice.
Area for Development: This individual may have the potential to successfully demonstrate the competency.
However, in order to develop, they will likely need focused training and must be willing to accept coaching.
Not Natural Strength: This individual does not possess the natural tendency to demonstrate the competency. This
does not mean the person cannot perform or is not performing. More likely, ongoing support and coaching will be
required along with "work arounds" in order to maximize effectiveness.

Critical Competencies

Ensures Coverage and Responds to Customers Clear Strength

Expands Business Through Cross Selling Clear Strength

Prepares and Delivers Effective Presentations Clear Strength

Closes Through Personal Identification with the Product Clear Strength

Engages Others in Learning and Assesses Understanding Area for Development

Coaches Others and Provides Timely Feedback Emerging Strength

Leverages Expertise to be Recognized as Subject Matter Expert Clear Strength

Name

Joe Sample

Profile/Index

Indirect Sales Benchmark

Validity Score

The validity scales within the assessment indicate that this individual was exceedingly candid in answering the
questionnaire and went out of the way to admit limitations.
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In-depth results for Indirect Sales

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

Not a Natural
Strength

Area for
Development

Emerging
Strength

Clear
Strength

Score Interpretation

This individual uses time efficiently during the workday so that extra hours are not the norm, but they are responsive to
additional after-hours requirements or demands when necessary. They realize that it sometimes requires additional work
hours that fall outside the normal workday to reach objectives. They establish a back-up person to support customers when
they are not available. They know that some absences may be unavoidable and prepare a system to handle unpredictable
or unpreventable overloads when they cannot provide support.

Increases sales with existing customers by stimulating the demand for currently purchased products and
services; makes a proactive effort to build volume within established accounts by expanding the breadth of
products used; monitors the potential for growth in volume by regularly tracking history and spotting trends or
problems in need of a solution

Not a Natural
Strength

Area for
Development

Emerging
Strength

Clear
Strength

Score Interpretation

For each customer, this individual develops and maintains a practical sales plan that promotes an expansion of the current
product line. They work to increase business within existing accounts by spotting trends or problems for which new or
additional solutions can be provided. They stay in contact with customers in order to track any changing circumstances that
could lead to the necessity for new or different products. They understand that it is their personal responsibility to recognize
and communicate any information that addresses a customer’s further needs.

COMPETENCY 1/7

Ensures Coverage and Responds to Customers

COMPETENCY 2/7

Expands Business Through Cross Selling

© GrowthPlay Joe Sample 3



Focuses on sharing information in an exciting and memorable manner; prefers group presentations; focuses
equally on preparing delivery and content; stages a presentation to promote a more intangible service or
solution; responds to audience cues and reactions by altering a prepared presentation as it progresses

Not a Natural
Strength

Area for
Development

Emerging
Strength

Clear
Strength

Score Interpretation

This individual appropriately tailors the message for each contact by presenting specific information that is useful to the
customer and adjusting the presentation according to audience feedback. They have a noteworthy stage presence that
triggers customers to remember information from the presentation and the presenter.

Uses strong personal identification with the product to influence others to promote and sell the product line;
keeps the distributor fired up and committed to buying into a program or plan; works with other salespeople to
help them close the large or elusive deal; breaks up the selling cycle into small increments and sets goals for
each step; maintains the pressure to move forward through each step without becoming too pushy or
overbearing; proactively reinforces the purchase decision, recognizing the risk that a product or program can
be supplanted by the competition

Not a Natural
Strength

Area for
Development

Emerging
Strength

Clear
Strength

Score Interpretation

This individual personally believes in the benefits of their products and services and is willing to stand behind the offering
when competing for a contact’s interest and commitment. They feel that if others understand the benefits, there will be
mutual support for the solutions. They break the sales process into manageable steps and seek continued agreement from
customers at each step before moving on to the next. They understand the need to proceed gradually toward the final
purchase so that the customer does not feel rushed, but they will also remain cognizant of urgency.

COMPETENCY 3/7

Prepares and Delivers Effective Presentations

COMPETENCY 4/7

Closes Through Personal Identification with the Product
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Demonstrates a commitment to the continuous education and training of others as a means of increasing their
overall competency and productivity; prepares more structured sessions to cover the most critical areas of
learning for the audience; stays on top of information needed by colleagues and customers in an effort to serve
as a resource; takes responsibility for motivating others to learn and retain key information; reinforces what is
being taught through periodic repetition; regularly assesses individual and group competencies and routinely
addresses them by adjusting the training

Not a Natural
Strength

Area for
Development

Emerging
Strength

Clear
Strength

Score Interpretation

This individual may prefer a more improvised training style, wherein they touch upon subjects but don`t close the loop by
following up on the subject. They may take a random approach to others and, as a result, skip over important topics and
not plan enough time to integrate both basic concepts and essential new information. They might fail to adequately provide
information that is relevant to improving the results and performance of the group. They might expect those they are training
to be self-motivated to learn and could become impatient with the reinforcement and repetition required to ensure that key
concepts are understood. Consequently, the audience might not fully grasp ideas that could maximize their gain.

Coaching Suggestions

Remind this individual of the importance of a consistent training program that establishes key concepts while introducing
new ideas and developments that could prove to be helpful to the audience. By trying to teach in an impromptu manner,
they run the risk of touching upon important subjects without scratching far enough beneath the surface to achieve a firm
level of understanding. Make the creation of coaching plans required prep work to ensure that both old and new issues are
covered and that the presentation covers both adequately. Remind them that training presentations should not be viewed as
an opportunity to cover a ton of irrelevant information or to impress the audience with their public speaking skills. The most
effective presentations are those that are focused on making a real difference by providing relevant information and not
those that aim to overwhelm listeners with superfluous theatrics.

COMPETENCY 5/7

Engages Others in Learning and Assesses Understanding
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Understands the critical role modeling and demonstration play in the ongoing development of direct reports;
spends sufficient time with direct reports to provide guidance and coaching where needed and commits to
regularly creating opportunities to share expertise; provides instruction, positive models, and opportunities for
observation in order to help others perform successfully and develop skills; encourages questions to ensure
understanding; observes progress, judges the effectiveness of reports, and provides timely and appropriate
feedback on progress

Not a Natural
Strength

Area for
Development

Emerging
Strength

Clear
Strength

Score Interpretation

For the most part, this individual accepts a supporting role in the development of others. They recognize the critical role
that modeling and demonstration play in increasing others’ expertise and, therefore, take the time to provide needed
instruction. They evaluate the direct report’s or associate’s skills and offer valuable tips for achieving job objectives. As a
rule, they can provide suggestions for improvement and propose alternative approaches when current methods are
ineffective.

COMPETENCY 6/7

Coaches Others and Provides Timely Feedback
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Develops a comprehensive knowledge of products and potential applications; understands that up-to-date
knowledge is required to maintain credibility as a subject matter expert with distributors and end-users;
acquires knowledge through sources of published information supplemented with personal internal and
industry contacts; keeps current on product/service developments through more formal learning opportunities;
assumes the role of resident expert and develops product knowledge for the purpose of serving as a resource
to others

Not a Natural
Strength

Area for
Development

Emerging
Strength

Clear
Strength

Score Interpretation

This individual’s specialized knowledge of the products or service allows them to assume the role of resident expert and to
serve as a resource to others. They believe that there is always something new to learn and, thus, regularly update their
knowledge in order to maintain credibility as a subject matter expert. They are continual learners who take advantage of the
opportunities available to expand and build a comprehensive knowledge base. They supplement the data gained from
published sources and formal training with information gathered through personal, internal, and industry contacts.

COMPETENCY 7/7

Leverages Expertise to be Recognized as Subject Matter
Expert
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Key Motivational Characteristics

The motivational characteristics described below measure this individual's preferences, wants, or desires. However, this
DOES NOT necessarily indicate that they currently have developed the habits or skills to satisfy these preferences. A
manager may wish to note these specific motivational needs and utilize the suggested discussion points to commence a
meaningful dialogue about potential with this person. These characteristics will also provide you with an indication of this
individual's fit to your organization's culture.

Motivational Characteristics Manager's Tips

This person’s natural inclination is to prefer one-on-one
contact rather than dealing with large groups. They will hold
back in social situations until others demonstrate interest in
speaking with them. As a result, they will do much better in a
position which affords the opportunity to stand back and
observe interactions, than one where they need to take the
lead.

It is nearly impossible to force someone who is not outgoing to
change. There are methods, though, to increase a comfort level
in situations that require more extroverted behavior. They
would benefit from frequent exposure to friendly groups where
they can gain more experience with interpersonal contact and
to get familiar with the way groups interact. Focus them on
specifically working to meet and learn more about the groups
with whom it is important to interact. To appeal to their need to
rehearse, provide them with a list of sure-fire conversation
starters. Also, learning which types of interaction work in a
group setting and which ones don't could help them become
more comfortable at times when they need to take the lead in
interactions.

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 person is not comfortable with too narrow a work routine.
They prefer to move from task to task and juggle multiple
assignments and issues in order to avoid boredom. If asked to
persist at one task until completion, they could grow frustrated
by what they view as falling into a rut. It will be necessary to
reward such periods of concentration with small bits of variety.

They will be happiest in a job that presents an ever-changing
array of tasks. However, there will be times when it will be
difficult to provide such variety. When confronted with
assignments that require a focus on one task for extended
periods of time, they could burn out quickly. To alleviate this
problem, try to schedule their workday so that they work solidly
for a specified period and then reward them with a small task
that offers a bit more activity or excitement, before they are
required to get back to the more routine work again.

This individual is comfortable with spontaneous expression.
They prefer to react to unexpected situations quickly rather
than to waste time evaluating a course of action because they
understand the need to take advantage of opportunities before
they slip away. They don’t like to be limited to accepted
methods, and will think outside known parameters to find new
solutions. They need a relaxed and flexible work environment
and will tend to shy away from positions that require a
controlled and guarded approach to work and
communications.

Although spontaneity can be a commendable quality in a fast-
paced environment, explain that specific situations call for a
more measured, methodical approach. For example, diving
into a large, detailed project without first outlining a course of
action and weighing the possible outcomes could lead to
problems farther down the road. Likewise, jumping at a job
opportunity without finding out precisely what the job entails
could be costly. Encourage them to strike a balance by making
a habit of taking a few minutes to assess a situation before
reacting. Those few minutes may be all it takes to realize that
their original course of action may be inappropriate.
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This individual needs to consider interpersonal problems
before offering any opinions because they want to make sure
their actions will not have a negative impact on others. They
could feel uncomfortable if required to interact with others in a
superficial, informal manner, without sufficient private time to
plan an approach for addressing delicate issues.

Their tendency to avoid offending others by not speaking about
some interpersonal issues may cause some to perceive this
person as distant. Encourage them to get to know co-workers
on a more personal basis, perhaps through company activities
where they will have a particular function that requires regular,
two-way communication. This may create a more comfortable
work environment, while still allowing them to take personal
time to contemplate more delicate issues.

This person is seldom content with their own accomplishments
or level of success. They consistently strive to improve their
current performance, but could become too much of a
perfectionist. Further, they may use the expectations and
approval of others as a means of measuring their own success
and, as a result, be overly concerned about the impression
they make on others. These feelings of inadequacy could then
distract them from reaching the stated goals.

Explain that although seeking personal improvement is an
admirable characteristic, they are only human. Encourage
them to gradually lift the bar rather than raise to unrealistic
levels. Take time to focus on their achievements. Provide them
with positive reinforcement in order to counteract any doubts or
feelings of negativity they may be experiencing, and then
implement a new, more realistic, set of measurements for rating
their level of success. Encourage them to do a reality check if
they seem to be setting deadlines that are too ambitious, even
when there is no expressed need.

This person prefers to implement and improve on existing
systems rather than create a new approach that has no track
record. They see it as more practical and efficient to rely on
tried and true approaches. They could resist pressure to
design new methods and feel uncomfortable when faced with
the need to build a completely new solution.

Since they need to be convinced to devise a new approach
from scratch, discuss the options at their disposal and weigh
the pros and cons of modifying the existing system versus
finding a new angle. Although no system will be 100% free of
risk, show them that it is sometimes worth the risk in order to
produce significant improvements.

This individual will offer assistance to others and strives to
present themselves as a professional resource. A good deal of
their satisfaction comes from sharing expertise and experience
with those who are less knowledgeable, so they tend to give
advice to everyone, whether it is requested or not. If forced to
limit the amount of help they give, they could lose motivation
and find the job less satisfying.

Since their professional image is important to them and they
enjoy educating people, they need a work environment that
provides opportunities to share knowledge. However, they
must learn the limits of offering help or sharing knowledge. Be
sure they are aware of their responsibilities and know when to
draw the line on sharing expertise. Encourage them to limit the
unsolicited advice and focus on teaching those who truly need
and desire help.

Motivational Characteristics Manager's Tips
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