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Introduction

Thisinterpretive report helps the reader understand how specific aspects of Mr. Sample's
personality, behavior, and style affect his anticipated sales and sales manageria
performance. Because of the candid descriptions used in this report, it should not be shown
to Mr. Sample. Thisreport is confidential and should not be placed in general personnel
files or in other | ocations where unauthorized persons might accessiit.

The 3SP report contains three major sections: (a) an executive summary featuring three
summary scores, (b) a set of profiles of performance characteristics divided into two broad
skill categories, and (¢) a detailed analysis of each of the aspects of sales performance. For
each performance characteristic, the report contains a definition, a description of Mr.
Sample's expected level of performance, and a set of statements describing the particular
factorsin his persondity, interpersonal style, and method for organizing work that
influence hislevel of performance on that sales sKill.

All of the dataand interpretationsin this report are based on professionally supervised
statistical studies of personality and performance in a wide variety of organizations. There
issubstantial evidence supporting the generd accuracy of thisreport. Nevertheless, it
should be recognized that 100 percent accuracy is not attainable in predicting human
behavior. Accordingly, some statements will be more applicable to the respondent than will
others. Where multiple i nterpretations and explanations are present, all explanations are
helpful, but some will be more important than others, depending on the individual's
particular situation and the requirements of his position. Some of the comments may
appear to be excessively negative, but it isimportant to remember that a salesperson is
usually not called upon to engage in activities requiring every skill analyzed in this report
and that each position will emphasize a different pattern of sales skills.

Occasionally, some interpretations might appear to bein conflict with othersfor related
skills. These apparent inconsistencies are usually due to the imprecision of language, or to
nuances of meaning attached to related aspects of personality. Try to focus on the overal
pattern of interpretations, rather than on single interpretations.

When reviewing an individual's sal es strengths and weaknesses, they should be evaluated
in terms of position requirements. It will be helpful to weigh each statement of expected
performance in terms of how important it isto sales performance, and to the organization.
It isalso recommended that you consider the information presented in this report within the
context of other candidate data (i.e. structured interviews, aptitude testing, past
performance etc.).
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3SP Executive Summary

This page provides an overview of Mr. Sample'sresults. It beginswith a chart based on
the sum of all 28 sales effectiveness dimensions assessed by the 3SP. A second chart
divides Mr. Sample's overall resultsinto two broad dimensions, his | nterpersonal Sales
Skills, and his Task Orientation (his focus on completing the sales tasks for which he has
responsibility). Finally, Mr. Sample's scores on these two broad dimensions are plotted on
a performance grid with I nterpersonal Sales Skills asthe vertical axisand Task
Orientation asthe horizontal.

All scoresin thisreport are expressed in terms of percentiles, which differ from
percentagesin that they compare Mr. Sample's expected sales performance with that of a
large reference group. By definition, a score at the 50th percentile i s average. For more
information on percentiles and how to properly interpret thisreport, please refer to the 3SP
manual.

Overall Expected Sales Performance

Low Average High
Percentile 0O 10 20 30 40 50 60 70 80 90 100
Overall Sales Performance 87 |

The percentile score is the percentage of persons in the comparison group receiving the same or a lower test score. A
percentile score of 50 is average.

Interpersonal and Task Orientation

Low Average High
Percenle 0 10 20 30 40 50 60 70 80 90 100
Interpersonal Sales Skills 91 |
Task Orientation 82 |

The percentile score is the percentage of persons in the comparison group receiving the same or a lower test score. A
percentile score of 50 is average.

Performance Grid 100

20 Llooloo L M Sample @ -
80
70
60
50
40

30

Interpersonal Sales Skills

20

10

0 10 20 30 40 50 60 70 80 90 100
Task Orientation

Copyright 2003 Sigma Assessment Systems, Inc., P.O. Box 610984, Port Huron, Ml 48061-0984 Phone: 800-265-1285



Sam Sample Confidential 3SP Report Page 3

3SP Profiles

Cognitive and Interpersonal Sales Skills

Low Average High

Percenle 0 10 20 30 40 50 60 70 80 90 100
Technical Orientation 82 |
Creativity 73 I
Thoroughness 33 |

Risk Taking 77 I
Open-Mindedness 80 |
First Impression 93 |
Interpersonal Relations 90 N
Sensitivity 85 |
Social Astuteness 93 |
Communication 89 |
Formal Presentation 54 |
Persuasiveness 75 N
Negotiation 92 |
Listening 77 |

The percentile score is the percentage of persons in the comparison group receiving the same or a lower test score. A
percentile score of 50 is average.
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Personal Sales Qualities

Low Average High
Percenle 0 10 20 30 40 50 60 70 80 90 100

Achievement and Motivation 60 |

Self-Discipline 49 |

Flexibility 88 |

Independence 71 |

Self-Esteem 83 |

Emotional Control 90 |

Dependability 67 |

Ambition 80 |

Assuming Responsibility 82 |

Vision 69 |

Organizational Spokesperson 87 |

Short Term Planning 83 ]

Strategic Planning 74 |

Productivity 33 I

The percentile score is the percentage of persons in the comparison group receiving the same or a lower test score. A
percentile score of 50 is average.
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3SP Detailed Analysis

Cognitive and Interpersonal Sales Skills

Technical Orientation
Percentile 0 10 20 30 40 50 60 70 80 90 100
82

Specific proficiency or expertise acquired through education, training, or experience.
Useful for acquiring information about technical products requiring in-depth knowledge,
and presenting that information to potential customers.

Mr. Sample's expected performance for TECHNICAL ORIENTATION isin the HIGH
range.

e Mr. Sample demonstrates not only technical orientation, but also a willingnessto
discuss technical issueswith customersin a manner that othersreadily accept.

e Mr. Samplevauesinnovation. Heisthereforeinclined to remain informed about new
technical developments and to take theinitiative to use this knowledge to increase his
sales.

e Curiousand investigative by nature, Mr. Sample enjoys becoming quietly proficientin
technical matters.

Creativity

Percentile 0O 10 20 30 40 50 60 70 80 90 100
73 |

Theability toinitiate original and innovative i deas, products, and marketing approaches.
Mr. Sample's expected level of CREATIVITY isinthe ABOVE AVERAGE range.

e Mr. Sample can be enterprising and resourceful. Thisinspires him to work towards
finding new approaches when dealing with difficult marketing issues.

e Mr. Sample can be entertaining, and often seeks attention. He istherefore not afraid to
promote hisideas.

e Advice and support-seeking individuals, such as Mr. Sample, communicate their
creative ideas informally to team members. Thisallowsthem to refineideas.

e Mr. Sample hasa knack for presenting ideas in a positive manner, and developing a
favorable impression of himself. Thisincreases the probability that his new ideas will
be championed by others.

® A preference for imaginative and original thinking helps Mr. Sampleto find creative
solutions.
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Creativity (continued)

e Daring and enterprising individuals, suchasMr. Sample, are likely to take the
necessary risksto find inventive alternative approaches to marketing problems.

¢ Individualswho have self-confidence, like Mr. Sample, will find it easier to offer their
creativeideas.

e Thisindividud is, by nature, reflective and focuses his attention on probing beyond the

obvious.
Thoroughness
Percentile 0O 10 20 30 40 50 60 70 80 90 100
33 |

The ability to attend to detail and develop a comprehensive approach to marketing and
sales.

Mr. Sample's anticipated level of THOROUGHNESSisinthe BELOW AVERAGE
range.

® Mr. Sampleisentertaining and dramatic. His focus on being noticed sometimes causes
him to overlook important details.

* High-energy people, like Mr. Sample, require a number of outletsto channel their
energies. Thismight interfere with their ability to follow through with any particular
task in a thorough manner.

e A creativeflairin Mr. Sample detrimentally affects his ability to consider the details
necessary to follow a selling plan completely.

e Daring and impetuous people, such as Mr. Sample, are likely to overlook details.

e |ndividualswho are confident in their own abilities, such asMr. Sample, arelesslikey
to worry about making mistakes and do not check and criticize their work as often as
they should.

e Being outgoing and sociable may help Mr. Sample to make sales, but might hurt his
ability to complete complex sales without taking the time to check for mistakes or
oversights.

e Mr. Samplefedslittle need to focus histime on hiswork. His casual use of time might
interfere with histhoroughness.

e Extroverted, sociable people, such asMr. Sample, are distracted from paying attention
towork details by a tendency to spend time engaged in conversations with others.

® Peoplewho are unconcerned with danger or catastrophe, like Mr. Sample, bulldoze
their way through difficulties rather than meticuloudy attending to the fine points of
marketing and sales.
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Risk Taking
Percentile 0O 10 20 30 40 50 60 70 80 90 100
77 |

Thewillingnessto take sound, calculated risks, based on good judgment, in situations
where the outcomeis uncertain.

Mr. Sample's expected level of RISK TAKING performanceisinthe HIGH range.

e  Competitive and ambitiousindividuas, such asMr. Sample, will often undertake
reasonable risks in uncertain situations.

e Exhibitionigtic and dramatic individuals, such as Mr. Sample, tend to berisk takers,
especialy in social situations.

e Astuteand investigative, Mr. Sample makes sure he understands the problem so that
his propositions reflect carefully considered, calculated risks.

e Mr. Samplewill likely try to convey an image of a decisive spokesperson becauseitis
afavorableimage in our society and he wantsto be well regarded.

¢ Individualswith awide range of interests, such as Mr. Sample, are more likely to take
risksthan are moreinsular people.

e Mr. Sampleisimaginative and creative and is accordingly likely to engagein risk
taking behaviors when needed.

e Confident individuals, such asMr. Sample, are willing to take the risks necessary for
contacting sales prospects.

e Mr. Sampleisateam player. He will effectively collaborate with others and take
reasonable risksto further the goals of hisgroup.

e Mr. Sampleisby nature a daring risk taker who does not hesitate to seek out new
opportunities.

e Thisindividual's socia astuteness makes him willing to go out on alimb when it
comesto risk taking, because he believes that he can "read" people well.

Open-Mindedness

Percentle 0 10 20 30 40 50 60 70 80 90 100
80 I

Willingness to consider new ideas and approaches, aswell asinput from others. Open to
suggestions from colleagues and client, and willing to adapt sales presentations to meet the
clientsneeds.

Mr. Sampl€e's expected | evel of OPEN-MINDEDNESSisinthe HIGH range.

e |ndividuals, such asMr. Sample, who enjoy being dramatic, witty, and socially
outgoing, are more likely to consider a wide variety of viewpoints.
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Open-Mindedness (continued)

Thisindividual isa sophisticated person who is skilled at persuading others. He will,
therefore, probably be regarded as open-minded because heis prone to accommodating
the wishes of others. Herarely expresses a negative opinion if it interferes with
maintaining critical businessrelationships.

Mr. Sampleis comfortable with his own ideas and is hot threatened by the proposals
of others. Heiswilling to incorporate the feedback of clients and customersinto his
fina salesproposals.

This person's even-tempered, optimistic approach to life leads him to accept others
ideas with composure and a positive outlook.

First Impression

Percentile 0 10 20 30 40 50 60 70 80 90 100

93 ]

Ability to create a positive impact through social confidence, sincerity, dress, and verbal
fluency. Making a good first impression will contribute to increased sales and
recommendations.

Mr. Sample's FIRST IMPRESS ON scoreis expected to bein the VERY HIGH range.

Colorful, entertaining people, like Mr. Sample, tend to make a memorable first
impression. Thiswill likely contribute to future sales.

Mr. Sampleis motivated to think about and monitor how his behavior affects others.
Heis concerned with saying the right thing to make a favorable impression on clients.
This helps him to create a positive first impression.

Dependable and responsible individuals, such as Mr. Sample, are likely to be seen
positively.

Adventurous and bold individuals, like Mr. Sample, are likely to capture the interest of
customers, thereby creating a good first impression.

His socia astuteness, savvy, shrewdness, and socia boldness contribute to his
effectiveness at creating a positive impression.

Mr. Sampleisa confident individua. Consequently, he probably findsit easy to create
adefinitive first impression on others.

Thisindividual's sociable, caring nature causes him to try to make a constructive
impression on others.

Mr. Sampleis self-controlled and even-tempered. This contributes to his ability towin
over othersin aninitial meeting.
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Interpersonal Relations

Percentile 0O 10 20 30 40 50 60 70 80 90 100
90 |

Theability to relate to othersin an outgoing, friendly, warm, and personable manner
enabling the person to enter into and maintain, over time, effective i nterpersonal
relationships with business contacts.

Mr. Sampleisexpected to demonstrate performance relevant to INTERPERSONAL
RELATIONSinthe VERY HIGH range.

e Mr. Sample's socialy bold, expressive style helps him to easily approach strangers
and turn them into friends and customers.

e Enterprising individuals, such as Mr. Sample, do not shy away from approaching
othersto establish and maintain business contacts.

e Individuals, like Mr. Sample, who expressthemselvesin away that is seen as
desirable, arelikely to have few problems approaching and socializing with potential
clients.

e Thisindividua'ssocia charm makesit easy for him to project an outgoing and
friendly demeanor.

® Thisperson's conscientious, considerate personality causes him to put the needs of
others ahead of hisown agenda.

e Hispositive outlook and socia confidence make him a pleasant person to be with.

*  Amicable and neighborly individuals, like Mr. Sample, naturally seek out positive
businessrelationships.

e Mr. Sample's even-tempered and stable personality prevents him from damaging
business rel ationships with emotional outbursts and tactless comments.

e Mr. Sample's self-assurance and poise helps sell hisideas and products.

Sensitivity
Percentile 0O 10 20 30 40 50 60 70 80 90 100
85 |

The extent to which theindividua is considerate, sensitive, and truly cares about the
needs, concerns, moods, agendas, interests, and aspirations of others. Senditivity is
important in projecting a message to clientsthat they are understood and valued.

Mr. Sample's predicted scoreon SENSITIVITYisinthe HIGH range.

e Thisperson's patient, non-competitive disposition and non-demanding nature
contributes to hisreputation for being considerate of others.
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Sensitivity (continued)

Heis constantly vigilant about the effects that his comments and behavior have on
colleagues and clients. Accordingly, heislikely to be regarded as sensitive.

Social Astuteness

Percentile 0O 10 20 30 40 50 60 70 80 90 100

93 ]

The ability to read accurately and respond astutely and diplomatically to customers.

Mr. Sample's anticipated |evel of performance on SOCIAL ASTUTENESSisin the
VERY HIGH range.

Mr. Sample readily shares hisreasoning with clients. He will actively seek out the
advice of more experienced people. Furthermore, he can convey the impression that he
needs and values the customer. This contributes to him being regarded as socialy
astute.

Mr. Sampleishard working and aspiring. He sets high goals for himself and
recognizesthat socia astutenesswill help him achieve these goals.

Good natured and friendly people, such as Mr. Sample, are likely to understand the
importance of diplomacy in achieving goals.

An entertaining individual, like M r. Sample, knows how to keep a client interested by
playing on their needs and aspirations.

Mr. Sample demonstrates high self-confidence. This permits him to focus attention on
the customer's needs rather than on feeling uncomfortable or awkward. Theresultis
that heis better ableto "read" the customer more accurately.

This person's shrewdness, charm, diplomacy, and subtlety make him an astute
observer of the agendas of others. This helps him to increase hisinfluence over them
andto sdl hisideas.

Mr. Sample enjoys collaborating and seeking others' input and help with marketing
proposals. They, inturn, tend to see him as effective, shrewd, and diplomatic.

People who naturally portray themselvesin a positive light, like Mr. Sample, are
generaly perceived as more socialy astute.

His understanding, conciliatory approach prevents him from making enemies or taking
unpopular stands.
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