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This report provides information about Jeff Miller, presented in a manner to help you understand his match with a selected sales position in your organization.

This report reflects the responses provided by Jeff Miller when he completed the Profile XT assessment.  Results are illustrated on a scale from 1 to 10.  The darker area on the scale represents the Job Match target pattern selected by the company.  The enlarged segment of the scale shows where Jeff scored.  If the enlarged segment is dark, Jeff is in the Job Match pattern; if it is light, he is not.  Information about Jeff is reported in these six categories:

· Job Summary Graph – shows the scores attained by Jeff and their relationship to the Job Match Pattern for this position.

· Profile for Thinking Style – Learning index, Verbal Skill, Verbal Reasoning, Numerical Ability, and Numeric Reasoning.

· Profile for Behavioral Traits – Energy Level, Assertiveness, Sociability, Manageability, Attitude, Decisiveness, Accommodating, Independence, and Objective Judgment.

· Profile for Interests – Enterprising, Financial/Administrative, People Service, Creative, Technical, and Mechanical.

· The Total Person – Additional information regarding Jeff and the significance of his scores.

· Interview Guide – Suggested interview questions for acquiring additional information that could be helpful in determining his suitability for this sales position.

Please consult the User’s Guide for additional information on using these results in working with Jeff.
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For the Job Match Pattern under consideration, the top three interests in descending order are: Enterprising, Mechanical, and Technical.  The other three interests have no impact on this position.  The top three interests for Jeff in descending order are: People Service, Mechanical, and Technical.  Mr. Miller shares two of these interest areas: Mechanical and Technical

  

  

  


  

  

  

Thinking Style

This part of the report discusses the results for Jeff Miller on each of the scales in all three sections (Thinking Style, Behavioral Traits, and Occupational Interests).

 

Job Pattern 6-8        Score 8 

	
(
Jeff generally learns by paying attention to detail.


(
Mr. Miller is an effective learner in most situations.


(
His assimilation of new sales information will be better than most individuals in the general population.


(
Mr. Miller handles fairly complex tasks with relative efficiency; he has strong problem-solving abilities.




 
Job Pattern 6-8        Score 7 

	
(
Mr. Miller shows strong potential for developing his existing communication skills.


(
Jeff can build on his basic foundation, as the particular communication skills required in selling become familiar.


(
Mr. Miller should be competent in making analyses involving written and verbal data.


(
He has a sound understanding of basic communication processes.




 
Job Pattern 6-8        Score 8 

	
(
Jeff is proficient in information gathering and the expression of thoughts and ideas to prospects.


(
He likely prefers selling and interacting with clients, with verbal proficiency being one of his primary tools.


(
Mr. Miller assimilates verbal information rapidly when compared to most of the general population.


(
Mr. Miller should communicate thoughts and ideas to prospects and clients effectively.




 
Job Pattern 6-8        Score 10 

	
(
Jeff is quick in mentally determining correct mathematical solutions to problems.


(
Mr. Miller is capable of precise numerical accounting even under the pressure of strict time constraints.


(
He excels in a job that requires the accurate application of mathematical procedures in order to make correct decisions.


(
His analysis of business-related numbers should be sharp and on target.




 
Job Pattern 6-8        Score 10 

	
(
He will likely have little difficulty in assimilating new sales information of a numerical nature.


(
Mr. Miller is certainly adaptive when handling complex numerical decisions.


(
Jeff rapidly grasps numerical information.


(
Mr. Miller should effectively solve numerical problems and mathematical applications.




 

Job Pattern 5-7        Score 3 

	
(
Mr. Miller expresses a low energy level; his work style is compatible with sedentary (possibly administrative) tasks in selling.


(
He may prefer to have the time to respond to his sales responsibilities at a casual, measured pace.


(
He may not respond in a motivated fashion to being pressured by critical sales deadlines.


(
Jeff demonstrates a low energy level and will require clearly defined priorities and deadlines, as well as some external pacing from his sales manager.




 
Job Pattern 5-7        Score 4 

	
(
Mr. Miller is slow to be assertive, tending to be more of a follower than a leader in a sales team. Jeff may occasionally back down if confronted by prospects or clients.


(
He tends to be a good listener when negotiating a sale, more comfortable as a facilitator than as an aggressive competitor. Mr. Miller will tend to accept the client's perspective, despite personal disagreements.


(
Jeff tends to prefer sales negotiations that are non-confrontational.


(
Mr. Miller is occasionally prepared to take charge of a sales team or lead negotiations, although he is inclined to take a less aggressive approach.




 
Job Pattern 6-8        Score 7 

	
(
Jeff prefers sociable interactions with clients. In situations of high stress, he may become frustrated if interactions with clients become too impersonal.


(
He prefers to foster team-oriented sales goals and processes, maintaining contact, and keeping up with the issues of common concern with clients.


(
Mr. Miller is fairly sociable. He tends to be aware of the necessity for keeping lines of communication open with clients.


(
Mr. Miller is generally inclined to promote the benefits of teamwork, interacting with a sales team in the process of achieving sales goals.




 
Job Pattern 6-8        Score 9 

	
(
Mr. Miller appears to be highly open to supervision and procedural compliance.


(
Mr. Miller possesses a high respect for sales procedures and the authority of management. He may, in fact, be rather uncomfortable in sales environments that lack strict procedural guidelines for salespeople.


(
Jeff readily accepts authority and relies upon procedures to accomplish sales and sales-related administrative duties.


(
He appears to respect rules concerning how one should conduct one's sales and the procedures involved. However, Jeff may lack the creativity to adapt to the needs of a situation that cannot be addressed simply by applying the rules.




 
Job Pattern 5-7        Score 9 

	
(
Jeff possesses an attitude that is highly compatible with mediating a dispute and alleviating frustrations in an atmosphere of trust. Mr. Miller may not, however, appraise prospects critically when he is negotiating.


(
He has a highly positive attitude regarding the personal agendas of clients, competitors, and prospects. However, his faith in the results of some situations may be too optimistic, potentially allowing unforeseen mistakes to occur.


(
Mr. Miller rarely demonstrates a suspicious attitude about those with whom he deals in a sales situation, seeing trust as an admirable trait.


(
Mr. Miller demonstrates a highly positive attitude concerning the outcome of sales opportunities. Additionally, Jeff appears to have a high level of optimism concerning the agendas of negotiators.




 
Job Pattern 5-7        Score 4 

	
(
Mr. Miller is not inclined to delay important sales decisions, unless preparations or organization needs attending to first.


(
He can be effective in sales positions which require timely results while respecting adequate preparations and forethought.


(
He can be an expedient decision-maker when given enough time and information, but has difficulty taking decisive action if he feels hurried or unprepared for the sale.


(
Jeff thinks through the ramifications of his decisions, assuming the time available to close the deal allows for such deliberation.




 
Job Pattern 5-7        Score 8 

	
(
Mr. Miller is quick to accommodate others and to avoid interpersonal conflict in a sales negotiation.


(
Jeff wishes to please others often and may be frustrated by the more opportunistic and competitive culture of some sales environments.


(
Although Jeff tends to underplay serious conflicts and negative attitudes, he is quick to seek solutions that are acceptable to everyone involved in the sale.


(
He is highly motivated by a harmonious, positive, and cooperative sales environment.




 
Job Pattern 5-7        Score 4 

	
(
Mr. Miller is usually comfortable with reasonable strictures that detail how work is conducted in a sales environment. However, he may take a more independent style of getting the job done when prodded by his sales manager.


(
Mr. Miller is willing to function in a coordinated, structured way, as long as he is granted the occasional independence needed to achieve his sales goals.


(
He is willing to accomplish sales independently, but appreciates a structured, sales culture much more.


(
Jeff is usually happy to receive advice and guidance from a sales team or supervisor. He is comfortable working within the system established by his sales organization, as long as the system is not unreasonably intrusive and controlling.




 
Job Pattern 5-7        Score 8 

	
(
Mr. Miller consistently utilizes objective judgment when creating solutions for a client.


(
His judgment and decisions should indicate highly consistent usage of his objectivity.


(
He is highly inclined to make objective judgments, applying experience to current sales situations.


(
Jeff consistently takes an objective stance, based on available data, when solving problems for a client.




Occupational Interests

The Interest section assesses the relative interests between the six interest areas.  The top three interests for Mr. Miller are shown here, along with the top three interests for the SALES ENGINEER [Preliminary] position.  Note that Jeff shares TWO top interests with the requirements of this position.









Mr. Miller's results are focused in the Technical, Mechanical and People Service themes on the ProfileXT. This is the pattern of an individual who is most at home in an information or data-oriented environment. He is drawn toward technical and industrial work: anything that has to do with technical ideas, product or resource production, public service to some extent or methodology applied to data and information. His People Service orientation indicates that he likes to work with people in terms of service/consultation or individual development. Together, these interests signify motivation for utilizing technical information in an applied fashion for the betterment of others.

With People Service as his primary area of interest, Mr. Miller is likely to seek out sales activities that involve working with and serving others, whether team members, the company, or clients and prospects. As his main area of interest in People Service, selling with service in mind will motivate him best. Secondly, he is motivated by the hands-on nature of some sales, as shown by his Mechanical interests. This kind of sales often involves promoting the utility of products, which contributes to his overall motivational satisfaction. Finally, his interest in Technical activities rounds out his interest profile. Other interest areas may be more influential on his motivation, but his interest in the technical aspects of what he sells plays a part in maintaining his overall enthusiasm during the sale. 

Notice:  As discussed in the User’s Guide for this product, this job pattern approach to matching individuals to a position provides information of great value and should be an important part of the placement decision.  However, the user is reminded that the results from any assessment should never make up more than a third of the final decision.

Jeff Miller scored outside the Job Match Pattern for this sales position.  When interviewing Jeff Miller, you should consider the following information: 

THINKING
 

Job Pattern 6-8        Score 10 

On the Numerical Ability scale, Mr. Miller is above the Job Match Pattern for this sales position. This suggests that his ability to compute data is higher than the position typically requires.  He may not be sufficiently challenged to maintain his interest and/or level of motivation if this issue is a genuine concern for him. 

Interview Questions
	(
When expressing numerical data to prospects, what method has been most successful for you, even when some of them are not numerically inclined? 


(
Tell me about an experience you had in which an estimate was asked of you, on the spot; were you on target? 


(
Does it take the other people you work with longer to figure results or understand the numerical information than it does for you? How do you handle this? 


(
What kind of high stress sales situations have you experienced in which important calculations were necessary? 




	If you are considering making a job offer, here are additional things to consider:

(
Highly proficient in numerical calculation, Mr. Miller should have no difficulty in his sales duties; observe the potential for downward trends in motivation, if he requires a challenge in this area.


(
Mr. Miller calculates numerical information with accuracy and speed. However, it may be necessary to encourage greater patience with clients whose mathematical proficiency is less than his.


(
He may express frustration with those who are not as proficient in solving numerical data. Provide your attention to his feelings, but relate the necessity of being diligent and understanding of the client’s needs.


(
In calculating complex figures, he is quite proficient. However, Jeff may require guidance on the best manner of communication appropriate to convey clear meaning to those prospects with less mathematical proficiency than he possesses.




 
Job Pattern 6-8        Score 10 

On the Numerical Reasoning scale, Mr. Miller is above the Job Match Pattern for this sales position. This suggests that his ability to analyze data as part of the decision making process is greater than the position typically requires and that he may not be sufficiently challenged to maintain his interest and/or level of performance. 

Interview Questions
	(
When making budgetary decisions, can you rapidly see where resources can be reallocated or redistributed? 


(
Describe your methods for expressing complex numerical concepts to those with less training; how frustrating can this be for you? 


(
Have you ever drawn conclusions based on numbers, graphs, or figures that were quite obvious to you, but others had a hard time following? Describe an example. 


(
When discussing trends, production values, or finances do you seem to understand the conclusions more quickly than the other people involved? Describe a situation when this happened. 




	If you are considering making a job offer, here are additional things to consider:

(
Mr. Miller may be far more proficient in processing numerical information than is required for this sales position. He may experience frustration if not sufficiently challenged, but if little opportunity exists to practice this skill, then focusing on his motivational level may be appropriate.


(
To avoid miscommunications when Jeff is expressing complex numerical information to prospects, encourage him to utilize proper communication techniques that emphasize a common level of understanding between the client and himself.


(
Mr. Miller is very capable of assimilating numerical data to make sales decisions, but may be frustrated by a lack of challenge in this sales position. Address frustrations and provide ways to challenge his abilities.


(
When making budgetary decisions, Jeff can rapidly see where resources may be reallocated or redistributed, but may require additional or advanced assignments to make use of this ability and avoid a lack in motivation.




BEHAVIORAL TRAITS
 

Job Pattern 5-7        Score 3 

On the Energy Level scale, Mr. Miller is below the Job Match Pattern for this sales position. This suggests that he may not possess the energy to adapt to your sales environment. Discussions with him should explore the possibility that for him this sales environment may demand more intensity and drive than he would be satisfied maintaining. 

Interview Questions
	(
Give me an example of any specific time in which you found it necessary to give long hours to get the sale closed and how you coped with the effect on your ability to perform. 


(
Tell me about a time when you had to cope with strict deadlines or time demands when working with a prospect. 


(
We all have to make decisions on the job about the delicate balance between personal and work objectives. When do you feel you have had to make personal sacrifices in order to get the job done? 


(
What kind of experiences have you had involving multiple sales accounts; how do you prefer to cope with the stress of such a situation? 




	If you are considering making a job offer, here are additional things to consider:

(
Provide ways for him to reenergize during periods of hard work. By organizing his time, he may have time to take short breaks for gathering his motivational reserves and reflecting on short-term accomplishments, while maintaining a steady overall pace.


(
Discussions with him should explore the possibility that the energy level required for the position might require more initiative than Jeff is willing to exert.


(
Reward his efforts to do whatever it takes to achieve sales goals promptly by providing opportunities for planning during non-peak periods of work.


(
He may need help gathering the energy necessary to initiate new sales projects. Maintain open communication during high stress periods and provide coaching in proven methods for handling a heavy workload.


(
Set daily sales goals for fast-paced results. Provide encouragement along the way for reinforcing a stronger level of energy.




 
Job Pattern 5-7        Score 4 

On the Assertiveness scale, Mr. Miller scored below the Job Match Pattern for this sales position. He could find the requirements of a strong presence to be overly challenging. Determine his willingness to enhance his confidence and demonstrate a stronger image during negotiations. 

Interview Questions
	(
Tell me about a salesperson with whom you worked who was overly assertive. 


(
Tell me about a specific time in which you were able to be very persistent in order to make the sale. 


(
How do you typically handle a situation in which you have to be assertive to influence prospects or clients? 


(
What does being an assertive salesperson mean to you? 




	If you are considering making a job offer, here are additional things to consider:

(
Encourage his active participation in all sales projects. Listen patiently and provide feedback often to guide him toward being more assertive.


(
Encouraging Mr. Miller for his input in sales meetings may enhance his confidence, if applied consistently over time. Assertiveness training will be effective, if his improvement is recognized by management.


(
Provide feedback and reward his involvement whenever possible. By repeating interactive exercises with clients, he may become more experienced in utilizing interpersonal skills. Advise him often concerning his progress.


(
To foster assertiveness, it may be necessary to provide an example of your sales style. Make him feel a part of the team and encourage others to model the assertiveness you want him to acquire.




 
Job Pattern 6-8        Score 9 

On the Manageability scale Mr. Miller is above the Job Match Pattern for this sales position. This suggests that his preference for operating within a routine, procedural fashion is greater than the position typically requires and that he may have to adapt to your creative sales culture in order to succeed. 

Interview Questions
	(
What are your feelings about the role of management in a sales organization? 


(
How do you typically deal with a problem that cannot be addressed by policies or procedures in order to close the sale? 


(
When is it appropriate to confront a sales manager who has made a mistake related to your responsibilities? How would you go about doing that? 


(
In what ways have you successfully achieved a sales goal with creativity while respecting traditional policies? 




	If you are considering making a job offer, here are additional things to consider:

(
To encourage more ingenuity while maintaining manageability, try allowing him to work closely with a fellow salesperson who is more proficient in balancing a respect for the rules with open-mindedness.


(
To encourage a more creative approach, encourage him to exchange ideas with you or other team members with the validation of alternative thinking being the objective for attaining excellent sales goals.


(
You may have to foster a willingness to sell creatively in Mr. Miller. Provide positive feedback for his efforts to think beyond simple policies and procedures.


(
Discussions with him should determine the extent of his ability to adapt to a sales environment in which each individual must determine objectives without relying on specific procedural guidelines.


(
If Mr. Miller is overly rules-oriented, assign projects that rely on initiative and creative problem-solving. Successes in this area may increase his confidence in going beyond the letter of the rules.




 
Job Pattern 5-7        Score 9 

On the Attitude scale, Mr. Miller is above the Job Match Pattern for this sales position. This suggests that his tendency will be to express more of an optimistic attitude when compared to most individuals in this position. Discussions with him might introduce the opportunity for negotiations training. 

Interview Questions
	(
Tell me about a specific time in which your warnings to the sales team about idealistic thinking saved the deal. 


(
Tell me about a time in which you explained your suspicions to the sales team in order to encourage a prudent attitude. 


(
Describe a situation in which you expressed a cautious attitude concerning the results of a sales opportunity for other people to heed. 


(
Describe the relationship between attitude and sales productivity and how that has applied to a particular experience for you recently. 




	If you are considering making a job offer, here are additional things to consider:

(
Encourage the development of evaluative interpersonal skills so that he may approach dealings with more prudence and greater effectiveness.


(
Training in evaluative negotiating and sales management may provide him with the ability to forecast potential hazards appropriately.


(
To avoid the appearance of naiveté, he may require training in making more prudent estimations of the motivations of prospects and clients.


(
If his high level of optimism concerning the motivation of others creates more problems than solutions in your sales environment, an appropriate mentor may provide training or anecdotes concerning how to take prudent action during negotiations and dealing.




 
Job Pattern 5-7        Score 4 

On the Decisiveness scale Mr. Miller is below the designated Job Match Pattern. This suggests that he may respond more deliberately when making decisions than the position typically requires and that he could lack a sense of urgency. Discussions with him might explore the possibility that Mr. Miller may be frustrated with the need for fast-paced decision-making. 

Interview Questions
	(
Tell me about a specific selling experience you have had in which it was necessary for you to react quickly because of a change. 


(
Describe the way you recently handled an on the job emergency. 


(
When a decision is needed, how do you prefer to tackle the problem? 


(
What do you find most challenging about making a quick decision when selling or negotiating? 




	If you are considering making a job offer, here are additional things to consider:

(
Encourage him by saying that we have to take risks when decisions are required in a timely manner. Build this risk acceptance by providing low risk situations, then building the potential for risk as he adapts.


(
Discussions with Jeff might explore the possibility that he may be frustrated by the priority to make fast paced decision-making.


(
Build his enthusiasm to take action by example of your own capacity to make decisions with a sense of urgency.


(
Mr. Miller tends to make decisions patiently, so emphasize the importance of deadlines and making decisions without extended analysis.


(
Provide training in risk management as well as how to handle stress. This should improve the time necessary for Mr. Miller to make quick decisions.




 
Job Pattern 5-7        Score 8 

On the Accommodating scale Mr. Miller is above the Job Match Pattern for this sales position. This suggests that his willingness to productively challenge client objections is less than this sales position typically requires. He may need training to enhance his competitiveness and negotiation skills. 

Interview Questions
	(
When a prospect is mistaken about a sales issue, what is the best way to confront him or her without losing the sale? 


(
When, if ever, is conflict a positive factor in selling? 


(
What is more productive for the sales team: honest communication, group unity, or something else? Explain. 


(
Describe a time in which you were able to support and reassure a client who needed some personal attention. 




	If you are considering making a job offer, here are additional things to consider:

(
If his level of accommodation is not conducive for your sales culture, training that encourages him to stand up for his ideas and personal priorities may enhance his motivation to achieve individual sales successes.


(
Demonstrate the advantages of supporting one’s personal sales agenda. By achieving this, he may see that the willingness to challenge the ideas of others can be an important part of reaching sales goals productively.


(
If a less flexible sales style is often required to achieve success, instill a more spirited attitude in him that rewards unyielding results.


(
His strong level of accommodation may be helpful in some cases, but in other circumstances, this may not facilitate resolution. Instill the perspective that standing up for his objectives helps to create more dynamic results.


(
If required, confront his apparent hesitance for challenging the ideas of clients or competitors by rewarding his efforts to avoid compromises. Publicly recognize his improvements when he stands up for his sales objectives.




 
Job Pattern 5-7        Score 4 

On the Independence scale, Mr. Miller is below the Job Match Pattern for this sales position. This suggests that his tendency to seek guidance from the sales manager is greater than that of successful individuals in this position. He could find the independent nature of this sales role to be somewhat uncomfortable. 

Interview Questions
	(
Describe a time in which you were under pressure to make an immediate decision concerning a sale (perhaps without the aid of your sales manager). Did you take action IMMEDIATELY or were you inclined to seek the support of others first? 


(
Do you prefer your sales manager to provide directions or goals in either a specific or open-ended fashion? Why? 


(
Have you ever found yourself in a sales situation with little structure? How did you resolve your work and achieve the sale? 


(
What do you like best about clearly defined sales goals? 




	If you are considering making a job offer, here are additional things to consider:

(
Encourage more independence, if necessary, by providing small doses of supervision, being observant of his limits. Gradually allow him to make mistakes while you provide timely and constructive feedback.


(
Discuss his need for direct supervision when he appears frustrated, providing moderate supervision. Encourage a more self-reliant sales approach and the flexibility of self-paced work.


(
Discussions with him should explore the possibility that for him, this sales position may require more self-determination than he is willing to provide.


(
To encourage his independent development, you may want to provide opportunities for self-sufficient decision making, making yourself available for consultation. Reward independent thinking and allow him room to become a more self-reliant salesperson.


(
Support his dependence at first, but gradually distance yourself if a more independent style is required of him, allowing him to gradually become accustomed to autonomous performance. Always maintain your availability, but encourage personal action to reach sales goals independently.




 
Job Pattern 5-7        Score 8 

On the Judgment scale Mr. Miller is above the Job Match Pattern for this sales position. This suggests that his decision-making process involves less intuitive thinking than the position typically requires. Discussions with him should focus on his capacity for utilizing subjective thinking in a sales environment. 

Interview Questions
	(
Explain when a decision is best made with subjective information, like opinions from relevant sources, or intuitive hunches concerning a selling situation? 


(
Describe a sales situation you have experienced in which an intuitive decision had to be made, especially if objective data was not available. 


(
What kinds of subjective or objective information have provided you with the best information for decision-making in the selling environment? Be specific. 


(
Intuitive judgment may be needed to complement logic when choosing a practical sales solution. Describe a sale in which you used subjective thinking to solve a problem during a sale. 




	If you are considering making a job offer, here are additional things to consider:

(
To enhance his problem-solving style, encourage him to rely more on intuition in order to make both timely and informed decisions.


(
He may need to enhance his willingness to gather information related to a sales process and create solutions based on his impressions of the available data. Reward efforts to be more subjective and to follow his intuition more often.


(
Coach Mr. Miller on relying more on intuition when creating solutions to problems. Provide the opportunity to enhance his potential for making subjective, sales-related judgments.


(
Provide instruction that allows Jeff to make a generalized assessment of the information available, in a timely manner, so as not to miss the sale.




OCCUPATIONAL INTERESTS
  

 Activities that involve entrepreneurial pursuits are preferred most by those who match the Job Match Pattern for this sales position. However, the activities associated with the Enterprising theme are not among his primary interest areas and may not motivate him as much. 

Interview Questions
	(
Describe some motivational aspects of entrepreneurial activities and selling you have experienced before. 


(
What is most frustrating about leading or persuading others? 


(
How do you feel about using skills of persuasion to convince others to do what you need? 


(
How often do you take the role of a persuasive leader in a group? Why so often or so infrequently? 





Important
Should you determine Jeff is a good fit with your organization and you are going to place him in a sales role, be sure to generate a Sales Management Report on Jeff. This report will provide excellent coaching recommendations to facilitate his professional development and maximize his value to your organization.  This report is provided at no charge.
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The Job Matching process for Interests is concerned with the top three interests of a Job Match Pattern and how a candidate's top three interests match.  The three top interests for this Pattern are indicated and ranked from top to bottom. 
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Note: The highlighted scores indicate the three highest interests of this individual.





The darker shading represents the Job Match Pattern for the role of this pattern.  The larger box indicates this individual’s score.





Learning Index – An index of expected learning, reasoning and problem solving potential. 
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Verbal Skill – A measure of verbal skill through vocabulary. 
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Verbal Reasoning – Using words as a basis in reasoning and problem solving. 
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Numerical Ability – A measure of numeric calculation ability. 
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Numeric Reasoning – Using numbers as a basis in reasoning and problem solving. 








1





2





3





4





5





6





7





8





9





10








77% match with Thinking Style Pattern for the SALES ENGINEER [Preliminary] position.





Jeff Miller has a 72% overall match for the SALES ENGINEER [Preliminary] position.





Energy Level – Tendency to display endurance and capacity for a fast pace. 
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Assertiveness – Tendency to take charge of people and situations. Leads more than follows. 
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Sociability – Tendency to be outgoing, people-oriented and participate with others. 
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Manageability – Tendency to follow policies, accept external controls and supervision and work within the rules. 
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Attitude – Tendency to have a positive attitude regarding people and outcomes. 
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Decisiveness – Uses available information to make decisions quickly. 
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Accommodating – Tendency to be friendly, cooperative, agreeable. To be a team person. 
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Independence – Tendency to be self-reliant, self-directed, to take independent action and make own decisions. 
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Objective Judgment – The ability to think clearly and be objective in decision-making. 
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68% Behavioral Traits Pattern match for the SALES ENGINEER [Preliminary] position.


Jeff Miller has a 72% overall match for the SALES ENGINEER [Preliminary] position.





The Distortion Scale Score on this assessment is 9. The Distortion Scale deals with how candid and frank the respondent was while taking this assessment. The range for this scale is 1 to 10, with higher scores suggesting greater candor. 





Top three Interests for this sales position





Enterprising – Indicated interest in activities associated with persuading others and presenting plans. 
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Mechanical – Indicated interest in working with tools, equipment and machinery. 
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Technical – Indicated interest in scientific activities, technical data and research. 
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Interests not relevant to this sales position











Financial/Admin – Indicated interest in activities such as organizing information or business procedures. 
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People Service – Indicated interest in activities such as helping people and promoting the welfare of others. 
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Creative – Indicated interest in activities using imagination, creativity and original ideas. 
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When the top three interests are in common, the Job Match Percentage is greater than if there are fewer than three in common.





Jeff Miller has an 69% match with Interest Pattern for the SALES ENGINEER [Preliminary] position.





Jeff Miller has an overall match of 72% for the SALES ENGINEER [Preliminary] position.





Learning Index – An index of expected learning, reasoning and problem solving potential. 
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Verbal Skill – A measure of verbal skill through vocabulary. 
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Verbal Reasoning – Using words as a basis in reasoning and problem solving. 
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Numerical Ability – A measure of numeric calculation ability. 
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Numeric Reasoning – Using numbers as a basis in reasoning and problem solving. 
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Energy Level – Tendency to display endurance and capacity for a fast pace. 
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Assertiveness – Tendency to take charge of people and situations. Leads more than follows. 
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Sociability – Tendency to be outgoing, people-oriented and participate with others. 
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Manageability – Tendency to follow policies, accept external controls and supervision and work within the rules. 
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Attitude – Tendency to have a positive attitude regarding people and outcomes. 
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Decisiveness – Uses available information to make decisions quickly. 
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Accommodating – Tendency to be friendly, cooperative, agreeable. To be a team person. 
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Independence – Tendency to be self-reliant, self-directed, to take independent action and make own decisions. 
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Objective Judgment – The ability to think clearly and be objective in decision-making. 
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TOP THREE areas of interest for 


Jeff Miller.





TOP THREE areas of interest for the position of SALES ENGINEER [Preliminary].





Indicated interest in activities associated with persuading others and presenting plans.


Enterprising 





Mechanical 





Indicated interest in activities such as helping people and promoting the welfare of others.


People Service 





Indicated interest in working with tools, equipment and machinery.


Indicated interest in working with tools, equipment and machinery.


Mechanical 





Indicated interest in scientific activities, technical data and research. 


Indicated interest in scientific activities, technical data and research. 


Technical 





Technical 





Numerical Ability – A measure of numeric calculation ability. 
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Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Numeric Reasoning – Using numbers as a basis in reasoning and problem solving. 
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Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Energy Level – Tendency to display endurance and capacity for a fast pace. 
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Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Assertiveness – Tendency to take charge of people and situations. Leads more than follows. 
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Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Manageability – Tendency to follow policies, accept external controls and supervision and work within the rules. 
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Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Attitude – Tendency to have a positive attitude regarding people and outcomes. 
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Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Decisiveness – Uses available information to make decisions quickly. 
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Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Accommodating – Tendency to be friendly, cooperative, agreeable. To be a team person. 
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Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Independence – Tendency to be self-reliant, self-directed, to take independent action and make own decisions. 
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Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Objective Judgment – The ability to think clearly and be objective in decision-making. 
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Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Interviewer Note: 





Enterprising – Indicated interest in activities associated with persuading others and presenting plans. 
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Interviewer Note: 
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