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CANDIDATE REPORT

In the Report:
1. Introduction
A brief explanation of the Sales Profiler test and its objective.
2. Executive Summary
Overview of the candidate's performance, highlighting the overall strengths of each sales profile.
3. Top 2 Sales Profiler Scores
Sales Profiler 1: Score, interpretation, and how it applies to sales roles.
Sales Profiler 2: Score, interpretation, and how it applies to sales roles.
4. Top 10 Sales Sub-Trait Scores and Behavioral Indicators

List of top 10 sales sub-traits, their scores, and associated behavioural indicators that showcase the candidate's
sales potential.

5. Annexure
Characteristics of each Sales Profile for your reference:

6. Disclaimer

Note on the interpretation of the report, emphasizing it as one of several tools for comprehensive candidate
evaluation.

2024 Testlify. All rights reserved. www.testlify.com Page 1 of 7



Te St I iw Pawan Mishra

Sales Profiler Sep 15 2024

Introduction

The Sales Profiler test is a comprehensive assessment test designed to identify and evaluate the core
competencies and traits essential for success in sales roles across various industries. Developed through rigorous
research and analysis, this test incorporates insights from well-established theories and models in sales,
psychology, and behavioral science to ensure a holistic evaluation of candidates.

Objective

The primary objective of the Sales Profiler test is to provide a detailed understanding of an individual's sales
capabilities, including their strengths, areas for improvement, and growth potential. By doing so, it aids
organizations in making informed hiring decisions, identifying areas for internal development, and guiding
individuals in their career progression within the sales domain.

Research and Theories

In creating the Sales Profiler test, we have drawn upon a range of well-known theories that are widely recognized
in the market for their effectiveness in assessing sales proficiency. These include:

1. Cattell's 16 Personality Factors:

This theory provides a foundation for understanding the personality traits that influence sales behavior and
performance.

2. The Big Five Personality Traits:

By incorporating this model, the test assesses broader dimensions of personality that impact an individual's
approach to sales, including openness, conscientiousness, extraversion, agreeableness, and neuroticism.

3. Social Learning Theory:

This theory highlights the importance of observational learning, imitation, and modelling in acquiring and perfecting
sales skills.

4. Emotional Intelligence:

The test also evaluates aspects of emotional intelligence, recognizing its critical role in building relationships,
navigating social networks, and achieving sales success.

5. Reading and Using the Report:

The Sales Profiler report is structured to provide clear insights into the candidate's sales profile. It includes an
executive summary, detailed scores on key sales competencies, and personalized recommendations. Hiring
managers can use this report to match candidates with roles that align with their strengths, design targeted
development programs, and support career advancement. For individuals, the report offers valuable feedback on
their sales style, highlighting opportunities for professional growth and development.
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Executive Summary

Your Sales Profiler Scores:

Visionary Seller 70%
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Deal Closer 75% 20 Relationship Builder 77%
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Solution Architect 75% Strategic Planner 78%
Legend for Executive Summary
Score Range .
9 Level Short Interpretation
(%)
0-40 Basic Indicates a foundational level of sales skills, with a need for substantial development and
experience.
41-70 Professional | Represents a solid competency in sales, with reliable skills and some areas for further
enhancement.
71-100 Expert Demonstrates exceptional sales proficiency, strategic acumen, and outstanding relationship
management.
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Top 2 Sales Profiler

« Strategic Planner: 78%

Interpretation:

Strategy is your domain. You not only plan but execute with precision, adapting to market changes with agility. Your
strategic initiatives are benchmarks in efficiency, driving sales growth and team performance to new heights.

Professional recommendations:

Industry Thought Leadership:
Contribute to your industry as a thought leader by publishing articles, speaking at conferences, and participating in

panel discussions on strategic sales planning.

Mentorship Programs:
Develop a mentorship program within your organization to share your expertise in strategic planning with emerging

sales talent, fostering a culture of knowledge sharing and continuous improvement.

Innovative Strategy Development:
Continuously innovate your strategic planning process by incorporating new technologies, methodologies, and

customer insights to stay ahead of the competition and drive sales growth.

« Relationship Builder: 76%

Interpretation:

Relationships are your superpower. You don't just build connections; you create advocates. Your network is vast
and valuable, built on genuine trust and mutual respect, turning clients into lifelong partners.

Professional recommendations:

Strategic Relationship Planning:
Develop and execute strategic plans for key accounts to deepen and expand relationships, identifying new

opportunities for collaboration and growth.

Thought Leadership:
Establish yourself as a thought leader in your industry by contributing to publications, speaking at events, and

offering valuable insights, thereby attracting and nurturing strategic relationships.

3. Mentoring and Coaching:
Mentor junior sales professionals in the art of relationship building, sharing your expertise and strategies for

developing lasting client connections.
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Top 10 Sales Sub-trait Scores and Behavioral Indicators

Sub-Trait Score | Behavioral Indicators

Fact based 92% Relies on empirical evidence and data to inform decisions and actions.

Compassionate | 83% Builds deep client relationships by genuinely understanding and addressing their
concerns, leading to trust-based sales and long-term loyalty.

Inspirational 83% Drives team morale and performance by setting a positive example, recognizing
achievements, and encouraging continuous growth and development in sales skills.

Curious 83% Continuously seeks out new industry knowledge, competitive insights, and innovative
sales techniques to enhance personal effectiveness and drive sales success.

Determined 83% Shows firm resolve to pursue goals despite obstacles.

Unyielding 83% Exhibits unwavering persistence in navigating sales objections and challenges,
pushing forward to close deals even in the most daunting situations.

Prognostic 75% Utilizes market insights and data analytics to forecast industry trends, enabling
proactive strategy development and positioning for future success.

Influential 75% Utilizes exceptional communication skills to build consensus, drive team alignment,
and convince clients and stakeholders of the value of proposed solutions.

Pioneering 75% Champions innovative sales methodologies and products, creating new market
opportunities and setting industry trends that redefine customer expectations.

Results 75% Targets and achieves ambitious sales goals, leveraging key performance indicators

focused to guide strategy adjustments and maximize sales effectiveness.
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Annexure

Characteristics of each Sales Profile:

. Deal Closer:

The Deal Closer is pivotal in the sales process, embodying the ability to finalize transactions with confidence and finesse. This role
demands a blend of persistence, negotiation skills, and a knack for overcoming objections. Deal Closers are essential for driving
revenue, as they efficiently convert prospects into customers, ensuring that opportunities are not just identified but are successfully

capitalized upon.

. Solution Architect:

The Solution Architect excels in crafting tailored solutions that address complex customer needs. This role requires a deep
understanding of both product and customer, combined with creative problem-solving skills. Solution Architects bridge the gap
between what a customer wants and what a company can provide, making them key to developing long-term customer relationships

and delivering value-added services that enhance customer satisfaction and loyalty.

. Relationship Builder:

The Relationship Builder thrives on creating and nurturing strong, lasting client connections. This role is founded on excellent
communication skills, empathy, and the ability to understand and respond to client needs. Relationship Builders are crucial for building
trust and loyalty, which are the cornerstones of repeat business and referrals. Their ability to maintain positive client relationships

directly impacts a company's reputation and long-term success.

. Visionary Seller:

The Visionary Seller is forward-thinking, and always ahead of market trends and customer needs. This role involves a strategic
approach to sales, leveraging insights to predict future demand and guide customers toward emerging solutions. Visionary Sellers are
instrumental in positioning companies as industry leaders, driving innovation, and securing a competitive edge by anticipating and

fulfilling the market's evolving needs.

. Strategic Planner:

The Strategic Planner excels in organizing and optimizing sales efforts for maximum efficiency and effectiveness. This role involves
analyzing sales data, setting clear objectives, and developing comprehensive plans to achieve sales targets. Strategic Planners
ensure that resources are allocated wisely, efforts are focused on the most promising opportunities, and the sales team is aligned with

broader business goals. Their ability to plan and execute is vital for sustaining growth and achieving long-term business objectives.
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Disclaimer

This report is provided for informational purposes only and is intended as a tool to assist in understanding the assessed sales
competencies and potential areas for development. The interpretations and recommendations are based on the responses given
during the assessment and should be considered as part of a broader evaluation process. While every effort has been made to
ensure the accuracy and reliability of this assessment, it is not a definitive predictor of future performance or success. We encourage
both the candidate and the employing organization to use this report in conjunction with other evaluation methods and professional

judgment.

Furthermore

We hope this report serves as a valuable step in your journey towards sales excellence. Whether exploring new opportunities, seeking

to enhance your current role, or aiming to develop specific sales skills, we recommend:

Continuous Learning:

Engage in ongoing professional development through courses, workshops, and seminars relevant to your sales profile.

Seek Feedback:

Regularly solicit feedback from peers, managers, and mentors to gain insights into your sales approach and areas for improvement.
Professional Networking:

Expand your professional network by connecting with industry leaders, joining professional sales organizations, and participating in

sales forums to exchange ideas and best practices.
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