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Fit for Strategic Selling

Report

> Sales Report
INTRODUCTION

The Fit for Strategic Selling report helps you understand the candidate’s potential fit to a strategic selling role.

This report is based on four different types of assessments:

· Behavioural Style: the SHL Occupational Personality Questionnaire (OPQ32) provides an assessment of the candidate’s preferred behavioural style in the workplace. SHL researched thousands of sales people in a variety of industries to isolate factors that are important to sales. This report focuses specifically on factors relevant to Strategic Selling.

· Critical Reasoning Ability: The SHL Verify Numerical Reasoning Test provides an indication of the candidate’s ability to understand and interpret numerical data. The SHL Verify Inductive Reasoning Test provides an indication of the candidate’s ability to work flexibly with unfamiliar information and find solutions. Both of these abilities have been identified as key for success in a Strategic Selling role.
· Sales Skills: ICDL's Sales Skills Questionnaire provides a snapshot of an individual’s core skills compared to a competency map of what good looks like in an equivalent role specifically within a strategic selling environment.  The competency map can be specifically tailored to your own environment or one of ICDL’s ‘stock’ maps can be deployed.
· Motivation: the SHL Motivation Questionnaire (MQ) focuses on motivators that can influence sales effectiveness in a Strategic Selling environment. Motivation is the force that drives an individual to perform. Motivation can have a significant impact on output and success.
Taken together these assessments provide a comprehensive picture of the candidate’s potential fit to a Strategic Selling role. This information is also suitable for identifying a candidate’s strengths and development areas.

The information in this report can be applied without specific training or knowledge.

When used for selection this report requires appropriate knowledge of effective selection techniques and of the details of the job. The report assumes that the user has sufficient knowledge of the job and job requirements to make appropriate decisions with the information in this report. Further evidence from interviews and other relevant assessments should be sought during the selection process to determine the applicant’s suitability. 
When used for development purposes this report requires a good understanding of development techniques and interventions.

USING THIS REPORT

The Overall Fit to a Strategic Selling Role section provides a high level overview of the candidate’s potential fit in three key areas: Behavioural Style, Critical Reasoning Ability and Sales Skills. 

Further information is then provided on each of these areas. This gives a more detailed view of the candidate’s potential strengths and weaknesses in areas relevant to Strategic Selling.
The final section, Motivation, provides an overview of the candidate’s key motivators and can be used to understand how best to motivate the individual.

Overall Fit To StRategic Selling Role

This section provides an overall summary of the candidate’s potential fit to a strategic selling environment, based on Behavioural Style, Critical Reasoning Ability and Sales Skills. 
	Behavioural Style
	Low Fit
	Medium Fit
	High Fit

	
	
	
	

	Fit between the candidate’s preferred behavioural style and a style most suited to a Strategic Selling environment.

	
	
	
	

	Critical Reasoning Ability
	Low Fit
	Medium Fit
	High Fit

	
	
	
	

	Fit between the candidate’s critical reasoning ability and the critical reasoning ability required in a Strategic Selling environment.

	
	
	
	

	Sales Skills
	Low Fit
	Medium Fit
	High Fit

	
	
	
	

	Fit between the candidate’s current sales skills level and the sales skills required in a Strategic Selling environment.

	
	
	
	


Low Fit indicates that the candidate has below average potential for a Strategic Selling role and may not be a good fit.
Medium Fit indicates that the candidate has average potential for a Strategic Selling role and may be a good fit. 
High Fit indicates that the candidate the candidate has above average potential for a Strategic Selling and may be a very good fit.
Motivation is not included in this section as it is intended to provide an overview what is likely to drive the candidate’s sales performance and can be used to understand how best to motivate the individual.

behavioural style 

This section identifies Sales Competencies which are important to effectiveness in a strategic selling environment.

The bar chart indicates the candidate’s likely level of strength in each area, based on their preferred behavioural style. 
The definition for each Sales Competency is shown immediately below the bar graph. High scores indicate greater potential for effectiveness in a Strategic Selling environment.
These ratings can identify areas of strength that can be harnessed to improve sales effectiveness. They can also identify key areas where targeted development and/or training may improve sales performance. 

	Sales Confidence
	Low
	
	
	
	High

	
	
	
	
	
	

	Projecting an air of confidence when dealing with others and portraying outstanding personal capabilities and talents.

	Sales Drive
	Low
	
	
	
	High

	
	
	
	
	
	

	Having drive and enthusiasm, seeming hungry for success, and propelling oneself to meet tough targets.

	Adaptability
	Low
	
	
	
	High

	
	
	
	
	
	

	Identifying and adopting the most appropriate style to maximise success in sales situations, being able to relate to clients or prospects.

	Embracing Change
	Low
	
	
	
	High

	
	
	
	
	
	

	Having the ability to quickly adapt to dramatic and continued changes in the workplace /environment or changes in the way things are done.

	Developing a Game Plan
	Low
	
	
	
	High

	
	
	
	
	
	

	Analysing the market in depth, putting effort into positioning products and effective sales activities.

	Making Contact
	Low
	
	
	
	High

	
	
	
	
	
	

	Contacting prospects, ‘breaking the ice’ and making people feel comfortable, taking the initiative to establish new relationships. 

	Satisfying the Customer
	Low
	
	
	
	High

	
	
	
	
	
	

	Delivering post sales care persistently, relating to the customer and taking all steps necessary to satisfy the customer.

	Managing and Growing
	Low
	
	
	
	High

	
	
	

	
	
	

	Maintaining the customer relationship after the sale is completed, continuously looking to identify new needs and business opportunities.


Critical Reasoning Ability

This section identifies the candidate’s critical reasoning ability. Cognitive ability (numerical, inductive and other forms  of critical reasoning) has been shown to be the most effective, single predictor of future performance in many different jobs.
Numerical Reasoning and Inductive Reasoning ability have been identified as most relevant to a Strategic Selling environment.

For Numerical and Inductive Reasoning ability results which are Well Below or Below Average can be considered a performance risk. Results which are Above or Well Above Average can be considered a clear strength. Results which are Average are likely to be a moderate strength, especially if combined with strengths in Behavioural Style and Sales Skills.

	

	Numerical Reasoning
	Well Below Average
	Below Average
	Average
	Above Average
	Well Above Average

	
	
	
	
	
	

	This provides an indication of the candidate’s ability to understand and interpret numerical data.


	Inductive Reasoning
	Well Below Average
	Below Average
	Average
	Above Average
	Well Above Average

	
	
	
	
	
	

	This provides an indication of the candidate’s ability to work flexibly with unfamiliar information and find solutions.



Sales Skills 

This section identifies overall Sales Skills groupings which are important to effectiveness in a strategic selling environment.

The bar chart indicates the candidate’s likely level of overall strength in each area, based on detailed analysis of their stated capabilities. 

The definition for each Sales Skill group is shown immediately below the bar graph. 
Low scores indicate that the candidate’s stated capabilities are below average for a Strategic Selling Role.

Medium scores indicate that the candidate’s stated capabilities are as expected for a Strategic Selling role.

High scores indicate that the candidate’s stated capabilities are above average for a Strategic Selling role.

These ratings can identify overall areas of areas of strength that can be harnessed to improve sales effectiveness. They can also identify key skill groups where targeted development and/or training may improve sales performance. 

	Delivering & Innovating

	Low
	
	
	
	High

	
	
	
	
	
	

	These skills are about ‘taking action’ to deliver something to a customer or partner (external or internal) using new approaches where necessary

	Communication & working 
with people
	
	
	
	
	

	
	
	
	
	
	

	These skills are about actively communicating with other and working with people in business teams

	Understanding & managing in Business
	
	
	
	
	

	
	
	
	
	
	

	These skills are about adding value to the business by understanding the business context of everything you do.

	Relationship Management

	
	
	
	
	

	
	
	
	
	
	

	These skills are about managing relationships, especially with customers, but also with suppliers, partners, stakeholders for the purpose of realizing benefits from the relationship.

	Proposition Development

	
	
	
	
	

	
	
	
	
	
	

	This section covers the skills required to design and develop propositions for the customer, both at a generic business level and for individual customers (ready for implementation).

	Organisation & People change
	
	
	
	
	

	
	
	
	
	
	

	This covers the skills required for helping organisations and people change as their businesses require.

	Process, commercial & strategy change
	
	
	
	
	

	
	
	
	
	
	

	This covers the skills required for improving business performance through process improvement, financial management, business strategy formulation and translation and business planning

	Customer support & operations
	
	
	
	
	

	
	
	
	
	
	

	This covers the skills required for supporting business processes, projects, systems, professionals and teams.


Motivation

The conditions present at work that drive an individual’s motivation are called motivators. Motivators describe what influences an individual’s drive and determination to succeed. The bar charts below indicate how effective each motivator can be in driving the candidate’s behaviour. The definition for each motivator is also presented. 

This report identifies specific motivators and the extent to which they are likely to drive Ms. Candidate. They do not represent a measure of overall motivation. 

Identifying motivators that are effective for an individual provides an opportunity to understand what is likely to drive their sales performance and therefore, how best to motivate them.
	Money

Monetary and material rewards
	Not  Motivating
	
	
	
	Very Motivating

	
	
	
	
	
	

	
	
	
	
	
	

	

	Competition

Opportunities to win against colleagues and competitors
	Not  Motivating
	
	
	
	Very Motivating

	
	
	
	
	
	

	
	
	
	
	
	

	

	Achievement

Having clear goals and situations where personal performance is key
	Not  Motivating
	
	
	
	Very Motivating

	
	
	
	
	
	

	
	
	
	
	
	

	

	Pace

An environment with thriving activity and busy schedules
	Not  Motivating
	
	
	
	Very Motivating

	
	
	
	
	
	

	
	
	
	
	
	

	

	Social Contact

Having to deal with other people throughout the work day
	Not  Motivating
	
	
	
	Very Motivating

	
	
	
	
	
	

	
	
	
	
	
	

	

	Recognition

An environment where one receives plenty of praise and recognition of good work
	Not  Motivating
	
	
	
	Very Motivating

	
	
	
	
	
	

	
	
	
	
	
	

	

	Growth
Having the opportunity for development and learning of new skills
	Not  Motivating
	
	
	
	Very Motivating

	
	
	
	
	
	

	
	
	
	
	
	

	

	Autonomy
Being without tight supervision, having freedom to structure own work 
	Not  Motivating
	
	
	
	Very Motivating

	
	
	
	
	
	

	
	
	
	
	
	

	


ASSESSMENT METHODOLOGY
This Profile is based upon the following sources of information for Ms. Sample Candidate:

	Questionnaire / Ability Test
	Comparison Group
	Used

	UKE_OPQ32i
	OPQ32i Managerial and Professional 2005
	Yes

	UKE_MQ
	XXXX
	

	Verify Numerical
	
	

	Verify Inductive
	
	

	ICDL Sales Skills
	Samples of equivalent level employees, in equivalent roles already operating in a strategic selling environment
	


ABOUT THIS REPORT 

This report was generated using information from the SHL Expert Assessment System and the ICDL Sales Skills Questionnaire. It includes information from the Occupational Personality Questionnaire (OPQ32). 

The report herein is generated from the results of a series of questionnaires answered by the respondent and substantially reflects the answers made by them. Due consideration must be given to the subjective nature of questionnaire-based ratings in the interpretation of this data. This report has been generated manually based on electronically generated results – the user of the software can make amendments and additions to the text of the report.

SHL Group Limited, ICDL and their associated companies cannot guarantee that the contents of this report are the unchanged output of the computer system. We can accept no liability for the consequences of the use of this report and this includes liability of every kind (including negligence) for its contents.

Strategic Selling Report: 2.0 
© SHL Group Limited 2008 
© ICDL 2008
www.shl.com
www.thebusinessaccelerators.com

SHL, MQ and OPQ32 are trademarks of SHL Group Limited.

This report has been produced by SHL for the benefit of its client and contains both SHL and ICDL intellectual property. As such, SHL and ICDL permit their client to reproduce, distribute, amend and store this report for their internal and non-commercial use only. All other rights of SHL and ICDL are reserved.
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