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Service and Sales Technician Assessment Report

Company: Resource Associates Samples Username: RESOBKYE0001
Date: June 29, 2026 Candidate: John SamplePerson

The following information is a feedback report based on the results of validated psychological assessment
dimensions. Depending on the sections included in the test battery, there may be multiple pages of explanatory
information. Please review thoroughly for the best overall interpretation of your candidate’s scores.

PERSONALITY TRAITS

The profile below summarizes key results in each area compared against general population norms
(indicated by the descriptors Low, Below Average, Average, Above Average, and High) and with norms for
high performers in the type of job for which the candidate is applying (designated by the shaded areas).
The candidate's score is indicated by the diamond symbol: 4

Below Above

Low Average Average Average High
CLOSING ABILITY ¢
CUSTOMER SERVICE <
DEPENDABILITY <
EMOTIONAL STABILITY <
EXTROVERSION X' 3
INTEGRITY X' 3
MONEY MOTIVATION X 3
RELATIONSHIP SALES <
SELF-DIRECTED LEARNING <
SELLING CONFIDENCE '
WORK DRIVE <
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APTITUDE SCORES: Reported as Percentile

PERCENTILE RANGE

0- 10- 20- 30- 40- 50- 60- 70-| 80- Top
10% 19 29 39 49 59 69 79 89 10%
General Reasoning X
Mechanical Reasoning X
Overall Cognitive Aptitude X
Aptitude Raw Scores
Total Correct Total Attempted Total Questions
General Reasoning 23 28 50
Mechanical Reasoning 31 40 68

General Reasoning Score Breakdown by Question Type

GENERAL KNOWLEDGE/LOGIC—Demonstrates knowledge of commonly known facts and problem-solving ability.
Candidate scored 5 correct out of 11 possible questions.

MATH—Demonstrates knowledge of basic arithmetic operations and an ability to solve short word problems.
Candidate scored 6 correct out of 13 possible questions.

REASONING—Demonstrates ability to solve numeric, verbal, and spatial reasoning problems.
Candidate scored 7 correct out of 13 possible questions.

VOCABULARY/CLERICAL—Demonstrates grammar and spelling knowledge and an ability to see differences in
strings of alphanumeric characters. Candidate scored 5 correct out of 13 possible questions.
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Score Interpretation Guidelines

The aptitude scores in the table above reflect percentile rankings -- not percent correct. For example, if a person
scores 80-89%ile on a test, it means that they scored at least as well or better than 80-89%ile of the norm group,
but not as high as about 10-20%ile of the norm group. So, higher scores are better than lower scores.

Lower Overall Cognitive Aptitude scores predict that the candidate will have difficulty solving new or complex
problems. They generally prefer duties that require specific responses rather than those requiring insightful
solutions. For example, if they are experienced in their occupation, they may be able to perform well practiced
tasks adequately but may have difficulty learning unfamiliar things . As such, they may need additional training time
and more support from supervisors.

Higher Overall Cognitive Aptitude scores predict that the candidate will learn quickly, pick up information on their
own without needing to be trained, handle a large information load easily, make decisions efficiently, and show a
great deal of insight into solving new and complex problems.
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PERSONALITY TRAIT INTERPRETATION

Strengths:

o His level of customer service orientation registers as above-average. He is seldom one to “sell and
forget.” He will usually put forth the extra effort to be knowledgeable and responsive to the customer’s
sales needs.

e John is usually conscientious and reliable in a sales job. He is typically responsible and trustworthy in the
way he interacts with customers while at the same time he honors his responsibilities to his employer.

e He is moderately well-adjusted and stable. John can handle most difficult customers and everyday forms
of job stressors in a demanding sales day without losing his composure.

e John tends to be cordial and pleasant in his business interactions. However, he will not let himself be
swayed by social factors when making decisions or attending to his own job duties.

e Because his integrity score is high, we predict that he is likely to be very honest and rule-following. He will
internalize and abide by company norms, values, and policies on his job. When making decisions on his
own, you can expect that he will do so in a responsible, acceptable manner.

e With an above average work drive, John works fairly energetically and persistently to fulfill job
responsibilities including making the sales goals. He is usually willing to extend himself and go the extra
mile, when necessary, to meet heavy job demands.
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Developmental Concerns:

e |acking in assertiveness and backbone, he may needlessly give in to customer demands and may back
off too quickly when he encounters nominal customer resistance.

e He may have difficulty handling high-pressure situations and acute stressors in a sales role. John may
lose his composure with overly demanding customers and hectic sales conditions.

e John could enhance his interpersonal skills with customers. He may have to show him how to be more
outgoing and enthusiastic when interacting with customers and coworkers.

e Building personalized relationships with customers is not John's preferred style. He is more comfortable
using a fairly standard sales approach with all customers no matter what their situation or background. If
you decide to hire John, he will need considerable training and mentoring on the value of getting to know
customers and gaining a lot of understanding about their styles, needs and concerns so that he can tailor
his approach and presentation.
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INTERVIEW QUESTIONS

Resource Associates highly recommends conducting a final interview prior to making an offer to hire,
using this candidate’s assessment results as a guide. To help with this process, we offer a set of
interview questions which can help explore potential “red flags” or areas of concern. Most of these
interview questions are situation-based items which ask the candidate to describe their behaviors,
attitudes, and opinions while on the job. If you choose to conduct this type of interview to further
investigate and clarify concerns, you should keep asking questions until you have gained confidence in
your assessment of the candidate. You can use some or all of these questions during your interview. You
will probably want to customize questions to best fit your style and what you already know about the
candidate, as well as the job for which s/he is being considered. Some additional probes which you might
want to use with individual questions are:

* When did this take place?

* What factors led up to it?

* What were the outcomes?

* What did others in the organization say about this?
* How often has this type of situation arisen?

* How would you handle it differently in the future?

ASSERTIVENESS

® Describe a time when you took charge of a difficult situation in your organization and turned it around
into a success.

® Describe a time when you spoke up on a matter of importance to you, even though you knew it would
not be well-received or when others in the company opposed you.

® Tell me about a time you took the initiative to get a project started or to complete it in a timely manner.
e \What would you do if you felt that your boss had been ignoring you or not paying attention to your ideas?

® Describe a time when you successfully confronted a problem situation that others had trouble dealing
with in the past.

® Tell me about a time when you effectively negotiated with upper-management to get them to accept your
recommendation over the recommendations of others.

EMOTIONAL STABILITY

® Tell me about a time when you had to keep on working despite having some problem or concern
weighing on your mind. [Probes: How long did it go on? How was it resolved? How often has this kind of
thing happened in the last six months?]

® Stress is a natural part of most work environments these days. Describe a situation where some
significant form of stress has impacted you on your job and how you dealt with it.

® Describe a situation where you learned to live with something stressful at work.

|
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EXTROVERSION

® Describe a situation when your ability to communicate made a difference in the outcome of a project,
assignment, or task at work.

® Tell me how much time you would ideally like to spend each day in meetings and discussion groups on
the type of job for which you are applying.

® All of us have different styles of interacting and communicating with other people . Describe a situation
where your style did not mesh well with that of another employee. [Probe: How did your styles differ?
What problems did this lead to? What adjustments did you make?]

® Give me an example of a presentation that you have made where the audience was not particularly
interested in the topic. What did you do? What were the results?

MONEY MOTIVATION

® Describe your earnings goals for the next five years.
® Tell me which what factors define success for you in a job.
® Describe how your feelings of self-worth are affected by how much money you make.

® Describe the kind of lifestyle you want to achieve.

RELATIONSHIP SALES

® Describe a time when you closed a deal, increased the amount of a sale, or gained a referral because
you developed a relationship with your customer. How often has that happened in the past 5 years?
How did you do it?

® Give me a detailed description of your techniques for establishing customer trust and loyalty.

® Among the various tasks involved in the sales process —sales tracking and goal attainment, learning
about new products and services, customer prospecting— where does customer relationship building
fall in terms of its importance to your success and the percentage of time you spend on relationship
building compared to the other tasks.

® Every salesperson has their own sales style. Describe your techniques for building rapport with both
prospective customers and existing customers. What sort of activities do you engage in? What are
some of the things you’ve found that work? What hasn’t been effective?

® Talk about the ways you modify your approach and your sales presentations to fit the needs, knowledge
and interest levels of the people you are interacting with.

® Tell me a story about how you won over a difficult customer by establishing a common bond and
forming a successful business relationship. How did you do it? How long did it take? What did you learn
from the experience?
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SELF DIRECTED LEARNING

® Describe a time when you needed to learn something new for your job, but the company did not offer a
relevant training program or support for taking courses or workshops. What was it? What steps did you
take? What was the outcome? How often has this happened in the last five years?

® How do you go about researching something for which you need information to solve a work-related
problem? Do you ask help from other people? What resources (e.g., the Internet, coworkers) do you
use? How do you use them? How often does this tend to come up on your job?

® Tell me about a time when you took the initiative to learn new job-related knowledge, skills, or abilities
(KSA's). What KSA's were they? What did you do? What was the outcome? How did you continue to
improve your mastery of these KSA's?

® Describe your future plans for continued education and professional development in the next 10 years.
What are they? How will these help you in your career? What would/did you do if your employer does
not help pay for these or give you time off to pursue them?

SELLING CONFIDENCE

® Describe your typical frame of mind or mindset when cold-calling.
® Tell me how you deal with the loss of a big sale you were expecting to get.

® How does customer resistance affect your confidence about making a sale?
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