Organisation: Date:

HR Profiling Solutions 18.02.2020

Sales Roles Summary / Sales Revealer

99%
70%
M Mitchell, P Watson, A Ocampo
R Phillips, J Goodall, S Boysen
50%
M Faraday, M Curie
M Born, J Barton, M Franklin
10%

Salespeople in this group find it EASY to
adjust to the main requirements of this
sales role, which includes:

Prospects being made aware of the
product/service and creating the need for the
product

Concluding the sales process quickly, usually
within one sales call

Not commiting to post-sale contacts with the
prospect

Ability to quickly recover from failures

Salespeople in this group have the
POTENTIAL to adjust to the main features
of this sales role although they may need
more experience and/or training in areas
such as:

Having standard and practiced ways of
handling and avoiding objections

Controlling the sales process to keep it as
short as possible

Making effective and inspiring presentations
that include opportunities to make buying
decisions

Making solid and compelling cases to avoid
price negotiations

Salespeople in this group find it DIFFICULT
to adjust to the requirements of this sales
role and, therefore, have challenges with:

Creating awareness of needs and not
accepting prospects' initial objections

Keeping an emotional distance from prospects

Moving prospects quickly to closing by
recognising their buying signals

Actively contacting new prospects to maintain
a healthy pipeline
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Organisation: Date:

HR Profiling Solutions 18.02.2020

Sales Roles Summary / Sales Creator

99%
M Mitchell
70%
P Watson, A Ocampo
S Boysen
R Phillips, J Goodall
50%
M Faraday, M Franklin, J Barton
M Curie, M Born
10%

Salespeople in this group find it EASY to
adjust to the main requirements of this
sales role, which includes:

Prospects being made aware of the
product/service and a need for the product
being created

Sales process concluding quickly, usually
within one or two sales calls

Contacts with clients remaining after the initial
sale

Salespeople recognising additional sales
opportunities after the first sale

Salespeople in this group have the
POTENTIAL to adjust to the main features
of this sales role although they may need
more experience and/or training in areas
such as:

Using their time effectively by having multiple
potential solutions to proceed toward closure

Creating a long term relationship with clients
and maintaining the service level they expect

Taking initiative to control the sales process

Delivering effective presentations that both
increase trust and make it easy to for the
prospect to make a quick buying decision

Salespeople in this group find it DIFFICULT
to adjust to the requirements of this sales
role and, therefore, have challenges with:

Handling objections in a way that increases
prospects' trust in a salesperson

Actively contacting new prospects

Being creative during the short sales process
to get a decision as quickly as possible

Not letting failures affect motivation and level of
trust in oneself
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Organisation: Date:

HR Profiling Solutions 18.02.2020

Sales Roles Summary / Sales Forerunner

99%
P Watson
M Mitchell
A Ocampo, S Boysen, J Goodall
70%
M Faraday, M Curie
R Phillips, M Born, J Barton
M Franklin
50%
10%

Salespeople in this group find it EASY to
adjust to the main requirements of this
sales role, which includes:

Keeping prospects active during a long sales
process

Managing complex issues during the sales
process

Maintaining control of the sales process

Identifying and solving different types of
prospects' needs

Salespeople in this group have POTENTIAL
to adjust to the main features of this sales
role although they may need more
experience and/or training in areas such
as:

Managing the sales process in the most time
efficient manner

Understanding and recognising when
prospects are ready to buy

Summarising all the information and details
into a powerful presentation

Identifying the business potential of a lead to
enable them to focus on the leads with the
greatest potential

Salespeople in this group find it DIFFICULT
to adjust to the requirements of this sales
role and, therefore, have challenges with:

Handling objections and managing multiple
details

Actively listening and asking clarifying
questions

Creating a need for the product/service and
initiating the sales process

Keeping an emotional distance from prospects
during the long sales process
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Organisation: Date:

HR Profiling Solutions 18.02.2020

Sales Roles Summary / Sales Innovator

99%

P Watson

S Boysen, M Mitchell, M Born, J Barton

A Ocampo, M Faraday, M Curie

70%
M Franklin

J Goodall

R Phillips

50%

10%

Salespeople in this group find it EASY to
adjust to the main requirements of this
sales role, which includes:

Identifying the business potential at an early
stage of the sales process

Managing a complex and long sales process

Creating lasting relationships with the
prospects

Collecting and analysing information to be
ready to prepare a solution and an offer

Salespeople in this group have POTENTIAL
to adjust to the main features of this sales
role although they may need more
experience and/or training in areas such
as:

Keeping the end goal in mind during a long
sales process

Controlling the sales process and, at the same
time, creating relationships with the prospects

Qualifying leads to avoid wasting time with
prospects that are not the right fit

Not making offers before knowing enough
about the prospects' needs

Salespeople in this group find it DIFFICULT
to adjust to the requirements of this sales
role and, therefore, have challenges with:

Controlling long sales processes to make sure
they lead to a decision and on-going business

Creating friendly relationships with prospects
by showing genuine interest in them and their
businesses

Understanding the true needs of the prospects

Committing oneself to the sales process and to
the prospect
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Organisation: Date:

HR Profiling Solutions 18.02.2020

Sales Roles Summary / Sales Dealer

99%
70%
P Watson, A Ocampo, M Mitchell
R Phillips, J Goodall
M Curie, S Boysen
M Faraday
50%
M Franklin, M Born, J Barton
10%

Salespeople in this group find it EASY to
adjust to the main requirements of this
sales role, which includes:

Moving the sales process quickly to closure
Keeping an emotional distance from prospects
Not giving discounts

Keeping everything as simple as possible

Salespeople in this group have the
POTENTIAL to adjust to the main features
of this sales role although they may need
more experience and/or training in areas
such as:

Moving prospects to a decision as soon as
possible

Avoiding unnecessary exceptions and
questions from prospects

Keeping prospects' focus away from anything
that could complicate the sales process

Not engaging oneself in any post-sale
commitments

Salespeople in this group find it DIFFICULT
to adjust to the requirements of this sales
role and, therefore, have challenges with:

Not letting prospects waste time

Not taking the prospects' personal
circumstances into consideration

Maintaining control over the sales process

Focusing on being effective throughout the
sales process
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Organisation:

HR Profiling Solutions

Date:
18.02.2020

99%

70%

50%

10%

M Franklin

M Curie, R Phillips

M Faraday

A Ocampo, M Mitchell, M Born, J Barton

P Watson

S Boysen, J Goodall

Sales Roles Summary / Sales Provider

Salespeople in this group find it EASY to
adjust to the main requirements of this
sales role, which includes:

Moving prospects promptly from initial contact
to closing

Creating a positive image to support on-going
client relationships

Following a systematic sales process to avoid
unnecessary distractions

After initial sales, being able to adjust to a role
that includes servicing the clients

Salespeople in this group have the
POTENTIAL to adjust to the main features
of this sales role although they may need
more experience and/or training in areas
such as:

Maintaining a process to guarantee an on-
going support for the clients

Managing time effectively by avoiding
spending time on non-essentials during the
initial stages of the sales process

Being continuously contactable by clients

Following an established process with post-
sale activities

Salespeople in this group find it DIFFICULT
to adjust to the requirements of this sales
role and, therefore, have challenges with:

Establishing long-lasting relationships with
clients

Showing true interest in clients' needs after
closing the sale

Keeping the sales process effective and as
short as possible

Not over-analysing clients' needs
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Organisation: Date:

HR Profiling Solutions 18.02.2020

Sales Roles Summary / Sales Counselor

99%
M Franklin, R Phillips, M Curie
M Born

70%
M Faraday, J Barton
A Ocampo, M Mitchell, S Boysen
P Watson
J Goodall

50%

10%

Salespeople in this group find it EASY to
adjust to the main requirements of this
sales role, which includes:

Understanding prospects' needs by asking
questions and listening to the answers

Following an established sales process to
avoid distractions and delays in the sales
process

Being able to adjust to client needs and tailor
the offer to match them

When needed, being able to challenge
prospects to understand their true needs

Salespeople in this group have the
POTENTIAL to adjust to the main features
of this sales role, although they may need
more experience and/or training in areas
such as:

Balancing between multiple decision-makers
and solving challenges this may cause

Not letting prospects' emotions affect the sales
process

Staying firm with the sales process and pricing

Making sure the sales process proceeds at the
appropriate pace (not too fast or too slow)

Salespeople in this group find it DIFFICULT
to adjust to the requirements of this sales
role and, therefore, have challenges with:

Understanding and valuing the complexity of
the decisions prospects need to make
Creating an adjusting and caring image
without becoming emotionally involved with the
prospects

Simplifying the sales process that may
otherwise become over-complicated and long

Being in control of the sales process
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Organisation: Date:

HR Profiling Solutions 18.02.2020

Sales Roles Summary / Sales Partner

99%
M Franklin, M Curie
R Phillips
70%
M Born
J Barton, M Faraday
P Watson
S Boysen, A Ocampo
50%
M Mitchell, J Goodall
10%

Salespeople in this group find it EASY to
adjust to the main requirements of this
sales role, which includes:

Managing multiple people involved and their
differing needs

Creating trusting relationships with prospects

Having and following a sales process to utilise
benefits of scale with multiple prospects

Being truly interested in solving prospects’
needs and supporting them long-term

Salespeople in this group have the
POTENTIAL to adjust to the main features
of this sales role although they may need
more experience and/or training in areas
such as:

Getting prospects to commit to the process
and following the process

Not appearing too pushy or eager to close the
sale

Recognising what information is important and
what is not

Understanding all the criteria that influence
prospects' decisions

Salespeople in this group find it DIFFICULT
to adjust to the requirements of this sales
role and, therefore, have challenges with:

Being patient with prospects who seem to be
hesitant to follow the sales process

Building trust with prospects so they commit to
long-term relationships

Digging deep enough to understand the
prospect's true needs

Delivering the level of service they indicated
they would during the sales process
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