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Overview

The Precise Fit Entry Level Sales Roles Solution is for entry-level positions in which
employees proactively sell products or services to customers and have their
compensation and/or performance based on sales revenue. Sample tasks for these jobs
include, but are not limited to: promoting products to customers, persuading customers
to buy products, and completing a transaction with a customer.

Potential job titles that use this solution are: Sales Representative, Retail Sales Associate,
Sales Consultant, Sales Clerk, Sales Floor Team Member, and Retail Salesperson.

JOD LEVEI e Entry-level

JOD Family/Title ..o Retail & Contact Center
Details

Average Testing TIME .....oovevererrieniniereeeesee e 20 minutes

Formats Available ... PC, Mobile

QUESEION FOrMaAL .oviiicieiiieceee e Multiple Choice, Most / Least

Knowledge, Skills, Abilities and Competencies Measured
Controls Emotions: This measures the extent to which the candidate keeps negative
emotions under control.

Copes with Uncertainty: This measures the extent to which the candidate is productive
when roles and situations are not clearly defined.

Creates a Positive Impression: This measures the extent to which the candidate
manages their behavior to create a positive impression.

Generates New Ideas: This measures the extent to which the candidate creates
innovative approaches.

Listens Effectively: This measures the extent to which the candidate listens patiently
and attentively.

Maintains Good Working Relationships: This measures the extent to which the
candidate puts effort into developing good relationships with others.

Persuades Others: This measures the extent to which the candidate considers, adapts
and applies different strategies in order to convince others to change their opinion or
behavior.
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Sales Focus: This is a measure of the tendency to suggest or show alternative solutions
based on customer needs. This trait is characterized by: directing conversation toward
a commitment/order/sale; showing confidence even after a hard refusal/rejection; and
striving to close a transaction every time.

Strives to Achieve: This measures the extent to which the candidate sets demanding
goals and makes a determined effort to meet or exceed them.

Thrives Under Pressure: This measures the extent to which the candidate keeps things
in perspective and stays calm and focused when under pressure.

Understands Others: This measures the extent to which the candidate observes and
analyzes behavior to understand others’ reactions and perspectives.

Sample Items - Mobile
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Sample Items - PC
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Sample Items - Sample Report

L ancidete wlormation

Canduiwte ©  Test Candidate
Tempisss Selecred: Procise Fit Endry Level Sales Floles
Jab rele’ Retnl Sales Assocats

Dise lwimai

Email . Testitestcandidaie.com
Fraje:t Neme Sales Assccate
Canmdate Location(sy,  Washington, DC
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appeopratey quiiled professons’

PF Entry Level Sales Sift Out

Instructions

This report = conBidenlial and iE contanls are Inlendad o assisl in he pradiclion of an applcant's work behawior. If you would ke maore
wDImation about IS Interprethve feport of other products that SHL Offers, phease CONLACT yOur RCCount representalive.

Overall Scare

Detalls

Sales Focus

30 70 100
Percentiie
B85

Understands others

30 70 100
Percentila
49

Listens effectvely

30 70 100
Percentie
&7

Maintzins good working
relattonships

70 100
Parcantie
a4
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Parcentile
& Recommended

30 Ja w00

This i5 & measure of the stirbutes relaled 1o SUCTESS in 5ales jobs. SEes Focws s characterired by
persisience for overcoming obstacies In ander 1o close a saie, desie 10 pursue aggressive goals and achieve
resurte, and nigh levess of energy and stamina even afler 3 nand refisaltejechon.

Tne candidate is more likely than other candidates to pul in extra effort to persist in
overcoming challenges and demonstrate urgency for getting things done, especially when
trying to close @ sale. The candidate tends to show a desire to achieve resuils and exceed
expeciations, and works hard to accomplish challanging goals. He/She Is Dkely to work
guickly, enjay a busy schedule, and bounce back quickiy after a hard refusal or rejection.

This moasures ine axlent 10 which (he candidale observes and anayTes DENSVION 10 undersiand oihers'
rearhons ang perspeclives

This candidate |s likely to try and understand the behavier of others and show some
awareness of olhers' polnis of view.

This mezswres the exient to which the candldate listens patienty and slienthely

This candidate tends to listen te others with minimal Interruption. They try to understand
oiners' polnts of view before forming an opinion.

This measures the extent to whics the candidate puts emort o developing good resstionships with others.

Thic candidate is Mkely ta put affort Inkts develaping good work relatisnchipe and act In
ways that will strengthen work reistionsnips.
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Croates a positive
Impression

30 70 100
Parcentile
62

Persuades others

30 70 100
Parcantile
63

Gonerates now ideas

30 70 100
Percentile
5B

Copos with uncertainty

30 70 100
Percentile
36

Thrivies under pressure

30 70 100
Porcantilae
50

Controls emotions

i |

30 70 W00
Percentile
56

Strives to achieve

30 70 wo
Percentile
a0

This meEsures the @xlent o which ine condidale manages own DERIVIOT [0 creale 3 posiive Impression

This candidate s likely to be concerned about their appearance and pul forth the effori to
make a good impression, but prefer to act more ‘real” In less formal situations.

This méasures the axtent (o which (e candidate comnsigers, adapls and applles different stralogies in oades Lo
COMVINGCE OtRErs 10 Change el opinion of Dehavion

This candidate Is likely (o consider and apply some strategles for persuading other people
to alter theilr ﬂ'FlII'lIDIl or behavior, However thelr use and success of these s.l.-rztegles may
be limited.

This measures the exlent to which the candidate creates Innovative approaches.

Tnis candidate Is likely to suggest some novel and imaginative |deas when presented the
opportunity to do sa.

This measures ihe extent to which the candidate is productive wien roles and situations are not clearty
denined

This candidate Is likely to remain productive when faced with ambiguity in their role.

This measures (e extent (o which e candidate keeps things in perspectve and stays caim and focused
WER UNDEr Dressune

This candidate may have some loss In productivity when work pressures incresse, and find
It challenging to remain calm when under pressure.

Thils measures the extent (o which the candidate keeps pegative emotions under controd.

As with most candidates, ihis candidate will kely be chalienged by difficuit situations and
may &t times have to work hard to hide thelr negative reactions.

This MEESUTEs e exient 0 which the candigate sefs cemanding goals 3nd makes 3 determined efon 1o
meet of Excesd mem.

This candidatemay prefer to set easlly achievable goals over ones that may be more
demanding. They may also exhibit iittle effort 1o meet thelr goats.
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