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Chris Sample
Job Target: Sales

Target Number: 200016

Profile Number: 909238WB

Report Date: March 03, 2014

Dept./Div.:

Compatibility Rating: Low

This participant scored Low against your
target profile. A Low rating occurs when
behavioral and/or performance
measurements do not fall within your target
range. A low also occurs when the primary
behavioral column drops below the target
range even if all other measurements are in
range. Significant management concerns
may exist; for more information see the
“Comparison to Target” section.

Rating Summary:

Primary Behavioral Col. 1
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COMPARISON TO TARGET

Participant is more cautious, more risk-avoidant, and less inclined to behave proactively than
your target. 

Strengths: Team-oriented and helpful. Supports co-workers and customers. Is mindful of being
courteous and providing good service to all customers. Assists where asked.

Potential Challenges: May lack hunger to acquire new business. Discomfort with exerting
buying pressure to close a sale. Could find it difficult to compete against other top performers,
make assertive suggestions to customers, take charge of sales situations, and directly ask a
customer for the purchase. Might be satisfied with average sales results. If column 2 is taller
than column 1, this person would prefer to let the customer approach first. 

How to Manage: Focus coaching on projecting self-confidence, asking for the business, and
answering objections. Be a mentor and show this person how to be more proactive in the
position. Provide positive reinforcement when the salesperson shows initiative. Start the
individual on warm leads and perhaps provide a sales script to help build confidence. 

Participant is more people-oriented and less analytical than your target. 

Strengths: Outgoing, friendly approach. Likes to talk to people, can be a persuasive
communicator. Shows enthusiasm.

Potential Challenges: Trouble relating to prospects who want straightforward answers to
specific questions about products and services. As column 3 increases, listening skills may
become weaker. Participant might rely almost exclusively on charisma and
relationship-building in a sales situation, potentially neglecting to identify and address specific
needs of customers, especially the more practical ones. If column 3 is significantly higher than
column 1, participant might be overly concerned with maintaining positive relationships with
prospects, resulting in reluctance to take a firm negotiating stance. A significantly taller column
3 than column 1 also results in a low compatibility rating. 

How to Manage: Focus coaching on consultative skills development. Provide a script with
specific questions that would allow participant to learn/evaluate what the customer is really
looking for, and to encourage more listening and less talking. Motivate participant with
symbolic awards, impressive job titles, and perks that convey prestige, like an elegant office.
Single participant out for praise and compliments at meetings.
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COMPARISON TO TARGET

Your participant's column 5 is taller than or very similar in height to column 6. 

A tall column 5 highlights a fast pace for making sales quickly and moving on to the next lead.
Salespeople with a high column 5 can multi-task, handle many prospects simultaneously,
adapt quickly to new situations, improvise and work well under the pressure of a deadline.
This person likes a quick sales cycle and the dynamic atmosphere of a typical sales
department. You should see good responsiveness in a time-sensitive environment and an
ability to stay flexible when changes arise.

A salesperson with more balanced columns 5 and 6 is still aware of deadlines and of the need
to be time sensitive, but this person also has good persistence. This salesperson should
patiently follow up with prospects who are intent on analyzing every contingency on a proposal
or evaluating every premium option before deciding to buy. There is good tolerance for sales
cycles on the longer end of the spectrum.

Your participant's column 7 is either taller than, equal to, or nearly equal to column 8. 

A high column 7 represents comfort with making independent decisions, desire to
self-manage, a results orientation, and the confidence to cope with rejection. Salespeople with
a tall column 7 can take an unconventional or innovative approach in a sales situation in order
to close the deal. There is a comfort with the idea that the client may say No - they pursue
every lead as if they know they will get a Yes eventually. You should see a resourceful
approach and good resilience for recovering from disappointments.

Some column 8 is acceptable, as this indicates a willingness to follow the rules and suggests
the salesperson has some attention to detail. However, at least a balance of column 7 is
necessary so the individual is not overly reliant on rules or unproductively perfectionistic.
When columns 7 and 8 are similar, the salesperson can still work independently, focus on
results, and manage rejection.
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COLUMN 3 GREATER THAN COLUMN 1

Column 3 is significantly higher than column 1 in this individual's Profile. This means that his/her need to maintain
friendly relations with other people is greater than his/her competitiveness, ability to behave assertively in difficult
situations, and determination to do what it takes to reach ambitious business goals.

In a sales role, this suggests the individual may be uncomfortable asking a reluctant prospect for the sale or exerting
buying pressure in order to get the close. In a management position, the candidate might have difficulty making
unpopular but necessary decisions, evaluating worker performance objectively, and confronting under-productive
personnel when less direct tactics do not get results.

In some cases, an individual may fall within all ranges, but still have a taller column 3 than column 1. This reduces the
compatibility rating.

You may choose to proceed with this individual if you can independently verify previous hard negotiation or sales
success.
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PARTICIPANT'S KEY TRAITS

This summary is based on the highest of the 8 columns. This page is ideal for use with employee
coaching.
Shows a balance of assertiveness and caution. Comfortable showing initiative in relatively safe or familiar situations, and
capable of dealing with moderate conflict on his/her own. Not highly aggressive or confrontational, but able to ask for
what he/she needs. The type who can make suggestions, but does not want to seem pushy. Generally puts equal priority
on team and individual goals. Tends to set realistic objectives and looks for reasonable advancement in career or
responsibility.

A very outgoing and upbeat individual. Has a strong need to interact with other people; may have to make an extra effort
to focus on tasks requiring a solitary effort. Very enthusiastic communication style; tends to use emotion, rather than
detailed or technical information, when trying to persuade. Probably a good networker, promoter, and motivator, as well
as a better speaker than listener. Has a strong need to project and maintain a favorable image. Not naturally
technically-minded or analytical; relies primarily upon instincts when evaluating situations/devising strategies.
Appreciates public praise.

A relatively fast-paced individual who prefers variety and change to routine and repetition. Can handle some
time-consuming tasks, but may need to break each down into a series of short-term goals in order to gain a sense of
accomplishment. Strives to get things done quickly; should be comfortable with pressing deadlines, new priorities, and
change. More likely to stay motivated when handling multiple responsibilities than when having to focus on and finish
one thing at a time. Routine and repetition will eventually frustrate this person.

Very independent decision-maker who likes doing things his/her way. Not necessarily a rules-bender, but does not want
to feel controlled. Has a strong preference for general guidelines as opposed to strict, explicit rules. May be good at
envisioning new ways for reaching goals. Need for regular management guidance is likely to be low unless he/she has a
significant lack of knowledge about a particular situation. Deals relatively well with criticism. Much more concerned about
results than processes; not naturally attentive to details or organized. May have to make an extra effort to maintain
quality and motivation when handling tasks such as paper/processing work. Prefers an informal/unstructured work
environment.



Omnia® Target Profile | Copyright© 2010 JBCaswell & HFLivingstone | The Omnia Group, Inc. Tampa, FL | 800.525.7117 | www.OmniaGroup.com 7

Client Name:

Participant Name:

Profile Number:

Client Number:

Job Target:

Target Number:

Omnia - Illustrative Sample

Chris Sample

909238WB

11-00-SAMPLES

Sales

200016

REPORT DATE: March 03, 2014

DEVELOPMENT INSIGHT

The following sections provide an overview of the behavioral characteristics and preferences when a
participant falls within the Target Ranges.

COMMUNICATION STYLE

Tall column 3: dynamic, upbeat, and enthusiastic. The salesperson readily approaches prospects, networks, and
maintains warm business relationships in order to strengthen sales performance. Interpersonal aptitude is strong and the
presentation style is engaging. This salesperson takes a friendly tone and builds rapport quickly based on personal
exchanges. Similar columns 3 and 4 (or slightly taller column 4): Charm is tempered with factual, practical qualities. This
salesperson is moderately more no-frills and takes a relatively consultative tone, but analytical and interpersonal
qualities are similarly well developed. The salesperson can gear a conversation toward business or personal topics with
equal agility. All salespeople who fit your target should be personable, approachable, and able to confidently contact
prospective clients and deliver a persuasive sales pitch.

STRENGTHS

Confidence, initiative, and the drive to find a way to gain each prospect's business. Your target salesperson is
comfortable selling in a competitive market, eager to maximize commission earnings, and willing to be held accountable
for individual sales results. 
Ability to build strong relationships with prospective clients, especially if the salesperson has a high column 3. A
salesperson with balanced columns 3 and 4 will probably show a strong ability to evaluate client needs and key issues. 
Your target salesperson is apt to improvise, persuade (via emotion or facts) and directly ask for the sale. This individual
does not let a prospect's initial refusal diminish the desire to pursue that potential client's business. Additional strengths
include a sense of urgency for converting leads to sales, a determination to seek out new business opportunities, and an
ability to handle deadlines, interruptions, and multiple leads at one time.

CHALLENGES

With a column 1 at the top of the Target range, the individual could be overly assertive in pursuing a close. However, if
column 3 is higher than column 1, you may see an inclination to retreat under pressure and a tendency to place more
emphasis on getting customers' friendships than on obtaining their business. A tall column 3 can also signal a tendency
to talk more than listen.
If column 5 is near the top of the range, the salesperson could drop slow-developing leads due to impatience to get quick
results.
A column 7 near the top of the Target range could flag weak organizational skills and problems maintaining accuracy in
documentation. An equal or slightly taller column 8 than 7 can suggest some sensitivity to sales rejection.
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DEVELOPMENT INSIGHT

The following sections provide an overview of the behavioral characteristics and preferences when a
participant falls within the Target Ranges.

PACE

Moderate (with columns 5 and 6 nearly equal) to fast (with a high column 5). The taller the column 5, the stronger the
desire to get rapid or even immediate results. 
These salespeople want to close sales quickly and move on to the next lead. They should strive to contact as many
prospects as the day permits and are comfortable pursuing various goals at once. The presence of some column 6
indicates more patience for staying focused on leads that take extra time to develop.

ATTENTION TO DETAIL

Relatively good (when column 8 is slightly higher than or equal to column 7) to relatively weak (with a taller column 7).
The salesperson with a high column 7 is able to answer specific questions about your products/services but is not
naturally meticulous. Your target will generally be more focused on the big picture (closing sales and getting results) than
on details and processes, like preparing proposals or handling paperwork after the sale. 
If the salesperson's column 8 is about as tall as the column 7, you are likely to see stronger attention to detail and
possibly better organizational skills. A significantly taller column 8 would not be desirable, though, as this greatly
increases the likelihood an individual would be too perfectionistic to confidently self-manage and handle rejection.

MOTIVATIONAL STRATEGIES

Commission, achievement, career growth, winning, new challenges, and competition are motivators for the high column
1 personality. With a taller column 3, the salesperson will welcome public praise/recognition and perks that indicate
special status, like a company car or tickets to a major event. With a higher column 4, the salesperson will appreciate
sincere, career-relevant recognition and frank, discreet feedback. When column 5 is clearly dominant over column 6, the
individual needs short-term goals for focus and a frequent feeling of accomplishment. A salesperson with a higher
column 7 than 8 will appreciate having the freedom to make decisions and create new selling methods. This person likes
working in a loosely structured environment and having administrative support to handle servicing/paperwork. A
salesperson with balanced columns 7 and 8 appreciates periodic feedback and clear guidelines.
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DEVELOPMENT INSIGHT

The following sections provide an overview of the behavioral characteristics and preferences when a
participant falls within the Target Ranges.

DEMOTIVATORS

Seeing that exceptional sales do not result in recognition, increased compensation, or advancement. Not having a way
to prove oneself, measure individual performance, or compete against other people doing the same job. Routine,
repetitive tasks that require meticulous attention to detail and a solitary effort. Rigid sales formulas, or a controlling sales
manager. If a salesperson has a slightly taller column 8 than 7, then not having any management feedback could also be
demoralizing.

ACTION PLAN

Provide regular chances to win/advance, set specific sales goals and offer some guidance initially. Once the basics have
been learned, manage salespeople with a tall column 7 informally. Make plans with instead of for the person, to most
effectively elicit cooperation. If columns 7 and 8 are similar in height, make expectations clear and be available as a
resource for consultation, but expect a desire for increasing autonomy as familiarity with the job is gained. Hold the
salesperson accountable for meeting goals and provide public praise and financial incentives for achievement. Make
sure a reliable time management system is in use to facilitate follow-through with leads that take multiple calls to secure,
and provide administrative support for help with details, especially if the column 7 is very tall.
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SUPPLEMENTAL QUESTIONS

The following behaviorally-based questions are a supplemental tool we provide to help you better
evaluate the participant. They are not a substitute for your standard set of interview or professional
development questions, but can provide additional, helpful information or prompt conversation.

1. Have you ever been in a dispute with a supervisor? What was it about and how was it resolved?

2. How do you gauge your audience? Talk about ways you modify your sales approach in response to the type of prospect
you are working with.

3. How important is it for a salesperson to be accurate?

4. Tell me about the longest time that it took you to make a sale. Describe your approach to winning the order.

5. What is your definition of working too hard? 

6. What techniques do you use to take charge of negotiations?
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