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REPORT OVERVIEW

Organizations today are rapidly evolving and as a result, high-potential employees are in demand. Your

effectiveness and ability to contribute can be accelerated by better understanding behavioral tendencies.

The information presented is based on responses to an assessment in which you were required to select and rank

order different statements. The results presented here can be considered a snapshot of who you are today.

The goal is to help you understand your approaches at a deeper level, and to identify where success is likely as

well as where there are opportunities to adapt to maximize your potential.

REPORT CONTENT

This report will focus on
PERFORMANCE DRIVERS

These aspects tend to separate
more  successful, from less
successful  performers.  They
consist of different types of work
experiences, and include ways of
interacting and  approaching
different circumstances.

review the following to help you
information in the report:

If a dimension appears in red:
This suggests a more significant

development opportunity. These should be
the highest priority areas to DEVELOP.

If a dimension appears in gold:

This suggests a moderate opportunity. These
should be focused on after addressing
immediate opportunities to REFINE.

If a dimension appears in green:

This suggests your behaviors align well with
the performance drivers. Efforts surrounding
these behaviors should be to MAINTAIN.

RECOMMENDATIONS

Please consider the following when reviewing this report.

e There are no “good” or “bad” results.

e Everyone has different perceptions of their relative strengths and growth opportunities, and the degree
to which things are personally descriptive.

e Theresults are accurate to the extent that assessment responses were thoughtful and honest.

This report should provide valuable insights for understanding how to adjust your behavior to drive more

effectiveness and higher levels of performance for this role.

Copyright by DeGarmo

2/14

interpret



DEVELOPMENT CHECKLIST Tracy Hafner / Competency Assessment

To help you focus your efforts when opportunities arise, use this table to review
where you have more immediate development opportunities.

PRIORITY KEY

DEVELOP REFINE = MAINTAIN

PERFORMANCE DRIVERS

Delivering Service
Focusing on and showing concern for customer needs by providing assistance,
service, and support.

Communicating With Others
Actively communicating with others, verbally or in writing, to explain
information or make presentations, and carefully listening to their viewpoints.

Connecting With Others
Reaching out and connecting with others to build and maintain professional
relationships with colleagues and customers by prioritizing their needs.

Solving Problems
Analyzing information and data, thinking critically, and using abstract thinking
skills for making important decisions.

Making Sales
Communicating features to leads and qualified prospects to secure sales
through top strategies that align with profit goals.

Building Knowledge
Acquiring information, understanding, and skills, and applying learning to new
situations.

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Tracy Hafner Competency Assessment

Delivering Service

Focusing on and showing concern for customer needs by providing assistance, service, and
support.

Delivering service supports meeting needs, providing support, and building strong
relationships. When significantly underutilized, there may be gaps in responsiveness or

Develop attentiveness to others. This can impact satisfaction and effectiveness. Strengthening this
competency will improve engagement and service quality.

Below are suggested actions to improve your capability in this area.
Consider how each applies to your role and job circumstances.

e Anticipate Needs: Look for opportunities to provide support before being asked.

Looking for opportunities to provide support before being asked requires observing patterns, recognizing
potential challenges, and taking initiative to offer assistance proactively. This enhances the overall service
experience, reduces delays, and positions you as someone who is attentive, prepared, and committed to
supporting others effectively.

e Communicate Clearly: Provide clear, helpful, and relevant information when offering
support.

Providing clear, helpful, and relevant information when offering support requires organizing your message,
focusing on what is most important, and ensuring that instructions or updates are easy to understand. This
reduces confusion, improves efficiency, and ensures that others can act on the information provided with
confidence and accuracy.

Follow Through Consistently: Ensure that commitments to support others are fully completed.

Ensuring that commitments to support others are fully completed involves tracking requests, staying
engaged until resolution, and confirming that needs have been addressed as expected. This builds
credibility, reinforces dependability, and ensures that service efforts lead to complete and satisfactory
outcomes rather than partial solutions.

¢ Increase Responsiveness: Pay close attention to requests and respond in a timely manner.

Paying closer attention to requests and responding in a timely and consistent manner involves actively
monitoring incoming needs, prioritizing responses, and ensuring follow-up occurs without unnecessary
delay. This improves reliability, strengthens trust, and ensures that others feel supported and confident
that their needs will be addressed promptly.

Remember, delivering service is a skill that can be developed through attentiveness and responsiveness.
By implementing these actions you can improve satisfaction, relationships, and effectiveness.

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Tracy Hafner Competency Assessment

Communicating With Others
Actively communicating with others, verbally or in writing, to explain information or make
presentations, and carefully listening to their viewpoints.

Communicating with others supports clarity, alignment, and effective interaction. When
slightly underutilized, important information may not be fully shared or understood. This can

Refine lead to misalignment or missed opportunities. Increasing this competency helps improve
clarity and engagement.

Below are suggested actions to improve your capability in this area.
Consider how each applies to your role and job circumstances.

e Ask Clarifying Questions: Ensure understanding by seeking additional information.

Ensuring understanding by seeking additional information requires asking thoughtful questions when
details are unclear or incomplete rather than making assumptions. This increases accuracy, reduces the
likelihood of errors or misunderstandings, and ensures that decisions and actions are based on a clear and
complete understanding of the situation.

e Communicate More Clearly: Express ideas in a structured and understandable way.

Expressing ideas in a structured and understandable way involves organizing your thoughts before
speaking or writing and focusing on key points that are easy for others to follow. This reduces confusion,
improves alignment, and ensures that your message can be understood and acted upon effectively.

¢ Increase Frequency of Updates:  Share relevant information more consistently.

Sharing relevant information more consistently requires proactively providing updates on progress,
changes, and key decisions rather than waiting to be asked. This keeps others informed, supports better
coordination, and reduces the risk of misalignment or missed expectations.

¢ Practice Active Listening: Focus on understanding others’ perspectives.

Focusing on understanding others’ perspectives involves giving full attention during conversations,
avoiding interruptions, and confirming understanding before responding. This improves the quality of
interactions, strengthens relationships, and ensures that your responses are aligned with what is actually
being communicated.

Remember, communicating with others is a skill that can be developed through practice and
engagement. By implementing these actions you can improve clarity, alignment, and effectiveness.

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Tracy Hafner Competency Assessment

Connecting With Others

Reaching out and connecting with others to build and maintain professional relationships
with colleagues and customers by prioritizing their needs.

Connecting with others supports relationship-building, engagement, and collaboration.
When significantly underutilized, interactions may be limited or less effective. This can

Develop impact teamwork, communication, and overall effectiveness. Strengthening this competency
will improve relationships and engagement.

Below are suggested actions to improve your capability in this area.
Consider how each applies to your role and job circumstances.

e Be Approachable and Open: Create an environment where others feel comfortable connecting
with you.

Creating an environment where others feel comfortable connecting with you requires demonstrating
openness through your communication style, being receptive to input, and encouraging dialogue. This
invites more frequent and meaningful interaction, increases the flow of information and ideas, and
supports stronger collaboration by making others more willing to engage with you.

e Build Ongoing Relationships: Keep in regular contact with others, not just when needed.

Maintaining regular communication with others rather than only interacting when necessary involves
staying connected through consistent check-ins, updates, and informal engagement. This creates a
stronger foundation of trust and familiarity, making it easier to collaborate, gain support, and work
through challenges more efficiently when they arise.

e |nitiate Interactions Often: Take proactive steps to engage with others in meaningful ways.

Taking proactive steps to engage with others in meaningful ways involves reaching out regularly, starting
conversations, and creating opportunities to connect rather than waiting for interactions to happen. This
increases your visibility, strengthens relationships over time, and creates more opportunities to
collaborate, align efforts, and influence outcomes.

Show Genuine Interest: Ask questions and actively listen to understand others’ perspectives.

Asking questions and actively listening to understand others’ perspectives requires focusing on what
others are saying, exploring their viewpoints, and responding in a way that demonstrates understanding.
This builds trust, deepens relationships, and allows you to tailor your approach in a way that is more
relevant and effective for those you are working with.

Remember, connecting with others is a skill that can be developed through engagement and

relationship-building. By implementing these actions you can improve collaboration, communication,
and trust.

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Tracy Hafner Competency Assessment

Solving Problems

Analyzing information and data, thinking critically, and using abstract thinking skills for
making important decisions.

Solving problems supports critical thinking and effective decision-making. When significantly
underutilized, issues may not be fully addressed or explored. This can impact outcomes and
Develop effectiveness. Strengthening this competency will improve decision-making and results.

Below are suggested actions to improve your capability in this area.
Consider how each applies to your role and job circumstances.

e Analyze Problems Thoroughly: Take time to fully understand situations before acting.

Taking time to fully understand situations before acting involves gathering relevant information,
identifying root causes, and clarifying the scope of the issue rather than reacting to surface-level
symptoms. This leads to more accurate diagnoses, reduces the likelihood of repeated problems, and
ensures that your solutions address the underlying issue effectively.

e Break Down Complex Issues: Divide problems into smaller components.

Dividing problems into smaller components requires separating a larger issue into manageable parts and
addressing each element systematically. This makes complex situations easier to navigate, improves clarity
in your thinking, and allows you to make steady progress toward resolution without becoming
overwhelmed.

Consider Multiple Solutions: Explore different approaches before deciding.

Exploring different approaches before deciding involves generating and evaluating several potential
solutions rather than defaulting to the first option. This increases the likelihood of identifying the most
effective course of action, enhances decision quality, and ensures that you are considering a broader range
of possibilities.

e Use Data to Inform Decisions: Incorporate relevant information into your analysis.

Incorporating relevant information into your analysis requires using facts, data, and evidence to guide your
conclusions rather than relying solely on assumptions or intuition. This strengthens the reliability of your
decisions, improves accuracy, and ensures that your chosen solutions are grounded in objective and well-
supported insights.

Remember, solving problems is a skill that can be developed through analysis and practice. By
implementing these actions you can improve decision-making and effectiveness.

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Tracy Hafner Competency Assessment

Making Sales

Communicating features to leads and qualified prospects to secure sales through top
strategies that align with profit goals.

Making sales supports achieving targets and driving results. When slightly underutilized,
opportunities to influence or secure outcomes may be missed. This can limit impact.
Refine Increasing this competency strengthens effectiveness and results.

Below are suggested actions to improve your capability in this area.
Consider how each applies to your role and job circumstances.

e Ask for Commitment: Be proactive in moving toward outcomes.

Being proactive in moving toward outcomes requires clearly guiding conversations toward next steps,
decisions, or agreements rather than leaving them open-ended. This maintains momentum, reduces
ambiguity, and increases the likelihood that discussions result in tangible progress and measurable
outcomes.

¢ Build Confidence in Messaging: Deliver information with clarity and assurance.

Delivering information with clarity and assurance involves preparing your message, anticipating questions,
and communicating with a steady and confident approach. This strengthens your credibility, makes your
message more persuasive, and helps others feel more confident in the information and recommendations
you provide.

e Communicate Value Clearly: Highlight benefits effectively.

Highlighting benefits effectively involves tailoring your message to the needs and priorities of your
audience and clearly connecting what you offer to the outcomes they care about. This makes your
communication more compelling, helps others quickly recognize relevance, and increases the likelihood of
generating interest and positive engagement.

e Engage Prospects Actively: Take initiative in interactions.

Taking initiative in interactions requires reaching out consistently, starting conversations, and creating
opportunities to connect rather than waiting for others to engage. This expands your influence, increases
the number of meaningful interactions, and improves your chances of identifying and acting on
opportunities early.

Remember, making sales is a skill that can be developed through communication and practice. By
implementing these actions you can improve results and influence.

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Tracy Hafner Competency Assessment

Building Knowledge
Acquiring information, understanding, and skills, and applying learning to new situations.

Building knowledge supports learning, growth, and informed decision-making. When slightly
underutilized, there may be missed opportunities to expand skills or understanding. This can

Refine limit effectiveness or adaptability. Increasing this competency enhances capability and
performance.

Below are suggested actions to improve your capability in this area.
Consider how each applies to your role and job circumstances.

e Apply New Information: Use what you learn in practical situations.

Using what you learn in practical situations requires intentionally incorporating new concepts, skills, or
insights into your daily work and decision-making. This reinforces retention, improves your ability to
translate learning into results, and ensures that knowledge contributes directly to performance
improvement.

e Ask Questions: Seek deeper understanding of topics.

Seeking deeper understanding of topics involves asking thoughtful and specific questions to clarify
information, explore concepts further, and address gaps in knowledge. This accelerates learning, reduces
misunderstandings, and enables you to build a more complete and accurate understanding that can be
applied effectively.

Seek Learning Opportunities: Identify ways to expand your knowledge regularly.

Identifying ways to expand your knowledge regularly involves actively looking for training, resources, or
experiences that introduce new information or perspectives. This keeps your knowledge current, supports
ongoing development, and enhances your ability to respond effectively to new challenges and
expectations.

e Stay Curious: Maintain an interest in learning new concepts.

Maintaining an interest in learning new concepts requires remaining open to new ideas, exploring
unfamiliar topics, and continuously seeking opportunities to expand your perspective. This fosters ongoing
engagement, supports adaptability, and helps ensure that your growth continues over time.

Remember, building knowledge is a skill that can be developed through curiosity and learning. By
implementing these actions you can improve understanding, adaptability, and performance.

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Development Planning Guide

This planning guide will help you create a detailed, behavior-based plan to improve yourself in key
areas important for job success.

You can complete this planning guide individually or with your leader.

Identifying Development Needs

Study the areas you identified in your development report, and take time to consider how you usually
behave relative to each. Some areas may require that you maintain your existing behaviors, where
others may suggest slight or significant changes.

Consider explanations for why each could use development. Think about possible causes or specific
work situations that contribute to them being areas for improvement.

Establishing a Development Plan

Set detailed goals with observable or measurable outcomes.

Visualizing exactly what success looks like makes it more likely to reach goals, compared to using more
general and broad goals.

For example, a goal statement such as, “I will provide high quality customer service resulting in a 90%
customer satisfaction rating,” allows you to assess whether you met the specific, quantifiable measure.

. Either on your own or after discussion with your leader, choose two areas you would like
to focus on, and create one clear, specific and measurable goal for each.

U Prepare a detailed plan for success, specifying exactly how you will modify your behavior
to achieve the goals.

. Consider potential obstacles that might prevent you from achieving your goals, as well as
potential solutions for these obstacles. Anticipating difficulties and
preemptively identifying a solution can help you persist in the face of challenges,
rather than be derailed from progress towards your goals.

J Set a timeline for the completion of each goal, and specify the quarterly checkpoint
dates to return to this plan and indicate your progress.

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Developmental Need # 1

AREA OF OPPORTUNITY:

SPECIFIC GOAL (what exactly | will accomplish, and how it will be measured):

MODIFYING BEHAVIOR (what I will do differently on the job):

GATHERING RESOURCES (internal and/or external resources | need to be successful):

MODELING OTHERS (who I will observe, and when | will observe them):

READING/TAKING CLASSES (how to add to my knowledge base):

POTENTIAL OBSTACLES (what could get in the way of my success):

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Developmental Need # 1 (continued)

POTENTIAL SOLUTIONS (how to overcome barriers toward achieving my goal):

EXPECTED OUTCOMES (I will know I have been successful because):

TIMELINE (! will achieve this goal by):

Fill in the dates of the corresponding quarterly check points. Return to your development guide at each
check-point to indicate with an “X” whether you are at risk of not reaching your goal on time, on track
to reach your goal, or if you have reached your goal.

1st Quarter Date At Risk On Track Completed

2nd Quarter Date At Risk On Track Completed
I At Risk On Track Completed
Quarter Date

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Developmental Need # 2

AREA OF OPPORTUNITY:

SPECIFIC GOAL (what exactly | will accomplish, and how it will be measured):

MODIFYING BEHAVIOR (what | will do differently on the job):

GATHERING RESOURCES (internal and/or external resources | need to be successful):

MODELING OTHERS (who I will observe, and when | will observe them):

READING/TAKING CLASSES (how to add to my knowledge base):

POTENTIAL OBSTACLES (what could get in the way of my success):

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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Developmental Need # 2 (continued)

POTENTIAL SOLUTIONS (how to overcome barriers toward achieving my goal):

EXPECTED OUTCOMES (I will know | have been successful because):

TIMELINE (! will achieve this goal by):

Fill in the dates of the corresponding quarterly check points. Return to your development guide at each
check-point to indicate with an “X” whether you are at risk of not reaching your goal on time, on track
to reach your goal, or if you have reached your goal.

1st Quarter Date At Risk On Track Completed

2nd Quarter Date At Risk On Track Completed
I At Risk On Track Completed
Quarter Date

Questions? Contact us at (866) 4-DEGARMO or e-mail us at help@degarmo.com
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