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Organizations today are rapidly evolving and as a result, high-potential employees are in demand. A person’s
effectiveness and ability to contribute can be accelerated by better understanding behavioral tendencies.

Candidate results are based on responses to an assessment which requires the selection and ranking of

different statements and can be considered a snapshot of the behaviors the candidate may be more or less
likely to use on the job.

HIRING REPORT CONTENT

OVERALL ALIGNMENT RESULTS
This report illustrates the candidate’s Candidate Score:
overall alignment to the profile for

Numerical expression of candidate match to the
this role, expressed as a numerical

profile.
score and resulting rating.
CONTENT PAGE(S)
Additionally, candidate ratings for Key Behaviors:
each of the key behaviors for the Essential aspects needed for role performance.
position profile are also provided.
Ratings:

Low, moderate, high, or very high for key behaviors.

RECOMMENDATIONS

Please consider the following when reviewing candidate results:

e In general, higher scores relate to better alignment with the key behaviors required for this profile.

e Everyone has different perceptions of their strengths and the degree to which behaviors are
personally descriptive.

e The results are accurate to the extent that candidates are thoughtful and honest in their responses.

e This report in general, and any of the specific results or information contained within it, should not
be used as the sole basis for employment decisions.

OVERALL ALIGNMENT RESULTS

CANDIDATE:
66 0 WEAKER 64 65 MODERATE 69 70 STRONGER 100

This report should not be the sole basis for a decision. Use all available information about candidate qualifications in conjunction with

one or more structured interviews. 2/3
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COMPETENCY

Candidate strength based on proficiency and engagement with job demands and activities.

Below is a summary of candidate ratings for key behaviors of this role. Behaviors with a  are performance drivers.

KEY BEHAVIORS Low Moderate High Very High
v Delivering Service

The process of providing high-quality assistance, support, or solutions to
customers, clients, or stakeholders that meets or exceeds their expectations. It
involves engaging with others to address their needs, solve problems, and
create positive experiences. Those who excel build trust and strong
relationships to increase business loyalty.

v  Communicating With Others

The process of exchanging information, ideas, and emotions through verbal,
non-verbal, and written methods. It encompasses sending and receiving
messages to convey meaning and foster understanding. Those who excel
communicate attentively, share ideas, build relationships, and contribute to
meaningful interactions.

v  Connecting With Others

The process of establishing relationships or bonds with others. It involves
building rapport, fostering understanding, and engaging in communications to
create a shared connection and emotional engagement. Those who excel
demonstrate collaboration, leadership, and the ability to navigate diverse and
multicultural environments.

v Solving Problems

The process of identifying challenges or issues and applying logical and creative
approaches to find viable solutions. It involves analyzing the situation,
generating strategies, and implementing actions to overcome difficulties. Those
who excel overcome obstacles and approach challenges with a systematic,
strategic mindset.

v  Making Sales

The process of persuading potential customers to purchase products or services
by presenting features, benefits, and value proposition. It involves engaging
with prospective buyers to understand their needs and concerns. Those who
excel leverage product knowledge and interpersonal skills to guide buyers to
make purchases.

v  Building Knowledge

The process of accumulating and expanding one's understanding and skills
about various areas of interest. It involves actively seeking out new information,
critically analyzing it, and integrating it into existing knowledge bases. Those
who excel, engage actively seek out and absorb information to enrich their
perspectives.

Administrating Activities

The organized and methodical management of tasks, processes, or operations.
It encompasses the coordination, oversight, and execution of activities to
optimize resources and ensure smooth functioning. Those who excel plan,
allocate resources, delegate responsibilities, and monitor progress to achieve
efficient outcomes.

Negotiating With Others

The process of engaging in discussions to reach mutually beneficial agreements,
resolve differences, make decisions, or achieve outcomes. Negotiation involves
exchanging offers and concessions to achieve a resolution. Those who excel
show emotional intelligence and the ability to find solutions that for all parties
involved.

This report should not be the sole basis for a decision. Use all available information about candidate qualifications in conjunction
with one or more structured interviews.
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