
Profile

sales executive

POTENTIAL PREMIUM

02/09/2024 11:07:41
Anne Onyme



A
N

A
LY

S
IS

 O
F 

R
E

S
U

LT
S ANALYSIS OF RESULTS

Based on the skills assessment test conducted for Mrs.  Anne  Onyme for the
sales executive position, several key criteria were evaluated. While Mrs.
Onyme has demonstrated various strengths, some of her scores fall below the
desired minimum levels for this role. We recommend further evaluation and
verification of her skill levels in the following criteria:  Efficiency,  Organization,
Resistance to Stress, Ease of Contact, and Team Work.  
  
**Efficiency (8)**: Mrs.  Onyme's score in  Efficiency is  8, which does not meet the
desired minimum of  9.8. This criterion is crucial for a sales executive, as it reflects
the ability to maximize output while minimizing time and resources. A higher level of
efficiency is typically expected to achieve sales goals and respond promptly to
client needs.  
  
**Organization (8.1)**: With a score of  8.1, Mrs.  Onyme's  organizational skills
also fall short of the desired minimum of  9.7. Effective  organization is imperative in
a sales role to manage leads, customer interactions, and follow-ups. Her current
score suggests room for improvement in structuring and prioritizing tasks effectively,
which is essential for driving results.  
  
**Resistance to Stress (9.1)**: Mrs.  Onyme achieved a score of  9.1 in Resistance to
Stress, yet this is below the required  11.2. Sales environments can often be high-
pressure, and the ability to maintain composure and perform effectively under stress
is critical. Her score indicates that she may need to develop better coping strategies
in stressful scenarios to thrive in this fast-paced position.  
  
**Ease of Contact (8.2)**: Scoring  8.2, Mrs.  Onyme’s ability to establish rapport and
communicate with clients does not meet the threshold of  8.6.  Ease of contact is
vital for building relationships and ensuring customer satisfaction. This score reveals
the necessity for enhancement in her interpersonal skills to engage clients more
effectively.  
  
**Team Work (9)**: Finally, with a score of  9 in Team Work, Mrs.  Onyme is also
below the required minimum score of  10.3. Collaborative skills are essential in a
sales environment since success often relies on teamwork. Her current performance
indicates a need for improvement in working cohesively with others to achieve
common objectives.  
  
In conclusion, given the shortfall in scores across multiple key criteria, it is
paramount to conduct a comprehensive interview with Mrs.  Anne  Onyme. This
interview will allow us to gain deeper insights into her skills, experiences, and how
she may address the deficits identified in her assessment. It is clear that potential
exists, but an intake interview could provide clarity on her compatibility with the
demands of the sales executive role.

2

POWERED BY ANNE ONYME / SALES EXECUTIVE



*By completing the questionnaire, Anne Onyme provided information describing their behavior,
preferences, and knowledge in relation to various professional or social situations. These responses to
numerous questions were compared with those of a large number of other individuals who answered
the same questionnaire, which allowed this report to be drafted by artificial intelligence. This report
must take into account the specific nature of any evaluation based on questionnaires. It is
recommended to use this report in conjunction with other sources of information to make informed
decisions.
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