Ramco

Position: Administration / CSR
Elapsed Time: 8 hr 18 min 42 sec
test reportcost

test test address
Arizona

ramkumarrepcost@yopmail.com
Employment History:

Short Answers: (This section may be blank if Short Answers were not selected for this assessment)

What motivates you the most?

gtrfgfdgfdgfd

What are two examples of work-related tasks that you do not particularly enjoy doing?
gfdgfdgfdgfd

What is most important to you in your next position?

gfdgfdgfdgf

What are a few of your greatest work related contributions / successes?

gfdgfdgfdg

What interests you about the position offered?

hyjhgjhgjhgjhg

Problem Solving: (This section may be blank if Problem Solving was not selected for this assessment)

Problem Solving Skills of test reportcost:
NEEDS HELP WITH PROBLEM SOLVING

00-09 Correct Answers = MAY NEED HELP IN PROBLEM SOLVING
10-12 Correct Answers = ADEQUATE PROBLEM SOLVING SKILLS
13-15 Correct Answers = GREAT PROBLEM SOLVER- LEADER

Agency Performance Graph of test reportcost:

Graph Column Headers:

Consistency among Self Perception, Agency Performance, and Others Perception typically provides
you with a candidate that is keenly aware of their strengths and weaknesses. On the other hand
inconsistencies could prove to be problematic due to conflicting perception of oneself and how they
feel others perceive them.

Self Perception - The Self Perception column is a 1 - 100 scale on how your candidate views
themselves in each of the categories.

Under Pressure - The Under Pressure columnis a 1 - 100 scale on how your candidate reacts under
pressure in each of the following categories.



Others Perception - The Others Perception column is a 1 - 100 scale on how your candidate believes
others perceives him / her.

Self Perception Under Pressure Others Perception

Motivation / Drive 57 50 57
Persu_a5|_veness / 36 71 79
Convincing

Structured / Routine 46 25 36
Thorough / Compliant 57 68 61

Motivation / Drive:

A lower number in this category would describe someone with a timid and manageable type of
personality. A mid-range number would best describe an individual with practical and sensible
characteristics. A high score would describe someone with a high ego drive and leadership attributes.

Persuasiveness / Convincing:

A lower number in this category would describe someone with a hesitant and shy type of personality.
A mid-range number would best describe an individual with observant and logical characteristics. A
high score would describe someone with inspiring and influential attributes.

Structured / Routine:

A lower number in this category would describe someone with an anxious and hurried type of
personality. A mid-range number would best describe an individual with balanced and steady
characteristics. A high score would describe someone with predictable and dependable attributes.

Thorough / Compliant:

A lower number in this category would describe someone with a careless and inattentive type of
personality. A mid-range number would best describe an individual with a self-reliant and determined
characteristic. A high score would describe someone with detailed and perfectionist attributes.

Summary of test reportcost:

Competitors are intensely competitive and driven to look good in the eyes of their peers. They are
very persuasive and enjoy accomplishing goals both individually and as a team. Competitors are very
direct and task oriented, they also are highly verbal and constantly evaluating the situation.

Competitors do like to move at a fast pace and sometimes can become restless if given very
monotonous tasks. Competitors can be highly influential to others and typically use their “charm” to



get what they want. They also use education and information to prove their point. Competitors can be
become critical, fault finding and impatient if they don't get their way and can become more effective
if they lighten up and show more empathy.

When hiring a competitor it is important to have them listen to the client and pay attention to the
details and then form their sales presentation around the client’s objectives. Overall Competitors are
good candidates for sales and do well when they show follow through and patience. Competitors are
not likely to be your top performing sales person because overall Drive and Motivation scores are
lacking compared to top performing sales reps.



