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Name: John Sample Date: November 13, 2001

Overall Rating: High Position: Account Executive

This report provides detailed information relating to your candidate based on responses to the Craft Personality
Questionnaire (CPQ).  The information contained in this report should not be used as the sole criterion to hire, promote,
or terminate employees.   It is the end user's sole responsibility to maintain compliance with company policy and
applicable regulations. 

CPQ “Basic 8” Traits: 3 out of 8 matches

The following "Basic Eight" personality scales are each independent factors that have resulted from your candidate's
responses to the Craft Personality Questionnaire (CPQ). Scores which are either too high or too low can produce "not in
ideal range" results due to the incompatibility of the candidate's results with the job description. 

Goal-orientation (Go): 84% (not in ideal range) Coaching Hours: 1  

This very high score is consistently characterized by a natural restlessness, a constant need to be creative, and a
profound need to be constantly pursuing short-term goals. John has so much dynamic energy and excitability that John
will either be highly successful or become restless and frustrated, especially if John’s sales success is obstructed or
delayed by uncontrollable factors. If John is not given adequate coaching and training to achieve immediate success,
John will become quickly discouraged and seek employment elsewhere. 

• More even paced/ relaxed
 84%   

• More impatient/goal-oriented

• Educates buyers vs. sells • Can be distracted/ bored

• Emphasize "sense of 
urgency"; monitor # of 
closing attempts

• Emphasize consistent # of 
openers; monitor focus and 
follow-through

Need for Control (Nc): 91% (not in ideal range) Coaching Hours: 1  

Very high scores on this scale indicate a profound desire to work alone and directly control the outcome with minimal
supervision or accountability. Due to John’s intense entrepreneurial spirit, John can become easily frustrated if someone
else is involved in the control or outcome of the sales process or the compensation/rewards. John will find it difficult
“splitting commissions” in a team-selling situation or deferring to a manager or mentor’s control. On the other hand,
John can easily handle working conditions that have minimal support and supervision such as a detached office. 

• Seeks peace and harmony
 91%   

• Seeks control/ independence

• Rather work as a team • Would rather "be the boss"

• Motivate as "part of the 
team"; consider 
mentoring programs

• Motivate by awarding 
independence from 
supervision/accountability

Social Confidence (Sc): 100% (not in ideal range) Coaching Hours: 1  

John’s unusually high score is an asset in any sales or management position that requires direct communication or
confrontation. There is, however, the possibility that John’s penetrating eye contact and strong body language may, at
times, “come on too strong” and intimidate prospective buyers who have less confidence. John can compensate by being
sensitive to the needs of others and being aware of this intimidation factor. If the negative side (aggressiveness) of this
trait is minimized, John’s decisiveness and confidence should produce leadership opportunities. 

• Asks (rather than tells)
 100%   

• Tells (rather than asks)

• Can yield control to buyer • Controls the sales presentation

• Train to answer 
objections and to use 
"power phrases"

• Train to ask questions and 
to use "counselor selling" 
techniques








