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DYNAMIC

Contact Behavior
extroverted, superficial 1 2 3 4 5 6 7 8 9 10 introverted, bonding

Total

Behawior

Mood

Self-image
Close contacts

New contacts

Goal/ Conflict Management

assertive, dominant 1 2 3 4 5 6 7 8 9 10 compliant, consensual

Total

Behavior

Mood

Self-image
Close contacts

New contacts

Level of Activity

offensive, action-oriented 1 2 3 4 5 6 7 8 9 10 temporising, considered

Total

Behavior

Mood

Self-image
Close contacts

New contacts

Risk Orientation
risky, reckless 1 2 3 4 5 6 7 8 9 10 careful, steady

Total

Behawior

Mood

Self-image
Close contacts

New contacts
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SOCIAL COMPETENCE
Social Orientation
selfish, determined 1 2 3 4 5 6 7 8 9 10 selfless, service-oriented

Total

Behawior

Mood

Self-image
Close contacts

New contacts

Object/Subject Focus
fact-oriented, rational 1 2 3 4 5 6 7 8 9 10 person-oriented, empathic

Total

Behavior

Mood

Self-image
Close contacts

New contacts

Communication Style
open-minded, direct 1 2 3 4 5 6 7 8 9 10 reserved, diplomatic

Total

Behavior

Mood

Self-image
Close contacts

New contacts

Expectation Attitude

distrustful, watchful 1 2 3 4 5 6 7 8 9 10 trusting, credulous

Total

Behawior

Mood

Self-image
Close contacts

New contacts
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PERSONALITY
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PSYCHOLOGICAL CONSISTENCY
Tendency of Mood

HILL

INTERNATIONAL

balanced, controlled 1 2

Total

sensitive, erratic

Behawior

Mood

Self-image
Close contacts

New contacts

Self-Estimation

self-assured, presumptuous 1 2

Total

self-critical, reflecting

Behavior

Mood

Self-image
Close contacts

New contacts

Tension Level

tense, energetic 1 2

Total

relaxed, phlegmatic

Behavior

Mood

Self-image
Close contacts

New contacts

Self Regularization

disciplined, pedantic 1 2

Total

easygoing, chaotic

Behawior

Mood

Self-image
Close contacts

New contacts
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Potentials

low 1 2 3 4 5 6 7 8 9 10 high
Sales
Leadership
Team
Resoluteness

Social Adjustment

Response distribution
35 R 126 35 0

Processing time: 0:31
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70 93 107 130 RS
Logical thinking 106 .

(Matrices)
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WORKING PLACE

1 35 75 10 RS
Position
Superior 7 10
Subordinate 7 8
Working Conditions
Flexiole 10 5
Regulated 7 9
Activity
Intellectual 8 3
Physical 8 8
Work Style
Creative 9 5
Utilization 6 7
Information Processing
Global 8 5
Detail 5 0
Value Orientation
Innovative 8 15
Tradltional 4 -2

6/1



HILL

INTERNATIONAL

OCCUPATIONAL INTEREST PROFILE

ID: 8020

AREAS OF INTEREST
Business/Economics 0 25 75 100 RS
8l Sector 70 4
Activity 97 3
total
RS=T7)
Technology
75 Sector 84 8
Activity & -1
total
(RS=7)
Art/Culture
& Sector 88 4
Activity 8 S
total
(RS=9)
Ecology/ Natural Science
78 Sector 9% m
Activity 30 -10
total
RS=1)
Social
80 Sector 72 -1
Activity 8 6
total
(RS=5)
Politics/Public
30 Sector 2
Activity 8 -13

total
(RS=-15)
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SALES STYLE
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PREFERRED SALES STRATEGY TOTAL

69 50 63
Classical Salesperson Hardseller Consultant
(RS=20) (RS=6) (RS=12)

SALES KNOW-HOW TOTAL
(Classical Salesperson, Hardseller, Consultant)

0 25 75 100 RS
Total 89 38
Area for development 28 2
Preparation 100 10
Preliminary Arguments 100 10
Product Presentation 100 10
Contract Conclusion 2 8
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SALES STRATEGY IN PHASES

0 25 75 100 RS
Preparation
Classical Salesperson 2 6
Hardseller o 2
Consultant 37 2
Atypical salesperson 27 0
Preliminary Arguments
Classical Salesperson 50 4
Hardseller 32 1
Consuttant B 5
Atypical salesperson 34 0
Product Presentation
Classical Salesperson 6l 5
Hardseller 8 2
Consultant & 3
Atypical salesperson 6l 0
Contract Conclusion
Classical Salesperson 70 5
Hardseller 8 1
Consuttant 40 2
Atypical salesperson 96 2

Social Desirability: 2
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MANAGEMENT ANALYSIS
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MANAGEMENT METHOD
5 n 43
Build-Up Restructuring System Presenving
(RS=18) (RS=37) (RS=25)
MANAGEMENT STYLE
93 m 86
Supportive Dominant Reserved
(RS=62) (RS=12) (RS=26)

MANAGEMENT ANALYSIS IN DETAIL
Self Management
Career Strategy Handling

0 75 100 RS 0 25 75 100 RS
Career Development 5 1 Balanced 87
Orientation &8 B Self-Exploitative 24
Position Securing © Non-Reflecting x
Team Management
Know-How Leadership Style

0 75 100 RS 0 2 75 100 RS
Development 3l 8 Encouraging 94 27
Rationalization 37 4 Demanding 5
Maintenance 57 10 Distant o
Company Management
Methods Approach

0 75 100 RS 0 25 75 100 RS
Expansion 28 9 Integrating &
Reorganization 85 IS Excluding 47
Consolidation 8 B Abstinent
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PERFORMANCE AND CONCENTRATION
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within 6 intervals of 30 seconds each (3 minutes total)

70 93 107 130 RS
Performance Quantity 97 g7
Performance Quality 5 87
Phase1 Phase 2 Phase 3 Phase 4 Phase 5 Phase 6
130
98 98 100
Fluctuation of 9% 9% 7 107
Working Speed 93
70
Working style: common (RS: 0.6)
Error analysis in detail
Phase1 Phase 2 Phase 3 Phase 4 Phase 5 Phase 6 total
number of processed tasks 3 5 A 6 A 5 87
number of errors 0 0 0 0 0 0 o
numiber of errors "pair”
(ormission) 0 0 0 0 0 0 0
number of errors "no pair”
(confusion) 0 0 0 0 0 0 0
percentage of errors 0 0 0 0 0 0 o

n/mn



