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Introduction
The purpose of this guide is to help mentors and/or managers assist Optimal Sample to build success habits that will
help him/her succeed in a challenging sales career.

This report identifies Optimal Sample's strengths and provides suitable coaching strategies to take advantage of
his/her strengths as he/she goes through the phases of his/her career. 

Phase 1: Building Success Habits 

At the beginning of any sales career or when someone starts with a new organization, they will need to build the
habits which will help them when:

studying and taking courses to pass licensing examinations (if applicable)
learning about the products and services
developing relationships with new manager(s) and colleagues
understanding how to make use of the technical and business support people in the organization
understanding the market and its needs

Phase 2: Building the Business 

Once trained in the organization's products and sales methods, the sales representative's responsibilities will change
and personal success will be more directly correlated to the success of the organization. The success habits
developed in Phase 1 will be complemented by new ones as the sales representative builds a business.

This report is customized based on Optimal Sample 's personality traits and attitudes. Please refer to it as a source
of coaching strategies that have been shown to be effective with salespeople with his/her profile.
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Commitment and Growth
Fit to Sales Career (Predictor Score)
 
 

  50  

 VERY STRONG           STRONG AVERAGE BELOW AVERAGE            CAUTION

Optimal Sample has the potential to be very successful in competitive sales. Coach him/her on his/her self
management, motivation and independence which are also discussed in this report. 

Coaching Strategies 

Identify his/her inherent strengths and help him/her build on them.
Encourage a sincere, personal commitment to this career and he/she can be very successful.
Set high standards for him/her in terms of activity and results. He/She has control over the amount of activity
which he/she generates and the more activity, the more likely he/she is to improve his/her skills and get the
results that he/she wants.
Meet regularly with him/her and use those meetings to focus on what he/she is doing well and how to
leverage his/her strengths.
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Building Success Habits
Self Management (Enterprising Potential)
 
 

  42  

 STRONG AVERAGE MARGINAL                     WEAK

Optimal Sample is enterprising, competitive, determined and goal oriented and has the potential to become very well
organized as he/she works to build good habits and learn the business. As he/she starts to grow his/her business we
recommend that you consult with him/her on the daily and weekly habits that will help him/her succeed. 

Building Good Habits 

Help him/her set daily and weekly progress goals that are related to whatever he/she is working on.
Help him/her plan and record his/her plan for his/her daily activity (number of hours of study, meetings and
other essential activities etc). By doing this, he/she will establish a habit of setting his/her goals.
Encourage him/her to commit to his/her plan and exceed his/her goals if he/she finds that he/she has the
time and energy.
Reward him/her for keeping his/her commitments.
If Optimal Sample is studying for a license, encourage him/her to develop a regular time to study and
complete assignments. Optimal Sample has the profile of someone who can focus and not be diverted from
the tasks.

Building his/her Business 

Encourage him/her to commit to a number of calls that he/she is willing to make each day. Coach him/her
when he/she is meeting his/her goals. Avoid coaxing him/her because effort is his/her responsibility.
Set goals for activities which he/she can control such as calls, meetings, hours working on specific projects
etc.

Encourage him/her to: 

Help him/her commit to the goals which he/she has discussed with you and reward him/her when he/she has
met his/her commitments.
Encourage him/her to schedule time to accomplish essential activities so that unexpected demands do not
become distractions.
Encourage him/her to schedule regular development interviews with his/her mentor to discuss his/her
progress, his/her goals and what he/she needs to do to keep on target.
Take advantage of the feedback from his/her mentor by incorporating any new suggestions into his/her daily
and weekly activity. Consult with his/her Manager/Mentor and work out agreed-upon goals for his/her daily
activity.
Build a relationship where he/she is providing the effort and you are coaching him/her by refining his/her
sales techniques.
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Motivational Profile (Achievement Potential)
 
 

  9  

 $ AND/OR CHALLENGE PEOPLE AND SERVICE SAFETY AND SECURITY

He/She balances the need to achieve with the need to provide services that he/she views as valuable to others.
He/She likes challenges but also likes to build good relationships. 

Building Good Habits 

Challenge him/her to be sure that each day's critical activities are getting done.
Set reasonable but challenging goals for him/her and stretch his/her goals gradually when he/she is meeting
them consistently.
If Optimal Sample is working on licensing or training, make certain that all of his/her assignments are on-time
while keeping his/her work to a high standard.

Building his/her Business 

Challenge him/her to meet or exceed his/her targets for the number of contacts each day.
Work on balancing the quantity and quality of his/her presentations.
Work on his/her sales process to make sure that the pace is suitable for the client or prospect.
Be an expert in the products that are the best sellers and/or suitable for most clients.

Encourage him/her to: 

Test his/her progress.
Provide him/her with interesting challenges.
Get his/her mentor to test his/her knowledge and advise him/her on key areas to review and practice.
If he/she is doing well in learning what he/she needs to learn, ask him/her for suggestions on how to get even
better or ahead of schedule.
Coach him/her on the effectiveness of his/her client presentations.
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Independence (Independence Potential)
 
 

  -3  

 VERY INDEPENDENT INDEPENDENCE ORIENTED TEAM ORIENTED    VERY DEPENDENT

He/She is co-operative most of the time and independent when the situation calls for it. He/She will integrate well
with most existing systems allowing him/her to be suitable for working independently in a modestly structured
organization. Encourage him/her to develop this strength in the following ways: 

Building Good Habits 

Help Optimal Sample understand how the company's culture works so he/she can be an effective team
member and take advantage of the support and structure provided by the organization.
Encourage his/her resourcefulness when looking for new ideas.
Encourage him/her to discuss what he/she has learned with other people who are in the company or going
through the learning process.

Building his/her Business 

Explain the company sales strategy but also consider other ways that he/she can build his/her referral
network.
Have him/her build good relationships with those who provide support within the organization.
Encourage him/her to develop his/her self-management strengths so that he/she can work independently as
he/she builds his/her business.

Encourage him/her to: 

Review new ideas with him/her rather than implementing them without discussing them.
Challenge him/her to think of fresh approaches to the sales process and be prepared to review his/her ideas.
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People Orientation
 
 

  39  

  Requires Instruction

Optimal Sample is very warm, sociable, cheerful and outgoing. He/She is motivated and energized by social
interaction and able to build relationships and friendships without difficulty. He/She is quite comfortable with other
people upon meeting them. 

Building Good Habits 

Coach him/her to ask people about themselves and get them talking so that he/she can understand their
needs.
Help him/her enjoy the social aspects of a sales career and teach him/her how to build a rapport and look for
referrals in social situations.
Coach him/her on good listening skills.

Building his/her Business 

Help him/her build his/her referral network by showing how much fun it can be.
Provide community oriented strategies for meeting new people.
Work on strategies to deal with rejection in the sales process because Optimal Sample enjoys people and
could take rejection personally.

Encourage him/her to: 

Review his/her presentation skills as necessary to assure that the business focus is still there.
Make sure that his/her meetings with you deal with the business issues as well as relationship building.
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Investigative Orientation
 
 

  12  

  Requres Instruction

He/She is comfortable with a balance of technical and non-technical issues in his/her work. He/She enjoys some
problem solving but a mixture of non-technical and technical issues would be most desirable. He/She has the
approach to analysis that is common for sales people. 

Building Good Habits 

Encourage him/her to set aside a regular time each day to review product knowledge and relevant business
news.
Coach him/her to focus on the essential knowledge first and then to delve into some of the more difficult
material.

Building his/her Business 

Encourage him/her to practice his/her client approach so that he/she can deliver a 30 second version that will
generate interest.
Make sure that he/she knows the strengths and benefits of the products well enough to give a strong
presentation and provide answers to most client questions.
Familiarize him/her with the company's support network when you do not have an answer.

Encourage him/her to: 

Ask him/her to prepare a list of his/her technical questions in advance of his/her meetings and to share them
with his/her mentor so that they can be addressed quickly at the meetings.
Ask his/her mentor for advice on his/her presentations.
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Self Directed (Confidence)

62

He/She would be considered to be very confident, in control and able to function effectively on his/her own. He/She
accepts responsibility for his/her own performance and expects to succeed in his/her career and most other
activities. 

Building Good Habits 

Make him/her aware of his/her strengths (build conscious competence) and encourage him/her to use them
as much as possible.
Encourage him/her to continually build on the success that he/she has had so far.
Coach him/her to take responsibility for his/her own actions.
Coach him/her to take responsibility for his/her learning.
Coach him/her to take control of what he/she can control and to do it to the best of his/her ability.
Address his/her growth opportunities when he/she is feeling successful.

Coaching Strategies 

Always focus on his/her strengths and how to get even better.
Address possible arrogance by asking him/her for suggestions on how to complement his/her strengths.
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Lifestyle Management

62

He/She appears to manage his/her energy and lifestyle quite well. Pressure and the ability to cope with stress
effectively may even enhance his/her performance in some situations. 

Building Good Habits 

Coach him/her to identify and understand his/her own stress coping techniques so he/she can use them in
other situations.
Coach him/her to continue to manage stressful situations as challenges that he/she can meet.
Coach him/her to share his/her stress coping strategies with others if they ask.

Coaching Strategies 

If his/her colleagues are showing signs of stress, Optimal Sample may be a suitable mentor.
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Dealing with Call Reluctance

72

Optimal Sample has the sort of attitude about prospecting, managing rejection and sales as a career that would be
considered as suitable in almost any sales career. Generally speaking, he/she does not take rejection personally and
should be very comfortable building his/her business. 

Building Good Habits 

Take advantage of his/her comfort with prospecting and rejection by making a regular habit of prospecting.
Ask him/her to commit to a number of contacts or calls that he/she is going to make each day and to start
making them. This is a success habit that is hard to beat in sales.
Focus on the high quality of the products and services that the company provides so that he/she feels
comfortable with the value that he/she is providing to his/her prospects and clients.

Building his/her Business 

Coach him/her to keep asking for a referral even if he/she doesn't expect one.
Remember that a positive attitude is essential and building a successful market survey will help him/her
prospect when building his/her business in the future.
No one likes rejection but he/she is generally good at accepting it as non-personal. When people won't talk to
him/her or help with his/her market survey it is more likely that they are worried about how their friends would
react than rejecting him/her. Coach him/her on how to set clients at ease by demonstrating his/her good
judgment and tact.

Encourage him/her to: 

Praise his/her strength in this area.
Encourage him/her to be a mentor to others if it is appropriate.
Brainstorm on finding additional strategies on how to prospect and deal with rejection.
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Listening Style

47

Optimal Sample is able to listen very effectively while in conversation with others. His/Her approach to listening is an
asset while interacting with clients, peers or others. 

A Guide to Helping 

Take advantage of his/her strengths as a listener when dealing with difficult clients as he/she may be able to
gather information and gain trust where others have been unable to do so.

Coaching Strategies 

Optimal Sample may be a role model for others in the fact finding or consultative sale.
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