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Validity: The SalesAP scores have been adjusted for either an unusually positive or unusually negative style of self-presentation (see the body of this report for more detailed information).

Though the report is based on the adjusted scores, it should still be read with this person’s response style in mind.
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Sales Achievement Predictor (SalesAP) - Score Report

Name:

Position:

Test date:

Test event ID:

Amanda Baker

Sales Manager I

Jul 13, 2007

CRI-9247-WUHQ

Candidate Information HIGHLY RECOMMENDED FOR SALES. This person’s basic sales strengths include a strong sales disposition, the ability to

make cold calls and close sales, and persistence in completing tasks. This individual is motivated to be competitive. More

detailed information is provided in the body of this report.
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