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Confidentiality: 
This document is confidential and contains sensitive information on you.  It is entrusted to you on the 

understanding that it will be kept secure, that it will not be disclosed to any unauthorised person and that 

copies of this material will not be made without our agreement. 

 

Feedback of Results: 

It is OPRA Consulting Group’s policy to offer each person feedback on their assessment results.  Should you 

have any questions relating to this assessment, please contact the author of this report or an OPRA Consulting 

Group employee to discuss further. 

 

Use of Results: 

This report was requested for developmental reasons and has influenced the information and conclusions 

drawn.  Should you wish to use this information for a different purpose, please contact the author of this report 

or an OPRA Consulting Group employee for guidance.  It should also be appreciated that the results and 

information contained in this report are only valid for 12-18 months from the assessment date. 

 

Seek Confirming Information: 

Psychological assessment provides valuable additional information often not available through other 

processes. We strongly recommend you use the information provided in this report to support, not replace, 

other sources of developmental information that are available to you.  Where possible, this information should 

be verified through one-to-one discussion and feedback. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
This report is a summary of your results, as assessed by the SPI. This questionnaire is to be used for your own 

professional development only. When reading this report, it is important to consider these results in light of 

other relevant data. Previous experience, interests, aptitudes, and motivation all play a significant part in 

determining your profile, your particular combination of strengths, and your areas for development. 

 

DISCLAIMER 

GUIDE TO USING THIS REPORT 
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RESPONSE STYLE INDICATORS 

Social Desirability 
This questionnaire contains a measure of the extent to which you have attempted to present yourself in a 

socially desirable or favourable way. An analysis of your scores suggests that you may have answered the 

questions in an overly favourable manner and may have tried to present yourself in a positive light. 

 

An alternative explanation to explore is that you may be very conscientious. In that case, you may 

demonstrate some of the following attributes to a high level. You may be an assertive, competitive or outgoing 

person with good adaptive selling, networking or closing techniques and are reflecting this in your responses to 

the questionnaire. 

 

Central Tendency 

This scale measures the extent of opting for the central responses in completing the questionnaire. 

 

You have tended to opt for mid-range ratings and avoid extreme responses to the questionnaire. This may 

indicate a degree of caution about revealing too much about yourself. Some aspects of your profile may be 

less accurate than others. However, it may also mean that you genuinely have moderate views and attitudes 

compared to other people. 

 

Acquiescence 

This is the tendency to select the "agree" option in the questionnaire. 

 

You used the 'agree' and 'disagree' ratings to a normal extent in the reference group. This indicates a 

balanced approach in responding to this questionnaire. 

 

 

CONSISTENT APPROACH - ADAPTIVE SELLING 

 
Definition 

This scale focuses on the degree to which the individual prefers to adjust their selling style to suit the specific 

needs of the client and each selling situation as opposed to taking a structured approach. It measures the 

ability to 'read' the client's needs and the perceptiveness to monitor and modify one's behaviour in a way that 

will benefit their position. 

 

Result 

Your score on this scale suggests that you are adaptive in your sales approach and, although likely to have a 

preferred style of dealing with clients, you will be open to modifying this as required. You are the kind of person 

who will put forward your own ideas and will listen to the client and adapt according to the circumstances you 

are in. 

 

How to Develop 

You have an aptitude for adjusting your presentation style to suit the needs of your clients and, should derive 

satisfaction from a role in which there are changing and varied requests which need to be addressed. 

 

 

EMOTIONAL CONNECTION - EMOTIONAL OBJECTIVITY 

 
Definition 

This scale looks at the way in which an individual reacts to the mood of the client and the extent to which they 

will let a client's emotion affect their ability to sell.  It measures the ability to push ahead in the face of 

SELLING STYLES 
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difficulties and accept any resistance as a motivator for finding another sales approach.  People who score to 

the right on this scale will tend to respond to criticism or negativity in a constructive manner and not see it as a 

personal attack. 

 

Result 

You have scored on the left-hand side of this scale, indicating that you are inclined to connect with others' 

emotions. As such, you may find it difficult to remain positive if faced with prolonged negativity from the buyer. 

While you will initially expect success more than failure, prolonged disinterest from the prospective client will 

probably discourage you, and dampen your self-confidence and perseverance. 

 

How to Develop 

You will work the most productively with clients who are apt to see the positives of what you are offering, as 

opposed to working in a market that is particularly critical or negative. Training in techniques for handling 

negative reactions should also prove helpful to you. 

 

 

SALES PERSONA: QUIET - OUTGOING 

 
Definition 

Sales Persona is a personality trait that reflects an individual's general level of sociability and extraversion. 

People who score to the right on the Sales Persona scale are likely to achieve greater sales success through 

their enjoyment of spending time with people. They are more outgoing, and have a more spontaneous nature. 

Alternatively, individuals who are quiet and reserved may struggle to build relationships with people they do 

not know and, consequently, may take longer to build a client base. Their strength tends to lie in maintaining 

fewer, close contacts and in behind-the-scenes sales support roles. 

 

Result 

You have scored slightly on the quiet side on this scale and, by nature, do not look to demand constant 

contact with people. With this in mind, you are likely to exercise a degree of caution on first time meeting, yet 

having built the relationship, you profile as being quite warm and personable. 

 

How to Develop 

You do not have a strong need for people contact in your role and, as such, are unlikely to be comfortable in 

a role that demands constant liaison and networking with others. Often, people with this profile like to be well 

prepared before contacting prospective or existing clients, and may not relish being thrown into the limelight 

without prior warning. 

 

 

NETWORKING: SEPARATE - INTEGRATED 

 
Definition 

This scale focuses on the willingness of the individual to use their own personal and professional contacts to 

help open doors and advance their career in sales. A right-hand score on this scale implies that the person has 

a strong belief in sales as a worthwhile and respectable career. People who find it difficult or are reluctant to 

prospect among both business and personal contacts may ultimately struggle in a role based heavily on 

selling, and may also have a general reluctance to use the phone as a sales tool. 

 

Result 

Your results show that you are unlikely to be strong at networking, and will be very selective in choosing the 

situations that are 'right' and 'wrong' for engaging in sales activity. Given your far left score on this scale, you 

are also likely to shy away from using the telephone as a client-building tool, and may compensate by finding 

networking opportunities that do not require using the phone. 
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How to Develop 

It may be of use to explore with someone how to represent the company in a way that is non-threatening to 

you personally. Additional supporting mechanisms include helping you construct a presentation dialogue, that 

you can rehearse, and teaming you with someone who is not telephone reluctant. As a final option, you may 

need to explore alternative career paths that do not require you to 'cold call' or network directly with unknown 

players in the market. 

 

 

SELF-FOCUS - ORGANISATIONAL FOCUS 

 
Definition 

This scale focuses on the extent to which the company's reputation is important to an individual and 

encompasses the degree to which they value such traits as respect and trust. People who score on the right-

hand side of this scale tend to think of the group when decision making and share information to assist the 

group's success. People who score to the left tend to be more self-focused and interested in their own gain 

and career progression. 

 

Result 

Your score on this scale suggests that you are a little more self-focused than team focused, and should have 

reasonably well-defined personal goals in place. Often, people with this profile believe that to be successful, 

one needs to 'go it alone'. You may have a slight tendency to neglect the wider needs of the team and 

organisation in the process. 

 

How to Develop 

You are unlikely to be particularly concerned about the reputation of the organisation, so long as there is profit 

in your relationship with it. Typically, people with this profile tend to be motivated by short-term rewards, spot 

bonuses and high pay. 

 

 

COOPERATIVE - COMPETITIVE 

 
Definition 

This scale focuses on the extent to which an individual is competitive and focused on their own targets. It also 

measures the degree of risk they are comfortable with taking and their assertiveness when it comes to closing a 

sale. It measures the amount of drive someone brings to a role and their persistence in striving to be 'the best'. 

People who score to the left tend to be team players, are likely to be less pushy and are more prepared to 

share information and to help others. 

 

Result 

You have scored in the mid-range on this scale and, as such, should be as driven to succeed as the average 

person in the reference group. Having a reasonably strong drive to excel, you will be prepared to push yourself, 

yet will also like to maintain a balance in your life and have time to relax and switch off. You will value 

competition to a point, but are also prepared to give help within a team environment. 

 

How to Develop 

While you will like to succeed and get ahead in your career, you are also prepared to acknowledge others as 

being equally as competent, and will not be averse to celebrating the successes of your peers.  
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