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Introduction to the FinxS® Sales Manager 18:

This FinxS® Sales Manager 18 is designed to help you to better understand and further develop your skills to
successfully perform 18 important competences for managing sales. All of the competences can be learned and
you can be good at any of them. However, some of the competences come more naturally for you, whereas
others require more practicing and understanding how to think and act to succeed with them. The report does
not take into account what you have learned but focusing on what is natural - and what is not - for you.

How to use the FinxS® Sales Manager 18:

This assessment identifies your natural, hard-wired DISC behavioral tendencies in the 18 sales manager
competences. Each of the 18 competences is deconstructed into individual behavioral competences to allow for a
very clear identification of your unique sales strengths and development areas.

You will notice that every behavioral competence shows an expectation score of “5”. No one will ever score “5”
on every competence. Rather, the expectation scores are the ideal, or target, that are compared against your
natural behavioral style.

If you keep in mind that this report focuses on what is natural for you, you will notice that you will agree with
most of your results. However, you may have some reluctance to accept certain development areas. Again, this
is a very normal reaction as it is always more difficult for everyone to explore their weakness or blind spots that
are impeding their present level of success. Also, keep in mind the purpose of this assessment is to provide
guidance on how you can become even more successful and the scores do not measure any behavioral
modifications that you make. It simply identifies your natural, unmodified DISC style.

Finally, it is highly recommended that you will review your results with a professional facilitator who has been
trained to interpret this FinxS® Sales Manager 18 report. They have been professionally trained to interpret the
assessment and how to develop a clear roadmap for your success.
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Sales Manager competences:

The sales manager competences identified in the FinxS® Sales Manager 18 report are: Managing Sales,
Managing Sales Process, Managing Change, Managing Talent, Sales Leadership, Holding Accountable, Providing
feedback, Communication, Hiring Talent, Sales Coaching, Training Sales, Key Account Management, Terminating
Employees, Social Selling, Self-Criticism, Delegation, Goal Setting, and Supporting. More detailed description of
each of the competences can be found in the report sections covering each competence.

Questions to increase your understanding of your sales manager competences

FinxS® Sales Manager 18 report concentrates on how natural each of the competences are for you. It does not
take into account what you have learned during your career or what is needed from you at the moment and in
the future. In order to best use the results of this report, you could ask yourself the following questions (after
being properly facilitated to understand the meaning of each of the competences and your scores):

1. Are you utilizing and making the best out of the competences that are the most natural for you?

2. When acquiring additional skills and knowledge, have you focused on competences that are your natural
strengths or weaknesses?

3. How well do your natural strengths meet with your current sales manager role?
4. How to adjust your management style with different types of sales professionals?

5. What competences are most critical to you at the moment?

Disclaimer:

FinxS® Sales Manager 18 results should never, and in no circumstances, be used as the sole criterion to make
decisions. It is not designed, and cannot be used, to make “yes-no” hiring decisions. One must always consider
many other factors, such as skills, attitudes, intelligence, knowledge, education and experience that are not
measured by this assessment.
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Managing Sales

Having a high level understanding of the role of sales in the company's business, anticipating clients' future
needs and communicating them to product development, understanding the finances relating to sales, managing
sales as a critical corporate function.

Acquiring all details needed for strategy development: -5

Long-term development of existing business -5
processes:

Identifying new unanticipated opportunities and
threats in the environment:

Having a strategic perspective, seeing the bigger

Seeing the big picture in multi-faceted situations:

Seeing the whole organization — how everything is

connected:

Setting up a detailed strategic plan: _

Selling the strategy to the organization to get people -5

to take action:

Taking a big picture perspective at the structure of a

rcture of o (TR

Creating a development process with sequential = -5

steps:
Persistently developing more business: -5

Communicating the strategy in such a way that -5
people identify with it:

Maintaining stakeholder relations to achieve results: -5

Connecting several operational processes to support -5

achieving the goal:

Conducting cause and effect analysis in a logical -5

manner:

Competence Match Percentage: 32%
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Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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Managing Sales - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

4
QU g

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.
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Managing Sales Process

Creating a sales process that is based on measurable results and communicating it in a clear and undisputable
manner. Making sure everyone follows the process and taking immediate corrective action when not. Being
ready to change the process when identifying something could be done better.

Taking control and making sure things happen: 3 2 -1 0 1 2. s

N
—
N
>

Analyzing strong and weak approaches to a problem: o2 1 0 1 2

SN
—_
<
>

Creating a variety of approaches to problem solving: 3 2 1 0 1 2

N
—
N
>

Managing things and systems in a demanding way: o2 1 0 1 2

SN
—_
<
>

Inspiring people to achieve targets without -5 -4 -3 1 0 1 2.
compromising compliance (with regulations):

N
N
<
>

Developing new organizational processes:

2 -1 0 1 258

N
N
S
>

Making a goal-based decision and promotingitto -5 -4 -3 = A 2
everyone quickly:

N
N
<
=

Connecting data with goal and learning what needs to
be done next:

2 -1 0 1 2

IS
N
S
S

Development & assessment of systematic sales -5 -4 -3 -1 0 1 20
process:

N
N
Q
5N

Creating processes that move forward logically: -5 -4 -3 1 0 1 2.

N
N
<
>

Creating operational systems: -5 -4 -3 -1 0 1 2N

N
N
<
>

Logically identifying strong and weak approaches to a -1 0 1 2N

problem:

U
N
N
N
Q
>

Monitoring data to identify deviations: -5 -4 -3 -1 0 1 2N

N
N
<
>

Consistently developing processes: -5 -4 -3 -2 0 2

N
w
<
=

1
Making logical decisions by linking it to previousand -5 -4 -3 -2 -1 0 -1 2 3 4 55%
9709 y g futurr)e decisions: - - °

Competence Match Percentage: 24% [0 Person score M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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Managing Sales Process - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

¥

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3
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Managing Change

Understanding constant change is needed as everything around the business is also constantly changing. Both
looking for opportunities to anticipate change and reacting quickly to changes in the environment. Considering
change more as an opportunity than a threat.

Sustainingapermanentstateofchangetoward_ 28 -1 0 1 25EeS

perfection:

N
N
N
>

Taking initiative to develop new business
opportunities:

Anticipating change in the environment and preparin 3 2 -1 0 1 2 3
g chang aring (I

N
N
3
>

Being a catalyst for thoughtful and appropriate
change:

Reacting quickly and decisively to unexpected
changes and events:

N
N
S
=

Showing courage when faced with opposition in order _ 2 1 0 1 2
to promote change:

Being willing to invent and try anything new inthe -5 -4 -3 -2 0 1 25
search for improvement:

IS
w
3
S

Searching continuously for change: -5 -4 -3 -1

unwanted changes:

o
—
N
w
N
N
3
5N

Being a positive change agentand abletocreate -5 -4 -3 -2 -1 0
excitement:

Being open to new experiences, ideas, and cultures: -5 4 -3 2 -1 0

Showing a positive example in dealing with change: -5 4 -3 -2 -1 0 2 3 4 - 55%
1

Communicating and motivating the need for change -5 -4 -3 -2 0
to the organization:

Being a positive changeagent: -5 4 -3 2 1 0 1 e 4l -65%

4 i 0%

Competence Match Percentage: 40% O Personscore M Expectation

Implementing change in a positive way:

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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Managing Change - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

bl

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3

ructions, Details a
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Managing Talent

Having the ability to focus on developing peoples' skills and requiring everyone to aim for their best. Giving time
and focus to everyone to identify their unique skills and the exact areas where they need further development.
Keeping people motivated to improve their skills and develop independently.

Being able to identify all details needed todeveIoE.I? 28 -1 0 1 25EeS
ill:

certain s

N
N
Q
>

Understanding what skills an organization needs and

it currently has: -
EET

S22 -1 0 1 23S

N
N
2
>

Making sales people critically assess their
performance:

N
N
Q
>

Keeping the organization on a continual improvement _ =2 1 2 s
process:

Engaging sales people to compete onself- -5 -4 -3 -2 = HOE 2 3 4 25%
9aging development: - - °

Maximum utilization of the skills of each team

h tear (I

Setting measurable and challenging development
goals for sales people:

Pointing out clearly the development needs required -5 -4 -3 -1 0
to achieve the goals:

Encouraging sales people to active sharing ofideas: -5 4 -3 -2 -1 0

Constant, positive encouragement of people: -5 -4 -3 -2 -1 0

N N
w w
B N
o oo O
a g g
= RSN

Inspiring and encouraging people: -5 -4 -3 -2 -1 0

N
w
N
[$)]
N
>

Developing encouraging work environment forsales -5 -4 -3 -2 -1 0
people:

1
Being an active developer of others' skills: -5 -4 -3 -2 -1 0 1 B
1

Encouraging sales people to become moreea?erto 5 4 3 -2 -1 0

earn:

Competence Match Percentage: 41% [0 Personscore M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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Managing Talent - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

o

\ 4

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3

ructions, Details a
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Sales Leadership

Being a role model, inspirer and motivator to the sales professionals. Communicating in a goal focused and
motivating manner with the purpose of keeping the salespeople active and focused. Providing immediate
feedback as well as coaching and mentoring the sales force. Being able to utilize and develop the strengths of
each individual.

Demanding, people-oriented leadership style: -5 -4 -3 -1

o

Goal oriented motivation and influencing: -5 -4 -3 -1 0

Motivating through positive aggressiveness: -5 -4 -3 -1 0

N
w
i

N
w
S

Goal-oriented motivation: -5 -4 -3 -1 0

Being a charismatic leader of masses: -5 4 -3 -2 0

N
w
i

N
w
S

Strong goal-oriented leading of sales people: -5 -4 -3 -1 0

Giving people the confidence to takeonnewand -5 4 -3 -2 -1 0
challenging tasks:

Inspiring others to overcome their fears and becomde 5 -4 3 -2
excited:

o

Inspiring and motivating influencing of people: -5 4 -3 -2 -1 0

Emphasizing people as goal-achievers: -5

1
N
1
w
1
N
I
N
o

Bringing up new ideas to inspire people: -5 -4 -3 -2 -1

Motivating through positive encouragement: -5 -4 -3 -2 1

o

o
HEE-8 -B------
N
w
SN

N

3 4

o
N

3 4

Being a leader who both plans and participates: _ 90%
Achieving results through and with people: _ 4 - 80%

Competence Match Percentage: 45% O Person score M Expectation

Positive, motivational influencing: -5 -4 -3 -2 -1

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.

!
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Sales Leadership - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3

ructions, Details a
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Holding Accountable

Making sure everyone knows what their responsibilities and goals are. Constantly following up on performance
and achievement of goals. Taking immediate action and not accepting poor behavior. Expressing clearly one's
expectations and providing direct feedback.

Focusing only on goals, facts and details: 21 0 1 2

N
N
Q
>

=2 -1 0 1 25

N
N
Q
>

Being proactive in ensuring compliance (with
regulations and processes):

Maintaining emotional objectivity: -5 -4 -3 -1 0 1 2 S

N
N
<
=

Judging others based on achievement of goals: 2 -1 0 1 258

N
N
S
>

Following high standards when assessing people -5 -4 -3 -1 0 il 2 3
performance:

N
N
<
=

Detailed and logical communication:

2 -1 0 1 2

IS
N
S
S

Taking strong, corrective action when observing poor -3 -2 -1 0 il 2 8

performance:

N
N
2
>

Focusing on the goal instead of emotions: 20 -1 0 1 28NS

N
N
Q
>

Strongly emphasizing the awareness of goals: -5 -4 -3 -1 0 1 2

N
N
Q
5N

Holding team members accountable to shared goals: 20 -1 0 1 25

N
N
Q
>

Maintaining strong control over followingofagreed -5 -4 3|1 2]|-1 0 1 2
processes:

N
N
Q
5N

Intervening/speaking out when sees non- 28 -1 0 1 25EeS

compliant/reckless behaviors:

N
N
Q
>

Communicating the goal and how details relate toit: -5 -4 -3 -1 0 1 2N

N
N
<
>

Communicating requirements in a clear, fact-focused
manner:

Following policies and respecting agreements when _ 90%

making decisions:

20 -1 0 11 2SS

N
N
Q
=

Competence Match Percentage: 26% O Person score M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.

L
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Holding Accountable - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on

the Extended DISC® Diamond model.
(D]

y

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3

ructions, Details a
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Providing Feedback

Providing constructive feedback on both positive and negative aspects of performance. Focusing both on facts
and emotions on feedback. Explaining thoroughly the reasoning behind the feedback, asking for comments and
committing to jointly agreed plans. Being available when asked for feedback.

Discussing with people the challenging details about 100%

their work:

Carefully covering all the details relating to concerns -5 -4 -3 2 -1 0 2 3 4 5

of others:
4 [ s0%

90%

Providing others with the technical support they ?Sk
or:

Providing detailed help after carefully listening to
exact needs:

Respecting otherﬁ)eople's opinions and providiné; _ 90%

them with the support they nee

100%

Listening attentively and asking specifying questions:
Demonstrating the learning outcomes from setbacks: -5 -4 3 -2 -1 0 2 3 4 - 55%

Providing constructive reinforcementand -5 -4 -3 | - -1 0 il 2 3 25%
9 developmental feedback: - °

Reassuring people in a positive manner: 100%

100%

Helping others by listening and discussing in a
positive way:

Reinforcing messages with positive emotions: 80%

100%

Allowing others to talk while expressing that he/she is
listening:

Treating everyone in a fair manner: 100%

Providing constructive feedback: 90%

Picking up on others’ emotions even when not 100%

articulated:

Competence Match Percentage: 84% O Person score M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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Providing Feedback - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

¢

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3

ructions, Details a
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Communication

Being an active communicator on both positive and negative aspects of performance. Using communication as a
method to manage sales. Being able to focus on both facts and emotions. Being able to adjust communication to
the situation and audience. Understanding when it is time to talk and when time to listen.

Communicating details in a goal-oriented way: _ 21 0 1 2 3 - 20%

Active sharing of factual information: -5 -4 -3 -1 0 1 23S -25%
Strong goal-oriented influencing of people: -5 -4 -3 4 0 1 20CEE -25%

Making dramatic, engaging and goal-focused -5 -4 -3 -. SR 0 Wl 2 3 -25"/
presentations: °

Explaining business logic in a clear and motivating -5 -4 -3 -2 -1 0 1 | 2
ating

w
N
o))
N
>

Clear and fact-based communication: -5 -4 -3 -1 0 1 2 g 4l -25%

Strongly communicating own opinions then sellin 5 4 -3 -2 -1 0 1 -2 3 4 65%
d 9 P them to othersg - ?

Positive, lively and inspiring communication: _ 90%

Communicating complicated matters in an inspiring -5 -4 -3 -2 -1 0 1 2 3 55%
iring ] B 55

Turning negative into positive in people's minds: -5 -4 -3 -2 © 1 2 3 - 35%

Maintaining trust by communicating actively: _ 4
Encouraging, participating, involving communication: _ 100%

Concentrating on encouraging people: -5 -4 -3 -2 -1 0 1 5

Adjusting one’s approach with different people: _ 100%

Active listening, paying attention to understanding
everything:

90%

Competence Match Percentage: 58% O Personscore M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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Communication - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

u
vV _g
v

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3

ructions, Details a
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fin SQ
Jan Przyktad L _J_X‘
ykiadny

Organization: Date:
ExtendedDISC 23.04.2011
Hiring Talent

Identifying the current and future needs of the organization and understanding the skills needed to meet with
those needs. Paying attention to skills and potential of a candidate and putting aside own preferences and
emotions. Understanding how a certain skill can be developed to benefit the growth of the organization. Creating
an environment where people like to work.

Maintaining emotional objectivity: -5 -4 -3 4 0 1 20CEE -25%

2 1 0 1 2 3 4 [jj2ox
Concentrating on facts: -5 -4 -3 SR 0 2 3 -25%

B o 192 34-15%
B o 192 34-15%

Encouraging sales people to believe that impossibleis -5 -4 -3 SR 0 2 3 -25%

possible:
2 1 o 1 205000 >

2 1 0 1 2 3 4 [J2o%

Identifying the gap between existing and needed -5 -4 -3 -- -1 0 1 2 3 4 - 25%
ing 9 9 sales sKills: °

Anticipating risks to minimize them:

Anticipating change in the environment and pre%arintg
orit:

Identifying new unanticipated opportunities and
threats in the environment:

Looking to the future and anticipating the requlirltlad
skills:

Being able to visualize long-term consequences:

Identifying the gaps between the required andthe -5 -4 -3 |- SRS 0 S 2 3 4 25%
fving c%rrentskillswithin an organization: - °

Understanding how a certain detailed skillcanbe -5 -4 -3 SR 0 2 3 - 25%

developed:
Treating each person as an individual, making them _ 100%
feel unique:
Taking care of the company atmosphere: _ 90%
Creating a positive first impression: _ 100%
Being flexible to allowing people to develop in t?gg( _ 100%
Competence Match Percentage: 42% O Personscore Ml Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) F:i XS@
Jan Przyktadny - 1

Organization: Date:

ExtendedDISC 23.04.2011

Hiring Talent - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on

the Extended DISC® Diamond model.
(D]

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fi
Jan Przyktadny L )
Organization: Date:
ExtendedDISC 23.04.2011

Sales Coaching

Paying attention to each sales professional to understand their individual areas of development and the potential

that is not yet fully utilized. Helping a person to understand what their strengths and development areas are.
Working together with a coachee to create a development plan that aims to improve their sales performance.
Following up on its execution.

Assertively moving a coachee through the coaching -5 -4 -3 -.2 -1 0 1 2 S 25%
process: - °

Strongly encouraging a coachee to take action: -5 -4 -3 -1 0 1 2 NSl - 25%

Being able to take over the conversation fromwhere -5 4 3 12| -1 0 1 2 3 4 25%
the other person stopped: - °

Focusing on the next step and how to proceed: -5 -4 -3 =R 0 2 S - 25%
Paying attention only to the essential information: -5 -4 -3 -2 0 1 2 SNCEEE - 35%

Helping others to understand how they deliverthe -5 4 3 2 1 0 ]1]2 3 4 55%
strategy, vision, mission, and values: - °

Asking questions to support drawing intuitve -5 -4 -3 -2 -1 0 | 1 2 St 55%
conclusions on how to solve a problem: - °

Facilitating structured, logically proceeding meetings -5 -4 -3 12| -1 0 1 2 3 25%
with clear outcomes: - - °

Ensuring that coaching interventions end withaclear -5 4 -3 -2 -1 0 [ 1 2 3 55%
goal or action plan: - °

Moving a coachee toward thegoal: -5 -4 -3 -2 -1 0 1 3 4 -65%

Treating each person as an individual, making them _ 100%
feel unique:
Maintaining an environment that keeps coachee at _ 90%

ease:

Inspiring others to have the motivation to hel L5 4 B 2 A 0 1 2 3 4 65%
Piring themselvese - - °

Coaching others to support their developmentand -5 -4 -3 -2 -1 0 1 -2 3 4 65%
reaching goals: - - °

Transforming complicated matters positively:

100%

Competence Match Percentage: 54% O Personscore M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fi XS@
Jan Przyktadny - 1

Organization: Date:

ExtendedDISC 23.04.2011

Sales Coaching - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

q

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) F:i nxsg
Jan Przyktadny LD

Organization: Date:

ExtendedDISC 23.04.2011

Training Sales

Providing inspirational, practical and goal focused training. Providing examples, initiating discussion and
facilitating exercises that all develop the specific skills needed to achieve the sales goals. Linking training to the
existing sales process.

Providing facts about the topic in training session: -5 -4 -3 A ()

2 3 4 | s
2 3 4 | 5%
2 3 4 | s
2 3 4 | 25%
2 3 4 | s
2 3 4 35
2 3 4 | %
4 [ 55%
2 3 4 5%

100%

Providing hard facts in an authoritative manner: - 3 2 -1 0
Developing people's ability to influence other people: -5 -4 -3 A ()
Strongly encouraging trainees to take action: -5 -4 -3 -1 0
Supporting people to plan new ways of doing things: -5 -4 -3 A ()
Goal-focused training of details: -5 -4 -3 -2 0

Having an inspirational and carefree approach: -5 -4 -3 -2 0
Inspiring the trainees about the subject: -5 -4 -3 -2 -1 0

Encouraging independent thinking: -5 4 -3 -2 -1 0

1
1
1
1
1
1
1
[1]2 3

Providing feedback during the training:

Providing feedback one-on-one: 100%

Understanding how new skills shouldbe -5 -4 -3 -2 -1 0 1 -2 3 4 65%
communicated: - - °

Gaining confidence when talking about own area of
expertise:

100%

Providing individual attention to each trainee: 100%

Thorough, yet encouraging training: 100%

Competence Match Percentage: 57% O Personscore M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) F:i XS@
Jan Przyktadny - 1

Organization: Date:

ExtendedDISC 23.04.2011

Training Sales - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) =1 SQ
Jan Przyktadny E me

Organization: Date:

ExtendedDISC 23.04.2011

Key Account Management

Creating a bond with the key customers by actively communicating, providing extra and exceptional service,
prioritizing and proactively anticipating their needs. Giving the clients a feeling they are receiving VIP treatment.
Allocating enough resources and responding promptly to all the inquiries from these clients.

Proactively providing customer with advanced 90%

product information:

Responding actively to new needs for service: -5 4 -3 -2 -1 0 2 3 4 - 55%

4 B e5%

90%

Creating an unique service experience: -5 -4 -3 -2

N
o
N
]
w

Engaging the buyer; relationship selling:
Striving for long-term customer relationships: 100%

Showing initiative in solving problems:

||L||
o)
S
>

Long-term customer relations -- fulfilling customer 100%
needs:
Taking care of customer needs: 100%
Managing long-term customer relations: _ 4 - 80%
Taking care of the customer and creating goodwill: _ 90%
Immediately focusing on finding out what support the _ 100%
other one needs:
Discussing and taking care of customer needs: _ 100%
Being flexible with customers: (I 100%
Demonstrating customer focus in all situations: _ 100%

Assessing team performance from customer's point of 4

view:

©
S
X

Competence Match Percentage: 89% O Personscore M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fi XS@
Jan Przyktadny -

Organization: Date:

ExtendedDISC 23.04.2011

Key Account Management - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

e

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Your Natural Comfort Area

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3

ructions, Details a
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fi
Jan Przyktadny -
Organization: Date:

ExtendedDISC 23.04.2011

Terminating Employees

Setting high performance standards, monitoring performance and taking appropriate actions when standards are
not met. Having no difficulty taking radical actions when needed. Being direct in communication and not letting
emotions interfere with how assesses peoples' performance and how communicates with them.

Critically evaluating performance of others: 28 -1 0 1 25EeS

N
N
S
5N

Holding others accountable for compliance:
Direct, goal focused communication:

Judging others based on facts and data:

]
w
1
N
1
N
o
=
N
w
N
N
3
=S

Focusing on the goal and not on being liked:

1
w

1
N

1
N
o
—
N
w
N
—_—
3
5N

Facts-based, goal-oriented and direct communication:

]
w

1
N

1
N
o
=
N
w
N
N
3
=S

Being a tough decision-maker:

Having no difficulty letting people go when seein
poor performance:

1
N

1
N
o
=
N
w
N
N
S
=S

Building distance to other people:

1
w
1
N
]
-
o
—
N
w
~
—_—
3
=S

Making unpopular decisions:

1
N
1
N
o
=
N
w
S
N
3
5

1
I w
1
N
]
-
o
—
N
w
~
N
S
=S

Measuring sales people by their performance:

Communication; Direct and clear:

]
()}
1
S
]
w

B 1 o 1 2

N
N
N
>

Demanding maximum performance level:

1
N

1
N
o
=
N
w
S
N
S
5

Getting involved and taking action during crises:

Making a decision based on logical analysis instead -5 -4
of emotions:

1
w
1

!

]
-
o
—
N
w
~
N
3
=S

Competence Match Percentage: 18% O Personscore M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fi XS@
Jan Przyktadny - 1

Organization: Date:

ExtendedDISC 23.04.2011

Terminating Employees - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

<

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) —i XS@
Jan Przyktadny - 1

Organization: Date:

ExtendedDISC 23.04.2011

Social Selling

Being an active promoter of one's company and its products/services. Communicating naturally in all media.
Presenting oneself in an inspiring and engaging manner making people feel excited and happy to hear more. Not
going into too many details or too complicated topics but keeping the communication positive and easy to
understand and like.

Active sharing ofideas: -5 4 3 2[a4]o 1 2 3 4 [ 5%
Creating a positive image for stakeholders: -5 -4 -3 -2

Being active in contacting people via multiple -5 -4 -3 -2
channels:

o

—
N N
© ©
IS IS
w w
3 3
5 5N

Enthusiastically promoting one's company: -5 -4 -3 -2

o
_‘H_‘
N
w
N
[$)

3
>

Promoting own ideas enthusiastically even when -5 -4 -3 -2
facing opposition:

N
w
I
w
N
>

Inspired image-selling: -5 -4 -3 -2

w
IS
w
N
53

Building openness and excitement: -5 -4 -3 -2 0
-1
-1

Actively networking: -5 -4 -3 -2

w W
&~ &
o o
I 3
S

Creating a happy first impression: -5 4 -3 -2 -1 0

1
Active sharing of positive information: -5 -4 -3 -2 -1 0

1

1

Actively promoting new ideas: -5 -4 -3 -2 -1 0

w
N
2]
3
5

Consistently maintaining positive outlook: _ 4 - 80%
Communicating in a compelling and positive way: _ 4 - 80%

Creating a friendly atmosphere: -5 -4 3 -2 -1 0 1 3 4 -65%

Competence Match Percentage: 55% O Personscore M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fi XS@
Jan Przyktadny -

Organization: Date:

ExtendedDISC 23.04.2011

Social Selling - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3

ructions, Details a
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones =1 @
SRR s FinxS

Jan Przyktadny

Organization: Date:

ExtendedDISC 23.04.2011

Self-Criticism

Taking responsibility for the achievement of own and team goals. Measuring own performance and taking
immediate corrective actions when needed. Asking for help and accepting advice. Not hiding behind explanations
or excuses nor trying to place the blame on others.

Correcting own decisions until they are perfect: _ 21 0 1 2 3 - 20%
Critically evaluating own performance: -5 -4 -3 -1 0 1 23S - 25%
Being compliant with regulations and processes: -5 -4 -3 -1 0 1 2SS - 25%

Being able to receive detailed feedback on howone -5 -4 -3 -2 1 0|12 3 4 55%
could improve performance: - °

Being alert to one's own mistakes and willing to fix _ 4 80%
9 g B 0%

em:

Being open to detailed advice inpersonal -5 4 -3 -2 -1 0 |1 2 3 55%
development without becoming defensive: - °

Taking care of one's area of responsibilities: -5 -4 -3 -2 0

-_—
N
w
N
w
3
>

Being prepared to listen to new ideas: 100%

Assessing own performance from customer's point of
view:

100%

Being mindful of one’s style and its impact: 100%

Being willing to accept and share personal learning 100%

goals:
Being willing to share one’s mistakes with others: 100%
Taking care of everything reliably and by participating: 100%
Asking for feedback on own behavior: 100%

Apologizing for own behavior: 100%

Competence Match Percentage: 73% O Personscore M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fi XS@
Jan Przyktadny - 1

Organization: Date:

ExtendedDISC 23.04.2011

Self-Criticism - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

4

"

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fin SQ
Jan Przyktadny - -

Organization: Date:
ExtendedDISC 23.04.2011
Delegation

Describing tasks in a way that they can be delegated easily. Trusting and motivating people to handle their
responsibilities. Not wanting to interfere or deciding on every detail. Following up with people on a regular and
pre-planned schedule. Being available for providing support. Holding people accountable on shared
responsibilities.

Defining detailed descrlptlonsforeach teaem -5 -4 -3 -2 -1 @ A 2 3 35%
9 member's role: - - °

Providing very detailed instructions on howtofollow -5 -4 31 2] -1 0 1 2 3 25%
the existing processes: - - °
2 1 0 1 2 3 4[5

Organizing people to better achieve the goals: -5 4 -3 -2 -1 0 2 3 4 - 55%

]
w

Demanding communication and Ieadlrég from a
stance:

Delegating and allowing people to perform: -5 -4 -3 4 0 1 20cE - 25%
Delegating tasks easily: -5 -4 -3 4 0 1 2 3 4[5
Delegating easily by selling the idea to others: -5 -4 -3 2 0 1 20EEcHE - 35%

Creating a process that minimizes the need for -5 -4 -3 -2 -1 0 1 23S 25%
support: - °

Organizing and delegating tasks to optimize task -5 -4 -3 = HOE 2 3 -25%

completion:
Developing new operative processes for the team: -5 -3 -1 4 - 25%
Promoting and providing training for the new _ - 80%
processes:
Positive guiding and sharing of information: _ 100%
Communicating the goal in a way so others can _ 100%
identify with it:
Allowing people time to focus and succeed in their _ 90%

work:

Defining processes that help others succeedinset -5 -4 -3 -2 -1 0 |1 2 3 55%
9p In set B s5%

Competence Match Percentage: 48% O Personscore M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fi XS@
Jan Przyktadny - 1

Organization: Date:

ExtendedDISC 23.04.2011

Delegation - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fi - x
Jan Przyktadny LI

Organization: Date:

ExtendedDISC 23.04.2011

Goal Setting
Setting achievable goals that require the best performance from the sales team. The goals are measurable and

based on the capacity of each sales professional. Achieving the goals requires everyone to develop and commit to
reaching them. Goals relate to the organization's strategy and are challenging at the same time.

Making plans with detailed goals, respon3|b|I|t|es and _ 0 1 2 SESH - 20%
milestones:

Describing the goal in full detail: -5 -4 -3 -1 0 1 2N

N
N
<
>

Being able to anticipate the long-term consequences:

N
N
2
>

performance:

Developing business strategies that leverage
opportunities and minimize risk:

-
Seeking to continually improve the busmess- o2 -1 0 1 2

Identifying and monitoring critical business metrics: - RIS -2 -1 0 1 288

Monitoring the execution of action plans and takin ESER-2. -1 0 1 2SS 15%
immediate action when needec? - - °

SN
—_
Q
>

Setting up goals that require persistence in following _ 21 0 1 2
quality and time constraints:

N
N
Q
>

Making courageous and risky decisions when under -5 -4 -3 -1 0 1 2N
pressure:

N
N
<
>

Pushing the team forward by focusing stronglyon 5 4 -3 SR 0 2
goals:

N
N
N
>

Adjusting quickly to changing priorities: -5 -4 -3 -1 0 1 2N

N
N
<
>

Driving decision making processes: -5 -4 -3 1 0 1 2.

Goal-focused attitude toward work: _ 2 -1 0 il 2 3

Adjusting plans to achieve the goal in changing -5 -4 -3 -2 0 1 Z2HE
circumstances:

~ b~ b
w NN
ST I3 &
-5 SR- R

Setting up goals that aim to motivate people: -5 -4 3 -2 -1 0 1 3 4 -65%

Competence Match Percentage: 24% O Personscore M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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FinxS® Sales Manager 18 (Job Template + Flexibility Zones) Fi XS@
Jan Przyktadny - 1

Organization: Date:

ExtendedDISC 23.04.2011

Goal Setting - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

£

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.
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Jan Przyktadny

Organization: Date:
ExtendedDISC 23.04.2011
Supporting

Providing support to the sales professionals. Being both proactive and reactive in providing support. Encouraging
people to ask for help. While being thorough and patient in providing support still holding people accountable for

achieving their goals and taking responsibility for their tasks.

Supporting people with their need for understandlng _ 90%
change:
Providing detailed help after carefully listening to _ 90%

exact needs:
them W|th the support they neec? °

Using other person's own logic to challenge whatthat -5 -4 -3 -2 1 2 3 4 35%
person is saying: - - °

Challenging the other person to change their opinion: -5 -4 -3 -2 © 1 2 SN - 35%

Spending the necessary time with a person to support _ 100%
learning:
Maintaining a positive atmosphere when supporting _ 100%
others:
Having the patience to support others with routines _ 4 80%
9 P PP and details: - °

90%

B s0%

Approaching everyone with dignity and respect:

Providing the same detailed support repeatedly: _ 4

Helping others by providing the support they need: _ 100%
Supporting everyone to achieve the goals: _ 100%
Having a listening, participative management style: _ 100%
Helping and guiding others: _ 100%

Competence Match Percentage: 86% O Person score M Expectation

Please note that sales managers are often required to have very different types of competences. It is very
unlikely that all of them will match with your natural behavioral style. Please identify those competences that
clearly are your natural strengths and those that require more focus and concentration from you.
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Supporting - Required Behaviors

Below is the visual representation where the required behaviors to succeed with this competence are located on
the Extended DISC® Diamond model.

|

<

Your Natural Comfort Area

This is where your hard-wired, natural behavioral comfort area is located on the Extended DISC® Diamond
model. Compare to the required behaviors above.

Facts, Basics, Analtics, Systems, ricim, Creating, Developing, Goals, Resuts, Speeaing up (L3

ructions, Details a

192Q ‘sanieA pieH

oY ‘paads ‘abuey) ‘suols

Ul ‘ssauan)

Consideration, Thoroughness, Exactness,

uado ‘asaudsouny ‘ol

JuswAofuz ‘ssau

Stability, Trustworthiness, Responsiveness, Discussin q, Participation, Frien: diiness, Easiness

m Commitment, Patience,

L
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