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In today’s globally competitive markets, organizations have become ever more 

dependant on finding effective sales representatives that possess the right 

combination of skills and competencies to remain ahead of the competition. 

The Sales Skills Test (SALESSKILLS-AT) is designed to assess a variety of 

competencies commonly found within a sales environment.  

Description

This exercise contains 100 questions that are each related • 	
to a series of statements.  

The report touches upon fourteen (14) competencies, • 	
but clients can select and personalize the exercise to the 
specific skills that best relate and suit their organizational 
needs.

The • 	 Sales Skills Test is best suited for staffing/assessment 
processes.

Targeted Clientele

Organizations that wish to assess candidates applying for a 
sales related position.

Conditions

Duration
Sixty (60) minutes• 	

Correction Time
Paper-Pencil Administration: 2 business days• 	
Web Administration: Instant report• 	

(Can vary according to special arrangements and fees, 
negotiated in accordance to the amount of copies to correct, 
the client’s needs, and the availability of Compmetrica’s 
correction services).

Competencies Assessed 

6. Problem-solving
7. Decision-making/Judgment

Thinking Skills

12. Ability to Transmit Information

Communications

14. Interpersonal Communications

Interpersonal Relationships

23. Persuasion

Leadership Skills

31. Thoroughness

Technical and Professional

32. Autonomy
34. Self-confidence
42. Action-oriented
43. Perseverance

Personal Qualities

54. Business Acumen
58. Client-oriented
59. Results-oriented
60. Negotiation Skills

Entrepreneurship
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STLUSERSEICNETEPMOC

PROBLEM-SOLVING 2,5 / 5

DECISION-MAKING / JUDGEMENT 2,5 / 5

ABILITY TO TRANSMIT INFORMATION 3 / 5

INTERPERSONAL COMMUNICATIONS 3,5 / 5

PERSUASION 5 / 5

THOROUGHNESS 3 / 5

AUTONOMY 4 / 5

SELF-CONFIDENT 4 / 5

ACTION-ORIENTED 5 / 5

PERSEVERANCE 3 / 5

BUSINESS ACUMEN 4 / 5

CLIENT-ORIENTED 3,7 / 5

RESULTS-ORIENTED 3,5 / 5

NEGOTIATION SKILLS 2,5 / 5

AVERAGE:

Percentage 70%

The table below presents the results obtained in accordance to the selected competencies. Note that the 
detailed results for each competency are presented in the following pages.

Global Results

3,5 / 5

Page 3

COMPMETRICA Sales Skills Test

Type of Report

Sales Skills Test
  02/50/8002 :etaDnhoJ ,htimS :etadidnaC

Problem-solving

Decision-making / Judgement

Ability to transmit information

2,5 / 5

DEFINITION: Ability to make relevant decisions based on sound judgement.

Assesses the extent to which the candidate proposes appropriate solutions in
order to solve the stated issues and to what extent he/she has the ability to
position himself/herself when facing a situation.

1 Analyzes situations
Assesses the extent to which the candidate analyzes the stated issues by
questioning the implicated parties and by verifying the information provided.

2 Makes quality decisions

Provides the necessary explanations to the client to help him/her 
understand the situation

2

Detailed Results per Competency

3 / 5

DEFINITION: Can transmit information by using appropriate methods and approaches that make an impression
on his audience.

Assesses the extent to which the candidate attempts to inform the client on the
procedures to follow and provides the pertinent information to his/her team clients
on the progression of the activities.

Provides the necessary information to the client to help him/her make the 
right decisions

Assesses the extent to which the candidate attempts to gather the pertinent
information required to make links and have an overview of the situation and the
possible causes of the problem.

Assesses the extent to which the candidate attempts to transmit the adequate
and complete information the client's situation.  Also Assesses the extent to which 
the candidate provide information support to the client.

1

2,5 / 5

DEFINITION: Identifies problems, possible solutions, as well as the best strategies to solve them.

1 Knows how to objectively analyze a situation

2 Brings effective solutions to problems
Assesses the extent to which the candidate implements concrete actions or
makes appropriate recommendations which takes into account the nature of the
problem as well as its seriousness.
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