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Hunter Farmer

John Smith Sales Pi score is within the enhanced
range. He/she should perform extremely well in sales.
John Smith is highly recommended for this position.
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Active Domineering

Faithful Caring

Ambitious Enthusiastic

Assertive Introverted

Trustworthy Organized



 

Low Preference Moderate Preference Strong Preference 



 



 

10            Very High

10            Very High

10            Very High

7            High

9            Very High



 

* Red dotted line indicates preferable range

High Drive High Interaction

Key words: Dominating, Direct, Determined, Assertive,
Competitive

Key words: Influencial, Persuasive, Outgoing, Positive

People with a high D are authority driven and wants to
be in charge and in control. They enjoy being
challenged and are very competitive individuals with a
very high ambition. High D's prefer not to work under
supervision and tend to shy away from being
controled. They have a need for new and different
activities.

High I's enjoy being in contact with people. They like
influencing others and communicate with ease. High I's
have a desire to help other people and to motivate
them. They prefer group activities, inside and outside
the working environment. They enjoy public and social
recognition.

Low Conscientiousness Low Stability

Key words: Independence, Risk, Freedom, Fearless Key words: Variety, Mobility, Change, Quick paced

Low C's are usually unconventional. They don't like
following rules and procedures. They usually react
fearless to situations. Low C's are usually frank and
direct and work well under stress. They need minimum
guideliness and work well in environments where they
don't have to be confined with rules and policies. They
might tend to miss deadlines.

People with a Low S enjoys change and flexibility.
They prefer environments that can offer a lot of variety
and challenges which is also unstructured. They like to
make quick decisions and are usually quick paced
individuals. They may at times be less tolerant and in
need of pressure. They like mobility and would
probably be motivated in jobs which gives them the
opportunity to travel.



 

How do you keep up to date on your target market?

My text 1

How much time did you spend cultivating customer relationships versus
hunting for new clients, and why?

My text 2

What role does social media play in your selling process?

My text 3



 

How does your current employer bring value to the customer?

My text 4

What are three important qualifying questions you ask every prospect?

my text 5

Describe a time when you had a difficult prospect, and how you handled
that situation to win the sale?

my text 6
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