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R E G I O N A L  R E TA I L  S T O R E  M A N A G E R
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S U M M A R Y

Regional Store Managers were assessed using the
Profile Sales Assessment (PSA) psychometric
instrument.  The resultant High Performance Role
Benchmark identified 10 x critical  success attributes
required to be a successful store manager.  The
assessment solution effectively predicted whether an
individual would be a high performer or not in a
selection environment.  The assessment solution is
now integrated into the selection process of the
nationwide organisation.

P U R P O S E

Identi fy  potential  barr iers  to  success  and provide
coaching,  mentoring & training suggetions to  manage
these barr iers

Del iver  higher  retention rates

Provide  a  solut ion that  wi l l  improve  the  success  rate  of
select ing high performers  in  the  future

Identi fy  the  cr i t ical  attr ibutes  of  a  Regional  Retai l  Store
Manager
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A B O U T  P R O F I L E S  S A L E S
A S S E S S M E N T

The  Prof i les  Sales  Assessment  (PSA)  measures  how wel l  a  person
f i ts  speci f ic  sa les  jobs  in  an  organisat ion .  I t  is  used  pr imari ly
for  se lect ing ,  on-boarding  and managing  sa les  people  and
account  managers .

The  " job  model l ing"  feature  of  the  PSA is  unique  and can  be
customised  by  company ,  sa les  posi t ion ,  department ,  manager ,
geography ,  or  any  combinat ion  of  these  factors .  This  enables
employers  to  evaluate  an  indiv idual  re lat ive  to  the  qual i t ies
required  to  per form successful ly  in  a  speci f ic  sa les  job  in  an
organisat ion .  I t  a lso  predicts  on-the- job  per formance  in  seven
cr i t ica l  sa les  behaviours :  prospect ing ,  ca l l  re luctance ,  c los ing
the  sa le ,  se l f -start ing ,  teamwork ,  bui ld ing  and maintaining
re lat ionships  and compensat ion  preference .

A B O U T  H I G H  P E R F O R M A N C E
B E N C H M A R K

Based on object ive  cr i ter ia ,  high performance benchmarks
are  developed from the  assessment  results  of  exist ing
proven top performers

The most  accurate  technique assesses  the  proven high
performers  within  the  organisation,  using their  results  to
create  a  High Performance Role  Benchmark .  In  ef fect ,  we
extract  the  success  DNA of  the  top performers ,  identi fy ing
and quanti fy ing the  success  qtt ibutes  they  share  in
common.

Unless  the  cr i t ical  success  attr ibutes  of  a  ro le  are  ful ly
understood,  t radit ional  select ion wi l l  continue to  del iver
less  than 25% top performers



R E G I O N A L  R E TA I L  S T O R E  M A N A G E R
B E N C H M A R K
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Thinking Style

Behavioural Traits

Interests

* I n t e r p r e t P r o f i l e s S a l e s A s s e s s m e n t B e n c h m a r k u s i n g t h e Q u i c k R e f e r e n c e G u i d e

https://www.peoplogica.com/Quick%20Reference%20Guide/Profiles%20Sales%20Assessment%20Quick%20Reference%20Guide.pdf


C R I T I C A L  S U C C E S S  AT T R I B U T E S
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Verbal  Ski l l
 Energ y  Level
 Assert iveness

Sociabi l i ty
 Manageabi l i ty

Accommodating
 Independence

 Object ive  Judgement
Enterprising

 People  Service

From our study, we found 10 critical success
attributes (Areas where more than 75% high
performers are within a block of  three)

R E G I O N A L  R E TA I L  S T O R E  M A N A G E R  -
PA R T I C I PA N T  R AT I N G S

PARTICIPANTS REGIONAL RETAIL  STORE
MANAGER % MATCH

HIGH PERFORMER #1

HIGH PERFORMER #2

HIGH PERFORMER #3

94%

93%

92%

HIGH PERFORMER #4 91%

HIGH PERFORMER #5

NOT-YET-COMPETENT PERFORMER #1

NOT-YET-COMPETENT PERFORMER #2

MYSTERY PERFORMER

80%

77%

72%

86%



R E G I O N A L  R E TA I L  S T O R E  M A N A G E R  -
N O T - Y E T - C O M P E T E N T  ( N Y C )

P E R F O R M E R  S U M M A R Y  G R A P H
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Thinking Style
 70% Match

Behavioural Traits
66% Match

Interests
 86% Match

Not-yet-competent Performer
Overall 72% Match



R E G I O N A L  R E TA I L  S T O R E  M A N A G E R  -
M Y S T E R Y  P E R F O R M E R  S U M M A R Y  G R A P H

C
A

S
E

 S
T

U
D

Y

Thinking Style
 95% Match

Behavioural Traits
86% Match

Interests
 69% Match

Mystery Performer
 Overall 86% Match
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P E O P L O G I C A

2 7 5 A l f r e d S t r e e t . N o r t h S y d n e y , N S W 2 0 6 0 

T : 0 2 9 9 3 6 9 0 0 0  W : w w w . p e o p l o g i c a . c o m 

E : i n f o @ p e o p l o g i c a . c o m

https://twitter.com/peoplogica?lang=en
https://www.linkedin.com/company/peoplogica/
www.peoplogica.com
mailto:info@peoplogica.com



