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We help our clients to remove the ‘guess-work’ when it comes to hiring and developing sales talent.
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CUSTOMER SUCCESS STORIES

KATINKA BEESLAAR

CLIENT CHALLENGE:

A division of PMG faced closure due to
non-performance on sales revenue targets.
Following our intervention, the same division is now
one of the top-performing within the group.

“The cost of the assessment is such a small
portion of the cost vs the return on investment
that we get from that - you can’t even compare.
The information you get from the assessment
and the use you get out of that; the time saving.
It’s @ no-brainer for us, we use it all the time.”

- Katinka Beeslaar: HR Manager, PMG

Copyright 2020 Revenue Partners (Pty] Ltd
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OSCAR DE WEIJER

CLIENT CHALLENGE:

Due to pressure to deliver on increased revenue targets
- Healthbridge needed to find the ‘right’ sales people
who would be effective infield, instead of simply adding
more boots on the ground. In using our assessments,
Healthbridge was able to ‘recruit right.

“So when looking for new sales people the main thing that
underpins anything in my opinion, is attitude. A ot of people
feign attitude, and look all great and bubbly in interviews.
The Assessments are certainly a very quick way of getting red
flags of people’s characteristics and behaviour that tell you

outright: ‘stay away, unless you want to take on a burden””

- Oscar de Weijer: Executive Strategic Relations, Healthbridge
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At RevenuePartners (formerly ThinkSales), we assist customers establish a competitive advantage to
outperform their markets with our unique 5-Pillar Revenue Growth Methodology delivered through mutual

execution accountability.

REVENUE GROWTH SEQUENCING

= Company Revenue Growth
Strategy

K Sales Organisation

Gap Analysis

Revenue Accelerator
Strategy Workshop

Sales Organisation
Strategy

Revenue Accelerator Workshop

5-Pillar Sales Organisatio
Review & Implementation Strategy Workshop

Customer Segmentation &

Sales Organisation Workshop

Market Opportunity Analysis Review & Implementation
| |
Sales Force Structure Customer Portfolio
& Sizing Mapping
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Customer Engagement

Sales Process Design \

Sales Productivity Design

Hiring Sales Reps & Manage

Sales Talent with Competitive Sales DNA

Training on Skills

les Man men
Sales Management and Sales Process

Sales Enablement Win / Loss Analysis Design

Lead Generation KEY

Key Enablers
ROI Case Studies .
(Written & Video) Optional Enablers

- QO

. 5-Pillar Methodology
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The world-leader in assessments for competitive sales, and the only assessment company to provide a

‘predictor of success' in a sales role.

RevenuePartners is the exclusive reseller of the Self Management
Group’s ([SMG] suite of Psychometric Assessments in Southern Africa
and a non-exclusive global reseller.

RevenuePartners, in partnership with SMG, offers organisations scientific
tools to improve attraction and selection of top sales candidates,
succession planning, leadership development and career management.

SMG was the first company to provide normative, psychometric profiles
on the Internet and since then has become the largest sales profiling
company in the world.

Their unique, proprietary assessment tools, extensive database and
wide range of diagnostic assessments help organisations to use science
and advanced statistical methods to measure and track the ROl of
organisational initiatives.

Perhaps the most interesting aspect of SMG - as the company name
suggests - is their focus on identifying individuals who have a natural
‘Self Management’ ability and who don’t require close management
supervision to perform.

This trait, along with the ability to effectively cope with stress, has been
found to be the number one predictor of success in sales and other roles.
And is increasingly important now that remote working is on the rise.

Copyright 2020 Revenue Partners (Pty] Ltd

FAST FACTS

. Self Management Group [SMG] is located
in Toronto Canada - and is the largest sales profiling
company in the world

« SMG operates in 45 countries
« SMG supports 3,500+ Clients
« Assessments are available in 40+ Languages

« Over 80 proprietary assessments are available to
choose from

« Over 20 million+ assessments have been completed
to date

- The Self Management Group processes between
10 000 and 15 000 assessments every day

SELFMANAGEMENTY

GROUP

SELECT | DEVELOP | RETAIN | TOP PERFORMERS

- QO
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TALENT MANAGEMENT DIVISION

HIRING SOLUTIONS

revenuepartners

Our solutions assist you to eliminate the guess-work from hiring — helping you to attract and hire candidates
with the right Sales-DNA or Management-DNA, best-suited to your particular position.

1. Psychometric
Assessments

We offer a range of sales-specific
psychometric assessments

Our range of Psychometric Assessments
are purpose-built to identify candidates
with the correct sales DNA - and to
predict sales performance.

Our Screening Assessments, help
hiring teams to process high-volume
applications quickly and cost-effectively.

While our in-depth Profile Assessments
provide detailed reporting on the skills
and attitudes required for success in

a position, accompanied by interview
questions and coaching guides for
development.

Copyright 2020 Revenue Partners (Pty] Ltd

2. Benchmarks
for Hiring

Build stronger sales teams with
benchmarking by identifying the best
‘sales DNA’ for your organisation and
hiring accordingly

Benchmarking is the framework used,
in conjunction with Psychometric
Assessment testing, to identify key
sales personality characteristics of top
performers within your organisation -
and then assess potential future hires
against this ‘benchmark.

@;@

3. Recruitment Process

Audit & Design

We assist clients to build a scalable
recruitment process, designed to
identify candidates with the right
‘sales DNA’

This service is designed to assist clients
who have not mapped a specialised
Sales Recruitment Process.

We co-create a process with our clients
to ensure they are equipped to attract
the right candidates, and identify and
test the sales-specific skills and attitudes
required for success in a Sales Executive
or Sales Management role.

Q0O
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TALENT MANAGEMENT DIVISION

DEVELOPMENT SOLUTIONS

revenuepartners

Our services include tools to assess development areas within individuals and groups, coupled with training to
strengthen the key attitudes and skill-sets required for success in sales executive and sales management roles.

1. Psychometric

Assessments

In-depth sales-specific psychometric
assessments for development and
succession planning

Our in-depth Profile Assessments
provide detailed reporting on the skills
and attitudes required for success in a
sales position.

The accompanying coaching guides

are customised per person, and equip
managers with the specific insights and
guidance for focused coaching to develop
weak areas and leverage strengths.

The Assessments are also valuable tools
for succession planning.

Copyright 2020 Revenue Partners (Pty] Ltd

2. Talent Audits for
Development

A scientific approach to development
that identifies the strengths and
weaknesses within your existing sales
force at an individual and group level

Our Development Priority Mapping
solution, built in conjunction with
Psychometric Assessment testing,
provides you with a bird’s eye view of
your current sale’'s teams strengths and
development areas.

This enables companies to concentrate
their spend and energy by focusing on
improving the most critical common
weaknesses found within the sales force
as a group.

TRAINING DIVISION

3. Skills Development
Training

We also provide high-impact training
for sales executives & managers

Our team of master facilitators assist
clients to train the essential skill-sets
and attitudes required for success in
sales executive and sales management
positions.

Our training can be supplemented with
deployment and ongoing reinforcement
to ensure lasting process and
behavioural change.

- QO
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Science-based tools to identify and develop candidates
with the right ‘'sales DNA" for competitive sales roles.
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ASSESSMENTS FOR HIRING & DEVELOPMENT

A suite of science-based assessment tools to identify & develop candidates with the right sales DNA.

SCREENING TOOLS

Solution to process high-volume applications
- helping you to quickly and reliably screen out
candidates who lack the right sales DNA.

SUITABLE FOR:

« Hiring

PROFILING TOOLS

Solution for indepth profiling on short-listed
candidates to help you make quality,
science-based hiring, development and
succession planning decisions.

SUITABLE FOR:

« Hiring

« Development

« Succession Planning

Copyright 2020 Revenue Partners (Pty] Ltd
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SCREEN
HIGH VOLUME
OVERVIEW REPORT

PROFILE

TARGETED
INDEPTH REPORT
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COMPETITIVE SALES ASSESSMENTS

POP SCREEN ASSESSMENT

HIRING SOLUTIONS

DEVELOPMENT SOLUTIONS The POP Screen is a normative assessment used to ‘screen out’ candidates in the early stages of hiring who lack

the critical ‘'sales DNA" necessary for success in competitive selling roles.
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ASSESSMENT ADMINISTRATION

The assessment can be completed online in
10-20 minutes.

It is suited to roles in a competitive sales
environment, including:

« Sales Executives (in-field and inside sales]
- Sales Managers

SUMMARY OF CANDIDATES CV & RED FLAGS

The first page of this report contains a summary
of the candidate’s employment status, career
history and educational background.

This standardised format saves recruiters time
by eliminating the need to sift through hundreds
of CVs to find this information.

The report also flags all responses that may
indicate possible limitations or a poor-fit.

SNAPSHOT OF SALES POTENTIAL
This visual snapshot includes:

The candidate’s self-management ability and
commitment to seeking new business

Whether they are a strong closer

Their chances of survival in a competitive
sales role

How they feel about interacting with people
and their comfort in building relationships

Copyright 2020 Revenue Partners (Pty] Ltd

« Their motivational preferences and appetite
for challenge

« How they cope with rejection

« And how committed they are to pursuing a
sales career in the long-term.

RECOMMENDATION TO PROCEED

An overall recommendation on whether the
candidate should proceed to the next selection
phase is given, based on all measures:

« Green: Proceed with the candidate
« Yellow: Proceed with caution
« Red: Proceed with extreme caution

INTERVIEW QUESTIONS

The final page in the report contains questions
tailored to the candidate that can be used in
the interview phase of the recruitment process,
to confirm specific strengths or explore caution
areas identified on the report.

These interview questions are situational and
based on the candidate’s responses to ensure
they have to draw on their own real-world
experiences, thus helping recruiters to evaluate
their true talent.

POPScreen (7012550370006 for POPScreen 2.0 Sampie on June 10, 2015) Page 2

SHAPSHOT OF S8LES POTENTIAL
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sajection.
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DOWNLOAD A SAMPLE REPORT
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COMPETITIVE SALES ASSESSMENTS

POP 7 ASSESSMENT

revenuepartners

The POP 7 is a normative assessment that can be used to assess the Sales DNA of new hires, and to develop

competitive selling traits in your existing sales force.

A SALES ASSESSMENT TOOL LIKE NO OTHER:

There are 3 factors that make this tool fundamentally different from other
psychometric assessments:

1. It assesses Competitive Sales DNA factors including comfort with
prospecting, listening style, call reluctance, emotional intelligence,
motivational preferences and closing style.

2. Unlike most personality assessments, the POP 7 provides a ‘Predictor of
performance’ for each candidate - and indicates a ‘Predictor of retention’-
two essential factors for building a strong sales force.

3. The POP 7 scores an individual's ability to ‘Self Manage’ and their
effectiveness in ‘Managing Stress’. Two traits associated with the strongest
sellers on a global scale, transcending nationality and culture... And, in
today’s uncertain business environment, where remote working is on the
rise, these two indicators have never been more important.

WHO IS THE POP 7 ASSESSMENT SUITED TO?

Sales Professionals operating in competitive sales environments, including:

« Sales Executives [(in-field and inside sales]

- Sales Managers

Copyright 2020 Revenue Partners (Pty] Ltd

FAST FACTS

- The Personal Orientation Profile [POP™] is a
normative assessment that has been used for
recruiting and selecting sales people for nearly
40 years.

e |t is based on a database of over 10 million
assessments.

- The POP™ has been validated in a wide
variety of sales cultures throughout the world
lincluding South Africa) and is used to discover
‘self-managers’ who will be consistent top
performers.

« Its unique Predictor Score (PS) provides
an extremely accurate prediction of top
performance.

« The POP 7 can be completed online in
30-40 minutes.

- Q@
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COMPETITIVE SALES ASSESSMENTS

HIRING SOLUTIONS POP 7 MEASUREMENTS

DEVELOPMENT SOLUTIONS The POP 7 Assessment measures the following:

WATCH THE VIDEO

1. The Enterprising Potential scale. Think of this as an indicator of the
person’s comfort with prospecting and actively pursuing new leads
- this is the number one predictor of success in sales.

— Assessments for Hiring & Development 2. The Achievement Potential indicates a person’s closing style.
— POP Screen Assessment 3. The Independence Potential shows culture fit and is a good
— POP 7 Assessment indicator in likely retention.

4. The Predictor Score blends all of these together and measures the
overall probability of success.

COMPETITIVE SALES ASSESSMENTS

« Measurements

« Reports
— ROI Case Studies

5. The Emotional Quotient scale measures the candidate’s ability to Identifying Competitive Sales People
effectively detect and use emotional cues in the selling process.

6. The People Orientation scale indicates the individual's natural

CONTACT CENTRE ASSESSMENTS communication style and assesses their introversion versus
extraversion. The overall recommendations on how to proceed with a candidate
7. The Investigative scale shows whether the candidate enjoys are based on:
ADMIN & OPS ASSESSMENTS performing detailed work and learning new things. . The candidate’s inherent talent and coachability
8. The Self-Directed scale indicates the level of empowerment and . Their commitment in terms of attitudes and views

control a person feels over their current environment. . And the overall job fit,

MANAGEMENT ASSESSMENTS 9. The Lifestyle Management scale indicates how the candidate

copes with the stresses and demands of life. _ _ _
The screen also measures whether a candidate is answering

10. The Call Reluctance scale is strongly associated with the day-to- authentically or not:

REMOTE WORKING ASSESSMENTS day behaviours of salespeople and how they feel about prospecting

L The ‘Uncertainty Coefficient’ [or social desirability scale] indicates if the
and rejection.

candidate has tried to provide answers they think you'd prefer, rather
than the answers that more accurately reflect their true character.

GETIN TOUCH considers themselves to be a good listener.
Copyright 2020 Revenue Partners (Pty] Ltd

11.While the Listening scale assesses whether the individual
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REPORT TYPES PROVIDED

The POP 7 provides four different reports:
1. Management Report

2. Candidate Feedback Report

3. Management Coaching Guide

4. Candidate Coaching Guide

RECOMMENDATION TO PROCEED

When you open your report you will immediately

see the overall prediction of the candidate’s
sales potential depicted, as a traffic light:

« Green: Proceed with the candidate
« Yellow: Proceed with caution
« Red: Proceed with extreme caution

PREDICTING PROBABILITY OF SUCCESS

You will also find a ‘Probability of Success’ bar
below the traffic light.

This visualises a mathematical probability -
predicting your candidate’s potential success.

Copyright 2020 Revenue Partners (Pty] Ltd

MEASURES
The report includes detail on each of the
measures listed on the previous page.

And it includes information on Emotional
Intelligence including Mood Labelling and
Monitoring, Empathy as well as Self-Control
and Emotional-Control.

TOOLS FOR HIRING & DEVELOPMENT
In addition to the assessment report on your

candidate, the POP 7 also contains sections that

assist with both hiring and development.
These include:
1. Selection Considerations report

2. A Full Interview Guide with suggested
interview questions for hiring.

3. A Retention Prospects Report

4. A Training and Coaching Guide that provides

managers with detailed pointers to improve
developmental areas - tailored specifically
to the individual - enabling managers to
perform highly-focused, effective coaching.

5. And a Management Preview section that
indicates whether a candidate has the
potential to be an effective sales manager.
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HIRING SOLUTIONS ROI CASE STUDIES

DEVELOPMENT SOLUTIONS Hiring high-calibre Sales Executives with the right competitive sales DNA, results in sizable cost-saving
on attrition and revenue gains on performance.

COMPETITIVE SALES ASSESSMENTS

n instances where hiring decisions are based

on a POP Assessment recommendations 100.0 -
— Assessments for Hiring & Development to proceed with ‘green-lit’ candidates, the UpE AN RS EIULEIL o ms
_ POP Screen Assessment following gains have been found. « 85% of green-lit candidates [Proceed] € o ms
- N were retained in their first year. 8 . us
~ ROl ) .RedUC?tIOlj ntime sper.1t F)y hiring -teams o « The highest % of terminated candidates ¢ 20.0 - I ‘ I 2
— ROI Case Studies Interviewing and appointing candidates were scored as Red: Redirect (1) or Yellow: 0 - "1
. Increased retention rates Proceed with Caution [2) on the POP. Active ferminated
« Lower termination rates PERFORMANCE 17000 1435
- Stronger performance by green-lit candidates « POP is highly predictive of performance. % 12,000 - 10501 5533
CONTACT CENTRE ASSESSMENTS vs others . Green-lit candidates that score 5 have % 7,000 - 5,324
. Increased sales revenue nearly three times the productivity of % 000 I H B .
candidates that scored 1 on the POP. g ' s 4 3 2 1

Science Score

« More favourable management performance

ADMIN & OPS ASSESSMENTS | _
reports on green-lit candidates vs others.

RETURN ON INVESTMENT 14,000
Note: These gains have been reported in multiple . Green-lit candidates earned almost double %12,000 | "
MANAGEMENT ASSESSMENTS case studies spanning various industries and those in Caution / Redirect ranges. § 10,000 -
countries. . 2 8000 - p—
« ROI of $50,350 per month by replacing = tom -
only 10 execs scoring Yellow or Red lights g 4,000 -
=L

REMOTE WORKING ASSESSMENTS with Green. 2,000 -

Science Scaore >3  Science Score < 3

GET IN TOUCH
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CONTACT CENTRE ASSESSMENTS

| wRNGsowrons ASSESSMENTS FOR HIRING & DEVELOPMENT

DEVELOPMENT SOLUTIONS A suite of science-based assessment tools to identify, test & develop candidates with the right sales DNA.

L L v w L L L L}

COMPETITIVE SALES ASSESSMENTS

SCREENING TOOLS

CONTACT CENTRE ASSESSMENTS Solution to process high-volume applications
- helping you to quickly and reliably screen out SCREEN
. candidates who lack the correct DNA. HIGH VOLUME
— Assessments for lelng & Development OVERVIEW REPORT
S OR:
— Contact Centre Screen T
« Hiring
— Contact Centre Simulator PROFILE
TARGETED
— Contact Centre POP INDEPTH REPORT
— ROI Case Studies
PROFILING TOOLS
Solution for indepth profiling on short-listed
ADMIN & OPS ASSESSMENTS candidates to help you make quality,
science-based hiring, development and
succession planning decisions.
MANAGEMENT ASSESSMENTS STREE R SIMULATION TOOLS
An online assessment that simulates a 'day-in- SUITABLE FOR:

« Hiring
the-life’ of a call centre agent The assessment
tests the hard skills & competencies required

« Succession Planning for success in sales or service roles.

GET IN TOUCH
17
Copyright 2020 Revenue Partners (Pty] Ltd

. Development - Hiring

REMOTE WORKING ASSESSMENTS
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CONTACT CENTRE ASSESSMENTS

HIRING SOLUTIONS CONTACT CENTRE SCREEN

DEVELOPMENT SOLUTIONS The Contact Centre Screen is a normative assessment used to ‘screen out’ candidates in the early-stage hiring
process who lack the critical factors necessary for success in a service and/or sales role.

COMPETITIVE SALES ASSESSMENTS

ASSESSMENT ADMINISTRATION MEASUREMENTS & REPORTING
- The assessment can be completed . The Assessment measures a candidate’s —
online in 10-20 minutes. suitability to a competitive sales or S -
CONTACT CENTRE ASSESSMENTS - y p . S0 45 40 35 30 25 20 1510 & O -5 -10 -15 -20 -25 30 -35 -40 45 5D
« It is suited to Contact Centre Agents service role. oo e
. [sales or service] and Contact Centre - And includes a Reliability Indicator (or —%ﬁ
— Assessments for Hiring & Development Managers. honesty scale] to show if the candidate vt Pt
— Contact Centre Screen was answering in a ‘socially desirable’ P B
, RECOMMENDATION TO PROCEED s T T —
— Contact Centre Simulator | manner. Sl . F W BB et
When you open your report you will Anatyical Oretaion
— Contact Centre POP immediately see the overall prediction of INTERVIEW TOOLS Bt 0 E X E A w0 g0,
B ; . , . . . c::fmmmmmmt I—
ROI Case Studies the candidate’s sales potential depicted, . A standardised summary of the —Vwﬁcggmﬂmﬂmﬁ NN R EEE ]
as a traffic light: candidate’s employment status, career sy
« Green: Proceed with the candidate history and educational background is Dm0 T H O E L E T oo
. . included in the report. B e w—
« Yellow: Proceed with caution And the report alspo contains tailored e e W e R R L s
ADMIN & OPS ASSESSMENTS | | e HIE report &t | g i
» Red: Proceed with extreme caution situational interview guestions. RO O T
Reliability of Results (Honesty Scala) 3
n IIE:S‘;GE;SE'D?:S ?'DElEE'DElSE:Dd54035'3|325201510 5 0

MANAGEMENT ASSESSMENTS

V DOWNLOAD A SAMPLE REPORT

REMOTE WORKING ASSESSMENTS
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https://www.revenuepartners.co.za/wp-content/uploads/2022/05/Contact-Centre-Screen-Sample-Report.pdf
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CONTACT CENTRE ASSESSMENTS

HIRING SOLUTIONS CONTACT CENTRE SIMULATOR

DEVELOPMENT SOLUTIONS An online assessment, using voice prompts to simulate a 'day-in-the-life’ of a call centre agent.
The report provides an overall assessment of a candidate’s ADMINISTERING THE ASSESSMENT
COMPETITIVE SALES ASSESSMENTS suitability to perform the necessary skills for a contact centre The Assessment takes 10-15 minutes to complete, and should
position - for sales and/or service roles. ideally be administered in a controlled environment.
CONTACT CENTRE ASSESSMENTS MEASUREMENTS & REPORTING
The assessment measures proficiency in the following three areas N
— Assessments for Hiring & Development and provides detailed scoring and reporting on each: Desies Cocoon S5 o
— Contact Centre Screen 1. Computer Skills Simulation
— Contact Centre Simulator - Computer navigation e o b o S s s s S
- Contact Centre POP ° Keyboardlng o computer Skills, Cognitive Skills, and Customer Service.
— ROI Case Studies 2. Cognitive Skills
- Basic mathematics
« Memory
- Attention to detall
ADMIN & OPS ASSESSMENTS _ A i o i o i siin s S
3 . C u StO m e r Se rv I Ce An average of Computer Navigation and Keyboarding.
. Ability to handle difficult topics professionally S
MANAGEMENT ASSESSMENTS « Ability to identify an upselling opportunity e o s st o S [ ]

Various items u sed to assess Customer Service

« Ability to continue conversation when client hesitated
« Ability to end call properly

V DOWNLOAD A SAMPLE REPORT

REMOTE WORKING ASSESSMENTS

OVERALL SCORING

The overall score is based on an average of the Computer Skills,
GET IN TOUCH Cognitive Skills and Customer Service scores.
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https://www.revenuepartners.co.za/wp-content/uploads/2022/05/Contact-Centre-Simulator-Sample-Report.pdf
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— Assessments for Hiring & Development

— Contact Centre Screen
— Contact Centre Simulator

— Contact Centre POP
« Measurements
* Reports

— ROI Case Studies
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CONTACT CENTRE ASSESSMENTS

CONTACT CENTRE POP

revenuepartners

The Contact Centre POP is a normative assessment that assesses an individual’s strengths in service and sales

roles — and predicts their likelihood of success.

A CONTACT CENTRE ASSESSMENT TOOL LIKE NO OTHER:

1. The Contact Centre POP [CCP2] is a normative psychometric profile designed to help
select and retain call centre professionals based on their sales potential, approach to
customer service and other factors essential in a contact centre culture.

2. Unlike many other Assessments, the CCP2 provides a ‘predictor of success’ indicator,
on a candidate’s likelihood to succeed in a variety of call centre roles including
outbound sales, inbound sales roles as well as customer service roles.

3. The CCP2 scores an individual's ability to ‘Self Manage’ and their effectiveness in
‘Managing Stress’. Two traits associated with the strongest sellers . And, in today’s
uncertain business environment, where remote working is on the rise, these two
indicators have never been more important.

WHO IS THE CONTACT CENTRE POP ASSESSMENT SUITED TO?
« Inbound and/or outbound call centre agents

ADDITIONAL SERVICE

CUSTOMISED BENCHMARKS

- RevenuePartners offers an additional service in creating a bespoke Call Centre Agent
Benchmark based on your top performers’ key sales DNA

- |deal ranges are identified based on unigue company culture and role requirements

« Consequently, customised benchmarks streamline recruitment efforts by making it
easy to determine if a candidate falls within the desirable ranges - this in turn results in
improved ‘fit’ and retention.

Copyright 2020 Revenue Partners (Pty] Ltd

FAST FACTS

« The Contact Centre POP [CCP2] is a
normative psychometric tool developed
specifically for call centre sales agents

« The Assessment is completed online in
30-40 minutes

« Predicts success in both outbound and
inbound call centre environments

- Provides a scientific view of a potential to
identify high-calibre call centre agents

« Equips recruiters with individualised
situational based interview questions

« Equips managers and candidates with
individualised coaching guidelines

> QO
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CONTACT CENTRE POP MEASUREMENTS

The Contact Centre POP Assessment measures the following:

1. Self Management / Business Development: A measure of one’s
potential to plan and direct oneself effectively, to self-reinforce and
to focus on achieving goals.

2.Motivational Profile: Provides an assessment on the complex issue
of motivation and the factors that motivate the individual.

3. Environmental Fit: Measures cultural fit.

4.People Orientation: Reports on the individual’s approach and
motivation in building relationships with other people.

5. Analytical Orientation: Evaluates the degree to which the individual
IS interested in learning and their suitability for dealing with
technical and detailed matters.

6. Comfort with Conflict: Refers to the individual’s natural reaction to
a situation where there is conflict or the potential for it.

7. Self Confidence: Measures the degree to which the individual feels
in control of the events and situations that they face in their daily
lives and careers.

8.Lifestyle Management: Provides a reflection of how the individual
feels about the demands and stresses in their life.

9. Networking and Self Promotion: Determines suitability to careers
such as Sales, that require a degree of self-promotion, building
personal networks, handling rejection and to a lesser degree, this scale
also indicates if the candidate has an interest in sales as a career.

10. Listening Style: Indicates listening style and approach.

Copyright 2020 Revenue Partners (Pty] Ltd

Prediction of Sales and Service Potential

Prediction of Sales Potential

An indication of the individual's natural approach to selingand [ 1 [ | | |
best fit within the customer care culture. Outbound Selling Cross Saelling Semvica/inbound
sarvice

Business Development

development opportunities oach to With Training Mot Likely
Excallence

Reflects the person's approach to creating new business F | | | [ |
G

Approach to Client

An indicator of how aggressively the individual will pursue the [ [ [ [ | |

business opportunity once it has been identified Hard/Parsistant SoftParsistent Patential Waak
Closer

PREDICTION OF SALES & SERVICE POTENTIAL

Based on these measurements, a ‘prediction of sales and
service' potential is made across 7 key scales.

The screen also measures whether a candidate is answering
authentically or not:

The ‘Uncertainty Coefficient’ (or social desirability scale) indicates
whether the candidate has tried to provide answers they think you'd
prefer, rather than the answers that more accurately reflect their

true character.
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CONTACT CENTRE ASSESSMENTS

HIRING SOLUTIONS CONTACT CENTRE POP REPORTS

DEVELOPMENT SOLUTIONS
REPORT TYPES PROVIDED 1. THE RECRUITMENT REPORT
The CCP2 provides three different reports: The Recruitment report provides detailed
COMPETITIVE SALES ASSESSMENTS 1. Recruitment Report nformation on . e
2. Management Report . Selection considerations based on the scales 5 m
3. Candidate Feedback Report discussed on the previous page e S i e ———
CONTACT CENTRE ASSESSMENTS . And situational interview questions based on | owmsom  omseswe | rasossssas
- ) B S I T Y S R S R RS e
OVERALL PREDICTION OF ‘PROBABILITY the candidate’s responses.  BEmmw w3t N0 kB EDE L
OF SUCCESS’ C::C COMFORT WITH CONFLICT
— Assessments for Hiring & Development The CCP2 Recruitment Report provides a visual 2 THE MANAGEMENT REPORT o N e
representation of a candidate’s likelihood to The Management Report includes detailed T T I R
— Contact Centre Screen succeed in a Sales Only, Sales & Service or | ad P oI womaomenmnoy e
_ carvice Only role. information on: , sy
— Contact Centre Simulator ervice Unly role: h ot R
« Green: Proceed with the candidate * £ach ortne measures S v S ——r—
— Contact Centre POP | | . | o, T ot
M ; « Yellow: Proceed with caution - Sales and service-related competencies
O easuremen S . . ATTITUDES/IOPINIONS
« Red: Proceed with extreme caution . Emotional intelligence 0 - - 60
o Reports 50 50 5 50
: « And coaching recommendations to leverage X . X .
ROl Case Studies Recommendations a candidate’s strengths and improve ” ? ” ?
Salas Gales and Service Service Only development areas once they are hired. o o o o
ADMIN & OPS ASSESSMENTS o ar & n -
3. THE CANDIDATE FEEDBACK REPORT T2007-2019 Selection Tesling Consullants Infemational, Quality Profles Lid.

The Candidate Feedback Report is a strength-
based report, with feedback that is positively
framed to provide the candidate with N/ DOWNLOAD A SAMPLE REPORT
Proceed Proceed Proceed with Caution recommendations they can use to develop o
4.5 3.5 3.0 - -
themselves and improve their performance.
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https://www.revenuepartners.co.za/wp-content/uploads/2022/05/Contact-Centre-POP-Sample-Report-Pack.pdf
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CONTACT CENTRE ASSESSMENTS

ROI CASE STUDIES

revenuepartners

Hiring high-calibre Contact Centre Agents with the correct DNA, results in sizable cost-saving on attrition and

revenue gains on performance.

n instances where hiring decisions are based on a

Contact Centre POP Screen recommendations to

proceed with ‘green-lit’ candidates, the following
gains have been found.

Dramatic reduction for hiring teams in time spent
interviewing and appointing candidates

- Reduced 90-day attrition rates

« Increase in retention, with up to 48% overall
retention increase over a 4-year period

« Stronger performance by green-lit candidates
vs others

« Increased revenue [by up to 74% per call for a
leading cellular provider in Canada)

« Reduced call duration times

« More favourable management reports on green-lit
candidates vs others.

Note: These gains have been reported in multiple
case studies spanning various industries including
banking, cellular and insurance.

Copyright 2020 Revenue Partners (Pty] Ltd

90-DAY NEW HIRE ATTRITION RATE

Historical 90-Day 90-Day Attrition o
SAeel: Attrition Rate Rate on New Hires %o Improvement

Bank

0 0 0
Call Centre 28% 19% 30%
Insurance 0 0 -
Call Centre 4% 27% 34%

PROJECTED COST BENEFITS
Projected Projected Cost Return on
SECTOR Assessment Usage Saving 90-Day Investment
Costs Attrition
Bank
Pl Eante $54,000 $600,000 $546,000
Insurance
Pl Camte $7.000 $200,000 $130,000

- QO
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COMPREHENSIVE ASSESSMENTS FOR FULL STAFF BODY

RevenuePartners provides an extensive suite of assessments to support all roles within a business.

1. Selection &

Performance

Our assessments include
individualised interview
questions as well as an overview
of an Individual's personality
preferences as it relates

to successful performance

in different roles within an
organisation.

These include:

« Self-Management Potential
(which has been found to be
the no. 1 predictor in successful
performance in multiple roles]

« Career-fit
« Key attitudes about the role

« Success habits such as
effective stress management
skills.

Copyright 2020 Revenue Partners (Pty] Ltd

2. Retention and
Training & Coaching

Once a candidate has been
selected, our Assessments
provide invaluable information
on key retention issues as well
as the individual’s strengths and
effective training and coaching
strategies aligned to key areas
such as:

« Motivational profile

« People-orientation

« Self-confidence

« Earning style and preferences

« Need for structure vs
independence.

N/
VAN

3. Assessment-specific

Insights

ADMIN ROLES:

Potential fit to a variety of administrative roles including Admin Agent,
Office Manager, Marketing Assistant, Administrative Assistant and
Support Staff roles.

IT ROLES:

The individual's commitment to an IT career, IT career orientation
ranging from Developer, Project Leader, Maintenance to Sales as well
as Performance Factors such as Performance Environment and
Retention prospects.

PROFESSIONAL ROLES:

The individual’'s professional profile including consultation, leadership,
feedback, motivational preferences, decision-making and communication
style.

SUPERVISOR ROLES:
The individual’'s communication, leadership, and team development style
as well as their process and performance management approach.

- QO
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TALENT MANAGEMENT DIVISION

MANAGEMENT ASSESSMENTS

We also offer selection and coaching tools that predict management potential and help organisations develop
and retain top-performing Sales Managers, Supervisors and Call Centre Managers:

3. Sales Management

1. Selection & 2. Retention and

MANAGEMENT

Performance

Our assessments provide an
overview of an Individual’s
management style which includes
a wide variety of competencies
such as:

« Leadership style
« Communication style

« How goals and strategies are
implemented

« Approach to motivating others
« Approach to coaching
« Feedback style

- |t also assesses and reports
on Emotional Quotient which
IS very important in helping
managers understand
interpersonal relationships.

Copyright 2020 Revenue Partners (Pty] Ltd

Training & Coaching

Once a candidate has been
selected, our Management
Assessments provide invaluable
information to the key retention
issues; fit to sales teams, mentors
and to the environment.

The Assessments also provide
insights based on the individual's
strengths and effective training
and coaching strategies aligned to
key areas such as the individual's:

- Motivational profile
« People-orientation
« Self-confidence

« Need for feedback

« Need for structure vs
independence.

Performance

Our Management Assessments

also identify a manager’s

approach to:

« Driving their team'’s
performance

« Coaching style

« Leadership style,
communication style

« Approach to their sales team'’s
growth

« Their ability to pursue goals
and hold people accountable
for implementing objectives

« And their commitment to a
management career.

ASSESSMENTS AVAILABLE

We offer the following
Management Assessments:

1. Management Potential Pro
(MPP3]

2. Contact Centre Leader Pro

3. Supervisor Pro
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Science-based tools to identify the traits — tailored by role —
required to be effective in remote working environments.

— Working Remotely POP
« Measurements
* Reports
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REMOTE WORKING

HIRING SOLUTIONS WORKING REMOTELY POP

DEVELOPMENT SOLUTIONS The Working Remotely POP is a first of its kind, normative assessment that can be used by organisations to predict
the likelihood of their existing workforce and/or new recruits for succeeding in a remote working environment.

COMPETITIVE SALES ASSESSMENTS

AN ASSESSMENT TOOL LIKE NO OTHER:

There are 3 factors that make this tool fundamentally different from other

CONTACT CENTRE ASSESSMENTS psychometric assessments: FAST FACTS

1. The Working Remotely POP is a normative psychometric profile designed to help . The Working Remotely POP is a normative

select and retain employees based on their suitability to succeed in a specific Psychometric Tool developed specifically to
ADMIN & OPS ASSESSMENTS role and working environment assess a candidate or employees potential to
2. It assesses the three characteristics predictive of performing in a remote working HAFiYE I & e BHeIiIig @y ie et
environment namely: Self-Management, Resilience and e-Learning Ability « The assessment is completed online and takes
MANAGEMENT ASSESSMENTS 8 -10 minutes to complete
3. The Working Remotely POP identifies critical personality traits necessary to perform the &
in several roles and leverages demographic data, previous work experience and  Predicts success in a variety of different roles
digital fluency to determine suitability to a remote working environment. including sales, service, professional and
REMOTE WORKING ASSESSMENTS management roles
WHO IS THE WORKING REMOTELY POP SUITED TO? « Provides a scientific view of a candidate’s
— Working Remotely POP . Sales & Sales Management potential to self-manage and work in a remote
- Measurements . Service environment
* Reports  Professional roles « Provides a predictive snapshot making it easy
- Management & Leadership roles. to identify top performers

« Provides a candidate feedback report to
CUSTOMISED BENCHMARKS Improve the candidate experience.
« RevenuePartners offers an additional service in creating a bespoke Benchmark
based on your top performers’ key sales DNA and your organisation’s unique
culture.

GET IN TOUCH
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WORKING REMOTELY POP MEASUREMENTS

The Working Remotely POP Assessment measures the following:

The assessment measures suitability
to the following roles:

1. Sales roles:
Including Prospecting Ability, Closing

Style; People Orientation and Financial/

Challenge Motivation

2.Sales Management roles:
Including Attraction and Recruitment;
Sales Force Training; Sales Force
Growth and Performance Management
style

3.Service roles:
Including Role-fit; Service Orientation,
Approach to client and Adherence to
systems

4.Professional roles:
Results orientation, Professional fit;
Decision-making style; Feedback style

5.Management & Leadership roles:
Results Orientation; Coaching
Orientation; Decision-making style and
Management style.

Copyright 2020 Revenue Partners (Pty] Ltd

Remote working measures include:

1. Working Remotely Suitability:
Self-Management, Need for Structure,
e-Learning Orientation

2.Working Remotely Background:
Including previous experience working
remotely, current working setup or
accessibility and their digital fluency

3.0verall recommendation on likelihood
to succeed in the role and remote
working environment

4.Personality factors such as:
Resilience, Adaptability, Motivational
Preference, Collaboration, Sense of
Urgency, Comfort with Conflict, People
Preferences and Learning Agility

5.Personality preferences such as:
Enterprising Potential, Achievement
Potential, Independence Potential,
Comfort with Conflict, People
Orientation and Analytical Orientation.

Sales Suitability

A Good Prospector A Goeod Closer A People Person

v \ | / 4 \ | / 4
M XNa o

§ / Challenge Motivated

N

§And/Or Safety and
Challenge Security

Working Remotely Suitability

g, v
e &L fa

Working Remotely Background Predictive Snapshot

“Golden Eagle”

PREDICTION OF SUCCESS

Colour-coded measurements predict success
per role-type in remote working environments.

- QO
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REMOTE WORKING

HIRING SOLUTIONS WORKING REMOTELY POP REPORTS

DEVELOPMENT SOLUTIONS
REPORT TYPES PROVIDED 1. THE MANAGEMENT REPORT
The Working Remotely POP provides two reports: The Management Report can be customised to

1. Management Report provide insights specific to a variety of different
COMPETITIVE SALES ASSESSMENTS | olos as well as.
2. Candidate Feedback Report
« Key personality factors and preference Resilience Adaptability
Reports are customised to suit the role associated with top performers and working .Q‘""ﬁ .ﬂ‘""ﬁ
CONTACT CENTRE ASSESSMENTS (eg. Sales, Sales Management, Service, rem(?tely _ _ ey s o o
Professional or Management / Leadership). - Previous remote working experience otaionat M R
« Current remote working facilities | \ |
ADMIN & OPS ASSESSMENTS RECOMMENDATION TO PROCEED - Digital proficiency. — Y
The predictive snapshot makes it easy for i -
recruiters to identify whether to proceed with a senee ey comer Wi sontie
candidate of not 2. THE CANDIDATE FEEDBACK REPORT é‘"’, é‘""
MANAGEMENT ASSESSMENTS The score is represented by a robot system and A brief, positively framed report which can be e ot o
. : , L provided to candidates and provide them with
is based on the candidate’s suitability to the nsights into: People Orientation Learning Agiity
role, their suitability to working remotely and d ' “"' “"
their previous experience in working remotely: « Personal strengths and career needs ﬂﬁ_ ﬁ ﬂ ﬁ

Extroverted Introverted Analytical Leams
Eszentials

REMOTE WORKING ASSESSMENTS

Golden Eagle: Highly recommended to proceed ¢ What to seek and what to avoid in jobs.

Green: Proceed with the candidate

— Working Remotely POP
 Measurements

Yellow: Proceed with caution

Red: Proceed with extreme caution

« Reports

N/ DOWNLOAD A SAMPLE REPORT
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https://www.revenuepartners.co.za/wp-content/uploads/2022/05/Working-Remotely-Sample-Report-Pack.pdf
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REVENUE PARTNERS
HIRING SOLUTIONS GETIN TOUCH
DEVELOPMENT SOLUTIONS Book an online session with us today, to see how we can apply our assessment tools to solve your

hiring and development challenges.

COMPETITIVE SALES ASSESSMENTS

CONTACT CENTRE ASSESSMENTS CONTACT US

9 cait: +27 (o) 886 6880
ADMIN & OPS ASSESSMENTS

9 Email: info@revenuepartners.co.za

MANAGEMENT ASSESSMENTS

il

REMOTE WORKING ASSESSMENTS

GET IN TOUCH

- www.revenuepartners.co.za
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