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Sales Dynamics Profile

John A. Crittenden is being considered for an Account Executive/Sales role with Magenic. In this
capacity, he would be expected to prospect for leads, make cold-calls, set appointments for needs
assessments, and deliver appropriately tailored presentations for client solutions. After making a sale, he
would be responsible for following up and maintaining the client relationship, expanding the revenue
base, and documenting his efforts in a timely and accurate manner. A review of Mr. Crittenden’s Profile
indicates that he is matched to this opportunity.

Persuasiveness

His ego-drive should motivate him to use active persuasion to bring in new business. As Mr. Crittenden
seems to feel personal satisfaction from hearing a yes, he is generally likely to persist in his efforts to
close. Moreover, when negotiating, his assertiveness and self-assurance could help him arrive at a win-
win deal and enable him to express his ideas in a forthright manner. His high level of empathy should
equip him to deliver focused sales presentations that reflect his prospective customers’ more subtle needs
and buying power. Thus, he shows the potential to spark initial interest by pressing the right buttons
and should be able to sustain it throughout the transaction. Mr. Crittenden’s ego-drive indicates his
interest in garnering bottom-line commitments, and his ego-strength suggests he would typically subject
himself to the rejection that might follow a bid for the close and not be daunted by the routine
turndowns in a competitive arena.

Interpersonal

Mr. Crittenden appears to be sufficiently engaging to establish initial rapport, and he is likely to interact
with his colleagues or customers as he carries out his responsibilities. His high level of empathy indicates
a capacity to listen objectively to different people’s input and feedback and to sense others’ needs,
motivations, and reactions. Moreover, he seems to be attuned to the subtle clues and nuances that could
guide him in addressing the specifics of a variety of scenarios. Mr. Crittenden is apt to be helpful when
his support is requested, but he is not likely to overaccommodate others just to gain their recognition.

Problem Solving/Decision Making

He seems to enjoy developing innovative and unique solutions to address complex work problems. Also,
Mr. Crittenden is likely to take chances in order to try new methods or respond to issues quickly. He is
apt to offer an array of ideas, and he exhibits the abstract reasoning ability to understand challenging or
atypical business matters. While his willingness to make intuitive choices and his creativity might be
assets for strategizing, he may not always gather the data needed to conduct a thorough analysis. To help
ensure that Mr. Crittenden includes important criteria, he could benefit from developing more patience
for the analytical process.
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Personal Organization/Time Management

Mr. Crittenden appears to multitask and juggle priorities, and he is likely to be more productive with
short-term assignments than with protracted activities. However, he may not be attentive to the
administrative fine points, and he could give the details only a cursory effort or bypass them entirely. As
a result, he might have to know the organization’s quality-assurance standards from the outset.
Otherwise, he may seem unfocused or disorganized when handling routine follow-up. If he were to have
the advantage of a work plan or infrastructure as a reference point, his documentation is likely to be
more accurate and complete. Additionally, by tempering his intensity and displaying more patience for
procedures, Mr. Crittenden could enhance his potential to stay on track with extended projects.

Summary

John A. Crittenden seems to be a friendly, socially confident person who could provide strong technical
solutions to his clients. He is likely to act as a consultative resource, and he should be able to identify his
audience’s needs and concerns as he works to target his sales presentations. Since he displays a strong
competitive nature, he is likely to focus on persuading others and on closing new business opportunities.
From a developmental perspective, because he appears somewhat disorganized, he may have to focus on
following through with the administrative components of his duties. He may benefit from using an
organizational tool to help him manage priorities more effectively. Nevertheless, in view of the
considerable strengths he would bring to this role, Mr. Crittenden is matched to an Account
Executive/Sales position with Magenic.
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Sales Dynamics Profile
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