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Background
The Birkman Method is a powerful tool that identifies

your strengths, behaviors, motivations, and interests.

The Birkman Method is reliable.

This means that the results of the assessment remain

relatively stable over time.

The Birkman Method is valid.

This means that statistical studies have been and

continue to be conducted to ensure that the assessment

measures what is intended.

Purpose
When you have finished reviewing your report you will

know more about yourself, what makes you unique, and

how this impacts you and those with whom you interact.

Being empowered by this information will help you in

virtually all parts of your life.

Specific benefits include:

• Learning what interests you at work and at home

• Discovering what behaviors others notice about you

• Articulating your unique strengths and opportunities

• Exploring your career interests with scientifically-

backed data

For over 70 years, The

Birkman Method® has

been helping people

reach further with our

unique yet scientific

approach to behavioral

& occupational

assessments. Used by

millions of people and

the world's best
companies to:

> develop leaders

> improve teamwork

> explore careers

> select talent

> increase sales and

productivity

What do you hope to learn from your Birkman Report?
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HOW YOU SEEK TO INFLUENCE OTHERS

The following statements are generated from your Component Usual scores (effective approach) and

Component Stress scores (less effective approach).  Carefully read each statement and check the ones

that are most significant to you.  Remember, a statement appears because it may be significant for you,

not because it is significant.  Only you can decide which statements are most relevant for you.

Effective approach

Talk directly to people in one-on-one encounters, believing that this demonstrates your

respect for them

Believe that outlining a structured plan and getting others to buy into it is the most

effective approach

Use your natural authority to command the attention and agreement of others

Like to appeal to others' competitive natures by emphasizing individual as well as team

benefits that may result from people's acceptance of your ideas

Tend to offer an idea in terms of key actions steps and seek agreement on those

Like to emphasize a variety of approaches to and benefits of the idea you are promoting

Less effective approach

Can fail to realize when you have alienated others by being too direct and forthright

In the face of opposition, can be too inclined to withdraw from the group instead of

engaging with it

Can see disagreement as a challenge to your authority: can become domineering, seeing

criticism as a threat to your "turf" or personal authority

Can be seen by others as more interested in establishing a competitive environment than a

team atmosphere

Can let your attention wander; inclined to follow others' focus on side issues, to the

detriment of the main idea
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INCREASING YOUR SALES EFFECTIVENESS

The following statements are generated from your Birkman Interests, Component Usual, Component

Need and Component Stress scores.  Carefully read each statement and check the ones that are most

significant to you.  Remember, a statement appears because it may be significant for you, not because it

is significant.  Only you can decide which statements are most relevant to you.

SECTION A: Your likely effective sales style

Directly persuading and influencing prospects is an important part of your effective sales

style

Feeling that you are selling a product or service that genuinely benefits the prospect tends

to increase your effectiveness

You feel more effective when you have a complete grasp of the "numbers" and can talk to

the prospect about them

You feel much more at ease when you have a relationship with a prospect that enables you

to be direct and straightforward

You tend to be most effective when you are able to structure your presentation, moving the

prospect logically from one aspect to another in an organized way

You can be very effective with prospects who like to push back, even if they do so

energetically; you can relish vigorous debate and discussion

You have a natural competitiveness, and you enjoy being able to measure yourself against

others in terms of the effectiveness of your sales style

You have a high level of physical energy, and this can allow you to give yourself a fairly

heavy schedule as a salesperson - something which you usually enjoy

You like to have several issues to attend to at a time, and to move your attention from one

to the other; you're more effective taking this approach than concentrating for a long time

on just one matter

SECTION B: What you need from others and from your environment

Be sure you have supporting documentation for any claims you may make about your

product or service. Have relevant written materials as leave-behinds. Be sure to follow up in

writing
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INCREASING YOUR SALES EFFECTIVENESS

You do your best work when other important people - bosses, colleagues, clients - are frank

and straightforward in their dealings with you

Be sure you have opportunities every so often to get away from larger groups of people and

be by yourself or with one or two people who are important to you

You respond best to natural authority figures who find it easy to take charge

Particularly on important projects, it's important that you be permitted to concentrate your

attentions, to be free from unnecessary distractions, and to be protected from unexpected

change, as far as this is possible

SECTION C: Your less effective style

Written materials that support and amplify your presentations are more important to many

prospects than you may suspect

You can become too abrupt with key people when they seem to you to be overly sensitive;

this can happen because you fail to read underlying signals that they may be putting out

Under stress, you can fail to respond adequately to social or large-group situations; you can

find it hard to be friendly when you are under a lot of pressure

In stressful situations, you may sometimes come on too strong; what looks to you like a

lively debate can be seen by others as pushy behavior or a refusal to listen to another point

of view

Because you relish competition, sometimes the sale can become a matter of "who wins"

instead of a win-win situation for you, the prospect, or your respective companies

When things go wrong, you can become distracted; there can be a tendency to take your

eye off the ball, and start addressing secondary issues which are not really relevant

SECTION D: Action questions and your answers

Do you have all the written materials and documentation you may be asked for?
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A GUIDE FOR YOUR SALES MANAGER

The following statements are generated from your Birkman Interests, Component Usual, Component

Need and Component Stress scores.  Carefully read each statement and check the ones that are most

significant to you.  Remember, a statement appears because it may be significant for you, not because it

is significant.  Only you can decide which statements are most relevant to you.

SECTION A: What you tend to do well

You are persuasive

You tend to believe that your company's product or service genuinely helps the customer

You are interested in the "numbers"

You get to the point

You tend to be organized

You naturally like to take charge

You are competitive

You are energetic

You can handle several things at the same time

SECTION B: What your manager can do to increase your effectiveness

Your manager can be sure you have the written materials or know where to get them

Your manager can give it to you straight

Your manager shouldn't force you to attend group or team sessions if it's not really

necessary

Your manager can tell, rather than suggest

Your manager shouldn't interrupt you unnecessarily
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A GUIDE FOR YOUR SALES MANAGER

SECTION C: What may happen if your manager doesn't manage you correctly

You may not have the written materials you need

You may become too direct with the prospect

You may fail to "read" the group during the presentation

You may start to domineer

You may attempt to get the sale at any cost

You may lose concentration

SECTION D: What your manager should say to you before you make a presentation

"Do you have all the written materials and documentation you may be asked for? Show me"
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TIP: You can type in the fields and save this PDF.

After reviewing this profile, what key points or insights did you gain about yourself or others? What

might be the most relevant or valuable to you at this time?

What commitments, lessons learned, or areas for further exploration might you have?

Key Insights Relevant Actions Dates

What strengths could you build on? What areas could you develop?

Build Develop

Who would benefit from knowing this information? What content could be most beneficial to share?

Do you have a timeline to share these insights?

Who will you share this with? What will you share? By when will you do it?

How will you hold yourself accountable in continuing to learn and seek feedback?
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