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UNDERSTANDING RESULTS
Assessment scores reflect how people are likely to behave in a variety of areas.

• Scores shown are percentiles.  For example, a score of 70 means that the person scored higher than 69 out of 100 
people on that behavior.

• Everyone will have high, moderate, and low scores due to the assessment's forced-choice format.  People cannot PASS 
or FAIL the assessment.

• High scores result from picking many statements for a given behavior.  Choosing few statements in a behavior results 
in lower scores.

• HIGH SCORES (71-99)
Are probable strengths and represent behaviors that the person frequently demonstrates on the job.

• MODERATE SCORES (30-70)
Are typically positive and represent behaviors that the person occasionally demonstrates on the job.

• LOW SCORES (1-29)
May indicate developmental needs or represent behaviors that are less relevant to the person's current job.

TARGET RANGES AND OVERALL SCORES:

In many cases, it is useful to develop a benchmark of success for a job or organization. This allows you to determine 
how well a person “fits” a particular role or organization’s culture. Target ranges can begin anywhere from 40-99 
through 70-99.

•

• The score is calculated based on targets hits, near misses (from 30 to the low end of the target range), and extreme low 
scores (1 to 15).

When a score is between 1-10, one star will be shaded.  When a score is between 41-50, five stars will be shaded.  
When a score is 91 or above, ten stars will be shaded.  The higher the score, the more stars earned, the better the 
person fits the benchmark.

•

• All scores should be evaluated relative to the job opportunity, the person ’s current position, and all available data.  
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People can be motivated by a variety of factors depending on where they are in their careers and what they want for 
themselves in the future. Interpreting scores on these motivating factors should be based on what a job requires and what 
people find most satisfying.

Interpretation Of Results: Motivation

Ambition Content with duties and may not want to advance.

Improvement Actively seeks feedback and capitalizes on opportunities to improve.

Goal-Driven Defines objectives and pushes to exceed goals and deadlines. 

Loyalty Makes personal sacrifices to contribute to the organization's success.

Ownership Takes responsibilities seriously and welcomes accountability.

Lucy Sample - Finance Director
Individual Qualities: Motivation
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Demonstrating a good work ethic is critical to being successful on the job, and dynamic environments require a good deal of 
effort and flexibility. Moderate scores or better on the work approach behaviors are desired to ensure the person will 
perform the basic requirements of the job.

Interpretation Of Results: Work Approach

Results Focuses on getting results and works at a good pace.

Quality Sets high standards of quality for work and eliminates mistakes.

Proactive Willing to take action if something needs to be done.

Flexibility Will change methods until required adjustments are made. 

Responsiveness Helps others and follows through on commitments.

Time Management Handles responsibility well and gets things done on time.

Lucy Sample - Finance Director
Individual Qualities: Work Approach
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In large part, the success of a team depends on people’s abilities to build and manage relationships. When people have the 
capacity to relate and build trust with their coworkers, they contribute significantly to the accomplishment of desired results. 
Lower scores in this section point to modest abilities in managing relationships.

Interpretation Of Results: Building Relationships

Attitude Demonstrates a positive attitude toward most people. 

Self Awareness Has good insight and monitors own thoughts and feelings.

Even-Tempered Composed in most trying situations.

Building Trust Highly credible and viewed as a trustworthy person.

Relating to Others May not devote the time or energy needed to some relationships.

Versatility May struggle to adapt style to work with others.

Valuing Diversity Creates opportunities to work with diverse people.

Lucy Sample - Finance Director
Interactions With People: Building Relationships
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Being aware of people’s thoughts and feelings and being supportive are very important qualities. People who score high in 
these areas are in tune with what people need and are willing to provide it. These traits can help build relationships, secure 
long term partnerships and make people feel valued.

Interpretation Of Results: Supporting Others

Interpersonal Awareness Misses cues and struggles to pick up on people's emotions.

Empathy Shows an interest in others when they are having problems.

Courtesy Treats people in a formal manner and may not be overly polite. 

Cooperation Will be accommodating to the interests of others.

Lucy Sample - Finance Director
Interactions With People: Supporting Others
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In virtually any job the ability to influence others is important to being successful. Presenting one ’s argument appropriately 
is important, and there are several ways to go about doing this. People who present their views with passion and conviction 
are typically able to gain agreement from others, whereas other times listening and sharing information is a better strategy.

Interpretation Of Results: Influencing People

Communicative Shares a great deal of information to explain things.

Listening Actively listens to understand the perspectives of others.

Assertive Speaks up and expresses ideas to make sure views are heard.

Dominant Stands up for beliefs and will frequently challenge others.

Persuasive Relies heavily on facts and has trouble getting people to agree.

Inspiring Others Encourages others to do their best and provides some inspiration.

Lucy Sample - Finance Director
Interactions With People: Influencing People
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Making decisions is an important part of most positions. The higher the level of responsibility, the greater the need for 
strategic thinking that can help determine long-term success. An innovative, adaptable person can develop new approaches 
to help an organization grow. Most successful managers are decisive, but the best recognize the importance of getting input 
from others.

Interpretation Of Results: Problem Solving

Strategic Plans ahead and anticipates the long-term implications of actions.

Innovative Open to new ideas and considers alternative methods.

Resourceful Solves most problems by using a logical approach.

Judgment Evaluates problematic issues carefully and solutions usually work.

Decisive May ask for input from others but is willing to make the final decision.

Participative Regularly solicits the input of others when making decisions.

Lucy Sample - Finance Director
Decision Making: Problem Solving
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The best decisions are usually made after some analysis of facts, the scenario and future implications. Being objective and 
transparent are important qualities, as is the practice of actively learning from feedback. And making sound decisions based 
on facts and logical reasoning will lead to individual and organizational success. Taking these factors into account can result 
in high quality decisions.

Interpretation Of Results: Quality of Decisions

Organizational Awareness Understands organizational values and how they guide behavior.

Objectivity Makes decisions based on facts rather than emotions or opinions.

Confidence Too quick to call on others for help and could be more self-reliant.

Integrity Answers questions directly and is forthcoming.

Learning Agility Learns quickly and adapts well to new situations.

Lucy Sample - Finance Director
Decision Making: Quality of Decisions
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Leaders who score high on most of these behaviors are likely to have a major impact on people and organizations. They 
focus on moving projects forward and achieving goals. Because they effectively motivate and engage people, teamwork can 
be achieved and conflict can be kept to a minimum. These behaviors are important to earning followership as well.

Interpretation Of Results: Leadership

Presence Generally comes across as one of the leaders in a group.

Motivating Others Provides motivation and recognition for people on the job.

Leading Change Acts as a change agent and implements new initiatives.

Resolving Conflict Will step in to help if people are not working well together.

Promoting Teamwork Actively encourages cooperation to make groups productive.

Lucy Sample - Finance Director
Results Through Others: Leadership
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The following behaviors relate specifically to management of people and projects. Working through others is critical, as 
doing so creates opportunities to get more done and develop the skills of other people. Making good use of available 
resources and providing ongoing coaching and support results in a more productive work team.

Interpretation Of Results: Management Skills

Delegation Assigns activities and gets things done by working through others.

Structure Offers guidance and directions to others according to their needs.

Follow-Up Consistently checks up to make sure nothing is overlooked.

Coaching Gives feedback and takes advantage of teachable moments. 

Driving Results Keeps the focus on results that people are to accomplish.

Compassion Highly sensitive and understanding when people have problems.

Lucy Sample - Finance Director
Results Through Others: Management Skills
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Lucy Sample - Finance Director

HIGH AND LOW SCORES
This presents the individual's highest and lowest scores on the Quick View Leadership Assessment. 
There will be a maximum of 12 high and 12 low scores.
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Individual Qualities

Ambition: Wanting more responsibility and seeking advancement.
1.  What motivates you at work and what are your aspirations?

2.  What do you want to be doing several years from now?

Interactions With People

Relating to Others: Building and maintaining positive relationships.
1.  How do you prioritize building and maintaining relationships with others?

2.  How do you get to know someone you recently met?

Versatility: Understanding and adapting to different people's styles.
1.  What types of people do you like working with?  What types of people are more difficult?

2.  How do you deal with people who are different from you?

Courtesy: Being considerate and treating people respectfully.
1.  In what situations is it hard for you to be courteous?

2.  How do you handle people who aren't respectful of you or others?

Persuasive: Influencing people in a convincing fashion.
1.  How would your coworkers describe your persuasive skills?

2.  Talk about a time when you were unable to change someone's mind.

Decision Making

Confidence: Believing one can master life’s challenges.
1.  How would you describe your level of confidence compared to your peers?

2.  How do setbacks or disappointments affect your self-confidence?

Results Through Others

There were no low scores in this area.

Lucy Sample - Finance Director
FOLLOW UP QUESTIONS
Twelve questions are provided for missed benchmarks and/or other lower scores.
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People vary greatly in the level of ambition they 
have for their careers.  You seem to be content with 
the level of responsibility you have at this time.  If 
you are interested in advancement, you may need 
to make your wishes known.  Consider the following 
ideas to evaluate your career motivation and 
determine if you could be more ambitious.

Take some time to think through your career 
aspirations.  Identify things that you have liked 
doing and things that you have found demotivating 
or unpleasant.  Think about your skills and abilities.  
Then, come up with ideas about what you would 
like to be doing in the future.

At some point in their career, many people find 
that they feel less motivated for a variety of 
reasons.  Don’t wait for someone to offer you more 
responsibility or a promotion.  Identify some new 
challenges and opportunities so that your job is 
more interesting and rewarding.  Be proactive if 
there is more you would like to do.

Consult with people about additional opportunities, 
and do some research on your own to consider 
alternatives.  Identify several areas that interest you 
and talk to people who function in these positions.  
Then take advantage of training opportunities that 
may inspire you to advance to the next level.

•

•

•

Individual Qualities:
Ambition

• Some people are naturally outgoing, while others 
have to work at building relationships.  A low score 
on this scale may indicate a tendency to be 
reserved around people.  You may be quiet and 
find it hard to come up with things to say, especially 
with people you don’t know well.  Try a few of these 
suggestions to make building relationships more of 
a priority.

When you are with people, relax and show interest 
in them.  Listen attentively and find topics you can 
relate to and are interested in.  Remark on things 
you have in common or ask questions to show you 
care about their opinions.  Pick up on their 
interests and ask questions to keep the 
conversation going.

Share some things about yourself, especially when 
you find an interest in common with someone.  
Work a little harder to elaborate on your ideas and 
express yourself in a more animated way so that 
you can maintain people’s interest.  Make sure you 
contribute to a discussion rather than taking a 
more passive role.

It is always okay to have personal conversations 
with people about what you have most in common 
– your work.  Be open about sharing problems as 
well as successes.  Make sure to allow time to 
relate to people when you can so relationships 
have a chance to evolve.

•

•

•

Interactions With People:
Relating to Others

•

Lucy Sample - Finance Director
DEVELOPMENTAL SUGGESTIONS
The following behaviors were identified because the scores were relatively low or fell outside the target ranges. These 
suggestions should be used as they are or as thought-starters for constructing personal action plans.
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You tend to treat everyone consistently rather than 
adjusting to make other people more comfortable 
working with you.  As such, you may be viewed as 
fair and balanced, but people may feel that you do 
not understand or appreciate what's important to 
them as individuals.  Try some of the following 
suggestions to increase your versatility.

Make an effort to understand your own social style, 
or ask people you trust for their impression of your 
behavior and impact.  Listen objectively and 
understand that awareness of your interpersonal 
behavior will help you to be more versatile in 
response to others.

You may need to vary how assertively you behave.  
Many people need to be more assertive when 
dealing with people who are forceful or aggressive.  
Others need to be less assertive with people who 
are quieter and more inclined to listen and ask 
questions.  By knowing your audience, you can 
better tailor your approach.

Consider how emotionally responsive you are.   
With people who are warm, open, and friendly, you 
can enhance your relationships by sharing your 
emotions.  With people who tend to be more 
guarded and in control, you may need to restrain 
your emotions and stick with the facts.

•

•

•

Interactions With People:
Versatility

• Dealing with the public can be a gratifying part of 
many jobs.  There can also be times when these 
interactions are difficult and frustrating.  Your low 
score on the courtesy scale may indicate a 
tendency to be abrupt or impatient when dealing 
with people, focusing instead on the 
"organizational" aspects of your job.  Try these 
suggestions to develop a more courteous manner 
with people.

Your interactions with others may occur when 
there are problems or people are under stress.  
Make an effort to relax yourself and develop 
techniques to help others feel calm and more 
secure with you.  Remaining pleasant and 
reassuring can help make the rest of your job go 
more smoothly too.

It is always easier to be polite and courteous with 
people for whom you feel respect and empathy.  If 
you have difficulty being tolerant of some people, 
try to examine the reasons why and find ways to 
put these ideas aside so that you deal kindly even 
with difficult people.  Look for the good in people 
and develop more understanding for where people 
may be coming from.

Make it your personal goal to treat all of your 
contacts in a manner that will cause them to see 
you as polite and considerate.  Review difficult 
interactions after the fact and identify one thing 
you might have said or done differently.  Strive to 
earn compliments for your courteous behavior and 
be willing to apologize if you don't like the way you 
handled a situation or difficult interaction.

•

•

•

Interactions With People:
Courtesy

•

Lucy Sample - Finance Director
DEVELOPMENTAL SUGGESTIONS
The following behaviors were identified because the scores were relatively low or fell outside the target ranges. These 
suggestions should be used as they are or as thought-starters for constructing personal action plans.
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Because you may rely on logic to win people over, 
you may be overlooking your capacity to be 
enthusiastic, committed, or forceful.  Developing 
your persuasive abilities will give you greater 
influence with people, which can lead to improved 
results.  Try some of the following suggestions to 
improve your persuasive skills and have greater 
impact.

Share your personal feelings and let your emotions 
show.  If you believe in what you are saying, get 
excited about how the person will be positively 
affected by your ideas.  Allow your enthusiasm to 
be reflected in your tone of voice, gestures, and 
body language.  Your conviction can help you win 
support for your ideas.

Be flexible and digress from your presentation 
when necessary.  Listen to people’s reactions and 
show interest in what concerns them.  Try to 
identify verbal and nonverbal cues you should 
respond to in demonstrating the merit of your 
point of view.  By altering your approach based on 
the needs of your audience, you'll be a more 
effective communicator.

Identify a person who is highly persuasive and 
emulate the behaviors that are required to be 
convincing.  Persuasive people tend to be 
passionate, sincere, emphatic, knowledgeable, 
logical, articulate, confident, etc.  Strategically 
modify your presentations to be more persuasive, 
and use people around you as role models.

•

•

•

Interactions With People:
Persuasive

• Confident people believe in their ability to be 
successful.  They take a risk and are quick to seize 
opportunities.  If you scored low, you may hesitate 
to accept challenges and look to others for help 
when problems occur.  Here are some ideas to help 
you feel more sure of your ability to master the 
pressures of your position and project confidence 
as a key player.

No one is absolutely confident in every aspect of 
life.  Most of us are sure of ourselves in some 
areas, but less secure in areas that are unfamiliar 
and new to us.  Build confidence by taking 
reasonable risks in areas that you know something 
about and focus more on things you already do 
really well.

Some people are able to build their general feelings 
of confidence by becoming an expert or specialist 
in one area.  Choose one aspect of your 
responsibilities in which you want to be seen as the 
go-to person, the one with the answers.  Your 
success in this area and the positive regard you get 
from others will provide a confidence boost.

How you communicate also reflects your 
confidence.  Be aware of the image you project.  
Replace questions with positive assertions.  Speak 
up early in meetings so you develop presence with 
people. Avoid minimizing your ideas and opinions; 
instead, share them with conviction to have more 
impact on others.

•

•

•

Decision Making:
Confidence

•

Lucy Sample - Finance Director
DEVELOPMENTAL SUGGESTIONS
The following behaviors were identified because the scores were relatively low or fell outside the target ranges. These 
suggestions should be used as they are or as thought-starters for constructing personal action plans.
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FINAL THOUGHTS

Thank you for the opportunity to provide you with this Leadership TalentScan Assessment.  We believe the results will be 
helpful to you in evaluating the strengths and weaknesses of the person under consideration.

Thank you for your business and we look forward to working with you in the future.

If you would like to discuss the additional evaluation products or any other services, please contact us:

If you still have questions about the person, you should be aware that TalentScan has more comprehensive evaluations 
available that will provide much greater insight into the person's behaviors and fit for the organization.
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