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OcTtaneHko Hukonai

MeTpoBuy
Sales Manager
Candidate
+38 097 097 09 70
ostapenkomp@gmail.com MEETS REQUIREMENTS
Competency Levels Score Interpretation
0-25 points
Possible major gaps in
understanding or
COMMUNICATION CLIENT BASE applying skills.
@ @ 26-50 points
Minimal understanding,
COMPETENCE INTERNATIONAL SALES development required.

) )| B

Noticeable basic
( PROFESSIONAL EXPERIENCE RANSPORTATION CAPABILITY practical experience.

@& 76-100 points

Deep knowledge and
5 H A application; leadership
Professional-Psychological Profile oot quaiibe.
Lack of communication skills, client-base orientation
EIRENCIHS and international sales experience were noted.
Action lysi:

Develop a client base, gain experience in international sales
AREAS FOR  procedures, and obtain personal transport. Enhance
GROWTH negotiation and effective communication skills.

Artificial intelligence can make mistakes.
Page 1 Check important information.
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Overall Candidate Analysis

COMMUNICATION SKILLS

The candidate demonstrated a low ability to communicate within the assessed skill set. They answered "No to
all questions about negotiation, active listening, and conflict resolution, indicating a lack of experience or
confidence in these areas. These findings warrant serious attention before assigning any sales-manager duties,
which demand strong communication skills.

/

Y

CLIENT BASE

The candidata coid natprovide any concrete nformation atout thelr lant bage-_auch ss number o llert,
levels. Thi Tow in managing a customer portfolio and in selling

bimetal sheets lmematlonally

/

COMPETENCY-RELATED QUESTIONS

The candidate was unable to answer questions on developing a go-to-market strategy for a new B2B product
@ This points to an absence of understanding of key aspects such as market analysis, target audience deﬁl\mon,
distribution channels, customer acquisition methods, and risk/opportunity assessment.

INTERNATIONAL SALES |

The candidate has i ence working with clients, is familiar with customs procedures,
and spaaks forign langusges ata suffiient level. This enhances their abiity to perform effectively as an
international sales manager.

PROFESSIONAL EXPERIENCE

Responses about past work experience, and successful ies indicate an average
leve!of competence in this eld. Athough the candidate aite real achiovements, none reated to selling

é bimetal sheets abroad, confirming only a middling expertise in this domain.

TRANSPORTATION CAPABILITIES |

The candidate does not own a personal vehicle—an important resource for a sales role requiring travel. They also
showed reluctance to business trips, which could severely limit their abilty to meet clients and attend off-site
Current business travel.

mghhgms the need for taking on the

EXPERIENCE-RELATED QUESTIONS )
The candidate answered No" to a I ger question, ing a critical skill gap. This
ibil of this
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( QUESTIONS RELATED TO THEORY

The candidate failed to answer the basic question on sales theory, indicating a low level of competence in this
area. Lack of knowledge of the fundamental stages of the sales process may significantly limit their ability to
( perform a sales manager's duties effectively, where theoretical preparation is critically important.

ASSESSMENT RESULTS

The i iencies in key areas essential for the Sales Manager
role. Their lack of i and basic ing of sales theory restricts
professional opportunities. Limited transport options and unwillingness to travel further
reduce their suitability for the position, especially in an international context. A final score
of 17 out of 100 underscores the critical need for enhanced competencies and
professional training to carry out the responsibilities of this role.

Page 3



o,
g@ ) CompetenSO STANDARD TEST
o 24.01.2025
Professional chological Portrait
(P> STRENGTHS
o
To date, the candidate’s resDonses have not re'vealed clear slrenglhs lhat match the requirements
of a Bimetal Sales Manager b of skills, client-base
sales experi n dm‘wult 1o identify concrete
advantages for thls role.
ﬁ] GROWTH OPPORTUNITIES
CLIENT BASE DEVELOPMENT )i IMPROVING COMMUNICATION SKILLS
The candidate should focus on building Itis essential to develop effective
and expanding a client portfolio, which is ccommunication and negotiation skills,
key for successful sales. This could include especially in an international context.
develnplng slralegles toattract new Training could include public-speaking
\d strengthen hops or seminar

it existing ones.

ACTIVE LISTENING | BUILDING TRUST

Cultivating the ability to listen attentively to The candidate should lean to foster long-

client needs and respond accordingly will term relationships and partnerships with

help establish trust and rapport with clients. This may involve cultural sensitivity

partners. training and personalized engagement
techniques.

 T——————
KNOWLEDGE OF CUSTOMS PROCEDURES

Mastery of customs regulations will
enhance effectiveness in international
sales. Practical training or hands-on
experience in this area can boost
confidence when working with overseas
markets.
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CONCLUSION

Based on this analysis, the candidate does not fully meet the requirements for
the international bimetal sales manager position. Their lack of experience,
client base, knowledge of customs procedures, and personal vehicle pose
significant barriers to success in this role. Nevertheless, these weaknesses
can serve as motivating factors for further development. They can be
overcome through targeted training and the acquisition of practical experience.

The brief, terse responses such as “No” reflect the candidate’s current low level
of preparation but also indicate substantial potential for growth. This can serve
as an effective starting point for developing the necessary skills and
knowledge to achieve success in similar positions in the future.
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Active/Passive Verbs Analysis

e \
1 speak, | do, | grow/develop, | interact, | comment, | search, | work, 1 |
‘ ACTIVEWERES) promote, | plan...
‘ PASSIVE VERBS I don't remember, | don't know... |
Performer Initiator
89%
0 10 20 30 40 50 60 70 100

Speech Profile

(© EMOTIONS / AFFECT

Speech with emotional coloring is often rich in expressive words, intonational accents, and
interjections. It can convey a wide sp f feelings— from joy to disappoi or anger.
Frequently used are exclamations, metaphors, epithets, and words that express emotional states
(e.9. "happy.” “angry,” “impressed"). Speech rate may vary with emotional intensity, and pauses
can signal reflection or emotional involvement. Such language style typically makes a strong
impression and leaves an emotional imprint on the listener.

Dialogue Analysis

The candidate provides exclusively negative or rejecting responses, which may indicate
reluctance to disclose personal information or engage openly. This can also suggest a defensive
or categorical stance. Such replies reflect caution and, possibly, a fear of potential consequences
from sharing information.

At the same time, this communication style may come across as passive-aggressive. Given these
traits, the person might not be ready for open dialogue or collaboration requiring flexibility and
willingness to discuss. They may feel more comfortable in situations where there is no need to
show initiative or adopt an active stance.
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AcTponoris

o]

Tineyp.
3Hak 30piaKy

CamypH

Nnawera-ynpasurens

Aama
Hapodxenns
20.05.1992

Yucro

XummeBozo

&

WASKY

PyHa dHs
Bepxana

Aepebo dus
Bep6a

S

K8imka ona
KowBanis

g

9

®

P
Tinew - Apyrui 3uak soaiakansHoro kona. Mepio UL0ro 3waka 3oaiaky

P
Mo, uapopeui i cron 9y yueponri Apwe eneprii

3a Bnacke.

ToMsae 321 aition 4021 TPAHA. ORI IS UBABINLL BplskoBaKeni suale
3ogiaky. MPUKMETHUMYU puCaMm xapakTepy Tinbuis € Tepnn:

NIPaUbOBUTICTb, NPAKTMHICTS, XATTEBA MYAPICTS, vexeannusiors, nio6os Ao
3an0B0neHb | BNepTiCTS.

[le npasuT CaTypH, Tam AMCUMNAINA, 3a60POHM | BIANOBIAANBHICT.
3aCBOEHHA KTTEBUX YPOKIB € KNIOUOBUM AN Ui

TliopuHa, HapomKeHa 20 TPABHS - HOBATOP, | 3ABK/AW SHAXOAWTLCA B NOLYKY
HOBUX iZieit | pitien. PiluyuiCTb | CTABINBHICTL € OHAMM 3 HAGINbL
BM3HAYANLHIX SIKOCTE

wBmzKi. BOKM He GOATbCs ueneHKis Ta 6opoTb6u. Homep O m
2YOTRIT CopeR sifoeKoBI, NOMMEREaION, GHORTOMEHIR 12 Gopl 38
ineto. 9 HiKonW He GOATLCS | Ge3CTpaLLIH GepyTbes 3a Gyab-sky poBoTy.

PyHa BepKana NOBHICTIO BTUIOE MATEPUHCHKMI NPUHLIMN — BBINUBICTD,
MAKICT, CTIOKi/L. TAKOX BOHa BIATIOBIAGE 32 3POCTAHHA POCH, TBAPHH,
NMIOACTE, | BCOTO W0 POIBUBACTECA.

Bepa aye npusasnusa| coospigia. Bowa crosena uezposyink Ay,
inTyiiero i

Gararon yasord. MO Gysae wenoran nOXORGTOM.
KoHBaris, KeiTKa TPaBHs, CUMBONI3YE CMUpEHHICTS. JTioaw, HapORKeH nify

3HaKOM KOHBaI, MaIOTh HIXHY HATYPY | JHAXOARTS KPACY B NPOCTOTI KMTTA.
BOHM MaloT TYPBOTAMBY BAaNY | HACTO CTABNSATL GNArONONYHSt IHLIUX BULIE
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+ TosuTueHi pucn e e e e eyea  cere o= eooe)
- MIpaKTH4HicTS ~ A0GpE PO3YMiE, A EPEKTUBHO AOCATATH pesynbTaTie.
- HanonernusicTb — He BIACTyNa€ nepes TPYAHOUAMM, 4OCATaE METH.
- BUCOKa eHepIIIHICTL ~ 3AATHUIA NPALIIOBATH B YMOBAX THCKY 260 AedilinTy

Tlioguwa piwyya, uyiina,
sianosinansHa, ikye
cTabinbHicTs, Mae

CXUNBHICTb 10 TBOPYOCTI uacy. . e
Ta AyX0BHOTO 3poCTaHHs, . S ey a
AAAGARAICTS = SaBIM NPEIHE AOCAITH BNMIGD BACOT.
e . . . . B
| MonuBl BUKMKM - IMIYALCHBHICTS — IHKONW MOXE NPWAMATY piluieHHs Ge3 AOCTATHBOr
~HaZMIPHO kD! : - Ao = BaXKO NPaLIoe 3 NOBINbHUMM NIOABMU

Ao
e6e, CTpaX 3MiK, IHKOMN eounposkTaM]

emoLjiiHa 3akpUTICTb a60

AT T IHKONM MPU3BOANTS A0 CYNepeuoK.

pitenHs.
.

- CXWIBHICTE 70 KOHAIKTIE — 34THWI BIACTOIOBATH CBOIO AYMKY, 14O

- MIparHeHHs A0 BNaAn — 6aXaHHA KOHTPOMIOBATH CATYaLI0 Ta NpWAMATH

BUCHOBOK

AcTponorisi Ta HyMeponorisi BKasyoTb, o Tinewb Mae Bei AKocTi Ans
¢|3wmo| poﬁowl fKa nmpeéye eHeprii Ta BUTpUBanocTi. Yucno 9 Hapae
Ta o€ ANs po6oTy 3

IHCTpyMeHTamMu i MexaHiamamu.

Mpodecis MeHeKepa 3 NpoaaXxy NiAXoANTL Ha 75%

CunbHi CTOpOHK: i icTh,

AnbTepHaTUBHI npo(bec
|H)KEHEP - aHaniTuyHa po6o1'a noeaHaHa 3 NpakTUYHUMK 3aBAaHHAMM.
Mpopab - 30cepefKeHHs Ha opraHisauii po6oTy, KepyBaHHs KOMaHAOI0.
MexaHik — poﬁoTa 3 TEXHIKDIO BNpoBajKeHHs HOBUX PII.I.IeHb

Céepa npona)o( Mo»(e 6ym B0 ANA NIOAMHM, are HeobXiAHO
PillieHHsl Ta NparHyTH

enucKoHamoaam HaauuKM.

Page 8




CTAHOAPTHW TECT
24.01.2025

° 3BUHYBAYYBAJIbHUN TUM

3a enacki TpyAKow a6o
TIOMM/IKW Ha IHLLWX THO/ei 4 30BHLUHi OBCTABUHM. TaKi OCOBM YACTO LIYKAIOTE BUKHIX Y
CBOEMy OTOUEHHI, YHWKaIOUM CAMOKDHTUKW Ta aHANi3y BnacHUX Aii. Lie MOXe NPOBNATHCS Y
BUCTIOBIOBAHHSX Ha KWTAAT: "Lie CTanocs uepes TeGe" a6o Sl He BUHEH, BUHHI OBCTABHHM'.
BOHM MOXYTb EMOLIiHO PEaryBaTh Ha KOHDMIKTHI CHTYaLYi, 3AXMLAIONH CeBe WARXOM KpMTHKH
IHLWX, 110 IHOR] YCKNAZHIOE MIXOCOBHCTICHI BIAHOCHM.

Lis MOAenb NOBEAIHKM YACTO (POPMYETLCS K 3AXACHHIA MEXaHI3M, AKHiE A0IBONAE YHUKHYTH
BIAYTTA NPOBUHM M AUCKOMAOPTY. [1POTE NIOCTIiHE IBMHYBAYEHHS IHILIMX MOXE NPH3BOANTH
10 BiAUYIKEHHA Y KONEKTS, 6paKy A0BIDH Ta SHUKEHHA eeKTUBHOCTI KOMaHIHOI POGOTH.
TIoAWHI 3 38MHYBaUYBaLHIM TNIOM BAXTHEO HABMMTHCS BPATH BIANOBIAANLHICTS 32 CBOT
BUMHKI Ta LYKATH CTIOCOBM KOHCTPYKTUBHOIO BUDILIeHHS! Npo6nem.

CropiHka 9
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HR Recommendations

Based on the candidate analysis. Aimed at developing the candidate's competencies and
increasing their value to the company.

1. THOROUGH DISCUSSION OF TECHNICAL SKILLS
e v N \\\Q N
Organize a meeting to uncover and verify Use hands-on tasks or simulations to
the candidate’s technical knowledge, with evaluate real-world competencies.

an emphasis on mechanical transmissions
and technical processes.

2. TRAINING AND MENTORSHIP

Z N
Consider delivering specialized training Offer mentorship by an experienced staff
sessions to boost technical skills. member to accelerate the candidate’s
L { adaptation to the work environment.
~ i . _ e

3. DEVELOPMENT OF TEAMWORK AND COMMUNICATION SKILLS

s v ~N v ~
Encourage participation in team projects Motivate the candidate to engage in
and workshops to cultivate soft skills. activities that strengthen team

| communication.
A

4. FOCUS ON INITIATIVE AND FLEXIBILITY

v = v
Recommend taking on projects that Provide training to foster flexible thinking
demand creative problem-solving and and adaptability to change.

| independent decision-making. |
N \

Page 7
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5. STRESS RESILIENCE ASSESSMENT

v v
A\ )
Use simulated high-pressure scenarios to Provide training in stress-management
evaluate the candidate’s reactions under techniques (e.g. breathing exercises and
stress. situational analysis).
\ /N J
6. SOFT SKILLS DEVELOPMENT
N\ \\S
Teach stress-management methods, such Encourage participation in workshops or
as breathing techniques and reflective events aimed at building emotional
analysis. { intelligence.
- AN J

7. DOCUMENTATION & FEEDBACK
v N

\\Y 3
Prompt the candidate to share detailed Give structured feedback to help them
examples from past experiences and to understand their strengths and areas for
perform self-analysis of completed tasks. improvement,

Page 8
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INITIATIVE & FLEXIBILITY

Ne Question Answer
Describe a situation when you took the initiative i . . y
e | ‘The situation wasnt very difficult for me, as Id
1 :7;:2’]: 2 "Lﬂi‘,ﬁ;"&'&’ﬁ'ﬂ&':a‘il:'&’.}?éiﬂi‘f already had experience with something similar. <
How do you typically adapt to using new
2 | equipment or technology in production to No
maintain high work quality?
Tell us about a time you found a creative
solution to repair equipment when the needed o
3 | parts or tools were unavailable. How did you do
it2
TEAMWORK
/ N
Ne Question Answer
Describe a specific project where you uati . ; 7
collaborated with other technicians to achieve a i P
T I T oo The situation wasit verydifficult for me,as [d
shared goal. How did you resolve conflicts? already had experience with something similar.
Describe a situation when you actively
supported colleagues during a challenging 0
5 | project to boost team morale. How did that
influence the result?
How do you usually handle conflict situations.
6 | Withina team when disagreemens aise about
the approach to a technical task? No
Describe a specific project where you
collaborated with other technicians to achieve a ©
7 | shared goal. How did you resolve conflicts?
Describe a specific project where you
g | collaborated with other technicians to achieve a o
shared goal. How did you resolve conflicts?

Page 9
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N2 Question Answer W
|
Describe a specific project where you (
9 | collaborated with other technicians to achieve a No
common goal. How did you resolve conflicts? -
COMMUNICATION SKILLS
~
Ne Question Answer ‘
Describe a situation when you fully understood _
10 | acomplex technical task by actively listening No
and asking clarifying questions.
I
How would you explain a complex technical
1 process to a colleague so that they understand No
you on the first attempt?
Describe a situation when you had to discuss J
12 | technical solutions with colleagues to reach a . 0
consensus. What was your approach?
COMPETENCY-RELATED QUESTIONS
N2 Question Answer ‘
Imagine you have been asked to assemble a ‘
simple mechanical transmission consisting of a =
13 shaft, gears, and bearings. What steps would No \

components to ensure safe and proper
operation? Describe your approach.

Page 10
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STRESS RESILIENCE

Question Answer

What specific techniques do you use to manage
14 | stress effectively when performing complex No
repair tasks?

Describe a situation during an equipment
15 | failure when you remained calm and solved the No
problem efficiently. What exactly did you do?

Describe a scenario where you worked on an
16 | urgent repair with limited spare parts. How did No
you handle the pressure and constraints?

e L@ L4 L

TECHNICAL SKILLS
N2

Question Answer

What is your experience in servicing and
repairing various types of equipment, such as

17 | lathes, milling machines, or welding No

apparatus?

Explain how you identify and address wear in
18 | moving parts of a mechanism. No

Vo

Describe the process you use to detect hidden

19 | mechanical faults in complex systems, and No
which tools you employ for this purpose.

© Allrights reserved. 2024 / COMPETENS0.COM

‘\
I 50
‘3/ CompetenSO +38 (063) 30 18 030 / +38 (068) 55 00 200



