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                                                   Recruitment Report 


 Campaign Details: Area Manager Campaign

Candidate Name: Brian Smith


Date of Birth: 11/09/1953 

Gender: Male  




Date Completed: 18/04/2008 



The first section of this report provides an analysis of the potential strengths and weaknesses of the candidate. It should be remembered that these are potential strengths and weaknesses based on the candidates WSA results only – therefore they must be checked out at interview by using the second part of this report – the Competency Based Questions. 
The candidate is rated against the chosen competencies as follows:
(S) Potential Strength – all of the indications are that they should be strong in this area.
(W) Potential Weakness – the indications are that this may not be an area of strength for them.
(M) Mixed Evidence – their WSA results show some indication of strengths, but also weaknesses within this competence area.
(I) Inconclusive Evidence – their pattern of WSA results falls outside of those normally seen on this competence.
An overview or the candidate’s results is given below.
COMPETENCIES SUMMARY
Commercial Acumen


S
Change Management Skills

S
Analytical Skills



S
Operational Skills



M
Managing Performance


M
Leadership Capabilities


M
Team Player




W
Interpersonal Skills



W
Customer Focus



W
Comments are made against each competency overleaf.
 

Commercial Acumen - Potential Strength
Brian keeps his sights clearly on the bottom line and on deliverables. He is able to see the bigger picture and to relate this to his day-to-day activities. It is likely that he will be aware of competitive forces in the marketplace and genuinely interested in the cut-and-thrust of business. It is worth noting that he is not an intuitive or blue-sky commercial thinker but rather, prefers to take a more logical and cautious approach. This means that he will prefer to have the time to think things through in some detail, and thoroughly, before committing himself to a decision. 
Change Management Skills - Potential Strength
Brian has the skills to manage change in a controlled and structured way - using excellent judgement to find a way forward in even highly ambiguous situations. His approach is a logical and analytical one rather than highly innovative and this means that he will keep his feet firmly on the ground in change situations. He is perfectly comfortable in highly dynamic situations and will be able to work without a rulebook or guidance from others. He may need to be careful that his own ability to manage without clearly laid out rules does not cause him to assume that everyone else can also. 
Analytical Skills - Potential Strength
Brian is a highly analytical person who will look to the hard facts of situations in order to truly understand what is happening. He will pay attention to details and also have the ability to look to the bigger picture. His decisions will be based on hard and objective logic and it is unlikely that he will be rash or impetuous. 
Operational Skills - Mixed Evidence
Brian places value on seeing things through to completion and will be careful to dot the i's and cross the t's. When he believes that a task or project is falling behind plan then he will personally step in to take corrective action and put things right. Similarly, he will be careful about the quality of output yet capable of finding pragmatic ways to cut corners when it is appropriate and sensible to do so. Although it is fair to say that his overall operational skills are likely to be good in terms of focus and motivation, there is also a slight indication that he may not be as organised in his approach as he might. This is most likely to be a problem issue when he is managing others and particularly those who need the predictability of tasks being set out in a highly structured way. 
Managing Performance - Mixed Evidence
Brian is very concerned that tasks and projects are completed properly and that the expected benefits are realised. He will monitor performance in a reasonably hands-off way and leave others to take care of the fine details. At the same time, he will quickly step in to take corrective actions when things are clearly going off-course. He will personally remain focussed on the bigger picture and has the toughness of mind to ensure that the efforts and resources at his command are properly organised to achieve the desired performance. However, it is possible that he may place too much trust in others in the sense of believing what he is told without personally checking the fine details. 
Leadership Capabilities - Mixed Evidence
Brian is confident in his ability to take charge of other people and manage the agenda. He will be a strong leader who takes control and who has clear expectations that he will communicate in a no-nonsense way. His style will be appropriate in situations where a strong hands-on approach is needed and where poor performance needs to be dealt with in an assertive and straight talking way. However, his approach will not be so effective in the longer term or when there is a need to motivate and enthuse others through allowing them to use their own initiative and take full responsibility for their goals and jobs. 
Team Player - Potential Weakness
Brian has many of the skills required for effective team working but at the same time, there are indications that he may be quite transactional in his approach. This means that his focus could be exclusively on getting what he, or his department, needs out of a team meeting. Clearly, such an approach will not help a team to learn trust and mutual respect but also, it could cause conflict rather than promote cooperation. Since Brian has many of the necessary skills, his attitude to team working will be crucial in determining if his overall impact will be positive or negative. 
Interpersonal Skills - Potential Weakness
Brian is a determined, strong and demanding individual who finds it natural to put his views across very strongly indeed. Although his social skills are good he is nevertheless focussed on getting other people to agree with him more than he is on getting a shared understanding or decisions. There is a possibility that he will not be skilled at reading the emotions of other people or picking up on the non-verbal signals that exist in the workplace. Furthermore, he is quite a demonstrative character so that his strength of feeling will readily show. This means that he is likely to have a bigger impact on other people than he realises, sometimes believing that he is being moderately forceful when others see aggression. 
Customer Focus - Potential Weakness
Brian is a strong minded individual who will put his views forward strongly. Whilst he has an underlying concern for people and how they are treated this will not always be obvious to those whom he interacts with. The reason for this is that his interpretation of being firm but fair is likely to be seen by others as being overly assertive. In addition, he is primarily focussed on the task rather than people and this could mean that he is too clinical and logical in his dealings with people. 
COMPETENCY BASED INTERVIEW QUESTIONS 

Instruction to Interviewer(s)
This section of the report presents questions, randomly selected from a database, against each of the competency areas. Definitions of each competency are also given.

The questions are designed to elicit actual behaviours from the candidate relevant to real situations they have faced in the past. The intention is that you make appropriate notes on the evidence the candidate gives in the space provided.

Prompts are provided but please use common sense to amend these in the light of what the candidate says.

You do not need to ask all the prompts against each competency. If you feel that you have adequate evidence from the candidate after one or two questions, then move on to the next competency.

The questions are not designed to constitute a full interview in themselves and they should be preceded by a more normal, unstructured interview. Allow approximately 30 minutes for each section.

Prior to starting the competency based questions candidates should be told that a structured part of the interview is starting. They should also be informed that what is expected of them is to relate real examples from their experience and to talk about the specifics of how they handled the situations.
The questions are organised so that there should be a good mix of positive and negative areas covered to avoid prolonged periods of very difficult questions which can de-motivate a candidate.
Customer Focus: Actively seeks to understand customer's needs and consistently operates with a service orientation. Diplomatic and tactful in interactions.

	Questions
	Notes

	1. Describe your customers in your current job?

How do/did they impact on your work?

What have you done to improve your service to them?


	

	2. How do your customers effect what you do on a daily basis?

Give me some specific examples?

What else could you do?

What else could your business do?


	

	3. How often do you meet or talk to your customers?

What have you learned about them in the past which was not obvious?

What could you do to understand them more?


	


Interpersonal Skills: Excellent influencing skills - can see things from the other person's point of view and selects own influencing approach from an extensive range of styles. 

	Questions
	Notes

	1. Talk me through the last time you had to deal with a poor performer?

How did you raise the performance issues?

How did you get the person to want to improve?


	

	2. What has been the worst relationship you have had with a boss?

Why was it so bad?

How did you try to improve it?

How successful were you?


	

	3. What type of people have you found you do not relate to as easily as others?

Why do you find this type of person difficult? 
What could change to help you build better relationships with them?


	


Team Player: Positive attitude to teamworking and proactively helps people to work well together. Seeks co-operation and interacts with others in a sensitive way.
	Questions
	Notes

	1. Talk me through an occasion when you acted as a team leader?
How did you structure the team process?

How did you ensure that everyone contributed to the team?


	

	2. Tell me about the best team you have ever worked with?

What factors made the team work well together?

What specifically did you contribute?


	

	3. Tell me about a situation where you have disagreed with the rest of a team?

How did you try to persuade others to your way of thinking?

What was the outcome?


	


Leadership Capabilities: Strong and confident leadership skills with the ability to motivate people behind a clear vision and facilitate exceptional performance.
	Questions
	Notes

	1. Tell me how you have set targets or goals for your subordinates in the past?

How did you communicate them?

How did you monitor them?


	

	2. Describe the sort of training and development initiatives you have taken with your staff in the past?

Who did you discuss your ideas with?

How did you monitor effectiveness?


	

	3. Tell me about a subordinate whose performance was consistently bad?

How did you handle it?

How did they respond?

What could you have done better?


	


Managing Performance: Concerned with seeing things through to completion and will monitor performance in a disciplined and detailed way. Delegates rather than abdicates.

	Questions
	Notes

	1. Which tasks do you see as so important that you always do them yourself?

Who would do them if you could not?

What would happen if they were not done?


	

	2. Tell me in detail the way in which you have communicated a specific project to your staff?

What guidelines did you give?

Who planned the project?

Who monitored progress and how?


	

	3. Tell me about a situation where you had to delegate an important task to a subordinate?

How did you monitor progress?

What did the subordinate gain from the process?


	


Operational Skills: Task focussed and action oriented but works with an appropriate degree of planning and organising. Remains focused on the desired end result and is resourceful about finding ways around blockages to action.

	Questions
	Notes

	1. Describe the specific improvements you have made in your department?

Why did you feel such change was necessary?

What are the tangible benefits to the business?


	

	2. What specific goals have you set yourself for this year?

How successful have you been in achieving them to date?

What are the challenges you face in meeting them fully?


	

	3. Tell me about an initiative you have had to work hard to drive through in your company?

How did you sell it to others?

What specific hurdles did you have to overcome?


	


Analytical Skills: Sound and balanced judgement with strong intellect, able to set and execute clear priorities and accurately assess risk factors. Initiates the introduction of clear processes and procedures to manage the details. 

	Questions
	Notes

	1. Tell me about a task in the last 6 months that involved you in very detailed analysis?

How did you go about collecting data?

How long did you spend on the analysis?


	

	2. Talk me through the last important decision you have made at work?

What factors did you consider?

How could you have reached the same decision quicker?


	

	3. Can you describe a time when you trusted your head rather than your heart?

How did you feel about going against what your heart was telling you?

In retrospect did you do the right thing?


	


Change Management Skills: Can cope with highly ambiguous situations, commit to decisions and provide direction for others, but also know when a 'wait and see' approach is best.

	Questions
	Notes

	1. Tell me about an initiative you have had to work hard to drive through in your company?

How did you sell it to others?

What specific hurdles did you have to overcome?


	

	2. When have you found it difficult to make a decision?

What did you do?

Who could have helped you?


	

	3. Tell me about a situation where you had to make an on-the-spot decision?

What factors did you consider?

How did you feel about making a quick decision?


	


Commercial Acumen: Is focussed on the bottom-line performance of the organisation. Considers and recognises the commercial impact of decisions and behaviour. Seeks opportunities to maximise profit and knows strengths and weaknesses vis-à-vis the competition.
	Questions
	Notes

	1. Tell me about one initiative you have taken to cut costs?

Where did the idea come from?

What were the measurable results?


	

	2. What criteria do you use to measure your success in terms of what the company expects from you?

How do you measure yourself against these criteria?

How often?


	

	3. What is the single most important thing you have done to improve your company's profits?

Have you measured the impact of your action in terms of actual profits?

What are your competitors doing in this area?
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