
Responsibilities

Build and manage customer relationships. 

Understand customer needs and recommend products. 

Explain how products work and why they’re useful. 

Negotiate pricing and terms. 

Challenges

Managing a busy and challenging schedule. 

Learning about complex products. 

Keeping your drive when told “no.”

Meeting tough sales targets. 

Balancing multiple tasks. 

Managing many customers at once. 

Rewards

Building strong relationships. 

Learning about different industries and businesses. 

Working with cutting-edge products. 

Growing valuable skills in communication and strategy. 

Energy & Utilities

Energy Sales
Representative
Energy Sales Specialist
Solar Energy Sales
Representative

Manufacturing

Manufacturing Sales
Representative
Account Manager
Outside Sales

Construction

Construction Materials
Sales Representative
Construction Sales
Business Development
Representative

PSP Metrics uses a whole-person approach to identify candidates who will be successful in
critical Sales Representative roles across industries. 

Sales Representative Guide

The candidate experience begins with a short job preview to help candidates decide if the role
fits what they’re looking for and help you avoid costly, early turnover. 



Core Behavioral Tendencies: Resilience,
Cooperation, Analytical Orientation, Positive
Attitude, Energy, Discipline,  Assertiveness,
Sociability, and Frustration Tolerance. 

Situational Judgment: Evaluating challenging
scenarios involving Problem Solving, Sales,
Decision Making, and Adaptability.

Business Mathematics: Applying mathematical
concepts to real-world business scenarios. 

Work Behaviors

Work Situations

Past Performance: Demonstrated history of strong
job performance.
Professional Reliability: Dependable attendance
and schedule adherence.
Career Stability: Consistent employment with low
tenure risk.

Work History

Work Knowledge, Skills, & Abilities

Sales Representative: Candidate Experience



Sales Representative: Deep Talent Insights

Roll-up scores help you quickly identify
candidates with a higher likelihood to
succeed. 

Competency insights on job-specific
areas to understand candidate
strengths and opportunity areas to
probe.

Job-related interview questions to learn
more about specific competencies. 

Candidate responses are compared to
indicators, allowing you to make
consistent, objective ratings, across
candidates.



Sales Representative: Workforce Upskilling

Drive targeted upskilling and professional development for your new hires or existing workforce.
Results provide actionable feedback for leveraging strengths and improving opportunity areas.


