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Carlos Brown

ABOUT THIS REPORT
To find out more about how to interpret, understand, and apply the information in this report, we invite you
to visit the Caliper Essentials Competency Report landing page.

If you have additional questions about this report or how to apply these results, please feel free to reach
out directly to your Talogy Account Team or call (609) 524-1400.

FIT: HUNTER SALES

70 Overall, Carlos Brown's results show good alignment to the role and
they are likely to succeed with support in their developmental areas.

COMPETENCY OVERVIEW

CRITICAL COMPETENCIES

76Influence and Persuasion

68Achievement Motivation and Perseverance

IMPORTANT COMPETENCIES

62Relationship Building

81Initiating Action

SUPPORTING COMPETENCIES

13Composure and Resiliency

40Active Listening
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Carlos Brown

KEY FINDINGS
These Key Findings outline the behaviors most likely to impact Carlos Brown's success in the Hunter
Sales context, whether they serve as a strength or pose a challenge. Talogy suggests further exploring
these areas to gain insight into this individual's potential for success in your role.

Most Natural Behaviors

90
Performs work tasks before being asked
or before the situation necessitates
action (Initiating Action)

83 Pushes forward to achieve a close
(Influence and Persuasion)

81 Works to convince others to support an
idea (Influence and Persuasion)

80
Strives to exceed goals, targets, and
standards (Achievement Motivation and
Perseverance)

Behaviors to Investigate

7
Stays composed in challenging
interpersonal situations (Composure and
Resiliency)

10
Responds constructively to unexpected
complications (Composure and
Resiliency)

35
Uses logic and facts to make a
compelling argument (Influence and
Persuasion)

37 Builds collaborative relationships and
alliances (Relationship Building)

©2025 Talogy, Inc. All rights reserved. 2
CALIPER Essentials Scoring Norms: US



Carlos Brown

BEHAVIORAL INTERVIEW QUESTIONS
As a next step, Talogy suggests investigating possible challenges using these Behavioral Interview
Questions. These questions were generated specifically for Carlos Brown, based on the Caliper Profile
results.

Stays composed in challenging interpersonal situations (Composure and Resiliency)

Describe a time when you faced adversity from a customer, colleague, or supervisor. What planning steps
did you employ to ensure a positive resolution? What was the outcome? What were the long-term effects
on the relationship?

Responds constructively to unexpected complications (Composure and Resiliency)

Tell me about a time when you encountered unexpected complications when working on a high-impact
project. What did you do to ensure your response was constructive? How did you have to alter your plans,
and what impact did that have on the overall project?

Uses logic and facts to make a compelling argument (Influence and Persuasion)

Describe a time when you needed to communicate the value of a product, service, or solution within the
framework of a client's priorities, goals, and budget.

Builds collaborative relationships and alliances (Relationship Building)

Discuss a recent work project where collaboration was pivotal to success. What did you do to build the
relationships needed for this kind of project?
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Carlos Brown

MANAGER RECOMMENDATIONS
Talogy recommends keeping these factors in mind if you bring Carlos Brown on board. It might be
beneficial for Carlos Brown’s manager to address the following areas.

Stays composed in challenging interpersonal situations (Composure and Resiliency)

Coach this person on effective strategies that they can use during challenging or emotional interpersonal
situations. Common strategies include pausing before replying, asking open-ended questions, and
admitting feelings of stress to the other party. Role-play future interactions that may be stressful, and
offer feedback following such interactions.

Responds constructively to unexpected complications (Composure and Resiliency)

Remind this person to pause before reacting to unexpected complications. Quite often, initial reactions
are charged with anxiety and are not always productive. Challenge them to identify opportunities to be
constructive when responding to unforeseen circumstances. Question them, "What can be learned from
this setback?"

Uses logic and facts to make a compelling argument (Influence and Persuasion)

Have this individual anticipate and plan for the types of resistance they might encounter when trying to
gain support for their recommendations. Ensure this person thinks through a logical way to make their
argument, gathers supporting facts and details in advance, communicates the facts and the selling points
prepared, and reaffirms their views if opposed.

Builds collaborative relationships and alliances (Relationship Building)

Support this individual in determining the most important partnerships they should build for work-related
purposes, whether those partnerships occur with colleagues in other departments or personnel outside
the company. Encourage them to make a concerted effort to get to know these people on a one-on-one
basis by making calls, having meetings or informal discussions, asking questions, and identifying areas of
common interest. In addition, encourage this individual to continue to check in with these personnel on a
regular basis so as to keep the lines of communication open and, subsequently, build stronger alliances.
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Carlos Brown

CRITICAL COMPETENCIES

Influence and Persuasion

Individuals who display this competency are effective in persuading, convincing, influencing, or impressing
others in order to get them to support a specific agenda, make a specific type of impression, or take a
specific course of action.

Strengths to Lean On Possible Challenges

• Is apt to communicate with intent and
push toward gaining commitments

• Is likely to be motivated to influence
others and get them to believe in and
support ideas or positions

• Tends to communicate assuredly,
expressing thoughts and
recommendations without prompting

76

• May use methods that appeal to emotion
and excitement of the audience rather
than logic and facts when presenting an
argument

Achievement Motivation and Perseverance

Those who show this competency display a determination to achieve ever-increasing levels of performance.
This competency involves setting high standards and challenging goals for oneself, others, and the
organization, and requires a constant focus on achieving and exceeding those goals.

Strengths to Lean On Possible Challenges

• Is inclined to put in extra effort to perform
at higher levels than expected

• Seems willing to persist even beyond the
typical workday to complete difficult tasks
or achieve hard-to-reach objectives

68
• Is likely to be more comfortable and

confident in taking on new stretch
assignments when encouragement and
clear expectations are provided
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Carlos Brown

IMPORTANT COMPETENCIES

Relationship Building

People who exhibit this competency develop effective long-term professional interactions with others
based on trust: trust that they will always work toward the best interest of those involved and that they are
sufficiently competent to provide positive results.

Strengths to Lean On Possible Challenges

• Is likely to proactively reach out to
connections on a regular basis in order to
maintain strong relationships

• Is apt to make the first move to engage
with people and build a rapport with them

62
• Might approach collaboration with

the intent to achieve a predetermined
objective rather than engage in a give-and-
take partnership

Initiating Action

People who show this competency will tend to be self-starters and will take a lead role in improving or
enhancing a product or service, avoiding problems, or developing entrepreneurial opportunities. They
will often demonstrate a sincere positive attitude toward getting things done and will seek out additional
responsibilities that may go beyond the scope of their formal job description.

Strengths to Lean On Possible Challenges

• Is apt to tackle work assignments without
prompting and address issues proactively
before they grow larger

• Is apt to be driven to continually improve
on performance by finding ways to
complete tasks more efficiently and
effectively

• Is inclined to take the initiative to set
priorities and objectives, without waiting
for instruction

81

The Initiating Action competency appears to
be a significant strength that should come
naturally.
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Carlos Brown

SUPPORTING COMPETENCIES

Composure and Resiliency

Individuals who display this competency are able to deal effectively with pressure, maintain focus and
intensity, and remain optimistic and persistent, even under adversity. This competency includes the ability
and propensity to recover quickly from setbacks, rejections, and conflicts and to maintain self-control in the
face of hostility or provocation.

Strengths to Lean On Possible Challenges

The Composure and Resiliency competency
is likely to require significant focus in order
for this individual to perform effectively in it.

13
• May allow their emotions to influence

reactions, instead of remaining composed
throughout challenging interactions

• May allow the stress of an unexpected
complication or change to impact the
ability to respond constructively

• May back down or internalize objections
when feeling pressured, allowing others to
determine a course of action or decision

Active Listening

Individuals who exhibit this competency enhance mutual understanding in communicating with others by
expressing genuine interest in, and providing full attention to, the content and meaning of others' messages.

Strengths to Lean On Possible Challenges

• Is inclined to reflect back what others
say to convey interest and confirm
understanding of the message

40
• Is inclined to respond to questions or

requests primarily in consideration of own
needs or objectives rather than those of
the other party

• May interact with others on one's own
terms or to get a point across, instead of
engaging in reciprocal communication and
being attentive to them
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Carlos Brown

PREFERRED STYLES
This section of the report presents information about this individual's general style preferences and how
that relates to a work context, rather than analyzing the person's fit with a specific Job Model.

COMMUNICATION
How does Carlos Brown prefer to communicate?
• Motivators

Having a clear path forward

• Potential Stressors

Indecision and perceived confusion around
objectives and desired outcomes

• Preferred Communication Environments

Hierarchical; Command-and-control oriented

• Reaction to Stress

Directing or telling in a seemingly arbitrary
and/or forceful manner

• How to Communicate With Them

Use facts and data to support viewpoints

• How to Minimize Stressors

Be clear and focus on the issues

INTERPERSONAL DYNAMICS
How does Carlos Brown prefer to interact with others?
• Motivators

Interacting with others and leveraging
relationships to accomplish their own goals

• Potential Stressors

Loss of control and feeling excluded from
impactful conversations

• Preferred Interacting Environments

Competitive; Ambition-driven

• Reaction to Stress

Becoming argumentative or controlling

• How to Interact With Them

Be direct and focus on the goal and whom
to involve

• How to Minimize Stressors

Reinforce the value of their involvement
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Carlos Brown

PROBLEM SOLVING AND DECISION MAKING

How does Carlos Brown prefer to solve problems?
• Motivators

Gaining social reward and receiving
recognition; Mitigating regret and reducing
apprehension

• Potential Stressors

Getting bogged down in details; Causing
others discomfort

• Preferred Problem-Solving Environments

Consensus-based; Instinctive; Supportive

• Reaction to Stress

Making decisions based on emotional bias;
Deferring a decision, asking for permission,
or searching for reassurance

• How to Solve Problems With Them

Focus on social benefits and draw
connections between people and the
decision; Recognize their feelings and bring
in others' views

• How to Minimize Stressors

Recognize their feelings and offer
encouragement on the benefits of a rational
approach; Clarify possible outcomes and
advocate for them

PERSONAL ORGANIZATION AND TIME MANAGEMENT
How does Carlos Brown prefer to prioritize?
• Motivators

Completing tasks efficiently; Thinking
through the details

• Potential Stressors

Unclear goals and unexpected changes;
Being rushed and multitasking

• Preferred Prioritizing Environments

Highly scheduled; Procedural; Conscientious

• Reaction to Stress

Showing reluctance to adapt to changing
circumstances; Getting stuck in the details to
the point of inaction

• How to Prioritize With Them

Have a focused, agenda-driven discussion;
Be prepared to provide details to address
questions or concerns

• How to Minimize Stressors

Define tasks and goals more concretely and
avoid introducing changes; Allow them to
focus on one project at a time
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CALIPER PROFILE TRAIT SCORES
This graph shows Carlos Brown's personality traits directly measured by the Caliper Profile. Each bar
shows the percentile rank of how this individual scored on each trait relative to the appropriate Caliper
norm group, which is a representative sample of the workforce. For trait definitions, please click here.

57Abstract Reasoning Ability

83Accommodation

72Aggressiveness

55Assertiveness

52Cautiousness

83Ego-Drive

33Ego-Strength

21Empathy

89Energy

67External Structure

20Flexibility

79Gregariousness

50Idea Orientation

5Level-Headedness

19Openness

85Risk-Taking

59Self-Structure

68Skepticism

73Sociability

96Thoroughness

97Urgency

The information provided in this report is based solely on data developed from the Caliper Profile assessment. It should be interpreted in light of other
information that is available about the individual and should never be used as the sole basis upon which to make a hiring, development, or promotion
decision. To make an informed decision about whether this individual is likely to be successful with your organization, Talogy advises you to use this
report in conjunction with other knowledge about the candidate, particularly information from the individual’s interview, résumé, and application as well as
feedback from references.
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