Tool 2 Candidate Assessment

Part I. Written Test (15 minutes)
Sales Technique Questions
1. What skill is critical to becoming successful in sales?

a. bartering

b. listening

c. persuading

d. debating

2. What is the best way to handle customer objections?

a. ignore them

b. challenge them

c. ask questions

d. all of the above

3. A customer has a question or request for which you do not have an answer. You

a. take notes

b. reassure them it is a good question

c. tell them you will research and get back to them

d. all of the above

4. How do you manage customer expectations?

a. tell customers any option is possible

b. explain the option selection process and guidelines in a preappointment telephone introduction

c. encourage them to make changes


d. have the person who sold them the house explain options

5. What key questions do you need to ask your customer so you can best assist them?

a. questions about their lifestyle, budget, and time frame

b. the kind of a car they drive

c. their annual income

d. whether they prefer showers or baths

Design Skill Questions

6. What is the best word to use when describing two similar colors or materials that work together in a design?

a. equal


b. blend


c. match


d. exact

7. When a surface is not consistent in color or texture, you would say it has

a. flaws

b. irregular markings


c. movement


d. unstable characteristics

8. When objects are balanced, they are said to be


a. twins


b. exact


c. symmetrical


d. asymmetrical

9. If you wanted to make a space appear larger, you would suggest


a. laying the floor on a diagonal


b. adding crown molding


c. adding pediments over doors


d. all of the above

10. List two materials that reflect each of the following design styles


rustic: 


contemporary:  


traditional:  


transitional:

11. For each of the following three words, list three design elements that describe them.


sophisticated:  


relaxed:


serene:


romantic:

Technical Knowledge Questions

12. On what scale are most blueprints drawn?

a. 1/16 in.


b. 1/8 in.


c. 1/4 in.


d. 1/2 in.

13. How is a stone floor set?


a. mud set


b. thinset 


c. industrial glue


d. plywood base

14. Which type of light cannot be dimmed?

a. recessed


b. halogen


c. fluorescent


d. rope 

15. CAT 5 and RG 6 are associated with what kind of wiring?


a. structured


b. typical


c. atomic


d. appliance

16. GFI outlets are required in the following indoor locations:


a. kitchens and baths


b. locations with a computer


c. for high definition T.V.


d. all of the above

17. Ogee, bullnose, and bevel describe


a. crown molding


b. shower trim


c. cabinet details


d. countertop edge

18. What does the abbreviation 5 AFF mean?


a. 5 materials affiliated


b. 5 ft. above finished floor


c. 5 areas for finish


d. none of the above

19. Butt joint is associated with what material?


a. wood


b. tile


c. stone


d. pavers 

<H3>Answer Key

Sales 1. b, 2. c, 3. d, 4. b, 5. a, 

Design 6. b, 7. c, 8. c, 9. d, 10. a, hand scraped wood floor, distressed wood cabinets; b, bamboo floor, chrome or polished nickel finish faucets; c, raised panel wood cabinets, crown molding; d, iron chandelier, satin nickel finish faucets 11. a, clean lines, neutral colors, black granite countertops; b-natural wood cabinets, slate flooring, bead board paneling; c, cool colors, simple design, cove lighting, d, curved lines, plush carpeting, chandelier lighting in a bedroom. 

Technical 12. c, 13. a, 14. c, 15. a, 16. a, 17. d, 18. b, 19. c          

<H2> Part II. Hands-on Performance Exercises

· material selection (60–75 minutes)

· verbal presentation (15–25 minutes)

<H3>Procedure

· Applicant prepares a palette in accordance with the sample customer profile provided below, and presents as in a real design appointment. 

· The manager and the most experienced designer assume the role of customers.

· The manager and designer role-play with the applicant to determine how well the candidate handles various client situations. (See presentation review checklist on the last page.) 


Following is an example of a home buyer profile and suggested tools to be used in a performance assessment.

<H3>Sample Customer Profile


Brian and Mary Anderson have purchased a home.  This is a second home, which they will live in for five months out of the year. Brian Anderson is semi-retired and works at home. Mary is an avid exercise enthusiast.  

· The couple’s personal style is casual contemporary. They want their home to be functional and welcoming. 

· Mary prefers neutral tones while Brian gravitates towards nautical tones.

· They have three grandchildren that visit regularly.

· Brian likes the most updated electronic equipment.

· In the preappointment telephone call, the Andersons’ mentioned that they wanted wood floors throughout their main living area.

<H3>Applicant Tools

· copy of home floor plan

· options selection checklist with areas to cover highlighted

· graph paper to use for diagrams, ruler scale, pencils

*Note: Give the candidate a quick tour of design studio prior to the test, so applicant can locate material to be used in their mock sales presentation.
**Check on the applicant 10 minutes into the presentation to answer any questions they may have regarding the assessment.

<H3>Evaluating an Applicant


Use the following checklist and open-ended summary in assessing whether a candidate would be a good fit and represent your company well in the design center.


Did the applicant

____ recap what was discussed during the preappointment call because the customers may have changed their minds about something that was previously discussed?

____ accurately present the requested lifestyle?

____ accurately present the color selection for both parties and gain agreement?

____ suggest options that would enhance the customers’ entertaining lifestyle?

____ attempt “mini-closes” throughout the presentation when clients showed agreement?

____ attempt to manage expectations (timeframes, availability of options, changes)?

____ overcome objections without distancing the customers?

____ present in an organized manner?

____ present professionally?

____ proactively handle questions for which they did not have an answer?
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