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4TheCustomerServiceAptitudeProfile(CustomerServiceAP)Reportisanadaptationofthe

SalesAchievementPredictor(SalesAP)Report(Friedland,Marcus,&Mandel,1995)designedto

assistintheselection,placement,anddevelopmentofpeopletoworkincustomerserviceroles.

Thereportdescribescharacteristicsrelatedtocustomerservicepotentialandperformance,suchas

diplomacy,cooperativeness,patience,andassertiveness.

Itoffersaspecificrecommendationregardingaperson’ssuitabilityforcustomerservicework,and

alistingofhisorherrelativestrengthsandweaknessesintheskillsandbehaviorsassociatedwith

goodcustomerserviceperformance.Becausemanycustomerservicerolesincludeasalescomponent,

specificscoresthatfocusonaperson’sdispositiontowardsales-relatedactivitiesarealsoprovided.

Additionally,theCustomerServiceAPReportincludessubscalesthatarerelatedtoworkhabits,

managementpotential,andpersonalstyletoproduceacomprehensiveprofile.Thisinformationcan

helpminimizecostsassociatedwithunfortunatecustomerservicepersonnelhiringdecisionsand

canhelpmaximizeemployeeretentionincustomerserviceroles.

BasicpracticalinformationtohelpyouusetheCustomerServiceAPReportisprovidedinthis

guide.Formoredetailedtechnicalinformationaboutthedevelopmentandpsychometricbackground

oftheitemsandscalescoresusedtogeneratethereport,consulttheSalesAPManual.

GeneralDescription
InorderforyoutoobtainaCustomerServiceAPReportforanapplicantoremployee,heorshe

mustfirstrespondto140brief,self-descriptivestatements.Foreachstatementtherespondentis

askedtoindicateona5-pointscalehowthestatementappliestohimorher(1=alwaystrue,5=

alwaysfalse).Thestatementsfocusonhowthepersonperceiveshisorherownemotions,values,

achievement,motivation,personalandsocialstyles,andwork-relatedbehavior.Theitemsareap-

propriateforpeopleaged15yearsandolder,andarewrittenatasixth-gradereadinglevel.

Percentilescoresarecalculatedbasedonanindividual’sresponsestotheitems,andthenusedto

generatetheCustomerServiceAPReport.Thepercentilescoresarebasedontheresponsesof

peopleinareferencesamplethatincluded1,375maleandfemaleworkingadultsandjobappli-

cants,ages15andolder.Thescorescanbecalculatedonlybycomputer.Onereasonthereportisset

upthiswayistomakeitmoredifficultforpeopletoobtainscoringkeysbeforehandanddiscover

howtheyshouldrespondtoachievea“good”score.Moreimportantly,hundredsofrulesareused

todeterminewhethertoadjustpercentilescores,andbyhowmuch,basedonaperson’sresponse

style.Thiswouldnotbepracticaltoimplementwithahand-scoringsystem.TheCustomerService

APisavailableonlinethroughCareerID.com.

AsampleCustomerServiceAPReportisdisplayedonpages6–16.Atthetopofthesecondpageof

thereportisaspecificrecommendationregardingtheindividual’ssuitabilityforacustomerservice

job.Belowthisthereisatablethatsummarizestheapplicant’scustomerservicecharacteristics.

Thenextpagedisplaystheindividual’sCustomerServiceProfile.Atthetopofthepagethereisa

summarizedinterpretationoftheindividual’sscoresontheResponseStyleindexes.Twoofthese

INTRODUCTION
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5scores—Self-EnhancementandSelf-Criticism—areusedtoadjusttestscoresofunusuallypositive

(“fakegood”)ornegative(“fakebad”)self-presentationstyles.ThethirdResponseStylemeasure

onthetestistheInconsistentRespondingindex,whichdetermineswhetherornottheperson

understoodtheitemsorrespondedinacarelessorrandommanner.Thispagealsohasagraph

showingthescalescoresthatareprovidedineachreport:(a)threespecialsales-relatedscores

(SalesDisposition,Initiative-ColdCalling,andSalesClosing);(b)fourMotivationandAchievement

scores(Achievement,Motivation,Competitiveness,andGoalOrientation);(c)fourWorkStrengths

scores(Planning,Initiative-General,TeamPlayer,andManagerial);(d)fourInterpersonalStrengths

scores(Assertiveness,PersonalDiplomacy,Extroversion,andCooperativeness);and(e)threeInner

Resourcesscores(RelaxedStyle,Patience,andSelf-Confidence).

Thebodyofthereportprovidesdetailedinformationontherespondent’sscoresforeachscale.Toward

theendofthereport,theindividual’slikelyinterestareasareprovided,categorizedbythemajorca-

reerinterestconstellations(Realistic,Investigative,Artistic,Social,Enterprising,andConventional).

Afterthisisalistoftherespondent’sanswerstoeachitem.Separatefromthemainreportisasetof

practicalsuggestionsfortheindividualtoimprovehisorhercustomerserviceperformance.

UserQualifications
TheCustomerServiceAPReportshouldbeusedbyhumanresourcespecialists,psychologists,or

trainedindividualsundertheirdirectsupervision.Theconfidentialityofanindividual’sresults

shouldbesafeguarded,andanyonewithaccesstothisinformationshouldbeknowledgeableand

competenttointerpretandunderstandit.Aswithanytestingmaterials,CustomerServiceAP

Reportresultsshouldneverbethesolesourceofinformationformakingpersonneldecisions,which

shouldrelyonallavailabletest,interview,andbackgroundinformation.
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Customer Service Aptitude Profile
Jotham G. Friedland, Ph.D.

Sander I. Marcus, Ph.D.

Harvey P. Mandel, Ph.D.

Report prepared for: John Sample 2-May-2006

Customer Achievement Predictor - (C) 2002 by Western Psychological Services, Los Angeles, California, USA. Distributed by CareerId.com.
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SNAPSHOP OF CUSTOMER SERVICE CHARACTERISTICS

HIGHLY RECOMMENDED FOR A CUSTOMER SERVICE ROLE.

Customer Service Characteristics Strength Potential
Strength

Needs
Development

Diplomacy in relating to others

A cooperative attitude

Patience

A relaxed attitude

An ability to restrain assertiveness in relating to
others

A focus on achievement and getting things done

An ability to be non-competitive at times when
relating to others

More detailed information is provided in the body of this report.

CustomerAP Report for John Sample Page 2
2-May-2006

SampleCustomerServiceAPProfileReport
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CUSTOMER SERVICE PROFILE

Validity: This person appears to have responded to Customer Service AP items consistently and without unusual emphasis
on positive or negative responses.

SalesSuccess %ile
Adj.
%ile

SalesDisposition

Initiative-ColdCalling

SalesClosing

(SAL)

(CC)

(CLS)

Motivation,Achievement

Achievement

Motivation

Competitiveness

GoalOrientation

(ACH)

(MOT)

(CMP)

(GO)

WorkStrengths

Planning

Initiative-General

TeamPlayer

Managerial

(PLN)

(INI)

(TMP)

(MGT)

InterpersonalStrengths

Assertiveness

PersonalDiplomacy

Extraversion

Cooperativeness

(AST)

(PDL)

(EXT)

(COP)

InnerResources

RelaxedStyle

Patience

Self-Confidence

(RLX)

(PAT)

(SCN)

50 50

68 68

16 16

87 87

96 96

42 42

81 81

64 64

68 68

93 93

81 81

10 10

99 99

93 93

98 98

76 75

99 99

88 87

0 5 20 35 50 65 80 95 100

Very
Low

Low Average High Very
High

Users of this WPS Test Report should be familiar with the material presented in the Employers' Guide to the Customer
Service AP. No personnel or other decision should be made based on this report alone without confirming information
from independent sources.

CustomerAP Report for John Sample Page 3
2-May-2006
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Validity and Response Style
The Validity and Response Style scales represent the individual's level of attention to the meaning of Customer Service
AP statements (Inconsistent Responding) and tendency toward positive (Self-Enhancing) or negative (Self-Critical)
self-presentation.

The Inconsistent Responding (INC) score of 2 indicates that this person paid appropriate attention to the meaning of
Customer Service AP statements when giving responses, and is not likely to have responded carelessly or in a completely
random fashion.

This person obtained a Self-Enhancing (ENH) score at the 72nd percentile. This indicates a style of self-presentation that
is as positive as that of most people. Others are likely to describe this person's self-regard as positive.

In addition, the Self-Critical (CRT) score at the 31st percentile suggests that this individual does not emphasize negative
characteristics or make self-critical statements any more or less than do most others.

Customer Service and Inside Sales Characteristics
Characteristics that are important to success in most customer service or inside sales roles are reflected to a large extent in
an individual's responses to items on the Personal Diplomacy (PDL), Patience (PAT), and Relaxed Style (RLX) scales. To
a lesser extent, responses to items on the Assertiveness (AST) scale and an expressed interest in career areas related to
education or social service also indicate characteristics that contribute to success in customer service settings.

This individual's Personal Diplomacy (PDL) score is at the 99th percentile indicating that he or she will be more
diplomatic than most people, which can be a real asset in a customer service or inside sales role.

This Patience (PAT) score at the 99th percentile indicates a person who is likely to be more patient than most people,
which can be of great value in such settings.

With an Assertiveness (AST) score at the 10th percentile, this individual appears to have a strong tolerance for situations
that require him or her to refrain from asserting his or her own demands in transactions with others, and this can be an
advantage in many customer service settings.

The Relaxed Style (RLX) score at the 75th percentile suggests that he or she is likely to be relaxed in most customer
service and inside sales situations.

He or she appears to be at least moderately interested in a role such as customer service, that involves helping others to
meet their needs and achieve their goals.

Consideration of additional customer service success characteristics reflected by this person's Customer Service AP
responses is provided in the following detailed interpretation of the Customer Service AP scale scores.

CustomerAP Report for John Sample Page 4
2-May-2006
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Sales Success Characteristics
Because many customer service roles include a sales component, aspects of this individual's Customer Service AP
responses that reflect his or her likelihood of being successful in sales work are considered in this section.

The Sales Success scores include three scores. The Sales Disposition (SAL) score indicates the degree to which an
individual's Customer Service AP results are similar to those observed for people who are successful in sales careers. The
Initiative-Cold Calling (CC) score summarizes an individual's responses to statements from the Initiative-General (INI)
scale that reflect characteristics necessary for success in cold-calling. The Sales Closing (CL) score indicates the degree to
which an individual's Customer Service AP results are similar to those observed for people who are successful in closing
sales.

This individual's Sales Success scores are at the 50th percentile for Sales Disposition (SAL), at the 68th percentile for
Initiative-Cold Calling (CC), and at the 16th percentile for Sales Closing (CL).

The Customer Service AP responses for this individual are only marginally similar to those typical of people who
successfully perform sales activities.

He or she can be at least moderately effective at cold-calling.

Motivation and Achievement Characteristics
The Motivation and Achievement scales describe a person's orientation toward achievement and inner drive to achieve.

The Achievement (ACH) scale score reflects an individual's ability to follow through and complete tasks and to achieve
specific goals. It is also related to the amount of interest that a person has in intellectual or conceptual work. The ACH
score at the 87th percentile for this person indicates he or she consistently achieves and follows through.

This person is likely to perform at a high level on measures of academic achievement.

He or she is likely to perform exceptionally well on the job.

whose motivation or inner drive is relatively strong and who is likely to sustain this level of motivation

The Competitiveness (CMP) score reflects the need to win, to perform better than others, or to surpass standards of
achievement or performance. This individual's CMP score at the 42nd percentile suggests that he or she is likely to value
competitiveness, but only in areas that are particularly important to him or her.

The Goal Orientation (GO) scale describes the extent to which an individual sees himself or herself as having clear goals
and objectives. This person's GO score at the 81st percentile indicates that he or she is likely to be more strongly focused
on goals and objectives than are most people.

Work Strengths
The Work Strengths scales describe actual work habits and attitudes towards working alone and with others.

The Planning (PLN) scale score reflects a person's tendency to use time-management, scheduling, and organizing and
planning strategies to achieve goals. The PLN score at the 64th percentile suggests that this individual will plan, organize,
and apply effective work habits in areas of high interest. He or she may attend to details and plans enough to succeed in
projects or tasks of high interest, but may not apply this same level of concentration to tasks that are uninteresting, boring,
or unrelated to major goals. Even when performing well, he or she may not use the most efficient or effective work habits
or time management strategies. Still, performance in this area is likely to be developed at least well enough to successfully
pursue specific goals.

He or she can accept direction from others, including supervisors at work, and will be comfortable when given such

CustomerAP Report for John Sample Page 5
2-May-2006
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direction.

The Initiative-General (INI) scale indicates a person's level of comfort in taking independent action. The INI score at the
68th percentile is in a range that suggests that this individual may show initiative in some situations but not in others.

The Team Player (TMP) scale score relates to a person's level of comfort in working together as part of a team or
interdependent work group. This TMP score at the 93rd percentile suggests this person sees himself or herself as getting
along well with others. He or she will probably work very well with others as part of a team or work group, and may even
prefer this type of arrangement.

The Managerial (MGT) score represents the degree to which a person's work strengths combine with achievement,
motivation, interpersonal strengths, and inner resources in a pattern similar to that of individuals in managerial and
supervisory roles. This individual's MGT score at the 81st percentile suggests that he or she has given responses that are
similar to those given by people in management, supervisory, or other leadership roles. This person is likely to be able to
consistently inspire and motivate others. He or she may be seen as having good overall management or supervisory
potential.

Yet his or her management style may be seen as less assertive than that of others in similar positions.

He or she may have difficulty delegating authority and could benefit from developing skills in this area.

Interpersonal Strengths
The Interpersonal Strengths scales describe ways in which a person is likely to engage in interactions with others in the
work environment. These characteristics play a very important part in the successful conduct of customer service
activities.

The Assertiveness (AST) scale score provides a gauge of an individual's directness in expressing himself or herself and in
dealing with others. This person's AST score at the 10th percentile indicates an individual who is relatively unassertive and
less direct in expressing himself or herself than are most others. In many kinds of customer service situations, this style
can be an asset.

The Personal Diplomacy (PDL) scale score reflects a person's tendency to use tact and diplomacy in dealing with others
and to display sensitivity to the feelings and ideas of others. For this person, the PDL score at the 99th percentile suggests
that he or she is generally very diplomatic, tactful, and highly aware of the reactions of others, a major advantage in most
customer service settings.

Although individuals with this combination of AST and PDL scores are usually not very direct when expressing
themselves to others, their style is almost always likely to be perceived as tactful.

The Extroversion (EXT) scale score indicates the degree to which a person sees himself or herself as socially outgoing.
For this individual, the EXT score at the 93rd percentile indicates a person who describes himself or herself as more
extroverted than most people, which can be an asset in many customer service settings, and who will be comfortable in
most customer service situations that require taking the lead in establishing contact with others.

The Cooperativeness (COP) score indicates a person's level of comfort in working closely with others and in taking the
lead from others. A low COP score does not necessarily indicate uncooperativeness, but may indicate independence or
aggressiveness in dealing with others. This COP score at the 98th percentile suggests that this person is likely to be very
comfortable in taking directions or suggestions from others and working cooperatively, which is an ideal characteristic in
most customer service roles.

CustomerAP Report for John Sample Page 6
2-May-2006
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Inner Resources
The Inner Resources scales describe the kind of work-related inner resources that a person brings to the work environment.

The Relaxed Style (RLX) scale score describes the ability to remain free of worry and tension in the face of stress. This
RLX score at the 75th percentile describes a person who finds it easy to relax and can successfully cope with most
stressful situations. He or she can generally work effectively under pressure.

The Relaxed Style (RLX) scale score describes the ability to remain free of worry and tension in the face of stress. This
RLX score at the 75th percentile describes a person who is He or she has a generally relaxed, outgoing style and will reach
out to others in most business, academic, or social settings, which is a distinct advantage in most customer service roles.

The Patience (PAT) scale indicates a person's ability to effectively cope with frustration encountered in completing tasks
or in conflict-laden situations. This individual's PAT score at the 99th percentile suggests that he or she is more patient
than most. This would be an advantage in most customer service settings.

The Self-Confidence (SCN) score is an indicator of the level of confidence and self-assurance an individual brings to his
or her work. The SCN score at the 87th percentile suggests this person is generally self-confident and self-assured, which
would be an asset in most customer service settings.

This confidence is balanced by an openness to examining his or her own strengths and weaknesses.

Additional Profile Characteristics
In addition to the interpretation of single scores on the Customer Service AP scales, some specific combinations of Sales
Success Characteristics, Motivation and Achievement Characteristics, Work Strengths, Interpersonal Strengths, and Inner
Resources are associated with particular approaches to the work environment related to performing in a customer service
role.

Careful consideration of this person's scores in combination will shed additional light on his or her particular work
strengths.

Career Interest Areas
Some clusters of Customer Service AP items are often observed to be associated with the traditional Realistic,
Investigative, Artistic, Social, Entrepreneurial, and Conventional occupational interest areas. Below is an indication of
how interested this individual is in each of these areas as well as a short explanation of the occupational interest for each
area.

Realistic: Low - Activity-oriented occupational areas such as skilled trades, engineering, armed services, police, and
firefighting, or similar technical and service occupations.

Investigative: Moderate - Investigative or academic, scientific, and technical occupational areas such as medicine,
education, computers, science, and similar areas.

Artistic: Moderate - Artistic or aesthetic areas such as graphic arts, writing, advertising, music, fine arts, or similar areas
having a strong aesthetic or craft component.

Social: High - Social or educational and social service areas such as teaching, social work, social service direction and
recreation, or counseling.

Entrepreneurial: Low - Entrepreneurial or legal, political, and business endeavors such as marketing, management, or
merchandising.

Conventional: Moderate - Conventional business areas such as accounting, banking, office work, and office management.

CustomerAP Report for John Sample Page 7
2-May-2006
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Listing of recorded information
Name: John Sample

Date tested: 2-May-2006

ITEM RESPONSES

The scores and the interpretation in the SalesAP Report are based on the responses listed here.

001. 5 | 002. 3 | 003. 1 | 004. 4 | 005. 2 | 006. 4 | 007. 3 | 008. 1 | 009. 3 | 010. 2 |

011. 1 | 012. 2 | 013. 4 | 014. 3 | 015. 4 | 016. 2 | 017. 2 | 018. 2 | 019. 1 | 020. 1 |

021. 2 | 022. 4 | 023. 5 | 024. 4 | 025. 5 | 026. 2 | 027. 1 | 028. 1 | 029. 1 | 030. 1 |

031. 3 | 032. 4 | 033. 2 | 034. 4 | 035. 2 | 036. 1 | 037. 4 | 038. 5 | 039. 1 | 040. 4 |

041. 5 | 042. 4 | 043. 3 | 044. 2 | 045. 3 | 046. 1 | 047. 4 | 048. 3 | 049. 1 | 050. 3 |

051. 4 | 052. 2 | 053. 1 | 054. 1 | 055. 4 | 056. 1 | 057. 5 | 058. 4 | 059. 3 | 060. 4 |

061. 1 | 062. 4 | 063. 2 | 064. 4 | 065. 3 | 066. 3 | 067. 1 | 068. 4 | 069. 4 | 070. 1 |

071. 2 | 072. 4 | 073. 1 | 074. 1 | 075. 5 | 076. 4 | 077. 5 | 078. 3 | 079. 3 | 080. 5 |

081. 2 | 082. 2 | 083. 1 | 084. 1 | 085. 3 | 086. 1 | 087. 2 | 088. 2 | 089. 5 | 090. 4 |

091. 4 | 092. 2 | 093. 2 | 094. 2 | 095. 2 | 096. 4 | 097. 5 | 098. 3 | 099. 1 | 100. 1 |

101. 4 | 102. 1 | 103. 1 | 104. 1 | 105. 2 | 106. 2 | 107. 1 | 108. 1 | 109. 4 | 110. 3 |

111. 3 | 112. 4 | 113. 4 | 114. 3 | 115. 5 | 116. 4 | 117. 4 | 118. 1 | 119. 2 | 120. 3 |

121. 3 | 122. 1 | 123. 2 | 124. 1 | 125. 1 | 126. 2 | 127. 3 | 128. 4 | 129. 2 | 130. 2 |

131. 3 | 132. 1 | 133. 2 | 134. 2 | 135. 1 | 136. 3 | 137. 1 | 138. 1 | 139. 2 | 140. 1 |

Response Key

1 Always True

2 Mostly True

3 Sometimes True and Sometimes False

4 Mostly False

5 Always False

End of the Report

CustomerAP Report for John Sample Page 8
2-May-2006
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Customer Service Achievement Recommendations
These recommendations, based on the Customer Service AP test profile, are designed to help you improve or enhance
your motivation and achieve your goals in customer service roles and activities.

You may find some of these suggestions more helpful than others. Because your motivation is one of your most valuable
assets, it is highly recommended that you make a continuing, long-term effort to use those suggestions that you discover to
be the most effective.

Refine Your Goals
• Exercise your strong ability to set meaningful priorities and define worthwhile goals. Be involved in planning and

organizing customer service activities that will enhance your own performance and that of your group or business.

• Do not allow your strong ability to perceive appropriate goals become an end in itself, so that your attention is
deflected from other essential aspects of successful customer service achievement, such as commitment, planning, and
follow-through.

• Be sure to link your customer service goals and objectives to specific plans and activities, and examine your daily
activities to make sure they are furthering these goals and objectives.

• Even if you are in an academic situation and are performing up to your potential, periodically reevaluate and update
your major goals and objectives.

Increase Your Motivation and Level of Commitment
• Make use of your ability to motivate and inspire yourself and others in customer service situations. Link your inner

enthusiasm, emotions, and motivational drive to your customer service goals and objectives. Making sure in this way
that the other elements of success are in place will help you maintain success in customer service over a long period of
time.

• Think of other individuals who have already been successful in attaining customer service goals you are striving for.
The prospect of surpassing their achievements can be a meaningful and powerful motivator. If this is so for you, keep
their example in mind more often, not only in areas of high interest, but in other areas as well.

• Keep in mind that those who achieve outstanding success in a customer service role do not settle for mediocre or even
above average performance. Strive to be the best at all times and under all circumstances.

• When working towards a customer service goal, routinely compare your progress to those who are the most successful.

Be Sure to Plan Ahead and Follow Through
• Make priority lists of customer service goals that are time-consuming, or important, or that you may not have

previously considered as important. Number or rank these goals in order of importance.

• Choose one important goal to focus on. Make a list of the specific activities, tasks, or interim accomplishments
necessary to achieve this goal, and note the time and resources needed for each.

• Number these items in order, either from most important to least important or in the order in which they need to be
accomplished.

• Learn other time-management, organizing, and scheduling strategies that can be applied to customer service goals.

• Make use of to-do lists, reminders, and other methods for planning and scheduling your time and activities, not only
for obvious customer service goals, but also for other goals which you may not have considered as important up to
now but which could become more significant in the future.

• Even though your planning and work habits are probably sufficient in many situations, you still may benefit from
further developing your time-management, planning, reading, and study skills, by applying a more consistent level of

CustomerAP Report for John Sample Page 9
2-May-2006
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attention to detail, and by exercising a greater degree of perseverance in your pursuit of success.

• Make an extra effort to exercise planning and organizing skills such as setting priorities, scheduling, and using daily
to-do lists in developing your customer service skills.

• You should be involved in customer service roles and activities for yourself and for your group or business that fully
engage your strong ability to follow through on tasks, objectives, or goals.

• In addition to exercising your strong follow-through skills, be sure to remember that in most customer service roles, it
is important to simply be helpful to others.

• Be sure to link your strong follow-through skills to your major customer service goals, so that these skills are not
engaged simply for the purpose of getting things done, but will directly further your most important goals in this area.

• If you are in an academic situation, even if you are already satisfied with your level of achievement, you may still want
to consider refining your ability to concentrate, focus, and manage your time efficiently. For example, you may benefit
from reviewing deadlines for reports or the completion of other assignments and resetting them for an earlier date.

Expand Your Personal and Interpersonal Skills
• Your profile indicates that you may benefit from activities and techniques that will increase assertiveness in social and

business situations. This does not mean becoming overly aggressive, but rather learning how to be more comfortable in
offering reactions, ideas, and opinions. Books and specialized seminars or workshops may be helpful in learning and
practicing assertiveness skills. Nevertheless, remember that a lower level of assertiveness is likely to make you more
rather than less successful in most customer service situations.

• If you are considering a career in sales, or need to "sell" yourself in your work, consider some sales training or reading
sales training materials to become more comfortable with the need to enhance the "sales" element of your interpersonal
style.

• If you find that you are hesitant to call or meet with new people in social or career situations (what sales people refer to
as "cold-calling"), you may find it beneficial to set aside a few minutes every day to call at least one person important
to your career or your job, even if the call is just to "touch base" and say hello. This type of networking can widen your
contact base and can make a difference in your career in the long run.

• If you find that you are not always successful in influencing others to your way of thinking, you might consider some
sales training in the area of sales closing techniques and approaches, even if you are not a salesperson.

• Consider utilizing any supervisory, managerial, or mentoring skills you have to help others achieve their potential.
Even if you are not formally in a managerial role, this will help you to widen your network and enhance your value to
others and to your career.

• While your profile indicates that you have characteristics similar to successful managers and supervisors, your
managerial potential would benefit if you were to enhance your assertiveness skills through specialized training in
assertiveness techniques and approach on the job and in a managerial role.

• While your profile indicates that you have characteristics similar to successful managers and supervisors, your
managerial potential would benefit if you were to demonstrate greater decisiveness.

• You are likely to find that the support and cooperation you give in working with others is highly important in a
customer service situation. However, consider whether this might keep you from taking the initiative in other career
situations where independence and aggressiveness are necessary for success.

• Being diplomatic or tactful in not directly offering your ideas and reactions to others may be an asset in customer
service situations, but it is not always an asset in other career situations.

CustomerAP Report for John Sample Page 10
2-May-2006
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orgroupsettings.Theadministrationsettingshouldbeascomfortable,welllighted,ventilated,

andfreefromnoiseandotherdistractionsaspossible.Ifyouareadministeringtheitemsinagroup

setting,youshouldreadtheinstructionsaloudwhiletherespondentsreadalong.Arrangegroupad-

ministrationsettingssothatconfidentialityisprotected,anddiscouragerespondentsfrominfluenc-

ingeachother’sresponsesbymakingsidecommentsorotherwiseexpressingjudgments.

Inbothindividualandgroupsettings,youshouldencouragerespondentstoaskanyquestionsthey

mayhaveandtorespondtruthfully.Discouragethemfromspendingagreatdealoftimeonanyone

item.Remindtherespondentsthatitisimportanttoanswerallofthequestionsandtogiveonly

oneresponsetoeachquestion.Thetestcannotbescorediffourormoreitemsaremissing.The

programontheCareerIdsiteisdesignedsothatthetesttakerisnotpermittedtogivemultiplean-

swersforasingleitemortoleavetoomanyquestionsunanswered.Althoughthereisnotimelimit

forcompletingthe140testitems,thisisusuallydonein20to25minutes.

Visuallyimpairedrespondentsmayrequirethattheitemsbereadtothem,andrespondentswith

motorimpairmentsmayrequireassistance.Thereisnoevidencethataccommodationstothesedis-

abilitiesbyreadingtheitemsaloudorassistinginfillingoutanswersheetsimpactsonthevalidity

oftheresponses.Youshould,however,beawareofindicationsthattherespondentisuncomfortable

anddirectlyaddresstheproblembyclarifyingthepurposeofthetestingandprovidingassurances

ofconfidentiality.Ifyouhaveanydoubtsaboutarespondent’sEnglishfluency,youshouldcheck

hisorhercomprehensionofthetestinstructions,afewitems,andsuchexpressionsas“workahol-

ic,”“domyownthing,”“bigpicture,”and“justgoingthroughthemotions,”allofwhichappearon

thetestform.Anydivergencefromstandardtestadministrationproceduresshouldbeclearlystated

inallreportingofresults,alongwithanestimationofhowsuchdivergencemayhaveinfluenced

theindividual’soverallperformanceonthetest.



ADMINISTRATIONANDSCORING
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17Aspreviouslydescribed,onthefirstpageofthereport,theindividual’sidentifyinginformationis

provided,followedbyabasicrecommendationforcustomerservice:“Highlyrecommendedforacus-

tomerservicerole,”“Basicallyrecommendedforacustomerservicerole,”or“Notrecommendedfor

acustomerservicerole.”Therecommendationisfollowedbyalistoftheperson’scustomerservice

strengthsandweaknesses.Next,asectionisprintedinwhichthevalidityoftheindividual’sitem

responsesisconsidered.Agraphwithadjustedpercentilescoresforallscalesisthenpresented,

followedbythebodyoftheinterpretivereport,whichincludessuggestionsregardingmajorcareer

interestsandprofessionaldevelopment.

Table1containsalistofthescoresincludedintheCustomerServiceAPReport,aswellasa

briefdescriptionofandsampleitemsfromeachscale.ScalescoresfortheCustomerServiceAPare

displayedaspercentiles,whichranktherespondentintermsofallofthepeoplewhowereincluded

inthereferencesample.Apercentilerankof50meansthat50%ofthereferencesampleobtained

alowerscoreonagivenscaleand50%obtainedahigherscore.Arankof75meansthat75%of

thesampleobtainedalowerscoreand25%obtainedahigherone.Arankof98meansthat98%

ofthesampleobtainedalowerscoreandonly2%obtainedahigherone.Itisimportantthatany

interpretationofsinglescoresorgroupsofscalestakethetestingcontextandotherindependently

obtainedinformationintoaccount.Aspreviouslynoted,nopersonneldecisionshouldbemade

solelyonthebasisofthestatementsintheCustomerServiceAPReport.

ThegeneralcharacteristicreflectedbyeachscoreontheCustomerServiceAPReport(seeTable1)

isdescribedinthereport,alongwithspecificscoreinterpretations.Detailedtechnicalinformation

aboutthescalescanbeobtainedfromtheSalesAPManual.

INTERPRETATION

TABLE1.CUSTOMERSERVICEAPSCORES

Sample Items

INC Item Pair
 23.Ifindlifeboring.
 91.IfeellikeIam“justgoingthroughthemotions.”


 2.IworryaboutdecisionsIhavemade.
 92.Iworkhard.



 4.Iamnervous.
 18.Ihidemyfeelings.


Customer Service AP Scale

RESPONSESTYLE

InconsistentResponding(INC) 
Haphazardrespondingorhighlyinconsistent
self-description.

Self-Enhancing(ENH)
Positiveself-description;presentingoneselfashaving
positivecharacteristics;denyingweaknessesthatmost
peopleadmitto.

Self-Critical(CRT)
Negativeself-description;presentingoneselfina
self-criticalmanner.

(table continued on next page)
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18TABLE1.CONT.CUSTOMERSERVICEAPSCORES

Customer Service AP Scale

(table continued on next page)

SALESSUCCESS

SalesDisposition(SAL)
Similarityofoverallpersonalitycharacteristicswith
individualsinsales.

Initiative-ColdCalling(CC)
Similarityofcharacteristicstoindividualswhoare
successfulincold-callingactivities.

SalesClosing(CL)
Similarityofcharacteristicstoindividualswhoare
successfulinclosingsales.

MOTIVATIONANDACHIEVEMENT

Achievement(ACH)
Achievementandtaskcompletion;achievementof
specificgoals;follow-through.

Motivation(MOT)
Innercommitmenttoachieve;strengthofinner
emotions,needs,andvalues;innerdrive.

Competitiveness(CMP)
Needtowin,toperformbetterthanothers,orto
surpassstandardsofachievementorperformance.

GoalOrientation(GO)
Havingcleargoalsandobjectives.

WORKSTRENGTHS

Planning(PLN)
Usingtime-management,scheduling,andotherwork
habitsandplanningstrategiestoachievegoals.

Initiative-General(INI)
Comfortintakingindependentinitiative.

TeamPlayer(TMP)
Comfortinworkingtogetheraspartofateamor
interdependentworkgroup.

Managerial(MGT)
Similarityofoverallpersonalitycharacteristicswith
thoseofindividualsinmanagerialorsupervisoryroles
(e.g.,comfortwithdecisionmakingandabilityto
influenceothers).

Sample Item Pairs

 9.Itakerisks.
 51.Iliketosell.

 15.IsaywhatIfeel.
 39.Imakenewfriendseasily.


 42.Iamabletomanipulateothers.
 58.IaskdirectlyforwhatIwant.


 52.ThroughoutmylifeIhavekeptupwithmypeers
 academically.
 81.I’ve“gotmyacttogether.”


 27.Ilikethisperiodofmylife.
118.Iliketowork.


 68.Iliketocompete.
 80.Ibelievethatlifeisabiggametobeplayedtowin.

127.Iam“rightoncourse”inattainingmycareergoals.
 82.Tomethefuturelooksgood.




 72.Iamwellorganized.
 14.Iplanforthefuture.

 28.Mysuccessisuptome.
 43.Iliketoriskstartingandmanagingnewactivities.

 86.TherearepeopleIcandependon.
 87.Itrustothers.

139.Othersperceivemeasbeingcompetent.
 17.Othersrespectme.
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ProfileValidityandResponseStyleScores
ValidityandResponseStylescoresontheCustomerServiceAPReportarelistedanddiscussedonthesec-

ondpageofthereport.TheyincludetheInconsistentResponding,Self-Enhancing,andSelf-Criticalscores.

TheInconsistentRespondingscalehelpstodetectinconsistentresponsepatterns.Itconsistsof

15itempairs,suchastheoneshowninTable1,thathavesimilarcontentandareusuallygiven

responsesthatdonotdifferordifferonlyslightly.TheInconsistentRespondingscoreisthenumber

ofitempairsforwhichthegivenresponsesdifferby2ormorepoints.Whenascoreof5ormoreis

observedonthisscale,thereisasubstantiallikelihoodthattheresponsesweregiveninahaphaz-

ardorinconsistentmannerorwithoutappropriateattentiontoitemcontent,andthisshouldbe

keptinmindwheninterpretingaperson’sobtainedscores.

TheitemsthatmakeuptheSelf-EnhancingandSelf-Criticalscoreswereselectedtomonitorten-

denciesforindividualstopresentthemselvesinanoverlypositiveornegativelight.Theyreflect

ordinaryweaknessesthatmostindividualsadmittobutdonotemphasize.Thosewithrelatively

highSelf-Enhancingscoresminimizeordenysuchordinaryfoibles,whilethosewithhighSelf-Criti-

TABLE1.CONT.CUSTOMERSERVICEAPSCORES

Customer Service AP Scale

INTERPERSONALSTRENGTHS

Assertiveness(AST)
Directnessinexpressingoneselfandindealing
withothers.

PersonalDiplomacy(PDL)
Tactanddiplomacyindealingwithothers;sensitivityto
thefeelingsandideasofothers.

Extroversion(EXT)
Sociallyoutgoingorextraverted.

Cooperativeness(COP)
Comfortinworkingcloselywithothersorintakingthe
leadfromothers.

INNERRESOURCES

RelaxedStyle(RLX)
Freeoftension;unworried;relaxed.

Patience(PAT)
Patienceintaskcompletionandinhandlingfrustration
orconflict.

Self-Confidence(SCN)
Self-assuranceandconfidenceinself.

Sample Item Pairs


 70.Iliketospeakinfrontofagroup.
131.Iamabletoinfluenceotherstomywayofthinking.

 53.Iamsensitivetoothers’feelings.
 5.Peoplelikeme.

 16.ThroughoutmylifeIhavekeptupwithmy
 peerssocially.
105.Ihavelotsofenergy.


110.Iresentbeingtoldwhattodo.
 57.Ihavesteppedonotherstogetahead.

 2.IworryaboutdecisionsIhavemade.
 67.Isleepverywell.


 8.Iampatientatwork.
 37.IarguewithpeopleIcareabout.

135.Iamemotionallystable.
 93.IamsatisfiedwithwhoIam.
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20calscorestendtooveremphasizethem.Ontheotherhand,thosewithrelativelylowSelf-Enhancing

scorestendtounderstatetheirpositivecharacteristicsandthosewithlowSelf-Criticalscorestend

tounderstatetheirownstrengths.

PercentileScoreAdjustments
ThepercentilescoresusedtogenerateCustomerServiceAPReportmaybeadjustedbasedon

anindividual’soverallresponsestyleasindicatedbytheSelf-EnhancingandSelf-Criticalscores.

Theseadjustmentshavebeendeterminedbyacombinationofstatisticalanalysisandtheauthor’s

experienceusingthetest.Wheneveradjustmentsaremade,bothunadjustedandadjustedscores

aredisplayedalongtheleftmarginofthegraphsothatyoucanexercisereasonablejudgmentto

evaluatetheappropriatenessofusingadjustedscoresforagivenpurpose.Itisrecommendedthat

allavailablesourcesofdatabeincorporatedinmakingfinalhiringorplacementdecisions.

CaseExample
Therespondentinthesamplereportdisplayedonpages6–15isanindividualwithacollegedegree

incommunication,andaGPAof3.0(outof4.0).Hehasabackgroundinretailsales,andwasbriefly

employedbyamarketingfirm,conductingconsumersurveysinshoppingmalls.HetooktheCustomer

ServiceAPwhenapplyingforajobonthecustomerservicedeskinalargestorethatspecializedin

productsforthehome.Thejobrequiredthatherecommendadditionalproductstocustomersinthe

courseofprovidingassistancetothem.

Onthewhole,thisIndividual’stestresponsessuggestthathewilldowellinacustomerservicerole,and

heisahighlyrecommendedapplicant.Hiscustomerservicestrengthsincludethosereflectedbyhigh

orveryhighscoresonthePersonalDiplomacy,Extroversion,Patience,andCooperativenessscalesanda

RelaxedStylescoreinthehighaveragerange.Thesescoresandadditionalinformationfromthereport

indicatethatheishighlypeople-orientedandgenuinelyinterestedinbeinghelpfultoothers.Further,

hishighMotivationandAchievementscores,alongwithhiseducationalbackground,indicatearelatively

strongabilitytoworkhardandfollowthroughtoachieveworkgoals.HishighTeamPlayerscorealso

suggeststhathecanworkwellwithothersinagroup.TheaveragetolowAssertivenessandCompetitive-

nessscoresindicatethatintheworksettinghewouldbecomfortableplacingtheneedsofcustomers

aheadofhispersonalopinionsanddesires,whichisusuallyanassetinacustomerservicesetting.

Thetestresultsinclude,however,averagetolowscoresintheareaofSalesSuccess,Initiative,and

Planning.Theseresultsindicatethathemaynotperformconsistentlyoractivelytopromotethe

store’sadditionalproductsandservices.Ifthiscandidateweretobehiredforthepositioninques-

tion,itshouldbewiththeunderstandingthataneffortwouldneedtobemadetodevelophisability

inthisareaandcomfortlevelwiththisaspectofhiswork.Thissituationisoftenseenforapplicants

whoarehighlyrecommendedfortraditionalcustomerserviceroles.Thus,whenanemployerdoes

includetherequirementtoconductsales-typeactivitiesinsuchroles,someresourcesshouldbeavail-

abletohelpcustomerserviceemployeesbesuccessfulinthisaspectoftheirwork.Somerelatedrec-

ommendationsfortheindividualinthiscaseexamplecanbefoundintheCustomerServiceAchieve-

mentRecommendationssectionattheendofhisreport.
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CUSTOMERSERVICEACHIEVEMENT
RECOMMENDATIONS

TheCustomerServiceAchievementRecommendationssectionattheendoftheCustomerServiceAP

Reportisdesignedsothatitcanberemovedfromthereportandsharedwiththepersonwhotook

thetest.Therecommendationsareverystraightforwardanddonotrequireanyspecialelaboration.

Youmaywanttoworkthemintoaspecificemployeedevelopmentplanthattakesintoaccount

opportunitiesthatareavailablewithinyourcompanyorbusinesscommunity.However,youshould

alwaysgoovertherecommendationswiththeindividualcarefully.Becertainthatheorsheun-

derstandsthelimitationstocertaintyassociatedwithcomputerizedtestresultsandthecontextin

whichtherecommendationsaremade.Alwaysrespecttheindividual’srighttotakeexceptiontore-

sultsprintedinthecomputerreport.Nopartofthereportshouldeverbeusedinawaythatisnot

respectful,thatisnotinthebestinterestsofthepersonwhotookthetest,thatisnotconsistent

withthepurposeofthetest,orthatviolatesaperson’sconfidentialityrights.



CustomerServiceAP  :EMPLOYERS’ GUIDE

22

PSYCHOMETRICBACKGROUND

ThetechnicalcharacteristicsofthescoresusedtogeneratetheCustomerServiceAPReportare

fullypresentedintheSalesAPManual.Thefundamentalinformationsupportingtheuseofthetest

isbrieflysummarizedinthissection.

Aspreviouslymentioned,thescoresarepercentileranksbasedontheperformanceofareference

sampleof1,375individuals,ages15andolder.Thesampleincluded660men(48%)and715women

(52%).Approximately10%ofthesampleidentifiedthemselvesasAfricanAmerican,and2%asHis-

panic.Thesewerepeoplebeingevaluatedforjobselection,placement,orpromotion,orforcareer

appraisal,usingabroadrangeoftestsandinterviewdata.Aboutonethirdwerestudentsandabout

15%ofthestudentshadbeenreferredbecauseoflowerthanexpectedperformance.

Tables2,3,and4displayestimatesrelatedtothereliabilityandvalidityofthescoresusedto

generatetheCustomerServiceAPReport.InternalconsistencyestimatesdisplayedinTable2fora

subgroupofthereferencesample(N=745)rangefrom.66to.88,indicatingadequatetoquitegood

scaleconsistency.AlsodisplayedinTable2aretest-retestreliabilityestimatesfor36individuals

whoretooktheCustomerServiceAPanaverageof1yearaftertheirfirsttesting.Thesevaluesrange

from.67to.90,wellwithinacceptablepsychometricslimits.

ThevaluesinTable3arecorrelationsbetweenthescalescoresusedtogeneratetheCustomer

ServiceAPReportandscoresonanothertestcommonlyusedforpersonnelselection,the16

PersonalityFactorQuestionnaire(16PF;Cattell,1986).Thegeneralpatternofcorrelationsprovides

evidencethatsubscalesthataresupposedtomeasuresimilarcharacteristicsarecorrelated,and

subscalesthataresupposedtomeasuredifferingcharacteristicsarenot.ThePlanningscale,for

example,ismosthighlycorrelatedwiththe16PFmeasuresofConscientiousness(G)andSelf-Disci-

pline(Q3),anduncorrelatedwithmeasuresofImaginativeness(M)andAbstractThinking(B).

Table4displayscorrelationsbetweentheCustomerServiceAPReportscoresof52jobapplicants

andtheperformanceratingsbytheirsupervisorsobtained2monthsaftertheapplicantswerehired.

(Thesupervisorsratedemployeeperformanceandpersonalcharacteristicsalongdimensionssimilar

tothosemeasuredbyCustomerServiceAPscales.)Again,thenumberssupportthevalidityof

CustomerServiceAPReportscoresinthattheyfollowageneralpatternthatisconsistentwith

whateachsubscaleissupposedtomeasure.
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23TABLE2.INTERNALCONSISTENCYANDTEST-RETESTRELIABILITYESTIMATES
FORTHECUSTOMERSERVICEAPSCORES

RESPONSESTYLE

Self-Enhancing(ENH)
Self-Critical(CRT)

SALESSUCCESS

SalesDisposition(SAL)
Initiative-ColdCalling(CC)
SalesClosing(CL)

MOTIVATIONANDACHIEVEMENT

Achievement(ACH)
Motivation(MOT)
Competitiveness(CMP)
GoalOrientation(GO)

WORKSTRENGTHS

Planning(PLN)
Initiative-General(INI)
TeamPlayer(TMP)
Managerial(MGT)

INTERPERSONALSTRENGTHS

Assertiveness(AST)
PersonalDiplomacy(PDL)
Extroversion(EXT)
Cooperativeness(COP)

INNERRESOURCES

RelaxedStyle(RLX)
Patience(PAT)
Self-Confidence(SCN)

.78

.80

.75

.86

.84

.84

.83


.81

.86

.79

.87

.71

.81

.81

.66

.85

.80

.88

.86

.84

.86

.88

.87

.85

.73

.77

.76

.82

.90

.67

.73

.79

.86

.75

.74

.72

.79

.79

 Internal Consistency Test-Retest Reliability 
 N = 745 N = 36
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24TABLE3.CORRELATIONSBETWEENCUSTOMERSERVICEAPSCORESAND16PERSONALITY
FACTORQUESTIONNAIRE(16PF)SCORES

SALESSUCCESS

SalesDisposition(SAL)

Initiative-ColdCalling(CC)

SalesClosing(CL)

MOTIVATIONANDACHIEVEMENT

Achievement(ACH)

Motivation(MOT)

Competitiveness(CMP)

GoalOrientation(GO)

WORKSTRENGTHS

Planning(PLN)

Initiative-General(INI)

TeamPlayer(TMP)

Managerial(MGT)

INTERPERSONALSTRENGTHS

Assertiveness(AST)

PersonalDiplomacy(PDL)

Extroversion(EXT)

Cooperativeness(COP)

INNERRESOURCES

RelaxedStyle(RLX)

Patience(PAT)

Self-Confidence(SCN)

Customer Service AP Scores 16 Personality Factor Questionnaire (16PF) Scores

N = 377

A=Warm,Easygoing;B=AbstractThinking;C=Calm,Stable;E=Dominant;F=Enthusiastic;G=Conscientious;H=Venturesome;I=Sensitive;L=Suspicious;
M=Imaginative;N=Shrewd;O=Self-Doubting;Q1=Experimenting;Q2=Self-Sufficient;Q3=Self-Disciplined;Q4=Tense,Driven.

 A B C E F G H I L M N O Q1 Q2 Q3 Q4

 .14 –.04 .30 .35 .23 .12 .47 –.13 –.12 .02 –.09 –.34 .09 –.18 .18 –.32

 .12 –.04 .30 .35 .27 .16 .60 –.11 –.05 –.02 –.17 –.31 .08 –.17 .22 –.29

 .07 –.08 .11 .38 .23 .10 .35 –.15 .15 –.03 –.10 –.16 .15 –.17 .05 –.04

 .15 .08 .20 .13 .08 .25 .29 –.01 –.14 .05 –.04 –.32 .03 –.09 .28 –.27

 .05 –.02 .35 .08 .01 .31 .29 –.07 –.27 .02 .02 –.39 –.01 –.12 .41 –.38

 .08 –.06 .35 .33 .20 .19 .46 –.14 –.11 .01 –.11 –.38 .08 –.18 .26 –.33

 .04 –.08 .44 .12 .10 .20 .33 –.09 –.23 .03 –.04 –.46 –.02 –.08 .37 –.50

 .06 .01 .18 .03 –.08 .41 .17 –.08 –.18 –.01 .02 –.21 –.03 .01 .39 –.21

 .13 –.03 .33 .34 .23 .18 .58 –.14 –.07 .01 –.14 –.36 .08 –.16 .25 –.33

 .09 –.07 .23 .08 .28 .09 .43 .05 –.10 –.08 –.08 –.20 .05 –.26 .18 –.16

 .16 .01 .32 .21 .15 .25 .45 –.09 –.15 .02 –.03 –.39 .04 –.18 .34 –.37

 .16 –.01 .26 .42 .25 .11 .61 –.05 –.00 .02 –.13 –.28 .14 –.20 .15 –.22

 .06 –.01 .32 –.08 .09 .19 .29 .02 –.32 .00 –.04 –.36 –.05 –.13 .34 –.42

 .16 –.04 .35 .26 .37 .11 .66 –.07 –.15 –.04 –.11 –.30 .09 –.29 .24 –.31

–.07 .07 –.00 –.37 –.25 .05 –.31 .09 –.31 .12 .11 –.05 –.13 .17 .13 –.19

 .05 –.04 .48. 22 .09 .14 .33 –.09 –.25 .11 –.05 –.50 .03 –.06 .34 –.52

 .00 .09 .25 –.24 –.13 .08 –.06 .02 –.34 .14 .08 –.31 –.05 .07 .24 –.42

 .05 .01 .51 .14 .09 .09 .32 –.12 –.30 .11 –.07 –.53 –.02 –.08 .33 –.58
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25TABLE4.CORRELATIONSBETWEENJOBAPPLICANTS’CUSTOMERSERVICEAPSCORESAND
SUPERVISORRATINGSGIVEN2MONTHSAFTERAPPLICANTS’HIREDATES

SALESSUCCESS

SalesDisposition(SAL)

Initiative-ColdCalling(CC)

SalesClosing(CL)

MOTIVATIONANDACHIEVEMENT

Achievement(ACH)

Motivation(MOT)

Competitiveness(CMP)

GoalOrientation(GO)

WORKSTRENGTHS

Planning(PLN)

Initiative-General(INI)

TeamPlayer(TMP)

Managerial(MGT)

INTERPERSONALSTRENGTHS

Assertiveness(AST)

PersonalDiplomacy(PDL)

Extroversion(EXT)

Cooperativeness(COP)

INNERRESOURCES

RelaxedStyle(RLX)

Patience(PAT)

Self-Confidence(SCN)

     S U P E R V I S O R  R AT I N G

 Job Applicant Customer  Overall Sales     Organization 
 Service AP Score Performance 

Cold Calling Closing Achievement Diplomacy
 and Planning 

Initiative

N = 52 job applicants and their supervisors. 

 .47 .48 .31 .30 .43 .04 .52

 .47 .62 .38 .33 .42 .15 .51

 .40 .51 .49 .39 .35 .26 .37

 .33 .27 .29 .26 .47 .12 .26

 .34 .28 .17 .19 .24 .08 .28

 .47 .56 .43 .37 .40 .22 .49

 .17 .29 .21 .16 .23 .21 .05

 .23 .08 .07 .15 .24 .17 .20

 .45 .62 .39 .33 .43 .16 .48

 .31 .42 .27 .24 .28 .12 .27

 .37 .35 .34 .23 .39 .13 .35

 .44 .53 .32 .34 .26 .20 .44

 .33 .25 .15 .17 .35 .08 .28

 .38 .44 .30 .21 .28 .02 .37

 –.28 –.46 –.29 –.27 –.12 –.33 –.45

 .36 .23 .13 .24 .22 .06 .30

 .09 –.11 –.04 .09 .16 –.01 –.04

 .34 .25 .23 .27 .27 .09 .25
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