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The most powerful personality questionnaire for predicting
performance and potential

Saville Consulting Wave® is an integrated suite of assessments which provides sophisticated individual and
organisational diagnostics. The Wave suite has been specifically designed to identify superior performance in
selection, to drive individual development, to manage talent and potential, and to improve the retention of staff.

An extensive research and development programme underlies the Wave suite of products. At the centre of the
suite is the Performance Culture Framework, which makes use of the key components identified by our research
to underpin superior performance and potential in the workplace. The enhanced validity of the Wave Professional
Styles and Focus Styles assessments demonstrated in our landmark research ensures that the effective
assessment of people has been taken to a new level.

The Wave suite of assessments provides the flexibility to measure an organisation's own frameworks of
competency, performance or values by mapping to the Performance Culture Framework. The new Wave Job
Profiler, Wave Performance 360 and Wave Performance Culture Framework Card Deck expand the power and
ease of application of Wave across organisations.

Our Product Range

Saville Consulting is dedicated to assessment on a multi-dimensional basis. Our exciting new range of aptitude
assessments provides detailed measures of actual capability and our radically designed self-report
guestionnaires measure motives and talents, powerfully linked by our recent research, to preferred culture and
competency at work. Taking into account both the commercial objectives and the culture in which people operate,
we can build stronger predictions of success and more comprehensive measures of compatibility within the
workplace.
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Work Roles Report

Applications

Illustrates existing capability
and areas of over-played
strengths, providing
development tips to achieve
full potential.

Powered by Wave Focus and
Wave Professional Styles

Objective and competency-
based interviewing for line
managers, probing areas of
concern and verifying
strengths in an easy to use
format.

Powered by Wave Focus and
Wave Professional Styles

Builds high quality sales teams
by identifying individuals with

the potential and talent to
succeed in sales roles.
Powered by Wave Professional
Styles

Identifies the most and least
preferred work role to

contribute effectively to a high

performance team.
Powered by Wave Focus and
Wave Professional Styles

Entrepreneurial

Report
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Onboarding Report

Powerful predictor of the ability
to create and add value to an
organization through
entrepreneurial talent.

Powered by Wave Focus and Wave
Professional Styles

Identifies leadership potential
for talent selection and
development in line with
situational effectiveness.
Powered by Wave Professional
Styles

Can be applied at all work levels
to positively impact ROI of new
hires with a tailored approach.
Powered by Wave Focus and Wave
Professional Styles

We enable clients to select, develop and retain employees more effectively and efficiently. We do this by
providing talent measurement tools and processes that are valid and quick, using technology that can integrate
with existing HR systems and by giving the necessary consulting support for successful implementation. Our
assessment tools increase the accuracy of hiring decisions by examining both person-job and person-culture fit.
Our high volume solutions reduce time and cost per hire, especially important for large geographically distributed

assessment campaigns.

Saville Consulting Wave® provides an in-depth view of strengths and gaps for individual, leadership or team
development. Maximise performance and potential through an accurate and powerful assessment of Motive,
Talent, Competency Potential and Preferred Work Culture.
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http://www.savilleassessment.com.au/applications/applications_selection.aspx
http://www.savilleassessment.com.au/applications/applications_development.aspx
http://www.savilleassessment.com.au/applications/applications_retention.aspx
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Aptitude Assessments

' Y N
Screen Out Target Roles Select In

Analysis Aptitude Range

Verbal, Numerical and Diagrammatic

SR
N

ift Combination Toc.:]

(S'.wft Combination T(~‘;t\|

Analysis Directors, managers and professionals Professional ]

Single Tests Graduates and management trainees

[ Comprehension Aptitude Range j

( ift Combination Test | Verbal, Numerical and Error Checking

Operational rofes in manutacturing, engineering, construction and transport

Commercial roles in sales, marketing. business development and finandal services Commercial

Comprehension

Custamer roles in el centres, hospitality, leisure, health and education mml’r
Administrative roles In private and public sactor offices Administrative
7/
{ Technical Aptitude Range 3
Swift Combination Test L Spatial, Mechanical and Diagrammatlc J Swift Combination Test

Technical Production, construction. engineering and sclentific roles Practical

The highly integrated portfolio of Saville Consulting Aptitude Assessments consists of three ranges:

Analysis Aptitude Range - verbal, numerical and diagrammatic tests for high level roles
Comprehension Aptitude Range - verbal, numerical and checking tests for general level roles
Technical Aptitude Range - diagrammatic, spatial and mechanical tests for practical roles

At the heart of each range are the Saville Consulting Swift combination assessments which are each made up of
three short sub-tests. Swift assessments have been designed as multiple parallel versions with Invited Access
versions for unsupervised use, and a choice of Supervised Access and Hard Copy versions for secure
administration. Each range also features parallel series of in-depth versions of the aptitude tests that have been
developed for specific target groups as illustrated above.

Portfolio Features - Overview

Saville Consulting presents a new range of contemporary aptitude tests that transform the aptitude assessment
process for both the test user and the candidate as they offer:

Shorter assessment times

Fresh, modern content and design
Greater job relevance

Clear instructions

New, in-depth outputs

Candidate friendly feedback

Invited Access (IA) aptitude tests and Item Response Theory (IRT) All of our aptitude tests for
Invited Access (IA) or unsupervised testing make use of Item Response Theory to maximise security and
manage the potential risks of inherent in candidates completing tests without supervision. They also provide
information on test taking style in terms of Pace of completion.
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Saville Consulting Wave® Interview Guide

Interview Questions

-
| [Oh -

Where have you had 10 be resitient at work?

on

‘.,; :2"
Interview Guide for
Jo Wilson

Give me an example of when you have resolved a conflict at work.

Structured, Focused and Powerful Interviewing

The Wave Interview Guide is designed for use by recruiters, assessors and line managers. It provides a clear

structure for interviewers and ensures that valuable interview time is focused on core areas, which the Wave

research has demonstrated to be predictive of performance and potential in the workplace. Interviewers are

presented with structured questions and probes designed to measure both talent and motive. Questions are

designed to verify strengths and specifically target areas of possible concern identified from Wave Styles.

Powered by either Wave Professional Styles or Wave Focus the guide generates questions across the 12 Wave

Sections. Between 2 and 4 questions per section are gener af
responses to the Wave questionnaire.
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Saville Consulting Wave® Sales Report

Selling Styles and Profiling Sales Success

Selling Styles Profile
[Thought  ________ [1[2[3f[4]s[e]7]e[o]w0

Expert Analyst
S&lls based on up-to-date technical understand ng of ‘

products and services
M]

L. P — S——

Strategist
Creates a shared understanding of the strategic ‘

mperatives That underpin a sale

nflience 1]z 3fafs]e]7]e]af10
Fersuader

8115 Dy presenting the Tacts articulately and persuasively ‘I

-
Megotiator
=eaks o develop mutually beneficial deals with
CU=Iamenrs ‘I
.
EEETE EEE EEE
Resolver
Builds trust, sorts aut problems for customers and warks ‘
to improwe servioe delivery . m
L L

Felationship Builder
Develops and maintains strong relationships with key ]

Slomers and infl 1 -3

Oelivery ________________Jajzlzl4fs]s]7]e]slw]

Administrator

P
Driver
Pushes ambitiously to get the highest possible results 4B

Applications

The Wave Sales Report is designed for use in:
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Selection - Recruiting top sales people who will impact on business performance

Coaching - Highlighting areas of strength and limitation across the sales cycle and exploring the alignment of
motives and talents

Training Needs Analysis - Providing data on individual and sales team potential benchmarked against external
data

Sales Training - Profiling areas where sales skills and behaviors can be enhanced

Identifying Sales Leadership Potential - Facilitating succession planning and identifying future leaders

Benefits

Strong Prediction of Sales Performance - provided by high validity measurement

Selection of Better Sales People 8 based on motives and talents

Improved Retention 8 based on focused hiring and better fit against job requirements

Focused Sales Development & capitalising on strengths and enhancing motived talent combinations
Targeted Sales Training 0 on areas of lower skill and/or confidence

Early Identification of Potential Sales Leaders & who can drive performance and build the talent pipeline

Report

The Wave Sales Report measures a person's potential to perform in a sales role.

Three elements of sales behaviour are profiled:

Selling Styles 1 e.g. Expert, Analyst, Persuader, Resolver, Driver

Selling Competencies i e.g. Identifying Needs, Developing Leads, Staying Positive, Being Disciplined

Selling KPIs i e.g. High Customer Contact Rate, Developing New Business, Sales Leadership

Administration

Secure online administration via Saville Consulting's assessment platform Oasys or via the Saville Consulting
Bureau Service.

Completion time:
40 minutes, Wave Professional Styles

Requires a Saville Consulting Wave accredited user to interpret and feedback report data.
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Saville Consulting Wave® Leadership Impact Report

Introducing the Leadership Impact Model

| The Leadership Impact model is a hierarchical model of leadership effectiveness. At the
| top of the hierarchy, the 3P factors represent three main approaches to effective
‘ workplace leadership.

Each of the three Ps can be broken down into three Impact areas. These represent nine
| areas at work in which leaders can exert a critical impact. The nine Impact areas can be

thought of as primary components of effective workplace leadership. In the Leadership

Impact model, there are also 18 Leadership Styles which are broadly aligned to the nine
| Impact areas.

| The diagram below shows the hierarchy of the Leadership Impact model.
Professional

Professional leaders are likely to be effective
at leading in specialist contexts and
providing professional or technical

knowledge.

3Ps of Leadership

People

People leaders are likely to be effective at
managing a wide range of people across
teams or functions.

Pioneering

Pioneering leaders are likely to be effective
at driving success, change and growth.

Generated from the Wave Professional Styles personality questionnaire, the Wave Leadership Report is used for:

Identifying leadership potential
Leadership Selection

Leadership coaching and development
M&A activity

Benefits

Impact model bridges the gap between specific behaviours and organisational level outcomes

Provides positively framed, work-relevant development advice avoiding potential for negative impact
Uses the Wave deep-dives to identify leadership potential and provide extra levels of details for powerful
conversation

Impact model resonates strongly with end users for improved reflection and performance
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Report

The report links to behaviours under three key impact areas of leadership:

Professional Leadership
People Leadership
Pioneering Leadership

The leadership impact potential prediction gives a unique prediction of likely strengths and limitations against 9
key impact areas.

Under the 9 key impact areas sit 18 leadership styles.
The report includes reflections for development to encourage self-awareness and development.

A Situational Leadership Effectiveness Profile shows situations where the individual is likely to be most and least
effective.
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Saville Consulting Wave® Professional Styles

A Quantum Leap in Assessment Technology

4 Clusters

( 12 Sections )

36 Dimensions

108 Facets

Saville Consulting Wave® Professional Styles measures motives, talents, preferred culture and competency
potential in one dynamic online questionnaire. It is designed for use in both selection and development,
transforming the assessment process with the sophisticated use of internet technology and powerful models of

effectiveness in the workplace.

This comprehensive global questionnaire measures the 4 clusters, 12 sections, 36 dimensions and 108 facets of

the Wave hierarchical model. Average completion time is 40 minutes.

The Saville Consulting Wave® Professional Styles development program specifically focused on creating leading
edge assessments. The development approach selected items based on their measurement of work

competencies and overall measures of performance and potential.

Ina2008co-val i dati on study, Wave Professional-PlREy| él®@gaautperf or

Personality | nvent or ywark compmbtentiéshrm Dueralogimbalbmeasires of performance.

For users, this higher validity enables:

better predictions of performance

a stronger return on investment

accurate identification and management of talent

highly targeted coaching

the development of a performance culture throughout an organization

Wave Professional Styles can be used to power a number of other reports

Wave Entrepreneurial Report
Wave Development Report
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http://www.savilleassessment.com.au/products/lead-wave_entrepreneurial.aspx
http://www.savilleassessment.com.au/products/dev-wave.aspx

Wave® Sales Reports

Our integrated suite of sales reports provides organizations with a consistent, aligned and effective approach to

the assessment of sales talent. Each report is powered by the extensively-researched and validated Wave Sales

model.

Sales Potential Indicators

The following report summarises Sample Candidate’s greater or lesser potential against
key performance indicators which underpin effectiveness across different sales roles.

Indicator

Potential

-

\

High Customer Contact Rate
e.g. Initiating Contact; Following Up Leads;
Maintaining Existing Relationships

Extremely High
higher potential than about 99% of
the comparison group

~

J

-

Meeting Customer Needs
e.g. Establishing Needs; Providing Solutions;
Ensuring High Quality Delivery

-

Extremely Low
higher potential than about 1% of
the comparison group

~

-

Developing New Business
e.g. Developing Leads; Negotiating Deals; Using
Creative Strategies

_

High
higher potential than about 90% of
the comparison group

-

\

Managing Existing Business
e.g. Managing Accounts; Maintaining Service
Levels; Upselling to Existing Customers

Extremely Low
higher potential than about 1% of
the comparison group

~

\

Sales Leadership
e.g. Making Decisions; Giving Direction;
Motivating Sales People

Average
higher potential than about 40% of
the comparison group

J

new way of selling

talent

The Wave Sales Suite of integrated reports is built from the
extensively-researched and validated Sales Model. Using these
reports organizations can identify key sales behaviors for profiling,
recruiting, developing and benchmarking sales talent:

1 Sales Recruitment i Hiring salespeople against key
predictors of success

1 Sales Development i ldentifying successful sales profiles and
building sales pipelines against them

1 Sales Transformation i Organizations looking to move to a

1 Sales Leadership i Identifying leadership potential in sales
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Solving Problems
r 9 ]

Identifying Needs Developing Solutions

Asks the customer questions Applies technical expertise

to better understand their and uses creative thinking
motivations and needs, and to offer original ideas and
looks to improve things by solutions to customers.
analyzing and interpreting

information.

Adapting Approaches
|7 pting App! —|

Copes well with change, Supports others and works
handles pressure and co-operatively to ensure
remains positive when group targets are achieved.
dealing with setbacks in the

sales process.

Influencing People
T 9People ——]

Developing Leads Closing Deals

Puts customers at ease Presents information

and bui ong custome elc ntly, handles
relationships through v : onfi tly and
networking and attracting Se ion to change
attention. customer views.

Delivering Results
r g ]

Being Disciplined Results Focused

Takes an organized Takes decisive action

approach to sales, ensuring when identifying sales

standards are maintained opportunities and

for the organization and the ambitiously pursues sales

customer. targets to ensure they are
achieved.
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https://sccmsdata.blob.core.windows.net/media/Default/Mktg/Sales-Model-1.pdf
https://sccmsdata.blob.core.windows.net/media/Default/Mktg/Sales-Model-2.pdf

Sales Profile

The following report summarises Sample Candidate’s areas of greater and lesser potential
based on Saville Consulting’s extensive international database linking Saville Consulting
Strengths to work performance. Sample Candidate’s Ratings Acquiescence is 6 and their
Consistency of Rankings is 10.

Area

Potential

Solving Problems

i
a
o
7}

o
Qo

=
v
=
(7}

=
=
£

N\,

Delivering Results

p
Identifying Needs

Understanding Customer Needs (2); Analysing

Information (1)

\

Extremely Low
higher potential than about 1% of
the comparison group

>
Developing Solutions
Applying Expertise (1); Being Creative (6)

.

Low
higher potential than about 10%
of the comparison group

3
Developing Leads

Developing Rapport (9); Building

Relationships (10)

N

Extremely High
higher potential than about 99%
of the comparison group

-
Closing Deals

Presenting Information (9); Changing Views
(9); Challenging Objections (8)

\,

Extremely High
higher potential than about 99%
of the comparison group

b
Staying Positive
Being Resilient (7); Maintaining Self-Belief (6)

Fairly High
higher potential than about 75%
of the comparison group

p
Working Collaboratively

Supporting People (4); Working Co-operatively

@)

\

Very Low
higher potential than about 5% of
the comparison group

p
Being Disciplined

Being Organised (3); Maintaining Standards

3)

\.

Low
higher potential than about 10%
of the comparison group

p
Results Focused
Taking Action (9); Pursuing Targets (8)

\.

Very High
higher potential than about 95%
of the comparison group
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Saville Consulting Wave® Development Report

Build Strengths and Grow Capability

The Wave Development Reports are designed to address the stvee
assessment and personal development planning.
The Wave Development Report can be powered by Wave Professional Styles, Wave Focus Styles or Wave Performance 360.

The report covers four areas:

Possible Overplayed Strengths - Highlights areas where strengths may be over-extended and result in unwarranted consequences
Building Strengths - Growing and extending in areas which are already good

Development Tips - Building Capability

Managing Limitations - Being aware of risks and avoiding problems.

Summary Wave Development Report

This report is built around the individuals highest and lowest Wave scores and presents:

The Top 4 Possible Overplayed Strengths and
The Top 8 Managing Strengths

The Lowest 8 Development Tips

The Lowest 4 Managing Limitations.

Premium Wave Development Report

This is a longer report and covers all 36 Competency areas from the Wave Framework. The differentiation between Possible Overplayed
Strengths, Building Strengths, Development Tips and Managing Limitations is driven by the individual scores on each of the 36 competency areas.
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Saville Consulting Wave® Performance 360

Individual Feedback Delivered in the Most Powerful Way

Wave Performance 360 online assessment enables a range of |
performance at wor k. How an individual perceives themsel ve:
perceptions of them is a powerful feedback tool.

Wave 360 provides a unique report where the dual reporting lets the individual being assessed understand on
one profile exactly how they were rated and how this benchmarks externally.

The report combines quantitative rating scales with qualitative comment. All raters have the option of contributing
narrative text on areas they think the individual does well, could do less of and could improve on.

This power ful 360 can be used on itdéds own or in conjuncti ol

combination it can help individuals understand the gaps between their performance and potential as a platform
for utilising unused potential and realising critical areas of potential.
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