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Identify the right Millennials  

Profile to compare candidates against champion millennials and have more certainty when hiring 
 

Strength Indicators 
Millennial 

1 
Millennial 

2 SIGNATURE STRENGTHS (SUB CONSCIOUS) 

Productivity/AD 10 8 Ability to consistently complete steps, tasks and 
processes to reach desired outcomes 

BP/SP Big Picture 
Small 

Picture 
Does the role require a Big Picture Visionary or Small 
Picture Planning? 

Externally Referenced 
or Internally Referenced 

IR: 
Intuitive 

ER: Team 
Player 

ER:  Focused on Research and Feedback.  IR: 
Responsive, Intuitive Decision maker 

Income before 12 Yes Yes Earning income before age 12 develops a "can do" 
attitude and self-initiative 

Long term and short 
term challenges                    8.5 8 Reacting positively to adversity or the challenges life 

brings is a resource that leads to increased resilience 
Long term and short 
term good events 

7.5 7 Responding well to good events shows someone who is 
confident in their ability to succeed 

Optimism 7 6 

Optimism impacts in all areas of life; such as health, 
business, career, family and relationships.  Optimists 
find solutions.  They are happier, healthier and live 
longer 

Dominant 
Communication Style 

K: 10         
A: 10            
V:6 

K: 8         
A: 8            

V: 10 

Kinesthetics interpret the world through emotion (often 
high highs and low lows). Auditory people prefer to 
communicate via words, phrases and stories.  Visuals 
"see" or "get" the picture, frequently much faster than 
their kinesthetic or auditory colleagues. 

INDIVIDUAL TOP 5 
STRENGTHS 

A: 10        
K:10            

AD: 10           
CE: 8.5         
GE: 7.5 

V: 10         
A:8            
K: 8           

AD: 8          
CE: 8 

Working on "Strengths" can guarantee results.  
Understanding the dominant Strengths of everyone in 
the team, where there is potential for conflict; where 
team members fit and can support each other can be 
vital for motivation and harmony. 

Overall score out of 100 81 80 
May be important, depending on role and 
requirements, or may not be applicable 

 
 
Above millennials, are ideal for B2B sales.  Millennial 1 is hunter and is great at building relationships.  He is 
Big Picture, so finite detail is not a strength.  Internally referenced, he is responsive, will act quickly and do 
what it takes to get the sale.   
 
Millennial 2 is great at customer relationship management, enjoys and is good at finite detail, focuses on 
research and likes to get feedback. 
 
They both have lots of self-initiative and will go the extra mile for their clients and take great personal 
satisfaction from their success. 
 
No cold calling required for in these roles.  If the role requires cold calling, look for low Kinesthetic scores.  
Low Kinesthetic people do not feel rejection.  High Kinesthetic feel the pain of rejection and will 
procrastinate or not want to make calls. 

 
 

  


