Impact Hiring Solutions™
Vistage Trusted Advisor Selection Interview
10-Factor Candidate Assessment

Candidate: ___________________ TA Group:___________ Interviewer: ____________ 
Date: __________

1. Overall Ability to Refer 3-4 CEOs With 1-2 Join as Vistage Members Within Each Year
	Unqualified–1
	Average–2
	Well Qualified–3
	Highly Qualified–4
	Exceptional–5
	Score

	Little evidence of high level networking and referrals. Ability to refer CEOs is non-existent.
	Ability to refer CEOs and foster relationships is inconclusive. Might struggle to refer CEOs.
	Not quite at expectations yet –getting there. Probability of meeting expectations in future.
	12+ CEO clients. Trusted advisor by at least 25%. Will exceed expectations frequently.
	Extraordinary CEO contacts. Will exceed expectations consistently. 
	


2. Provides Exceptional Personal Service to CEOs
	Rarely meets expectations in providing service to CEOs.
	Inconsistent track record meeting expectations. Mediocre service.
	Consistently meets expectations for projects and service.
	Occasionally will exceed a CEO’s expectation of service.
	Well-known for providing exceptional service. Goes the extra mile.
	


3. Leader in Best Practices
	Zero initiative in publishing or evangelizing, best practices. Can’t even articulate them.
	Inability to identify more than 1 or 2 examples of using best practices on a daily basis.
	Has begun to utilize best practices in business and has developed a few which differentiate.
	Speaks and consults on best practices. Plenty of examples of developing best practices.
	Sought after speaker, resource, or consultant due to best practice leadership.
	


4. Possesses a Strong CEO Clientele and CEOs are the Primary Business Focus
	At best 1 or 2 CEOs as clients. Business is 1-2 levels below the CEO.
	3-5 CEOs as clients. Business and network below the CEO level.
	At least 6-10 CEO clients. Marketing split between CEOs and “C” level.
	Over a dozen CEO clients. Primary focus is toward CEOs.
	CEO clients well over 20. Extensive network of CEOs. Well-known among CEOs.
	


5. Considered a Trusted Advisor by CEO Clients
	Difficulty in describing any trusted advisor relationships with CEOs
	Struggle to identify more than 1 or 2 trusted advisor relationships.
	2-3 trusted advisor relationships. Heavy focus on developing these.
	Starting to reach into 25% range for trusted advisor relationships.
	25% of CEO clients considered trusted advisor relationship.
	


6. Makes High-level Referrals to CEO Clients
	Rarely makes referrals to CEO clients who engage the referred individual.
	Has made a few high level referrals where the CEO has taken action.
	Occasionally refers when the CEO specifically asks for a referral.
	Frequently makes referrals to CEOs. Referrals usually acted upon.
	Constantly making referrals. Almost all are acted upon by CEOs.
	


7. Significant Portion of TA’s New Business Comes From Referrals by Other Trusted Advisors
	Very little business generation comes from being referred to CEOs.
	Prospect can identify a few examples of getting business from a referral.
	At least 50% of new business comes from referrals of other advisors.
	At least 75% of new business is through other trusted advisors.
	Almost all new business comes from the referrals of other trusted advisors.
	


8. Demonstrated Interest and Commitment to Personal Growth
	No examples of initiative toward personal growth and learning.
	A few average examples, such as reading a book, toward personal growth.
	Demonstrated 2-3 times strong commitment to personal growth.
	Seeks out opportunities for personal growth. Strong commitment to growth and learning
	Intense focus on personal growth. Demonstrated pattern of long-term commitment.
	


9. Active Participant in Issue Discussions
	No evidence of prior participation in issue related discussions.
	A few average examples of group participation in “light” issue discussion.
	Prior groups have attempted to discuss business/personal issues.
	Sought groups which provide a forum for discussing deep issues.
	Strong history participating in issue discussions with variety of groups.
	


10. No Hesitation to Refer TA to Your TEC Members
	Would not consider introduction. Might be embarrassed.
	Might have to think very carefully before making the introduction.
	Introduction would occur if the Member made a specific request for a referral.
	No hesitation to introduce this individual to any Member facing a related issue.
	Will push  Members to use TA’s services. Seeks out opportunities with members for TA.
	



 FINAL RANKING = Total Above ____ /10 =















Recommendations: 
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