Revised Team Report Example
Team Assessment
Maximising Team Contribution and Team Returns

2 March 2021
© Contribution Compass 2021

Revised Team Report Example
2 March 2021

Team Assessment Guide

Welcome to your team assessment. 5 team members
completed their Contribution Compass profilers as the
primary input to the process.
This report provides an assessment of the opportunities
and challenges of this team, given its consolidated
energies and how these challenges might be
addressed. What is excluded from this report is an indepth assessment of each member’s role and whether
it is aligned to their profile. A fair assessment of role
alignment requires a deeper interrogation into position,
which can be done by a Contribution Compass partner.
This report is divided into the following sections:

1. Overall Team Assessment

4

This section examines the consolidated Contribution Compass profile for the team and highlights the level
of intensity in any imbalance within the consolidated profile. High-level and overall insights are provided
specifically linked to the company and the team’s specific profile.

2. Team Profile Summary

6

This section lists the team’s individual results along with the average result for the team across the four natural
energies: Activating, Inspiring, Sustaining and Refining.

3. Team Profiles

7

This section provides each team member’s profile graph and a summary of the their overall profile. A deeper
investigation on role-to-profile alignment can be done by a Contribution Compass partner.

Thank You

for the opportunity to engage with your team.
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Team Flow Levels
The Team Flow Level is determined by the analysis of
the variances between the four natural energies in a
team.

possible, the more balanced the team compass is, the
greater your team’s performance will be, and the more
flow and success will be created.

This report is designed to help you better understand
the level of balance across your team. It will also guide
you in understanding and identifying where there could
be friction points between people’s profiles.

When evaluating specialist teams, it is important to
consider what the appropriate combination of natural
energy is for the specific context. For example, sales
teams may have a higher Activating or Inspiring Energy
percentage. A project management or research and
development team could require a higher Refining or
Sustaining Energy to achieve the desired results.

When building a ‘Peak Flow’ team, your goal should be
to get as close to 25% across each of the four natural
energies as possible. While this may not always be
Flow Level

Peak

High

Mid

Low

No

Description

At this level, there is very little variance between the highest energy and the lowest energy
frequency scores - in fact they are almost equal and balanced. While the team will likely
be a specific profile overall, they will have a higher level of performance, productivity and
communication leading to higher results.
At this level, there are small areas of imbalance across the team. This imbalance is manageable
if the team has a high level of awareness and the ability to focus on creating individual flow, from
their use of the Contribution Compass profiles. While the team will still have a dominant profile,
they’ll be conscious of areas of balance and will thrive on honest and open communication, to
continue improving performance and productivity.
At this level, decisions are being influenced by the imbalance in energies, with some potential
tension or friction in the team, impacting flow, performance and results. The team will regularly
default to the dominant energy (team profile), only realising this after the impacts have been felt
by others. This imbalance in natural energy can potentially be managed by adding new team
members with different profiles or working with a Contribution Compass Certified Partner to
develop the team as a whole.
At this level, the imbalance in the four energies will be very visible to everybody and will
be impacting both individual flow and team performance. With a ‘Low Flow’ team, you will
probably need to reshape or rework the team by bringing in different energies and potentially
remove, replace or relocate individuals whose profiles are having a negative impact on the
team or business. We strongly suggest not doing this without the help and support of one of
our Contribution Compass Certified Partners.
In extreme circumstances where one natural energy is dominating the team profile significantly,
the team has ‘No Flow’. You will probably need to rapidly recruit, replace or reposition members
of the team to reduce the risks and negative impact of such an imbalanced team. Failing to
address this energy imbalance could have serious long-term negative impacts on individual
performance, team harmony and the future of the business as a whole.
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Team Assessment

Team Energy Summary:
24.79%

28.56%

21.62%

25.04%

ACTIVATING

INSPIRING

SUSTAINING

REFINING

COACH

Igniting Greatness

At this level, decisions are being influenced by the imbalance in energies, with some
potential tension or friction in the team, impacting flow, performance and results. The
team will regularly default to the dominant energy (team profile), only realising this
after the impacts have been felt by others. This imbalance in natural energy can
potentially be managed by adding new team members with different profiles or
working with a Contribution Compass Certified Partner to develop the team as a
whole.
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Dangers When OUT OF FLOW

Value When IN FLOW

Lively and inspiring team discussions that
leave team members feeling good yet can lack
structure, outcomes, minuted actions and rigour

Acting as a cohesive, caring family unit that
considers team wellbeing and performance as a
key focus

Spending too much time talking and not enough
time deep listening to tough feedback from
external parties, which may include putting a
‘shiny glow’ on negative feedback even when you
should address the harsh reality as it is

Can inspire the business unit and its people
with motivating communications and good team
spirit ‘rah-rah’, creating a climate of trust and
camaraderie
Team development and the investment in people
would be highly favoured and a mobilised team
with a great culture of team spirit would likely be
the outcome

Reaching for people or customer-focused
solutions first without deep diving into a root
cause analysis and the data that might solve the
problem

The team could include the internal team plus
customers, stakeholders, partners and associates

Fearing the disharmony created by conflict
and tough accountability conversations and so
avoiding the ‘get tough’ issues that are glaringly
obvious and/or the ‘elephant in the room’, which
perpetuates mediocrity

Would likely drive sales, networking and customer
engagement and have positive outcomes in these
areas

Worrying too much about what people may think
even when those same people are not performing
at the standard, they should be

Being on top of the unseen undercurrents in the
group or team – sometimes before the individuals
sees it themselves

Having too much variety on the team’s agenda
and not enough focus on the critical issues, which
would likely be related to finances, efficiency,
quality, continuous improvement and project
completion

Working together towards being a harmonised
leadership team that others will find inspiring
and that would bring comfort to customers and
partners
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Team Profile Summary

Name

Profile

ACTIVATING

INSPIRING

SUSTAINING

REFINING

Team Member 6

Catalyst

22.69%

28.24%

19.44%

29.63%

Team Member 3

Coach

24.26%

32.77%

20.85%

22.13%

Team Member 4

Coach

25.86%

32.76%

26.29%

15.09%

Team Member 2

Catalyst

26.43%

25.55%

17.62%

30.40%

Team Member 5

Conductor

24.70%

23.48%

23.89%

27.94%

24.79%

28.56%

21.62%

25.04%
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Individual Team Profiles
This section includes the specific graphs for each team member and an overview of their profile. A deeper investigation
on role-to-profile alignment can be done by a Contribution Compass partner.

Team Member 6
CATALYST
22.69 %

28.24 %

19.44 %

29.63 %

A Catalyst is a person who naturally brings change
through accelerating a reaction or interaction, getting
raw substance to interact in a vibrant and new way.
Catalysts are dynamic, stimulating, driven and inciting.
They excel at getting something going with energy, and
are often found starting new businesses, leading a new
default project or taking an existing project into its next
big step. They easily plug into the world of ideas and
into a vision of the future. Naturally innovative, they bring
new default ideas and creative approaches into any
team.

Team Member 3
COACH
24.26 %

32.77 %

20.85 %

22.13 %

A Coach is a person who ignites the fire and passion of
others to work together as a team focused on bringing a
central idea to life, or supporting a product or service to
shine. Coaches bring warmth, energy and inspiration,
which lights up the path for others so that they may
strive for personal excellence and team success. They
excel at understanding and being tuned into people,
tuning into their emotions as individuals and collectively
as a group. They get what their team really need in order
to overcome challenges.
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Team Member 4
COACH
25.86 %

32.76 %

26.29 %

15.09 %

A Coach is a person who ignites the fire and passion of
others to work together as a team focused on bringing a
central idea to life, or supporting a product or service to
shine. Coaches bring warmth, energy and inspiration,
which lights up the path for others so that they may
strive for personal excellence and team success. They
excel at understanding and being tuned into people,
tuning into their emotions as individuals and collectively
as a group. They get what their team really need in order
to overcome challenges.

Team Member 2
CATALYST
26.43 %

25.55 %

17.62 %

30.40 %

A Catalyst is a person who naturally brings change
through accelerating a reaction or interaction, getting
raw substance to interact in a vibrant and new way.
Catalysts are dynamic, stimulating, driven and inciting.
They excel at getting something going with energy, and
are often found starting new businesses, leading a new
default project or taking an existing project into its next
big step. They easily plug into the world of ideas and
into a vision of the future. Naturally innovative, they bring
new default ideas and creative approaches into any
team.
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Team Member 5
CONDUCTOR
24.70 %

23.48 %

23.89 %

27.94 %

A Conductor is a person who, just like the conductor of
an orchestra, uses their focused and efficient energy to
direct the singular instruments of the orchestra into a
unified and optimised collective. With the wave of a
baton, the conductor keeps the whole orchestra in
rhythm and in tune. So too does a Conductor excel at
making sure a process or function runs optimally and
efficiently. With a natural affinity for analysis and data, a
Conductor is able to find meaningful insights through
information and the analysis thereof.
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Team Contribution Quick Guide
Profile

Energy

ACTIVATING
CATALYST

ACTIVATING
INSPIRING
CHAMPION

INSPIRING

Shut down ideas by asking
“How” too early

Involve in the big picture
and planning

Give detailed, mundane and
repetitive tasks

Speak quickly and
succinctly to them

Give too much time – short
deadlines are best

Let then lead change

Keep them in the office

Let them inspire others with
their new ideas

Forget they are usually
ahead of the market

Keep them involved in
promotional activities

Give too much time - short
deadlines are best

Praise a lot in person

Forget to smile at them

Inspire with a big vision

Keep them in the dark

Provide opportunities to
think on their feet

Expect them to follow
detailed plans

Ask them to monitor the
market for opportunities

Forget they thrive in group
situations

Be present, give them your
time and attention

Ignore need for face-to-face
communication

Build connection and trust
by telling stories

Assume their silence is also
their agreement

Value their values

Isolate them from other
people or team

Use to promote team
harmony and fun

INSPIRING
SUSTAINING

Don’ts

Allow space for lots of ideas
and creativity

Invest time to listen deeply
to their concerns

COACH

CONNECTOR

Do’s

Underuse their
relationship skills
Lose their trust in you

Ask them “who” when
problem solving

Forget 121 meetings and
socialising time

Use in negotiations or long
sales cycles

Put them in the spotlight in
front of others

Let them spend time on the
phone with others

Give vague tasks without
details or steps

Allow them to resolve their
own issues

Let issues go unresolved

Use their large network
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Profile

Energy

SUSTAINING

Do’s

Delegate negotiation to
them with structure

Give them (unpleasant)
surprises or changes

Be clear about tasks and
when you want them
completed by

Ask for things impulsively
without detail or planning time

Let them organise things in
their own way
Be logical, methodical and
fair to all parties

CUSTODIAN

SUSTAINING
REFINING
CULTIVATOR

CALIBRATOR

Ignore agreed processes or
deadlines

Have them proofread
marketing copy

Openly criticise them for
being “slow” or negative

Be considered & formal

Be too impulsive or
unstructured with tasks

Keep to agreed deadlines
and plans

Expect a quick answer

Give them time to get up to
speed in new roles

Expect lots of chat

Use their analytical and
detailed skills

Ignore their objections

Let them manage costs

Remember they hate to
waste time or money

REFINING
ACTIVATING

Be inconsistent or unfair

Surprise them with last
minute tasks or jobs

Give clear deadlines

CONDUCTOR

Expect action if you are
unclear or vague

Encourage research and
analytical tasks

Give them projects and
processes to simplify

REFINING

Don’ts

Forget they are often
correct, as they act on fact
Expect high levels of
rapport or chit chat
Under-estimate their need
for details and data
Move on too quickly

Let them “fix” and solve
problems or processes

Give them freedom to
change things unchecked

Make time for detailed
proposals

Forget to give them clear
deadlines and details

Have them mentor other
team members

Just leave them to it without
checking in

Remember that they will always
see ways to improve products

Miss opportunities to praise
their intellect

Get them to share with the
team before it’s perfect

Let them overcomplicate
things
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How Your Contribution Compass Partner
Can Help You Navigate to Team Success
Personal Profile
Find out which of the eight Contribution Compass Profiles
you are. Understand the four natural energies and how to
harness them to find your flow and maximise your personal
level of contribution to your team and company.

Certification Training

Team Development

Learn to create a high-performing team
and get access to our industry-leading
team tactics, tools and templates.
These will help you to attract, develop
and retain the right people you need to
maximise everyone’s contribution and
your business results.

Whether you have a small growing team or
multiple teams within your organisation,
the Maximising Team Contribution
workshop is ideal for business leaders
who recognise the importance of an
engaged team.

Team Recruitment Licence
Use our industry-leading Recruitment Licence to integrate
Contribution Compass into every area of your recruitment
process. Attracting better customers, improving your
interview process and reducing the risk of costly wrong
hires and resulting team disruption. Based on the amount
of appointments you do in a year, this is available at an
affordable fixed monthly fee.

To find out more about any of the above tools:

Global Office

European Office

caryn@contributioncompass.com

lesley@teamdynamics.com

www.contributioncompass.com

www.contributioncompass.co.uk

Contribution Compass

@ContComp
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