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More than just a generic personality test, Predictive Hiring
Intelligence uses the power of Al to evaluate candidates
against role-specific behavioral models and generates a
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Built around the roles you hire

Our proprietary scoring rubric evaluates each candidate’s fit against the specific attributes needed for success in the role you are hiring for.
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‘ ‘ “Predictive People helps me get beyond whether someone simply interviews

well and understand whether they actually have the traits and competencies

| need for the role.”

CHRIS LOONEY, AGENCY OWNER
ROSWELL, GEORGIA
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