"" TTI SUCCESS INSIGHTS®

12 DRIVING FORCES
QUICK START USER GUIDE

Welcome to the 12 Driving Forces® quick start user guide. The intent of this guide is to provide pertinent details
about the report to make it easier to use. This guide outlines the structure of the 12 Driving Forces report and
highlights key sections. The report pictured below is The 12 Driving Forces Personal Report.

SECTION 1 - Understanding Driving Forces,

) gubiealis General Characteristics

Understanding Your Driving Forces

Eduard Spranger first defined six primary types or categaries to define human motivation and
drive. These six types are Theoretical, Utiitarian, Aesthetic, Social, Individualistic and Traditional.

* A brief explanation of the history and definition of The
With TTISI's additional insights into Spranger's original work, the 12 Driving Forces® came to life. . . . . . .
D e Sesarad o ok cah ot o oo Driving Forces, including the basis from which they

continuum. The six keywords are Knowledge, Utiity, Surroundings, Others, Power and
Methodologies.

Y il o 0 i,y an ampty soms g s . T came, Spranger’s six motivators.

will empower you 1o build on your unique strengths, which you bring to work and ife. You will
leam how your passions from 12 Driving Forces® frame your perspectives and provide the most

SCRts horandn fyou 2 3 o o » General characteristics pages explain why a person does

Please pay careful attention to your top four driving forces, as they highiight what most powerfully

I YL acl, e ou s et e g s vl soopizo oy what they do based on their unique drivers.

{out iring (0G24, you vl iantly your varying lavels f miforanc of (el avoance,

Once you have reviewed this report you will have a better grasp of one of the key areas in the
Science of Self™ and will:

* Identity and understand your unique Driving Forces
 Understand and appreciate the Driving Forces of others

= Establish methods to recognize and understand how your Driving Forces interact with
others to improve communication
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Strengths and Weakness

A

woakoorsaolamrons Driving Forces. Remember, an overextension of a slrsrwm
canbe,

perceived as a weakness to others.

@ Andrew may focus on the function not the
‘appearance.

® Androw mey lokle personal challnges end
remains focused on the ta

Andrew might compartmentalize and focus only
on the situation.

© Andrew may configure resources to maximize.
output,

© Andrew might focus on the return on
investment

* Andrew may help ohers when ohers are
wiling to

* Andrew may protetand ptentaly peomote
principles and belie
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Energizers and Stressors

The follo

* oo meyp

Weaknesses

rdren may koo envioaments the are

pme ially distracting for other

© Andrew can over compartmentalize and miss

the issues of the whole picture.

Andrew may overemphasize the function vith
disregard for appearance.

© Andrew tends to view people and resources as

tools to achieve an outcome.

© Andrew may view material possessions and
ecard.

money as a scor

 Andrew may create scenarios that benefit

themselves more than others.

s personaldeology before
that o the

Andrew Doe
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A

strossors of. ‘Remember, an smngmn
can be perceived as a sl:esaal to others.
Energizers | Stressos |

© Andrew is able to compartmentalize.

© Andrew is energized by decisions that are
based on data.

© Andrew likes 1o provide tangible outcomes.
© Andrew tres to eiminate waste.

© Andrew strives o oblain practical results.
@ Andrew is energized by purposeful people.

= Andrew enjoys fiting within a structure.

‘Sample Company
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© Andrew does not enjoy subjectivity.

 Andrew does not like the pursuit of intangible
ideas.

© Andrew gets frustrated when appearance is

placed over function.

= Andrew does not like when resources are used
.

inefficient

= Andrew gets frustrated when processes are
redundant,

 Andrew does not act without personal benefit,

 Andrew does not lie the redesign of existing
systems.
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SECTION 2 - Strengths and Weaknesses;
Energizers and Stressors

* The first section, divided into two columns, focuses on
the Strengths and Weaknesses of the person’s particular
Driving Forces. Note: an overextension of a strength can
be perceived as a weakness to others.

* The next section, also divided into two columns,
focuses on the Energizers and Stressors of the person’s
particular Driving Forces. Again, an overextension of an
energizer can be perceived as a stressor to others.
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Primary Driving Forces Cluster

. I you
on the cluster rather than a single diver you can create combinations of factors that
X u can
and then see
¥ P plement o creale your uniq
driving force.

1. Objective - People who are driven by the functionality and objectivity of their
surroundings.
omzozomsosomsoscmo°

51°

2. Resourceful - People who are driven by practical results, maximizing both
efficiency and returns for their investments of time, talent, energy and
resources.
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3. Intentional - People who are driven to assist others for a specific purpose,
not just for the sake of being helpful or supportive.
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51°
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4. Structured - People who are driven by traditional approaches, proven
methods and a defined system for living,
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Indifferent Driving Forces Cluster

all of . However, the.
with people who

have one or more of these as a primary driving force.

9. Instinctive - People who are driven by utiizing past experiences, intuition

SR 1 o
— o

P

10. Selfless - People who are driven by complating tasks for the sake of
completion, with litle expectation of personal return.
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39°
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11. Harmonious - People who are driven by the experience, subjective
viewpoints and balance in their surroundings.
10 0
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12. Altruistic - People who are driven to assist others for the satisfaction of
being helpful or supportive.
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SECTION 3 - Clusters

* Primary cluster is the combination of top Driving Forces
that moves a person to action, creating combinations of

factors unique to that individual.

* Situational cluster include the middle or moderate
Driving Forces that come into play on a situational
basis. These can influence a person’s actions in certain

situations.

* Indifferent cluster reflects the drivers that a person feels
indifferent toward. These factors may cause an adverse
reaction when interacting with people who have one or
more of these as a primary Driving Force.
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SECTION 4 - Areas for Awareness, Driving Forces Graph
WP e ‘

Areas for Awareness

For years you have heard statements like, "Different strokes for different folks," "to each his own," and
"people do things for their own reasons, not yours.” When you are surrounded by people who share

* The Areas for Awareness section reveals areas where a
similar driving forces, you will fitin with the group and be energized. However, when surrounded by person,s DrIVIng Forces fa” In relatlon to the maInStream
e e S e e The further above or below the mean and more outside

‘This section reveals areas where your driving forces may be outside the mainstream and could lead to
conflict. The further above the mean and outside the mainstream you are, the more people wil notice

yourpassion o rar e Th s blow e e vt maarea you the mainstream indicates a passion or indifference

peopl garding that driving force.
shaded area for each driving force represents 68 percent of the population or scores that fal within

Norms & Gompartsans Table - Nomn 2015 toward a Driving Force. _ _ _
— * Driving Forces graph shows six horizontal lines, based
e — tanaean on the six motivators, each having two opposing factors

Resourceful

Sanes —i— connected to it. Each of The 12 Driving Forces has a

M score connected to it. The higher the score, the more
' " intense that Driving Force is.

Intentional

o — » Each of the six bars are color coded to match the

Collaborative

) : corresponding motivator. In the bottom left corner, you'll
;f::‘;imu‘ R notice the time it took for the participant to complete
P the assessment.

Indifferent - two standard doviatons bolow the natonal maan
Extreme - ihroe stancard ceviions iom the natonsl mean
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Driving Forces Graph

Instinctive Knowledge Intellectual

Qm 75 50 2 0 25 50 75 100 @
Selfless Utility Resourceful
100 s 50 2 0 2 50 75 100
Objective Surroundings Harmonious
@wo 75 50 2 0 2 50 75 100 @
Intentional Others Altruistic
@lm L. 50 25 0 25 50 75 100 @
Collaborative Power Commanding
@mo 75 50 25 [ 2 50 75 100 @
Receptive Methodologies Structured
em 75 50 25 0 2 50 75 100 @
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SECTION 5 - Driving Forces Wheel, Descriptors Wheel

!"? L

Driving Forces Wheel

* Driving Forces Wheel provides a color-coded, visual
representation of a person’s primary, situational and
indifferent Driving Forces. The colors correspond with
those on the Driving Forces Graph.

* The wheel shows each of the 12 Driving Forces by name,
underneath showing the motivator from which that
Driving Force is derived and what the person’s score is
for that particular driver. The more color shown in the
wheel indicates a more intense driver.

* The Descriptors Wheel shows the same visual color
representation as the Driving Forces wheel but includes
verbal descriptors that readily identify each of the
individual drivers.
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