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General Characteristics

Based on Andy's responses, the report has selected general statements to provide a
broad understanding of his work style. These statements identify the basic natural
behavior that he brings to the job. That is, if left on his own, these statements identify
HOW HE WOULD CHOOSE TO DO THE JOB. Use the general characteristics to
gain a better understanding of Andy's natural behavior.

Andy wants to be seen as his own person, but usually projects it in friendly
terms. He is most likely to be at his best in situations where important things,
such as values, judgments, feelings and emotions are involved. He prides
himself on his "intuition." He tends to trust people and may be taken advantage
of because of his high trust level. He is enthusiastic and usually slow to anger.
Andy can be seen as a person of good will. He can be friendly with others in
many situations, but primarily with groups of established friends and associates.
He is sociable and enjoys the unigueness of each human being. He is good at
creating enthusiasm in others. He believes in getting results through other
people. He prefers the "team approach." Andy is approachable, affectionate
and understanding. He can be obliging and accommodating; that is, he likes to
work with people and help them.

Andy likes to participate in decision making. When he has strong feelings about
a particular problem, you should expect to hear these feelings, and they will
probably be expressed in an emotional manner. He is good at giving verbal
and nonverbal feedback that serves to encourage people to be open, to trust
him and to see him as receptive and helpful. He likes working for managers
who make quick decisions. Andy prefers not disciplining people. He may
sidestep direct disciplinary action because he wants to maintain the friendly
relationship. Because of his trust and willing acceptance of people, he may
misjudge the abilities of others. He is good at solving problems that deal with
people.
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Checklist for Communicating
Most people are aware of and sensitive to the ways with which they prefer to be

communicated. Many people find this section to be extremely accurate and important
for enhanced interpersonal communication. This page provides other people with a
list of things to DO when communicating with Andy. Read each statement and identify

the 3 or 4 statements which are most important to him. We recommend highlighting
the most important "DQO’s" and provide a listing to those who communicate with Andy

most frequently.

FALSE Ways to Communicate
E D IT Read the body language for approval or disapproval.

Use a balanced, objective and emotional approach.

METHODOLOGY Provide a warm and fiendly environment.

Use enough time to be stimulating, fun-loving, fast-moving.

Offer special, immediate and continuing incentives for his willingness to
take risks.

Talk about him, his goals and the opinions he finds stimulating.
Use a motivating approach, when appropriate.

Provide testimonials from people he sees as important.

Leave time for relating, socializing.

Define the problem in writing.

Provide solutions--not opinions.

Look for his oversiahts.
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When communicating with a person who is
dependent, neat, conservative, perfectionist,
careful and compliant:

® Prepare your "case” in advance.
® Stick to business.

® Be accurate and realistic.

Factors that will create tension or
dissatisfaction:

® Being giddy, casual, informal, loud.

® Pushing too hard or being unrealistic with
deadlines.

® Being disorganized or messy.

When communicating with a person who is
ambitious, forceful, decisive, strong-willed,
independent and goal-oriented:

® Be clear, specific, brief and to the point.

® Stick to business.

® Be prepared with support material in a
well-organized "package.”

Factors that will create tension or
dissatisfaction:

® Talking about things that are not relevant to the
issue.

® Leaving loopholes or cloudy issues.

® Appearing disorganized.
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When communicating with a person who is

patient, predictable, reliable, steady, relaxed and
modest:

® Begin with a personal comment--break the ice.
® Present your case softly, nonthreateningly.
® Ask "how?" questions to draw their opinions.

Factors that will create tension or
dissatisfaction:

® Rushing headlong into business.
® Being domineering or demanding.

e Forcing them to respond quickly to your
objectives.
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When communicating with a person who is

magnetic, enthusiastic, friendly, demonstrative
and political:

® Provide a warm and friendly environment.
© Don't deal with a lot of details (put them in writing).

* Ask "feeling” questions to draw their opinions or
comments.

Factors that will create tension or
dissatisfaction:

* Being curt, cold or tight-lipped.

@ Controlling the conversation.

# Driving on facts and figures, alternatives,
abstractions.
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Perceptions

See Yourself as Others See You

A person's behavior and feelings may be quickly telegraphed to others. This section
provides additional information on Andy's self-perception and how, under certain
conditions, others may perceive his behavior. Understanding this section will
empower Andy to project the image that will allow him to control the situation.

Self-Perception

Andy usually sees himself as being:

* Enthusiastic * Qutgoing
* Charming ® Inspiring
* Persuasive * Optimistic

Others' Perception - Moderate

Under moderate pressure, tension, stress or fatigue, others may see him as

being:
* Self-Promoting * Glib
* Qverly Optimistic * Unrealistic

[ Others' Perception - Extreme

Under extreme pressure, stress or fatigue, others may see him as being:
* Overly Confident * Talkative

* Poor Listener * Self-Promoter

Adapted Style Natural Style
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UNITED KINGDOM

COMMUNICATION ACTION PLAN
(CONFIDENTIAL)

SECTION 1 - MY BEHAVIOURS
P I A |\| | have learnt that my natural behavioural style is (PLEASE CIRCLE THOSE THAT
APPLY):

HIGH D LOW D
HIGH S LOW S
HIGH C LOW C

Which means that under stress, pressure or fatigue, | could be perceived as being:
(Please use your self discovery document for this exercise)

My adapted behavioural style is (PLEASE CIRCLE THOSE THAT APPLY):

HIGH D LOWD
HIGH S LOW S
HIGH C LOWC

Which means that most of the time, | could be perceived as being:
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