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What’s My Behavioral Style?
Circle the letter (A, B, L, R) next to whichever phrase BETTER DESCRIBES YOU WHEN YOU ARE AT WORK.
Even if neither phrase sounds like you, pick the one that is more like you than the other.
Your name:  ___________________________________

	1)
	(R)
	Loud, fast emphatic speech
	or
	Low, slow unassuming speech
	(L)



	2)
	(A)
	Shares personal feelings and stories in conversation
	or
	Limits personal feelings and stories in conversations


	(B)

	3)
	(L)
	Supportive and cooperative expressions and body postures
	or
	Challenging and competitive expressions and body postures


	(R)

	4)
	(B)
	Time disciplined
	or
	Time undisciplined
	(A)

	
	
	
	
	
	

	5)
	(L)
	Slow paced
	or
	Fast paced
	(R)



	6)
	(A)
	Considerable and/or open body and hand movement


	or
	Limited and/or controlled hand body movement
	(B)

	7)
	(R)
	Tends to lean forward to stress points
	or
	Tends to lean back in conversation
	(L)



	8)
	(B)
	Somewhat expressionless (“poker face”)
	or
	Animated facial expressions
	(A)



	9)
	(R)
	Tends to dominate conversation
	or
	Infrequent  contributor to conversation
	(L)



	10)
	(A)
	More interested in opinions than facts
	or
	More interested in facts than opinions
	(B)



	11)
	(L)
	Limited effort to take a stand
	or
	Strong effort to take a stand
	(R)



	12)
	(B)
	Serious, critical and/or defensive expressions and body posture
	or
	Open, enthusiastic and/or friendly expressions and body posture


	(A)



	13)
	(R)
	States strong opinions, tends to use power and/or take social initiative
	or
	Reserves opinions, avoids using power and/or allows others to take initiative


	(L)



	14)
	(A)
	Actions open and eager, feeling-oriented and/or emotional decision-maker
	or
	Actions cautious and careful, thinking oriented and/or rational decision-maker
	(B)


Add up the circled letters so that the total comes out to 14:

R__________   + L__________  + B__________  +  A__________  = 14

 The 4 Behavioral Styles
	Low

Control

Need


	   High People Interaction need

	High

Control

Need


	
	Mr. or Ms. FRIENDLY
(Direct care staff, Receptionists, Social workers)
Time:  

     The present, flexible

Values:

     People, relationships

Behavior under pressure:

· Gives in, but may not buy in

· Later, may go back on agreement
· May be seen as unreliable
Feels rewarded by:

· Others’ esteem



	Mr. or Ms. VISIONARY
(EDs, Fundraisers, Senior Directors, Advocates)
Time:

      The future

Values:

      The vision, the dream

Behavior under pressure:

· Blows up, then gets it out of his/her system

· May apologize

· May be seen as a “hothead”

Feels rewarded by:

· Others’ recognizing their skills and abilities
	

	
	Mr. or Ms. DATA
(Finance/IT staff, Grant writers, Researchers)
Time:  

The past, history

Values:  

Data and information

Behavior under pressure:

· Retreats, withdraws (may close door to office or work hard alone)

· May be seen as distant or uncaring

Feels rewarded by:

· A sense of growing achievement (a record of life/work)

	Mr. or Ms. DIRECTIVE
(Payroll staff, Administrators, Nurses)
Time:  

Now, current time

Values:

      Outcome, achievement

Behavior under pressure:

· Pushes harder for specific results and clear understanding
· May be seen as an insensitive taskmaster

Feels rewarded by:

· Getting the job done
	

	
	   Low People Interaction Need

	


	Communications Strategies for
	
	

	Working with Mr./Ms. Friendly
	
	


Characteristics of Mr. & Ms. Friendly:
1.
Are open and friendly.

2.
Demonstrate sincere interest in people and how things are going for others.

3.
Enjoy sharing mutual interest with others.

4.
Work well in offices with friendly, relaxed atmosphere.

5.
Do not get angry about their ideas.

6.
Like to be liked, and want to be seen as a good person.
7.
Ask questions and try to work ideas into other's frame of reference.

8.
Avoid confrontation even when they disagree.
9.
Need your support in making a decision.

Strategy for working well with Mr. & Ms. Friendly:

1.
Start on a personal note.

2.
Look for shared interests or hobbies.

3.
Do not lose sight of your agenda.

4.
Don't jump too quickly into business.

5.
Look for clues that indicate their comfort.  Ask “What can I do for you?” “How can I help you out?”

6.
Ease into your subject if no clues are forthcoming.  Ask “How are things going?”

7.
Respond with suggestions, not directives.  Ask “Have you tried this?" “Have you thought of that?”

8.
Avoid too many figures and details.

9.
Ask them to describe a plan that would work best in their setting.

10.
Tell them that you need their help.

11.
Spend time to develop mutual agreement.

12.
Do not discount personal reasons for disagreement.

13.
Think about how your interaction will (not) strengthen your relationship.
14.
Make a written note of what they agree to do and give them a copy.
15.
Review potential problems and develop plans for how you can support them at those stages.

16.
Show how what you want will benefit them, co-workers, clients/customers, others, and how their support can reduce risk to themselves and to the organization.
	If you are:
	And dealing with Mr. & Ms. Friendly, then try to:

	Mr. & Ms. Friendly
	· Do not become so personally involved that you lose sight of goals. 

· Be sure you have commitment and are action oriented.

	Mr. & Ms. Visionary
	· Do not assume too much initiative and make too many decisions for them. 

· Be careful not to monopolize the conversation.

· Do not move too rapidly; confirm that they are with you.

· Acknowledge when you change your mind, your approach, your priorities, etc.

	Mr. & Ms. 
Data
	· Do not bury them with facts and figures.

· Show warmth and concern for them as people. Share your personal side. Remember: they may be uncomfortable with your formality, so be prepared to loosen up.

	Mr. & Ms. Directive
	· Begin with a non-task comment or question before you launch into the task.
· Ask questions to draw out their opinions. Don’t begin by telling them your opinion.

· Remember they may make a commitment before they are ready, because they know you want them to. Test this out with them.

	Communications Strategies for
	
	

	Working with Mr./Ms. Visionary
	
	


Characteristics of Mr. & Ms. Visionary:

1.
Express their feelings openly.

2.
Change their mind a lot.

3.
Have many interests.

4.
Are quick to state an opinion.

5.
Exhibit much body movement.

6
May seem futuristic in their thinking.

7.
Are not detail-oriented, tending to be more big-picture oriented.

Strategy for working well with Mr. & Ms. Visionary:

1.
Make your greeting open and friendly, but be adaptable and ready for anything.

2.
Let them share what is going on in their lives.

3.
Recollect personal interests you may have shared earlier.

4.
Let them know you would like to hear more of their views.

5. Do all you can to find out where they want to go and how they plan to get there.

6 Be ready for changes in their position.

7 Find out what changed their mind, or what influenced their change in thinking.

8.
Be sensitive with their time flame, but flexible with time.

9.
Allow sufficient time to complete their assignments.

10. Plan time to talk with them, listen, relax, have fun, and still get the job done.

11.
Write down what your argument is.  Document who will do what and when.

12.
Plans you work out together must emphasize that your help is available to make “our” program work.  From now on, it is “we”, not “him” or “her.”

13.
Confirm their commitment to your agreement to avoid their backing out after they have had time to think about it.

	If you are:
	And dealing with Mr. & Ms. Visionary, then try to:

	Mr. & Ms. Friendly
	· Use your strength to support their dreams and intuitions.

· Work at being more assertive in establishing the relationship. (“I see it differently.”)
· Be direct and candid. State opinions openly, take a stand, and be willing to disagree.

· Detail potential risks.

· Be sure they check details of what they agree to do.

	Mr. & Ms. Visionary


	· Prepare a well-mapped-out plan or agenda to avoid spending time sharing experiences and dreams without getting to the task.

· To achieve your own personal goals, you may have to give up some of your own need to win, and let someone else have as much of the credit as they want.

	Mr. & Ms. 
Data
	· Help them understand how information can help, not hinder, their achieving their goals.

· Try to show where and how you agree before you use your knowledge to critique.

	Mr. & Ms. Directive
	· Loosen up and share some common feelings and interests.

· Control your need to get straight to the point.

· Curb your own competitive spirit and need for control

· Use your time together constructively by building trust, being flexible with time so that you do get to the real agenda.


	Communications Strategies for
	
	

	Working with Mr./Ms. Data/Information
	
	


Characteristics of Mr. & Ms. Data:
1.
Ask detailed questions and expect detailed answers.

2.
Do not want you to appear unprepared or to wing it.

3.
Want to know if you have a good grasp of the subject.
4.
Will specify exact areas for you to research and cover.

5.
May have several meetings requiring you to “do your homework.”
6.
Want a relationship built on confidence and credibility.

7.
Want facts to prove your assertions.

8.
Do not respond positively to explanations based solely on feelings, impressions, emotions, etc.

Strategy for working well with Mr. & Ms. Data:

1. Keep things fairly even toned, not too energetic or too high volume.

2. Initiate the decision-making process by supporting facts upon which decisions must be based.

3. Be low key and present clear ideas.

4. Practice delivery at a slow, even pace (Do not get too loud or let emotional qualities into the message. 

      Do not appear threatening or pressuring.)

5. Demonstrate how and why you will be able to live up to your promises.  Point out where you have put
       together similar plans for others in similar situations.

6. Show your plan for implementing the system when they start asking what” or “how” type questions. Such questions often indicate a readiness to make a commitment.

7. Find out exactly why they disagree with your plan if “what” or “how” signals are not given.

8. Provide sufficient time to make a decision.  Have patience and do not push prematurely for a commitment.

	If you are:
	And dealing with Mr. & Ms. Data, then try to:

	Mr. & Ms. Friendly
	· Remember that Mr. & Ms. Data is a thinker, not a feeler, and structure your plans accordingly using a rational, data-driven approach.
· Be persistent without rushing the decision-making process.

· Expect them to be less people-oriented than you are.

· Come prepared for meetings or discussions.

	Mr. & Ms. Visionary
	· Stick to your agenda and do not deviate to personal experiences.

· Treat your “big picture” like a jigsaw puzzle and fit the pieces together.

	Mr. & Ms. 
Data
	· Share responsibility and risk with them.

· Continue to assert yourself.

· Periodically ask “What is the human element we haven’t taken into consideration?”

	Mr. & Ms. Directive
	· You see the task as “what to do” and “when to do it.” They see the task as “how to get there.” Structure the plan so they can clearly see “how to get there.”

· Be patient.


	Communications Strategies for
	
	

	Working with Mr./Ms. Directive
	
	


Characteristics of Mr. & Ms. Directive:

1. 
Have business-like offices with fewer personal touches.

2. 
Their greeting may be friendly but formal.

3. 
Tend to get right down to business, telling you what they are looking for, what the requirements are, 


when it is needed, what kind of service is expected, etc.

4.
May come off as abrupt.

5.
May come off as less flexible.

Strategy for working well with Mr. & Ms. Directive:

1.
Be direct and to the point, with minimum show of feelings.

2.
Start off friendly, but keep things businesslike.

3.
Respond directly to what they define as their problem.

4.
Be specific as to how you can meet their needs.

5.
Show how you can handle the job in an efficient manner.

6.
Stick to the agreed upon time frame.

7.
Demonstrate that they are and will be using their time with you productively, efficiently and effectively.

8.
Let them decide whether more time than originally allotted may be needed, and be sure your presentation is timed exactly.

9.       Write brief, concise proposals:



-Present main ideas and how they will work.



-Let them decide whether that is what they want.

-Information as to how others have solved their problems will usually not prove helpful.  Directives tend to be independent.

10.     Give them specific plans of action rather than personal guarantees.

	If you are:
	And dealing with Mr. & Ms. Directive, then try to:

	Mr. & Ms. Friendly
	· Be more assertive.

· Be well prepared.

· Remember their brusque manner is due to a strong task orientation and not necessarily a reflection on how they feel about you as a person.

	Mr. & Ms. Visionary
	· Let them take charge and do not compete.

· Slow down and listen.

·  Stay on the subject, and focus on specifics.

	Mr. & Ms.
Data
	· Be brief and be specific.

· Don't overdo the detail.

· They will probably make a decision before you are ready for them to do so.  Be ready for this.

	Mr. & Ms. Directive
	· Let them be in charge.

· Provide them with options for decision-making.

·  Do not compete with them.


