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Social Style Assessment

Circle all words that best describe another person. From any row or column. Once finished (take about 90 seconds), add up the column and find the highest. Read the description to check the match. Then read the last page to assist you in ways of working with others. 
Point: No one style is better than another. We are a mix of all of them but have a primary style. 

	CRITICAL
	PUSHY
	CONFORMING
	MANIPULATIVE

	
	
	
	

	INDECISIVE
	SEVERE
	UNSURE
	EXCITABLE

	
	
	
	

	STUFFY
	TOUGH
	PLIABLE
	UNDISCIPLINED

	
	
	
	

	PICKY
	DOMINATING
	DEPENDENT
	REACTING

	
	
	
	

	MORALISTIC
	HARSH
	AWKWARD
	EGOTISTICAL



	INDUSTRIOUS
	STRONG WILLED
	SUPPORTIVE
	AMBITIOUS

	
	
	
	

	PERSISTENT
	INDEPENDENT
	RESPECTFUL
	STIMULATING

	
	
	
	

	SERIOUS
	PRACTICAL
	WILLING
	ENTHUSIASTIC

	
	
	
	

	EXACTING
	DECISIVE
	DEPENDABLE
	DRAMATIC

	
	
	
	

	ORDERLY
	EFFICIENT
	AGREEABLE
	FRIENDLY





     ANALYTICAL                
            DRIVEN
                             AMIABLE                             EXPRESSIVE 

The Four Behavioural Styles
Amiable
These people appear to be casual and comfortable. They prefer to maintain relationships and avoid confrontation.  Their pace is slow and easy.  They want to be appreciated and seek attention. 

Amiables want to be appreciated and seek attention, and try to avoid confrontation. They want you in turn to be pleasant as insensitivity and impatience irritate them. They measure their personal worth by their degree of compatibility with others and the depth of their relationships. Under pressure amiables will submit or acquiesce.

To win over and work with amiable styles you need to support their feelings and show how your ideas and proposals will support their personal circumstances.

• Need co-operation, personal security and acceptance.
• Uncomfortable with and will avoid conflict.
• Value personal relationships, helping others, and being liked.
• Some amiables will sacrifice their own desires to win approval from others.
• Prefer to work with other people in a team effort, rather than individually.
• Have an unhurried reaction time and little concern with effecting change.
• Friendly, supportive, respectful, willing, dependable, and agreeable.
• Are people-oriented.
• Use opinions rather than facts and data. Speak slowing and softly.
• Use more vocal inflection than Drivers or Analyticals.
• Lean back while talking and do not make direct eye contact.
• Have a casual posture and an animated expression.
• Perceived by other styles as conforming, unsure, pliable, dependent and awkward.
• Homely - offices - family photographs, plants etc.
• An Amiable's reactions to stress are to comply with others.
Expressive
These people appear to be more flamboyant.  They tend to interact well and dislike any loss of prestige.  They are fast paced and spontaneous.  They try to create an atmosphere that encourages flexibility.  

They want to be admired and dislike being ignored. Compliments work well with them.  They are irritated by routine and boredom. They measure their personal worth by the amount of recognition and acknowledgement they receive.

 
• Enjoy involvement, excitement, and interpersonal action.
• Are sociable, stimulating, enthusiastic and are good at involving and motivating others.
• Ideas oriented.
• Have little concern for routine and are future oriented.
• Have a quick reaction time.
• Need to be accepted by others.
• Tend to be spontaneous, outgoing, energetic, and friendly.
• Focused on people rather than on tasks.
• Use opinions and stories rather than facts and data.
• Speak and act quickly; vary vocal inflection.
• Lean forward, point, and make direct eye contact.
• Use their hands when talking.
• Have a relaxed body posture and an animated expression. Their feelings often show in their faces.
• Perceived by others as excitable, impulsive, undisciplined, dramatic, manipulative, ambitious, overly reactive and egotistical.
• Disorganised offices may have leisure equipment like golf clubs or tennis racquets.
• Under stressful conditions, Expressives tend to resort to personal attack.
Driven
These people appear to be more business like and formal.  Their main priority is the task in hand and the results required. They are fast and decisive.  They prefer it when people and processes are in control.  It is their productivity and competitiveness that achieves their acceptance.  Driven people like to be in charge seek productivity and dislike any loss of control. 

They want you to get to the point, they are irritated by a inefficiency and indecision. They measure their personal worth by the results they achieve and their track record. Under pressure drivers will assert themselves more forcefully and dictate the way things are going to be and become autocratic.

To win over and work with a driver styles you will need to demonstrate support for their goals and objectives and show what your ideas and proposals will do, by when, for how much etc.
 
• Action and goal oriented.
• Need to see results.
• Have a quick reaction time, decisive, independent, disciplined, practical and efficient.
• Use facts and data.
• Speak and act quickly.
• Lean forward, point and make direct eye contact.
• Body posture is rigid.
• Controlled facial expressions.
• Do not want to waste time on personal talk or preliminaries and can be perceived by other styles as dominating or harsh and severe in pursuit of a goal.
• Comfortable in positions of power and control.
• Businesslike offices with certificates and commendations on the wall.
• In times of stress, drivers may become autocratic.

Analytical
People who have an analytical style appear more formal and conservative. They focus in the job in hand and the process to achieve it. They are more measured and systematic.  They prefer careful preparation, being logical and thorough.

They want to be correct and dislike embarrassment.  They want you to be precise as they are irritated by unpredictability and surprises. They measure their personal worth by the degree of precision, accuracy and activity. Under pressure those who have an analytical style will withdraw and avoid the source of stress.

 To win over and work with an analytical you need to show how your ideas and proposals have been thoroughly researched and how they support the persons personal credibility.
• Concerned with being organised, having all the facts and being careful before taking action.
• Need is to be accurate and to be right.
• Precise, orderly, methodical and conform to standard operating procedures, organisational rules and historical ways of doing things.
• Have a slow reaction time and work more slowly and carefully than Drivers
• Perceived as serious, industrious, persistent, and exacting.
• Are task oriented.
• Use facts and data.
• Tend to speak slowly.
• Lean back and use their hands frequently.
• Do not make direct eye contact.
• Control their facial expressions.
• Others may see them as stuffy, indecisive, critical, picky and moralistic.
• Comfortable in positions in which they can check facts and figures and be sure they are right.
• Neat/well organised offices.
• In times of stress, analyticals tend to avoid conflict.
Amiables
	You will have difficulty if you…
	Instead…

	Get straight into it
	Be prepared for some chit chat

	Keep focused on issues all the time
	Show interest in them personally

	Force them to respond quickly
	Ask lots of questions to find needs

	Are rapid or abrupt
	Be informal, slow down

	Keep offering opinions
	Ask them

	Are very factual
	Give it a personal touch

	Make wild claims
	Be reasonable


Expressive
	You will have difficulty if you…
	Instead…

	Control and keep strictly to business
	Expect some socialising before

	Are impatient
	Be enthusiastic and energetic

	Provide too much detail
	Be fast paced

	Do not tie them down to an action
	Offer incentives, agree action

	Socialise too much
	Balance with the business

	Dig your heels in
	Give and get some ideas


Driven
	You will have difficulty if you…
	Instead…

	Waste their time
	Get down to business

	Ramble or are vague
	Be specific

	Get personal
	Stay on the business

	Are disorganised
	Be organised

	Stray from subject
	Stick to tasks, avoid too much detail

	Try to control
	Take a lead from them

	Make wild claims
	When finished – go


Analytical

	You will have difficulty if you…
	Instead…

	Are disorganised
	Be well prepared

	Are casual
	Get straight down to business

	Provide personal incentives
	Listen carefully

	Push or pressure
	Give them time to think, put over their view

	Use testimonials or opinions
	Be specific and logical

	Are flippant
	Be formal and unemotional


Totals








