
Relating Constructively to High “D” Behaviour...
Someone using “D” may aim for...
· Power and authority

· Prestige and position

· Money and material things

· Challenge and growth opportunities

· Accomplishments ~ results, results, results'

· To know "bottom line" pay‑offs

· A wide range of room to operate within

· Direct answers to their concerns

· Efficiency as related to their objectives

· New and varied activities, preferably "the first ever"

With them, “DO” ...

· Be clear, specific, brief and to the point 

· Stick to business unless they choose to do otherwise 

· Present the facts-plan your presentation efficiently 

· Ask specific questions (preferably, "What do you ..?") 

· Provide facts and figures about probabilities of success and the benefits from these new results 

· If you must disagree, take issue with the facts, not the person 

· If you agree, support the results you both "want" to see achieved, not the person 

· Be supportive where possible, emphasize that you want to work with him/her

· After completing your business, depart graciously 

· Offer choices so they can make quick decisions

With them, “DON'T" ...

· Don't ramble on or waste their time

· Don't try to build personal relations unless they want to do so

· Don't leave loopholes or cloudy issues

· Don't ask rhetorical questions, or useless ones

· Don't come with a ready‑made decision and make it for them

· Don't speculate wildly or offer guarantees and assurance where there is a risk in meeting them

· If you disagree, don't let it reflect on them personally

· If you agree, don't reinforce with relationship‑oriented comments, e.g. "I'm with you."

· Don't direct or order

· Don't do an "epilogue" bit after finishing business

Relating Constructively to High "I" Behaviour...
Someone using “I” may aim for...

· Popularity ‑ social recognition

· Monetary rewards to cover expensive "living"

· Public recognition of their ability

· Freedom of speech ‑ people to talk to

· Favourable working conditions

· Group activities outside the job

· Casual, warm "democratic" relationships

· Freedom from control and detail

· Approval and friendliness

· Identification with Company

With them, “DO”
· Plan interaction that supports their dreams 

· Leave time for socializing 

· Talk about people, their goals and opinions 

· Put details in writing 

· Ask for their opinions and ideas regarding people ("Who?" questions)

· Provide specific, clear ways for implementing action 

· Be stimulating, fun‑loving and fast‑moving 

· Provide testimonials from people they see as prominent, and identify with 

· Offer special, immediate and extra incentives for their willingness to take risks where possible

With them, “DON’T”

· Don't legislate at them: give them a sense of participation 

· Don't be cold, they need inclusion 

· Don't present too many facts, figures, alternatives, or abstractions 

· Don't leave decisions hanging in the air too long 

· Don't waste time trying to make them task‑oriented (versus responsive to "people" needs) 

· Don't "dream" with them when you need to bring them back to reality as the pathway to heaven 

· Don't "stick to the agenda" too much

· Don't be dogmatic or overly rigid

Relating Constructively to High "S" Behaviour...
Someone using "S" may aim for...

· Maintenance of Status‑Quo

· Security of situation

· Happy home and work life

· Traditional practices and procedures

· Sincerity

· Limited territory

· A long time to adjust to change

· Genuine appreciation

· Identification with Company or "their" group

· Recognition for service

· Opportunity to specialise

· Products that are simple, workable, durable

With them "DO" ...

· Start, however briefly, with a personal comment. Break the ice 

· Show sincere interest in them as people; find areas of common involvement

· Patiently draw out their personal goals and work with them to help achieve these goals: listen, be responsive 

· Present your case softly, non‑threateningly 

· Ask "how" questions to draw out their opinions 

· Watch carefully for possible areas of early disagreement or dissatisfaction 

· Move casually, informally, but with increased clarity 

· Provide guarantees that their decisions will minimize risks 

· Give personal assurances that provide them with benefits 

· Provide clear solutions with specific outlines for implementation

With them “DON'T"...

· Don't rush headlong into business or agenda 

· Don't stick coldly to business; don't lose sight of their desire for friendly, steady and predictable Relationships

· Don't force them to respond quickly to your objections 

· Don't be domineering or demanding 

· Don't debate about facts and figures

· Don't manipulate or bully them into agreeing because though they may not fight back, they may block progress 

· Don't be abrupt and rapid 

· Don't offer assurances and guarantees you can't fulfil 

· Don't keep deciding for them or they'll lose initiative 

· Don't leave them without backup support

Relating Constructively to High “C" Behaviour ...
Someone using "C" may aim for...

· Known performance standards and operating procedures

· Limited exposure

· Security (protection) in their own environment

· References for quality control concerns

· Enough time to achieve excellence

· Personal autonomy and privacy for them

· Personal attention to their desired goals (once discovered)

· Little responsibility for negative consequences involved in risky new actions

· Door‑openers that unlock the way to their goals

With them “DO”…
· Approach them in a straightforward, direct way; stick to business on their terms

· Prepare your "case" in advance to answer their "Why" questions 

· Support their decision‑making principles; use a thoughtful approach 

· Build your credibility by listing pros and cons to any suggestion you make 

· Make an organised contribution to their efforts: present specifics and do what you say you'll do 

· Take your time, but be persistent 

· Draw up a scheduled approach to implementing action with a step‑by‑step timetable \

· Assure them that there won't be surprises 

· Give them time to verify the reliability of your actions and consider their options

· Devise together a timetable of critical components in the plan and their significance for desired results 

· Be accurate and realistic

· Provide solid, tangible, practical evidence

With then “DON'T"...

· Don't be disorganised or messy

· Don't be giddy, too casual, informal, loud or abrasive

· Don't rush their decision‑making process unless they prefer

· Don't be vague about what's expected of either of you

· Don't fall to follow through

· Don't leave things to chance or luck

· Don't depend on the testimonies of others or on unreliable sources

· Don't use opinions as evidence; focus on performance and logic

· Don't push too hard or be unrealistic with deadlines
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