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Introduction Behaviors Section

Behavioral research suggests that the most effective people are those who understand
themselves, both their strengths and weaknesses, so they can develop strategies to meet
the demands of their environment.

A person's behavior is a necessary and integral part of who they are.  In other words, much of our
behavior comes from "nature" (inherent), and much comes from "nurture" (our upbringing).  It is
the universal language of "how we act," or our observable human behavior.

In this report we are measuring four dimensions of normal behavior.  They are:

How you respond to problems and challenges.

How you influence others to your point of view.

How you respond to the pace of the environment.

How you respond to rules and procedures set by others.

This report analyzes behavioral style; that is, a person's manner of doing things.  Is the report
100% true?  Yes, no and maybe.  We are only measuring behavior.  We only report statements
from areas of behavior in which tendencies are shown.  To improve accuracy, feel free to make
notes or edit the report regarding any statement from the report that may or may not apply, but
only after checking with friends or colleagues to see if they agree.
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Behavioral Characteristics
Based on Andrew'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 Andrew's natural behavior.

Andrew embraces visions not always seen by others.  Andrew's creative mind
allows him to see the "big picture."  He is a goal-oriented individual who
believes in harnessing people to help him achieve his goals.  He needs people
with other strengths on his team.  He is goal-oriented and driven by results.  He
is the team member who will try to keep the others on task.  He prefers an
environment with variety and change.  He is at his best when many projects are
underway at once.  Andrew seeks his own solutions to problems.  In this way,
his independent nature comes into play.  He is a self-starter who likes new
projects and is most comfortable when involved with a wide scope of activities.
He may be so self-confident that others see him as arrogant.  This confidence
may be something others wish they had.  He is deadline conscious and
becomes irritated if deadlines are delayed or missed.  Andrew has high ego
strengths and may be viewed by some as egotistical.  He may lose interest in a
project once the challenge ceases.  He may then be ready for another
challenging project.

Andrew will work long hours until a tough problem is solved.  After it is solved,
Andrew may become bored with any routine work that follows.  He prefers
authority equal to his responsibility.  When faced with a tough decision, he will
try to sell you on his ideas.  He is decisive and prefers to work for a decisive
manager.  He can experience stress if his manager does not possess similar
traits.  Andrew should realize that at times he needs to think a project through,
beginning to end, before starting the project.  Sometimes he becomes
emotionally involved in the decision-making process.  He likes to make
decisions quickly.  He finds it easy to share his opinions on solving work-related
problems.
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Value to the Organization
This section of the report identifies the specific talents and behavior Andrew brings to
the job.  By looking at these statements, one can identify his role in the organization.
The organization can then develop a system to capitalize on his particular value and
make him an integral part of the team.

Creative in his approach to solving problems.

Innovative.

Self-starter.

Will join organizations to represent the company.

People-oriented.

Motivates others towards goals.

Thinks big.

Change agent--looks for faster and better ways.
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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 Andrew.  Read each statement and
identify the 3 or 4 statements which are most important to him.  We recommend
highlighting the most important "DO's" and provide a listing to those who communicate
with Andrew most frequently.

Ways to Communicate
Provide questions, alternatives and choices for making his own decisions.

Deal with details in writing, have him commit to modes of action.

Present the facts logically; plan your presentation efficiently.

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

Read the body language for approval or disapproval.

Plan interaction that supports his dreams and intentions.

Talk about him, his goals and the opinions he finds stimulating.

Provide facts and figures about probability of success, or effectiveness of
options.

Be clear, specific, brief and to the point.

Stick to business--let him decide if he wants to talk socially.

Support the results, not the person, if you agree.

Motivate and persuade by referring to objectives and results.
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Ineffective Communication
This section of the report is a list of things NOT to do while communicating with
Andrew.  Review each statement with Andrew and identify those methods of
communication that result in frustration or reduced performance.  By sharing this
information, both parties can negotiate a communication system that is mutually
agreeable.

Ways NOT to Communicate
Leave decisions hanging in the air.

Drive on to facts, figures, alternatives or abstractions.

Let disagreement reflect on him personally.

Come with a ready-made decision, or make it for him.

Legislate or muffle--don't overcontrol the conversation.

Talk down to him.

Be redundant.

Ask rhetorical questions, or useless ones.

Try to convince by "personal" means.

Be dictatorial.

Reinforce agreement with "I'm with you."

Direct or order.
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Style Insights® Graphs
3-12-2019
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The Success Insights® Wheel
The Success Insights® Wheel is a powerful tool popularized in Europe.  In addition to the text you
have received about your behavioral style, the Wheel adds a visual representation that allows you
to:

View your natural behavioral style (circle).

View your adapted behavioral style (star).

Note the degree you are adapting your behavior.

Notice on the next page that your Natural style (circle) and your Adapted style (star) are plotted on
the Wheel.  If they are plotted in different boxes, then you are adapting your behavior.  The further
the two plotting points are from each other, the more you are adapting your behavior.

If you are part of a group or team who also took the behavioral assessment, it would be
advantageous to get together, using each person's Wheel, and make a master Wheel that
contains each person's Natural and Adapted style.  This allows you to quickly see where conflict
can occur.  You will also be able to identify where communication, understanding and appreciation
can be increased.
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The Success Insights® Wheel
3-12-2019
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Understanding Your Driving Forces
Eduard Spranger first defined six primary types or categories to define human motivation and
drive.  These six types are Theoretical, Utilitarian, Aesthetic, Social, Individualistic and Traditional.

With TTISI's additional insights into Spranger's original work, the 12 Driving Forces® came to life.
The 12 Driving Forces® are established by looking at each motivator on a continuum and
describing both ends.  All of the twelve descriptors are based on six keywords, one for each
continuum.  The six keywords are Knowledge, Utility, Surroundings, Others, Power and
Methodologies.

You will learn how to explain, clarify and amplify some of the driving forces in your life.  This report
will empower you to build on your unique strengths, which you bring to work and life.  You will
learn how your passions from 12 Driving Forces® frame your perspectives and provide the most
accurate understanding of you as a unique person.

Please pay careful attention to your top four driving forces, as they highlight what most powerfully
moves you to action.  As you examine the next tier of four driving forces, you'll recognize they
may have strong pull for you, but only in certain situations.  Finally, when reviewing the bottom
four driving forces, you will identify your varying levels of indifference or total avoidance.

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:

Identify 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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Motivational Characteristics
Based on your responses, the report has generated statements to provide a broad
understanding of WHY YOU DO WHAT YOU DO.  These statements identify the
motivation that you bring to the job.  However, you could have a potential Me-Me
conflict when two driving forces seem to conflict with each other.  Use the general
characteristics to gain a better understanding of your driving forces.

Andrew will help develop an individual if he sees opportunities for future
return.  He sees the world as a toolset to accomplish his goals.  He views
people as a resource to achieve results.  He can focus on the task at hand
regardless of his surroundings.  Andrew will compartmentalize issues to keep
the momentum moving forward.  He can divide the personal and professional
relationships within the same person.  He insists rules and regulations must be
followed by all.  When Andrew believes in a cause, he will work diligently to
advance it.  Andrew excels when working for a powerful leader.  He can set
aside his own agenda for the good of the company.  If knowledge of a specific
subject is not of interest, or is not required for success, Andrew will have a
tendency to rely on his intuition or practical information in this area.  If Andrew is
truly interested in a specific subject, or if knowledge of specific subject matter is
required for success, then he will take the initiative to learn about that subject in
great depth.

Andrew will not normally allow himself to be directed by others unless it will
enhance his own self-interest.  He follows a philosophy of "it's not personal, it's
just business."  He tends to concentrate on what is tangible versus subjective
feelings.  He won't get distracted by the form and beauty in his environment.
Andrew looks for proven methods to accomplish everyday objectives.  He is
driven by the security and consistency of a system within the organization.  He
likes to be behind the scenes and get things done.  He is a natural fit playing
the supporting role.  In those areas where Andrew has a special interest he will
be good at integrating past knowledge to solve current problems.  A job that
challenges Andrew's own knowledge may increase his job satisfaction.  He may
have the data to support his convictions.  He will seek knowledge based on his
needs in individual situations.
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Primary Driving Forces Cluster
Your top driving forces create a cluster of drivers that move you to action.  If you focus
on the cluster rather than a single driver you can create combinations of factors that
are very specific to you.  The closer the scores are to each other the more you can
pull from each driver.  Think about the driver that you can relate to most and then see
how your other primary drivers can support or complement to create your unique
driving force.

1.  Intentional - People who are driven to assist others for a specific purpose,
not just for the sake of being helpful or supportive.
0 10 20 30 40 50 60 70 80 90 100

100

51*

2.  Objective - People who are driven by the functionality and objectivity of their
surroundings.
0 10 20 30 40 50 60 70 80 90 100

83

50*

3.  Structured - People who are driven by traditional approaches, proven
methods and a defined system for living.
0 10 20 30 40 50 60 70 80 90 100

79

38*

4.  Collaborative - People who are driven by being in a supporting role and
contributing with little need for individual recognition.
0 10 20 30 40 50 60 70 80 90 100

76

35*

Norm 2017
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Situational Driving Forces Cluster
Your middle driving forces create a cluster of drivers that come in to play on a
situational basis.  While not as significant as your primary drivers, they can influence
your actions in certain scenarios.

5.  Intellectual - People who are driven by opportunities to learn, acquire
knowledge and the discovery of truth.
0 10 20 30 40 50 60 70 80 90 100

67

54*

6.  Instinctive - People who are driven by utilizing past experiences, intuition
and seeking specific knowledge when necessary.
0 10 20 30 40 50 60 70 80 90 100

50

29*

7.  Commanding - People who are driven by status, recognition and control
over personal freedom.
0 10 20 30 40 50 60 70 80 90 100

50

50*

8.  Receptive - People who are driven by new ideas, methods and opportunities
that fall outside a defined system for living.
0 10 20 30 40 50 60 70 80 90 100

47

46*

Norm 2017
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Indifferent Driving Forces Cluster
You may feel indifferent toward some or all of the drivers in this cluster.  However, the
remaining factors may cause an adverse reaction when interacting with people who
have one or more of these as a primary driving force.

9.  Resourceful - People who are driven by practical results, maximizing both
efficiency and returns for their investments of time, talent, energy and
resources.
0 10 20 30 40 50 60 70 80 90 100

25

42*

10.  Harmonious - People who are driven by the experience, subjective
viewpoints and balance in their surroundings.
0 10 20 30 40 50 60 70 80 90 100

19

35*

11.  Selfless - People who are driven by completing tasks for the sake of
completion, with little expectation of personal return.
0 10 20 30 40 50 60 70 80 90 100

15

40*

12.  Altruistic - People who are driven to assist others for the satisfaction of
being helpful or supportive.
0 10 20 30 40 50 60 70 80 90 100

0

33*

Norm 2017
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Driving Forces Graph
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Introduction Integrating Behaviors and Driving Forces Section

The ultimate power behind increasing job satisfaction and performance comes from the blending
of your behaviors and driving forces.  Each individually is powerful in order to modify your actions,
but the synergy of blending the two moves you to a whole new level.

In this section you will find:

Potential Behavioral and Motivational Strengths

Potential Behavioral and Motivational Conflict
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Potential Behavioral and Motivational
Strengths
This section describes the potential areas of strengths between Andrew's behavioral
style and top four driving forces.  Identify two to three potential strengths that need to
be maximized and rewarded in order to enhance on-the-job satisfaction.

Will champion a worthy cause, as a challenge, if they see a potential
return.

Goal focused when assessing how others can help.

Calculated with their time, talent, and resources.

Will initiate action even during chaos.

Initiates action to stir up activity.

Will do what he commits to, to ensure function.

Good at directing others to join his cause.

Will champion change and be bottom-line focused for results within the
system of living.

Lives by a specific system and will do anything to protect it.

Looks for ways to improve a situation for the good of the company.

Bottom-line focused when working with others.

Innovative with strategies for group success.
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Potential Behavioral and Motivational
Conflict
This section describes the potential areas of conflict between Andrew's behavioral
style and top four driving forces.  Identify two to three potential conflicts that need to
be minimized in order to enhance on-the-job performance.

May try to utilize many people to obtain results.

May over focus on results and over look others.

Has a direct method of developing others if he sees a future return.

May over focus on productivity over appearance.

Will only see his objectives in the here and now.

The need for function and results could overpower the balance in the
organization.

Standards may be unreachable based on beliefs.

A desire for better results may be prohibited by his way of living.

Unwilling to listen to outside viewpoints.

Tends to display his support by solving problems or challenges.

Will work hard to live up to others high standards rather than his own.

Wants to be a big player by supporting the leader and may miss out on
beneficial opportunities.
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Introduction Emotional Intelligence Section

Emotional Intelligence - Self
What goes on inside of you as you experience day-to-day events.

Self-Awareness is the ability to recognize and understand your moods, emotions and drives, as
well as their effect on others.  In practice, it is your ability to recognize when you are red, clear or
somewhere in-between.

Self-Regulation is the ability to control or redirect disruptive impulses and moods and the
propensity to suspend judgment and think before acting.  In practice, it is your ability to influence
your emotional clarity from red to clear when the situation requires.

Motivation is a passion to work for reasons that go beyond the external drive for knowledge,
utility, surroundings, others, power or methodology and are based on an internal drive or
propensity to pursue goals with energy and persistence.

Emotional Intelligence - Others
What goes on between you and others.

Social Awareness is the ability to understand the emotional makeup of other people and how
your words and actions affect others.  In practice, it is the ability to assess if he or she is in a red,
clear or somewhere in-between state.

Social Regulation is your ability to influence the emotional clarity of others through a proficiency
in managing relationships and building networks.

Is the report 100% true?  Yes, no and maybe.  We are only measuring emotional intelligence.  We
only report statements from areas in which tendencies are shown.  To improve accuracy, feel free
to make notes or edit the report regarding any statement from the report that may or may not
apply, but only after checking with friends or colleagues to see if they agree.
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Emotional Characteristics
Based on Andrew's responses, the report has selected general statements to provide
a broad understanding of his level of emotional intelligence.

Andrew may not take notice when his stress level is escalated over a prolonged
period of time.  When others give Andrew feedback, he may be unaware of how
emotions will impact the understanding of the feedback.  Andrew's confidence
varies with the situation based on emotional triggers or enablers.  He
understands his likes and dislikes, but he may not have found his true passion
in life.  Andrew tends to be aware of his emotional strengths and weaknesses.
He is somewhat aware of how his emotions impact his goals, motivations,
strengths and key aspirations.

Andrew may have fallen into a habit of using ineffective emotional regulation
strategies.  Andrew's negative emotions might affect performance of the team.
He may overreact to trivial or minor situations.  He may introduce unnecessary
conflict when working with others.  When stressed, Andrew's actions may cause
others to feel unnecessary stress as well.  He may let emotions overly influence
his decision making.

Andrew may tend to settle for good enough, when he could have achieved the
desired outcome.  He may see obstacles as opposed to opportunities when he
is pursuing his goals.  People may consider Andrew a good worker but not an
overachiever.  He may be hesitant to take risks because of additional work and
time they require, limiting his success.  Andrew usually meets his goals and
others' expectations, but perhaps not always exceed them.  He may depend on
multi-tasking, making his individual work style less efficient.
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Emotional Quotient Scoring Information
The average of the Self-Regulation, Self-Awareness and Motivation subscales
represent your Self Score.  The average of the Social Awareness and Social
Regulation subscales represent your Others Score.  Your total level of
Emotional Quotient was calculated by averaging all five EQ dimensions.

TOTAL EMOTIONAL QUOTIENT - Your total level of emotional intelligence,
formed by averaging your Others and Self scores.
0 10 20 30 40 50 60 70 80 90 100

66

75*

SELF - The ability to understand yourself and form an accurate
concept of yourself to operate effectively in life.
0 10 20 30 40 50 60 70 80 90 100

64

75*

OTHERS - The ability to understand other people, what motivates
others, how they work and how to work cooperatively with them.
0 10 20 30 40 50 60 70 80 90 100

70

76*
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Self-Awareness
Based on Andrew's level of EQ in this dimension, he is moderately self-aware, meaning he may
notice what he is feeling but is not always able to explain it.

What Andrew can do:

Practice self-reflection by identifying and naming your current emotional tone.  Check your emotional
clarity.  What is your current state: red, clear or somewhere in-between?

Once you identify the emotion, describe it aloud or write it down on paper.

To improve your ability to self-assess, ask a family member or trusted advisor to describe your
strengths and weaknesses.  Compare with your own self-assessment.

Pay attention to your behaviors and see if you recognize patterns throughout the day.

Reflect on the connection between your emotions and your behavior.

Write in a journal about your emotional responses to situations that were significant.

Share your introspective discoveries and the impact on your decisions with a family member, friend
or trusted advisor.

Make a list of your strengths and areas for improvement.  Look at it daily.

Create an action plan to develop the areas you want to improve.

Think of situations in which you made progress on an area you wish to develop, especially in the
workplace.

Identify three specific, measurable goals for improving your Self Awareness and revisit these goals
monthly.

Continue to practice the realistic perspective you are developing.

Self-Awareness - The ability to recognize and understand your moods, emotions and drives, as
well as their effect on others.
0 10 20 30 40 50 60 70 80 90 100

70

74*
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Self-Regulation
Based on Andrew's level of EQ in this dimension, he would benefit from developing his level of
Self-Regulation in order to regulate actions fueled by negative or disruptive emotions.

What Andrew can do:

Practice self-restraint by listening first, pausing and then responding.

Learn to step away from difficult or overwhelming situations.

Be committed to not interrupting others.

When frustration has occurred, summarize the situation to determine triggers.

Role-play effective responses to a stressful situation with a family member, friend or trusted
co-worker (use examples of workplace circumstances).

Determine activities that improve your mood and take action when you feel stressed or
overwhelmed.

Focus on events that provide a sense of calm or elicit positive emotions.

Keep a log of your effective and ineffective self-management skills so you can recall them in future
situations.

Discuss ways of expressing emotions appropriately with your co-workers.

When negative emotions take over, try to visualize a positive or calming scene.

Put things in perspective.  Ask yourself, "What is the worst that can happen?"  or "How will I feel
about this a week from now?"

Self-Regulation - The ability to control or redirect disruptive impulses and moods and the
propensity to suspend judgment and think before acting.
0 10 20 30 40 50 60 70 80 90 100

43

72*
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Motivation
Based on Andrew's current level of Motivation, procrastination could be a potential issue for
Andrew in achieving his goals.

What Andrew can do:

Set specific goals with milestones and dates for achievement.

Clarify why the goals you have set are important to you.  Ask yourself not only, "What are my goals?"
but also, "Why are they my goals?"

Work with a peer or trusted advisor to create detailed action items to work toward your overall goals.

Set aside time to work on your goals each day, even if it is just five minutes at a time.

List your goals and post them where you can see them every day.

Spend time visualizing the outcome of accomplishing your goals.  How does it look and feel?

Ask a close friend to help hold you accountable for reaching your goals.

Celebrate accomplishments, both big and small.

Learn from your mistakes; keep track of the lessons learned in a journal.

Challenge the status quo and make suggestions for improvement.

Find inspiration from others who use internal Motivation to overcome obstacles to reach their
dreams.

Motivation - A passion to work for reasons that go beyond the external drive for knowledge, utility,
surroundings, others, power or methodology and are based on an internal drive or propensity to
pursue goals with energy and persistence.
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Social Awareness
Based on Andrew's level of Social Awareness, at times he may find it difficult to understand
others' emotional responses to situations and may need to adapt his communication.

What Andrew can do:

Attempt to predict and understand the emotional responses of others before communicating your
point of view.

Observe nonverbal behavior to evaluate the emotional temperature of others.

Analyze and understand things from others' perspectives before responding to your peers at work or
family members.

Think about an invisible clarity meter over people and ask yourself, “What is their emotional state:
red, clear or somewhere in-between?”, knowing that if it is not clear, the optimal outcome may be
compromised.

Continue to develop interpersonal habits, such as listening to others until they are finished with their
thought before asking questions or making statements.

Observe body language for nonverbal messages being expressed.

Seek clarification from others when attempting to interpret emotional responses.

Be nonjudgmental in your interactions with others.  Ask questions before drawing conclusions.

Offer assistance to your friends, family and even strangers on occasion.  Be careful to give the
assistance they are looking for versus what you think they need.

Social Awareness - The ability to understand the emotional makeup of other people and how your
words and actions affect others.
0 10 20 30 40 50 60 70 80 90 100

65

75*

COMPLIMENTARY TRIAL REPORT - NOT FOR SALE OR SEMINAR USE
25

Andrew Doe
Copyright © 2019, Dr. Izzy Justice and Target Training International, Ltd.

Sample Company
17785 N. Pacesetter Way
480.533.3301

Tr
ial

 V
er

sio
n



Social Regulation
Based on Andrew's level of Social Regulation, he may find relating to others challenging,
especially in emotionally charged situations.

What Andrew can do:

Be aware of the message your body language is communicating, try to predict how you can respond
positively to the interaction.

Ask those you admire to describe their experience when socializing with you.

Remember people's names.  Use memory techniques and be known as the one that remembers!

After a negative interaction or misunderstanding, take accountability and find ways to make amends.

Describe scenarios to a trusted advisor in order to gain experiential knowledge on how to increase
your level of Social Regulation skills.

Take notice when emotions are taking over an interaction and then find ways to remove yourself from
the situation.

Show a genuine curiosity for others' well-being.

Allow others to take the lead role so you can learn from their leadership style.

Connect with people you have just met and find ways to continue to build the rapport.

Seek quality, rather than quantity, in your social bonds.  Converse with others on a deeper level.

Join a professional association or special interest group to practice building bonds.

Social Regulation - The ability to influence the emotional clarity of others through a proficiency in
managing relationships and building networks.
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Emotional Quotient™ Wheel
The Emotional Quotient wheel is a visualization of your scores in the report.  The circle, split into quadrants,
is encompassed by Motivation and divided by Self and Others.  Your Motivation score starts at
Self-Awareness and wraps around the wheel clockwise.  This starting position is due to all EQ dimensions
being influenced first by your level of Self-Awareness.  The volume of color illustrates the strength of your
overall EQ score which is also notated in the center circle.
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Introduction
Blending Behaviors, Driving Forces and EQ for Success

Maximizing the effectiveness of one's behavioral style can be a difficult maze to navigate
in the workplace, especially in situations where "behavioral labels" are assigned.  Often a
team will have multiple people with the same behavioral styles faced with the same
situation, yet they come across differently.

For years, TTI has educated the corporate world on behaviors, or the "how" of people's
actions; meanwhile, driving forces is the "why" they do what they do.  This has explained
the difference in actions for decades.  However, recent research has led to the discovery
of people with similar behaviors and driving forces, yet they still respond differently to
situations, especially when the situations are emotionally charged.

Why is this?  The answer is often found within a person's Emotional Intelligence.
Understanding a person's EQ and applying this information to behaviors and driving
forces can not only expand the working language and communication of an organization,
but can help an individual successfully navigate the workplace maze and feel a sense of
accomplishment and reward from doing so.
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Blending Behaviors, Driving Forces and
EQ for Success
People who understand and appreciate themselves as unique individuals and can
apply that same understanding and appreciation to others are more successful.  This
section is designed to connect an individual’s behavioral strengths and primary driving
forces cluster with his Emotional Intelligence in order to propel and navigate the
day-to-day situations of the business landscape.

To clarify this section Andrew's, primary driving forces cluster includes:
Intentional, Objective, Structured and Collaborative.

  Andrew has a moderate level of Self-Awareness.  He is mentally and
physically aware of a change in how he is feeling but may not be able to
always anticipate or explain the change before it happens.  Coupled with his
high "Dominance" behavioral style, these feelings may be intensified and
acted upon based on the emotional reaction versus thought out.  Most high
"Dominants" have a short fuse and are unaware of when their particular
triggers are ignited.  However, with Andrew's moderate level of
Self-Awareness, he is aware of the physical and emotional response
connected to these triggers but is not always able to articulate them.

  Andrew has a low level of Self-Regulation.  He may not be able to temper
responses and reactions to emotionally charged events.  Possessing a high
"Dominant" behavioral style indicates that Andrew would be quick to anger,
make snap decisions and have a short temper.  However, with low
Self-Regulation, the typical behavioral characteristics may be intensified
slightly, and this can have a negative impact on communications with others.
By understanding his dominant behavior and how it impacts the
communication flow with others, Andrew would benefit from understanding
how to adapt this communication style for a more positive outcome.  Be
careful in instances where the topic at hand directly relates to Andrew's
primary driving forces cluster.  The ability for him to utilize his knowledge of his
behaviors will be hindered when a perceived threat to his drivers is present.

  Andrew has a moderate level of Motivation.  He has an average amount of
motivation and passion to work for reasons that don't satisfy his primary
driving forces cluster.  This motivation is an internal drive to achieve the goal;
however, with motivation being moderately developed, it's important to utilize
an external driver or "carrot" to chase.  In order to achieve complete
engagement and superior performance, it will be important for his primary
driving forces to be satisfied through his career.
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Blending Behaviors, Driving Forces and
EQ for Success
  Andrew has a moderate level of Social Awareness.  At times he is able to

anticipate how others will receive information or react to a situation.  When he
is able to harness this information, it will increase his ability to see things from
someone else's perspective.  Andrew typically views things from the
perspective of his primary driving forces cluster, whereas not all people filter
information from this viewpoint.  Being able to step out of his primary driving
forces mindset is key in being able to win and maintain rapid advancement in
the organization, which his "Dominant" behavioral style requires.

  Andrew has a moderate level of Social Regulation.  He is able to manage
relationships and maintain networks.  Andrew has the ability to maintain the
strongest relationships with others that possess similar drivers, as they filter
communication from the same viewpoint.  His primary areas of interest
originate from Intentional, Objective, Structured or Collaborative however, he
will do best in forming relationships that directly lead to the satisfaction of
these passions.  Behaviorally, Andrew prefers a more direct and to the point
communication style.  Based on his moderately developed Social Regulation,
he may be able to adapt his communication style to meet the needs of the
relationship, providing the relationship leads to the satisfaction of his primary
drivers.
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