
Methods of Flexing to Other Personality/Communicator Types
1.) The “D” Type (director – driver) communicator:

a. Be quick – to the point – specific – a “winner” attitude
b. Be businesslike and get right down to work

c. Focus attention on results and the “bottom line”

d. Keep any disagreement to the issues, not personalities

e. Ask for a decision or opinion only after presenting a complete and logical case

f. Don’t:

i. Be indecisive, slow, lazy, talk without producing, or give them orders

2.) The “I” Type (Influencer – expressive) communicator:

a. Be fun – positive – responsive – upbeat – stimulating – enthusiastic

b. Take time to get acquainted

c. Show enthusiasm for any good ideas the person may have

d. Avoid heavy reliance on facts and figures

e. Share experiences of other people who are admired

f. Don’t:

i. Ignore them, ridicule them, isolate them, or make them to do repetitive tasks.

3.) The “S” Type (Supportive – Amiable) communicator:

a. Be kind (not harsh) – patient – pleasant – understanding

b. Take time to get to know this person as an individual

c. Keep interactions informal and relaxed – no high pressure

d. Avoid making direct demands and issuing orders

e. Offer personal aid and reassurance to help make any changes relatively non-threatening

f. Don’t:

i. Be insensitive, yell at them, misunderstand them, use sarcasm, surprise them, or push them.

4.) The “C” Type (Cautious – Analytical) communicator:

a. Be accommodating – accurate – accountable – analytical

b. Provide solid evidence to back up each statement you make and allow this person to draw his or her own conclusions from the data

c. Wait until your thoughts and reasons are completely prepared before suggesting a change

d. Show a sincere commitment to quality in any request made

e. Keep exchanges low-key and avoid pushing ahead too rapidly

f. Don’t:

i. Criticize them, give them work full of mistakes, sudden changes, or unnecessary interruptions.

