Finding Your Success Path Through Adaptability
(Part 2 of a 4-part series on Human Behavior Styles)

Sometimes we need to step out of our “Comfort Zone” to make progress. It’s been said
that the knowledge mass is now doubling approximately every 4 years, so we will see more
ambiguity and new options than ever before as the future unfolds. The question is; how
willing are we to consider new ideas and reach out to others in a manner that works well?

As shown above, there are four behavioral styles and your usual behavior is reflected in
one of them. Whatever your style might be, it is important to learn how to communicate
effectively with people you identify as belonging to one of the other three styles. And, you
must express yourself in a manner that is engaging and comfortable for them. Since there is
no guarantee they will adapt, your leadership instincts dictate that you should just go
ahead and do the adapting!

The Comprehensive Definition of Adaptability is: “an effort to please more people while
keeping your own objectives intact; being resourceful in adapting your methods to be
acceptable and understood; balanced concern for self, task and others with a willingness to
step out of your own comfort zone.”
It is a safe bet that, when you were three or four years old, your mother taught you the
“Golden Rule”. It is a great rule! How can you go wrong when you “Do Unto Others as You
Would Have Them Do Unto You”? But there is another sound rule called the “Platinum
Rule”. I present it for your consideration - not Instead of the Golden Rule, but in addition
to it! The Platinum Rule is: “Do Unto Others as They Like to be Done Unto”!
The following behavioral guidelines offer you clues as to how to react to others:





DRIVERS are fast-paced, bottom line oriented
EXPRESSIVES are fast-paced, people-oriented
AMIABLES are slow-paced, people-oriented
ANALYTICALS are slow-paced, fact-oriented

Assuming you know which of the four quadrants of the behavioral style grid you are in, it is
a sound recommendation that you learn the needs of those in the other three styles since
about 75% of your communications efforts will be with people unlike you.
In order to make adaptability skills work, there are two key factors involved. First, there is
the willingness to adapt (which is attitudinal). You have to decide if you are willing to put
forth the effort to adapt to that person in a given scenario. The second element, the skill to
adapt, requires know-how (aptitudinal).
There are four “Strategy Keys” for adapting your communications style with others in a
manner that will work well for them:





With DRIVERS be Efficient
With EXPRESSIVES be Stimulating
With AMIABLES be Agreeable
With ANALYTICALS be Accurate

These recommendations are vital for you to successfully attract and keep the attention of
those in other quadrants. Whenever you utilize these keys appropriately in discussions with
others, you will increase the likelihood of getting your desired outcome - in a shorter period
of time. Your mastery of the strategy keys will enhance your position as a highly effective
communicator.

In short, this means to sell them as they like to be sold to, or manage them the way they
like to be managed.
To facilitate your effectiveness in Adaptability, consider these four simple elements:
 What is the other person’s style?
 What is yours?
 If your style differences are complementing each other and you are making
good progress, keep going!
 If your style differences are getting in the way, ask yourself, “How can I
adapt?”
Finding your success path through proper application of adaptability skills can give you
the edge you need in a highly competitive environment.
The next DHR will cover how we go about identifying the style of others. Just remember
that having a willing attitude and learning the skill of adaptability will make us better
communicators.

This video can help illustrate the topics
in this Don Hutson Report. I invite you
to watch it and give me your feedback.
(Click on the image at left.)

Here’s our latest approach to
sales Promotion; The Don
Hutson QuikLook Media Kit. If
you are a Corporate or
Association Meeting Planner,
you will want to review Don
Hutson’s Flipbook Press Kit and
consider him for your upcoming
events.
Just click on the image below.

The U.S. Learning Online
Learning QuikLook allows
you to review our four toplevel programs on Sales,
Negotiations, Sales
Management and Leadership
with sub-topics and video
excerpts for educating you to
be your best! Just click on the
image below.
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