
  
 

 

Can You ID the “Style” of Others With Certainty? 
(Part 2 of a 4-part series on Human Behavior Styles) 

 
All of the idiosyncrasies and strategies we have learned about Behavioral Styles and the 
importance of communicating with different people differently are effective only to the 
degree that we can identify which of the four Behavioral Styles a person actually is.  

Remember that, when it comes to style, we are dealing with a “soft science” - which means 
that it is inexact and imperfect. But we can still work from valid guidelines which are 
immensely helpful in observing and identifying the predominate style of others.  

 

In Identifying one’s style there is a process which has been found to work well. And, yes, 
you can ID the style of another person with relative certainty if you practice, drill and 
perfect this process over time. Like so many things, if we don’t start using the ideas right 
away, they fade away quickly.  



Human behavior is what we see and hear people say and do - their style. Let’s start with Six 
Key Components you can use in the process of developing enhanced skills for determining 
whether a person is a Driver, Expressive, Analytical or Amiable: 

1. Evaluate one’s tendency to… 
a. Control vs Emote is their Responsiveness factor which is their propensity to 

show emotions, share feelings, thoughts and opinions. 

b. Ask vs. Tell is their Assertiveness factor which is their discussion approach 
or the measure of one’s pace. 

c. Evaluation of these two dimensions will give you clues about their grid 
placement and thus their style. 

 

 

2. Observe their behavior over time.  Don’t rush to judgment – you may catch them 
in another quadrant since we all move around the grid from time to time. Just 
remember that there is a place we each call “home” on the Behavioral Style grid 
which represents our usual behavior. That’s what we want to identify. 

3. Don’t make occupational assumptions. It’s too easy to make a mistake. Some 
would think, for example, that all CPAs are Analyticals, but they are not. My CPA is 
a Driver. All salespeople are not Expressives though we might assume that their 
extroversion would indicate that is the quadrant for salespeople. Not necessarily. 
Try not to stereotype since there are many exceptions to what we think would be 
obvious. 

4. Don’t react into Like or Dislike. That is counterproductive. Maintain your 
objectivity. Whether you like them or not is not the most important criterion in 
seeking your desired outcomes. 



5. Remember Moderate Stress clarifies Style. When we are under stress we tend to 
display behavior that is more like we already are. As this exponential transition 
takes place, people become easier to identify by Style. A person you think is 
probably an Amiable, when they are under stress, you will probably say that they 
are definitely an Amiable. 

6. Decide their Style and verify over time. It is recommended that you practice the 
elements of the Style ID process often. Yes, frequent practice will improve your 
skill! As you observe people over time you will either validate your previous 
opinion of their style or change your mind based on other behavioral clues. 

I recommend that you learn to reflexively use the six components listed above with 
everyone you meet in a business environment, especially customers and prospects. It will 
enable you to get on target and in synch with these people more efficiently and win them 
over interpersonally.  

As you reinforce this skill, you will be on the path to not only repeatedly getting your 
desired outcomes, but also standing out from the crowd! 

 

 
 
 
Look for Don Hutson’s new 
book, STANDING OUT FROM 
THE CROWD, in the coming  
weeks. 



 

 
 

 

This video can help you use a friendlier 
vocabulary in business development. 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 top-
level 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.  

                         ▼                                                    ▼ ▼ 

 

 

 

 

 

 

Don Hutson is a #1 NY Times and Wall Street Journal 

International Best-selling author, a Hall of Fame speaker, 

and CEO of U.S. Learning based in Memphis, TN 

www.DonHutson.com 

 

https://vimeo.com/329164659
https://www.paperturn-view.com/us/usl/don-hutson-flipbook?pid=MjY26329&v=7.7
https://www.paperturn-view.com/us/usl/us-learning-flipbook?pid=Mjk29945&v=1.2

