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Are You Putting Your Interpersonal Knowledge To Work?

(Part 4 of a 4-part series on Human Behavior Styles)

Now that you have been introduced to several aspects of the behavioral style concept, the
next step is to consider the essential points of how it all works.

First, it is important that you are relatively sure of where you are on the Behavioral Grid.
This predicts how your behavioral style will impact others. The chart shown below will give
you some solid hints of where you are and where others fall on the grid as well. Survey this
information and think of the various traits in terms of yourself and others with whom you
communicate.
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ANY STRENGTH TAKEN To AN EXTREME CAN BECOME A LIABILITY

The chart shown above can be used for style identification, self-awareness, and strategy-
building, or to simply reinforce your general knowledge of the four behavioral styles.



When you put this all together, it becomes apparent as to how you should respond to
others in order to get our desired outcomes. Remember that treating people the way they
like to be treated results in shorter sales cycles and better relationships. This is where your
adaptability really comes into play.

The chart below is all about the “Needs of the Four Styles”. As we continue to use and
internalize this information, we get better and better with it over time. Treating different
people differently — based on their behavioral style - will net you better results with others
in short order.

When conversing with those with whom you want to do business, there are three things
you should do: Get their attention, Keep their attention, and Earn their commitment.

This chart shows the strategies to employ based on individual behavioral styles and the
relative length of time required for a commitment to occur.
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In explaining the “Needs of the Styles” chart, notice the length of the time lines in the bar
graph.

Since Drivers have the shortest attention span, their bar is shortest. With Drivers, get their
attention by focusing on conclusions and actions; keep their attention by being efficient;
and earn their commitment by giving them options with probabilities.

With Expressives, note that they have the second shortest bar denoting their impulsive
nature. Get their attention by focusing on their dreams and intuitions. Keep their attention
by being stimulating. Earn their commitment by giving them testimonies with incentives.



With Amiables, note that their bar is longer, denoting that they need time to see how
everyone else in the loop feels. Get their attention by focusing on feelings and
relationships. Keep their attention by being agreeable. Earn their commitment by giving
them guarantees with assurances.

Analyticals have the longest bar, denoting that they need time to evaluate all of the data
they require. Get their attention by focusing on their principles and thinking process. Keep
their attention by being accurate. Earn their commitment by giving them evidence with
service.

This is how we communicate with different people differently.

Study these two charts. Capture them on your phone or print them out and learn them
well! When you do, they will pay you excellent dividends!

Remember that the true sign of adaptability is to have a positive spirit with a willingness
to step out of your comfort zone into the zone of another person.

When you follow these guidelines, your clients will most often recognize your effort and
appreciate it. This can be the difference-maker in achieving your favorable outcomes.
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Differentiating Yourself And All You Offer

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