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Leveraging the Power of 
Personality

• Understand Personality Theory

• Understand yourself

• Read/understand others

• Adapt/leverage your style

AGENDA
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Personality Theory ala Jung

…human behavior is not random but is, in fact, 
observable as patterns of behavior.  Those patterns are 

based upon our personality preferences. 

Preferences

Sensing

Intuition

Thinking

Feeling

Extraversion

Introversion Judgment

Perception

Extraversion Introversion

Gets energy primarily from 
outside self

Wants/needs time to be aloneWants time to work with 
others

Gets energy primarily from 
inside self

Prefers to talk it out –
processes out loud

Prefers to think it through –
processes inside head

Likes action and variety Likes reflection

Seems understandable and   
accessible

Seems reserved and subtle

Tends to be auditory Tends to be visual

Assertiveness

Ask Assertive Tell Assertive

Approach

Questions/Statements

Pace

Interruptions

Body position

Volume

Eye contact
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Responsiveness

Task Directed

People Directed

Focus

Gestures

Tone

Facial Expressions

Body Language

Emotion

Descriptives

Task-directed
Responsiveness

People-directed
Responsiveness
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Assertiveness

• Talks about relationships
• Relaxed body posture
• Varied gestures
• Easily exposes personal feelings
• Open and varied facial expressions

• Rapid sure speech
• Declaritive statements
• Often interrupts
• Loud, often emphatic
• Tends to lean forward

• Deliberate speech
• Conditional statements
• Seldom interrupts
• Quiet, seldom emphatic
• Tends to lean back

• Talks about tasks, facts
• Composed body posture
• Minimal gestures
• Tends not to expose personal feelings
• Limited facial expressions

Understanding Your Social Style

Ask Assertive Tell Assertive

Task Directed

People Directed

DRIVER

Independent
Formal
Practical
Dominating
Orientation: action

EXPRESSIVE

Animated
Forceful
Opinionated
Impulsive
Orientation: Spontaneity

AMIABLE
Dependable
Supportive
Pliable
Open
Orientation: Relationships

ANALYTICAL
Serious
Logical 
Exacting
Indecisive
Orientation: Thinking
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Ask Assertive Tell Assertive

Task Directed

People Directed

DRIVER

• focus on results
• take charge
• make quick decisions
• like challenges

Ask Assertive Tell Assertive

Task Directed

People Directed

EXPRESSIVE

• creative excitement & 
involvement
• share ideas, dreams, 
enthusiasm
• motivate & inspire

Ask Assertive Tell Assertive

Task Directed

People Directed
AMIABLE

• cooperation 
• gain agreement
• provide support
• communicate trust and 
confidence
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Ask Assertive Tell Assertive

Task Directed

People Directed

ANALYTICAL

• focus on facts & logic
• act when payoff is clear
• careful not to commit too 
quickly

In pairs or 3’s discuss…

1.  What strengths does your style bring to 
your shop/work?

2. As a customer, what one or two things 
could someone do when communicating 
with you that would make you more 
comfortable?

or
How do you want to be approached when 
you walk into a retail setting?

Task-directed
Responsiveness

People-directed
Responsiveness
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sAsk-directed
Assertiveness

• Talks about relationships
• Relaxed body posture
• Varied gestures
• Easily exposes personal feelings
• Open and varied facial expressions

• Rapid sure speech
• Declaritive statements
• Often interrupts
• Loud, often emphatic
• Tends to lean forward

• Deliberate speech
• Conditional statements
• Seldom interrupts
• Quiet, seldom emphatic
• Tends to lean back

• Talks about tasks, facts
• Composed body posture
• Minimal gestures
• Tends not to expose personal feelings
• Limited facial expressions

Clues to Others’ Social Styles
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What We Look Like…

Expressives

Drivers

Amiables

Analyticals

• direct
• focused
• serious expression
• formal posture
• few rapid speech

• reserved
• few gestures
• quiet & unassuming
• measured speech
• listens well

• friendly & warm
• pleasant, soft voice
• open facial expression
• slow speech
• relaxed posture

• enthusiastic
• loud/varied voice
• talkative
• lots of gestures
• fast-paced speech

• Assess one dimension at a time; assertiveness or 
responsiveness

Tips in Assessing Others’ Social Styles

• Watch and assess body language

• Watch and assess voice quality and tone

• Don’t jump to conclusions:  wait for enough 
information

• Ask targeted questions

ExpressivesDrivers AmiablesAnalyticals

formal/struc-
tured

Approach

control

Time

Info.

Needs

Focus

to think things 
through

clear logical 
process

respect

data that sup-
ports decision

businesslike

efficient use

clear benefits

documenta-
tion & facts

recognition

collaborative

others get to 
know them

not too much 
detail

testimonials 
as evidence

open, honest

to develop a 
relationship

why it’s 
right/impact 
on others

approval

assurances/
support

What we want!
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For more information on Social Styles:

Versatile Selling
Wilson Learning Library

The Social Styles Handbook
Wilson Learning Library

Versatility: Leveraging

Identify

“He/She is…”

Reflect

“He/She is…”

Modify

“Therefore I will…”


