BEHAVIORAL MATRIX

This personality inventory is based on two sets of characteristics, whether a person act FORMAL or INFORMAL, and DOMINANT or PASSIVE.

This possible combinations and the terms assigned to the behavior styles are:



FORMAL – DOMINANT ------------- CONTROLLER



INFORMAL – PASSIVE -------------- SUPPORTER



FORMAL – PASSIVE ----------------- ANALYST



INFORMAL – DOMINANT ---------- PROMOTER

Obviously people’s personalities are not fixed and rigid, but fluctuate, being sometimes Formal and other times Informal – sometimes Dominant and other times Passive.  But, at any one time, this categorization gives considerable insight into NEEDS of that particular person and the best approach to establishing effective communication.  Most importantly, it can serve to give us considerable insight into self evaluation.


CONTROLLER:  Makes decisions quickly.




Wants results.




Is very competitive and anxious to save time (+$).




Relies on his/her power of personality to manipulate people and handle




  any and all situations.




Often is a little arrogant and needs to learn to be more self-humbling.


SUPPORTER:     Likes people and is relationship-oriented.




Needs to relax, take it easy and take his/her own time on tasks.




Seems to enjoy detail work.




Looks for guarantees and assurance and relies on his/her friends for information 





    rather than experts on any subject.




Likes attention and acknowledgement.




Will always abandon the task to save the relationship.


ANALYST:  
Is a data person




Measures his/her progress by the amount of activity that’s going on, if it’s 



      hustle-bustle, he/she feels secure that things are getting done.




Is careful about decisions and always tries to save face to get off the hook.




     (“The data was wrong, not me!”)




Relies on his/hers expertise when making recommendations and is usually 



     impressed with people who have advanced degrees and supposedly have 



     expert knowledge.




Is often slow starting a project and often needs external motivation.


PROMOTER:
Is a good idea person and salesperson.




Seeks applause and lives to work for incentives and bonuses.




Continually looks for an easier way, trying to save effort.




Is intuitive and relies on his/her powers of feeling when making decisions.




Needs to learn more self-discipline.

BEHAVIORAL MATRIX (cont’d)

Stylistic Differences (1)
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BEHAVIORAL MATRIX (cont’d)
Minimum Guidelines

Styles of Behavior
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1.  How do other people see you?
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2.  How do other people see you?
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INFORMAL
CONTROLLER -





ANALYZER –

     Control






     Rules

     Results






     Order

     Being in charge





     Details

     Being the boss





     Information

     Leader






     Paperwork

     Awards






     Security

     Recognition





     Being right

     Saving time





     Facts

     Organization





     Figures

     Disciplined action





     Files

PROMOTER - 





SUPPORTER –

     Fun







     Relationships

     Parties






     Family

     Exciting






     Friends

     Adventure






     Helping others

     Travel






     Making a difference

     Freedom






     Warm fuzzy feelings

     No paperwork





     Nature

     Energetic






     Environment

     Recognition





    Sentimental things

