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HOW YOU HANDLE OTHER PEOPLE

The following statements are generated from your Component Usual and Component Stress scores.

Carefully read each statement and check the ones that are most significant to you.  Remember, a

statement appears because it may be significant for you, not because it is significant.  Only you can

decide which statements are most relevant for you.

SECTION 1: When you are at your best

Are typically direct and straightforward -- tend to get to the point

Structured in your approach to situations; present your outline point by point, with at least

some focus on detail issues

Tend to exercise authority naturally -- generally give direct orders as much as you may seek

a consensus from others

Are naturally competitive; like to win, and prefer to encourage others using individualized

incentives

Physically energetic; bring an emphasis on direct action to most issues, and seek a similar

approach from others

Like to have plenty of variety in your routine; likely to expect others to be able to handle

more than one issue at once

SECTION 2: Your less effective approach

Can be brusque and over-direct, upsetting more sensitive people without realizing it

Can withdraw from general interaction with people; may remain by yourself, or depend too

much on a few people who are close to you

Can become more domineering than you realize; may take others' silence for consent, when

in fact they are intimidated

Can become over-competitive, to the extent that the need to win can be more important

than a solution that benefits all

Can sometimes be too inclined to deal with too many issues at once, or to focus unduly on

secondary matters whose relevance is doubtful


