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OUR PATH

Understand Personalities and Differences

Discover Motivation

Identify Differences Between Want and Needs

Discover Values Role in Human Action

Discuss JOHARI Window

Create a Back-At-Work Action Plan

Three Basic Human Confessions
I Did not Think 

I Did not Know

I Did not See

Personality

The characteristics 
or blend of 
characteristics that make 
a person unique.

· Thoughts, feelings, and behaviors that persists over time and across situations. 

· A complex set of unique psychological qualities or traits that:

·  are durable dispositions which

·  influence how an individual will behave characteristically and consistently 

·  across different situations and over time 

What Makes our Personality?

H=

E=

Barriers

·  Personal bias.

·   Stereotyping.

·   Prejudice.

·   Discrimination.

·   Collusion. 

Personality Styles

Rank each group of words with a 4 being most like you and a 1 being least like you. Each group of words must rank ordered. No two can have the same number.

	1
	
	7

	A. Courageous
	
	A. Competitive

	B. High energy
	
	B. Talkative

	C. Genuine
	
	C. Considerate

	D. Analytical
	
	D. Private

	
	
	

	2.
	
	8.

	A. Risk Taker
	
	A. Like to Lead

	B. Persuader
	
	B. Entertaining

	C. Cooperative
	
	C. Patient

	D. Logical
	
	D. Organized

	
	
	

	3.
	
	9.

	A. Determined
	
	A. Like challenges

	B. Energetic
	
	B. Expressive

	C. Kind
	
	C. Steady

	D. Conservative
	
	D. Self Disciplined

	
	
	

	4.
	
	10

	A. Direct
	
	A. Impatient

	B. Impulsive
	
	B. Friendly

	C. Laid Back
	
	C. Like approval

	D. reserved
	
	D. Detail person

	
	
	

	5.
	
	

	A. Assertive
	
	A= ____________-D

	B. Creative
	
	

	C. Easy Going
	
	B= ____________-I

	D. Critical Thinker
	
	

	
	
	C= ____________-S

	6
	
	

	A. Outspoken 
	
	D= ____________-C

	B. Fun Loving
	
	

	C. Helpful
	
	

	D. Cautious
	
	


The Behavior Profile Corral

	High “C”

	High “D”

	High “S”


	High “I”


The High “D”
Task Orientation
They have a heavy emphasis on action, getting things done here and now without unnecessary time-consuming deliberations. They are swift, efficient and to the point. They enjoy making things happen. They have high expectations from themselves, the organization and others. They show disappointment when those expectations are not met.  They must exploit in constructive ways opportunities for satisfaction that each day affords.  They like a direct down-to-earth, pragmatic approach to work and life. They are independent and ambitions. They rely heavily on their own judgment and expect obedience from their workers and co-workers.  They need difficult assignments that will challenge and hold their interest.  They have a desire to complete so they like heavy workloads and enjoy pressure.

Hi-D's become active in situations seen as antagonistic.  

Believe satisfaction and personal fulfillment comes from successful operations. They so closely identify with the activity in which they are engaged that you can’t separate their work life from their private live. They may not conform to organizational standards. They will have personal objectives that they will blend with organizational objectives. When organizational standards conflict with their personal standards or desires, they set aside the organizational standards.

	Best
· Having committed themselves to a task will move mountains to make the undertaking a success.

· Resourceful, well-organized, pragmatic, impatient untiring. 

· They know what they want.

· They are control specialists who make an effort to get their way with people through assertiveness or aggressiveness while controlling their emotions
	Worse
· Fails to consider long-range consequences of actions.

· Tends too over-emphasize short-term results and acts impulsively.

· Task orientation may give impression they are unsympathetic with human problems.

· Some may consider their actions, harsh, severe or critical, since they pay little attention to relationships.

· Tend to be autocratic and forceful.

· Impatient with delays.


The High “I”

Relationship Orientation

Are creative people- innovative and inventive in finding solutions to problems.  They can generate enthusiasm among workers. They prefer unstructured situations, with high mobility. They need to be with people, prefers to deal with people than things.  They want a chance to speak and be heard and they enjoy acknowledgement.
They believe satisfaction and personal fulfillment come from the satisfaction experienced by the group through the attainment of successful operations. They so closely identify with the activity in which they are engaged that you can’t separate their work life from their private live. They will conform to organizational standards, but will try to adjust the standards to their liking. Like the High “D” They will have personal objectives that they will blend with organizational objectives.
	Best
· Motivators, Understands people.

· Ability to persuade and convince others by appealing to their pride. 

· Sympathetic to other’s problems, wins confidence

· Can react quickly to unexpected change.

· Puts much effort and time moving toward a dream for the future.

· Can work up excitement about the future for others.

· Easy to step from one idea or activity to another.

· Seemingly impatient to find the most exciting vision of the moment for self and others.
	Worse
· Acts on opinions, hunches, and intuitions rather than harsh reality or hard facts.

· Needs to learn to control, to test, to verify, to investigate and show self-discipline before taking action.

· May loose credibility for making grand announcements and taking action without checking. Usually get caught short.

· Optimistic demeanor may appear unbelievable to others, cause others to doubt. their competence or judgment.

· Sometimes inconsistent and impulsive.

· Tendency to generalize broadly and can be imprecise in their communication of facts.


The High “S”

Relationship Orientation

Receives great satisfaction relating to people, by getting others’ admiration and respect. As leaders they tend to organize work groups along democratic lines and with each employee having a say in the decision. As workers they like structure, direction and frequent encouragement. They enjoy a work environment that allows socialization. Hi-S's remain passive in situations seen as favorable.  The basic key to their encouragement: APPRECIATE THEM! Give them a secure, familiar environment.  Give specialized, repetitive work that they can do at their own pace.  Don't upset them with change, if possible.  They believe satisfaction and personal fulfillment come from the satisfaction experienced by the group through the attainment of successful operations. They so closely identify with the people in which they are engaged. They will conform to organizational standards, procedures and policies, but need to be shown the reason for them.

	Best
· Support specialists; combine personal reserve with emotional expression.

· On their ability to gain acceptance, these people can be persuasive and convincing in situations where they have a clear benefit to provide to others.

· Because they concern themselves with how others feel they can offer love, joy and freshness to the climate.

· They want to do good work, want to please their boss usually cooperative.
	Worse
· May become a prisoner of their acceptance need and lose sight of their objective.

· They don’t like to take risks.

· Stubbornly hold to opinions, which have special meaning to them.


The High “C”

Task Orientation
These people cope with life and its problems by use of intelligence.  They are practical, neat and well organized. They receive great satisfaction accomplishing detail oriented scientific type activities that require planning and a high degree of quality. As leaders they tend to be autocratic and demand strict adherence to standards. As workers they like structure, direction and frequent feedback and protected job security. They enjoy a work environment that allows time for planning and research. They operate using facts and logic, not emotion. They keep their emotions in check. Hi-C's remain passive in situations seen as antagonistic.  The basic key to their encouragement: PROTECT THEM! Give them an exact job description, detailed explanation, and standard operating procedures.  Tell them not only what to do but also how to do it.  Give them work, which they can do without making errors, and where she can share responsibility.  They believe satisfaction and personal fulfillment come from the satisfaction of the attainment of successful operations according to pre-determined detailed standards. They conform to organizational standards, procedures and policies, but need to be shown the reason for them.

	Best
· Anchors of reality provide facts and figures to support decisions and courses of action, consequently can be persuasive and convincing in situations where they have a clear benefit to provide to the operation.

· Excellent team players.

· They want to do good work, want to please their boss usually cooperative at best and compliant at worse.

· Checkers, who are skilled in follow-up and making sure all bases, are covered.
	Worse
· May become a prisoner of their own standards

· They may become too detail oriented miss deadlines.

· They don’t like to take risks.

· Highly opinionated and stubbornly hold to opinions which have special meaning to them.

· sit in judgment on others’ behavior and production 

· Avoid making decisions, unless they have all the detailed facts on which to base those decisions.

· Avoid interpersonal relationships.




Master Job Graph Interpretation

	
	D

Job Expectations
	i

Job Expectations 
	S

Job Expectations 
	C

Job Expectations

	
	SYMBOL 183 \f "Symbol" \s 10 \h
Quick reaction

SYMBOL 183 \f "Symbol" \s 10 \h
Competitiveness

SYMBOL 183 \f "Symbol" \s 10 \h
Immediate results oriented

SYMBOL 183 \f "Symbol" \s 10 \h
Demanding attitude

SYMBOL 183 \f "Symbol" \s 10 \h
Original thinking

SYMBOL 183 \f "Symbol" \s 10 \h
Quick decision-making
	SYMBOL 183 \f "Symbol" \s 10 \h
Social interaction

SYMBOL 183 \f "Symbol" \s 10 \h
Optimistic attitude

SYMBOL 183 \f "Symbol" \s 10 \h
Inspirational verbalization

SYMBOL 183 \f "Symbol" \s 10 \h
Persuasive approach by selling seer and ideas

SYMBOL 183 \f "Symbol" \s 10 \h
Very open to the ideas of others
	SYMBOL 183 \f "Symbol" \s 10 \h
Steadiness to accomplish results

SYMBOL 183 \f "Symbol" \s 10 \h
Patience

SYMBOL 183 \f "Symbol" \s 10 \h
Systematic approach

SYMBOL 183 \f "Symbol" \s 10 \h
Concentrating and finishing assignments, usually by oneself

SYMBOL 183 \f "Symbol" \s 10 \h
Deliberateness in approaching problem solving 

SYMBOL 183 \f "Symbol" \s 10 \h
Fact gathering
	SYMBOL 183 \f "Symbol" \s 10 \h
Conscientious effort

SYMBOL 183 \f "Symbol" \s 10 \h
Accuracy

SYMBOL 183 \f "Symbol" \s 10 \h
Critical approach in solving problems

SYMBOL 183 \f "Symbol" \s 10 \h
Sensitivity in dealing with others

SYMBOL 183 \f "Symbol" \s 10 \h
Logical analysis

	
	SYMBOL 183 \f "Symbol" \s 10 \h
Use of power and authority

SYMBOL 183 \f "Symbol" \s 10 \h
Immediate accomplishments

SYMBOL 183 \f "Symbol" \s 10 \h
Being firm in decision-making

SYMBOL 183 \f "Symbol" \s 10 \h
Freedom from doing all the specific details

SYMBOL 183 \f "Symbol" \s 10 \h
Take an idea and move with it


	SYMBOL 183 \f "Symbol" \s 10 \h
Actions involving contact with people

SYMBOL 183 \f "Symbol" \s 10 \h
Democratic relationships

SYMBOL 183 \f "Symbol" \s 10 \h
"Open Door" policy in working with others

SYMBOL 183 \f "Symbol" \s 10 \h
Counseling(Teaching approach


	SYMBOL 183 \f "Symbol" \s 10 \h
Following of established procedures

SYMBOL 183 \f "Symbol" \s 10 \h
Clarification of policy before proceeding

SYMBOL 183 \f "Symbol" \s 10 \h
self-control to work steadily for completion of a project

SYMBOL 183 \f "Symbol" \s 10 \h
Some solo efforts


	SYMBOL 183 \f "Symbol" \s 10 \h
Full explanation and thoroughness before doing the task

SYMBOL 183 \f "Symbol" \s 10 \h
Gathering detailed information and examples

SYMBOL 183 \f "Symbol" \s 10 \h
Getting things done right

SYMBOL 183 \f "Symbol" \s 10 \h
Adhering to standard operating procedures

SYMBOL 183 \f "Symbol" \s 10 \h
Following quality standards

	
	SYMBOL 183 \f "Symbol" \s 10 \h
Calculating

SYMBOL 183 \f "Symbol" \s 10 \h
Cautious before decision-making

SYMBOL 183 \f "Symbol" \s 10 \h
Specialty type of work

SYMBOL 183 \f "Symbol" \s 10 \h
Careful in delegating work

SYMBOL 183 \f "Symbol" \s 10 \h
More of a leader by example
	SYMBOL 183 \f "Symbol" \s 10 \h
Logical in approach but still considers people

SYMBOL 183 \f "Symbol" \s 10 \h
Sincerity in helping

SYMBOL 183 \f "Symbol" \s 10 \h
Must meet deadlines

SYMBOL 183 \f "Symbol" \s 10 \h
Must do the important tasks themselves
	SYMBOL 183 \f "Symbol" \s 10 \h
Alertness

SYMBOL 183 \f "Symbol" \s 10 \h
Restlessness

SYMBOL 183 \f "Symbol" \s 10 \h
Quickness to change

SYMBOL 183 \f "Symbol" \s 10 \h
Demonstrative if things go wrong

SYMBOL 183 \f "Symbol" \s 10 \h
A number of projects going at the same time
	SYMBOL 183 \f "Symbol" \s 10 \h
Independent in assuming tasks

SYMBOL 183 \f "Symbol" \s 10 \h
Must be persistent

SYMBOL 183 \f "Symbol" \s 10 \h
Firm and confidential

SYMBOL 183 \f "Symbol" \s 10 \h
Practical approach

SYMBOL 183 \f "Symbol" \s 10 \h
Individualistic in problem-solving

	
	SYMBOL 183 \f "Symbol" \s 10 \h
Working in a predictable environment

SYMBOL 183 \f "Symbol" \s 10 \h
Standardizing controls and policies

SYMBOL 183 \f "Symbol" \s 10 \h
Specialized assignments
	SYMBOL 183 \f "Symbol" \s 10 \h
Good at working alone

SYMBOL 183 \f "Symbol" \s 10 \h
Gathering facts and examples

SYMBOL 183 \f "Symbol" \s 10 \h
No need to project great emotion
	SYMBOL 183 \f "Symbol" \s 10 \h
Freedom to act alone

SYMBOL 183 \f "Symbol" \s 10 \h
Develop new and different activities

SYMBOL 183 \f "Symbol" \s 10 \h
Active, mobile

SYMBOL 183 \f "Symbol" \s 10 \h
Develop opportunities to be heard in presenting new concepts
	SYMBOL 183 \f "Symbol" \s 10 \h
Independence from direct control

SYMBOL 183 \f "Symbol" \s 10 \h
Encouraged to try new ideas

SYMBOL 183 \f "Symbol" \s 10 \h
Varied activities

SYMBOL 183 \f "Symbol" \s 10 \h
Little, if any, routine work


Personal Development

1. Know themselves – 
2. Know their strengths and weaknesses-
3. Develop the ability to-

 “Behavioral Flexibility Approach”.

FOUR FACES OF FRANK
Analyst

Artist 

Good Buddy

Task Master

[image: image2.emf]Secrets of Motivation 

Rank 1 through 13 with 1 being the most important and so on

___Work with interesting people

___Interesting work

___Recognition

___Chance to develop new skills

___Working for people who listen if you have ideas about how to  do 

things better

___A chance to think for myself rather than just carry out instr uctions

___Seeing the end results of my work

___Working for efficient managers

___A job that is not too easy

___Feeling well informed about what is going on

___Job security

___High pay

___Good benefits


MOTIVATION

The need or drive that incites a person to some action or behavior
A process of providing Motives for Action
Indicators
Productivity

Quality of work

Promptness

Absenteeism

Grievances expressed

Accidents (as a result of carelessness)

Turnover

Agreement or disagreement
Motivation is not permanent

· The Three A’s of Motivation

· Awareness
· Analysis
· Action

Three Motives to Motivation
· Fear
· Incentive
· Growth
VALUES
A standard of desirability by which the individual chooses between alternate behaviors
Values-driven behavior

30%

Needs-driven behavior

70%


[image: image3.emf]Maslow’s Hierarchy of Needs

Maslow’s Hierarchy of Needs

P____________

P____________

P____________
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S_____, S_______

S_____, S_______

S_____

S_____

S___

S___

-

-

______

______
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-
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A___________
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JOHARI Window

PUBLIC

BLIND

PRIVATE

UNKNOWN

Known to SelfUnknown to Self

Unknown to Others

Known to Others


1. Public area or known to self area and others 

      - Includes the knowledge of the way you are coming across to others in your influence ability

2. Blind Area

      -  Area for example that you do not supply individuals, information on how to do their job or information which would make their work easier 

      - That unknown area to you represents difficulty at the work place  

3. Private area

          -  Involves things about your self or the situations at work your employees should be made aware of

          -  Maybe employees are not picking up on your verbal/ non-verbal responses to their requests since you may feel inadequate 

4. Unknown to us and others

      - Much like an iceberg

      - Represents past deep seeded experiences with a superior, peer or employee that was distasteful 

Understanding Yourself
· Assess how well you relate to other

·  Check how well you express yourself

·  Do you explain things that others can understand

·  What is your learning style

·  What is your leadership style

·  What is your personality trait type

·  Are you using referent power or other relevant positions 

·  Are you empathetic 

·  Do you walk the talk

2 Areas To USE

Feedback-

Disclosure- 

[image: image5.emf]67

JOHARI Window Perception and Projection


MY BACK AT WORK ACTION PLAN
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