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Amiables: Flexing to Analyticals
As an Amiable, you have much in common with Analyticals. You are similar on one of the 
two behavioral dimensions of style: Both of you are less assertive than most people. 
Consequently, Analyticals tend to appreciate your low-key ways. In flexing to Analyticals, 
your major challenge is to get in sync with some of their less-responsive behaviors. You 
can create a more effective working relationship with an Analytical by temporarily using 
some of the following four types of behavior, within each of which a number of specifics 
are mentioned. Do several, but not necessarily all, of the suggested specifics. You’ll 
probably think of additional ways to work better with the particular person you have in 
mind. 

Be More Task-
Oriented 

1. Be on time
2. Get right to business
3. Be a bit more formal
4. Maintain a somewhat reserved demeanor

De-Emphasize
Feelings

1. Decrease your eye contact
2. Limit your facial expressiveness
3. Limit your gestures
4. Avoid touch
5. Talk about what you think rather than what you feel
6. Don’t upset yourself over the Analytical’s impersonal 

and unfeeling manner

Be Systematic 1. Set high standards
2. Plan your work
3. Work your plan
4. Develop superior procedures
5. Continually improve procedures
6. Be more rigorous in following established procedures

Be Well 
Organized,
Detailed, and 
Factual

1. Be prepared
2. Have a well-organized presentation
3. Go into considerable detail
4. Give a sound rationale for narrowing the options
5. Mention the problems and disadvantages of your 

proposal
6. Show why your proposal is best
7. Provide accurate, factual evidence
8. Stick to business
9. Provide written support materials and follow up in 

writing
10. Be prepared to listen to more than you want to know
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Amiables: Flexing to Expressives
As an Amiable, you have much in common with Expressives. You are similar on one of 
the two basic dimensions of style: Both of you are more responsive than most people. 
Consequently, Expressives tend to appreciate your warmth, your friendliness, and your 
focus on people. Your major challenge in flexing to Expressives is to get in sync with 
some of their more-assertive behaviors. You should be able to create a more effective 
working relationship with an Expressive by temporarily using some of the following five 
types of behavior. Within each type or category of behavior, a number of specifics are 
mentioned. Do several, but not necessarily all, of the specifics within the type of behavior 
you plan to emphasize. You’ll probably think of additional ways to work better with the 
specific person you have in mind.

Pick Up the Pace 1. Move more quickly than usual
2. Speak more rapidly than is normal for you
3. Address problems quickly
4. Prepare to decide quickly
5. Implement decisions as soon as possible
6. Respond promptly to messages and requests
7. When writing, keep it short
8. Expect the hurry-up-and-wait phenomenon. 

Demonstrate 
Higher Energy

1. Maintain an erect posture
2. Use gestures to show your involvement
3. Increase the frequency and intensity of eye contact
4. Increase your vocal intensity
5. Move and speak more quickly

Focus on the Big 
Picture

1. Concentrate on high-priority issues
2. Present the main points and skip all but the most 

essential details
3. Nevertheless, make sure these details have attention

Say What You 
Think

1. Speak up more often
2. Tell more, ask less
3. Make statements that are definite, not tentative
4. Eliminate gestures that suggest you lack confidence
5. Voice your disagreements
6. Recommend a course of action, sell it with enthusiasm
7. Don’t gloss over problems

Facilitate Self-
Determination

1. Give Expressives freedom to achieve their vision
2. As it’s practical, let Expressives determine approaches
3. Don’t be a stickler for rules
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Amiables: Flexing to Drivers (Part 1)
As an Amiable you differ from the Driver on both of the basic dimensions of style: The 
Driver is more assertive and less responsive than you are. Thus, you experience more 
style-based differences with Drivers than with either Analyticals or Expressives, each of 
which has one basic dimension of behavior in common with you. As a result, you find 
more types of behavior you can modify when flexing to a Driver than when flexing to any 
other style. It’s not easy to change habitual behavior, even for a short time, so be sure to 
select just a few types of behavior to work on. You’ll probably think of additional ways to 
work better with the specific person you have in mind.

Pick Up the Pace 1. Move more quickly than usual
2. Speak more rapidly than is normal for you
3. Use time efficiently
4. Address problems quickly
5. Prepare to decide quickly
6. Implement decisions as soon as possible
7. Complete projects on schedule
8. Respond promptly to messages and requests
9. When writing, keep it short

Demonstrate 
Higher Energy

1. Maintain an erect posture
2. Use gestures to show your involvement
3. Increase the frequency and intensity of eye contact
4. Increase your vocal intensity
5. Move and speak more quickly

Be More Task-
Oriented 

1. Be on time
2. Get right to business
3. Be a bit more formal
4. Maintain a businesslike demeanor

De-Emphasize
Feelings

1. Limit your facial expressiveness
2. Limit your gestures
3. Avoid touch
4. Talk about what you think rather than what you feel
5. Don’t upset yourself if the Driver seems impersonal

Be Clear About 
Your Goals and 
Plans

1. Engage in goal setting
2. Set stretch goals
3. Plan your work
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Amiables: Flexing to Drivers (Part 2)
Say What You 
Think

1. Speak up more often
2. Tell more, ask less
3. Make statements that are definite, not tentative
4. Eliminate gestures that suggest you lack confidence
5. Voice your disagreements
6. Don’t gloss over problems

Cut to the Chase 1. Concentrate on high-priority issues
2. Present the main points and skip all but the most 

essential details
3. If in doubt, leave it out

Be Well 
Organized in Your 
Communication

1. Be prepared
2. Have a well-organized presentation
3. When making recommendations, offer two options for 

the Driver to choose between
4. Focus on the results of the action being discussed
5. Emphasize that you are recommending pragmatic 

ways of doing things
6. Provide accurate, factual evidence
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Amiables: Flexing to Other Amiables
When people of the same style work together, they may be too similar! They lack 
important differences that occur when people of two or more styles collaborate. Some 
style-based differences can be useful at times in developing productive work 
relationships. Thus, when relating to another Amiable, you may sometimes find it 
advantageous to temporarily use behaviors that are more characteristic of one of the 
other styles. For example, when two Amiables are working together, they may be more 
productive if one becomes more time-conscious and goal-oriented, calling attention to 
milestones and deadlines. Also, Amiables tend to create exceptionally harmonious 
working relationships. When two Amiables are collaborating, it’s often helpful if one 
strongly asserts a different point of view when that’s appropriate. Similarly, Amiables are 
so people-oriented that when they are engaged in a project, they may become less 
productive because of spending excessive time on interpersonal issues. Or, they may 
come up with a rather bland recommendation because of not wanting to rock the boat. 
Therefore, in relating to another Amiable make sure you don’t overuse style-based 
tendencies or use them when it’s inappropriate to do so. Also, look for times to add some 
of the strengths more characteristic of the other styles by temporarily modifying some of 
your behavior.
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Drivers: Flexing to Expressives (Part 1)
As a Driver, you have much in common with Expressives. You are similar on one of the 
two behavioral dimensions of style: Both of you are more assertive than most people. 
Consequently, Expressives tend to appreciate your energetic, fast-paced ways. In flexing 
to Expressives, your major challenge is to get in sync with some of their more-responsive 
behaviors. You’re able to create a more effective working relationship with an Expressive 
by temporarily using some of the following types of behavior, within each of which a 
number of specifics are mentioned. Do several, but not necessarily all, of the suggested 
specifics. You’ll probably think of additional ways to work better with the particular person 
you have in mind.

Make Personal
Contact

1. Don’t seem aloof
2. Be more casual and informal than usual
3. At the outset, touch base personally
4. Disclose something about yourself
5. Talk about what’s going on with other people, too
6. Look for opportunities for conversations that are not 

task-related

Focus More on 
Feelings

1. Be aware of what the Expressive is feeling
2. Acknowledge the Expressive’s feelings
3. Don’t overreact to the Expressive’s highs and lows
4. Show more feelings yourself
5. Demonstrate more enthusiasm
6. Don’t read to much into the Expressive’s “attacks”

Cooperate with
the Expressive’s 
Conversational 
Spontaneity

1. Allow enough time for the conversation
2. Keep a balance between flowing with an Expressive’s 

digressions and getting back on track
3. Spend time in mutual exploration
4. Be patient with overstatements
5. Be tactful in responding to contradictions in what the 

Expressive says

Be Open to the 
Expressive’s Fun-
Loving Side

1. Don’t get impatient if the Expressive indulges in humor
2. Be relaxed about a certain amount of fooling around
3. Try to create a more pleasant atmosphere for your 

conversation

Give the 
Expressive 
Recognition

1. Show appreciation for the Expressive’s contribution
2. Let the Expressive be in the spotlight
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Drivers: Flexing to Expressives (Part 2)
Communicate on 
the Expressive’s 
Wavelength

1. Summarize face-to-face communication in writing
2. Try to support the Expressive's vision
3. Steer clear of the nitty-gritty
4. Don’t overdo facts and logic
5. Highlight recommendations of others
6. Demonstrate concern for the human side
7. Recommend a particular course of action
8. Provide incentives when possible/appropriate

Provide 
Considerable
Freedom

1. Help Expressives put their personal stamp on what 
they do

2. Empower Expressives to do new things
3. Be willing to improvise when you can
4. Cater to their physical restlessness
5. Avoid power struggles
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Drivers: Flexing to Analyticals
As a Driver, you have much in common with Analyticals. You are similar on one of the two 
basic dimensions of style: Both of you are less responsive than most people. 
Consequently, Analyticals generally appreciate your focus on task and your objective 
approach to things. In flexing to Analyticals, your major challenge is to get in sync with 
some of their less-assertive behaviors. You should be able to create a more-effective 
working relationship with an Analytical by temporarily using some of the following four 
types of behavior, within which a number of specifics are mentioned. Do several, but not 
necessarily all, of the specifics within the types of behavior you plan to emphasize. You’ll 
probably think of additional ways to work better with specific Analyticals you have in mind.

Slow Your Pace 1. Talk slower
2. Don’t create unnecessarily tight deadlines
3. When it comes to making decisions, don’t rush the 

Analytical unnecessarily
4. Take time to be more thorough

Listen More, 
Listen Better

1. Talk less
2. Provide more and longer pauses to make it easier for 

the Analytical to get into the conversation
3. Invite Analyticals to speak
4. Reflect back to the speaker the gist of what you hear
5. Don’t interrupt
6. Don’t finish the other person’s sentences

Don’t Come on 
Too Strong

1. Decrease the intensity of your eye contact
2. Don’t gesture too emphatically
3. Decrease your vocal intensity
4. Lean back when you make a point
5. Phrase your ideas more provisionally
6. Be more negotiable

Communicate on 
the Analytical’s 
Wavelength

1. Be prepared
2. Go into considerable detail
3. Give a sound rationale for narrowing the options
4. Mention the problems and disadvantages of your 

proposal
5. Show why your proposal is best
6. Provide accurate, factual evidence
7. Stick to business
8. Provide written support materials and follow up in 

writing
9. Be prepared to listen to more than you want to know
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Drivers: Flexing to Amiables (Part 1)
As a Driver, you differ from the Amiable on both of the basic dimensions of style. The 
Amiable is less assertive and less responsive than you are. So you are likely to 
experience more style-based differences with Amiables than with either Analyticals or 
Expressives, both of whom have one basic dimension of behavior in common with you. 
As a result, there are more types of behavior that you can modify when flexing to an 
Amiable than when flexing to any other style. As you read the types of temporary 
adjustment of behavior that can help you get in sync with Amiables, select carefully the 
one to four types you think will help you work best with a particular Amiable. It’s not easy 
to change habitual behavior, even for a short time, so be sure to select only one to four 
types of behavior to work on. Within each type or category of behavior, a number of 
specifics are mentioned. Do several, but not necessarily all, of the specifics within the 
behavioral category you plan to emphasize. You’ll probably think of additional ways to 
work better with the specific Amiable you have in mind.

Make Genuine 
Personal Contact

1. Don’t seem aloof
2. At the outset, touch base personally
3. Disclose something about yourself
4. Look for opportunities for conversations that are not 

task-related.

Slow Your Pace 1. Talk slower
2. Don’t create unnecessarily tight deadlines
3. When it comes to making decisions, don’t rush the 

Amiable unnecessarily

Listen More, 
Listen Better

1. Talk less
2. Provide more and longer pauses to make it easier for 

the Amiable to get into the conversation
3. Invite Amiables to speak
4. Reflect back to the speaker the gist of what you hear
5. Don’t interrupt
6. Don’t finish the other person’s sentences

Don’t Come on 
Too Strong

1. Decrease the intensity of your eye contact
2. Don’t gesture too emphatically
3. Decrease your vocal intensity
4. Lean back when you make a point
5. Phrase your ideas more provisionally
6. Be more negotiable

Focus More on 
Feelings

1. Look at the person you are communicating with
2. Concentrate on the meaning of body language
3. Note how the person reacts
4. Show more feelings yourself
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Drivers: Flexing to Amiables (Part 2)
Be Supportive 1. Listen empathically so the Amiable feels heard and 

understood
2. Express sincere appreciation for the Amiable’s 

contributions
3. Lend a helping hand

Provide Structure 1. As you’re able, make sure the Amiable’s job is well 
defined and that goals are clearly established

2. Help the Amiable plan difficult projects and design 
complex work processes

3. Reduce uncertainty
4. Demonstrate loyalty

Demonstrate 
Interest in the 
Human Side

1. Invite Amiables’ input on matters that affect them
2. Show that other people support the idea you’re 

advancing
3. Discuss the effects of decisions on people and their 

morale
4. Provide an opportunity for Amiables to talk with others
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Drivers: Flexing to Other Drivers
When people of the same style work together, they may be too similar! They lack 
important differences that occur when people of two or more styles collaborate. Some of 
these style-based differences can be useful at times in developing productive work 
relationships. Thus when relating to another Driver, you will sometimes find it 
advantageous to temporarily use behaviors that are more characteristic of one of the 
other styles. For example, Drivers are often overly decisive. When a couple of Drivers are 
working together, they may be more productive if one of them suggests further exploration 
before making a decision. Also, Drivers tend to be exceptionally independent. When two 
Drivers are collaborating, it’s often helpful if one encourages interdependence by 
checking out what the other thinks. One of the two Drivers could help them both focus 
more on long-term impact rather than solely on short-term goals. Similarly, Drivers are so 
task-oriented that when two of them are engaged in a project, they may become less 
productive over time because neither one puts in the effort required to maintain a good 
working relationship. Or, they may come up with an otherwise brilliant recommendation 
that ultimately fails because they paid scant attention to the human side of the change 
they wish to implement. Therefore, in relating to another Driver, make sure you don’t 
overuse style-based tendencies or use them when it’s inappropriate to do so. Also, look 
for times to add some of the strengths more characteristic of the other styles by 
temporarily modifying some of your behavior. When two highly assertive Drivers work 
together, there’s always a danger that they’ll end up in a power struggle. This is the 
biggest threat to Driver-Driver relationships. If you find that you and another Driver are 
beginning to butt heads, temporarily find ways of being less assertive. Listen more and 
listen better. Decrease your vocal intensity, phrase your ideas more provisionally, and be 
more negotiable.

APPENDIX 12



Expressives: Flexing to Amiables
As an Expressive, you have much in common with Amiables. You are similar on one of 
the two behavioral dimensions of style: Both of you are more responsive than most 
people. Consequently, Amiables tend to appreciate your warmth, your friendliness, and 
your focus on people. In flexing to Amiables, your major challenge is to get in sync with 
some of their less-assertive behaviors. You create a more effective working relationship 
with an Amiable by temporarily using some of the following types of behavior, within each 
of which a number of specifics are mentioned. Do several, but not necessarily all, of the 
suggested specifics. You’ll probably think of additional ways to work better with the 
particular person you have in mind.

Slow Your Pace 1. Talk slower
2. Don’t create unnecessarily tight deadlines
3. When it comes to making decisions, don’t rush the 

Amiable unnecessarily

Listen More, 
Listen Better

1. Talk less
2. Provide more and longer pauses to make it easier for 

the Amiable to get into the conversation
3. Invite Amiables to speak
4. Reflect back to the speaker the gist of what you hear
5. Don’t interrupt
6. Don’t finish the other person’s sentences

Don’t Come on 
Too Strong

1. Decrease the intensity of your eye contact
2. Don’t gesture too emphatically
3. Decrease your vocal intensity
4. Lean back when you make a point
5. Phrase your ideas more provisionally
6. Be more negotiable

Be Supportive 1. Listen empathically so the Amiable feels heard and 
understood

2. Express sincere appreciation for the Amiable’s 
contributions

3. Lend a helping hand
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Expressives: Flexing to Drivers
As an Expressive, you have much in common with Drivers. You are similar on one of the 
two behavioral dimensions of style: Both of you are more assertive than most people. 
Consequently, Drivers tend to appreciate your energetic, fast-paced ways. In flexing to 
Drivers, your major challenge is to get in sync with some of their less-responsive 
behaviors. You create a more effective working relationship with a Driver by temporarily 
using some of the following four types of behavior, within each of which a number of 
specifics are mentioned. Do several, but not necessarily all, of the suggested specifics. 
You’ll probably think of additional ways to work better with the particular Driver you have 
in mind.

Be More Task-
Oriented

1. Be on time
2. Be a bit more formal
3. Get right to business
4. Stick to business

De-Emphasize
Feelings

1. Limit your facial expressiveness
2. Limit your gestures
3. Avoid touch
4. Talk about what you think rather than what you feel
5. Don’t upset yourself over the Driver’s impersonal and 

unfeeling manner

Plan Your Work
and Work Your 
Plan

1. Convert your dreams into goals and objectives
2. Be realistic
3. Plan your work
4. Deliver the goods

Be Well 
Organized in Your 
Communication

1. Be prepared
2. Have a well-organized presentation
3. When making recommendations, offer two options for 

the Driver to choose between
4. Focus on the results of the action being discussed
5. Be pragmatic
6. Provide accurate, factual evidence

Avoid Power 
Struggles

The Driver is more assertive than most people. You are too. 
Because of that, the two of you have much in common. 
However, when two such assertive people work together, 
there’s always the danger that sparks will fly. If that begins 
to happen, temporarily find ways of being less assertive. 
Listen more and listen better. Decrease your vocal intensity, 
phrase your ideas more provisionally, and be more 
negotiable.
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Expressives: Flexing to Analyticals (Part 1)
As an Expressive, you differ from the Analytical on both dimensions of style. The 
Analytical is less assertive and less responsive than you. So you may experience more 
style-based differences with Analyticals than with either Drivers or Amiables, each of 
whom has one of the basic dimensions of behavior in common with you. As a result, there 
are more types of behavior you can modify when flexing to an Analytical than when flexing 
to any other style. As you examine the following temporary adjustments of behavior that 
help you get in sync with Analyticals, select carefully the one to four types you think will 
help you work best with the particular person you’re relating to. You’ll probably think of 
additional ways to work better with the particular Analytical you’ll be flexing

Slow Your Pace 1. Talk slower
2. Don’t create unnecessarily tight deadlines
3. When it comes to making decisions, don’t rush the 

Analytical unnecessarily

Listen More, 
Listen Better

1. Talk less
2. Provide more and longer pauses to make it easier for 

the Analytical to get into the conversation
3. Invite Analyticals to speak
4. Reflect back to the speaker the gist of what you hear
5. Don’t interrupt
6. Don’t finish the other person’s sentences

Don’t Come on 
Too Strong

1. Decrease the intensity of your eye contact
2. Don’t gesture too emphatically
3. Decrease your vocal intensity
4. Lean back when you make a point
5. Phrase your ideas more provisionally
6. Be more negotiable

Be More Task-
Oriented

1. Be on time
2. Be a bit more formal
3. Get right to business

De-Emphasize
Feelings

1. Limit your facial expressiveness
2. Avoid touch
3. Talk about what you think rather than what you feel
4. Don’t upset yourself over the Analytical’s impersonal 

and unfeeling manner
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Expressives: Flexing to Analyticals (Part 2)
Be Systematic 1. Set high standards

2. Plan your work
3. Work your plan
4. Develop superior procedures
5. Continually improve procedures
6. Be more rigorous in following established procedures

Be Well 
Organized,
Detailed, and 
Factual

1. Be prepared
2. Have a well-organized presentation
3. Go into considerable detail
4. Give a sound rationale for narrowing the options
5. Mention the problems and disadvantages of your 

proposal
6. Show why your proposal is best
7. Provide accurate, factual evidence
8. Stick to business
9. Provide written support materials and follow up in 

writing
10. Be prepared to listen to more than you want to know
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Expressives: Flexing to Other Expressives
When people of the same style work together, they may be too similar! They lack 
important differences that occur when people of two or more styles collaborate. Some of 
these style-based differences can be useful at times in developing productive work 
relationships. Thus when relating to another Expressive, you may sometimes find it 
advantageous to temporarily use behaviors that are more characteristic of one of the 
other styles. For example, Expressives are often entertaining. When a couple of 
Expressives are working together, they may be more productive if one becomes more 
serious. Also, Expressives typically focus on the big picture. When two Expressives are 
collaborating, it’s often helpful if one calls their attention to details. One of the two 
Expressives could help them both focus more on a systematic approach. Similarly, 
Expressives are so out-front and talkative that when they are engaged in a project they 
may become less productive over time, because neither of them puts in the effort required 
to listen and allow the other to shine, too. Or they may come up with a visionary 
recommendation that ultimately fails because they paid scant attention to the needs in the 
styles of the people who would have to implement the plan. Therefore, in relating to 
another Expressive, make sure you don’t overuse style-based tendencies or use them 
when it’s inappropriate to do so. Also, look for times to add some of the strengths more 
characteristic of the other styles by temporarily modifying some of your behavior. When 
two highly assertive Expressives work together, there’s always a danger that they’ll end 
up in a power struggle. This is the biggest threat to Expressive-Expressive relationships. 
If you find that you and another Expressive are beginning to butt heads, temporarily find 
ways of being less assertive. Listen more and listen better. Decrease your vocal intensity, 
phrase your ideas more provisionally, and be more negotiable.
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Analyticals: Flexing to Drivers
As an Analytical, you have much in common with Drivers. You are similar on one of the 
two basic dimensions of style: Both of you are less responsive than most people. 
Consequently, Drivers tend to appreciate your focus on task and your objective approach 
to things. In flexing to Drivers, your major challenge is to get in sync with some of their 
more-assertive behavior. Temporarily use some, but not all of the following behavior. You’ll 
think of additional ways to work better with the specific Driver you have in mind.

Pick Up the Pace 1. Move more quickly than usual
2. Speak more rapidly than is normal for you
3. Address problems quickly
4. Prepare to decide quickly
5. Implement decisions as soon as possible
6. Complete projects on schedule
7. Respond promptly to messages and requests
8. When writing, keep it short

Demonstrate 
Higher Energy

1. Lean into the conversation
2. Use gestures to show your involvement
3. Increase the frequency and intensity of eye contact
4. Increase your vocal intensity
5. Move and speak more quickly

Avoid Details,
Theory & History

1. Concentrate on high-priority issues
2. Present main points; skip all but the essential details
3. Don’t get sidetracked in theory or in recounting the 

history of a problem or solution

Say What You 
Think

1. Speak up more often
2. Tell more, ask less
3. Make statements that are definite, not tentative
4. Eliminate gestures that suggest you lack confidence
5. Voice your disagreements
6. Don’t gloss over problems

Be Practical and 
Results-Oriented

1. Focus on the results of the action being discussed
2. Emphasize that it’s a pragmatic approach.

Facilitate Self-
Determination

1. Give Drivers freedom to set their own objectives
2. As it’s practical, let Drivers determine approaches
3. When making a recommendation, give Drivers a 

couple of options
4. When presenting options, provide a factual summary
5. Don’t be a stickler for rules
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Analyticals: Flexing to Amiables
As an Analytical, you have much in common with Amiables. You are similar in that both of 
you are less assertive than most people. Amiables appreciate the similarity of your pacing 
and that you aren’t as pushy as many of the more assertive people. In flexing to 
Amiables, your prime challenge is to get in sync with some of their more-responsive 
behavior. Do several, but not all, of the specifics within the behavioral category you plan 
to emphasize. You’ll think of additional ways when you identify a particular Amiable. 

Make Genuine 
Personal Contact

1. Don’t seem aloof
2. When appropriate, be more casual and informal
3. At the outset, touch base personally
4. Disclose something about yourself
5. Make the most of opportunities for conversations that 

are not task-related

Focus More on 
Feelings

1. Look at the person you are conversing with
2. Concentrate on the meaning of body language seen
3. Note how the other person reacts
4. Demonstrate more feelings yourself

Be Supportive 1. Listen empathically so the Amiable feels heard and 
understood

2. Express sincere appreciation for Amiables’ work
3. Lend a helping hand

Provide Structure 1. As you’re able, make sure the Amiable’s job is well 
defined and that goals are clearly established

2. Help the Amiable plan difficult projects and design 
complex work processes

3. Reduce uncertainty
4. Demonstrate loyalty

Demonstrate 
Interest in the 
Human Side

1. Invite Amiables’ input on matters that affect them
2. Discuss the effects of decisions on people and their 

morale
3. Provide an opportunity for Amiables to talk with others 

before committing to a decision

Don’t Overdo 
Facts and Logic

1. Edit out of your conversation any facts that are not 
absolutely necessary to making your point

2. Don’t overdo the appeal to logic
3. Don’t be coercive in your use of facts and logic
4. Show that other people support the idea you’re 

advancing
5. Note factors that minimize the risk of your proposal
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Analyticals: Flexing to Expressives (Part 1)
As an Analytical, you differ from the Expressive on both dimensions of style. The 
Expressive is both more assertive and more responsive than you. So you may experience 
more style-based differences with an Expressive than with either a Driver or an Amiable, 
each of whom has one of the basic dimensions of behavior in common with you. As a 
result, there are more types of behavior that you can modify when flexing to an 
Expressive than when flexing to any other style. As you read the types of temporary 
adjustment of behavior that help you get in sync with Expressives, carefully select the one 
to four types you think will help you work best with the particular person you’re relating to. 
It’s not easy to change habitual behavior, even for a short time, so be sure to select only 
one to four types of behavior to work on. Within each type or category of behavior, a 
number of specifics are mentioned. Do several, but not necessarily all, of the specifics 
within the behavioral categories you plan to emphasize. You’ll probably think of additional 
ways to work better with the particular Expressive you’ll be flexing to meet.

Make Personal
Contact

1. Don’t seem aloof
2. When the situation permits, be more casual and 

informal than usual
3. At the outset, touch base personally
4. Disclose something about yourself
5. Talk about what’s going on with other people, too
6. Make the most of opportunities for conversations that 

are not task-related

Pick Up the Pace 1. Move more quickly than usual
2. Speak more rapidly than is normal for you
3. Address problems quickly
4. Prepare to decide quickly
5. Implement decisions as soon as possible

Demonstrate 
Higher Energy

1. Lean into the conversation
2. Use more and bigger gestures
3. Increase the frequency and intensity of your eye 

contact
4. Increase your vocal intensity
5. Change your posture now and then

Focus More on 
Feelings

1. Be aware of what the Expressive is feeling
2. Acknowledge the Expressive’s feelings
3. Don’t overreact to the Expressive’s highs and lows
4. Show more feelings yourself
5. Demonstrate more enthusiasm
6. Don’t read to much into the Expressive’s “attacks”
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Analyticals: Flexing to Expressives (Part 2)
Cooperate with
the Expressive’s 
Conversational 
Spontaneity

1. Allow enough time for the conversation
2. Keep a balance between flowing with an Expressive’s 

digressions and getting back on track
3. Spend time in mutual exploration
4. Be patient with overstatements
5. Be tactful in responding to contradictions in what the 

Expressive says

Be Open to the 
Expressive’s Fun-
Loving Side

1. Don’t get impatient if the Expressive indulges in humor
2. Be relaxed about a certain amount of fooling around
3. Try to create a more pleasant atmosphere for your 

conversation

Give the 
Expressive 
Recognition

1. Show appreciation for the Expressive’s contribution
2. Let the Expressive be in the spotlight

Say What You 
Think

1. Speak up more often
2. Tell more, ask less
3. Make statements that are definite, not tentative
4. Eliminate gestures that suggest you lack confidence
5. Voice your disagreements
6. Don’t gloss over problems

Communicate on 
the Expressive’s 
Wavelength

1. Communicate face-to-face 
2. Try to support the Expressive's vision
3. Focus on the big picture
4. Don’t overdo facts and logic
5. Highlight recommendations of others
6. Demonstrate concern for the human side
7. Recommend a particular course of action
8. Provide incentives when possible/appropriate

Provide 
Considerable
Freedom

1. Help Expressives put their personal stamp on what 
they do

2. Empower Expressives to do new things
3. Don’t be a stickler for rules
4. Be willing to improvise when you can
5. Cater to their physical restlessness
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Analyticals: Flexing to Other Analyticals
When people of the same style work together, they may be too similar! They lack 
important differences that occur when people of two or more styles collaborate. Some of 
these style-based differences can be useful at times in developing productive work 
relationships. Thus, when relating to another Analytical, you may sometimes find it 
advantageous to temporarily use behaviors that are more characteristic of one of the 
other styles. For example, Analyticals are often indecisive. When two Analyticals are 
working together, they may be more productive if one becomes more decisive. Also, 
Analyticals tend to be exceptionally focused on details. When two Analyticals are 
collaborating, it’s often helpful if one challenges the need for so much detail. One of the 
two Analyticals could help them both focus more on the big picture. Similarly, Analyticals 
are so task-oriented that when two of them are engaged in a project, they may become 
less productive over time because neither of them puts in the effort required to maintain a 
good working relationship. Or they may come up with a sound recommendation that 
ultimately fails because they paid scant attention to the human side of the change they
proposed. Therefore, in relating to another Analytical, make sure you don’t overuse style-
based tendencies or use them when it’s inappropriate to do so. Also, look for times to add 
some of the strengths more characteristic of the other styles by temporarily modifying 
some of your behavior. More than most people, Analyticals have a need to be right. 
Unless this tendency is tempered, it makes them less open to other people’s ideas and 
less negotiable than most people. So even though Analyticals are less assertive than 
most people, when two of them work together, it’s not unusual for them to get locked in a 
power struggle about the way to proceed. If you find that you and an Analytical co-worker 
are getting deadlocked about issues, listen more and listen better. Phrase your ideas 
more provisionally and be more negotiable.
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