
Working with others, think of the actions you can take to be at an Exceptional or High level of adaptability. 
When you see yourself moving to a Moderate or Low adaptability level, pause and identify the actions you 

can take to be more adaptable. Look for signs of low adaptability in others and help them be more 
adaptable by addressing their focus and tendency areas.. 

     

INTERPERSONAL ADAPTABILITY  
Using your Style to Adapt 

Amiable 
Exceptional/High: 
• More focused on tasks 
• Encouraging healthy debate 
• Taking the lead on projects 
• Balanced focus on people & tasks 
• Supportive and dependable 

Moderate/Low: 
• Inattentive to tasks 
• Avoiding conflicts/waiting to see what   

will happen 
• Permissive/allowing others to take charge 
• More dependent on others 
• Not speaking up/sharing opinions 

Analytical 
Exceptional/High: 
• Being decisive 
• Appropriately using facts 
• Spending time to relate to others 
• Contributing your ideas 
• Speaking up without being asked 
• Empathizing with others 
 Moderate/Low: 
• Taking a long time to reach decisions 
• Over-reliance on facts/details 
• Working more independently 
• Cautiousness is creating delays 
• Withholding information 

Driving 
Exceptional/High: 

• Listening to others 
• Asking others for input 
• Letting others take the lead 
• Telling people you appreciate them 
• Revealing your feelings 
• Empathizing with others 

 Moderate/Low: 
• Showing low tolerance for inefficiency 
• Working more independently 
• When pushed, you may be aggressive 
• More controlling to get results 
• Less patient with “people issues” 

Expressive 
Exceptional/High: 

• Creating an energizing environment 
• Adapting to situations easily 
• Seeing the big picture /taking action 
• Moderating pace to meet others 
• Involving others in idea generation 
• Wanting to hear other’s ideas 

 Moderate/Low: 
• Overemphasizing own opinion 
• Impatient/cutting others off 
• Reluctant to listen to others 
• Distracted/unfocused 
• Vague in communication 
• Showing frustration/irritation to others 

Focus: Accuracy 
Tendency: Thinking 
Blind Spot: Analysis 

Paralysis 

Focus: Results 
Tendency: Action 

Blind Spot: Lack of 
Listening 

Focus: People & Support 
Tendency: Relationship 

Building 
Blind Spot: Not Speaking 

Up 

Focus: Ideas & 
Endorsements 

Tendency: Spontaneity 
Blind Spot: Impulse 

Control 
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