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Introduc on
What are the factors that drive superior individual performance?
The DYNAMIX pro le is a unique tool because it helps you evaluate this ques on. It all
starts with increased self-awareness. This can lead to greater knowledge about the world
around you. The knowledge that is gained through elevated self-awareness can help you
develop a greater understanding of your personal preferences and behaviors. The way
that you express your preferences is a major factor in determining the quality of the
results you are able to achieve when you interact with other people.
Groundbreaking research by Carl G. Jung in the 20th century provided a psychological
construct that forms the basis of our understanding related to psychological types. This
understanding allows us to iden fy and categorize certain observable behaviors. As a
result, it is o en possible to explain behavior and the impact of behavior even if it is not
always possible to understand all aspects of it. The science of human behavior is inexact
and dynamic. The DYNAMIX pro le is constructed using our 21st century understanding
of the principles ar culated by Dr. Jung.
Awareness of communica on styles or psychological preferences alone will not drive
superior performance. Consequently, DYNAMIX is a star ng point on a journey of
ongoing personal development. There are a number of important factors that contribute
to superior individual performance. These factors are independent of behavioral
preferences and are not limited to speci c psychological types.
The pro le will help you iden fy and understand certain preferences and behaviors so
that you can make subtle adjustments to what you say and do. This allows you to
determine how you respond to changes in your day-to-day environment. It also helps you
understand what to do in order to connect with the many di erent people in your
environment. The ability to adjust one’s ac ons and reac ons in an authen c and
e ec ve manner is a key to superior individual performance.
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The pro le cannot and does not purport to assess any of the following things:

•
•
•
•
•
•

Skills, capabili es and competencies
The impact of life experiences
Educa on
Intelligence
Personal values
Cultural and environmental reali es

The rst sec on of DYNAMIX measures behavioral preferences based on your responses
to a series of 3 di erent types of statements.

• Statements iden fying degrees of preference for how you project into extraversion
and introversion.
• Statements iden fying degrees of preference for how you make decisions based
upon your focus on tasks or rela onships.
• Statements iden fying the methodology that you use to process informa on based
upon having a vision for what things can become versus the measurement of how
things currently are
The second sec on of DYNAMIX examines key indicators of success based upon four
dimensions of performance criteria. We have observed that a delicate mixture of
Courage, Growth, Commitment and Discipline drives superior individual performance. An
imbalance in any of these four key indicators of success can create challenges and may
become a limi ng factor in personal performance. This sec on of the pro le will provide
you with helpful ideas based on your responses to statements that assessed the following:

•
•
•
•

How you exercise courage in pursuit of your objec ves
How focused you are on personal growth and expanding your scope and thinking
How deeply commi ed you are to the people who surround you
How disciplined you are in the way you approach assignments

The DYNAMIX pro le is driven en rely by your responses to a series of carefully
researched statements. It will allow you to iden fy strengths and any opportuni es that
might exist for improvement. The pro le is your assessment of yourself. All of us can
develop and grow if we are willing to do so. O en, the best star ng place is to begin with
your strengths. We believe that ongoing step-by-step development is one of the
fundamental keys to superior individual performance. Welcome to the process!
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John Smith

COMMUNICATION STYLE

John 's Personal Preferences
This sec on represents an overview of your unique psychological preferences and how
you prefer to communicate and interact with others.
John will uncover what is really important and focus on it. He is a highly logical and
decisive person who is capable of coming up with quick solu ons. He is generally
organized in his work and his personal life. Although he may be an excellent planner, he is
more mo vated by ge ng the job done. He makes e orts to improve his performance
and e ciency and expects others to do the same. Compe ve, he is mo vated by big
goals and projects.
The more he reaches out to others for ideas and support, the more e ec ve he will be. He
likes to be in control and will tell people clearly and directly what he needs and wants
from them. He brings big ideas and fresh thinking to any challenge. Enjoying a high level of
energy and the capacity to do many things concurrently, John can put the bar so high that
others might be discouraged. He wishes to make every second count and is able to turn
nega ve situa ons into posi ve opportuni es. An avid learner, he prefers to study
prac cal subjects that will help him to achieve his goals.
Tenacious by nature, John generally tackles problems head on. He is likely to enjoy being
surrounded by people that resemble his style and may display a lack of interest in ge ng
to know people that do not share his values. He focuses on the vision and the big picture
but may some mes lose sight of the me and e ort required to complete the project.
While he appreciates recogni on for his e orts, obtaining results is more important to
him. He may lack enthusiasm if he is exposed to too much rou ne on a daily basis. He likes
projects where he can be in control and manage all of the details.
Determined to do things correctly from the start, John can iden fy the weaknesses in
most situa ons and rapidly nd a way to correct them. His desire to do well will help him
to succeed in many di erent areas. He can be trusted to work on many tasks at the same
me, however, he must be careful not to overlook all of the details. He will listen carefully
and analyze the pros and cons before giving his opinion. John is always looking for new
and be er ways of doing things. He is a realis c and pragma c thinker.
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John Smith

COMMUNICATION STYLE

John is recognized for his straigh orwardness in his interpersonal rela onships. He may
not enjoy doing repe ve and detail work but you can rely on him to get it done. John is
seen as energe c and inven ve, with a genuine talent for communica ng. When under
pressure, he will tend to become more anxious. He has the ability to encourage and
persuade others to get more done and to have fun doing it. John is animated and fun to
be around.
His inward focus could account for his some mes detached a tude to what is going on
around him. His ra onal style may be seen as too cri cal at mes. John can show he cares
through his ac ons and values the company of others in a more conceptual way. He will
put in extra e orts to exceed people's expecta ons, making him seem overly ambi ous to
some. Annoyed by wasted me and placing great importance on knowledge, he can feel
frustra on and lose pa ence with people who he deems as less focused. He may become
annoyed if others try to push him or interfere with his planning.
When pushed, he may back o to avoid con ict, knowing that confron ng someone head
on may not always x the problem. Having a lot of ambi on and endurance, John is proud
of his abili es and appreciates others who share his desire to win. He is not likely to be
concerned about living up to other people's standards or expecta ons. He can be tough
on himself and is likely to push others almost as much as he pushes himself. He likes to
in uence and inspire others and will persist even when they object. He prefers facing
challenges directly and does not like it when people avoid doing what must be done.
John can quickly understand the fundamental facts and make logical rather than
emo onal decisions. He will do the research required to make an e ec ve decision,
however, will rely a great deal on his own experiences. He tends to trust his intui on and
ins ncts when making decisions. He is very percep ve and, while details are important,
achieving results is his main mo va on. Whenever he is afraid of failing, his tendency to
look to the future will help him transform the situa on into something favorable. He
appreciates being approached in a direct and honest way and will be most in uenced by a
well thought-out logical argument.
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COMMUNICATION STYLE

He is curious and inquisi ve, always looking for new ways of doing things. While he will
work hard to achieve team goals, he will not lose site of his personal ones. While he
understands the importance of conduc ng a detailed analysis, he prefers to focus on the
big picture when making decisions. He may have di culty in deciding based on factual
informa on only. Some may think that his ideas and decisions are not thought through
enough. At mes, he can be dealing with so many thoughts and situa ons that he has a
hard me deciding on the best path to follow.
If he thinks that something is not logical, he will delay his decision un l he has all the facts
on hand. His need to act rapidly in some situa ons could mo vate him to carry out
decisions quickly, which may cause him not to get buy-in from his en re team. When
making decisions, he will generally consider others' opinions along with the facts. He will
take calculated risks and will make fast adjustments if things do not go as planned. He is
interested in arguments that can be proven. He is curious, exible and inven ve.

www.peakperformance2.com
©Copyright 2010 Forma on Paul Fergus & Assoc. Ltd.

3

COMMUNICATION STYLE

John Smith

Strategies to Communicate E ec vely with John
In order to improve your communica on with John , consider these ideas and strategies.
Adap ng to John 's style will help him to perform at his best.
When you interact with John , you should:
Acknowledge his need to look at the agenda prior to the mee ng so he can add his
ideas.
Request his help and guidance.
Make your point quickly and con dently.
Respect his wish to be in control.
Be friendly but do not patronize him.
Present data and facts in a pragma c manner.
Brainstorm theories and hypotheses.
Focus on the posi ves.
Insist on the priori es.
Respect that he is a big-picture thinker.
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COMMUNICATION STYLE

John Smith

Things to Avoid when Communica ng with John
In order to communicate more e ec vely with John , you should avoid doing these things.

When you interact with John , DO NOT:
Arrive late or unprepared for a mee ng.
Be hesitant or uncertain.
Dictate what and how things should be done.
Alter your point of view too quickly.
Be boring or repeat yourself.
Be ambivalent or unclear.
Be unasser ve or unfocused.
Assign tedious or boring responsibili es to him.
Prevent him from ge ng involved in the conversa on.
Restrict him with too many rules.
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John Smith

John 's Strengths
Your pro le outlines speci c strengths that correspond with your responses to the
evaluator. The strengths below relate directly to the preferences you iden ed in your
responses.
Here are some of John 's strengths:
Looks towards the future and has an op mis c outlook.
Decisiveness and strong goal orienta on.
Nego ates vigorously and will not give up easily.
Keeps an eye on the things that ma er and will focus on achieving results.
Inquisi ve about processes and how to improve them.
Can be both a commanding and a popular leader.
Con nually searches for be er ways of doing things.
Fosters a climate of trust.
Exhibits an amazing amount of energy.
Loves to discuss and debate prac cal issues.
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COMMUNICATION STYLE

John Smith

John 's Team Performance Strengths
You are probably a member of many di erent teams. All of these teams will bene t from
your unique set of preferences. Here is a list of the ways that your strengths may be
helpful to your team.
As a member of a team, John :
Feels a need to act quickly.
Can make di cult decisions quickly.
Will stand up for anything he believes in.
Generates original and thought-provoking ideas.
Is able to manage administra ve tasks and details.
Will connect well with most people in a social se ng.
Likes to be involved in every step of the plan.
Encourages the team to accomplish more than they believe is possible.
Looks for harmony and achievement simultaneously in tasks and projects.
Will approach and interact with anyone, par cularly those who appear to be le
out.
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COMMUNICATION STYLE

John Smith

John 's Poten al Challenges
When a strength is overused or exaggerated, it can become a weakness or challenge. Our
strengths can become weaknesses during periods of stress or even when we are not
feeling at our best.
Below is a list of possible challenges:
Can become stressed if he loses control.
May speak prior to analyzing all of the op ons.
His fast pace and desire to get things done may o end others who prefer a more
involving style.
May make some decisions too quickly.
May not always seize the opportunity to ful ll the needs of others.
Likes to ques on certain ways of doing things.
May create a chao c atmosphere by pursuing too many ideas at the same me.
May address challenges that require pa ent analysis without much enthusiasm.
While he has excellent ideas, it is important to speak up and share them openly
with his team.
May comment before thinking.
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COMMUNICATION STYLE
John 's Opportuni es to Know and Grow

Many things can prevent us from developing to our full poten al. Gaps in our awareness
are o en a major cause of percep ons and behaviors that impede our progress. The
problem is that we o en observe nega ve behavior in others but fail to recognize or
acknowledge our own glaring weaknesses. What we fail to see or do not wish to
acknowledge can limit us in a variety of ways. This sec on of DYNAMIX should be
considered carefully. It is poten ally the most challenging page in the pro le. It may be
helpful to discuss it with a person who knows and understands you well so that you have
addi onal valida on and perspec ve.
Some people may perceive John 's con dent style as being in mida ng and overly
demanding. John will be more produc ve if he is able to move towards his strategic goals.
Being rather independent, he nds it hard to share his emo ons, thoughts and worries
with other people. John may make a few mistakes by ac ng too quickly, however, he will
x the problem just as fast and move on.
John likes to go to the heart of a problem and emo onal appeals for change will not
in uence him. He should make more e orts to deal with people issues and personal
challenges. John may not gather all of the important informa on or take the me to fully
comprehend the situa on, which may lead to a wrong conclusion. He might have
di cul es in keeping his commitments when he takes on too many responsibili es.
Since John likes to stay open to various solu ons and to anything that is new, some may
see him as hesitant. Even though he tries, he may not always follow through with his
ideas. John trusts his gut feelings, o en ignoring informa on that is more based on facts.
He likes to be seen as an expert and someone that people respect and look up to.
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John Smith

Adap ng to Others
You already know how to communicate e ec vely with people that have a similar
communica on style. You may nd it more di cult communica ng with people that
have your opposite or least-used style. Here are some ideas and strategies that you can
use to communicate more e ec vely with these people. ("His", "her" or "him" in the
following statements refer to the person YOU ARE ADAPTING to.)
John should DO MORE of the following when communica ng with a person that has his
opposite or least-used style – DO MORE:
Focus on his strengths.
Be ready and willing to chat about personal issues.
Be ready to nego ate issues without rushing to a rapid conclusion.
Ensure that you focus on the human dimension of any task you discuss.
Be open and honest with him and respect his values.
Always solicit his coopera on.
John should DO LESS of the following when communica ng with a person that has his
opposite or least-used style – DO LESS:
Hope for quick buy-in of new ideas or changes.
Try to manipulate or pressure him.
Assume that his pleasant nature is a sign that he agrees with you.
Give nega ve feedback without poin ng out some posi ves.
Expect to keep his interest if you only concentrate on the task, ignoring the people
issues.
Get lost in rules and regula ons.
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John Smith

John Will be Most E ec ve When ...
We all func on in organiza ons and environments. This part of DYNAMIX suggests ideas
that would allow you to iden fy elements that may be important to ensuring that you can
operate e ec vely.
John will perform at his best in a type of environment in which:
Informa on and data are easy to access.
Everyone is mindful of his systema c and accurate methods.
Crea ve, enthusias c and fun people s mulate his innova ve side.
The workplace is designed to allow for easy discussions with team members.
Challenges are discussed, along with possible solu ons.
His colleagues are well organized, persistent and con dent.
People communicate in a straigh orward and direct way.
Everybody has a well-de ned strategy.
There is one challenge a er another.
He is recognized for his good work.
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John Smith

What John Needs from Others
People who lead us or work with us can in uence our e ec veness. This part of DYNAMIX
provides ideas for those who work with you to help you ensure that your working
environment will be a produc ve one. Discuss it with your colleagues or your boss!
In order for John to perform at his best, he may bene t from the following:
Encouragement to explore be er ways of doing things.
Be persuaded by sound-minded arguments rather than emo onal ones.
Help with any issues that involve a human factor.
Be conscious of his high-energy work tempo and the repercussions on other
people.
Impar al, straigh orward and direct feedback.
Be aware that his task focus could upset some people.
Knowing he is on the right track.
A trus ng leader that will let him take control and responsibility for the task or
project.
Responses that are clear, precise and logical.
Being more laid-back and less demanding on his teammates.
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John Smith

How to Mo vate and Engage John
All of us like to feel as if our work ma ers and that we are appreciated and needed. Here
are some addi onal sugges ons that will provide hints into how you prefer to be
mo vated and engaged.
What tends to mo vate and engage John :
Knowing that he is appreciated by the team.
A level of authority that is equal to his level of responsibili es.
To be listened to with an open mind, without judgment.
Frequent breaks from repe ve or rou ne tasks.
Being consulted on major issues.
Team members with talent and who wish to succeed.
Finding new ways to solve enduring problems.
Time o to think and clear his mind.
Involvement in animated debates.
Learning from his mistakes.
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John Smith

John 's Leadership, Coaching & Management Style
When John leads, manages and coaches others, he will display his dominant preferences
and strengths as well as some of his weaknesses. Here are some of the strengths and
challenges that you have iden ed in your responses.
When leading, managing and coaching others, John may:
Communicate in a quiet and composed tone.
Be perceived to exaggerate successes or challenges.
Mediate con icts and look for win-win solu ons.
Be too permissive with others and grant them too much liberty.
Review informa on quickly while keeping the big picture in mind.
Be an inspira on because of his ambi on and focus.
Think that everyone should be as commi ed and work as hard as he does.
Urge people to surpass the objec ves and do the impossible.
Be irritated by people who do not work as fast as him.
Become frustrated with people who spend too much me analyzing the details.
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John Smith

Strategies to Improve Performance
This sec on of DYNAMIX provides an opportunity for re ec on. All of us have challenges
and strengths that we can develop. Based on responses to the evaluator, John should
consider the following ideas or strategies to improve his performance.
Be more open to others' thoughts and opinions.
Say 'no' or renegociate deadlines when he knows that he has too many important
priori es.
Reduce the number of mes he intervenes during a mee ng.
View a cau ous approach as a sign of wisdom.
Show more enthusiasm.
Ask the advice of experts before going ahead with process improvements.
Ask for assistance in interpre ng the data and results.
Check to see if others share and value his analysis.
Not exaggerate as much and try to present his ideas in a more realis c and logical
way.
Invest addi onal me into planning.
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John Smith

The DYNAMIX® In uencing Model
Each day we in uence others and promote our thoughts, ideas and opinions. In our
organiza ons and outside them, we may seek to in uence people to use our products or
services. DYNAMIX has a simple 5-Step Model that re ects how we typically go about
in uencing others. By improving in each dimension of in uencing, we can enhance our
ability to use our in uence posi vely and e ec vely.

Preparation

Listening & Asking

Presenting Solutions

Removing Barriers

Conclusion & Follow-up
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John Smith

John 's DYNAMIX® In uencing Style
Our style of in uencing is largely a func on of our preferences. We become comfortable
doing certain things or adop ng par cular approaches. This is o en a re ex – not
something we spend a great deal of me analyzing. The paragraphs that follow describe
your typical in uencing style in the context of your current environment.
Although he is always looking out for new opportuni es, he must be careful to complete
one project before going on to the next one. He likes to talk about himself and his
experiences, and some clients may want him to focus more on their issues and challenges.
People view John as a posi ve and outgoing person. He always has something to say and
nds the right words in prac cally every situa on. His fast and direct style may o end
some of his more passive and laid-back clients. He operates at a fast pace and is able to
remain mo vated even when facing rejec on from a client. John is readily available to
assist others in nego a ons.
John easily convinces clients to adopt his solu on. He takes on numerous projects at the
same me but may not keep track of every detail along the way. At mes, he could ignore
others' opinions, which could frustrate certain clients. John is perceived as knowledgeable
by his clients and is respected for his skills. John is mo vated by clients who challenge his
imagina on and ability to make the impossible happen. He is respected by his clients and
works hard at keeping them happy.
He is acutely aware of his clients' feelings and adapts to their personality, while staying in
tune with their business needs. John has the ability to revert to di erent styles of
communica on that make him very e ec ve with most clients. Clients who a ack him
personally will demo vate him. Although he is aware that it takes a lot of me to build
enduring business rela onships, he can't help but think that, at mes, he could have
moved the process along faster from the beginning. He's relaxed manner can lead clients
to believe that he won't be able to deliver, but he will do what it takes to exceed their
expecta ons. A er mee ng with a client whose approach is direct and asser ve, he will
need to take some me to reenergize.
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John Smith

Prepara on
The more and be er you prepare, the more e ec ve you will be. Consider the following
strengths and areas to improve when preparing to in uence others.
John ’s strengths when preparing are:
Puts all of his energy into the task at hand.
Will iden fy all of the possible decision makers and in uencers involved in the
project and prepare based on their needs.
Demonstrates perseverance.
Sets objec ves that are immediate as well as long term.
Uncovers di erent op ons for his clients.
Does extensive research in order to be er understand his client's pro le as well as
their compe on.
John could prepare more e ec vely by doing the following:
Come up with the most appropriate strategy to help him build solid and las ng
rela onships with clients.
Understand that clients might feel in midated by his forceful approach.
Establish a ainable melines for everyone involved in the process, including
himself.
Do extensive research in order to be er understand the client, the person he's
dealing with, and the company.
Remind himself that good prepara on will achieve good results.
Try to understand that some elements cannot be measured or controlled
completely.
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John Smith

Listening and Asking
Listening e ec vely and asking good ques ons will ensure that you iden fy people’s
needs, desires and challenges. Consider the following strengths and areas to improve
when iden fying people’s needs.
John ’s strengths when uncovering people’s needs:
Quickly grasps what the client is looking for.
Can uncover the clients' hot-bu on issues to s mulate their vision and dreams.
Has a direct and clear communica on style.
Strategically analyzes every aspect of the client's situa on.
Challenges clients to analyze the bene ts of change and the consequences of doing
nothing at all.
Will focus on priority issues that will make a real di erence for the client.
John could uncover people’s needs more e ec vely by doing the following:
Make sure that all of the details are dealt with, even if they may ini ally seem
unimportant.
Be careful not to assume that he knows what his client wants before asking some
consulta ve ques ons.
Talk less about himself.
Avoid jumping from one subject to another.
Express more friendliness and show more emo on.
Be more open to others' sugges ons.
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Presen ng Solu ons
Once you uncover the needs and challenges of others, you need to present a solu on that
meets their needs or exceeds their expecta ons. Consider the following strengths and
areas to improve when presen ng solu ons.
John ’s strengths when presen ng solu ons:
Will rely on accurate informa on to support his arguments.
Sets the bar high for himself and others with respect to making sure that the client
is sa s ed.
Demonstrates a forceful and direct approach.
Will present in a spirited style.
Innova ve, intui ve and will go with the ow.
Projects exper se due to his presenta on style and non-verbal signals.
John could present solu ons more e ec vely by doing the following:
Be a li le more sensi ve to his clients' concerns and feelings.
Provide concrete proof.
Focus on being a li le more empathe c and warm.
Focus more on the big picture, knowing that the details will be dealt with in the
future.
Base his arguments on feelings as well as logic.
Take the me to ques on and listen more to involve his clients.
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Removing Barriers
When presen ng solu ons, ques ons or concerns will o en be expressed. These may be
barriers that you will need to address. Consider the following strengths and areas to
improve when removing barriers.
John ’s strengths when removing barriers:
Answers his clients' ques ons in a thorough way.
Makes use of common sense to avoid poten al problems and to reassure his
clients.
Creates a relaxed atmosphere with his warm and outgoing personality.
Provides strong arguments when he thinks that he is losing his client's interest.
Takes advantage of his natural ins ncts and intui on to discover what is bothering
his client.
Likes to turn objec ons into reasons to con nue.
John could remove obstacles more e ec vely by doing the following:
Make sure that he is prepared with backup informa on and proof to support his
claims.
Not interrupt or provide answers too rapidly.
Take the me to think before taking ac on to resolve a problem that may not be
fully de ned.
Be prepared to dig beneath the surface to understand real apprehensions.
Take all feedback as a gi .
Keep in mind that when a client brings up a concern, they could also be showing
interest.
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Conclusion and Follow-Up
An important part of in uencing is to ask people to make a commitment and to agree on a
clear implementa on strategy. Any agreed ac on needs a meline and a follow-up plan.
Consider the following strengths and areas to improve when concluding and following up.
John ’s strengths when concluding and following up:
Is capable of gaining a commitment in an authen cally asser ve way.
Is a en ve to displays of interest, no ma er how they are expressed.
Enjoys being in charge of the deal.
Will do what it takes to ensure that the client is happy with the outcome.
Finds a variety of ways to add value to the project.
Is able to clarify the details quickly and accurately.
John could conclude and follow up more e ec vely by doing the following:
Be ready to adjust to his client's need to take more me prior to making a decision.
Be mindful of summarizing the client's needs before giving his proposal.
See gaining a commitment as a natural part of the process and not something that
has to be forced.
Be less comba ve in trying to gain more commitment and concentrate more on
building the rela onship.
Develop a method to help remind himself of his promises and commitments.
Pay special a en on to the client's individual needs.
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John Smith

Preferences
When I am Pro-Ac ve
Red

79 %
Blue

Yellow

75 %

Blue

54 %

Green

37 %

Green

Red

Yellow

This graph is based upon your responses provided in certain parts of the evaluator. It typically correlates to
psychological preferences you may have when you are being deliberate or inten onal. Percentages shown are a
summary of your responses.

When I am Reac ng
Red

63 %
Blue

Yellow

46 %

Blue

25 %

Green

21 %

Green

Red

Yellow

This graph is based upon addi onal informa on that your responses provided in certain parts of the evaluator. It
typically correlates to psychological preferences you may have when you are unable or unwilling to respond to your
environment in a completely deliberate or inten onal way . The graph may be similar to the 'When I am Proac ve'
graph or it may be di erent.

The Colors Represent:
Blue – Introversion with a Thinking preference
Green – Introversion with a Feeling preference
Yellow – Extraversion with a Feeling preference
Red – Extraversion with a Thinking preference
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SENSING & INTUITION
How we use sensing and intui on in uences the way in which our behaviors are perceived. Carl G. Jung
concluded that these two psychological func ons were di cult to analyze and explain. In many ways they
are completely unlike the more easily observed a tudes of extraversion and introversion or the more
ra onal func ons of thinking and feeling. Dr. Jung’s research indicates that sensing and intui on exist
independent of the more ra onal judging capabili es that we have as human beings and, instead, rely
principally upon unevaluated percep ons. Sensing and intui on are func ons that are primarily used to
process and categorize informa on.
A sensing preference typically produces a tendency to focus on things as they are. Someone with a
preference for sensing tends to understand and categorize informa on using the physical senses like sight
or touch. The use of sensing can result in a style of informa on management that is deeply connected to
perceived reality. (“It is what it is”)
An intui ve preference typically produces a tendency to envision poten al and possibility moving from the
actual towards the more theore cal. As such, a person with a preference for intui on might not place a
great deal of emphasis on some details or prac cali es, but may have insight into the broad context of a
situa on or the inner meaning of an event. The use of intui on may also cause an individual to be ahead of
what others perceive to be either realis c or prac cal. (“It could be...”)
Communica on challenges can result when people with di erent preferences a empt to size up or
evaluate any issue. Someone with an intui ve preference may passionately and glowingly describe a
poten al opportunity. At the same me, someone with a sensing preference may not have enough clear,
measurable input to evaluate the opportunity. The result is that two people can be speaking about the
same situa on and be commi ed to the same outcomes but be unable to understand each other because
the basis for processing informa on is dissimilar.
Although we all have both preferences in our pro le, it is normal that a person will exhibit a behavioral
tendency towards one preference or the other. The graph below is a summary of your responses.

Intui on & Sensing Graph

Intui on
74 %

Sensing
39 %
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John , based on your responses, you have indicated a preference for intui on. When you use your
intui on preference, you may:
Take immediate ac on based on a belief.
Develop le management systems that you alone understand.
See the poten al in people and situa ons.
Imagine new ways of doing things.
Have strong feelings about something or someone but be unable to explain why.
See meanings and inferences in ac ons or statements.
Be instantly open to fresh thinking and innova ve ideas.
Pay insu cient a en on to some cri cal details.
Move towards next steps or next possibili es before inves ng me in analysis.
Be reluctant to hold yourself accountable for past misadventures and be inclined to
repeat them.
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KIS
« Knowing is one thing », doing is another
Does awareness of our preferences lead directly to success? No, there is li le evidence to suggest a
cause/e ect link. Increased awareness on its own may not take us in the right direc on. On the other
hand, increased knowledge that is a product of increased awareness can drive personal success if it is
applied appropriately. In other words, if our awareness and knowledge becomes more than a theore cal
exercise we will likely see evidence of con nuous improvement.
It is possible to become more aware of our psychological preferences and not be aware of how they have
an impact on others. This sec on of the pro le provides an understanding of how you may translate your
preferences into successful outcomes in the context of your environment. As such, it takes our
understanding of the prac cal use of psychological preferences a step further.
Your KIS pro le may or may not mirror the dis nct preferences that you selected in the rst sec on of this
pro le. Simply put, each of these key indicators of success is not exclusive to a par cular psychological
type. We all need to exercise courage, use discipline, focus on personal and professional growth and
ensure a high level of commitment to the people and organiza ons that we work with. At the same me,
any of the four key indicators of success may be over used or under used.
The KEY INDICATORS OF SUCCESS graph provides a quan ta ve summary of your responses. It is designed
to be used with a coach or facilitator to help you qualita vely evaluate how you may be exercising each of
the indicators in your environment.

The Key Indicators of Success Graph
100 %

0%
Courage
92 %

Discipline
18 %

Growth
77 %
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KIS Indicator – COURAGE
How do you exercise courage in pursuit of your objec ves?
Our de ni on of COURAGE: the quality of mind or spirit that enables a person to face
di culty, danger, pain, without paralyzing fear and the ability to move forward in spite of
challenges
Used e ec vely , a high level of courage is undeterred by obstacles or impediments.
Coupled with an intrepid spirit it can drive towards achievement of the “impossible”. It
may include valour or bravery - quali es that reside deeply inside an individual. Courage
may include the willingness to stand up boldly for what is right.
Used ine ec vely , a high level of courage can appear to be boas ul and ostenta ous. It
may include a pretence of courage or bravery that is li le more than ego driven empty
bravado. Furthermore, such fearlessness could translate into an inability to take into
account the legi mate needs and requirements of others.

About your scores:
COURAGE:
John , your responses to the evaluator indicate that you believe you exercise a high level
of COURAGE in the context of your present environment. When you use COURAGE,
people may observe the following about you:
Is tough and unrelen ng in tackling a problem.
He expects everyone to give 100% all the me.
Takes bold ini a ves.
Refuses to accept setbacks or failures.
Drives to excel and achieve.
Can express certainty and assurance in the face of opposi on.
Does not pace himself.
May make blunt pronouncements or declara ons.

www.peakperformance2.com
©Copyright 2010 Forma on Paul Fergus & Assoc. Ltd.

27

KIS DYNAMIX®

John Smith

KIS Indicator – GROWTH
How prepared are you to grow and expand your scope?
Our de ni on of GROWTH: the act or process of development; a gradual increase in
stages towards maturity or comple on, moving from a simple to a more complex or
complete stage
Used e ec vely , a high level of growth is characterized by openness to new informa on,
experiences and people. Coupled with energy it can push conven onal boundaries of
capability. It is expansive and visionary. A focus on growth is o en connected with high
levels of engagement and the willingness to be exible.
Used ine ec vely , a high focus on growth can appear to be mindlessly ambi ous and
unrealis c. It may lack enough de ni on or could be excessively inclusive or unclear due
to the desire to do everything and a reluctance to make hard choices.

GROWTH:
John , your responses to the evaluator indicate that you believe you exercise a high level
of GROWTH in the context of your present environment. When you use GROWTH, people
may observe the following about you:
Sees and envisions the poten al of new ideas and new technologies.
Finds ways around obstacles.
Moves quickly to build rela onships that he believes are helpful to him.
Has a keen social sense and frequently engages others in discussions about their interests
- personal and professional.
Is o en the rst to speak up.
Can be counted on to o er an opposing or alterna ve viewpoint.
Can make promises without considering all the work he will create for others.
His ideas may be compelling but can contain gaps in logic or planning.
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KIS Indicator – COMMITMENT
How commi ed are you to the people who surround you?
Our de ni on of COMMITMENT: a pledge or promise that can be relied upon which, in
turn, creates a deeply held sense of mutual obliga on and expecta on
Used e ec vely , a high level of commitment builds trust and a sense of value. Coupled
with a deep sense of personal or professional loyalty it produces stability. It may include
the willingness to give “the bene t of the doubt” to people and situa ons. It o en
includes a focus on ensuring that ac ons or ac vi es are perceived as responsible and
fair.
Used ine ec vely , an over-commitment to people, organiza ons or principles may result
in an unwillingness to consider a wide variety of strategic alterna ves with su cient
speed and prudence. It may include an over emphasis on the need for personal or
professional harmony. Overused, it can cause personal a achments to override wisdom
and phantom principles to become more important than pragma c ac on.

COMMITMENT:
John , your responses to the evaluator indicate that you believe you exercise a high level
of COMMITMENT in the context of your present environment. When you use
COMMITMENT, people may observe the following about you:
Expects and thinks the best of others.
Can be counted on to be available and helpful in stressful situa ons.
Is concerned that everyone be given an opportunity to buy in.
Speaks carefully and evenly - some mes in a very quiet tone of voice.
Does not always face facts, par cularly if the facts are unpleasant reali es.
Can resist some changes and may overly roman cize the past.
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KIS Indicator – DISCIPLINE
How disciplined are you in what you do?
Our de ni on of DISCIPLINE: doing the things that are necessary even if such things are
unpleasant or unpopular. Includes ac vi es, exercises, processes or regimens that develop
or improve skills.
Used e ec vely , a high level of discipline provides the framework and structure for
success. It sets parameters and func ons as an empirical internal compass. It can provide
the ability to e ec vely measure and monitor progress. It also breaks down ideas or tasks
into manageable components which can be carefully examined and modi ed.
Used ine ec vely , a high level of discipline can evolve into the applica on of processes or
rules that impede rather than assist progress. It may result in an inability to consider new
ideas that do not meet certain logical tests. Furthermore, misapplied discipline could
translate into a reliance on conven onal approaches and an unwillingness to take some
risks.

DISCIPLINE:
John , your responses to the evaluator indicate that you believe you use less of DISCIPLINE
in the context of your present environment. When you use DISCIPLINE, people may
observe the following about you:
He can be counted on to map out detailed steps or sequences in a project.
Will resist being asked to make a judgement call if he thinks it will lead to a premature or
illogical decision.
Relies upon data and believes that "facts are our friends".
Ac vely displays con dence in his methods.
If he senses the possibility of failure, he may suggest stopping rather than adjus ng.
Expects others to share a passion for ge ng to the bo om of things.
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When I am Reac ng
Red

63 %

Yellow

46 %

Blue

25 %

Green

21 %

Blue

Red

Green

Yellow

The Key Indicators of Success Graph
100 %

0%
Courage
92 %

Discipline
18 %

Growth
77 %

Commitment
49 %

From Preferences to Key Indicators of Success
Red
Yellow
Green
Blue
- 100 %

0%

100 %

This graph compares two dis nct sets of data. It compares your 'When I am reac ng' graph which measures
preferences to your 'Key Indicators of Success' graph which assesses your behavioral responses to your environment.
Your actual behavior may re ect your Blue, Green, Yellow and Red preferences or you may be adjus ng to your
environment by using more or less of your Discipline, Commitment, Growth, and Courage. It is possible that the way
you perceive your behavior can be di erent from your stated psychological preferences. If an arrow is poin ng right
(towards 100%) then you may be pushing on this behavior to func on e ec vely in your current environment. If an
arrow is poin ng le (towards -100%) then this may indicate that you are not pushing on this behavior to func on
e ec vely in your current environment.
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1: Download a "QR CODE" scanner for your smart phone.
2: Load the App and scan this code.
3: Access the DYNAMIX® APP & use it on your phone or other devices.
It includes:
- Your DYNAMIX® Profile
- Your Team Color Grids
- How to assess other people's colors
- How to adapt to their colors
And much more ...
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