
SUSANNE MENINGER

You convince us of our faith in ourselves.
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SUSANNE MENINGER

INFLUENCER
You engage people directly and convince them to act. Your power
is your persuasion.

PROVIDER
You sense other people's feelings and you feel compelled to
recognize these feelings, give them a voice and act on them.

STIMULATOR You are the host of other people's emotions. You feel responsible for them, for turning them

around, for elevating them.

ADVISOR You are a practical, concrete thinker who is at your most powerful when reacting to and solving

other people's problems.

CONNECTOR You are a catalyst. Your power lies in your craving to put two things together to make something

bigger than it is now.

PIONEER You see the world as a friendly place where, around every corner, good things will happen. Your

distinctive power starts with your optimism in the face of uncertainty.

CREATOR You make sense of the world, pulling it apart, seeing a better configuration, and creating it.

EQUALIZER You are a level-headed person whose power comes from keeping the world in balance, ethically

and practically.

TEACHER You are thrilled by the potential you see in each person. Your power comes from learning how to

unleash it.
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The StandOut assessment helps you accelerate your performance by
pinpointing your comparative advantage, and showing you actions
you can take to capitalize on this advantage.

OVERVIEW: The assessment measures how well you match 9 Roles and reveals
your lead Role and secondary Role. These top two Roles are the focal point of all
your talents and skills and your instinctive way of making a difference in the world.

1) Your Lead and Secondary Roles:
In addition to receiving detailed definitions of each Role and where you are at your
most powerful, you will learn how to make an immediate impact in the workplace.
You'll also get guidance on how to take your performance to the next level and on
what traps to watch out for on your strengths journey.

2) Combined Roles:
In this section of the report, your top two Roles are combined to give you even more
specific advice on how you can win at work. You'll learn your greatest value to your
team and get individualized content on how you can be successful as a Leader, as a
Manager, in Client Service, and in Sales.

3) Strengths MAP:
The Strengths MAP is an action planning form to help you digest your results and
determine key action items to leverage your competitive edge.

How to Interpret your Results:
Understanding your unique advantage is a vital first step in making your greatest
possible contribution. Knowing your Roles and following the advice and
suggestions revealed in your results will help you intentionally invest your time
where you can make the greatest difference and get the greatest recognition. We do
recommend highlighting any sections that feel particularly relevant to you as you
read you results, as this will help you complete your Strengths MAP.
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THE DEFINITION:
You begin by asking,  "How can I move
you to act?"  In virtually every situation,
your eye goes to the outcome. Whether
you are in a long meeting at work, helping
a colleague get his work done, or talking a
friend off a ledge, you measure your
success by your ability to persuade the
other person to do something he didn't
necessarily intend to do. You may do this
by the force of your arguments, your
charm, or your ability to outwit him, or
perhaps by some combination of all of
these, but, regardless of your method,
what really matters to you is moving the
other person to action. Why? Partly
because you see where things will lead if
the other person doesn't act, and partly
because you are instinctively aware of
momentum and so become frustrated
when you bump into someone who slows
your momentum down. But mostly
because you just can't help it. It's simply

fun for you to influence people's behavior
through the power of your personality. It's
challenging and mysterious and thrilling,
and, in the end, of course, it makes good
things happen. 

How can I move you to
act?"
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 YOU, AT YOUR MOST
POWERFUL
 

 In any situation you set your sights on action.
"What can we do?" This is your question.
 

 You are, in general, impatient; but you are
especially impatient when you know that a
decision should be made. You see what will
happen if we don't act. You see around the
corner, and so it burns you to think about what
inaction will cause.
 

 Others feel you as persuasive. You engage
with them directly and they are "convinced" by
you. All of your relationships have this quality to
them--you, moving others to act.
 

 You are driven by the feeling of progress, and
are acutely sensitive to momentum.  You sense
when it's building. When it's peaking. And when
it's gone.
 

 You listen well, but you listen for a reason;
either so that the person can talk herself into a
place where she is psychologically ready to act,
or so that you hear which triggers to pull in order
to propel the person to make a decision.
Listening, for you, is a precursor to action.
 

 You can be a charmer, and are good at
winning people over so that they like you. You
do this because you know that people are willing
to do more for those they like. Liking is a
powerful (though not the only) precondition for
getting the other person to make a decision.
 

 You can be very direct. You feel strongly that
problems are solved only when they are
confronted head on. You are not interested in
dancing around a subject. Instead you use
conflict as your preferred method of resolution.
 

 When you meet resistance you become
energized. You know you get better when people
give you reasons why they can't act. Each reason
is something for you to engage with, something
you can grab onto and use to get them to see why
making a decision is so necessary.
 

 People sense your desire to move forward,
and it comes across as self-assurance. Even
confidence. Occasionally as arrogance.
Sometimes you might even put others off by
challenging them more than you
should--meaning "more than they would like to
be challenged."
 

 People realize that you have an agenda. And
people like you most, indeed trust you most,
when your agenda is clear.

©TMBC 2011, all rights reserved



susanne meninger

INFLUENCER
6

 PHRASES TO
DESCRIBE YOURSELF
 

 "I've found that I'm more decisive than most
people. And more impatient.  I like to move fast."
 

 "I'm at my best when I'm challenged to
persuade someone to do something they didn't
necessarily intend to do."
 

 "I initiate a lot. I'm always telling my
colleagues what they should do. I suppose
sometimes I might push too much, but we always
get a lot done."
 

 "I hate playing politics. I'm a very upfront
person and don't function well in a world with a
lot of backroom action."
 

 "I get a thrill from the 'ask.' What's the worst
they can say? 'No?' Well, so what. The sun's
going to rise again tomorrow."
 

 "People seem to want to do more for me, and
with me, than they do for other people. I enjoy
getting people on my side."
 

 "I don't like talking around a subject. I like
getting to the point. I think that's one of my
strengths: focusing people on what the outcome
is."

 HOW TO MAKE AN
IMMEDIATE IMPACT

 

 You are instinctively impatient. To ensure
that this doesn't rub your new colleagues the
wrong way, pick a roadblock that everyone
agrees on and volunteer to be the one to tackle
it. For example, if there is something your team
wants, but someone--a manager, a client, a
colleague--has always stood in the way of getting
it, then volunteer to make the call and make the
ask.  Who knows, perhaps you'll prove
persuasive. Perhaps you won't. Either way, you'll
have shown your nerve.
 

 Initially, because you are so action-focused,
people will wonder what your agenda is. So, to
stop their wondering, be explicit with your
teammates about it. Tell them your agenda. It
doesn't really matter what your agenda is--it
could be making the sale, stirring things up, or
getting your way. What matters is that you are
transparent about it.  People don't mind
persuasiveness. What they don't like is
uncertainty. And, without a clear agenda,
sometimes your persuasive push can feel like
manipulation.
 

 Look for ways to measure your results.
You will be energized by the "proof" of whether
you're ahead or behind. You are always at your
best when you know exactly where you stand.
 

 Whenever you succeed in making something
happen, be deliberate in thanking people for
their help. If you don't do this, they may come to
feel as though they are merely instruments in
your plan of action. So tell them how much you
valued their contributions. Spread this goodwill.
Sometime soon it will come back to you and,
with their co-operation smoothing the way, you
will be able to make more decisions.
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 Listen. Look engaged. Ask short, open-ended
questions and then keep quiet. Show interest in
what the other person is saying. Be seen to be
taking notes. All of this will let the other person
feel heard, and allow you to establish some kind
of relationship before you dive into your agenda.
This relationship will then speed your agenda. In
fact, you will be most effective at advancing
your agenda if you let your agenda slide into
the background of a genuine relationship.

 HOW TO TAKE YOUR
PERFORMANCE TO THE
NEXT LEVEL
 

 You have an agenda. Okay. We know that
about you. We get it. And we certainly value
your transparency about it. But, if you want us to
rally around your agenda, tie your agenda to a
mission, a purpose, a set of values, a better
future, something that is bigger than you,
something that can include all of us. Paint this
picture for us, make it genuine, and we will make
so much more happen for you.
 

 Yes, you can be competitive. And, no, you're
not a good loser--why would you ever want to
get good at that? Can you now take this
competitive spirit beyond a mere win/lose
framework, into an outcome where both parties
feel that they've won? If you put your mind to it 
you can be the architect of these win/win
outcomes. All it will take from you is the
discipline of stopping, for a long moment, to
consider the world through the eyes of the other
person, or team. Take the time to do this.

 

 Learn to separate the small things you do
to spread goodwill--the gifts, the remembered
birthdays, the special favors--from the actual
"ask." People want to like you and, because you
are excited and exciting, they want to do as you
ask. But they don't want to be manipulated. To
do a person a favor and then immediately make
the ask: this is manipulation. To show others that
you are thinking about them all the time--a note
here, an interesting article there--and then, later,
a compelling challenge to act: this is true
influence.
 

 You are an impatient person who thrills to a
fast-paced, action-oriented situation. All right.
Fine. Good. We don't want to slow you down.
But we do need you not to leave us behind. So
take the time to invest in a relationship with
us. Invest time in understanding our perspective,
our world. You can do this as quickly and
intensely as you want. But do invest this time.
Otherwise we will feel as though you've fitted us
into your life, when what we really want is to
feel a part of your life.
 

 One of your most powerful qualities may well
be your sense of humor. You delight in fun and
irreverence. It's one of the ways you win people
over. So practice your stories, in particular the
stories where you make fun of yourself. You'll
be good at it, you'll make yourself more
appealing, and, of course, as a result people will
be more inclined to help you get things done.

 WHAT TO WATCH
OUT FOR
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 When you make a mistake, or hurt someone's
feelings--and you will; with your need to move
people to act, it is inevitable--learn to apologize.
What's wonderful about you is that mistakes and
hurt feelings rarely derail you. You chalk it up to
experience and then move on. What's not so great
is that you've moved on so quickly that you've
forgotten to be contrite. What feels like
momentum to you feels like disrespect to others.
You may never do this naturally--stopping to
apologize feels like "stalling"--so learn a couple
of phrases you can say when it's clear you've
pushed too hard or too fast. "How can I make this
right for you?" is a good one. As is the classic,
"I'm sorry."
 

 We live in a digital, data-based world where
virtually every action and consequence can be
measured. Many of the people you seek to
persuade are comforted by data, and are prepared
to make a decision only when supplied with the
data that "prove" that a particular action will lead
to a particular consequence. Learn to become
proficient in the language of data. Learn how
to marshal the facts so that others, with a lower
tolerance for ambiguity, can lean on these facts
and find the certainty they need.
 

 Your persuasive instinct needs to be
focused on the decision-maker. There's nothing
worse than going all out to win someone over
and persuade him to act, only to discover that he
has neither the authority nor the budget to make
the decision. So, before you flex your influencing
muscles, take the time to identify the "decider."
 

 Because you are energized by resistance you
may sometimes, albeit unconsciously, seek out
resistance simply because it is more fun to
turnaround a "No" than to get a "Yes" right away.

While it may indeed be more fun, it will, of
course, slow down momentum.  Whenever you
feel yourself being lured by the thrill of the
push-back, yank your attention back to the
bigger prize of decision, action, movement,
and ultimately, impact.
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THE DEFINITION:
You begin by asking, "Is everyone okay?"
You are acutely aware of others'
emotional states, particularly if you sense
they are feeling hurt or slighted. You are
instinctively inclusive, always looking for
ways to draw others into the circle and
make them feel wanted, heard, and
appreciated. You pay close attention to the
differences between people, each person's
likes, dislikes, and foibles. It's the only
way to attend to their feelings, you think.
You are protective of other people and
will get angry or upset if you see behavior
that is cavalier or dismissive of people's
feelings. You are an intensely loyal and
forgiving friend, but you are no pushover.
Although your circle is large, it does have
a perimeter, and if someone's behavior
offends you, you will exile him beyond
the perimeter. But this exile will not last,
because, in your heart, you believe
everyone can be understood, everyone can

be redeemed, everyone can, in the end, be
forgiven. At home and work, many will
come to trust you and rely on you: you are
their safe harbor, a consistently supportive
presence in a world that doesn't care. And
they love you for it.

Is everyone okay?"
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 YOU, AT YOUR MOST
POWERFUL
 

 You sense other people's feelings. You feel it
is your responsibility to recognize these feelings,
give them a voice, and act on them.
 

 You are non-judgmental, and so are gifted at
creating a safe space in which other people's
ideas and feelings can be heard. Around you,
people share more because they let their guard
down. Ideas, solutions, experiments--all these
happen more frequently around you.
 

 You listen very well, and you retain the
important details of the person you are listening
to. And so, around you, others feel heard and
recognized.
 

 You gain other people's trust. They know that
you will keep their interests in mind. And their
confidences. "You have my back," they think.
"You will look out for me." You are the glue that
holds the team together.
 

 You are also the grease. Everything speeds up
around you. Why? Because trust is an accelerant.
 

 You become a passionate defender of the
perspectives of others. You may not be able to
make the tough call for yourself, but so long as
the "ask" is for someone else, you are quite
courageous. You get your strength from other
people's needs and feelings, and from making
sure other people's needs are being met. You are
at your most powerful when you do this.
 

 You are emotionally insightful. You see
things from the other person's perspective and
you know that what you see is true, and valid.
This means you can act on it: to change it for the
better, to sell into it, to market to it, to intervene
in a timely manner to avert emotionally
dangerous outcomes such as a person quitting, or
two people clashing. All of these stem from your
emotional insight.
 

 You have excellent institutional memory.
You can retain who has been involved in an
issue, what their interests were, what their
emotional stake was, what their state of mind
might be now.
 

 You are sensitive, and can become defensive
if you sense your perspective is not being heard.
 

 Because you are thin-skinned, other people
can wind you up quite easily.
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 PHRASES TO
DESCRIBE YOURSELF
 

 "I can pick up on other people's feelings,
whether they are customers or colleagues."
 

 "People seem to trust me quickly. Why?
Because I don't judge them. I find it really easy
to see things from their perspective."
 

 "When it comes to finding solutions, I find
I'm best at the brainstorming stage when people
need to feel okay sharing all the ideas they have."
 

 "I tend to be able to remember things about
people--birthdays, favorite foods, names of their
kids. It makes them feel special."
 

 "I am an intensely loyal person. Sometimes to
a fault. But I have lots of long-lasting friendships
and I stand by my friends no matter what."
 

 "Many people in my life rely on me. And I
like that."

 HOW TO MAKE AN
IMMEDIATE IMPACT
 

 Start by taking the temperature of your
team. You have an excellent sense of the
institution you are joining--as in, who is in
relationship with whom, who are the heroes,
what are the war stories--so feed this sense by
listening and watching closely.  What is said in

the room? What is said only in the hallways
afterward? What projects brought the best out of
the team? Where does the team struggle? Who
are the leaders? Who are the trouble-makers?
 

 Get to know the trouble-makers first,
because, in their minds, they are misunderstood. 
You have a gift for allowing people to have their
say and "holding" what they say without either
criticizing it or condoning it. You just take it on.
And this "taking on" lets them move out from
their defensive mode, and into a healthier and
more productive frame of mind.
 

 You excel at letting trouble-makers feel that
they are being heard. But if there are no
trouble-makers on the team, start with those
who need the most help. Where are they
struggling? Which aspect of their work is holding
them back? How can you help them? If you're
not the one to help, then can you secure them the
resources they need?
 

 As soon as you can, assume responsibility
for a specific project or task. Obviously, you
shouldn't barge your way into someone else's
area of responsibility, but when a chance presents
itself, volunteer to take ownership for a clearly
defined deliverable. You'll get it done--because
you are an instinctively responsible person--and
your reputation as someone on whom others can
rely will have begun.
 

 Seek out situations that require you to
listen carefully to others' concerns and secrets.
Your ability to keep people's confidences comes
so naturally to you that you may take it for
granted. Instead, see it for what it is--a rare
quality--and put yourself in situations where it is
one of the keys to success.
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 HOW TO TAKE YOUR
PERFORMANCE TO THE
NEXT LEVEL
 

 Build your base of supporters. Who is
protecting you? Who is looking out for you?
You, of all people, gain strength from knowing
that you are surrounded by people on whom you
can rely. Amidst all the self-interest and the
personal ambition, take care to build a small
work "family" whom you trust utterly. You will
always be at your best when you know that a few
carefully chosen people have your back.
 

 Your need for a work "family" or base of
supporters shouldn't stop you from taking on new
assignments.  Just know that, when you move
into a new position, you will sense your lack of
coverage, and, more than most, you will feel
exposed.  Neutralize these feelings by starting
to build a new "family" as quickly as you can. 
Find one person whom you can trust, nurture this
relationship, and carefully build out from here.
 

 Make it a ritual to gather your team together
at the beginning of each week to talk about
responsibilities. Ask your people to make
specific commitments. You are at your most
passionate, authentic and persuasive when you
ask people to step up and take ownership for
their work.
 

 Find examples of how team members
supported one another and then share these
examples with the team.  People often need
reminding of how much they need one another,
how vulnerable the "lone-wolf" is, how powerful

mutual support can be. Others will look to you
for these vivid reminders.
 

 You have the potential to lead large groups of
people.  People will want you to lead them. They
know that in you they have someone who will
look out for their interests, someone who will
advocate for them, someone who will expect
them to step up and make a bigger contribution.  
So learn how to transfer your own sense of
responsibility to them. Use success stories,
examples and heroes to show them what true
personal responsibility looks like in their world.
 

 Seek out messy situations where trust has
disappeared and conflict reigns. Through your
actions and your demeanor you can be an agent
of transformation. You can serve as an example
of personal responsibility and constancy. This is,
potentially, a massive contribution to a world
broken by mistrust.

 WHAT TO WATCH
OUT FOR
 

 You tend to avoid conflict when it involves
you. And yet it builds and builds, until finally
you explode in a way that can come as a surprise
to others, in a way that can even seem irrational
to others. Since you tend to fight for yourself
only when you are backed into the kind of corner
where your values are being questioned or
challenged, discipline yourself to use your
values as a backstop earlier, rather than later.
In this way, you will take a stand earlier, and,
when it comes, your stand will be, at the very
least, predictable to your colleagues.
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 You are not naturally politically astute.  You
assume that everyone will be as responsible and
as inclusive as you are. And yet they aren't. And
so there will be times when you are taken by
surprise, times when you are disappointed by
other people's blatant self-interest. When this
happens, tell yourself positive stories. Remind
yourself that, though people can be selfish, they
can also be trustworthy and caring and forgiving.
These stories will right your ship.
 

 People love to share. They love to tell stories
about others on the team, some of which might
be quite unflattering. Resist your temptation to
believe everything you hear. Before you
commiserate with them, before you "take on"
their slight and try to "do something about it," 
get the facts. The slight may be imagined, and so
your responsibility may be to listen to the person
who is complaining and let him get it off his
chest, rather than diving in and trying to right the
slight. The worst reputation you can get is a
"gullible shoulder to cry on."
 

 Since you are acutely aware of personal
responsibility, you will sometimes be
disappointed by the sight of others whose
standards of responsibility are not as high as
yours. Learn to move past your
disappointment, and into the land of
expectation: "What are you going to do next
time?"
 

 Few are as inclusive as you are. There is
always a delicate balance to be struck between
people's need to be included and people's need to
feel special. Often you will err on the side of
including everyone, and so run the risk that no
one will feel special. To make everyone feel
special, frame everything in the language of

responsibility. It's fine to include everyone, as
long as everyone has a specific responsibility.
Responsibility drives expectation and expectation
drives each person's sense of self-worth. Each
person feels special when something specific is
expected of her.
 

 Since few are as inclusive as you are, there
will be times when you are excluded. Try not to
take this personally. It isn't personal. It is just a
function of the fact that not everyone feels
your need to include everyone.
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THE GREATEST VALUE
YOU BRING TO THE
TEAM:

YOU CONVINCE US OF
OUR FAITH IN
OURSELVES.

YOUR COMPARATIVE ADVANTAGE: 

YOU CHAMPION THE
UNDERDOGS.

This is no empty ambition--you champion them
because in your heart you believe they are worth it.
You can't bear to see someone give up on himself.
You just won't have it. You have an amazing way
with words: persuasive yet compassionate, direct yet
sensitive. You have the gift of saying just the right
thing to cut through the politeness and tell a person
what she needs to hear to get her moving,
challenged. You have a talent for creating trust
among the most jaded groups of people. You are so
ardently authentic that people have faith that you
have their best interests at heart. This faith and trust
builds a solid platform for people to stand on.
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 YOUR IDEAL CAREER
You are exceptionally convincing. You convince me
because I believe that you are going to do what is
right for me. In fact, at your best, you sell me on me.
And this relieves me of the slight feeling of
discomfort of being persuaded.  In your hands I
wind up feeling motivated rather than manipulated. I
want to do what you want me to do because I know
that you genuinely want what is best for me. This is
an awesome power, and, obviously, a significant
responsibility. You will excel in any sales role
where success depends on deep relationships, where
most growth flows from existing customers, and
where the ability to secure repeat business is
paramount. For example, you will be in your
element selling consulting, training, or large-scale
information technology solutions to any large
organization.  In contrast, sales driven by fleeting
transactions with many customers, such as big box
retail sales, will, over time, frustrate you; as will any
sales role where you don't actually know that the
deal was closed--many pharmaceutical sales roles
have this character.  So position yourself as the
leader of sales where success depends on you
caring, and being seen to care, about how your
solution actually "lands in my lap," and you will
shine.

AT YOUR BEST, YOU
SELL ME ON ME.
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 HOW TO WIN AS A LEADER

INFLUENCER:
Your strength is your momentum. You

see, you decide, you act, you move. Us.
Forward. You're on a ride, and we take

the ride with you. 

:PROVIDER
Your strength is that we trust you will
be there for us. You are with us. You
will protect us, support us, and advocate
for us.  We all rely on you.  

 

 You are a charismatic leader. We love to listen to you, be charmed by you, be pulled into a better
future with you. We know you have an agenda. Be clear with us what it is and we'll keep letting you
woo us.
 

 Keep your scorecards up-to-date and share them often and openly. Letting the numbers speak for
themselves, simply put it out there: "We can do better than this." We will believe you.
 

 You are a competitor. Set up friendly but meaningful intra-company competitions to push us to give
our very best. Keep the field of competition small and local. We will not only improve our performance;
we will learn from our counterparts' successes too.
 

 Keep building your base of supporters. You need a strong, trustworthy management team around
you. These people are like family to you--and this takes work to maintain. Maintain it, because with it
you will be at your most powerful.  Without it, you will feel surprisingly vulnerable.
 

 We remain loyal to you because we know you care deeply about our experience. Guard this trust. It
is your most valuable leadership asset.
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 HOW TO WIN AS A MANAGER

INFLUENCER:
Your strength is your ability to

persuade me. To decide. To overcome
an obstacle. To act out the courage of

my convictions. 

:PROVIDER
Your strength is your unwavering
support. I trust that you will never leave
me dangling, exposed and unprotected.

 

 You set high expectations. You push me to achieve more than I thought I could. I like to reach high:
it makes the accomplishment that much more gratifying. Just please, once you've set the bar, keep it
stable. A finish line that keeps moving is exhausting and demoralizing.
 

 Acknowledge my contributions. In a timely fashion, tell me specifically what I did that made a
difference. This assures me that you're not only focused on winning but on celebrating your winners.
 

 You make things happen. I love to work with someone who never loses sight of the end result. Keep
reminding me of why you care so much about achieving it, how it will make a difference. Make it
meaningful for me.
 

 I know you have my back. I can count on you to do what it takes to protect me, even if that's giving
me difficult feedback about something that I need to change. You are loyal to me and so I will always
be loyal to you.
 

 You are perceptive. You pick up on the subtle energies in the room and are tactful in addressing
them. You call the elephants out from under the table and sort things out then and there. I admire you
for this.
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 HOW TO WIN IN CLIENT SERVICE

INFLUENCER:
Your strength is that you make things

happen, even if it means confronting a
difficult obstacle.

:PROVIDER
Your strength is the sense of
partnership I get from you. I know that
you genuinely want me to be OK.

 

 You want to win me over. You are very creative in how you do this and I often end up enjoying
what could possibly have become an unpleasant interaction. Once you've greased the wheels with my
liking you, make sure you move quickly into solving my problem. I want to like you, but I want my
problem solved more.
 

 It doesn’t surprise me that your motto is “Every client, every time.” Your service is consistent, and
if you can swing some additional benefit to thank me for my patience, or make up for an inconvenience,
you'll find it.  Be creative with this and you'll stand out in my mind and my loyalty to you and your
brand will grow. (Be prepared: If you do this once, I will come to expect it of you! You'd better have
lots of good ideas.)
 

 You move into action right away. Tell me what you're going to do and why you're going to do it.
Your initiative immediately reassures me that my problem is not going to sit on the corner of someone's
desk for two weeks.
 

 You make yourself available. When I call, you find a way to pause what you're doing to help me. I
have a hunch you do it for everyone, but somehow you make me feel like I'm getting special service.
This is one of your secret weapons. Sharpen it.
 

 You connect immediately to how I'm feeling, and you validate it. This calms me and helps me to be
clear about what I'm requesting. Parrot my problem back to me so that I know that you are also clear.
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 HOW TO WIN IN SALES

INFLUENCER:
Your strength is your conviction. Your

beliefs inspire passive clients to make a
decision, to take a step, to make

something happen.  

:PROVIDER
Your strength is your compassion. 
Because you genuinely care, you act to
serve the best interests of your client. 
Your protective nature will help clients
feel secure following your counsel. 

 

 You are an activator who can't stand being idle. Your proactive drive offers incredible potential
value to an entrepreneurial, start-up, or fast-growing business.
 

 Because you are not afraid to challenge, you can serve as a scapegoat to help me if I am the kind of
client who tends to avoid conflict or ignore a problem.  In taking the heat, you can call out an obvious
issue, while enabling me to take action and reach a diplomatic resolution.
 

 To succeed in influencing me to act, help me understand the pure motives driving you.  Share the
source of your energy.  Communicating your mission will humanize you and deepen my relationship
with you.
 

 Always try to get in the room with me. You feel others' emotions.  Through your sensitivity, you
pick up on the energy in a room and notice the subtle, non-verbal cues during a meeting.
 

 If you hear me asking for something that you know isn't going to work, challenge me with your
questions. Because you advise out of genuine concern, you can demand the best thinking from me with
tact and grace. You help me help myself.
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STRENGTHS MAP:

(1) WHAT ARE TWO SITUATIONS IN WHICH YOU FEEL AT YOUR MOST POWERFUL?

(2) WHICH "PHRASES TO DESCRIBE YOURSELF" (FROM BOTH ZONES) RESONATED WITH
YOU MOST?

(3) HOW CAN YOU USE YOUR INFLUENCING SKILLS TO FURTHER THE OUTCOME OF A TEAM
PROJECT YOU ARE CURRENTLY INVESTED IN?

(4) WHAT TWO ACTIONS CAN YOU TAKE EVERY DAY TO SUSTAIN YOUR PERSONAL
MOMENTUM?

(5) WHICH TWO PEOPLE ON YOUR TEAM COULD BENEFIT FROM YOUR CARE AND SUPPORT
RIGHT NOW? WHAT COULD YOU DO TO MAKE THEM FEEL THAT THEY HAVE AN
ADVOCATE?

(6) WHAT IS YOUR CURRENT SUPPORT SYSTEM AT WORK AND HOW CAN YOU EXPAND IT?
WHO ARE THE CORE PEOPLE YOU TRUST AND WHAT ACTIONS CAN YOU TAKE TO
SYSTEMATICALLY MAINTAIN THOSE RELATIONSHIPS?
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