/

LN

Leadership Styles &

Interpersonal Relationships

There are several reasons why it is important to know your leadership
style.

1. It helps you to identify your particular strengths for action’
rather than modeling your approach after someone with a different
style. What is effective for one person may not be the most
effective, or even a comfortable approach for you. Knowledge of
behavior tendencies you are not comfortable with can be analyzed
for change as well,

2. Just as important as knowing your style, is the importance of
recognizing behavior tendencies in others. Once you recognize
what motivates the persons you interact with, you are able to

" shift your communication style to allow you to be more effective.

Let's 1dent1fy how Chargers, Persuaders, Supporters and Reflectors appear
at work. ~ - _ .
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You can best appeal to. the competltlve ‘naturé’df 'Chargers. They also
tend to be decisive. Their mind set is to rush to Structure. These people
are impatient. They also hate to be put on hold. Do not delay getting
information back to this person -~ they’ could literaily-drum their fingers
through the desk waiting for you to respond to their inquiry. In dealing
with a Charger, you want to be clear, specific and simple. These people
appear to be leaders because they take control. They can take just about
any situation and reduce it to a workable form. However, they need
associates with political savvy to ensure they have reduced it the correct
way. Chargers make everything seem so simple. " Never ‘Iét .these people seem
out of contrel. The best strategy is to make them feel it is their idea.
Chargers believe in using the "experts." Never back them into a corner or
try to give them details unless they specifically ‘ask for details.

Persuaders

These individuals are easy to spot because they wear their emctions on
their faces. They are concerned with high morale, people and innovaton.
The feelings nf others tend to have a heavy influence on these people.
Approach Persuaders in a light manner -- humor is most effective with them.
They are the "people persons" in the office. It is not unusual to find
them in the morning going from desk-to-desk, office-to-office to see how
the employees, their families, pets, etc. are doing. They are very
sensitive to the needs of others. To convince this style, let them know
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the value of the change you want to implement. They are also the most
verbal of all the groups; so, do not bé in a hurry' Their: offlce may look
cluttered because they surround themselves with "conversation pieces."
Members of this group generally respond to thelr aux111ary style more than
any other group.

Supporters

These people pull it all together and make every attempt to keep it
that way. They like procedures, systems and an established way of
accomplishing tasks. They ask a lot of "why" questions which allows them
to. pull everything into focus. They react well when presented with choices
and alternatives. Supporters have the ab111ty to take chaos and create a -
terrific procedure for dealing with it. They are also great group
facilitators. Supporters tend to get along with all the other styles the
- best. They respond well to praise, recognition and apprec1at10n.

Reflectors

Persons in this group desire facts and figures. Their approach to
most situations is logical and scientific. Their mind set is, "There is
only one right way to accomplish a task." Reflectors generally do not give
~a lot of visual feedback -- they come across as stonefaces. They are '
introspective. This group tends to worry more than any of the others.

~ * because they want everything to be perfect. It is not unusual for a

Reflector to:worry about worrying too much! - Everything appears to be in-
order with them'eveﬁfit is not. These people are the most cautious when it
- comes to change. They like to have a well thought-out plan before taklng

~ action. They are family oriented, 1oya1 and sensitive.

S . Declassified and Approved For Release 2013/08/26 : CIA-RDP12-00036R000100260002-1



e

.In

| F)eclassified and Approved For Release 2013/08/26 : CIA-RD#12-OOO36ROOO1v002.60002-:1.

Directions'for Leadership Style Profile

order to identify your individual Leadership Style, do the fellowing:

Add up the_number of times .you have circled each letter in the "M"'Column.
This will give you a frequency count for each letter. . oy

Place the frequency count of each letter in the "Most FrequenCy"vcolumn
listed below. ' : .

Add up the number of.timeé you have circled each letter in the_ﬁL"‘Columh.
This will give you a frequency count for each letter. - R '

Place the frequency count .of each letter in the. "Least Fteduéncy”lcolumn'
listed below. ' - : : R
Subtract the "Least'Frequehcy"'score from the "Most Frequency" scbre_and
enter the difference in:the "Difference" column. This score may be ‘positive
or negative. ' . C S
This profile of scores provides information about'your deminant Leadership
Style and provides auxillary information‘aboutftendancieS-toward the other
Leadership Styles. ' _ : : '

'MOST FREQUENCY = -  LEAST FREQUENCY . DIFFERENCE # (-)
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For each square, circle the letter next to the term w
the letter next to the term which LEAST (L) describes

in each square,

Leadership Styles Grid

you.,
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hich MOST (M) describes you, and
- There will only be 2 circles




