Influencing style questionnaire for colleagues/team members

[image: MC900442141[1]]Try filling in this questionnaire. Go through all the questions, ticking any of the statements or descriptions that you agree describe your colleague or manager’s behaviour or opinion. Try not to think too long about any one answer – give the answer instinct tells you is right. There are no right or wrong answers. 
Tick where you think the statement describes your colleague or manager. Leave the box blank where you think it doesn’t.
Style A

	When trying to influence someone my colleague/manager typically:
	√ yes this describes my colleague/manager

	Enjoys a debate and gets a buzz from it
	

	Puts their own point of view across vigorously
	

	Takes the lead in a group
	

	Likes having the last word
	

	Feels strongly motivated by the need to reach goals
	

	Speak up when they think they are right
	

	Get annoyed when people won’t stand up for themselves
	

	May annoy others by seeming bossy
	



	And other people might describe my colleague/manager as:

	Forceful
	
	Confident
	

	Abrasive
	
	Ruthless
	

	Articulate
	
	Determined
	

	Impatient
	
	Inflexible
	



Style B

	When trying to influence someone my 
colleague/manager typically:
	√ yes this describes my colleague/manager

	Explores conflicts in order to defuse them
	

	Coaxes the other person to put their views before putting their own across
	

	Creates rapport with the other person
	

	Feels strongly motivated by a need to share power
	

	Invests as much time as a process needs
	

	Likes being a facilitator
	

	Gets annoyed with people who refuse to work with equals
	

	May annoy others by over-elaborating the process of influencing

	

	And other people might describe my colleague/manager as:

	Patient
	
	Steady
	

	Long – winded
	
	Over – serious
	

	Calm
	
	Willing to learn
	

	Impassive
	
	Afraid of failure
	



Style C

	When trying to influence someone my 
colleague/manager typically:
	√ yes this describes my colleague/manager

	Puts others needs first
	

	Makes it easy for others to confide in them
	

	Keeps themselves open to influence from the other person
	

	Has skills in listening
	

	Feels strongly motivated by a need to create harmony
	

	Likes being the ‘glue’ in the group
	

	Gets annoyed by aggressive people
	

	May annoy others by refusing to say what they want
	




	And other people might describe my colleague/manager as:

	Co-operative
	
	Modest
	

	Passive
	
	Fearful of Authority
	

	Flexible
	
	Unselfish
	

	Cautious
	
	Lacking authority
	



Style D

	When trying to influence someone my colleague/manager typically:
	√ yes this describes my colleague/manager

	Go for the practical outcome
	

	Looks for trade-offs: give a bit, get a bit
	

	Lives for the moment: tomorrow is another day
	

	Talks their way out of trouble
	

	Feels strongly motivated by a need to find immediate solutions
	

	Likes being the trouble-shooter
	

	Gets annoyed by people who stick to protocols and rules
	

	May annoy others by giving ground too quickly
	









	And other people might describe my colleague/manager as:

	Pragmatic
	
	Focussed on the short term
	

	Cynical
	
	Tactical rather than strategic
	

	Charming
	
	Optimistic
	

	Frivolous
	
	Naive
	




Style E

	When trying to influence someone my colleague/manager typically:
	√ yes this describes my colleague/manager

	Asks the difficult questions about things that could go wrong
	

	Prefers to leave the really hard decisions to others
	

	Identifies with the underdog
	

	Avoids getting competitive
	

	Suggests getting extra information before making a decision
	

	Feels strongly motivated by wanting not to be the target of others’ anger
	

	Likes being the person who seeks underlying causes
	

	[bookmark: _GoBack]Gets annoyed by people who deliberately create danger in relationships
	



	And other people might describe my colleague/manager as:

	Sceptical
	
	Discerning
	

	Fearful
	
	Suspicious
	

	Careful
	
	Low – key
	

	Procrastinating
	
	Unconfident
	



Scoring

There are 16 possible points for each style, one point for each tick you have put against the 16 different questions. Now add up all the ticks for each of the five different styles to provide a score and put the totals in the boxes below:

	A
	B
	C
	D
	E

	
	
	
	
	



This questionnaire is based on the idea that when you set out to influence someone, there are two forces at work:
· How far your colleague/manager tries to meet your own needs
· How far your colleague/manager tries to meet other people’s needs
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