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All People Are Motivated?

Yes
However it may not be for
what you want them to do



Can You Motivate Others?

No!
Provide an environment for 

them to motivate themselves



Successful People

Understand themselves and how 
their behavior affects others
Understand their reactions to 
other people
Know how to maximize on what 
they do well
Have a positive attitude about 
themselves
Know how to adapt their behavior
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Active and Outgoing 
or

Reserved



If You Answered Yes To 
Active and Outgoing, 

Are you more concerned with...
Directing of others = “D”“D”

or
Relating with others = “I”“I”



If You Answered Yes To 
Reserved, 

Are you more concerned with...
Accepting of others = “S”“S”

or
Assessing (Judging) of others = “C”“C”



Group Composition

D’s
I’s
S’s
C’s



The Four Behavior Dimensions

DOMINANCE: Obtain Results
INFLUENCE: Interacting with Others
STEADINESS: Cooperating with Others
CONSCIENTIOUS: Quality and Standards



Dominance Influence

Steadiness
Conscientious



Behavioral Flexibility



Dominance Behavioral Tendencies

Impatience 
High ego strength - High is self-confidence
Desire Change  
– Can make decisions on very few facts

FEAR: Being taken advantage of
MOTIVATED BY- Needing direct answers



Influencing Behavioral Tendencies

Emotional
People oriented - Persuasive
– Often have great ideas

Disorganized
FEAR: Loss of social approval
MOTIVATED BY- Optimism
– Make decisions on whether it sounds good



Steadiness Behavioral Tendencies

Loyal - Team person - Good Listener - Patient
Family oriented
Possessive
FEAR: Loss of security
MOTIVATED BY- Changing slowly
– Base decisions on trust in you



Conscientiousness Behavioral Tendencies

Perfectionist
Sensitive and Intuitive
Accurate - Base decisions on info - pros & cons
FEAR: Criticism of the job
MOTIVATED BY- Receiving many explanations



DECISION-MAKING STYLES

D’sD’s base decisions on very few facts
I’s I’s base decisions on whether it sounds good
S’s S’s base decisions on their trust in you
C’s C’s base decisions on information
– pros & cons





People Compatibility

Mutual Trust
Mutual Respect

Adaptability



Opposites

D - S
S - D
I - C
C - I









I STILL NEED SOMEONE TO I STILL NEED SOMEONE TO 
HELP SET UP THE DETAILS HELP SET UP THE DETAILS 
OF THIS FACULTY TRAININGOF THIS FACULTY TRAINING







An International Conference That 
Fits Your Business Style
High D’sHigh D’s
– Its encourages accomplishment

High I’sHigh I’s
– It provides an opportunity to network with peers

High S’sHigh S’s
– It’s the same event you attend year after year

High C’sHigh C’s
– It allows you to critique your performance against peers 





THE COSTS OF MISTHE COSTS OF MIS--HIRINGHIRING

• Job search
• Training
• Manager’s time
• Effect on customers 
• Salary

- Managers amount?
- Employees amount?



Graph III
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Achiever Pattern
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Watch Your Thoughts

– They become your words
Watch Your Words

– They become your actions
Watch Your Actions

– They become your habits
Watch Your Habits

– They become your character
Watch Your Character

– It becomes you!



Web Site
www.Teplitz.com

You Can Download:
Free Articles,
Past Issues of Teplitz        
Email Newsletter




