Professional Development Group

We Drive Performance™

Adaptive Index™

The Challenge:
Do you know how adaptive you are?

Do you know how you are perceived by others?

Do you know the best way to interact with others?

The Adaptive Index™ will
help you learn about your
style and increase your

performance as you learn
to become more adaptive.

Do you know how to “adapt” your style to improve performance?
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What is the Adaptive Index? The Adaptive Index™ measures three elements of
performance:

1. Personality - your natural and predictable behaviors,
as well as your strengths and weaknesses.

2. Adaptiveness - how adaptive you are in cognitive,
work and interpersonal performance.

3. Work Style - how you perform in a designated role-

leader, sales, project manager, customer service, etc.




Professional Development Group We Drive Performance™

What is included in your Your Personaliy Section includes an analysis of your:
Adaptive Index Report? . .
e DEBSI personality, the degree that you emphasize or
de-emphasize:

e Results (D)

e Change (E)

e Moderation (B)

® Process (S)

e Quality (1)
e Strengths and weaknesses

e Consistency in using each of the DEBSI traits
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What is included in your Your Adaptability Selection Includes an Analysis of Your:
Adaptive Index Report?
e Cognitive Adaptiveness - how you think and make decisions
e Work Adaptiveness - how you work on tasks and projects

e Interpersonal Adaptiveness - how you communicate, listen,

negotiate and relate to others.




Professional Development Group We Drive Performance™

What is included in your Your Work Style Section Includes an Analysis of:
Adaptive Index Report?

* How you operate within a specific role

e How you can become more effective in that role

e Your most striking traits

* How you think

e How you are perceived

¢ How you communicate

e What motivates you? de-motivates you?

e and more...




Professional Development Group We Drive Performance™

How will this help me? The Adaptive Index™ will identify patterns of behavior that you
emphasize and rely on; your natural tendencies.

It will show you how to expand your:
e Thinking
e Decision Making
¢ Communication
e Listening
e Relationships
e Productivity

e and Job Performance!
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Who can use the Adaptive Everyone!
Index?

Whether you're a
* Leader
e Project Manager
e Sales Person

e Customer Service Representative

Individual Employee

The Adaptive Index will provide you with valuable
information on how you work with others and how to
maximize your performance.
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Ready for a preview? Following are some sample pages from an Adaptive Index Report.

Adaptive Index™
Report
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(] H 7
What is your DEBSI Personality? Your DEBSI Personality

Are you D?

Do you emphasize RESULTS? Scoring Meaning

0-9%  Very Low score - means you rarely rely on that trait.
You probably find it difficult to functien this way, very
often or very long.

Are you E?
Do you emphasize CHANGE?

10-16% Low score - means you de-emphasize that trait.

?
Are you B? You probably emphasize that trait only when you have to.

Do you emphasize MODERATION?

17-23% Moderate score - means you utilize this trait but in a

Are you s? more controlled. moderate way.

i ?
Do you empha5|ze PROCESS! 24-30% High score - meaning that you rely more on tlus trait and
find it an important part of your personality.
Are you 1?
H ? 31-50% Very high score - meaning that vo depend strongly on
Do you emphaSIZe QUAL’TY' this trait for vour success. You find this trait a very
important part of your personality.

1. Your Personality

Based an your sceres, your Stye i that of .. Dirstor
Touare .. e clar, effcins dcinve”

FESpOnAtD your environmert

Your DEBSI Personality
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What are your strengths?

Your Top 6 Strengths

What strategies can you use

Focused

to maximize your strengths?

Logical

Goal oriented

Organized

Consistent

Assertive

e p ! i
il o

St ssene Sz

Thers are four strategies o belp you maximize your sirengths—

sinarions it copitalce on your srengrk:
cm imappying you soengths - There ae sy SimAoss at

What are your weaknesses?

Your Top 6 Weaknesses

What strategies can you use to
“manage” your weaknesses?

Not creative enough

Too critical

Not supportive enough

Not sensitive enough

Not tolerant enough

Too picky




Professional Development Group We Drive Performance™

How consistent are you in

your DEBSI personality? Consistency Analysis
How likely are you to apply
your natural behavioral L ow Medium High

tendency? )
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Do you rely heavily on your
D, E, B, S or I trait?

Trait

C Score

Interpretation

38

Your C Score for the D trait 1s moderate, suggesting that you are
somewhat decisive, direct. driven and efficient. You are moderately
consistent on the D traits.

Your C Score for the E trait 1s high, suggesting that vou are consistently
creative, expressive, flexible and mnovative. You are consistent in your
use of the E traits.

Your C Score for the B trait 1s low, suggesting that you are less likely
to be consistently cautious, realistic, responsive, controlled and
moderate. You are less consistent in the B traits.

Your C Score for the S trait 1s high. suggesting that you are consistently
practical, reasonable, supportive, cooperative and reliable. You are
consistent in your use of the S traits.

38

Your C Score for the I trait 15 moderate, suggesting that you somewhat
analytical, logical, precise, thorough and critical. You are moderately
consistent in the I traits.
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How adaptive are you in =
iti ior? Cognitive DESCRIPTION
your cognitive behavior: Factor
D Decisive thinking (D) 15 a linear approach that focuses on the results and bottom line.
Decisive Decisive thinking is more of a “ready fire aim™ approach. It is a linear, “forward moving™
Thinking thought process.
E Creative thinking (E) i1s an outward approach that focuses on change. Creative thinking is
Creative more of a “ready flexible fire” approach. It 1s an outward, “beyond the box™ thought
Thinking process.
B Cautious thinking (B) 15 a squared approach that focuses on the immediate needs.
Cautious . Cautious thinking is more of a “ready careful fire” approach. It is a squared, “within the
Thinking box” thought process.
s Practical thinking (S) 1s a circular approach that focuses on the process. Practical thinking
Practical 1s more of a “ready practical fire” approach. It 1s a circular, “close the loop™ thought
Thinking process.
| Analytical thinking (T) 15 an inward moving approach that focuses on quality. Analytical
R Analytical thinking 1s more of a “ready aim fire” approach. It is an inward, “do 1t right™ thought
1I. Cognitive Adaptiveness Th Inklng prﬂc E'S.S .

o ¢ ke v DEBST st -
Dedeivns: D), Crauiiy (£ Castan (8 racssli (), Auy )
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How do you adapt as a
thinker and decision maker?

Are you D?
Decisive thinker?

Cognitive Adaptiveness

Low Medium High
Are you E?
Creative thinker? Decisiveness #
Are you B? 1
Cautious thinker? Creativity
Are you S? 1
Practical thinker? Cautioushess
Are you I? 1
Analytical thinker? Practicality

Analysis
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How adaptive are you in
your work behavior?

Work
Adaptiveness
Factor

DESCRIPTION

A |
Efficiency

A D oriented way of working that is characterized as “faster, shorter, direct and outcome
oriented”.

{}

An E onented way of working that 15 characterized as “faster, longer, flexible and change
oriented”.

nce |
Balance

A B oriented way of working that 1s characterized as “immediate, realistic, controlled and
applications oriented”.

S
Reliability

An 5 onented way of working that 1s characterized as “slower, steadier, consistent and
process oriented”.

I
Precision

An T oriented way of working that is characterized as “slower, deeper, exacting and quality
oriented”
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How do you adapt in the
way you work on tasks and
projects?

Are you D?
Efficient worker?

Are you E?
Innovative worker?

Are you B?
Balanced worker?

Are you S?
Reliable worker?

Are you 1?
Precise worker?

Low

Work Pattern Adaptiveness

Medium High

Innovation

Balance

Reliability

Precision
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How adaptive are you in
your Interpersonal Behavior?

WL Interpersonsl Adaptiveness

Interpersonal DESCRIPTION
Directness (D) is peinted - a concise and direct type of communication. The direct communicator projects
D a nenverbal look that is judgmental and talks in a “faster, shorter. firmer” sounding voice. Directness is

Direct

]

taken as more of a “telling” type of message with 1tz pointed nature. The Direct commumcator tries to
build clarity; a high level of understanding. By building clarity, they establish understanding and a2 more
efficient interaction.

Expressive

Expressiveness (E) is persuasive - a convincing and expressive type of communication. The expressive
communicator projects a nonverbal look that is animated and talks in a “faster, longer, flexible”™ sounding
voice. Expression is often perceived as more of a “selling™ type of message with it’s persuasive
overtones. The expressive communicator fries to build rapport with others. They work hard to build
acceptance and mfluence, as they relate to the other person’s needs.

Responsive

Responsiveness (B) is parallel — a carefill and responsive type of communication. The responsive
communicator projects a nonverbal look that 1s concerned and talks 1n a “faster, shorter, softer” sounding
voice. Responsiveness communication is often perceived as more of a “suggestion”™ type of message. The
responsive communicator tries to build confidence in their relationship with others.

S

Supportive

Supportiveness (S) is practical; a cooperative and careful type of communication. The supportive
comumunicator projects a nonverbal look that is empathetic and talks in a “slower, shorter, flexible™
sounding voice. Supportive exchanges are viewed as more of a “discussion”. The supportive
communicator tries to build trust m their relationshups. Trust becomes an important factor for the
supportive comumunicator, whether they are judging others in relationship to it, or as part of their
interpersonal makeup.

Logical

Logical (I) behavior is precise; a credible and articulate type of communication. The logical
comumunicator projects a nonverbal look that is analytical and talks in a “slower, longer, flatter” sounding
voice. Logical exchanges are viewed as more of an “explanation”™. The logical communicator tries to
build credibility in their relationships. Credibility is based on being logical, specific and factual where
possible.
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How do you adapt to the
communication and

relationship needs of the Interpersonal Adaptiveness
people you interact with?

Are you D? L ow Medium High
Direct Communicator?

Directness

Are you E? i
Expressive Communicator? Expressiveness

Are you B? . _
Responsive Communicator? esponsiveness

Are you S? Supportiveness
Supportive Communicator?

Are you I? Logicalness
Logical Communicator?
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What is your work style?

What are your most striking traits? What motivates you?
What are your performance
patterns as a:
e Leader? How are you perceived? What de-motivates you?
* Project manager?
e Sales person? How do you think? What are your strengths?
e Customer service rep?
* Individual employee? How do you work with others? How do you like to be treated?
How do you work on tasks? How do you like other to work?
How do you make decisions? When are you at your best?

How do you communicate? How do you maximize your style?
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What are your performance

patterns as a sales person? How do your customers view you? How do you handle objections?
How do you build customer rapport? How do you present?
How do you handle conflict? How do you negotiate?
How do you communicate? How do you close?
What are your listening patterns? How do you prospect?
How do you assess needs? How can you increase sales?

What is your sales focus? What are your sales strengths?
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Sound interesting? You can take the Adaptive Index on the PDG website.
Ready to get started? It should take only 15 minutes to complete.

Taking the survey is easy! Call us at 800-836-5870 or e-mail us at info@consultpdg.com
and get your Adaptive Index Report today!

About PDG Services What's Mew Public Warkshops Publicafions Contoct Us

PROFESSIONAL DEVELOPMENT GROUP
We Drive Performance™

Online Surveys We Drive Performance

Adaptive Index™ Login

Job Fit™ Email:
The Adaptive Index™ measures the

Adaptive Index™ interrelationships between behavioral factors to
determine how you tend to work. These behavioral .

Adaptive Selling® Index patterns are the basis for your work style, the B
characteristics and traits you bring to the job. By

Communications Screening understanding your style, you are better able to

adapt to the style and communications needs of your

Company:
peers, customers and teammates.

Internal Customer Satisfaction

The Adaptive Index™ will help you:
Performance Development Survey™
(3607) + Understand the way you werk and

communicate

Current Position:

Selection Testing + Perform your job more skilffully
«+ Develop a more versatile approach to working Passwaord:
Team Inventory with others

-

Sharpen your interpersenal skills

Werk Climate Inventory™

-

Reduce job conflicts I" Submit \I" Reset \






