
 

 

 
 
 
 
 
 
 
Meeting: Council retreat 

Date: January 5, 2011 

Time: 10 a.m. to 2 p.m. 

Place: PCPA, Madison Room 

Purpose:  Discuss how Council can work together to make a great place and a great Metro 

Outcome(s): Share personal goals as well as goals for Metro and the Region 
Determine how best to achieve these goals: Council organizational structure  
Discuss roles for Councilors and assist President in assigning responsibilities  

 
10 a.m. Introduction and overview (Tom Hughes/Rex Burkholder) 
 
 
10:10 a.m. Team Assessment (facilitated by Sally Rhys with “Focus on Business Ethics”) 
  (based on homework: be sure to get your assignments in on time!) 

 
 
11:30 a.m. Overview of exercise (Tom Hughes) 
  
 Goal sharing exercise (facilitated by Stephanie Soden) 

• Individual goals 
• Council goals 
• Agency goals 
• Regional goals 

 
 
12:30 p.m. Lunch served 
 
 
12:45 p.m. Discuss Council organizational structure and Council assignments (Tom 

Hughes) 
 
 
1:45 p.m.   Next steps (Michael Jordan/Tom Hughes) 

• Review the Compass 
• Discuss Council relationship between JPACT and MPAC 

 
 
2:00 p.m. Adjourn 
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WELCOME TO PERSPECTIVES 
PERSONAL STYLESPERSONAL STYLES

with Sally Rhys, MS

Metro Council 2011
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Our Perspectives on Our World
EXAMPLES
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Our Perspectives on Our World
EXAMPLES
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One View

36%

Our Perspectives on Our World
EXAMPLES

BLENDED 
VIEW 

30%
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Our Perspectives on Our World
EXAMPLES

THREE-
WINDOW 

VIEW

11%
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11%

Our Perspectives on Our World
EXAMPLES
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UNIFORM VIEW

2%
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Our Perspectives on Our World
EXAMPLES

All views are 
needed!

100%
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100%

FOUR PERSPECTIVES FOUR PERSPECTIVES -- FOUR WAYS TO BE EFFECTIVE!FOUR WAYS TO BE EFFECTIVE!

Perspective Personal Styles
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Favored Styles Act as a Road 
Map For:

� What we choose to 
focus on

� How we process 
experience

� How we behave in our 
i t l ld

Details - 17
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interpersonal world

There is No Perfect Style

� Goals are to:

 Know yourself

 Develop flexibility
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 Value differences
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Two Sets of Scores

� CORE PREFERENCES

 you can do what you 

� COPING  
PREFERENCES

want

 comfortable and 
balanced

 “doing your thing”

 under high stress

 experiencing conflict

 out of your comfort 
zone

 believe you only have 
bad choices
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Interpretation

� Scores can range from 48 (high - more like 
me) to 12 (low - less like me).

“Hey, what if I 
have a zero?

) ( )

� Scores within a four-point range (example:  
22-24) should be considered equal for 
interpretation.
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have a zero?  
Does that mean 
I don’t have any 
style?   Hmm...”
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Doing the Numbers!
What the Numbers Mean

32-48 Clear preference to
very strong

“Looks like me.  Sounds like
me.  Acts like me.  I LIKE IT!very strong

preference In fact, I REALLY LIKE IT!”

19-31 Occasional
preference to
moderate preference

“Seen it before.  Familiar.
Might try it now and then for a
change of pace!”
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12-18 Very low
nonpreference to
nonpreference

“What is it?  What would you
do with a thing like that?  Not
my cup-o-tea, that’s for sure!!”

EXAMPLE

Excesses and Blind Spots

Strength ExcessBlind Spot

AssertivePassive Aggressive

EXAMPLE
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Underused Balanced 
Use

Overused
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ANALYTICAL
(Logical)

CORE BELIEFS: The best way for me to solve 
life’s problems is to use a rational approach.  life s problems is to use a rational approach.  
Too much emotion clouds things.  Reason 
should prevail. 

BASIC GOALS: Think, then act!

ADMIRES: Clear thinking careful process
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ADMIRES: Clear thinking, careful process, 
doing your homework, clear expectations and 
Mr. Spock

Analytical

� Systematic

� Analytical

L k f th b t

� Data oriented

� Process

R ti l

Common Strengths
� Tenacious

� Solid

P d t� Looks for the best 
alternative

� Reflective

� Procedures

� Rational

� Options

� Pros and cons

� Maintaining

� Precedent

� Step by step

� Details

� Slow it down! � Can appear

Common Excesses and Blind Spots

� Nitpicky
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� Slow it down!

� Overanalyze

� Overworking

� Can appear 
negative

� Becomes 
stubborn

� Withdraws in 
conflict

� Nitpicky

� Holds own 
counsel
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Analyzing Humor
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“Just how much love should one give?”“Just how much love should one give?”
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DRIVER
(Results)

CORE BELIEFS: The best way for me to solve life’s 
bl i ti l t th j b dproblems is assertively get the job done. 

Understand the big picture, know where you are 
going and get to it.  Don’t waste time on too many 
details.  Take a risk and “make it happen”.

BASIC GOALS: Be competent!  Get results!

JIM JOERGER  PERSPECTIVE CONSULTING GROUP Rev. 5/18/01 19HRCS-74495

ADMIRES: Risk taking, visionaries, what could be, 
straight talk, and taking the “bull by the horns”.

Driver

� Persistent

� Urgent

� Leads easily

� Bottom line

Common Strengths
� Vision

� Tenaciousg

� States position

� Results/outcomes

� Demanding

� Initiating

� Directing

� Future oriented

� Goal directed

� Lets go/cuts 
losses

T k I i t

Common Excesses and Blind Spots

Mi d t il
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� Takes over

� Impatient

� Increases intensity

� Blames others/things

� Ignores input

� Domineering

� Overly demanding

� Does more

� Misses detail

� Takes more 
risks

� Controlling

� Overly directive
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It’s good to know about trees.  Just remember, 
nobody ever made any big money knowing 
about trees!”

AMIABLE
(Responsive)

CORE BELIEFS: The best way for me to solve life’s 
problems is stick with my core values be helpful toproblems is stick with my core values, be helpful to 
others, focus on quality and do what is right.  A job 
worth doing is worth doing well.  Behave in a 
trustworthy way and build quality relationships.  
How people feel does count. 

BASIC GOALS: Do the right thing - be helpful!
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BASIC GOALS: Do the right thing - be helpful!

ADMIRES: Quality workmanship, loyal people, hard 
work, cooperation, helpfulness and a good one-on-
one conversation about important things.
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Amiable

� Value driven

� Self-critical

L l

� Supportive

� Critical eye

Id li ti

Common Strengths
� Dedicated

� Cooperative

Q lit i t d� Loyal

� Trusting

� Helpful

� Idealistic

� Perfecting

� Patient

� Quality oriented

� Intense -
personal

� Shoulds/oughts � Overwork issues

Common Excesses and Blind Spots

� Gets
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� Shoulds/oughts

� Imposing values

� Perfectionist

� Self-denying

� Overwork issues

� Overidentifying

� Rigid

� Gets 
overcommitted

� Doesn’t cut 
losses easily 
and let go of the 
past!

EXPRESSIVE
(Network)

CORE BELIEFS: The best way for me to solve 
life’s problems is stay alert and involved, be 
fl ibl d dj t h i t i li htflexible and adjust my approach, maintain a light 
touch, seize opportunity and work closely with 
others.  Stay open, keep a positive attitude and 
don’t become rigid.

BASIC GOALS: Know others!  Be flexible!
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ADMIRES: Flexibility in self/others, energetic 
people, having fun and keeping it light, not getting 
stuck in a rut, and variety in activities and 
relationships.
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Expressive

� Energetic

� Flexible

� Assertive and 
responsive

U h

Common Strengths
� Light touch

� Soft bargaining

� Resourceful/ 
experimental

� Good at networking

� Use humor

� Consults

� Verbally fluent

� Aware

� Keep things 
moving

� Direct and up 
front

� Easily bored � Empathy seems

Common Excesses and Blind Spots

� Diverts by being
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� Easily bored

� Overly entertaining

� Lacks conviction

� Passive aggressive

� Avoids conflicts

� Empathy seems 
hollow

� Loses sight of 
own goals

� Inconsistent

� Diverts by being 
clever

� Aggressive and 
attacking

� Denies 
difficulties
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The four basic personality stylesThe four basic personality styles

How Assertive?  How 
Responsive?

AMIABLE EXPRESSIVE

High

S

More responsive and
less assertive

More responsive
and more assertive

ANALYTICAL DRIVER

E
S

P
O

N
S

IV
E

N
E

S
S
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Less responsive and
less assertive

Less responsive
and more assertive

Low

Low HighASSERTIVENESS

R
E



16

MORE RESPONSIVE LESS RESPONSIVE

Behavioral Characteristics of 
More and Less Responsive 

People

� Express feelings more openly

� Appear more friendly

� More facially expressive

� Gesture more freely

� Have more vocal inflection

� More comfortable and usually more 
adept at small talk

� Use more anecdotes and stories than 

� Less disclosing of feelings

� Appear more reserved

� Less facially expressive

� Gesture less often

� Have less vocal inflection

� Less interested and less adept at 
small talk

� Use more facts and logic than 
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facts or logic

� Express more concern about human 
aspects of issues

� Less structured in their use of time

� Prefer working with people

g
anecdotes and stories

� More task oriented than concerned 
about human aspects of issues

� More structured in their use of time

� Prefer working with things/systems

MORE ASSERTIVE LESS ASSERTIVE

Behavioral Characteristics of 
More and Less Assertive People

� Exude more energy � Exude less energy

� Move faster

� Gesture more vigorously

� Have more intense eye contact

� Tend to lean forward when 
making a point

� Speak more rapidly, louder, and 
more often

� Address problems quicker and 
d id i k

� Move slower 

� Gesture less vigorously

� Have less intense eye contact

� Tend to lean backward when 
making a point

� Speak less rapidly, softly, and 
less often

� Address problems less quickly 
d d id l i kl
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decide quicker

� More risk oriented

� More confrontational

� Exert more pressure for a 
decision or taking action

� Demonstrate anger more quickly

and decide less quickly

� Less risk oriented

� Less confrontational

� Exert less pressure for a decision 
or taking action

� Demonstrate anger less quickly
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Style Flex

� What is Style Flex?
 Temporarily tailoring a few of your behaviorsTemporarily tailoring a few of your behaviors 

and responses to improve the results of the 
interaction

� When to Flex!
 When it is clear that a relationship will work 

better if you made some changes in the way
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better if you made some changes in the way 
you approach the individual

Style Flex Versus Manipulation

“I call neurotic any man who uses 
his potential to manipulate others 
instead of growing up himself.”

- Fritz Perls
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Stress Shift

� What is the Perspectives Stress Shift?
 The magnitude and pattern of changes youThe magnitude and pattern of changes you 

make in your behaviors when you are 
experiencing high levels of stress and 
conflict!

� Some of us change very little in our 
approach.

� Some of us shift and try other
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� Some of us shift and try other 
approaches.

Stress Shift

� Why is the Stress Shift important to me?

 OFF BALANCE:  When we are in our coping 
preferences, we are usually not as effective or 
efficient in our choice and use of our 
behaviors.  We are by definition “off balance”.

 CHOOSE RATHER THAN REACT:  It is 
i t t t k d d t d
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important to know and understand our 
tendencies so we can make “knowing 
choices” rather than just react.
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Interpreting the Perspectives 
Stress Shift

� Less than 11 = Very low shift
 “What you see is what you get! Just more ofWhat you see is what you get!  Just more of 

it!”

� 12-18 = Low shift
 “Stay in their comfort zone; make fine-tuning 

adjustments”

19 25 = Moderate shift
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� 19-25 = Moderate shift
 “More flexibility - trying some different 

approaches - the pattern becomes more 
important.” 

Interpreting the Perspectives 
Stress Shift

� 26-32 = High shift
 “Usually moving away from strongly favoredUsually moving away from strongly favored 

approaches - may not be as efficient in stress 
preferences.”

� 33 and greater = Very high shift
 “Big shifts usually mean you don’t like a 

particular kind of conflict you may surprise
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particular kind of conflict - you may surprise 
people.”  “I’d rather not be doing this!”
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Metro Council Team Profile

� Strengths:
 What are strengths we have in common?

 Where will we reinforce each other in a 
positive way?

� Possible Excesses:
What are possible excesses as a team?
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 What are possible excesses as a team?

 Where might we “overdo” favored 
approaches?

Team Profile debrief, cont’d

� Possible Blind Spots:
 What are our potential blind spots?What are our potential blind spots?

 What perspective do we need to consciously 
include?

� Potential for Conflict:
 Where are significant differences in favored 

approaches?

JIM JOERGER  PERSPECTIVE CONSULTING GROUP Rev. 5/18/01 40HRCS-74495

 What could happen in times of stress?
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The Magic is in the 
MixMix

Sally Rhys, MS

Coach and Consultant
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971-678-0489
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