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Part 1 - Importance of Personality in communication
Being able to communicate effectively is perhaps the most important of all life skills. It is what enables us to pass information to other
people and to understand what is being said to us. Employers recognize that effective, integrated and coordinated communication is
integral to carrying out an organization’s goals. If you want to be an expert communicator, you need to be effective at all points in the
communication process – from "sender" through to "receiver" - and you must be comfortable with the different channels of
communication - face to face, online, written, and so on. Unlike other communication techniques that teach us to mask and modify
ourselves, this report shows our communication behaviour as ‘who we are’ based on our personality traits. When we have a deeper
understanding of ourselves, we are mindful of our ability to communicate effectively. This report gives you a detailed look at your
communication style based on the IDENTI3 questionnaire you completed. It is divided into eight parts.
1. Initiating Conversation
2. Making Conversations Relevant
3. Articulation and Clarity
4. Diplomacy
5. Active Listening and seeking win-win
6. Negotiation Style
7. Maintaining Credibility
8. Deliverables
The following pages will provide you with insights to your behaviours when it comes to communicating with others.

Important Information
This report showcases your traits. While it is accurate, it does not account for (1) co-relations of different traits, which may reinforce or
cancel each other out, (2) using one trait over the other for a specific behaviour or scenario, or (3) masking or modifying your
behaviours. You may find that you may relate to other behaviours over another. This does not mean that the descriptions are inaccurate.
The best way to understand this report is to engage the help of a certified IDENTI3 Coach or Trainer who can explain how the system
works.
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(I) Initiating Conversations
Very often, people overlook the part of taking the first step to initiating conversations. Communication starts only when two
people make contact with each other. For some of us, approaching someone for the first time can be a nerve-wracking
experience while for others it might be something, they do with ease. We have to acknowledge that this is a good skill to
have. It enables one to meet new people easily and develop a network of peers, friends and experts. This may lead to
more knowledge and experience. We can learn more so at times from interactions, rather books or the internet. However,
it is taking that first step to connect with someone that can stump some of us.
How do our traits affect our ability to initiate conversations? Why do some people fair better than others? Our ability to
express ourselves – Exposition and our Sociability traits – our shyness, affect us when it comes to taking the first steps to
initiate conversation.

40

Having 500 friends on Facebook or 1000 connections on LinkedIn does not make you a sociable person. Your true nature
is quiet and reserved. You usually prefer your personal space or connecting with the people close to you. When required
to be social you tend to mask yourself to suit the situation. Meeting new faces can take up a lot of energy and you may feel
exhausted after an event. When it comes to communicating with people whom you are familiar with, no one will suspect
that you can be an introvert. In reality, you prefer not to take the first step when it comes to speaking to people whom you
are unfamiliar with. Instead, you may choose other non-direct communication such as electronic medium or put a distance
between you and the person. This may come across as aloof or avoidance.
50
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Sometimes, you place importance on communicating with others. However, at other times, you prefer to ignore everything
because you do not find it worthwhile for your attention. Your fluctuation in behaviour may send confusing signals to the
people around you.

You are usually shy around a group and may not want to or know how to initiate conversations. Sometimes, you might feel
that others should be the one to approach you instead. You also usually like to project a good image.
You second-guess yourself, what you want to say and most times might shy away from initiating a conversation unless
you have to.
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(II) Making Conversations Relevant
Conversations involve personal interactions between two or more people about a subject matter and something of mutual
interest. Conversations are meant to be two ways and interesting. But many people worry about having conversations and
being able to make the conversation relevant.
Having meaningful conversations means that it stays relevant to all the parties involved and flows naturally and smoothly.
This involves how you think and feel. The way you think and how the other party process their thoughts may lead to
convergent or divergent conversations. How you and the other party feel about a particular subject may lead to either a
passionate or a cold discussion.
To have constructive and enjoyable conversations with others is somewhat of an art. But understanding our personality
can help us understand how we can relate to conversations and make them interesting. Let us look at the thought and
affection combination.

90

You may be an idealist with a vision. You enjoy sharing this vision with others but may not understand why others are
unable to see the entire framework. You may be carried away with great ideas hence when the conversation requires
immediate solutions, you may provide solutions that may not be realistic or cannot be implemented immediately.
40

You are likely to be objective and impartial. You tend not to rely on emotions when engaging in conversations and speak
factually. You do not understand when others become highly charged and emotional. This may cause you to appear
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distant and detached.

You run high on adrenaline when you talk about great visions and big ideas. You like to engage in conceptual
conversations. You explore new ideas and come up with idealistic solutions. As such, you might have difficulties keeping
conversations relevant or be frustrated when the topic is too practical and allows for no imagination.
There is a tendency that you may go off in a different tangent in conversations. Conversations that are too practical might
leave you disinterested and appear aloof. Furthermore, because you are an objective person you may also appear cold
and unfriendly. People may find that you are emotionally detached. This might cause the other party to disengage and not
continue the interaction with you. Others may not feel a connection with you when you are detached.

Page 6
No parts may be reproduced without written agreement from IDENTI3®

Communication Style Report (Coaching Report)
Name
Designation
Industry
Total Working Exp
Yrs in Organization

: Sample Two
: Admin and Finance Director
:
: 25
:

(III) Articulation and Clarity
The ability to express our thoughts, ideas, feeling and opinions is one of the vital aspects of human interactions. Words, as
they say, are sometimes the poorest form of communication, as there are many ways to interpret what someone says. To
then ensure that the receiver of the message properly understands what the speaker is saying it is important that the
message is clear and with little room for miscommunication.
While some people tend to overthink and require clarity, others seem to be more spontaneous in their interactions. In
seeking solutions or in a discussion some individuals are quickly able to react, adapt and move forward in their
interactions. They can take action with little directives. Others though need to seek clarity with a given situation and
clearness in the outcome desired. As such, they must be able to articulate their questions and find the answers they
require to move forward.
What traits do we have that affect our ability to be articulate or seek clarity?
Let us take a look at the Exposition and Flexibility combination.

65

You tend to be expressive in areas that you are knowledgeable in and reserved when you are unsure. As such, people
around you may not know what to expect of you. You might be expressive in situations when you are not required to be.
Then, when required to be expressive you might choose not to say much leaving people around with whom you
communicate with regularly perplexed.
45
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You need clarity and expect people to have details or to be able to provide you with the details you need in a conversation,
discussion or planning. You will tend to ask questions to gain clarity and if it is a conversation about the progress of a task,
you will need clear and thorough instructions. There might be a tendency that you might at times ask too many questions
that can annoy others.

You are usually able to express and articulate yourself clearly. However, there may be times that you decide to take a step
back and listen instead as you are unsure of the topic.
You can usually to keep the conversation going, as long as you can have the answers to all your questions. You seek
clarity in your interactions and discussions.
You will usually ask questions to ensure that you do not misinterpret the other person.
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(IV) Diplomacy
Why are diplomacy skills important in communication?
Success in communications depends on your diplomacy skills. It is also needed for negotiations, persuasions and
assertiveness. Exercising diplomacy aids to avoid unnecessary conflict. It revolves showing sensitivity to other people’s
opinions and ideas.
In your career, for example, your ability to relate and collaborate effectively with your employers, managers, and
coworkers requires effective communication. Collaboration is needed for most job scopes and throughout your career and
for most of us it becomes an integral element for excellence and success on an individual level as well as in the form of
teams. All of this makes diplomacy an invaluable skill to possess in any workplace and any relationship. It aids in the
development of mutual respect and communication becomes easy and less stressful. Diplomacy skills when used
effectively, enables an individual to come out of an interaction or a difficult situation with his credibility still intact.
When it comes to exercising diplomacy our Leading and Tactfulness traits come into play. Let us take a look at the
Leading and Tactfulness combination.

40

You much prefer others to take the lead in interactions and you go with the flow. You do not have any desire to lead or
influence in your communications and might feel uncomfortable when you have to do so. You usually wait for someone to
lead the way in discussions. It is not your natural desire to persuade people or motivate them to take a certain course of
action.
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50

You see everyone as approachable, genuine and friendly. Thus, you trust people easily, displaying your true intentions in
your communications and expect others to be the same. You are not one who likes to negotiate or persuade people, you
prefer to be direct and straightforward in your dealings with people. People see you as honest but you can sometimes
offend people by being too blunt.

You may not have any desire to lead or influence in your communication. You feel uncomfortable when you have to do so.
You prefer others to lead the interaction. Being a forthcoming person, you take what others say literally.
You have no hidden agendas and assume everyone is as open and guileless as you. You are not one who likes to wheel
and deal.
You tend to be too straightforward in your communication style. You either not notice or care to exercise diplomacy in your
interactions. This might unwittingly cause you to offend others.
You may come across as being inflexible, undiplomatic or inadaptable in your communication with others.
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(V) Active Listening
Active listening means that you give attention to what is being said rather than just passively hearing a message. It
involves listening with all senses. This allows the messenger to feel at ease and communicate openly. It is the most
fundamental component of interpersonal communication. When we pay active attention, we can spot the true elements of
the message and what the other party needs. The listener must show positive body language that portrays active listening
and also clarifying what is being said, by asking relevant follow-up questions.
Some of us might struggle with this concept. While others have the natural ability to tune in and listen in to not just the
verbal clues but the non-verbal message as well. When we can listen actively to the people, we are communicating with,
feel a sense of connection.
The traits that affect our ability to listen actively and are Exposition and Empathy. Let us take a look at the Exposition and
Empathy combination.

65

You tend to be expressive in areas that you are knowledgeable in and reserved when you are unsure. You give others a
chance to share their thoughts as well. You might be expressive in situations when you are not required to be then when
you are meant to be expressive, you might choose not to say much. Due to your fluctuating exposition, people around you
may not know what to expect of you.
35

You are focused on your goals and want to achieve them. You may not be aware of the needs of others around you and
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tend to put your own goals before others. You may talk more about yourself than wanting to know others. You might not
play an active part in listening to others and may not understand other's needs. Others may describe you as detached and
not understanding, as you are less concerned for others. You focus more on your work and goals instead of those around
you.

You may not be aware of the needs of others around you and put your own goals before others. You tend to talk more
about yourself than wanting to know others.
Being focused in your interactions you usually set boundaries and can express them relatively clearly. When
knowledgeable in a situation or subject matter you can negotiate and also influence others with your natural ability with
words. However, when you are not certain about the subject matter you are not able to express your position effectively.
Most times you come up with win situations for yourself. Others might find themselves compromising more than you or you
might find that the communication ends up with no outcomes.
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(VI) Negotiation Style
The art of negotiation is an important business skill. Strong negotiation skills can be the difference between a beneficial
compromise and a loss. The most fruitful style of negotiation is one that is collaborative rather than accommodating,
competing, compromising or avoiding.
In most negotiations, the goal is to be fair. If both parties can understand this and be sympathetic to the others’ needs,
both stand to benefit far more. Competition for money or business resources is not a true negotiation. In any negotiation,
each side has something to offer, and some things they can reasonably concede. Be open, fair, and honest, and you can
gain the most from business negotiations. This will aid in building long term trusting business relations.
When it comes to negotiations, the traits that affect us are Dominance and Empathy. Let us take a look at the Dominance
and Empathy combination.

75

You are assertive in your opinions, directions and decisions. In your interaction with others, you tend to dominate the
conversation and may want to take ownership of certain responsibilities. You may feel demotivated when not given
enough responsibilities. Others may see you as dictatorial and controlling. You may be overly protective and territorial of
your responsibilities. You may want to be involved in all aspects of the project, rendering you busy all the time.
35

You are focused on your goals and are willing to make physical and emotional sacrifices to achieve them. You may not be
aware of the needs of others around you and tend to put your own goals before others. You might not play an active part
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in listening or be empathetic towards other people's needs. People may describe you as detached and inconsiderate as
you are less emotionally attached to the human factor. You do not regard the welfare of others as an important aspect of
your relationships.

You can take control during interactions and are confident in asserting your point of view. You are also confident in your
ability to make decisions and hence, present yourself as an authoritative figure in conversations.
You will want to retain control whenever possible thus, asserting control over situations and dominating the interaction.
Sometimes you can be little too controlling and forceful.
You may not be aware of the needs of others around you and tend to put your own goals before others. You are focused
on your intent in interactions and set boundaries.
You come up with win situations for yourself and the other party might compromise more than you.
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(VII) Maintaining Credibility
For people to believe in a message they must believe in the messenger. Our credibility is based on our words and actions.
To be credible, these two areas of communication have to be congruent. After you have communicated your message, it
becomes about following through with your promises and responsibilities. If you do not accept personal responsibility, your
credibility will suffer. Others will see you as being self-serving.
Maintaining credibility enables positive relationships between people and yourself. People trust you to do your part as well
as support them in their scope and efforts. Sometimes when you become busy with the everyday grind that you lose sight
of important issues and promises made. Credibility can also be easily lost. When you lose it, it is hard to gain it back.
Thus, you must incorporate the best ways to maintain your credibility. You can do this when you keep sight of your
responsibilities and are congruent with your words and actions.
When it comes to maintaining credibility, your score in effort and determination play an important role. Let us look at the
effort and determination combination.

70

You tend to fluctuate your effort in tasks, depending on priorities and energy levels. You might seek to put tasks that are of
interest to you as a priority, as opposed to tasks that might be more pending. You put in your time and effort in some
situations. Then at other times, you find easier and less tedious alternatives, especially when you are exhausted by long
periods of hard work. This tendency might leave the people around you confused as to your commitment levels.
70

You fluctuate your level of determination in tasks and this can seem confusing to the people you connect and work with
regularly. You tend to work on a few different things at one time to add some variations to your daily task. You might
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sometimes move on to something new, before completing what you have at hand.

You achieve a balance in your life by varying your priorities accordingly to the situation and find smart ways of doing things
when necessary.
You can fluctuate when it comes to persistency in tasks. You are someone that prefers some variations in your daily task
to make it seem less monotonous.
Though you usually would like to see a project to the end, there might be times you just move on to something else that
interests you more.
You can maintain credibility most times. The areas it might suffer are you might take a little longer to complete your tasks
as you might be working on a few different things at one given time. When overworked you feel overwhelmed and might
want to give up in areas that do not interest you as much.

Page 16
No parts may be reproduced without written agreement from IDENTI3®

Communication Style Report (Coaching Report)
Name
Designation
Industry
Total Working Exp
Yrs in Organization

: Sample Two
: Admin and Finance Director
:
: 25
:

(VIII) Deliverables
One’s quality standards and sense of time can make or break a person. However, they have opposing outcomes. When
you spend more time to emphasize on accuracy it affects your timeliness. On the opposite end of the scale, if you rush to
complete your task, they may be potential for errors. It is, therefore, an important balance to maintain. To be aware of
other people’s value around these two dimensions, and be able to communicate these values would be greatly beneficial
in both your professional and personal relationships. These two factors can also affect your credibility if you are not able to
deliver your promises and meet your deadlines.
Is accuracy more important than timeliness or vice versa? This very much depends on your environment and the people
you are working with, as people have a different lens of trade-off. Therefore, it is important to communicate these two
aspects.
Let us take a look at the Quality and Timeliness Combination.

85

You like to achieve a relatively high quality of work but understand that people and things cannot be perfect. Hence, you
are willing to compromise by allowing your quality to fall within an acceptable standard. You can accept a reasonable
quality of work from others. However, at times you can tend to fluctuate between wanting perfection and just accepting
standards that fall within your expectations. This might cause some confusion to others as they do not know your
expectations and standards with regards to certain tasks.
90
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You are highly conscious about time. You get anxious about being late for appointments and on task deadlines. You
expect others to be on time and it annoys you when people are late. You act quickly and have a strong sense of urgency.
You may be pressured into hasty decisions if time is ticking away. You may feel stressed due to this high-strung nature of
yours. However, you can be counted on to get work done on schedule.

You can generally be depended upon to deliver quality work on time. You like to achieve a high quality of work however,
understand that people and things cannot be perfect. Therefore, at times you are willing to compromise on quality.
However, when it comes to timeliness you expect others to be as vigilant as you in keeping time and meeting deadlines.
You feel the pressure of delivering results on time or before time. You move quickly and expect others to do the same.
You feel frustrated when they do not. This has a potential cause for conflict in your interactions.
Sometimes, you may be pressured into hasty decisions. In such instances, you might forgo your standards to deliver to
your responsibilities and promises.
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Part 2 - Reflection and Recommendation
Poor communication causes hardship in our professional and personal life. It is no coincidence that good communicators are highly
successful. Those who have mastered the art of communication know-how to truly connect with the people around them. Naturally, this
leads to success inside and outside of the office.
Whether you’re looking to excel in your career or improve your relationships, mindful communication can do a lot to enhance your life.
Use the following as a guide to help you be mindful when communicating.
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(I) Initiating Conversations

40

You may expect others to take the first step to initiate conversations and resolving conflicts. However, they might not even
be aware of any issues that you have. You need to at times take that first step to approach your peers and communicate
the issues at hand. You may want to consider broadening your work and your business circle so that you can have more
opportunities. It may be good for you to step out of your comfort zone so that you can expand your perspectives.
50

You need to realize that your communication tendencies fluctuate. This causes others to think that you are not consistent
in how you handle situations and may affect your credibility. Reflect on your need for recognition or the fear of losing face,
and weigh that with taking the first step to reaching out to start conversations.
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(II) Making Conversations Relevant

90

You have to be cautious not to go off in a different tangent in an interaction. You need to ensure the people around you
understand your ideas. To keep a conversation going, you will have to be able to also seek practical solutions to stay
relevant. Especially, if you are engaging with others with a different thought process to you. Be aware of whom you are
with, what ideas and thoughts they present. In a practical conversation, listen to solutions while giving some ideas and
seek how your ideas can be brought to life. At times, your ideas will work well but if you approach a niche problem that
requires immediate attention, you need to be more practical than idealistic.
40

You may need to understand that certain people can feel passionate about certain subject matters and that motivates
them. You will fit well by trying to balance the situation with an objective view. However, it may rebound if you expect
others to be as calm and collective as you are. You do not understand why others bring emotional factors into their
decision-making processes and are not objective. As such, you will need to watch out when others get passionate about a
topic and manage their emotions. At times, you may need to 'break the ice' and be friendly and make the connection for
the other party to want to continue the interaction.
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(III) Articulation and Clarity

65

You have varying degrees of articulation depending on the situation. You have to be mindful of what the situation calls of
you and be more aware of how your exposition skills are required. When engaging with people you regularly communicate
with it would be good to express that you might be taking a back seat in a conversation that you are not confident in. You
can express that you want to listen to the content and context first to understand the situation or the other party better.
45

Be mindful of other people's boundaries and exercise some imagination and flexibility on your part as well. Perhaps you
can also explain your need for clarity to avoid miscommunication so that the other person is willing to give you their time.
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(IV) Diplomacy

40

You might feel uncomfortable when you have to take charge, influence and motivate people around you through
communication. This may be detrimental at times especially when you need to take charge and communicate with others.
50

You may want to rethink your straightforward approach to the people around you and learn to manage people without
putting them off. Your bluntness may cause awkward situations and you might unknowingly offend others. When you want
to be straightforward, do take note to not react immediately and exercise sensitivity to others. You are too trusting. You
need to be more diplomatic in your thinking and approach with people. Look at the details of the issue and the person you
are communicating with, do not always take a person at face value but learn to form your own opinions.
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(V) Active Listening

65

You have varying degrees of articulation depending on the situation. You have to be mindful of what the situation calls of
you and be more aware of how your exposition skills are required. When engaging with people you regularly communicate
with, it would be good to express that you might be taking a back seat in a conversation that you are not confident in.
Express that in this case you want to listen to the content and context first to understand the situation or the other party
better, before expressing your thoughts.
35

You may tend to put yourself before others and hence, might not consider the needs of others in an interaction. Therefore,
you might need to take the time to listen to others to try and understand their perspective. You need to involve other
people's needs in the communication process. This will also help you come up with a more holistic solution when need be.
People do not like when you ostracize their inputs and feelings, so be mindful to pay attention to others.
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(VI) Negotiation Style

75

Your dominance may inhibit freedom or contribution of others. To minimize conflicts with those you interact with, you will
need to discuss your roles and area of responsibilities. Take note not to breach onto someone else's territory. Respect
other's point of view and consider them before asserting your thoughts and directions. You may want to be involved in all
aspects of the project, rendering you busy all the time. Ensure that you do not take on more than you can handle.
35

You may tend to put yourself before others and hence, might not consider the needs of others in an interaction. Therefore,
you might need to take time to listen to others to understand their perspective and involve their needs in the
communication process. This will also help you come up with a more holistic solution when need be. People do not like
when you ostracize their inputs and feelings so be mindful to pay attention to others.
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(VII) Maintaining Credibility

0

You exhibit both approaches to work; working hard and working smart. You may need to elaborate your intention clearly at
times. Your fluctuating tendencies may confuse the people around you. You can explain your priorities and interests so
that people around you can be on the same page as you. You need to also priorities what is more important versus, what
your interests are at times. When you do think of shorter ways to achieve your goals, take the time to check your work and
look out for errors.
0

Because you tend to vary on how persistent you are on specific tasks, you need to communicate to those around you of
your intentions and the directions that you are embarking on. If you change mid-way it might annoy the people around you.
You will have to take a step back to analyze and, strike a balance between commitment and practicality. Sometimes. you
might just have to grit your teeth and accomplish what you had initially set out to do. You need to keep your focus on the
task at hand. Open communication is thus vital. Be wary to only make promises that you can keep.
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: Sample Two
: Admin and Finance Director
:
: 25
:

(VIII) Deliverables

85

Though you are reasonable in your expectations, there may be times when you aim for excellence. This can cause you to
feel disappointed with yourself or the people around you. Others might not know the level of expectations you have with
regards to certain tasks. Hence, you will need to communicate your expectations clearly and set boundaries so that you
too are aware of your standards as well.
90

You may be in a constant battle to hasten yourself and others to meet deadlines. This can result in conflicts with others
and anxiousness for yourself. When you impose your time expectation on others it can irritate them causing tension. Your
reminders have to be timely without appearing to be overbearing. You can state your expectations of time right from the
start. While being prompt in meeting deadlines can be a good trait, there may be times when you are pressured into
deciding before you have a chance to consider it fully. You need to learn how to manage your expectations of timeliness
rather than have it manage you. You can consider the fact that deadlines may be negotiated reasonably especially if the
quality of work is compromised given a challenging timeline.
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Profile Consistency Score
90

85

65

45

70

90

70

40

35

40

70

75

50

40

50

85
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Your IDENTI3 TYPE
Identi3 Career Types are designed from research and empirical studies over 33 years. The findings show that broadly
speaking, individuals have strengths in certain areas. Using the statistical method of cluster analysis, eight key types,
based on their strengths, have emerged.
The following are the results of your answers from your questionnaire, arranged in your MOST LIKELY to LEAST LIKELY
IDENTI3 TYPES.

100

100

75

75

0

0

0

0
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Moderately Inconsistent
Determination
Attachment
Dominance
Tactfulness

Inconsistent
Affection

: Sample Two
: Admin and Finance Director
:
: 25
:

Most Inconsistent

Validity of IDENTI3 Questionnaires
The Validity Report can be found on www.Identi3Profiling.com

What's next?
(i)

Unlock other reports
Further analysis can be derived by
generating other reports.

(ii)

Assess your environment
More often, it is our environment that
affects us. Go beyond profiling by
understanding your environment. Visit:
www.identi5systems.com

(iii)

Get started with self-help
Improve yourself at your own pace and
time.
Release Your Handbrake - "Discovering yourself
through IDENTI3 Profiling"
Discover secrets in your personality that prevents you from
being successful and achieve the break through

The Closer We Get, The Uglier It Gets
How to improve your relationship when you and your
partner both have your IDENTI3 results
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(iv)

: Sample Two
: Admin and Finance Director
:
: 25
:

Go social with us
Find out more about how to read human
behaviors from our social media channels

https://www.linkedin.com/company/identi3-profiling/

https://www.facebook.com/Identi3asia

Search for "identi3 profiling"
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