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ABOUT SOCIAL STYLES   
WHAT YOU SHOULD KNOW 

There are four different social styles with related colours: analytic (blue), driver (red), amiable 

(green) and expressive (yellow). The objective of a socials style assessment is so you can create a 

better fit with other people, whether at home, at work or as a student. Your style is depicted 

below with a solid colour and the other styles do not have a solid colour.  

 

You were born with a specific style which is called your primary social style. You also have a 

secondary style. There are factors that create individuality in each person such as culture, religious 

beliefs and upbringing. Although these factors play a role in influencing behaviour, the study of 

basic social styles seem to provide the most insight to predicting behaviour. For example, how 

can two people from the same family born into poverty emerge differently from it? Social style 

differences provide insight into this mystery  

So, thank you for completing the social style assessment. Knowing your social style and also the 

style of others will help you to understand yourself and others better. It will help you with 

relationships at the workplace, creating more meaningful friendships and improved unity in your 

family, creating a beautiful fit. I hope this will be valuable to you! 
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YOUR PRIMARY STYLE   

DRIVER  

You have a strong compulsion to perform and be in control of most things the you do. You take 

pleasure in work because it involves activity and you speak with precision and little redundancy. 

Being a drivers you like new ideas, challenges and competition. You have a passion for knowledge 

and are constantly searching to answer the “why’s” of life.  At times you can be overly forceful and 

may require too much from yourself and other people. Haunted by the possibility of failure, you 

are self-controlled, persistent and logical  

YOUR SECONDARY STYLE  
ANALYTICAL 

Perhaps you are wondering whether you were once a DRIVER and now you have become an 

Analytic. The simple answer is that you were born a DRIVER, but similar to most people you also 

have a secondary style. You secondary style is amiable and so you are referred to as an Analytical 

DRIVER. As an Analytical DRIVER you tend to be more detailed conscious which means at times 

you can be perfectionistic. You also tend to be more economical, schedule orientated and more 

agreeable. The attributes of an Analytic are noted in this report, so see which qualities of an 

Analytic are mostly like you. You do however display the behaviour of a DRIVER. 
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YOUR STRENGTHS  
BEHAVIOUR SPEAKS LOUDER THAN WORDS 

You have some incredible strengths that shows up in how you are as a parent, at work and as a 

friend. Your style may adjust between home and work, but you still remain a DRIVER. You tend to 

be: 

A SNAPSHOT 

AS A PARENT  
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Dynamic and active 

Compulsive need for change  

Must correct wrongs 

Strong-willed and decisive 

Think they are born leaders

Exudes confidence  

Can run with anything 

Independent and self-sufficient  

Not easily discouraged 

Unemotional 

Set high standards for yourself and others 

Try to keep your home in good order 

You want everything done right 

Pick up after your children 



AT WORK 

AS A FRIEND 
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Goal orientated  

Organises well 

Sees the whole picture  

Seeks practical solutions 

Moves quickly to action  

Insists on production  

Stimulates activity 

Thrives on opposition

Has little need for friends  

Will work for group activity 

Will lead and organise 

Think they are usually right 

Excels in emergencies  



DEVELOPMENT AREAS  
BEHAVIOUR SPEAKS LOUDER THAN WORDS 

You have some development areas that, like your strengths, also shows up in how you are as a parent, at 

work and as a friend. 

A SNAPSHOT 

AS A PARENT  
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Tends to overdominate 

Too busy for family 

Gives answers too quickly 

Impatient with poor performers 

Will not let children relax 

May send children into depression 

Bossy 

Impatient 

Quick-tempered 

Cannot relax 

Too impetuous  

Enjoys controversy and arguments

Comes on too strong 

Inflexible 

Not complimentary  

Dislikes tears and emotions 

In unsympathetic  

Will not give up when loosing



AT WORK 

AS A FRIEND 
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Little tolerance for mistakes 

Demands loyalty in ranks 

Doesn’t analyse details 

Bored by trivia 

Feels the end justifies the means 

May make rash decisions 

May be rude or tactless 

Manipulates people 

Demanding of people  

Work may become God

Tend to use people  

Dominates people 

Knows everything  

Decides for other people 

Can do everything better 

Is too independent  

Possessive of friends and partner 

Find it hard to say “sorry”



LIKES AND DISLIKES 
THINGS YOU VALUE AND WHAT ANNOYS YOU 

What YOU value What annoys YOU

Achievement 

Challenge 

Success 

Power 

Speed 

Control 

Responsibility 

Goals 

Debates 

Competition 

Leadership 

Independence 

Decisiveness 

Productivity

Boredom 

Small talk 

Indecisiveness 

Details 

Hypersensitivity 

Overemotional 

Dependency 

Excuses 

Irresponsibility 

Lethargy 

Laziness 

Procrastination 

Taking orders 

Overanalysis
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GENERAL OVERVIEW 
ALL SOCIAL STYLES  
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Area Analytics Drivers Amiables Expressives 

Reaction Slow Swift Unhurried Rapid 

Orientation Thinking and 
fact

Action and goal Relationship and 
peace 

Involvement and 
intuition 

Likes Organisation To be in charge Close 
relationships 

Much interaction 

Dislikes Involvement Inaction Conflict To be alone 

Maximum effort To organise To control To relate To involve 

Minimum 
concern 

For relationships For caution in 
relationships 

For effecting 
change 

For routine 

Behaviour 
directed toward 
achievement 

Works carefully 
and alone - 
primary effort 

Works quickly 
and alone - 
primary effort 

Works slowly 
and and with 
other people - 
secondary effort 

Works quickly 
and with teams - 
secondary effort 

Behaviour 
directed toward 
acceptance 

Impresses 
people with 
precision and 
knowledge - 
secondary effort 

Impresses 
people with 
individual effort - 
secondary effort 

Gets along as 
integral member 
of group - 
primary effort

Gets along as 
exciting member 
of group - 
primary effort 

Actions Cautious Decisive Slow Impulsive 

Skills Good problem-
solving skills 

Good 
administrative 
skills 

Good 
counselling skills 

Good persuasive 
skills 

Decision-making Avoids risks, 
based on facts 

Takes risks, 
based on 
intuition 

Avoids risks, 
based on 
opinion 

Takes risks, 
based on 
hunches 

Use of time Slow, deliberate 
disciplined 

Swift, efficient 
impatient 

Slow, calm, 
undisciplined 

Rapid, quick, 
undisciplined 



WITH YOUR BACK AGAINST THE WALL 
Below are the responses and also listed in order of priority when you and others are with you back 

against the wall. 
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Analytics YOU

Become less assertive, more controlled, hold in 

feelings, and do not share ideas. You avoid, 

dodge, escape, and retreat from others or 

undesirable situations. 

They tend to become over-assertive, unbending, 

over controlling and demanding. They are strong-

willed and attempt to impose their ways on other 

people.  

Amiables Expressives

They tend to give in to keep the peace and reduce 

conflict. They appear to agree with other people, 

but on the inside they disagree (and will tell 

others, except you). They have a strong desire to 

save the relationship, even if it hurts. 

They tend to emotionally attack people  and their 

ideas, using condemnation and put-downs to 

discredit them. They have strong emotions and 

evil tell people how they feel about things. 

Analytics YOU

1. Withdraw  

2. Dominate 

3. Give in  

4. Attack

1. Dominate 

2. Withdraw 

3. Attack 

4. Give in

Amiables Expressives

1. Give in 

2. Attack 

3. Withdraw 

4. Dominate 

1. Attack 

2. Give in 

3. Dominate 

4. Withdraw



OTHER SOCIAL STYLES  
HOW TO SPOT THEM 

  
First as an Analytical DRIVER, try and identify with the characteristics of an Analytic first. Then try and find 

out if you can match the social styles (analytic, driver, amiable and expressive) with other people that you 

know (including friends, colleagues, your children and your spouse).  
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Analytics

Think before they speak  

Talk softly and slowly 

Eat slowly 

Perform tasks with 

deliberation  

 Follow instructions 

Thrive on facts 

Enjoy details 

Display good manners 

Dress conservatively 

Are on time or early

Do not display emotion  

Make thoughtful decisions 

Are private 

Can be overly critical 

Stay extremely focussed 

Want things done 

correctly the first time 

Stay organised 

Examine all possible 

alternatives

Play the devil’s advocate  

Are “letter of the law” 

people 

Can be tenacious  

Are very responsible  

Remain loyal 

Seem serious or aloof  

Are perfectionists 

Like planning 

Can be nagging 

Can be narrow minded
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Amiables 

Speak with a friendly tone  

Talk softly and slowly 

Are great listeners 

Like to please people 

Prefer to follow 

Like to volunteer 

Dislike conflict 

Are very courteous 

Slow to make decisions 

Seek approval 

Are very humble

Possess extreme patience 

Avoid/dislike attention 

Encourage people 

Are generous and giving 

Can make excuses 

Are very cooperative 

Do not like criticism  

Are very likeable  

Can be insecure 

Can be overly dependent 

Move in a slow manner 

Can be overly sensitive 

Are not assertive 

Display loyalty  

Are diplomatic 

Value cooperation 

Put people before tasks 

Show compassion  

Can be procrastinators 

Expressives

Speak before they think 

Talk quickly and loudly  

Eat quickly 

Are visionaries 

Adapt easily to most 

things 

Are overly relaxed about 

time 

Can be undisciplined 

Are big risk-takers 

Have a hard time 

following through 

Dress unusually 

Have short attention spans 

Are unpredictable 

Love spontaneity 

Are very enthusiastic 

Have high energy 

Love to talk 

Dismiss what other people 

think 

Tell it like it is 

Dislike details  

Like to socialise 

Are creative and 

imaginative 

Are outspoken and 

outgoing 

Can be rebellious 

Motivate and inspire 

people 

Possess flexibility  

Prone to exaggeration  

Lack focus 

Have great sense of 

humour 

Dislike rules 



COMPATIBILITY  

 

TENSION  
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ANALYTICS DRIVERS

AMIABLES EXPRESSIVESPace problems 

Pace problems 

Re
la

tio
ns

hi
p 

Pr
ob

le
m

s Relationship  Problem
s 

Pace & Priority 
Problems 

Social-style compatibility 

YOU Drivers

Are most compatible with:  

Drivers 

Amaibles

Are most compatible with:  

Expressives 

Analytics

Amiables Expressives

Are most compatible with:  

Analytics 

Expressives

Are most compatible with:  

Amiables 

Drivers



LEADERSHIP  
HOW YOU WANT TO BE LED 

All styles make good leaders. As an Analytic DRIVER you have a specific requirement to be led. You 

Tend to think you are a natural leader so you are not the easiest to be led 

Don’t just take orders from others 

Want to know exactly what others expect from you, so they need to be clear 

Like choices 

Can complete tasks very quickly and are results-orientated, so others can leave the task 

with you 

Find short-cuts to get the job done, so others need to be clear with their instructions  

You are decisive and take a stand  

HOW OTHER SOCIAL STYLES WANT TO BE LED 

Leading others can be tricking. However, if you lead them with the knowledge you have now on each style, 

leadership becomes a lot easier.  

Leading analytics  

They need a reason why they should participate  

Prefer details and exact instructions 

Don’t want to be manipulated 

Like order and tidiness 

Keep to deadlines 

Don’t want to be multitasked  

Want others to give them time to think carefully when they make a decision  
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Leading amiables  

They are more concerned with people than projects, so be patient  

You need to work closely with them 

Don’t treat them harshly 

They need a lot of direction  

They do not like to let leaders down, so will do what yo ask them to do  

They need to be reassured that everything is ok 

they like praise and compliments but not too much  

Leading expressives  

Don’t weigh them down with rules  

Give them freedom and flexibility  

They bring vision to the team so include them in strategic decisions  

They want to feel loved  

Don’t bore them 

They go with their gut feel 

They like it when leaders take an interest in their life  
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SELLING TO SOCIAL STYLES  
ANALYTICS 

Analytics are the most critical of what you have to say or sell. They require a tremendous amount of facts 

and information. They dislike exaggerated claims, and they expect youth have all the facts and data to back 

up any claims you make. Analytics will usually do their own research to validate your information and need 

to be given the time to be comfortable with their buying decision. 

Analytics do not like sales people who come on too strong and are too loud. Present your case or 

information slowly and quietly. They become frustrated with people who talk too fast and fly through the 

details. Stop and ask them frequently if they have any questions or concerns. Analytics are fairly private 

people and do not like to be asked very personal information. Stay businesslike and do not pry into their 

personal lives. Do not make extended eye contact, as they will feel as if you are staring or invading. 

Dos Don’ts

Provide lost of facts 

Give an organised pitch  

Use logical persuasion  

Talk slowly 

Be specific 

Stress quality  

Allow time for questions 

Validate their own research 

Come on too strong 

Exaggerate 

Push them to buy 

Talk loudly 

Get personal 

Overwhelm them  

Fight with them 

Stare them down 

Be disorganised 

Discredit their information 
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AMIABLES 

Amiables often buy something that they don’t need or want because they don’t like to make propel feel 

bad. They don’t want to hurt your feelings. This does not mean that they are simply a push-over. They smile 

a lot, nod and appear to be in agreement, but they might be stressing about what they are buying from 

you. Their main motivation is to save the relationship and they might not make a buying decision that they 

think affects you negatively. To make the right decision, they will often ask the opinion of someone they 

deem to be important. They also do not want to offend you, so it might stress them if you push them to 

make a decision. 

When amiables are presented with a big ticket item they prefer to make that decision with someone they 

trust. Because they do not like impoliteness they will listen for long periods of time. A hurried pace stresses 

them out. Amiables also don’t like loud and obnoxious people (and can perceive people as such even if it is 

not the case). They want you to show them how much you care.  

  

Dos Don’ts

Show kindness 

Be friendly 

Make them feel valued 

Display patience 

Treat them gently 

Listen to them 

Empathise with their concerns 

Stay relaxed 

Smile 

Talk loudly 

Put down their opinions 

Be insensitive 

Be sarcastic 

Rush them 

Pressure them for a buying decision 

Overwhelm them  

Show impatience 

Become stressed
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EXPRESSIVES 

Expressive like to shop more than the other types of social styles. They will listen to your presentation and 

even buy it right away. They usually make their buying decisions on impulse or the feeling that they get 

from the sales person. They like to make smalltalk and often digress from the presentation. They are not 

really interested in the detail and like to be part of the selling process. Colourful presentations excite them 

because they tend to get bored easily (and they often use the word “bored”).  

They prefer informal presentations and don’t stay focussed for too long. They believe that you only live 

once, so they might buy on impulse! They tend to be more undisciplined about their time (and yours for 

that matter). They appreciate good humour and are generally not serious people. One of their main 

motivations is to save time. Present your product or idea in a way that shows them how they can achieve 

something. Explain to them how your product or idea will add fun and excitement to their lives.  

.  

Dos Don’ts

Socialise with them  

Joke around with them 

Be informal 

Presentations should be colourful  

Add excitement 

Make it fun 

You may ask about their persona life  

Ask about their interests 

Talk slowly 

Be so serious 

Bore them with the details 

Neglect them 

Stay businesnesslike 

Be stuffy 

Ignore them  

Be blasé 

Be impersonal 

Cut them short
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NEUROLOGICAL MAKE-UP 
APPROACH AND AVOID STATES 

The brain recognises two states: approach and avoid. You are either in an approach state with someone or 

in an avoid state. The objective of finding out what your social style is and identifying others’ is bring 

greater unity amongst colleagues, families and just people in general. Creating an approach state with 

someone is to respond to their social style, not forcing yours on them. However, different styles are reliant 

on the stimulation of specific neurotransmitters.  

You DO have a lot of control in the release of relevant neurotransmitters. More than you think. So it is 

important for you to self-regulate. 

FUNDAMENTAL PRINCIPLES 

  
If you want to change your life for GOOD, to live a GOOD life, it is time to invest in your body, mind and 

spirit. They are inseparable.  

BODY: Look after your body. Eat the right food and exercise regularly to stimulate endorphins.  

MIND:  Look after your mind. A negative thought life is the cause of a lot of sickness and disease (88-91%).  

SPIRIT: Look after your spiritual life. God created you.  

DRIVERS  
DOPAMINE   

As an Analytical DRIVER It is important for you to have optimal levels of dopamine. Dopamine is a 

neurotransmitter produced in several areas in the brain that helps regulate key emotional responses and 

helps control the brain's reward and pleasure centres. Dopamine also helps us not only to see rewards, but 
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to take action to move toward them. It keeps you motivated to persevere and achieve in life. Dopamine is 

essentially an energy neurotransmitter. We need optimal levels to feel vibrant and excited about life. 

WHAT REDUCES/DEPLETES DOPAMINE? 

You may have a lack of dopamine if you feel demotivated, fatigued, hopeless, forgetful, can’t concentrate 

or even feel that you are procrastinating. These are the main culprits that causes a reduction in dopamine. 

Excessive worry 

Lack of protein in diet 

Not achieving your goals  

Complaining 

WHAT STIMULATES DOPAMINE? 

Low levels of dopamine can be reversed by increasing dopamine through healthy food choices, stress 

management and goal setting. When you do so you will no longer rely on cortisol to support energy needs. 

It is released by naturally rewarding experiences such as good food, a good experience and positive 

behaviour reinforcement. It is therefore important to put measures in place to increase dopamine.  

Complete tasks 

Create something 

Exercise 

Increase tyrosine (almonds, avocado, beef, chicken, chocolate, coffee, green tea, watermelon) 

Detox 

Reflect on achievements  

Write down what you are grateful for  

 

We hope that you have found social styles to be valuable.  
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