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Mycoach

for coaching and managing people

and communication, Mycoach is for you.
Mycoach generates two key reports every manager

and coach must have. What style the person is, and
how to manage them effectively.

Mycoach is a Myprofile product, available from website
www.myprofile.com.au/mycoach
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Mycoach for

Managers & Coaches




Mycoach - a Manager’s Toolkit

Managers play a significant role in influencing the employee’s
commitment level and retention.

The benefits for Managers using Mycoach

« Create a positive workplace

 Improve employee effectiveness

 Align people skills with tasks and goals
 Maximise retention

« Create the ideal climate for success

 Manage difficult employees

« Manage stress and conflict

 Improve profits by having a more effective workforce



Mycoach - a Coaches Resource

greater job satisfaction and higher motivation.

The benefits for Coaches and Trainers using Mycoach

Improve performance

Motivate and inspire

Significantly improve communication
Develop trust and respect

Realise maximum potential

. Energise and empower

. Enhance personal effort and reward



The Benefits of using

Mycoach




Mycoach Benefits

= Maximise potential

= Encourage development & innovation

= Establish trust

= Improve performance and personal best
= Build effective teams

To improve others you must first know yourself. Then you must know how to
modify your behaviour to match others so that you become truly effective.



How Mycoach works
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Internet based profiling service

Online - accessible from anywhere at any time

)orts sent immediately by email in secure PDF format to the

Two reports @

page Management

2rs you cannot pass or falil.
Each style has a preferred

managing problems and handling

or with access to the internet. In
d and a report sent to your
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from www.myprofile.com.au/mycoach

and are paid by credit card at the time
of ordering. All payments are in
Australian dollars.

Myprofile issues purchasers report
coupon codes which are unigue codes
containing your email address for
reports to be delivered.
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Mycoach Assessment

Candidates go to and select Mycoach from the

Myprofile Online Behavioural Assessments

myprofile

| MYPROFILE | WMYSALESSUCCESS | MYCHILD MYCAREERWMATCH |  MYNETWORKSUCCESS BECOME A RESELLER | CONTACT

i
Welcome to 'I,' :& s |
Myprofile f '

a leading on-line
behavioural and

e
Enter here

ENTER =

Reseller
x incom

ENTER >

Mychild

MORE >

ENTER » _ o ENTER >




Mycoach Assessment

mycoach

for coaching and managing people

g “Passionate about improving workplace Vickame in Mvcoach
> chasdancsis and personal relationships” "If you are a life or business

coach, training manager
of organisation looking to

Report Features Mativate and inspire achievement I S

and commurication,

Become a Client When people are motivated they produce their best results, When they feel inspired to live up o Mycoach is for you."
their full potential, they excel.

- Mathan Chanesman
CEQ Myprofile Pty Limited

Client Login
Imagine an enterprise where everyone performs at their highest level. People who are motivated

" S demonsirate positive personal qualities that make them feel good about themselves. They have
Start Check Coupan Usage meaning and purpose to their work and perscnal life.

profl Ie Accreditation Program Mycoach is an online behaviourat assessment tool used by independent professicnals and
international corporations to improve relationships, communication and motivation. Mycoach repaorts
here About Us deliver key information abouta person’s behavicural style, making vour task of coaching or
managing them much easier.
Contact Us
T Mycoach - a Manager’'s Toolkit Mycoach - a resource for
Coaches, Mentors and
T . . An employes may join your company because of =
Behavioural Lentie genercus enefits or your reputation, but itis Trainers
their relationship with their manager that
determines how long they stay. Great coaches understand why people act Discover
and behave the way they do. They know their MY COACH
Managers play a significant role in influencing the  CHENTS personality style This leads 1o effective click here
ernployee's commitrment level and retention: communication and goal sefting for a FREE trial

Feople are net electric clocks; you can't just set
them and forget them.

Coaching everyone the same way is not a




coach Assessment

mycoach

“develop potential & achieve success” Enter name

Start Profile Questionnaire Preliminaries REMEMBER and ema”

. there Gre noe g
Purchase Reports Before vou start we need to know vour name. As pan of our Privacy Policy, Mycoach does T e, e Add ress then
not retain a copy of your report but the report sent does show your name: -or time and answer

trutntuly. Click “Proceed”

In les= than 15 minutes:
wou will di=sCover your

Report Features

First Mame: |

Become a Chent

Last Mame: |

behavioural style that
identifies vour strengths
and your weaknesses.
Let's face it, we're not'all
good al everything =o
krowing what you are
good at will help you -

‘Chent: Login

Check Coupon Usage [ Proceed to Questionnaire ]

‘Accreditation Program

‘Contact Us

Job Profile

& N |

Behavioural Centre

Privacy Statement | Terms & Conditicns | Christian City Church

Copyright 8 2003 - 07 Kyprofile Pty Limited
Email: info@hyprefie.com.au

Ver.05.00
...& WebStart Design



ycoach Assessment

mycoach

“develop potential & achieve success”

\ vl

Profile Questionnaire - Section 1/8

Purchase Reports

‘Report Features
Group 1
Client Login
Check Coupon Usage
Accraditation Program Group 2
About Us
Contact Us
Job Profile

Group 3
Behavioural Centre

[l
. f

%

Group 4

Here we go Mathan, this is the first of a total eight sections.
Fememberthere are no wreng answers so relax, take your time and answer truthfully.

ienly select 2 in this graup)
| atways find ways and means of deing things
| am always in a nush and “have no time”
| caneasily adapt to new situations
| am not adaptable and do not like to bend and change

fonlyselect 2 in thiz group)
| like to work independently and be my own boss
| enjoy change very much
| always speak the truth and am hoenest with others
I'want evenything to be in order and perfect

ienly select 2 in this graup)
| like being busy all the time deing things
| amresfless and hate itwhen itis slow
| rely on ather people to help me
| never make fast decisions or-actfast

fonlyselect 2 in this group)
| dlways produce resulis
| camt control my feelings
| hold myselfback and do not show my emaotions

| have a great deal of self~control

[ MNext Section

Most

Most

L
4
[

_ REMEMBER
ihereareno .«0ng
answers ~oTelax, take
yor” ame and answer
troth fully.

In le=zs than 15 mindes
you will discover yolr
betavioural style that

identifies your strengths

and Your weaknesses.
Lets face it 'we're notal
‘good dteverything so
knowing what you are
good-at will kelp you ..

Least

L]
L

that's most
like you
and one
which is
least like
YOU.




Mycoach Assessment

code here,
then click
“‘complete”.

Mmycoach

“develop potential & achieve success"

Welcome to Mycoach

Purchase Reporis Thanks Mathan, "If_}-‘u:.ru are &.ﬁfé o business
We are preparing your pesonalised MYCOACH report. You must now chooggne ofthe two opions coach, fraining manager

or urgamsam_n dockingio
irnprove your effectivensss

. below.
Report Features E
] . and communication,
Become a Client Pre-Paid CD_I.:I pons . . . . ) Mycoach is for you.
If you have received a Coupon Code number, enter it here g click the "Comglete with Coupon® button
] to complete the procedure. Coupon Codes look like!, MiggFE31EESZDT = Mathan Chanssman
Ciient Login CEQ Myprofie Pty Limited
Clieck Coupon 15 age: couPoN coDes |FT-126BA307FVG
hecreditation Program OR
If you have been quoted an access number by one of our clients, enterit here and click the
‘Contact Us “Complete via Client” buton. Client access numbers look like: ABC123
Job Profile Complete va Client
Behavioural Centire

|  Complete with Coupon |




Mycoach Personal Report




Mycoach

Personal Report contents

= About your personal style

= Strengths and weaknesses

= How to improve your effectiveness
= Career Opportunities

= \Words to describe your style

= Style Summary



Personal Profile Report

DPSA 16 Behavioural styles Madify your behaviour to
) ) . . . Strengths & Weaknesses
Four behavioural identifiers improve your effectiveness
Driver | Driver [ Promoter | promater,
Drivers, Promoters, Supporters and Analysers, are D Promots Dl;vew P Often Analyser Supparters are too detailed and
the four terms we use ta identify your profile. Everyone e D cautious. They can spend more time on a project. STYLE & BEHAVIOUR ANALYSER - SUPPORTER
has each of these styles in their behavioural make-up than is necessary and as a result fail to meet
however only one or two styles influence our behaviour. Driver Driver Promoter deadlines. Getting “bogged down” delays the N
v i Analyser | Supporter, - | supporter decision process often because they want to | ‘4 Yok youtendiouseyour | Knowledge & experience
10% of the population has one dominant style and the D& 23 Ps gather more data and information to validate L _
rest, have one dominant and at least one secondary their position. ou mostly sommunicate by | Writing & listening
style present. You cannat be dominant in all four styles. Analyser | Analyser | Supporter |Supportar
. Driver |Promoter [ Driver |Promater Toincrease you effectiveness you need to be more Yieu ars metivated by Clear objectives and stability
Within these four styles there are 16 variations. You AD AP D sp assartive and less fixad in your views. Ba willing
can be a combination of two styles. %o change and be ready to be more creative in | You ar= de-motivated by Conflict & insecurity
Your profile indicates which style or styles you have. analyser AN 7P = s oo e ouvabete i Technical, detail, analytical,
Each style has unique strengths and weaknesses not PR Sorporier Rl Y 105 not nacessary for everyons to meet your high | | s = MEETREYE | gministrative. service & support
shared by the others. standards of perfection, we're all different. - —— -
Others see you as picky or pedantic and this Yeur siyleis precise and practical

frustrates less detailad more active paople.

Mycoach DPSA

Key behavioural summary

“Your negotiating sirengths are | Technical contracts & service support

Being a perfectionist is one thing but sometimes

oo much detail or precision is not required. Learn

o medify your style to match the event. Don’t Yeu enjoy

let the pursuit of excellence prevent you from

Pe rson al Proﬁle i making timely and ralevant contributions.

Drivers Promoters . . it e

’s very frustrating to work with someone who

D, DA DS DF. will never be satisfied no matter what. Don't lose

f{)r sighlofﬂie?\gpicmrehyhemminghﬂggeddmlm ‘Yeou influence others by

i

s in the d
Want to get it done General comments about your Your persc e e
Want te make things haj

Clear logical, detailed team and group
ar

Vagueness, inaceuracy & unplanned
gue

Factual and logical arguments. Tenacity
and determination. Constructed

; S i < Accept personal compliments for what they are
First Hame: Mark g::;:&.t:::f& equipn dominant Analyser [A] style Analyser £ rather than be suspicious of an ulterior motive.
Last NHame: Cashmere Tends to direct too mu Vour technical talent is obvious and you have

Analysers want to get it done right. They strive for  Analyser Supporte: much to cantribute.

accuracy. They are pecple for whem details and facts are  and Supperter sty

et ke bt take mast 1ve. They're nat r ip ori ner  Analyser and sece
n = are they highly sxpressive or fast paced. They ars mare

in control and less emotional pecple who focus on tasks  Analysers and Sup

Organisation:
Report sent to:
Report code & reference: 3267:3266 - AS_Profile

Facus on the people side of your style and
improve your social skills. It is guaranteed to open
new opportunities for you.

Career Opportuntites

advantage of or losing ¢

Date: 27 April 2007, 10:12 rather than people. and less assertiy
F Su Py
Analysers e Ty ey et Analyser Supporters seek a status quo, unchanging, familiar

and secure work environment with predictable work
patterns. Clearly defined structure and objectives, as well
as well defined job specifications and close relationships
with a small group of associates are required.

risk they are likely to take. In fact Analysers are risk  hardworking ar
averse. They are well organised people who function best  “parfactionists”,
with charts, graphs and details. They are precise and  they do. They wi
arderly and work at a slowsr pace. Analysers arsnotgreat  Analyser Supports
talkers but they are more likaly to ask pertinent questions  and systems inclu
rather than make statements. They tend to be more

A, AS, AD, AP

Words used to describe

Your personal profile styles are, Analyser Supporters

Want to get it right
Want to figure things ou

They are best suited for technical, supportive and specialist

Diriver (D) = 38% g:?:;‘:t[;ﬁfﬁ; ] farmsl and caonservative and prefer writeen  Asan Analyser Su Careful, Compliant, Dependent, Orderly, positions in administration and operation where tasks are
Tends to P tion £ communication to verbal. They love to follow rules and  and accuracy. You: Precise, Logical, Perfectionist, Conventional, being cyclically and consistently repeated. Positions such
Promoter {(Py = 25% ] procedures and compliance s  key part of their make i witd g, D Deliberate, s Dentist, Dental Technician, Quality Cantral, Project
iz factual & precisa up. defined structur Reliable, Patient, Predictable, Kind, Easy- Engineer, Architect, Draughtsman, Researcher, Technician,

Designer, Planning, Accounting, Tachnical Writing, Computer
Programmer, psychalogist, Services (Air Force, Army, Navy,
2tc) Surveyor, Surgeon, Medical Specialist

Supporter  (S) T5% Doesn't like criticism of dependable and
or lack of standards Analysers tend to be perfectionists who can be quitehard  consistent and we
88% on themselves and willing to put in the hours to achisve

their exacting standards. Often they like to work alone  You go by the bock
rather than in a group preferring a closed deor like to think ahes
environment. Despite their solitary nature they are loyal  You den’t like s

going, Relaxed and Even tempered.

Analyser (A)

and very supportive. Analysers do nat outwardly express  organised. Your a o
;s enthusiasm and are often more reserved and definitely  for yourself and ot = Mark Cashmere . )
wwrw. myprofile.com.au/mycoach ::":1 o 22?7 g;;g"“:': e more cautious and critical than other styles. Analysers  processes and aw R::; Code: 328T-3066 - AS_Prafile www.myprofile.com.au/mycoach
- P e - AS_Pro are not great socialisers and would prefer to stay home  Impertant 1o you : = o ile -
Personal Profile - Analyser Supporter Date: 27 Aprl 2007, 10:12 and read a book if they had the choice. They are the  product or proces Date: 27 April 2007, 10:12 Personal Profile - Analyser Supporter

quistest of all styles. Speaking less in general conversation  are mare comfor
but quite verbal when discussing or delving into a topic  but you do have ¢
of interest to them. Analysers think before speaking and

as a result talk at a slower more deliberate pace.

Most often Analysers are sesn for their potential
wes rather than their strengths. People first tend
to observe the negative behaviours rather than the
positive. They see Analysers as the opposite of their
strengths. Prudent can be seen as indecisive, task-orientad
as impersonai, precise as being picky, cautious as slow,
systematic as bureaucratic.

‘ou make sound business decisions based an information
and data you've collected. You ensurs that this is up to
date and accurate. Other people also rely on you to
provide accurate information. You are pleased when
you've saved money or time by daing it right the first
time. Analyser Supporters like to focus on stable,
predicable outcomes. You like 1o know exactly what you
are doing, where you're headed and whar support you'll
get along the way. You are logical and tend to take a
suspicious and sceptical approach to new ideas and
change. If you have not been given adequate time to
adjust and a convincing explanation of the reason of why
the change is necessary, you are likely to resist. To solve.
problems you use your knowledge and experience and
you prefer to communicats in writing. You influence.
others by factual and logical arguments.

Analyser Supporters are well organised and tidy people
whe put everything in its place and often will get annaysd
if they don’t find it where they put it. Files are well
arganised and even their wardrobes and store rooms and
garages are neat, tidy and labelled and often all placed
in a logical format.

Name Mark Cashmere E
Report Code:  3267:3266 - AS_Profile
Date: 27 April 2007, 10-12

www. myprofile.com.au/mycoach
Personal Profile - Analyser Supporter
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Mycoach

Coaching & Management Guide

Style indicators and definitions
Key style attributes

Style motivation chart

Career guide

Management style

Work preferences

Decision making

Styles under stress

Strengths & weaknesses
Thinking & acting

Learning preferences

Team management & coaching



Coaching & Management Report

Mycoach

Guide to coaching Analysers

First Ham Mark

Last Ilame Cashmere

Organisation:

Report sent to:

Report code & reference: 3267:3266 - A_CoachGuide
Date: 27 April 2007, 10:12

voww, myprofile. com.au/mycoach
Analyser Style Coaching Guide

Mycoach : coaching guide

Welcome to Mycoach, a program designad specifically for coaches to maximise your success with
clients by improved understanding of the behavioural style of yourself and your clients.

Mycoach accs a new tool to your consulting services and is based on proven results Myprofile has enjoyed
with recruitment companiz: and HR managers.

£5 2 coach you recognise that peaple respond, learn and communicate differently and often the way you
“like 0 do things” may not be the most effective way in which your clisnt wants to learn.

Mycoach halps you understand your style and that of your clisnt. It taaches you how best to communi-
cate and coach other people according to their style and their preferred learing preferences. Adapting
your style to your elients will enhance and improve. carser. Mycoach

business, executive and sports coaching and training

Mycoach Style Definitions

Contents Page
Mycoach uses the terms, Driver, Promoter, Supporter
0 Anlycr 0,754} oy 3 pasn bl Section One
styte. —

Esch par:en has ane dominant styls and thi: styla dster-

mines their behavioural profile. In addition to four pri: “"‘""“‘_‘"3‘ Profile Score. 3
Ty sties thore ora 12 sacandary syles. These are Nativating Analyser Styles b
Combinations o cachaf the four ics. Hos: people are @ Coaching Drf s
Combination of wo Syles. They b bermaat e .
Charackeritics of each styte and nstinctvely know when e H
et STyt The sechray 515 can alza be refe e <
e et e o P, e s ey | e Facs o
of equal intensity. P pen=En
16 Behavioural Styles Ermeminm
sssertivenes: & Responsiveness 8
ortver | Drier | Promater | romoter] R 5
e | oever | .
pd e Wotivating Analysers 10
s I
Driver Driver Promoter | Promoter ‘Waork Preference Styles n
sralyser | Supporter|  Anaiyser | Supporeer, Management Style "
w || R | e Style Decision Making I
Styles Under Stress I
scalyser | anatyser | Spporee | oporter ST I
Criver | rometer | brier | rmater iy I
o |
Learning stytes s
OPSA Learning Sties I
PRSI P—
Araber | Lrr | Sl e e
A | e Contact Information I
e Mark Cashimers
Orgamzation: www.myprofile.com.au/mycoach

Report Code:  3267:3266 - A_CoachGuide Analyser Style Coaching Guide

Key Style Attributes

Drivers  |Promoters | Supporters | Analysers
wi | eerwon | scy, pecsie wno get | mercutous
e kez o | watnoir g | oo | e e

Gomeleint | cresianty dominace and srocedures
This style is | wanting to get | wanting to get wanting to get ‘wanting to get it
Tdentinoaty | % aone nariced g o
This style
messures | resutsand | cknowledgement | compatibility | erecison and
personal | wanming SR omptmenss | snd contribution | sccurecy
Comay
clesr ogical
¢ scton, st oo ensrcies | Sl lagmal
Thisstvle | e |variey, fapace | angmang | B,
Parecpatian | it o mracion | eutiny, dawer | ONer 2scs.
e nformation
Thiotviels | schievemen: | social recogrivon [ acceprance | corectness
st o usng i, | How the producs | why logiclly
beneticsths | POHESE | Wkt Tay | or semvice il | they can usity
e needs | 2 o et evirone | the pchae
o haow

e are | B spootanscs  |condersa | oaserste

Their valve | cetting things | watural eam harmony, | TEChTICAl and

ot ored ™| it | 7oA pemans, | TR
ieaton | S |ty Eia < e
Z o fR
Their
Tetwork | asertvesnd | commumicatie | proceduratang | precseand o
Ty | S| e = :
et
nowtosell | suessthe
Cpvidea |riians  |semonsatene | Emphese e | M
cervicata | bottom line 3ppeal to people | suppars provided
i bozon e sueeer
Hame Mark Cashmere o . myprofil , h
Organiation v myprofils. com.au/mycoad

Report Code:  3267:3266 - A_CoachGuids. Analyser Style Coaching Guide

Modify your Analyser style to be more effective
This section provides detailed information specific to each style to make you more effective
and more productive with clients of a style different to yours.

n Analyser, Analyser Driver, Analyser Promoter or Analyser Supporter you need to
adjust your coaching style to match that of your client.

Successful coaches know that recognising differences in people is essential tobuilding a trusted
relationship.

Coaching Analysers

Analysers want to ba trained. They want all the information you possess to be passed onto
them. They will probe and ask questions until they are satisfied. This can be demanding on
‘yau and sametimes frustrating particularly if your style is that of a Driver or a Promater.

Analysers thrive an spscifics 20 to build 3 3008 relationship with 3n Analyzer you will nesd to.
b2 well organisad, have all the information on hand and explain things systematically. Start

By the Analyser if they see that you are thorough. Be prepared for questions that to you may
saem trvial. Stras: spacific performance v countar thair tendency not £o 4o anyehing until
they fully understand every littie detail

Analysers value punctuality. When you meet one on one or at a group meeting, be on time:
and start on time. If you say you'll telephane 2t a specific hour, do 5o, becauss any time after
iz Unacesptabls.

Don't make your meetings with Analysers too personal. Best to get right into business. They
‘will expect you to come prepared. Make sure you do. Research all the information you'll ever
nesd and bring it slong. A written agenda i: 3 300d way o kesp to the tapic and deal with
sach in sn orderly fashion. Anslyzers will love . They'll love you mare i you zénd them the
agenda in advanc of the meeting. Thay like to be praparad and think about the topic bafore:
meeting you. Stick with the facts. Show them how they can get things done and they will
master it quickly, refine it to make it more efficient and will use it to et results. Oncs up and
running with all the facts and a system, Analysers become very successful.

‘Vihen discussing tactics or a course of action, tell them the advantages but also Sxplain any
downside. They will respect you for that. Analysers are risk averse. They don't take risks and
often view the futurs a5 the unknown and therefars somewhat uncertain, Analysers distike
uncartsinty. Alway: suggest an approsch or methad that i the least rizky. Don't azk them o
tast things out and “giva it 3 g, you'va nothing t lose” type of approach. You do the testing
and once proven show them how and why it worked and they’l follow.

Analysers are modest and reserved. They delight in the knowledge of being professional,
accurate and logical. Racognice thair achievemants in private. Mention thair efficiency and
the thaught process that made them successful. Analysers are thinkers, they “want 1o get
things done right”.

Hame Mark Cashmere ) .
Organization www.myprofile.com.au/mycoach

Report Code:  3267:3266 - A_CoachGuide Analyser Style Coaching Guide

Analyser Motivation Chart

s chart outlines the approach suggestes depending on your Cliens sils and motivation
If they have few skills and highly motivated use the “Training” hey bare some sill
and sre nat very motated e the “Coaching- gutde. Whon they have (oss of SAls and &
otivation, use the “Hentoring” guide and whe they are nighly silled and very motivated vse
the “Advising” guide. Your approach will vary depending on your clients skills and motivation.

&

Training

+ Tell them the expected results in exact terms
+ Check understanding and acceptance of outcomes.
Ten i e e + Provide time to pracess information and new skills_
e + Provide time to process the informati
> the sl setting 3 ome (s for devel
. s for uncerstanding and acceptance of
. few skills e
« but is highly motivated - Use specific, factual statements of what level of

erformance is required.

- Shaw them the basis for the task
Coaching « Kiove taward increasing agresment abaut the cutcame
and systematic plans to accomalish tasks

Allow them to become experts with this project
Compliment parformance.
Use accurate, spefc Aatements camplimentieg ther,
- some skills Froritie sations where (agics] and syscematic efforts
- bt 1s not very mativated il B long-tarm success and quality results

+ Crasts ppariunitis: far them to b an “axpert’

Use this when your Analyser
client has,

« sk them tG review their work and praise their

M il strangths.
Mentoring - Provic tims ta think sbout the solution bafore.
committing to a pian.
Use this when your Analyser « State the needed changs, explaining why the change is
dlient has, necessary ans request thlr thougnts aout the
o By i

+ lots of skills

+ and has some motivation Frovide time ta think about the soution batore

o ot e bharme rocprminn

quic respanses.

Advising + Let them present plans for achieving dz;vr:d ouecomes
G them ©G tell you how they want sup

Expain e importance o the. propect i e cverall

Use this when your Analyser organtsation

client has, Provids logical, accurats, prcize descrintions of
rformance expectations including standards for quality.

be done in tems of

15 Importance o the overall speraton

Sernd ezl e i o suCorty and responsivi

23 well as the dezree af persanal risk involved

4§
E
F

- lots of skills
+ and is highly motivated

Hame: Mark Cashmere
Organization:
Report Code:  3267:3266 - A_CoachGuide

myprofile.com.au/mycoach
Analyser Style Coaching Guide

Style Indicators

This chart explains how your clients style relates to their assertiveness and responsiveness.

Assertiveness
Assertiveness is how others see you s being
forceful or dirsct.

Drivers and Promoters are more assartive. They like to
=zl athers what 2o do, diract and b in control. Thay ars
fast paced and always want things 1o happen now. They
are preparsd to take risks If there's a chance they'll
Zucesed. They are usually mors confrontational and
xpress their opinion.

Analysers and Supporters ars less assertive. Tney prafer
%0 be mre diligent and precise, warking at a slower pace
they prefer 1 ask questions and o not take risks. They

ra reserved and often keap their opinions to tham-
selves thereby avsiding patential canflict.

More assertive
Fastpaced

Action oriented

Responsiveness
Responsiveness is how you react and sxpress
yoursedf.

Drivers and Analysers ars less responsive. They control
ir motions and fasling: and are mars poker £
They are mare disciplined and think before speaking or
'aking 2 commitment. They are untikely to Use their ‘aut
feelings" and go mora on facts. They also prafer ta deal
with tasks and prejects rather than with pesple.

Promaters and Supporters srs mara responsive. The ars

ot afraid to show thar feslings and usa gestures and
xprezsion: far mare than Drivars and Analyszrs do
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Analyser Career Guide

Amalyserstand o do well i1 subects that ae elated o mathe, engineeing science, compu
and philgsay =y My bt e for postane tha reauis detatad miormetin, raitaming g
Sanards, aceuracy and order Carcars that imvolve the collection of Gata or Tiguring out the besk
way to make it work. Careers such as:

accountant electrician planner
agriculturs engineer psychologist
analyst enginesring quality controller
architect financial planner research
astronomer Florist scientist
automotive graphic artist sarvice technician
banking health & safaty sociolagist
biologist librarian software design
carpenter marine biologist specialist sales
chemist mathematician statistics
computers medica technologist

nstruction mining technical writer
dantist aptician technalogist
design photographer therap

physicist traffic control
ecanomist ot trainer
typist

Management Style
‘Analysers are perfectionist and are accurate. They have persistent qualities that are often expressed as

serious and arderly. They tand to be critical, although they themselues disiike criticism. Often sanzitive,
they are usually sow to make decisions.

Preferred Working Conditions

Analysers excel where there are defined performance expectations that require accuracy, quality of
Work and use of their analycical axpartizs. They are very business ke, <an ba ciplomstic and snjay
recognition of their abilities.

Work Preferences

‘Working Preferences Drivers Promaters Supporters Analysers

+ Preferrad Work Face Fast High Measured slow

- Degree of Risk Taking High Moderate Low Low

+ Time Horizon Short. Short. Mogerate Long

+ Level of Planning Conceptual Tactical Operational Strategic

« Adaptability to Change Eager Willing Reluctant Cautious

+ Preferred working Busy &  Stimulating&  Friendly & Organised &
envirenment Formalt Social Structured Formal
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Coaching Teams

Team Coaching is about getting the best out of each individual so that each persons value can be

appreciated and utilised to the teams advantange.

Hatural Positive Contribution Potential Hegative Contribution
Driver * sk s whie thinker. Views tings a5
Good at establizhing sutcames and cright" or ~wrang".
goals
* Can arrive at 3 mesting with an slready
* Mave things along. Resists Lenathy, farmed view and use the mesting to
proceeding:. persuads others to adopt
* Cam ke charge and orgnize things + Easly bored by ‘mplementation detail
and o
* Assume: change i shway: 2 good thina.
Promoter
+ Can take 3 group away from a practical
+ Good team ambaszador. solution by continually throwing in new
+ Plentiful new ideas. Thinks sasily out angles or ideas
of the =g « Tendency o occupy 3 large proportion of
+ Liabtens procesdings. Breaks the ce sime-
the e * Easily over-commits and then is unable to
detiver
« Can averlaok key details
Supporter
* Conseious of 3l team member: and + Tao soft when tough decisions need o be
ther festings. made
- Gaod on the “How ta” side of falowing + Become: bogged down in procedurez. Can
a cecision through te it lose sight of the overal chjective
implementation.
* Will sometimes ro be forceful enough with
- Works to create a harmonious team and a valid view or contribution. Over-
% lazsen conflct Zontorming.
* Down s sarth and practiesl
Analyser « Will tend to under-centribute, despite
having valuable ideas.
 Objective and critical thinker. . : . it ot
= Can be overiy negative and critical of new
* o swaysd by emotion. The veice of ideas, squashing dea: befors they have Uuly
reason developed
* Picks up onany lack of logic or flawed  aveid: group activity and doss net
ressoning. communicate intentions, thoughis and work
 Obzarvant and parcaptive. Abls to pull in-progress.
together the major threads of a - Desire to ensurs svery eventuality has been
cavered. Can stifis the team's abilty ta
make 3 decision
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Mycoach Summary




Mycoach is fast, accurate, reliable and valid

15 minutes to complete profile, less than 5 minutes to receive reports
Two reports sent. A personal profile plus a management coaching
guide

Reports contain valuable information to improve your coaching and
management outcomes

Reduce the time to “get to know” clients and employees

Improve training by communicating more effectively

Hundreds of professionals use Mycoach everyday to build trusted

relationships with clients and staff

Mycoach is used by a diverse group of people including employers,

coaches, teachers, churches, trainers, recruiters & mentors
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