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CHAPTER 2

Understanding
the Basics

As I mentioned earlier, there are four basic personality types and 

that you are a blend of all four. . ey are:

�•  D (Dominant)

�•  I (Inspiring)

�•  S (Supportive)

�•  C (Cautious)

I’ve summarized the personalities in the table on the next page.

What’s your blend?

Understanding your exact personality blend is very important. 

To determine your exact blend, I recommend that you take an online 

personality assessment, which is available on my Web site at www.

personalitypro! les.org. Click on “Order Materials” and then the 

“Assessments” button. . is assessment will give you a ton of great 

information about yourself. For now, making an educated guess will be 

su1  cient for determining which two types you are most dominant in.
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While you’re on the site, check out the great books and other resources 

that teach more about the di0 erent personalities. You’ll also / nd my 

children’s “Four Pals” book series, which teaches kids about our di0 erent 

personalities and helps them accept others for who they are. 

Summary of Personality Types

As in:
Green = Money
Red = Woo hoo, you get a red star!
Blue = Like the morning sky
Yellow = Caution
! = Action, go!
ê = You’re the star of the show
+/- = Not much bothers them, for the most part
? = . ey question everything

As I mentioned earlier, 80 percent of you will / t comfortably in two 

of the four groups. . e other 20 percent will either be high in just one, 

high in three of the four, or level. We’ll talk more about this later. Again, 

no type is better than the other; they’re simply di0 erent. It’s important 

that all of them exist. If they didn’t, life would be very di0 erent. 
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For example, if we were all D types, everyone would want to be the 

boss, but there would be no one to boss around. If we were all I types, 

the world would be a very fun place, but nothing would ever get done. 

It’s like baseball or football or any other sport; every position in the game 

is important. Everyone has something to contribute. Just think if there 

were no out/ elders in baseball. . e game would de/ nitely change.

Do unto others

Learning about your personality type is going to help you understand 

why certain areas of your life come easy to you, yet other things are more 

of a struggle or take you outside your comfort zone. 

For example, if you are in sales and you are a high D or high I 

personality, you prefer to do business di0 erently than if you are a high S or 

a high C personality. D and I personalities prefer to do active marketing. 

In other words, they’re comfortable going after the business. S and C 

personalities prefer to do passive marketing. . ey think to themselves, 

“I’ll just mail them something and if they reject me, I’ll never have to 

know it.” 

Can you see, already, how our personalities in2 uence our lives? In fact, 

your personality has everything to do with your income, your future, and 

your relationships.

And learning about other people’s personality types helps you 

understand the most e0 ective way to communicate with them and how 

they function the best. Why is this important? Because our natural 

tendency is to treat everyone the way you would want to be treated if it 

were you in their situation. You know the saying, “Do unto others as you 
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would have them do unto you?” Many people refer to this as the “golden 

rule.” Well, it’s a great rule when it comes to morals and ethics, but not 

communication. . e “golden rule” of communication is this: “Do unto 

others as they would have you do unto them.” Do you see the di0 erence? 

Here’s an example. Let’s say that you are a personality type that likes 

lots of details and information. You are working with a client that is 

very bottom line. Your natural tendency is to give the client all the 

information because that’s what you would want if you were the client. In 

your mind, there is no way to make a good decision without knowing all 

the information. Unfortunately, your client does not feel the same way. 

In fact, if you attempt to give them all the information, you’ll probably 

lose them as a client. It’s a common occurrence. 

You must recognize the personalities you are dealing with so you can 

provide them with what they need in order to create a win-win situation. 

Being bilingual gives you the edge

. e goal of this book is to give you the tools to become “bilingual” in 

personalities. Why? People feel a higher trust level with someone they feel 

understands them and is like them. Understanding the di0 erent personalities 

gives you the ability to adjust your personality “language” and create that 

trust level. I want you to learn the power of reading people and experience 

how this can improve every communication endeavor in your life.

To make things happen the way you want them to, you have to 

understand two things:

1. How and why you do what you do.

2. How and why others do what they do.
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. is will give you an incredible edge in communication. It can change 

relationships and even save them. I have helped tens of thousands of 

people do exactly that. As I travel the country, people constantly share 

with me how this information changed their lives.

Helping you understand yourself

Another bene/ t of this book is that it will help you examine your 

own strengths and challenges. You’ll see what you bring to the table and 

what you may need to avoid. It will help you grow as a person—if you 

pay attention.

Helping you understand others

. is book will also help you understand and, hopefully, have a new 

appreciation for people that are di0 erent from you. Before long, you’ll be 

able to pinpoint the personalities of people in your life. You’ll also begin 

paying attention to their strengths and focusing on what they have to 

o0 er instead of what they do that annoys you. 

Everyone is wired di0 erently. And if you don’t understand this, when 

someone does something you don’t like, you’ll believe they’re doing it 

against you or to annoy you. . e reality is, they’re doing it for themselves. 

For example, there is a particular personality that is always late. . ey 

have no concept of time. If you don’t understand this about them, you’ll 

get upset that they’re always late. You would probably think, “If they 

cared about me at all, they would be on time.” . e truth is, they probably 

do care about you; it’s just the way they’re wired. Understanding this 

makes it easier to accept those that are di0 erent from you.
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Improving communication

Another key bene/ t is that you’ll be able to communicate better in 

both business and personal relationships. . is is not just a book for a 

particular relationship in your life, it’s for your whole life. As you read, 

think about how you can apply this to every relationship you have.

You’re both right

Do you think you are always right? If you’re a D, you do. . e reality 

is, just because you’re right doesn’t mean someone else is wrong. Take a 

look at this diagram. What do you see?

Some people see a woman’s face; others see Bill Clinton playing the 

saxophone (okay, it’s not really Bill Clinton, but you must admit it looks 

like him.) Guess what? Neither person is wrong. 

. e point is, if we would all go through life saying, “I don’t see that. Can 

you show me how you see it?” instead of saying, “I’m right, so you’re wrong,” 

just imagine how much we would learn. I believe that everyone is your 

teacher in some way. Everyone on Earth—even children—knows something 

you don’t. I urge you to be open to learning from whoever can teach you.
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Recently, when I shared the woman/saxophone player diagram with 

a class, one of my students wasn’t able to see both images at / rst. Once 

I pointed the second one out to him, he exclaimed “Wow!” Isn’t that 

great? If we can just ask others to show us what they see, we could have so 

many more “wow” moments in our lives. Are you cheating yourself out 

of “wow” moments by thinking you know everything?

The puzzle of personalities

Personalities are much like puzzle pieces. Each puzzle piece has 
its own unique shape. So do personalities. No two people are 
exactly the same. We each consist of  our own unique blend. 

. ink about putting a puzzle together. What is the / rst thing that you 

would do after you open the box? Some people may say, “Work on the 

edges.” . ey’re wrong! (Tee-hee, just kidding.) But, there is something 

that you must do before you do anything. You must / rst turn the pieces 

over. You must see the images on every piece before you can begin to 

know where each / ts in. 

Likewise, with personalities, you must be able to see each person and 

their personality before you know where they / t in the big picture. What 

do they bring to the table? What are their strengths and challenges? How 

do they need you to communicate with them? All of these questions can 

be answered just by knowing their dominant personality style. 

Different personalities, different reactions

Let’s look at how the four personalities would react di0 erently in the 

same situation…
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It’s 3 a.m. in a hotel in Louisville, Kentucky and Mr. D, Ms. I, Miss 

S, and Mr. C all jolt awake when they hear people running up and down 

the halls making loud noises. (It’s probably I-types doing all the running 

and noise-making, by the way.)

�• Mr. D gets up and says something immediately, in a not very 

nice way. 

�• Ms. I thinks, “. ere is a party going on somewhere in this hotel 

and I’m going to / nd it. Woo hoo!” 

�• Miss S thinks, “Oh my goodness, I’m sure they don’t realize how 

loud they are and how late it is. . ey must have a good reason. 

Should I say something? Yes, no, yes, no, yes no.”

�• Mr. C is appalled that they’re breaking the rules of the facility.

So, which personality is better? Neither is better or worse than the 

other, of course. Every one of them has great things to o0 er. . e key is 

to understand which personality you are dealing with so you can speak 

their language.

Your house is on fi re!

In my workshops, to illustrate how di0 erent we are, I ask a 

volunteer to come to the front of the room. I ask the volunteer (let’s 

call her Susan) to face the wall. I then stand behind Susan, about 50 

feet away. 

I tell everyone else to look at the projector screen between Susan and 

me. I tell them to pretend the projector screen is Susan’s house and that 

it’s on / re. I need to communicate this to her as quickly as possible, but 

Susan is deaf.
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If I stand there and yell, “Susan, your house is on / re!” will she get 

the message that I am trying to send? Of course not. It’s not that Susan’s 

communication style is any better or worse than mine; it’s just di0 erent.

My point is that it’s that di0 erent when it comes to how each of the 

personalities communicate. Each one hears and processes information 

di0 erently. . at’s why it’s important that you know which personality 

you are communicating with, so the message you are trying to send is the 

message received.

So, let’s get to it so you can start sending and receiving successfully.


