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The diagram below presents the four communication styles as columns, with the shaded bars illustrating the degree of 

preference you hold for each. Your total scores for the styles are included below the columns.
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Direct.

Communication Style Profile
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In the Communication Style Profile, each column ranges from 0 to 24, reflecting the minimum and maximum possible 

total scores for each style. The profile allows you to compare your scores across the four communication styles, as well as 

see where your scores stand relative to other respondents’ scores (or what is normal for most people). 

The styles are divided into three ranges-below average, average, and above average. These ranges are determined by 

aggregating the scores of others who have taken the assessment and calculating the overall average for each style. 

It can be helpful to see how we as individuals compare with others on our communication preferences. Keep in mind, 

though, that the goal is always to improve personal performance, regardless of whether our individual scores are below 

average, average, or above average.

Your scores reveal how comfortable you are using the behaviors of each style to communicate and consequently, how well 

you approach certain situations and collaborate with others. 

Below Average

A below average score means that you are generally uncomfortable using the 

behaviors of this style to communicate. Or, at least, it takes a great deal of effort for 

you to exercise most (if not all) of those behaviors and attempts to do so often prove 

problematic. For this reason, you tend to avoid using this style in almost every 

situation. 

With such an instinctive opposition to this style, you also likely have little to no patience or understanding for those who 

use it more frequently. This means that any collaborative efforts with someone who has an above average score in this 

style will typically result in conflict.

To overcome these challenges, you will need to make a conscious effort to develop the behaviors of this style so that you 

can adapt to situations where it is more appropriate to use this style. Your goal should be to cultivate use of this style to a 

point where it comes naturally to you.

Interpreting Your Results
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Above Average

An above average score means that you are very comfortable using the behaviors of 

this style to communicate. Or, at least, it is natural for you to exercise most (if not all) 

of those behaviors and attempts to do so often result in success. For this reason, you 

tend to default to this style in almost every situation. 

With such an instinctive inclination to this style, you also likely have little to no patience or understanding for those who 

use it less frequently. This means that any collaborative efforts with someone who has a below average score in this style 

will typically result in conflict.

To overcome these challenges, you will need to make a conscious effort to minimize the behaviors of this style so that you 

can adapt to situations where it is more appropriate to use another style.

Average

An average score means that you have some level of comfort using the behaviors of 

this style to communicate. Or, at least, it is relatively easy for you to exercise some of 

those behaviors. For this reason, you tend to use this style if you believe it is 

appropriate to do so for the situation. With an ability to switch to using this style as 

needed, you also likely have a considerable amount of patience and understanding 

for those who use it with either more or less frequency. This means that any 

collaborative efforts with someone who has an above average score in this style will 

typically be successful.

Dominant Style
Your dominant style is simply the style in which you had the highest score. It is possible to have more than one dominant 

style (i.e. two or three equally high scores). For example: DIRECT = 8, SPIRITED = 8, CONSIDERATE = 0, SYSTEMATIC = 8. 

When this occurs, this means it is fairly easy for you to switch to using either one of the styles (in which you scored equally 

high) as needed. Because of this, oftentimes what happens is that one of the styles is frequently used as a “backup” style 

if it is more fitting for the situation. Consequently, you might need to be more careful of verifying that the style you are 

using is the most appropriate one for the situation.
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It is important to consider your individual score for each style as you review the following information. The varying 

degrees of preference that we hold for each of the four styles influences the characteristics, strengths, and trouble spots 

we exhibit and so those that are listed may or may not all necessarily describe you.

The Four Communication Styles 

VERBAL PARAVERBAL BODY LANGUAGE PERSONAL SPACE

Decisive

Direct speech

Doesn’t stop to say hello

Direct Communication Style

Below Average
0-5

Average
6-8

Above Average
9-24

The Direct communication style results from low expressiveness/high assertiveness and is manifested in the following 
behaviors: 

Speaks quickly

Loud tones

Formal speech

Direct eye contact

Bold visual appearance

Firm handshake

Keeps physical distance

Work space suggests power

Displays planning calendars 
in work space

Direct people take charge of their lives. They prefer to be in control and are decisive in their actions. Direct people thrive 
on competition. They enjoy the challenge of a fight but enjoy the win even more. They maintain a fast pace as they work 
single-mindedly on their goals. Direct people are good in positions of authority that require independence. They possess 
strong leadership skills and get things done. They are not afraid to take risks to get what they want. 

STRENGTHS

Direct people may cross the line from controlling to overbearing. They like to get things done quickly. However, they 
might overlook fine details that can lead to mistakes. Direct people are not necessarily good at focusing on feelings and 
tend to discount them as unimportant. They tend to view situations as competitive, making those around them 
uncomfortable and tense.

TROUBLE SPOTS

Gets to the bottom line

Speaks forcefully

Maintains eye contact

Presents position strongly

Prefers to be in control

Tends to be decisive

Thrives on competition

Likes to take risks

Likes to compete

Discounts feelings

Overlooks details

Tends to be a workaholic

Is a poor listener

Is impatient with others

Does not heed advice

Likes to argue
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Below Average
0-4

Average
5-6

Above Average
7-24

VERBAL PARAVERBAL BODY LANGUAGE PERSONAL SPACE

Generalizes

Persuasive

Expresses opinions 
readily

The Spirited communication style results from high expressiveness/high assertiveness and is manifested in the following 
behaviors: 

Loud tones

Animated

Lots of voice inflection

Quick actions

Lots of body movement

Enthusiastic handshake

Cluttered work space

Personal slogans in office

Likes close physical space

Responds poorly to criticism

Glosses over details

Tends to miss deadlines

Does not manage time efficiently

Does not hear details

Tends to exaggerate

Generalizes

Can be overdramatic

TROUBLE SPOTS

Spirited people tend to intensify their verbal behavior. They might exaggerate a story for effect or respond to criticism with 
verbal attacks. They also tend to generalize when outlining an idea, glossing over important details that might diminish 
enthusiastic support. Spirited people are rarely concerned with deadlines and may not manage their time effectively.

STRENGTHS

Spirited people are enthusiastic and friendly. They prefer to be around other people and thrive in the spotlight. They are 
able to generate motivation and excitement in others because of their positive focus and lively nature. Spirited people 
work at a fast pace because they prefer stimulation and are well suited to high-profile positions in which public 
presentations are important. They are spontaneous people who are quick and take decisive action. They excel at building 
alliances and using relationships to accomplish work.

Likes to be persuasive

Tends to be a good storyteller

Focuses on the big picture

Uses motivational speech

Prefers to be with other people

Works at a fast pace

Builds strong alliances

Generates enthusiasm

Spirited Communication Style
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The Considerate communication style results from high expressiveness/low assertiveness and is manifested in the 
following behaviors: 

Prefers what is comfortable

Allows own needs to linger unaddressed

Resists change

Tells others what they want to hear

Avoids conflict

Gives in easily

Keeps opinions to self

Overemphasizes feelings

Considerate people tend to avoid change and prefer to do what is comfortable. They dislike conflict, often telling others 
what they think they want to hear. They have wants and needs that can linger under the surface until they become 
resentful. Interactions with others can become tense as a result.

TROUBLE SPOTS

Values relationships

Enjoys being part of a team

Cares for others

Tends to be reliable and steady

Listens well

Is a good counselor

Uses supportive language

Builds trust

Below Average
0-3

Average
4-6

Above Average
7-24

VERBAL PARAVERBAL BODY LANGUAGE PERSONAL SPACE

Listens

Close, personal language

Supportive language

Speaks slowly

Soft tones

Patient speech

Slow movement

Likes hugging

Gentle handshake

Family pictures in work space

Likes side-by-side seating

Carries sentimental items

STRENGTHS

Considerate people value warm, personal relationships. They have good counseling skills, and others go to them because 
they are good listeners. Considerate people are cooperative and enjoy being part of a team. They are reliable and steady, 
and they are always aware of others’ feelings. They work best in an environment in which teamwork is essential. They are 
well suited for any profession that requires them to care for others.

Considerate Communication Style
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Systematic Communication Style

The Systematic communication style results from low expressiveness/low assertiveness and is manifested in the 
following behaviors: 

Below Average
0-3

Average
4-6

Above Average
7-24

PERSONAL SPACEBODY LANGUAGEPARAVERBALVERBAL

Precise language

Avoids emotions

Focuses on specific 
details

Even delivery

Brief speech

Little vocal variety

Poker face

Avoids touching

Controlled movement

A strong sense of personal 
space

Charts, graphs in office

Tidy desktop

STRENGTHS

Systematic people are accurate and objective. They prefer to make decisions based on facts, not emotions. Systematic 
people rely on data and are excellent problem solvers. They tend to be persistent in their analyses, maintaining a critical 
focus throughout their work. Systematic people are orderly and prefer to work in an organized environment with clear 
guidelines. They thrive in task-oriented positions that require independent work.

Presents precisely

Seeks information

Speaks efficiently

Likes a well-organized work space

Makes decisions based on facts

Excels at problem solving

Prefers clear guidelines

Works independently

TROUBLE SPOTS

Systematic people may continually seek more information to make them feel confident. Their need for facts and data can 
delay decision making. They are uncomfortable with emotions and avoid expressing them at all costs. Systematic people 
tend to put quality and accuracy ahead of feelings, even if it might hurt others, and are often perceived as impersonal.

Focuses too much on details

Fears personal disclosure

Can be terse

Uses little variety in vocal tones

Puts accuracy ahead of feelings

Tends to be impersonal

Delays decision making

Does not take risks
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This section presents the statements in the online assessment, and reveals the styles 

measured by each response option (indicated by their representative shape). Your selected 

response to each statement is indicated by a checkmark. 

Understanding the Assessment

When I am in a meeting, I prefer 
to sit …

1 WMCS
a. at the head of the table.

b. where people can see me.

c. directly next to another person.

d. with at least one seat between me and the next person.

When I speak with a person, I…
2 WMCS

a. look down sometimes.

b. look directly at them the entire time.

c. look at them often.

d. tend to look around the room more than at the person.

When I greet people I know fairly 
well, I…

3 WMCS
a. say hello but do not touch them.

b. give them a firm handshake.

c. give them a hug.

d. give them an enthusiastic handshake.

When I am talking to people, I…
4 WMCS

a. like to stand close to them.

b. feel uncomfortable if they stand too close to me.

c. get annoyed when they stand too close.

d. don’t mind if they are close to me.

My walk is…
5 WMCS

a. slow and leisurely.

b. lively.

c. even.

d. hasty.

When other people talk, I…
6 WMCS

a. look for the main point.

b. look for a good story.

c. look for supporting facts.

d. try to figure out their feelings.

When I speak publicly, I…
7 WMCS

a. vary my voice level for effect.

b. speak clearly but not loudly.

c. speak relatively quietly.

d. speak in loud tones.
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When I see conflict, I…
8 WMCS

a. try to lighten the mood by focusing on the positive.

b. avoid it.

c. dive right in.

d. try to figure out what caused it.

When people enter my 
workspace, I…

9 WMCS
a. ask them if they would like to sit down.

b. tell them to sit down.

c. let them decide where or if to take a seat.

d. pull out a chair for them.

When I am engaged in problem 
solving, I…

10 WMCS
a. lead the discussion.

b. listen to what other people have to say.

c. focus on the big picture.

d. focus on the facts.

I usually start conversations by…
11 WMCS

a. finding out how the other person’s day is going.

b. telling a story.

c. jumping right into the subject.

d. establishing the purpose of the conversation.

When I make a decision, I…
12 WMCS

a. see how other people are going to be affected by it.

b. rely on my own judgment.

c. look for others’ approval of my decision.

d. rely on sound decision making methods.

When someone is giving a 
presentation, I…

13 WMCS
a. need it to be entertaining.

b. imagine how they must feel.

c. try to evaluate the logic of it.

d. get impatient if it is not fast-moving.

When acquaintances touch me 
(e.g., put their hand on my arm), 
I…

14 WMCS
a. welcome it.

b. become irritated.

c. feel closer to them.

d. feel uncomfortable.

When I am trying to get what I 
want, I…

15 WMCS
a. can tap into others’ wants and needs.

b. make a strong argument for my case.

c. have a great sales pitch.

d. am cool and competent.

In terms of how others see me, I…
16 WMCS

a. control what they learn about me.

b. let others know how I feel.

c. am a private person.

d. am an open book.
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In a group meeting, I…
17 WMCS

a. tend to evaluate ideas.

b. keep everyone involved.

c. tend to take responsibility for leading the conversation.

d. listen carefully to what people want.

As far as I am concerned, public 
expression of personal feelings…

18 WMCS
a. makes things more interesting.

b. makes people somewhat uncomfortable.

c. helps me to interact with others.

d. gets in the way of getting work done.

My intent in a business meeting 
is to…

19 WMCS
a. get my opinions across.

b. build a relationship with others.

c. persuade others.

d. investigate the situation.

When I tell a story, I…
20 WMCS

a. focus on the characters’ personal situations.

b. keep people on the edge of their seats.

c. systematically build a case.

d. get right to the point.

In terms of teamwork, I…
21 WMCS

a. support the team.

b. prefer to take responsibility myself rather than rely on a team.

c. easily grow impatient with it.

d. rally the team.

When I give a presentation, it…
22 WMCS

a. is well organized.

b. taps into people’s emotions.

c. is forceful.

d. is entertaining.

When people get upset or cry in 
front of me, I…

23 WMCS
a. prefer to stop them.

b. try to counsel them.

c. try to cheer them up.

d. try to think of ways to remove myself from the situation.

My telephone calls…
24 WMCS

a. are as brief as possible.

b. focus only on the business at hand.

c. are lively.

d. tend to be long.
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