
Area(s) of Strength  

IF YOU RATED YOUR TOP  STRENGTH AS: CREDIBILITY 
People tend to believe what you say. This is due to a mixture of traits, including:  

• People see you as logical and clear in your thinking and presentation.  
• You have strong credentials which people respect. 
• You communicate in a way that helps people relate to your message.  
• You have the ability to demonstrate your expertise, not just talk about it.  
• People feel that you speak not only the truth, but the whole truth.  

HOW YOU CAN LEVERAGE THIS STRENGTH  

If your credibility strength is in the cognitive area—high IQ, analytical capabilities, “smart” 
as in “intellectual”—then work on the “softer” sides of credibility—truthfulness, being more 
open, sharing more truth.  

Credibility isn’t just about credentials and mastery; it is also about persuasiveness. It can be 
affected by things like body language and eye contact, vocal tones and phrasings. It can also 
be affected by greater use of stories, analogies and metaphors; or by involving the customer 
more specifically, to increase the identification with the recommendations that you are 
providing.  

 
IF YOU RATED YOUR TOP STRENGTH AS: RELIABILITY  
People rely on you, depend on your actions. This is due to a mixture of traits, most likely  
including:  

• You feel familiar to them—and they feel comfortable with you.  
• You are consistent in your words and actions. 
• You keep your word. 
• People don’t get surprised by you; they get what they expect.  
• You are predictable and steady—people can depend on you.  

HOW YOU CAN LEVERAGE THIS STRENGTH  

Lead with it. Find more opportunities to make promises—and keep them.  

Notice that this is something you are good at; put yourself in situations that benefit from a 
need for reliable behaviour (e.g. creating more precision about expectations in meetings or 
events; creating more rigor around envisioning or brainstorming exercises; making clear 
actions out of confused directions).  
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IF YOU RATED YOUR TOP STRENGTH AS: INTIMACY 
People feel safe around you, and share their inner thoughts with you. This is due to a mixture 
of traits, including:  

• People feel you are discreet. 
• People feel you are empathetic. 
• You risk sharing personal things about yourself, and create an environment where others 

feel safe to do the same. 
• People take you into their confidence.  

HOW YOU CAN LEVERAGE THIS STRENGTH  

Notice it. Be aware of it, and come to rely on it. Often people with high scores on intimacy 
have them because they are very careful with other people’s feelings, or are willing to take on 
the sharing of confidences that others would find risky.  

Notice that you are good at this, and be willing to put yourself into situations requiring tact, 
dealing with sensitive issues, or interpersonal skills. Trust that you are good at this not 
because you take no risks, but because you know how to take them. Take more of them.  

IF YOU RATED YOUR TOP STRENGTH AS: SELF-ORIENTATION (LOW)  
People feel you pay attention to them and their needs—that you care. This is due to a 
mixture of traits, including:  

• You achieve your goals through helping others achieve theirs. 
• You don’t interact with others through fear or blaming. 
• You do interact with others from a perspective of curiosity. 
• In dealing with others, you are not anchored to a particular outcome. 
• You are seen as focusing on the long term relationship rather than on the transaction. 

HOW YOU CAN LEVERAGE THIS STRENGTH  

Ironically, your strength lies in the fact that you don’t think of it as a “strength,” but simply as 
a way of relating to others. The fact that having low self-orientation makes you more trusted 
is an outcome—not a tactic. Simply notice that what you are doing—focusing on others’ 
goals, feelings, objectives, behaviors, treating them as ends, not means—and that behaving in 
this manner has the side effect of making things better for you as well. Then keep behaving in 
this other-focused manner.  
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Area(s) of Opportunity 

IF YOUR TOP AREA OF OPPORTUNITY IS: CREDIBILITY  
Your biggest opportunity for improvement is increasing how much people believe what you 
say. This looks deceptively simple; however, many factors affect credibility.  

• You can work to be more logical and clear in your thinking and presentation.  
• You can communicate in ways that help people to relate to your message.  
• You can focus on applying your expertise, rather than talking about it.  
• Be truthful—and also speak more of the truth.  

WHAT YOU CAN DO TO IMPROVE YOUR CREDIBILITY  

Do not stretch the truth or over-reach. Customize your message and make it relevant.  
• Review your messages with others. 
• Be open about your concerns to others.  
• Be open to others’ suggestions. 
• Consider a public speaking course or applied improv to enhance your presence.  
• Be open about difficult situations with others.  

IF YOUR TOP AREA OF OPPORTUNITY IS: RELIABILITY  
Your biggest opportunity for improvement lies in increasing how much people rely on you 
and are willing to depend on your actions. Factors affecting reliability include:  

• Be consistent in your words and actions. 
• Keep your word.  
• Be predictable and steady in your behaviours and demeanour.  
• Be careful that not to create unnecessary surprises. 

WHAT YOU CAN DO TO IMPROVE ON RELIABILITY  

• Make promises—then keep them. 
• Think carefully before making commitments. 
• Say what you’ll do, and do what you say. 
• Establish some routines in your relationships with others.  
• Confirm expectations—then meet them.  
• Clarify milestones and deliverables. Re-confirm meetings in advance. 
• Be one minute early—always.  
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IF YOUR TOP AREA OF OPPORTUNITY IS: INTIMACY  
Your area for improvement lies in helping people feel safe around you, including being 
willing to share inner thoughts with you. Improving your intimacy score can take several 
forms:  

• Helping people feel that you are discreet; that what they share is safe with you. 
• Increasing people’s sense of you as empathetic. 
• Being willing to risk sharing personal things about yourself. 
• Being willing to risk inviting others’ personal conversations about themselves.  

WHAT YOU CAN DO TO IMPROVE ON INTIMACY  

You can’t push intimacy, but you can make it welcome. Avoid gossip. Simply observe others, 
and ask about their feelings. Don’t be afraid to comment on others’ feelings. Comment on 
your own, but only when not obtrusive. Respect confidential information.  

If an email would embarrass you or someone else, don’t write it. Talk more with your eyes, 
ears and body, and less with your mouth. Treat silence as your friend.  

 
IF YOUR TOP AREA OF OPPORTUNITY IS: SELF-ORIENTATION  
Your biggest opportunity for improvement lies in showing others that you are paying 
attention to them, their needs and that you care. People will judge this based on whether:  

• You achieve your goals through helping others achieve theirs. 
• You interact with others through fear or blaming. 
• You interact with others from a perspective of curiosity. 
• In dealing with others, you are anchored to a particular outcome. 
• You are seen as focusing on the longer term relationship rather than the immediate 

transaction.  

WHAT YOU CAN DO TO REDUCE SELF-ORIENTATION  

• Practice thinking about others. Make lists of questions for them.  Notice their habits and 
interests.  

• Live more in the moment.  
• Stop trying to control others. Ask people how they are doing, and listen to their answers.  
• Check your ego at the door. Notice it’s not really about you. 
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