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Introduction
This Insights Discovery profile is based on John Doe's responses to the Insights Preference
Evaluator which was completed on 23 July 2015.

The origins of personality theory can be traced back to the fifth century BC, when Hippocrates
identified four distinct energies exhibited by different people. The Insights System is built around
the model of personality first identified by the Swiss psychologist Carl Gustav Jung. This model
was published in his 1921 work “Psychological Types” and developed in subsequent writings.
Jung’s work on personality and preferences has since been adopted as the seminal work in
understanding personality and has been the subject of study for thousands of researchers to the
present day.

Using Jung's typology, this Insights Discovery profile offers a framework for self-understanding
and development. Research suggests that a good understanding of self, both strengths and
weaknesses, enables individuals to develop effective strategies for interaction and can help them
to better respond to the demands of their environment.

Generated from several hundred thousand permutations of statements, this profile is unique. It
reports statements which your Evaluator responses indicate may apply to you. Modify or delete
any statement which does not apply, but only after checking with colleagues or friends to identify
whether the statement may be a “blind spot” for you.

Use this profile pro-actively. That is, identify the key areas in which you can develop and take
action. Share the important aspects with friends and colleagues. Ask for feedback from them on
areas which seem particularly relevant for you and develop an action plan for growth personally
and interpersonally.
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Overview
These statements provide a broad understanding of John's work style. Use this section to gain a
better understanding of his approaches to his activities, relationships and decisions.

Personal Style

John is team-centred, thorough and articulate. He is comfortable letting others manage the more
technical aspects of a project so he can devote his full energies to creating a co-operative,
comfortable environment. Socially adept, even-tempered and tireless in his efforts to bring about
peace and well-being, he tends to hold the perfect relationship as the ideal. He may ignore or
deny anything that threatens the harmony he seeks. He tends to have an interest in the new and
unusual and is gifted at expressing his feelings.

He may become pessimistic and gloomy when he is thwarted or fails to see ways to make the
important changes in his life. His warmth, sympathy and understanding encourages others to
come to him. John is optimistic and positive, living mainly in the here and now. He tends to live
for today with a “you only go around once” philosophy. John seeks greater fulfilment in his life
through the offering of help and service to others.

He tends to be light-hearted and sunny, and because he constantly seeks to avoid painful
experiences, he tends to steer away from personal anxieties. Because he tends to live for the
present moment, he does not sense the need to prepare or plan more than is necessary. He
tends to be fiercely loyal to his friends, prepared to sacrifice his own wants for the needs of the
other person. He is motivated by approval and reacts unfavourably to indifference or rejection
from others. He is convinced of his own abilities and is constantly seeking environments where
people will appreciate him.

He looks for the good in every situation. He relies on what he can hear, see and know from first
hand experience. John can combine social expertise within his normally assertive behaviour. At
his best in jobs which deal with people and situations that require co-operative working, he
dislikes impersonal tasks and work demanding factual accuracy, unless he can be free to include
the people factor. John wants to sample the best that life can offer. He has a sense of adventure
and likes to keep his spirits and expectations high.

Although his feelings are deep they can change quickly with his mood. Being tolerant of other
people, John is seldom critical and usually willing to give people the benefit of his trust. Exhibiting
a tendency to become concerned and hurt if his ideas are met with indifference or criticism, he
may take conflict and rejection personally. He can be relied upon to keep a check on the social
calendar, though he may well overlook some of the smaller details in preparing for events. He
pays scant attention to negative, pessimistic or divisive situations or conclusions.

Interacting with Others

John is seen by others as an easy-going, talkative and practical person. Seldom at a loss in any
situation, he can be relied on to say something appropriate to put people at their ease. He does
not appreciate critical comments about his personal qualities as he sees these comments as
personal attacks on his integrity. John's feelings play a prominent role in his life and he manages
to inject a friendly element into any work he is assigned to or involved in. He is a particularly
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good communicator and uses his gift of verbal expression often and effectively. Aware of the
needs of those around him and sympathetic to those in trouble, John brings harmony into the
workplace.

Acutely aware of what is and isn't appropriate behaviour, he is often seen as gracious, charming,
personable and social. By working hard on his relationships with other people, John tends to be
seen as popular, gracious and eager to please. He radiates sympathy and understanding to all
by nurturing and supporting. His outgoing nature may lead him to misinterpret the significance of
some issues. He prefers to be active and working with like minded people.

He is noted for his innate ability to inspire and encourage others around him and exhibits
excellent interpersonal skills. John is a popular colleague and is at ease in the company of most
people and in open work situations. He is at his best in co-operative roles that deal with people
and allow him to air his views. As a result of his natural desire to please, he can be seen as
overly concerned with others' needs. Placing a high value on his harmonious relationships, it is
not surprising that people turn to John for encouragement, nurture and support.

Decision Making

John is willing to admit the truth about people or things that are important to him, is very alert to
problems, and seeks to find solutions himself. He recognises judgements that rely heavily on
logical analysis, but then may ignore this in making his decisions. His occasional failure to face
up to disagreeable facts can mean that problems are sometimes ignored rather than solutions
sought. He prefers moderate to slight risk in decision-making. Highly technical or factual
information may appear dry and uninspiring to him and may not receive his full attention.

He is prepared to make decisions to settle matters, and will be disappointed when not all the
suggestions are implemented. John's tendency to think “out loud” enables others to follow his line
of thinking. In decision-making he may prefer to apologise for exceeding his authority rather than
getting permission in the first place. He has an ability to see the need of the moment and then
deal with it. He may get bored quickly and tend to ignore significant detail in his desire to move
on to more exciting things.

He may be perceived by others as a somewhat impulsive decision maker. Decisions made on
the basis of logic alone are not highly valued by him. A tendency to take rejection and conflict
personally may lead to his not taking early notice of the opinions of key members of the team.
People occasionally see John making decisions that appear to fly in the face of logic. In his
attempts to please others he may make promises he cannot fulfil.

Personal Notes
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Key Strengths & Weaknesses
Strengths
This section identifies the key strengths which John brings to the organisation. John has abilities,
skills and attributes in other areas, but the statements below are likely to be some of the
fundamental gifts he has to offer.

John's key strengths:

● Articulate and active in communication.

● Democratic - will involve others.

● Will try anything at least once.

● Enjoys spending time around other people - and helping them feel good.

● Perceptive and empathetic with others.

● Adaptable and adventurous.

● Articulate and communicative.

● Creative and future orientated visionary.

● Accommodating and will provide help where needed.

● Appreciative of others' contributions.

Personal Notes



John Doe

© The Insights Group Ltd, 1992-2018. All rights reserved. Page 8

Key Strengths & Weaknesses
Possible Weaknesses
Jung said “wisdom accepts that all things have two sides”. It has also been said that a weakness
is simply an overused strength. John's responses to the Evaluator have suggested these areas
as possible weaknesses.

John's possible weaknesses:

● May not follow through to completion.

● May procrastinate on the longer term task.

● Answers the question before it has been asked.

● Tends to exaggeration.

● Idealistic in relationships - wants everyone to be happy.

● May take criticism of his work personally.

● Knows the answer before the question is asked.

● May not dot all the “i”s and cross all the “t”s.

● Over optimistic about the abilities of others.

● Vocally defends his faults when challenged.

Personal Notes
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Value to the Team
Each person brings a unique set of gifts, attributes and expectations to the environment in which
they operate. Add to this list any other experiences, skills or other attributes which John brings,
and make the most important items on the list available to other team members.

As a team member, John:

● Displays a strong people-orientation.

● Has an awareness of the people issues in the world around him.

● Ensures there is never a dull moment where he is involved!

● Allows individual potential and contribution to team effort.

● Has strong personal and interpersonal skills.

● Creates considerable activity.

● Uses his highly-developed relationship skills.

● Can organise the social calendar.

● Brings a fresh outlook.

● Can provide a sympathetic ear.

Personal Notes
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Communication
Effective Communications
Communication can only be effective if it is received and understood by the recipient. For each
person certain communication strategies are more effective than others. This section identifies
some of the key strategies which will lead to effective communication with John. Identify the most
important statements and make them available to colleagues.

Strategies for communicating with John:

● Encourage him to stick to the agenda.

● Generate inspiration by recalling past successes.

● Keep up a lively, but steady pace.

● Maintain regular, informal feedback.

● Seek his advice, views and opinions on welfare matters.

● Adapt to sudden changes in direction.

● Match his pace in presenting to him.

● Talk tangibly and with enthusiasm.

● Provide opportunities for socialising.

● Use lots of words and body gestures.

● Maintain harmony in exchanges - minimise conflict.

● Be spontaneous and harmonious.

Personal Notes
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Communication
Barriers to Effective Communication
Certain strategies will be less effective when communicating with John. Some of the things to be
avoided are listed below. This information can be used to develop powerful, effective and
mutually acceptable communication strategies.

When communicating with John, DO NOT:

● Isolate him from regular contact with others.

● Speak too slowly or hesitantly.

● Forget to be aware and tolerant of his views.

● Restrict or restrain his natural exuberance.

● Shout, bully or threaten with position power.

● Create a hostile environment devoid of feelings.

● Criticise, condemn or suppress his enthusiasm.

● Pour cold water on his ideas.

● Overload him with irrelevant information.

● Judge, criticise or embarrass him in public.

● Talk with him using a low-key voice tone.

● Ignore or disregard his views.

Personal Notes
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Possible Blind Spots
Our perceptions of self may be different to the perceptions others have of us. We project who we
are onto the outside world through our “persona” and are not always aware of the effect our less
conscious behaviours have on others. These less conscious behaviours are termed “Blind
Spots”. Highlight the important statements in this section of which you are unaware and test them
for validity by asking for feedback from friends or colleagues.

John's possible Blind Spots:

John would do well to take a step back and try to see a situation more objectively before
reacting. He should realise that on occasions confrontation can clear the air. He may need to
learn and apply time management and long-range planning techniques to help him complete his
projects.

John enjoys democratic and participative relations and promoting ideas to and with other people.
He may find it difficult to work alone. He finds it hard to face conflict and will be tempted to run
away from or ignore problems rather than seek the tough solutions. He often overlooks his own
needs due to his desire to please or help other people. Trying to be less sensitive would enable
John to hear the often helpful information that is contained in constructive criticism. His constant
ready socialising can interfere with the job at hand and get him into trouble. Because he is rather
easily distracted, he may have difficulty disciplining himself to complete the task at all costs.

He should learn how to accept and deal with conflict as a necessary part of bettering his
relationships with others. He would do better if he sought the advice of more practical people to
find out how workable and useful his ideas are. He needs to try to anticipate what dangers might
be in store and develop an alternative plan in case things should become unpleasant. While he
can be charming, funny and entertaining, occasionally he gives the impression of insincerity.
Sometimes he is so intent on his own plans that he doesn't stop to listen to what others have to
say.

Personal Notes
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Opposite Type
The description in this section is based on John's opposite type on the Insights Wheel. Often, we
have most difficulty understanding and interacting with those whose preferences are different to
our own. Recognising these characteristics can help in developing strategies for personal growth
and enhanced interpersonal effectiveness.

Recognising your Opposite Type:

John's opposite Insights type is the Observer, Jung’s “Introverted Thinking” type.

Observers are precise, cautious and disciplined and are painstaking and conscientious in work
that requires attention and accuracy. They are objective thinkers, concerned with the right
answer and will avoid making quick decisions. John may see the Observer as hesitating to
acknowledge a mistake or as becoming immersed in researching for data to support an isolated
view.

Observers tend not to trust strangers and will worry about outcomes, their reputation and their
job. They are reticent about expressing their feelings and John will often see the Observer as
unresponsive, cool and uncaring. Observers draw conclusions based on factual data. They may
be slow at producing results, as gathering data is the stimulating part of the job for them.

Observers like to make rules based on their own standards and apply those rules to daily life.
John may find himself at odds with Observers due to their private nature and lack of enthusiasm
for social events. Introverted analysis may prevent the Observer from expressing thoughts as
readily as John would wish.

Personal Notes
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Opposite Type
Communication with John's Opposite Type
Written specifically for John, this section suggests some strategies he could use for effective
interaction with someone who is his opposite type on the Insights Wheel.

John Doe: How you can meet the needs of your Opposite Type:

● Be logical in presenting information.

● Be punctual.

● Give him all the facts.

● Be patient if he starts hair-splitting.

● Give him time to express himself.

● Remember to ask for his opinions of other systems and projects.

John Doe: When dealing with your opposite type DO NOT:

● Pretend that you know more than you do.

● Invade his privacy.

● Be too informal or waste time on social trivia.

● Withhold vital information.

● Jump in head first or too quickly.

● Be late for the meeting.

Personal Notes
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Suggestions for Development
Insights Discovery does not offer direct measures of skill, intelligence, education or training.
However, listed below are some suggestions for John's development. Identify the most important
areas which have not yet been addressed. These can then be incorporated into a personal
development plan.

John may benefit from:

● Drafting watertight policy statements, agreements or procedures.

● Seeking to understand other peoples theories, hypothesis and explanations.

● Help to discover the real meaning behind the statistic.

● More emphasis on perfection in his approach to life.

● Sticking to standard procedures.

● Being left alone to work quietly.

● Not expecting others to always share his optimistic stance.

● Reaching decisions only after weighing up all the alternatives.

● Responding to logic even if someone is likely to get hurt in the process.

● Organising situations so they proceed exactly as he predicts and plans.

Personal Notes
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The Insights Discovery® 72 Type Wheel

Conscious Wheel Position
47: Helping Inspirer (Accommodating)

Less Conscious Wheel Position
7: Helping Inspirer (Focused)
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The Insights Discovery® Colour Dynamics
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