YOUR COPIER HAS ONE.

SO DOES YOUR VOICE MAIL.

DON’T YOU WISH EMPLOYEES
CAME WITH AN INSTRUCTION MANUAL?
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IMPROVE RELATIONSHIPS AND MANAGE CONFLICT MORE EFFECTIVELY



THE STRENGTH DEPLOYMENT INVENTORY.®
A PROVEN, MEMORABLE TOOL FOR IMPROVING TEAM EFFECTIVENESS AND REDUCING THE HIDDEN COSTS OF CONFLICT.
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hen the copier stops working properly,

W it usually doesn't take long before it is
repaired. Shouldn't the same be true for your
organization’s most valuable resource—its people?
Differing work styles and conflict can lead to reduced
efficiency, increased employee absence, and even loss of
good people. But there really are ways to “have a

nice conflict” — a conflict that actually improves team
interactions and enhances productivity. The Strength
Deployment Inventory (SDI®) was developed with the
understanding that the quality of an organization is
impacted by the effectiveness of its relationships.
People can work together more effectively when

they better understand themselves and co-workers

and feel more in control of their own

behavior choices—both when things are

going well and during conflict.
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REAL RESULTS IN
THE REAL WORLD

Any organization where individuals must

work together towards shared goals will find
value in the SDI. As an invaluable self-discovery
tool, participants gain insight into—and
control over—the strengths they already have.
And our proprietary graphical score charting
method allows teams to see everyone’s results
on a common scoring triangle. In vivid color,
individuals learn how differences in relating
styles represent the individual strengths and
diversity of their team. It also highlights how
these differences might lead to conflict and
misunderstanding.
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In this example, Randy
(whose dot is in the Blue

Assertive-Nurturing
Motivation
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THE STRENGTHS OF THE
STRENGTH DEPLOYMENT INVENTORY

Unlike other personality assessments, the
SDI goes beyond behavior to identify the
motivation behind behavior—answering
“why” individuals act the way they do. It
becomes easier to accept a person’s actions
when you understand what drives them from
within. The SDI is also the only tool that
displays results as a group. The exclusive
graphical scoring method allows participants
to see their own results and the dynamics of

their entire team in a highly memorable format.

Plus, by measuring motivation and conflict,
the SDI is actually two assessments in one.
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is likely concerned about the X

growth and welfare of other people. "%

In conflict situations, Randy is likely

to initially be cautious and interested

in the facts.

BEHIND THE
STRENGTH DEPLOYMENT INVENTORY

Personal Strengths Publishing is the company
behind the Strength Deployment Inventory
and other assessments & services that help
managers and employees improve their
relationships and manage conflict more
effectively. Based on Elias H. Porter’s theory
of Relationship Awareness, these practical
learning tools work to help people control the
outcomes of their relationships with others.
Applications include:

v Leadership Development

v Change Management

v Organizational Culture

v Coaching

v Communication Skills

v Project Management

v Conflict Management

v Team Building

Linda (whose dot is in the Red-Green or Judicious-
Competing Motivational Value System) is likely concerned
about strategic action and rational competition. In conflict
situations, Linda is likely to rise to the challenge and be assertive.

Randy and Linda may value each other for their differences and work effectively together,
or conflict may arise if they view each other’s strengths as weaknesses. Some of the potential
sources of conflict in this relationship are: Randy may initially perceive Linda as insensitive,
aggressive, or manipulating; Linda may see Randy as overly emotional, too “touchy-feely” or

The Strength Deployment Inventory
has been used to help individuals and
organizations for over 30 years.
Countless companies from the entire
spectrum of industries have found value
in Relationship Awareness training and
the SDI. Here is a small sample:

Adobe Systems

Blue Cross Blue Shield
Boeing

Central Intelligence Agency
Chase Manhattan Bank
FBI Academy

Harvard Business School
IBM

Kaiser Permanente
McDonald's Corporation
Microsoft

Nextel Partners

Nike
PricewaterhouseCoopers
Procter & Gamble

State of Washington
United Airlines

US Air Force
Volkswagen

Washington Mutual

Analytic-
Autonomizing
Motivation

lacking concern for the “big picture.” Sharing their SDI results offers them an opportunity to
discuss their relationship and manage current or potential conflict.




