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Move towards others. Expose
fears, disloyalties, anger and 
frustration. Commit to not holding
grudges. Talk to colleagues you
haven’t been honest with.

Vulnerable. Wants to trust others but
fears that may lead to being taken 
advantage of. Wants to empathize. 

Compassionate. Open to take risks and
learn, separates fact from assumption.  
Examines mistakes to focus on ‘what 
we want’ for mutual success. 

Passionate about Co-creating and 
mutual success. Believes in others 
and trusts good outcomes emerge from
sharing. Believes in synchronicity.

PROTECT PARTNER

Pretends to listen while thinking 
own thoughts. Listens to make others
wrong and self right. Unable to hear
feedback (positive or negative).
Defends own position, not easily 
influenced

Alienates employees, peers and cus-
tomers. Impact on others is to create
defensiveness and more distrust. Says
one thing and does another. Wants to
be included, yet pushes people away.

Defensive. Often in opposition with
others goals to achieve personal
goals. This ‘win-lose’ environment 
can causes factions to emerge. 
Undermines while appearing to 
‘tow party line.’

Detrimental to company. Is a liability
to cohesion and creates factious 
situations by creating fear. Can mask
true feelings. 

Fearful. Self-protective, suspicious 
of some people. Gives up hope. 
Talks behind others’ backs. Resentful.

Originate solutions. Ask for others’
opinions; give and receive feedback.
Express appreciation of colleagues
and subordinates; commit to others
and support them.

Tries to be a good listener.   
Cautious yet wants to create trust.
Interested in others – reaches out. 
Can get defensive when criticized.
Sits on the line between trust and
distrust.

Uncertain of how to create open
trusting conversations. Often wins
customer loyalty – but may feel 
unsure of trust on the other side.
Reaches across the table.

Aligns with company goals. Works
to sustain openess and candor about
‘how we’re doing’ but unclear how 
to do so. Tries to keep open discus-
sions and confront conflicts, but fear
of risk can be challenging.

Often effective. Tries to find allies
for and set new norms for openness
but vulnerable to disappointment.
Can regress if win/win not created. 

Rely on others. Build relationships; 
share insights, hold self and others 
accountable. Assume higher responsibility.
Further expand scope of interest and 
commitments.

Non-judgmental. Able to ‘read 
between the lines’ of what others say.
Likes feedback. Wonders, challenges 
assumptions. Listens for ‘possibilities.’
and aspirations.

Inspires curiosity and wonder. Customers
and peers are satisfied and feel they have
someone on their side. They find him/her
calm, confident, engaged; interested yet
impartial, fair-minded.

Contributes to achieving company
goals; is a member of the team.
A proponent of change, is always in a
state of wonder – how to enable the
realization of goals and aspirations.

Enjoys contributing what’s wanted
and needed. Team builder. Others
enjoy working with or for him/her.
Brings people together.

Observant. Listens for what is 
important to others. Listens in a way
that reframes crisis into opportunity
and fear into hope. Creates energy 
in others. 

Is sought out. People want to work 
with this person who can devise creative
solutions that satisfy all parties. Cus-
tomers and peers are often surprised, 
delighted. Attracts opportunities. 

Engages people in opportunities for
mutual success. Company’s goals are
his/her own. Knows how to pushback
and offer challenges where appropriate.

Assumes responsibility for leadership.
Seeks mutual success. Makes fair demands
on others, utilizes a network of relation-
ships to realize goals, and get results.

Merge ideas and strategies with others;
share and build bigger aspirations;
coach and mentor others. Think enter-
prise and how to expand the pie. Use
Vital Instincts as a compass for growth.
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