The Interpersonal
Dynamics Inventory (IDI)

Transform different individual styles from a cause of conflict
a sourca of strength, Effectiveness Consultants” own instrument uses # Better mutual
feedback from others to help vou o understand the impression understanding

created by your behaviour

@ Easier access to
Organisations are striving to shift traditional command and control diverse strengths
structures wwards lexible, high-performing, empowersd teams. All lesdors
should tap into all the diverse strengths of every member of their team and
address weakinesses, including their own, directly and openly. 101 helps
individuals to recognise and acknowledge their own and each others strengths
and weaknesses. The product of extensive research into assessment of leader- @ Better resulis -
ship potential, the D1 has grown into 4 highly constructive developmeent ool schedule AND budgot

# Less conflict

Individual stvle os seen by others is plotted on four quadrangs,

Each quadrant has a name refllecting the strengths of the people who share
those characteristics. Position on the grid offers profound insights into the
reasons [or an individual's eifectiveness, in other words, thelr strengiths and

weaknessos.,
THE 4 BASIC STYLES... + v+ 8and what teams say about effective
leaders of cach type:
RELATOR MOTIVATOR MOTIVATOR — “Abvays something new™
Liess directive HMuaore directive
RELATOR — “Always there when you
nead them"
PROCESSOR —“Mever loser track af
PROCESSOR | PRODUCER mportat detalls”
Leus alffiliative Less afliative
Less directive Muore diractive PRODUCER - "Mever side-tracked by
unimportant detadls”
Each har strengthis and weakneiisi.

Mone has the unigus key (0 miecen

Lasorking ai EH‘!IJIIII! with a sevle dilferemit from owr owen, we end (o see woak-
nesses more readily than stremgehs, A third dimension, Adaptability, describes
the ability to adapt one's own sivle o better meet the needs of other individoeals
or situations. Adaptability holds the key o forging the strength of diversity
from the confusion of Babel.

Here's a for instance, ..
In a client organisation with a stromg differences for scrutiny,

“Prolucer” cultore, hudgst and "Paul's a Relavor. 1 alwayvs knew he
schedule were predominant. found it difficull to say, “No.” Now it's
*Progucer” individuals slotted In 0K o talk about. When he commits o
ecasily. Relations with “Relators® and a deadline 1 can ask, "Was (hat a real
“Motivators” (on whom the teaim might  Yes' or 0 mavbe ‘Yes"™ Then we can
depend for new ideas) ended w be joke about it and reach a much

strained. D1 helped to expose the stronger agresmant.”




