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John Smith

Introduction
This Insights Discovery profile is based on John Smith’s responses to the Insights Preference
Evaluator which was completed on 11 November 2013.
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 likes to prepare well and prefers to know why and how things happen. Interested more in
the realities brought to him by his senses, he is blessed with a special appreciation of natural
things. He believes people should say what they mean and mean what they say. Written
communications are most effective with him. John is quiet, amiable, dedicated and loyal. His
strong sense of personal values may make him reserved around strangers whose values he
feels may conflict with his own.
He may not readily talk of his need to move continually to become who he really wants to be.
John is conscientious and responsible and accepts being needed by others. He has a distrust for
the ostentatious, the speedy and the fanciful. John is seen by others as open, mild, modest and
rather self-effacing. He likes a certain neatness and order and prefers a harmonious
environment, where each person can be appreciated for their contribution and can feel a sense
of personal accomplishment.
John is independent and objective, with a strong sense of personal values. He will tend to seek
solutions to current challenges in the successes of his past experiences. He likes concrete facts,
has a good memory for detail and usually learns best from “hands-on” experiences. He is
proficient at alleviating the concerns of others. He may appear more tolerant of others who prefer
to operate in a moderate or controlled way.
He can complete practical tasks and do repetitive work effectively. Normally a flexible and open
minded person, he may dig in his heels to defend something he believes in and that is being
threatened. One of John's strengths is an ability to let others work at their own pace coupled with
an awareness of the unique contribution each person makes. The kind of work that best suits him
requires patience, devotion and adaptability. Although he has a tendency to undertake too much,
somehow everything gets done in its own time.
John values people who take the time to understand his personal goals and values. A good day
to day planner, he is relaxed about getting things done because he is fully engaged in the here
and now. Low key acknowledgement for his contribution is likely to be appreciated by him. John
is always outstandingly practical and sensible. John will go to great lengths in order to fulfil his
sense of responsibility and obligation.
Interacting with Others
John is seen as a gentle, caring and sensitive person who keeps many of his intensely personal
ideals and values to himself. He is compassionate, sympathetic, understanding and sensitive to
the feelings of others. He is a casual, personable person who typically enjoys good relations with
others, particularly once he is known or accepted into the fold. He prefers to play a supporting
role at work in a loyal and conscientious way. As his feelings are intense, he may be unable to
repress them at times.
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Amenable, patient and friendly, John tends to build close, low-key relationships with a small
number of associates in the work environment. He is loyal and gets on well with others without in
any way pushing himself to do so. Cautious, reserved, quiet and inwardly oriented, John is
content to work by himself without much control or supervision. Friendly in dealing with people,
he does not take readily to “up-front” leadership. He is often friendly, although he tends to avoid
socialising at a superficial level.
He will readily forgive but rarely forget. Sincere feedback from others is required to help him
maintain motivation and his level of service. He is a pillar of strength in the home, at work, and in
his community. John's habitual view of people is non-confrontational, understanding and
forgiving. When he is helping others to understand the importance of his own ideas, then he can
be the most convincing.
Decision Making
John seeks to unite all parties in a controversy and can readily see the validity of alternative
points of view. He is not usually prepared to commit to high risk decisions. He is frustrated by
authoritative restrictions and resents being told how to work. He may dislike time disciplines and
he may avoid conflict and unpleasantness in resolving the issue. He usually delays decision
making until all the facts and details are available. Generally a reflective decision maker, he finds
problems stimulating and usually reflects carefully before he acts.
His quiet demeanour often allows him to get agreement to his alternative solutions. He may tend
to be misunderstood because of his tendency not to express himself forcefully. John is an
excellent “sounding board” for others who are seeking to explore their own ideas. He is
uncomfortable moving beyond his own experience until he fully understands the problem. He
seeks to review and assimilate the facts without being pressured to make a rapid decision. He
can be overly lenient with non-producers, which often results in problems in matters that require
the application of discipline.
Where he holds strong values, John is firm and uncompromising in expressing and enacting his
beliefs on these subjects. He is reticent about expressing his feelings and may be rather slow to
make decisions as he wants to gather all essential information before acting. He recognises
judgements that rely heavily on logical analysis, but then may ignore this in making his decisions.
Above all, he is concerned with what is “right” and because of this may appear slow in the
decision making process. He will support those he considers as friends but can feel rather
pressured if made to act against what he considers as his better judgement.
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:
●

Sensitive to the needs of others.

●

Consistent and trustworthy.

●

A sound sense of duty.

●

Sets high personal standards of performance.

●

Trusting and tolerant of others' actions.

●

Usually reads non-verbal signs effectively.

●

Solid organisational abilities.

●

Makes time for people and their problems.

●

Honours his commitments.

●

Good at undertaking routine tasks.

Personal Notes
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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:
●

Was once indecisive, but he is not so sure now!

●

A lack of confidence in his own judgement, although that judgement is often correct.

●

May lower work standards of self and others, because of his strong focus on people issues.

●

Finds it difficult to say “no” if relationships are being threatened.

●

May project a weak image, thus his invaluable contributions may be overlooked.

●

May sometimes be seen as a poor time manager.

●

Avoids conflict like the plague.

●

May worry unduly - prone to pessimism.

●

Finds it difficult to respond to aggression positively.

●

Seen as a private individual, who prefers his own company.

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:
●

Sees the success of others as key to his own success.

●

Is patient and forgiving.

●

Will be loyal to the leader and the cause.

●

Provides quiet, behind the scene, support.

●

Has a strong sense of duty and takes his work seriously.

●

Is neat, orderly and tolerant.

●

Bonds by remembering birthdays and special events.

●

Sets high personal standards.

●

Helps generate trust for the team.

●

Brings fun and light-heartedness to any environment with which he is familiar.

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:
●

If you ask a question, be quiet and give time for him to consider his response.

●

Expect some resistance if you are suggesting change.

●

Allow him to explain the logic behind his views.

●

Ask how he feels about the things he does.

●

Explain why, what and how, and do it clearly and concisely.

●

Listen to and value his suggestions and contributions.

●

Be prepared to negotiate solutions slowly, calmly and quietly.

●

Balance opportunities for reflection with gentle conversation or interaction.

●

Take a low key, friendly approach.

●

Avoid personal conflict.

●

Maintain a consistent, personal relationship with him.

●

Leave time for the relationship as well as the task.

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:
●

Press for an immediate response.

●

Expect him to be a visionary.

●

Demand an instant reaction.

●

Fail to respect his need for occasional isolation.

●

Force quick decisions where other people are affected.

●

Undervalue his ability to make essential contributions.

●

Criticise without first acknowledging positive contributions.

●

Comment on his personal appearance.

●

Assume his pauses imply lack of interest.

●

Set tight deadlines or force him to make an immediate decision.

●

Look for immediate answers.

●

Delegate tasks without reasonable and sufficient explanation.

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's responses in defence of people can be illogical to the point that he appears irrational. He
doesn't always express his negative feelings and opinions about ideas or plans and this can
mislead others into thinking they have his agreement. He responds well to praise, but is easily
hurt by negative criticism, which makes him appear over-sensitive to some others.
John prefers not to confront issues. This may prevent matters from moving to a satisfactory
conclusion. When under stress at work, he may need to curb a tendency to become secretive or
even rebellious in order to meet the demands of the moment. Sometimes seen as gullible and
perhaps too trusting because he accepts people and things as they are, John doesn't look for or
expect the malicious motive. Although he may not readily display it, John can be so committed to
his own principles that he develops tunnel vision. He should learn how to accept and deal with
conflict as a necessary part of bettering his relationships with others.
He may not easily understand criticism of his work, tending to associate criticism with
displeasure. He is perceived by others as a natural helper and needs to feel appreciated. He
could learn how to more consistently keep focused on track and on time bounded objectives.
John may have difficulty dealing with conflicts in relationships and may become deeply
disappointed or disillusioned if a conflict develops from one of his interventions. John may appear
impatient or withdrawn if pressed to perform at a faster pace than he considers appropriate to the
task in hand.
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 Director, Jung’s “Extraverted Thinking” type.
Directors are forceful, demanding, decisive people who tend to be strong individualists. They are
forward looking, progressive and compete to attain goals. John will see them as headstrong and
they often have a wide range of interests. In solving problems they are logical and incisive. John
may well experience the Director as cold, blunt and over-bearing. Directors tend to be seen as
self-centred and lacking in empathy and can be highly critical and fault finding when their
standards are not met.
Directors may overstep boundaries and may be impatient and dissatisfied with routine work.
They want freedom from control, supervision and details. John may see the Director as
aggressive and tending to order people around, as they often rely on personal forcefulness and
intimidation to achieve their aims. Directors are “take charge” types with very high control needs.
They may not often cope well personally when things do not go as planned.
John sees Directors as having short fuses. When pushed the Director may become loud, rigid
and domineering. The Director tends to be a focused, if somewhat disorganised, manager with a
tenacious drive towards the future.
The Director’s biggest drawbacks may be perceived by John as arrogance, impatience and
insensitivity to others’ feelings.
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 Smith: How you can meet the needs of your Opposite Type:
●

Be clear on completion details.

●

Be thorough, organised and on time.

●

Move swiftly from topic to topic.

●

Let him know he is in control.

●

Keep the conversation lively.

●

Leave personalities out of the discussion.

John Smith: When dealing with your opposite type DO NOT:
●

Talk slowly, mumble or whisper.

●

Challenge his values or principles.

●

Ignore or disregard his views.

●

Overload him with facts, details and paperwork.

●

Be unenthusiastic or negative.

●

Wait for praise or recognition.

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:
●

Challenging more and forgiving less.

●

Trusting his own decisions.

●

Seeking the positive side of every situation.

●

Focus on his own needs rather than those of others.

●

Making a decision to act on those things that worry him - now.

●

Saying no first, giving the opportunity to review a decision later.

●

Articulating his ideas, rather than keeping them to himself.

●

Meeting and mixing with more assertive and energetic people.

●

Being more open more quickly about what he really feels.

●

Acting on impulse more often.

Personal Notes
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The Insights Discovery® 72 Type Wheel

Conscious Wheel Position
51: Coordinating Supporter (Accommodating)
Less Conscious Wheel Position
11: Coordinating Supporter (Focused)
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The Insights Discovery® Colour Dynamics
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