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Congrat u lat ions,  Kimberly Jackson!  You are holding in your  hands your  unique Em ergenet ics Prof ile,  t he key  t o 

underst anding your  innat e st rengt hs.  Go w it h t hem ,  and you’ll be happier ,  m ore sat isf ied,  and m ore product ive.  

People are am azingly  com plex ,  and it  is dif f icu lt  t o int erpret  an Em ergenet ics Prof i le in j ust  a few pages,  so please keep 
in m ind t hat  t he follow ing sum m ary is an accurat e yet  broad descr ipt ion of you.  As you read about  your  un ique 
Em ergenet ics result s,  please rem em ber  t hat  t hey do not  ref lect  your  int elligence,  or  your  abilit y  t o per form  cer t ain 
t asks.  Also,  rem em ber  t hat  your  Prof ile is unique,  and any result  is f ine.

Your  Em ergenet ics scores are conf ident ial,  and we would never  share t hem  w it h anyone w it hout  your  perm ission.  
Whet her  or  not  you share your  Prof i le w it h ot hers is up t o you.  However ,  in  m y exper ience,  people learn a great  deal 
when t hey  share t heir  preferences w it h  ot hers.

Rem em ber ,  by  underst anding and appreciat ing your  Em ergenet ics preferences,  you’l l have m ore com plet e knowledge 
of yourself  at  hom e, at  work ,  and t hroughout  your  daily  life.

I f  you would like m ore inform at ion about  Em ergenet ics,  please read m y book Emergenet ics:  Tap I nto the New Science of 
Success,  or  v isit  www.em ergenet ics.com .

Sincerely, 

Geil Browning, Ph.D.
Founder  and CEO 
Em ergenet ics I nt ernat ional

 

 

 

Emergenetics: The Science of Identifying Your Individual Preferences

Em ergenet ics is a com binat ion of charact er ist ics t hat  em erge from  your  life exper iences,  plus t he genet ics w it h which 
you were born.  We have scient if ically  det erm ined t hat  each indiv idual’s t em peram ent  can be descr ibed in t erm s of  
t hree Behav ioral At t r ibutes and four  Think ing At t r ibutes.  Each of  your  at t r ibut es is shown along a spect rum .  Whet her  
you are at  one end of  t he spect rum  for  an at t r ibut e or  t he ot her  –  or  in t he m iddle – you are per fect  t he way  you are!  

One of  t he excit ing aspect s of  Em ergenet ics is t hat  it  allows for  inf in it e var iat ions am ong dif ferent  people.  The seven 
Behav ioral and Think ing at t r ibut es can be m ixed and m at ched at  dif ferent  levels t o accurat ely  descr ibe anyone.

You are able t o use all t he Behav ioral and Think ing At t r ibut es,  but  som e of t hem  com e m ore nat urally  t o you t han 
ot hers.  Everyone has a nat ural com for t  level w it h each at t r ibut e t hat  is ref lect ed in her  or  h is Em ergenet ics Prof ile.  I t  is 
possib le t o “ st ret ch”  at t r ibut es l ike a rubber  band when necessary ,  but  operat ing out side your  com for t  level t akes 
m ore energy and will t ire you out  m ore quick ly .



THE EMERGENETICS ATTRIBUTES DEFINED 

The Behavioral Attributes

The Behavioral At t r ibutes are what  people see first  about  
you.

Expressiveness is your  level of par t icipat ion in social 

sit uat ions.  Your  degree of  Expressiveness indicat es how 
m uch in t erest  you show in  ot hers and in  t he wor ld around 
you.  Expressiveness is shar ing what  you are exper iencing 
on t he inside w it h  t he out side wor ld.  People who are at  
t he quiet  end of  t he spect rum  for  Expressiveness w il l sit  
sedat ely  in a m eet ing,  and list en m ore t han t hey  t alk .  
They are considered reserved,  pensive,  and calm .  They 
avoid t he spot light ,  keep t heir  feelings t o t hem selves,  
and are energized by  sol i t ude.  People who are at  t he 
gregar ious end of  t he spect rum  for  Expressiveness are 
j ust  t he opposit e!  You can’t  m iss t hem  in a m eet ing,  since 
they are dynam ic,  t alkat ive,  and lively .  They are 
considered out going,  anim at ed,  and spont aneous.  They  
seek  at t ent ion,  and are energized by  in t eract ing w it h  
ot hers.

Assertiveness is your  level of  int erest  in cont rolling t asks 

and result s.  Your  degree of  Asser t iveness ref lect s t he

am ount  of  energy  you invest  in  expressing your  t hought s,  
feel ings and bel iefs.  People who are at  t he peacekeeping 
end of  t he spect rum  for  Asser t iveness w il l wait  pat ient ly  
and polit ely  for  an elevat or .  They are considered am iable,  
deliberat e,  and diplom at ic.  On t he ot her  hand,  people 
who are at  t he t ell ing end of  t he spect rum  for  
Asser t iveness push t he elevat or  but t on repeat edly ,  as if  
t hat  w ill m ake it  com e fast er .  They are considered 
com pet it ive,  forceful,  and t ough.  They are ready for  
act ion,  and prefer  a fast  pace.

Flexibility m easures your  w il l ingness t o accom m odat e t he 

t hought s and act ions of  ot hers.  Your  degree of  Flex ibil it y  
ref lect s how m uch you are w ill ing t o conform  and f lex  w it h 
t he in t erpersonal needs of  ot hers.  People who are at  t he 
focused end of t he spect rum  for  Flex ibilit y  believe t hey 
are r ight  and prefer  t o be in cont rol of  ot hers.  They are 
considered f irm ,  int ent ,  and absolut e.  They have st rong 
opin ions and prefer  t o st ay  on t rack .  At  t he ot her  end of  
t he spect rum ,  people who are at  t he accom m odat ing end 
of t he spect rum  for  Flex ibilit y  are recept ive,  easygoing,  
and adapt able.  They  don ’t  m ind interrupt ions, am biguit y ,  
or  change.  They  see all point s of  v iew,  and are accept ing 
of  ot her  people’s ideas.  

The Thinking Attributes

People can’t  see the way you think, and what  is going on in your head m ay be very m yster ious to them . 

Analytical t h ink ing is rat ional,  inquir ing,  and clear .  The Analy t ical par t  of  t he brain want s t o see dat a and research.  

People w it h a preference for  Analy t ical t hought  are considered logical,  cogent ,  and obj ect ive.  They can appreciat e t he 
scient if ic m ethod,  and t hey learn by m ental analysis.

Structural t h ink ing is detailed,  pract ical,  and m ethodical.  The St ructural par t  of  t he brain follows rules and is caut ious of 

new ideas.  People w it h a preference for  St ruct ural t hought  are considered disciplined,  organized,  and t radit ional.  They  
like guidelines,  and t hey learn by  doing.

Social t h ink ing is relat ional,  collaborat ive,  em pathic,  and suppor t ive.  The Social par t  of t he brain is t eam -or ient ed and 

socially  aware.  People w it h a preference for  Social t hought  are considered connect ors and are sensit ive t o t he feelings 
and ideas of  ot hers.  They  are int u it ive about  people,  and t hey  learn f rom  ot hers.

Conceptual t h ink ing is im aginat ive,  unconvent ional,  and v isionary .  The Concept ual par t  of  t he brain likes change and is 

easily  bored.  People w it h a preference for  Concept ual t hought  are considered invent ive,  or iginal,  and innovat ive.  They 
are int u it ive about  ideas,  and t hey  learn by  exper im ent ing.

When you have a preference for  a par t icular  Think ing At t r ibut e,  t hat  m eans it  plays a prom inent  role in your  t h ink ing 
processes.  92%  of  t he populat ion has m ore t han one t h ink ing preference.

YOUR EMERGENETICS PROFILE 

The Em ergenet ics Prof ile has t hree im por t ant  par t s:  a bar  char t  i l lust rat ing your  Behav ioral At t r ibut es,  a bar  char t  
i l lust rat ing your  Think ing At t r ibutes,  and a pie char t  t hat  com pares your  Think ing At t r ibutes t o each other .  Let ’s t ake a 
look  at  your  Prof i le,  and what  it  says about  you.



HOW DO YOU BEHAVE? 

The Behavioral Attributes Bar Chart: The Percentiles

Bar  char t s in shades of  purple i l lust rat e your  Behav ioral At t r ibut es in percent iles.  You can see at  a glance t he ex t ent  t o 
which you exhibit  Expressiveness,  Asser t iveness,  and Flex ibil i t y .  The bars also show how your  result s com pare t o t he 
populat ion at  large.

For  exam ple,  you rank in t he 32 percent ile in Expressiveness.  I m agine a room  full of  100 people – including you – w h o 
represent  Expressiveness in  t he populat ion at  large.  To your  lef t  are t he people who exhibit  Expressiveness in  a 
qu iet er  way  t han you do,  and t o your  r ight  are t he people who exhibit  Expressiveness in  a m ore gregar ious way  t han 
you do.  There are 31 people t o your  lef t ,  and 68 people t o your  r ight .

Sim ilar ly ,  we look  at  t he ot her  t wo behav ioral at t r ibut es in t he sam e way.  You rank in t he 64 percent ile for  
Asser t iveness,  which m eans t here w il l  be 63 people t o your  lef t  and 36 people t o your  r ight .  You rank  in t he 48 
percent ile for  Flex ibilit y ,  so t here w ill be 47 people t o your  lef t ,  and 52 t o your  r ight .

 

The Behavioral Attributes in Action: “The Thirds” 

Your  responses t o t he Em ergenet ics Quest ionnaire place you on a par t icu lar  point  on t he spect rum  for  each Behav ioral 
At t r ibut e.  Each spect rum  is div ided int o t h irds t o charact er ize your  behav ioral preferences.  Each of your  behav ioral 
preferences is eit her  in f irst - t h ird of  t he populat ion ( 0-33% ile) ,  second- t h ird of  t he populat ion ( 34-66% ile) ,  or  third-
t h ird of  t he populat ion ( 67-100% ile) .  The bar  char t s are very  im por t ant  in helping you underst and how long you prefer  
t o operat e in  any  one m ode.  Alt hough people are capable of  behav ing out  of  charact er ,  preferences generally  hover  
around t he f ir st - third, second- third or  t hird- t hird of t he spect rum .

Expressiveness 32% ile

Asser t iveness 64% ile

Flexibilit y 48% ile

 

Let ’s say your  fr iend is in t he f irst - third for Flexibilit y. 
Som e days she w il l be at  t he six t h percent i le point ,  and 
som e days at  t he t h ir t y -second percent i le point ,  but  her  
com for t  level is generally  f irst - third. I t ’s rare for  her  t o 
j um p from  the six t h percent ile point  t o t he ninet y - fifth 
percent ile point .  I f  t hat  happens,  her  behav ior  w il l seem  
“ out  of character , ”  and she w il l  be exhaust ed lat er .  
I f  your  scores fall in t he second- t h ird,  our  research shows 
you can adapt  t o any  sit uat ion.  We call t h is t he “ it  
depends”  group.  You can go eit her  way ,  depending on 
t he circum stances.

Almost a Preference:

I t  is possible for  a Behav ioral At t r ibut e t o be a near  
preference.  I f  your  preference is close t o a cut -off 
point ,  you m ay som et im es behave as if  you belong 
in t he adj acent  t h ird.

For  exam ple,  if  you are in t he 66th percent ile for  
Expressiveness,  you are alm ost  in  t he t h ird- third. 
Som et im es you w il l behave in a gregar ious way.  
Sim ilar ly ,  if  you are in the 34th percent ile for  
Expressiveness,  you are very  close t o being in  t he 
first - t h ird.  Behav ing in  a quiet  way  would not  be out  
of character  for  you.  I n t his repor t  we m ost ly  w ill 
d iscuss t he behav iors t hat  are at  t he f ir st - t h ird and 
third- t h ird ends of each spect rum .



What Does Your Profile Say About Your Behavioral Attributes?

Your  behav ioral percent iles are as follows:  Expressiveness (32% ), Assertiveness ( 64% ) , and Flexibility (48% ).  

● Because your  level of  Expressiveness is in t he f irst  t h ird,  you are probably  calm , t hought ful and quiet .  I n general,  

you probably  keep your  t hought s t o yourself ,  your  facial expressions m ay be st oic,  and you can m aint ain 
confident ial inform at ion easily .  You m ay learn by list ening and ref lect ing.  You don’t  w ast e w ords,  and you t end t o 
t h ink  before you speak .  You m ay be less dependent  on ot hers for  your  own am usem ent .  You generally  prefer  
one-on-one conversat ions or  sm all gat her ings over  par t icipat ing in large groups.  I n group sit uat ions,  you hope 
you  w on ’t  be singled out .  I f  you m ust  spend prolonged per iods of  t im e w it h people,  you m ay event ually  need t o 
ret reat  t o pr ivacy ,  which you f ind energizing.  Because you are generally  reserved,  you m ay be perceived as less 
em ot ional ( which m ay or  m ay not  be t he case) .  Som et im es you m ay be so quiet  t hat  you m ay not  realize ot her  
people cannot  readily  perceive what  you are t h ink ing.  When you are work ing in  a t eam ,  you are of t en t he 
calm ing inf luence on t hose around you.  At  32% , you are border ing on t he second t h ird of  Expressiveness,  which 
star t s at  34% . Technically  your  com for t  level is in t he f irst  t hird,  but  it  is relat ively  easy for  you t o behave in a 
m ore Expressive m anner  if  you need or  w ish t o.

● Because your  level of  Assertiveness is in t he second t h ird,  you are in t he “ I t  Depends”  group.  When it  com es t o 

being in charge,  you can go eit her  way.  You m ay st ep it  up and behave in a m ore t ell ing m anner ,  or  st ep back  
and let  ot hers t ake t he lead.  Depending on t he sit uat ion and your  com panions,  you decide how m uch energy  
you want  t o put  in t o being a genial peacekeeper  or  a forcefu l dr iver .  At  64% , you are border ing on t he t h ird t h ird 
of Asser t iveness,  which st ar t s at  67% . Your  natural com for t  level is t echnically  in t he second t hird,  but  if  and 
when you m ust  t ake charge,  you can behave in a t ell ing way .

● Because your  level of  Flexibility is second t h ird,  you are in t he “ I t  Depends”  group.  You m ay behave in a m ore 

easygoing m anner ,  or  you m ay t ake a f irm  posit ion.  Depending on t he sit uat ion and your  com panions,  you 
decide how m uch energy  you want  t o put  in t o being af fable and easygoing,  or  det erm ined and cont roll ing.  

 

 

How Your Behavioral Attributes Work Together

Let ’s say  you are w it h  a group t hat  is t r y ing t o decide where t o go for  lunch.  The choice is bet ween t wo nearby  
rest aurant s — I ndian or  Chinese.  You would rat her  have Chinese food,  but  because you are in  t he second t h ird for  
Flex ibil i t y ,  you probably  can be persuaded t o go eit her  way .  You also are in t he second t h ird for  Asser t iveness,  so you 
probably  give your  opin ion t o t he group and t hen wait  t o see if  m ore input  is needed.  Because you are in  t he f ir st  t h ird 
for  Expressiveness,  if  you have already st at ed your  posit ion,  you m ay not  feel l ike cont inually  raising your  voice t o be 
heard.  You m ay  not  feel t he need t o t ake charge,  but  i f  no one else st eps forward t o organize t he group,  you are 
capable of  t ak ing on t he role.  I f  t he group ult im at ely  decides t o go t o t he I ndian rest aurant ,  you m ay br ief ly  consider  
m ak ing up an excuse t o st ay  behind,  as being w it h t he group is not  your  h ighest  pr ior it y .  I n  t he end,  however ,  your  
f lex ibil it y  m ay save t he day,  and you m ay f ind som et hing t o enj oy  about  t he I ndian food.

NOTES 

  

  

  



HOW DO YOU THINK? 

The Thinking Attributes Bar Chart: The Percentiles

Bar  char t s in four  colors show your  Think ing At t r ibutes in percent iles.  Analytical t h ink ing is shown in Blue,  Structural 

t hink ing in Green, Social t hink ing in Red,  and Conceptual t h ink ing in Yellow.  You can see at  a glance t he am ount  of  

energy you invest  in Analy t ical,  St ructural,  Social,  and Conceptual t h ink ing.  The bars also show how your  indiv idual 
result s com pare t o t he populat ion at  large.

You rank in t he 95 percent ile in Analy t ical t hink ing.  As you did for  t he Behavioral At t r ibutes,  im agine a room  full of 100 
people – including you – who represent  Analy t ical t h ink ing in t he populat ion at  large.  To your  lef t  are t he people who 
exhibit  Analy t ical t h ink ing less t han you do,  and t o your  r ight  are t he people who exhibit  it  m ore t han you do.  There are 
94 people t o your  lef t ,  and 5 people t o your  r ight .  

Sim ilar ly ,  you rank in t he 90 percent ile in St ructural t h ink ing.  This m eans t here would be 89 people t o your  lef t  who 
favor  St ruct ural t h ink ing less t han you do,  and 10 people t o your  r ight  who favor  St ruct ural t h ink ing m ore t han you do.  

You rank in t he 48 percent ile in Social t h ink ing,  so t his t im e you have 47 people t o your  lef t ,  and 52 t o your  r ight .  I n 
Concept ual t h ink ing,  you rank  in t he 5 percent i le,  so t here are 4 people t o your  lef t  who use Concept ual t h ink ing less 
t han you do,  and 95 people t o your  r ight  who use Concept ual t h ink ing m ore t han you do.

 

The Thinking Attributes in Action: The Pie Chart

The Pie Char t  colored in Blue,  Green,  Red,  and Yellow is der ived from  your  percent iles,  and il lust rat es how your  t h ink ing 

preferences com pare t o each ot her .  I t  ref lect s,  in percent ages,  t he ex t ent  t o which you rely  on t he four  Think ing 
At t r ibut es.  Our  dat a analysis concluded t hat  for  t he Think ing At t r ibut es,  any  percent ages 23%  or  great er  indicat e a 
preference.  ( The purple r ing around t he pie char t  is j ust  a rem inder  t hat  your  Behav ioral At t r ibut es are what  people 
see f irst  about  you.  They are v isible on t he out side,  but  your  Think ing At t r ibut es are t ucked inside your  brain and not  
obv ious t o ot hers. )

 

Analyt ical 95% ile

St ructural 90% ile

Social 48% ile

Concept ual 5% ile

Almost a Preference:

I f  your  percent age for  a Think ing At t r ibut e alm ost  reaches 
23% , t h is is near ly  a preference.  The at t r ibut e inf luences 
your  t h ink ing,  but  is not  a bona f ide preference.  To 
il lust rat e t h is concept ,  t h ink  of boiling wat er .  Wat er  boils 
at  100 degrees Celsius ( 212°  Fahrenheit ) .  At  99 degrees 
(211° F) ,  it  is sim m er ing.  We consider  22%  alm ost  a  
preference.

 



What Does Your Profile Say About Your Thinking Attributes?

Your Preferred Thinking At t r ibutes:  Analytical and Structural

Your Mot to:  “ Make a plan and follow it . ”  

You have a bi-m odal Prof ile,  m eaning you have t wo t hink ing preferences ( each 23%  or  great er ) .  Your  pie char t  
i l lust rat es your  preferences for  Analytical t hink ing (40% )  and Structural thinking (38% ) . The Analyt ical/ St ructural 

com binat ion is t he m ost  prevalent  Prof i le in our  dat abase,  and is found in 17%  of t he general populat ion.  

As an Analy t ical/ St ructural t hinker ,  you m ay dive instead of sk im  the sur face.  You m ay prefer  t o study a subj ect  in 
dept h,  and you look at  learning ver t ically—from  a deep,  nar row ly  focused point  of  v iew.  You probably  approach 
problem s rat ionally  and reach decisions based on dat a,  research,  and proof.  Your  t h ink ing is not  int u it ive,  so you 
probably  rely  m ore on being t horough and less on sudden inspirat ion.  You m ay like m at h and enj oy  guidelines.  
Probably  you are a clear  t h inker ,  are logical and m et hodical,  and excel at  t im e m anagem ent .  

Your  t hink ing can be t heoret ical,  but  it  probably  is not  fanciful.  Most  likely  you do not  let  your  em ot ions int er fere w it h 
your  t hought  processes.  Because you prefer  est ablished guidelines and proven t echniques,  you m ay  be caut ious about  
new ideas.  You have a t endency  t o be som ewhat  predict able.  

Most  likely ,  you descr ibe your  work  as organized,  t echnical,  detailed,  eff icient ,  result s-or ient ed,  and st ruct ured.  While 
you can excel in any  profession,  chances are you enj oy  com put ers,  f inancial analysis,  proj ect s t hat  have param et ers,  
and m ak ing cont inuous progress in est ablished processes.  You m ay be com for t able work ing alone or  independent ly ,  
and you m ay prefer  t o do t asks yourself  inst ead of  delegat ing t hem  t o ot hers,  who m ight  m ake m ist akes.

You do not  have a preference ( 23%  or  great er )  for  Social t hinking (20% )  or  Conceptual t hink ing (2% ) . You m ay see 

t eam work  as a m eans t o accom plish work  rat her  t han a m eans of  em pat hizing w it h ot hers.  You probably  believe t hat  
business is not  personal,  and you run t he r isk  of  being perceived as cold.  

 

How Your Thinking Attributes Work Together

Let ’s say  you inher it ed a large sum  of m oney and have an oppor t unit y  t o t ake your  dream  vacat ion.  Most  l ikely  t he 
Analy t ical par t  of  your  brain would t ake pleasure in f inding t he best  value for  your  m oney,  while t he St ruct ural par t  of  
your  brain would do an excellent  j ob pack ing and planning.  Probably  your  ideal vacat ion would be educat ional in  som e 
way ,  and you would research your  dest inat ion ahead of  t im e.  You would probably  choose a t r ied-and- t rue locale,  and 
your  act iv it ies would be carefully  t im ed for  m axim um  exper iences in t he t im e available.

How Do the Behavioral Attributes and the Thinking Attributes Work Together?

I t ’s very  im por t ant  t o rem em ber  t hat  t he Behav ioral At t r ibut es det erm ine how you put  your  Think ing At t r ibut es int o 
act ion.  For  exam ple,  people w it h a preference for  Social t h ink ing like being around ot her  people.  But  hav ing a Social 
preference does not  aut om at ically  m ake som eone t he l ife of  t he par t y .  For  t hose in t he f ir st  t h ird of  Expressiveness,  a 
sm all group is great .  For  t hose in t he t h ird t h ird of  Expressiveness,  t he m ore t he m er r ier !

Let ’s t urn t h is exam ple around a bit .  I m agine people who are in  t he t h ird t h ird for  Expressiveness,  but  who do not  
have a preference for  Social t hought .  They m ight  be wonder ful act ors,  fascinat ing lect urers,  or  anim at ed debat ers.  But  
when you are hav ing a conversat ion w it h t hem , you m ay f ind t hem  t alkat ive but  not  relat ional -  t hat  is,  you don’t  get  
t he feeling you are really  connect ing w it h t hem . Wit hout  a Social preference,  t heir  m ind is on ot her  t h ings -  literally. I t ’s 
not  personal.  I t ’s preference!  



YOUR PROFILE IN ACTION 

You have Analytical and Structural t h ink ing preferences,  w it h f irst  t hird Expressiveness,  second t hird Assertiveness,  and 

second t h ird Flexibility.  What  does t h is Prof i le m ean for  you? 

Your  preference for  Analy t ical t h ink ing suggest s t hought  processes t hat  are t heoret ical,  rat ional,  and skept ical.  Your  
Analy t ical brain is inquisit ive and always want s answers,  so you are l ikely  t o pursue t opics unt i l you are sat isf ied t hat  
you have t he cor rect  inform at ion.  You probably  prefer  conclusions t hat  are backed up w it h dat a and research.  Your  
preference for  St ruct ural t h ink ing suggest s t hat  you are good w it h pract ical det ails,  favor  t r ied-and- t rue m et hods,  and 
excel at  creat ing clear ,  workable solut ions.  When you harness t hese t h ink ing at t r ibut es t oget her ,  you creat e elegant  
yet  dat a-dr iven,  pragm at ic approaches.  Bot h of  your  t h ink ing preferences are based on rat ional t hought  processes.  
You probably  base your  decisions on a com binat ion of  invest igat ion and fam iliar  rout ines.  When you are m ak ing a big 
decision,  rem em ber  t o seek  input  f rom  people who have Social and Concept ual preferences in order  consider  all 
perspect ives.  

Your  level of  Expressiveness suggest s t hat  you are generally  quiet  and reserved.  Your  Asser t iveness is in  t he “ I t  
Depends”  range,  which m eans you probably  wait  t o see what  develops before deciding how m uch energy  you invest  in  
being eit her  a peacekeeper  ( f irst  t h ird Asser t iveness)  or  a dr iver  ( t h ird t hird Asser t iveness) .  Your  level of Flex ibilit y  also 
is in t he “ I t  Depends”  range,  which m eans you decide how m uch energy  you invest  in being focused ( f irst  t h ird 
Flexibilit y)  or  open-m inded ( t hird t hird Flex ibilit y ) .  With two Behavioral At t r ibutes in t he “ I t  Depends”  cat egory ,  you can 
show  a w ide range of  dem eanor .  When you are relaxed,  you m ay be reserved ( your  nat ural f ir st  t h ird Expressiveness) ,  
congenial ( f irst  t h ird Asser t iveness) ,  and agreeable ( t h ird t h ird Flex ibil it y ) .  On t he ot her  hand,  when t he sit uat ion calls 
for  act ion,  you m ay be calm  ( f irst  t hird Expressiveness) ,  forceful ( t hird third Asser t iveness) ,  and f irm  ( f irst  t hird 
Flex ibilit y ) .  When you are in t his m ode,  you probably  accom plish a great  deal “ under  t he radar ” . There is also t he 
possibil it y  t hat  you w ill bum p bot h at t r ibut es up or  down sim ult aneously .  At  any point  in t im e,  no m at t er  what  end of 
t he spect rum  your  Asser t iveness and Flex ibil i t y  are at ,  w it h your  Expressiveness,  you are l ikely  t o be com posed and 
cool.

As a leader ,  you m ay prefer  t o get  t he j ob done w it h a m inim um  am ount  of  discussion.  You are not  afraid t o ask  t ough 
quest ions,  even if  t hey  put  ot her  people on t he spot .  Your  idea of  look ing in t o t he fut ure is t o focus on goals t hat  can 
be accom plished w it h in t he nex t  one t o t hree years.  You m ay have t rouble delegat ing,  because you aren’t  sure you 
can t rust  ot hers t o do t he j ob cor rect ly ,  and som et im es your  desire t o do t h ings “ by  t he book”  m ay rein in your 
creat iv it y .  You are probably  prom pt  and t ask-or ient ed,  and you excel at  t im e m anagem ent  and m eet ing deadlines.  
Keep in  m ind t hat  people who use a lot  of  “ left  brain”  t hink ing run t he r isk  of appear ing int im idat ing,  so it  is im por tant  
t o ut i l ize your  abil it y  t o adapt  your  behav iors in order  t o convey your  t rue int ent ions.  

Please rem em ber  t hat  t here are no “ r ight ”  or  “ w rong”  Em ergenet ics result s,  and t hat  your  Prof i le does not  indicat e 
how capable you are at  any  specif ic act iv it y .  You are unique,  and your  Prof ile is wonder ful t he way it  is.

 

 

Talk to Us! 

We would l ike t o hear  f rom  you.  Please cont act  your  Em ergenet ics Associat e or  em ail t he Em ergenet ics I nt ernat ional 
of f ice at  brains@em ergenet ics.com  wit h your  observat ions,  suggest ions,  and com m ent s.
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