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Managing Up, 
Down and  

All Around 

Be a great people influencer to build a  
lifetime of brilliant relationships
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MY 
WORKING STYLE 

PREFERENCE 
   IS…

The need for social stimulation drives 
extroverts behaviour. They gain energy from 

other people.

Stimulation is received from within for 
introverts, and they are content with their  

own company.

Extroverts find their energy is sapped when 
they spend too much time alone.

Introverts recharge by spending time alone. 
They lose energy being around people for long 

periods of time, particularly large crowds.

Extroverts enjoy a wide social network of 
friends and acquaintances resulting from their 

outgoing behaviour.

Introverts feel more comfortable socialising  
in small groups often with familiar people. 
They may have fewer, deeper friendships.

Extroverts like to be publicly recognised. Introverts like to be privately recognised.

Extroverts like to dive right in with their views 
and like to have lots of options to consider. 

They explore their thinking when discussing  
it with others.

Introverts like have time to think in a reflective 
manner. Don’t demand instant answers.  
Give them advance warning of requests. 

Extroverts are verbally enthusiastic and 
talkative so may interrupt or talk over other 

people. 

Introverts like to observe new situations first. 
Once sharing their thoughts they don’t like  

to be interrupted.

Which is your preference?      What are your insights?  

Extroversion  

Introversion  

extroversion introversion

Carl Jung
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CRITICAL
Comfortable making distinctions, win/lose 

choices, being in adversarial situations.

ACCEPTING
Tolerant towards human failings, see positive 

side of others, instinctively seeks win/win 
resolutions of problems.

TOUGH MINDED
Results orientated, ends justify the means, 

stay on task. 

TENDER HEARTED
Use gentle persuasion to influence,  

reluctant to force compliance.

QUESTIONING
Resistant to influence, intellectually 

independent, self confident.

ACCOMMODATING
Seeks consensus, deferential, conflict avoiding, 

seeks harmony.

LOGICAL
Values and trusts detached objective and 

logical analysis.

AFFECTING
Trusts emotions and feelings, values human 

considerations, in touch with feelings.

REASONABLE
Clear thinking, objective, reasoned and logical 

in every day decision making.

COMPASSIONATE
Makes decisions on overall impressions, 

patterns and feelings (including likes  
and dislikes).

Which is your preference?      What are your insights?  

Thinking  

Feeling  

thinking feeling

MY DECISION 
MAKING 

PREFERENCE 
   IS…

Carl Jung
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When a person believes 
there are enough resources 
and success to share with 

others.

ABUNDANCE 
MENTALITY 

Þ What do you have in abundance?

Þ What three things do people request from 
you time and time again?

Þ What gives you the greatest enjoyment to 
help people with?

Þ What secret sources of abundance do you 
have that people do not know about? 
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HIGH FIVE 
MOTIVATION 

DRIVERS

INSPIRATION
People who want to find meaning in what 

they’re doing. Appeal to them by explaining the 
significance of what you are doing and to their 

sense of integrity and purpose.

TASK  
People who value getting the job done. Appeal 
to them  by offering resources to help with the 

other jobs they are working on.

POSITION
People who value recognition, reputation 
and visibility. Appeal to them by publicly 

acknowledging their efforts and sharing the 
positive profile opportunity. 

RELATIONSHIPS
People who want to hold strong relationships 

and be part of the team. Appeal to them by 
making them feel connected to you on a 

personal level. 

PERSONAL
People who want to be needed and 

appreciated. Appeal to them by showing them 
sincere gratitude and allow them freedom to 

make their own decisions. 

MOTIVATION DRIVERS
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MY STAKEHOLDER 
USUAL SUSPECTS 

WALL
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LOW HIGH

HIGH

keep satisfied

monitor 
(minimum effort)

manage closely

keep informed

MY POWER  
VS  

PASSION MATRIX

PO
W

ER

Passion
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1	 My tricky stakeholder IS...

	 Why are they challenging?

2	� What is my motive for influencing them? 
What are my primary and secondary goals?

3	 What can I offer to them in return?

4	 What do I know about them?

What is their working style and decision 
making preference?

What high five driver description might fit 
them best?

What do they have in abundance that I 
need?

What do I have in abundance that they 
need?

What inspires them, what do they fight for 
and what might worry them?

5	� What kind of relationship do I currently 
have?

6	� How will I build a good relationship with 
them?

7	� What do I need to do to put my plan into 
action?

MY 
INTELLIGENCE 
   GATHERING...
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Þ By  (date),
I Commit to engage and build a relationship 

with my key stakeholder

Þ On  (date),
I will connect with

to review progress.

CLOSING
THE CASE
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NOTES...
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NOTES...



12

NOTES...


