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Overview 
Outcome 
Participants will enhance their ability to perform as a superior analyst by 
improving their professionalism, communication, and interpersonal skills. 

Objectives 
Participants will learn to: 
• Meet their employer’s expectations regarding professionalism  
• Enhance their accountability in the workplace  
• Increase their influence by effectively managing relationships 

Agenda 
Overview 
1. Be Professional 
2. Be Accountable 
3. Be Positive 
4. Manage Up 
5. Manage Conflict 
6. Manage Your Network 
Action Plan 
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Top of Your Game 
 Think back to a time when you were at your best.  
 Write down: 

When / the timeframe… 
 
 

Your feelings about your work… 
 
 
 

How you were getting along with your colleagues and your supervisor… 
 
 
 

The way you were being supervised (tight, loose, etc.)… 
 
 
 

Your attitude toward your work … 
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Emotional Intelligence (EI) 
 

 
*Source: Daniel Goleman, Emotional Intelligence: Why It Can Matter More Than IQ (1996) 
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Section 1: Be Professional 
 

Nine Dimensions of Professional Behavior 
In this section we will look at the nine dimensions of professional behavior, which 
are listed below. By completing an assessment of your professionalism, you will 
have a better understanding of this topic and yourself.  

1.  Integrity 6.  Communications 
2.  Empathy 7.  Time Management 
3.  Self-Motivation (Initiative) 8.  Teamwork & Diplomacy 
4.  Appearance & Personal Hygiene 9.  Respect 
5.  Self-Confidence  

 
Assessment instructions: 
• Complete the assessment on the next three pages. 

• Return here when you are finished with the assessment and complete the 
following questions. 
1. What is professional behavior? 

 
 

2. When should it be used? 

 
 

3. In what dimension did you score highest? Lowest? 

 
 
4. Overall, would you regard your behavior as professional? Why or why not? 

 
 

5. What sense, if any, did the assessment give you about the professionalism 
of your peers and department as a whole? 

 
 
  



Professional Behavior Assessment 

DIMENSIONS 
5 = Always demonstrates and uses 

4 = Often demonstrates and uses 

3 = Sometimes demonstrates and uses 

2 = Infrequently demonstrates and uses 

1 = Very rarely if ever demonstrates and uses 

1. INTEGRITY 5 4 3 2 1 

Examples of professional behavior include, but are not limited to:  Consistent honesty; being 
able to be trusted; can be trusted with confidential information; complete and accurate 
documentation of work.  

List an example of how you demonstrate this behavior: 

2. EMPATHY 5 4 3 2 1 

Examples of professional behavior include, but are not limited to:  Showing compassion for 
others; responding appropriately, demonstrating respect for others; demonstrating a calm 
and compassionate demeanor toward others; being supportive and reassuring to others.  

List an example of how you demonstrate this behavior: 

3. SELF–
MOTIVATION

5 4 3 2 1 

Examples of professional behavior include, but are not limited to:  Taking initiative to 
complete assignments; taking initiative to improve and/or correct behavior; taking on and 
following through on tasks without constant supervision: showing enthusiasm for learning; 
accepting constructive feedback in a positive manner; taking advantage of learning 
opportunities.  

List an example of how you demonstrate this behavior: 
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Professional Behavior Evaluation (cont.) 

DIMENSIONS 
5 = Always demonstrates and uses 

4 = Often demonstrates and uses 

3 = Sometimes demonstrates and uses 

2 = Infrequently demonstrates and uses 

1 = Very rarely if ever demonstrates and uses 

4. APPEARANCE & PERSONAL
HYGIENE

5 4 3 2 1 

Examples of professional behavior include, but are not limited to:  Clothing is appropriate, 
neat, clean and well maintained; good personal hygiene and grooming.  

List an example of how you demonstrate this behavior: 

5. SELF–CONFIDENCE 5 4 3 2 1 

Examples of professional behavior include, but are not limited to:  Demonstrating the ability 
to trust personal judgment; demonstrating an awareness of strengths and limitations; 
exercises good personal judgment.  

List an example of how you demonstrate this behavior: 

6. COMMUNICATIONS 5 4 3 2 1 

Examples of professional behavior include, but are not limited to:  Speaking clearly; writing 
legibly; listening actively; adjusting communication strategies to various situations.  

List an example of how you demonstrate this behavior: 
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Professional Behavior Evaluation (cont.) 

DIMENSIONS 
5 = Always demonstrates and uses 

4 = Often demonstrates and uses 

3 = Sometimes demonstrates and uses 

2 = Infrequently demonstrates and uses 

1 = Very rarely if ever demonstrates and uses 

7. TIME MANAGEMENT 5 4 3 2 1 

Examples of professional behavior include, but are not limited to:  Consistent punctuality; 
completing tasks and assignments on time.  

List an example of how you demonstrate this behavior: 

8. TEAMWORK &
DIPLOMACY

5 4 3 2 1 

Examples of professional behavior include, but are not limited to:  Placing the success of 
the team above self-interest; not undermining the team; helping and supporting other team 
members; showing respect for all team members; remaining flexible and open to change; 
communicating with others to resolve problems.  

List an example of how you demonstrate this behavior: 

9. RESPECT 5 4 3 2 1 

Examples of professional behavior include, but are not limited to:  Being polite to others; 
not using derogatory or demeaning terms; behaving in a manner that brings credit to the 
being an analyst.  

List an example of how you demonstrate this behavior: 
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Section 2: Be Accountable 
 
Principles of Accountability 
The idea of accountability is that employees are responsible for their work 
products and behaviors—in short, their day-to-day practices in the workplace. 
These practices are centered on the following four principles: 
 
  :  Obtain the perspective of others, communicate candidly, 
ask for and offer feedback, and hear the hard things to see reality. 
 
 :  Be personally invested, learn from both success and 
failure, align your work with the mission and goals of your organization, and act 
on valid feedback you receive. 
 
 :  Overcome cross-functional boundaries, creatively deal 
with obstacles, and take necessary risks. 
 
 :  Do the things you say you will do, focus on the top 
priorities, don’t blame others, and sustain an environment of trust.  
 
Steve Young on Accountability 
To emphasize the importance of taking responsibility and being accountable, let’s 
take a look at a short video clip of Steve Young discussing accountability for 
interceptions. Taking accountability is in direct contrast to the “find the blame” 
mentality. 
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Ten Things You Will Never Hear From a Truly Accountable Person 
 
1. I did my part; I can’t help it if other people didn’t do theirs. 
 
2. Nobody gave me a deadline, so I just figured I had all the time in the world to 

do it. 
 
3. I never really did agree with the decision, but I wasn’t about to say that to my 

boss. 
 
4. What a mess - someday someone should really clean this up. 
 
5. They never tell us anything! 
 
6. Performance reviews are just a formality; I never take the suggestions 

seriously. 
 
7. There’s almost no chance that I’ll finish on time, but I’m not going to tell 

anyone–things might still magically come together at the last moment. 
 
8. People keep giving me more and more work, but I’m afraid if I say “no” to it, I’ll 

get in trouble. 
 
9. I could see it wasn’t being done right, but it’s not my job to correct other 

people’s work. 
 
10. I did the best I could, but I wasn’t really sure what you wanted.  
 

Think of your job duties and write an action you can take to enhance your 
accountability.  
 

 
 

 
 
 
 
 
 

 



Roles and Responsibilities of a Superior Analyst 

Page 10 
 

Exercise: Choose Your Response 
 
1. Jeff: I am so sick of all of the paperwork District Office is laying on us. I’m just 

going to start turning mine in late as a protest. 
Sheila: Yeah, maybe if we all fall behind they’ll realize what a stupid policy it is. 

 
What would be a better response for Sheila? 

 
 

 
2. Carlton: Did you hear that they’re planning to lay off twenty percent of the 

department? 
Richard: No. If they do, though, I know who I’d lay off. 

 
What would be a better response for Richard? 

 
 

 
3. Felicia: I don’t know how to do this. Why did you give it to me? 

Mario: Because it’s supposed to be part of your job, if you could ever be 
bothered to learn how to do it! 

 
What would be a better response for Mario? 

 
 

 
4. Harry: This is the worst proposal I’ve ever read! Do you really think I can turn 

this in? 
Curtis: Well, I told Teresa I would need some help, but she was never around. 

 
What would be a better response for Curtis? 
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Section 3: Be Positive 
 
A positive attitude in the workplace can help you whether you own your own 
business, work as an employee, or manage others within a business environment. 
You’ll enjoy your work more and achieve your workplace or business-related goals 
more easily and faster. 

Here’s a picture of too many work environments. Many people can relate to this in 
some way or another. 

• Meetings in which most of the discussion is on what is going wrong rather 
than about ideas on how to solve the problem. 

• Groups of people complain about the way the department is being run and 
how the department doesn’t care about them.” 

• General conversations occur around the workplace almost daily in which 
people complain to each other about how this, that, or the entire company is 
doomed to fail. Or about how much they “hate working here.” 

• People leave their workplace at the end of the day feeling drained and 
lifeless from all the negative energy. 

• Customers receive poor service due to the negativity of the department’s 
representatives. These customers do not become repeat customers or refer 
new customers. 

If you’ve ever worked in an environment like this, you know how easy it is to get 
sucked into the negativity. You probably have had days when you went into work 
feeling upbeat and positive but were quickly pulled down by the negative attitudes 
surrounding you.  Attitudes are contagious. 
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10 Things That a Positive Attitude in the Workplace Can Do for You 

1. ____________________: Who is more likely to get promoted? Those who
think positively and get results or those who are known for complaining?

2. ____________________: You feel stressed when you see events or
situations as stressful. Instead of problems, see issues as challenges, for
example, from which you and your organization can ultimately benefit.

3. __________________________________: This is a side benefit of stress
reduction.  Stress can have a serious negative impact on your health.  If you
can reduce your stress, you'll enjoy better health.

4. __________________________________: Customers would rather deal
with someone positive. Research has also shown that sales professionals
who think positively and believe in the benefits of their product have much
better sales performance.

5. _________________________________: Be a good example of having a
positive attitude in the workplace. Your attitude and enthusiasm will spread
throughout your workplace. A positive attitude is just as infectious as a
negative one. Be careful about which one you’re fostering.

6. _________________________________________________:  Positive
attitudes are infectious. Even if you’re an employee you can help create a
positive attitude in the workplace by being the change you want to see.
Refuse to participate in negative conversations.

7. _____________________: Teams are much more effective when the
members are united in overcoming challenges and figuring out how they
can achieve their objectives rather than dwelling on problems.

8. ____________________________________________: If you have a
positive attitude about achieving goals and success in general, you will be
much more motivated to take action. If you look at what you would like to
accomplish and you see only the obstacles, your motivation diminishes
pretty quickly. Ask yourself what might spur you to action.

9. ____________________________________________: See challenges as
opportunities to grow and become better. When you’re making a business
decision, you can use this same approach and your options will really open
up.

10. ____________________________: People like positive people. They’re
automatically drawn to a pleasant and upbeat demeanor. Your business and
personal relationships will improve when you employ a positive attitude.
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The Happiness Advantage 
As you watch the video, take notes, especially any specific strategies that 
are mentioned for increasing happiness. 

What are some of the benefits of “happiness?” 
 
 
 
 
 
 
What are some ways to increase happiness? 
 
 
 
 
 

Mirror Neurons 
 
 
 

Praise/Recognition 
 
 
 

Attention Training/Power Pose 
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Section 4: Manage Up 
Don’t fall into the trap of thinking “managing up” means nefarious political 
maneuvering or even “apple polishing.” In contrast, it is the process of 
consciously working with your superior to obtain the best possible results for 
you, your boss, and the organization. 
Skills include: 

• Persuading
• Understanding the political power structure in any organization
• Being able to frame and sell ideas
• Influencing others
• Negotiating
• Establishing networks
• Initiating or managing change

Guidelines for “Managing Your Boss” 
A recent Harvard Business Review article gave the following advice for 
understanding and managing a relationship with your boss. 
Make sure you understand your boss: 
 Goals and objectives
 Pressures, hot buttons
 Strengths, weaknesses, blind spots
 Anticipate your boss’s needs
 Know the right way to bring a problem to your boss
 Learn to disagree in a respectful, productive way

Assess yourself and your needs, including: 
 Strengths and weaknesses
 Personal style
 Predisposition toward dependence on authority figures
 Genuine source of help—be the most effective employee you can be

Develop and maintain a relationship that: 
 Fits both your needs and styles
 Is characterized by mutual expectations
 Keeps your boss informed
 Is based on dependability and honesty
 Selectively uses your boss’s time and resources
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Steps for “Managing Your Boss” 
1. Pick the right moment; timing is everything.  
2. Show it to your boss in a practical way. 

• Show how customers or stakeholders benefit from it.  
• Make a business case using a template your boss uses (e.g., Cost-

Benefit Analysis or ROI Analysis). 
3. Show your boss the WIIFM (what’s in it for me).  

• How will your boss benefit from it personally or professionally? 
4. Make your boss a co-founder of the initiative (optional). 

Exercise 
 Use the following scenario and the information above to outline your 

approach (in steps) in MS Word or the box below. 
 Scenario 

You are a supervisor in IT (Information Technology). John, who is head 
of HR, wants to improve working relations with IT and has started by 
reaching out to your department head, Carol.  
John has also asked HR supervisors to reach out to the supervisors in IT 
and write an agreement on how to work together more collaboratively. 
You want your boss’s buy-in and support to complete this request, but 
you overheard him tell a co-worker that it’s a silly exercise and a waste of 
time: “It’s just words on a piece of paper.”  
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Section 5: Manage Conflict 
Understand the Nature of Conflict 
Conflict is the tension that arises when there are differences in opinions, 
beliefs, behaviors, ideas, personalities, etc. Conflict is not inherently bad, but 
when managed improperly it can be destructive. 
Therefore, it’s what you do with conflict that matters. 
To manage conflict is to channel it for positive results. 
 
Positive vs. Negative 
Positive conflict is: 

 
 
 

 
Negative conflict is: 

 
 
 

 
What negative conflict costs your team: 

 
 
 

 
What negative conflict costs me: 
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 Beyond Fight and Flight 

 
Conflict Response Guidelines 

Response Appropriate when: Inappropriate when: 
Avoiding  The situation is a trivial 

matter to both parties. 
 The situation is a 

concern to someone. 
Accommodating  Difference is too minor to 

address. 
 The greatest need is for 

harmony and stability. 

 Your actions negatively 
affect others. 

Competing  Situation demands 
immediate action. 

 Someone is taking 
advantage of cooperative 
behavior. 

 You need to see long-
term benefits. 

 You need a long-term 
relationship. 

 You need consensus. 
Compromising  You’re facing a deadline 

and you need a practical 
solution. 

 Issues are very 
important to both parties.  

Collaborating  You want to build 
consensus.  

 All parties want to explore 
their concerns. 

 Time is very short 
(however, consider 
making more time or 
addressing in the future). 
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Giving and Receiving Feedback 
Feedback is a gift.  Without feedback you don’t know where you stand. 
There are three types of feedback: 

• Positive – Thanks for the great work 
• Constructive – I noticed you struggling with that task 
• None – The worst kind of feedback 

Feedback is not just something managers do; everyone should take the initiative to 
make things better.   
Is your feedback effective?  Consider these criteria: 

 Right Place, Right Time 
Did you give your feedback to the person in private and ask first if the person 
has time to talk? 
 

 Don’t Delay 
Did you give feedback as soon as possible after the person’s actions or 
behavior? 
 

 Focus on the Behavior — Not the Person 
Did you begin your sentences with “I” rather than “you”? 

 
Constructive Feedback 
Constructive Feedback is an approach to dealing with conflict. It is based on the 
assumption that while conflict is inevitable in all organizations, the destructive 
nature of most is avoidable.  
 
The key elements of this approach are to be: 
 
 Direct – Address the problem with the person(s) who can solve the problem or 

help you solve it. Don’t take the timid approach behind the appropriate person’s 
back. 
 

 Factual – Bring the facts with you instead of hearsay. If you bring an opinion, 
identify it as such. 
 

 Constructive – Address the problem, but don’t attack the person. This helps to 
solve problems while preserving relationships.  
 

 Timely – Problems are addressed promptly before they become bigger and 
affect business. 

  



Roles and Responsibilities of a Superior Analyst 

Page 19 
 

Constructive Feedback Situations 
1. Your co-worker, whose input you need, hasn’t been returning your phone calls. 

This is ongoing behavior that affects your performance. 
2. A co-worker is not adhering to a process that the rest of the team agreed to 

follow. You are supposed to work out issues among team members before 
talking to the boss. 

3. A co-worker’s negativity is affecting your morale. You’ve tried to take all the 
responsibility to deal with it, but you feel that you need his/her assistance by 
being more positive. 

4. A co-worker has made significant commitments for you without checking with 
you first, which has impacted your ability to meet other obligations.  

5. You feel, as a project leader, the need to speak with a team member about 
tardiness at the last three meetings.  

6. Your choice. 
 
Giving and Receiving Constructive Feedback. 
How to give feedback (POISE for confidence to deliver feedback) 
 
1. Purpose State your purpose (to improve a situation). 

2. Observed State what you have seen (use “I statement”). 

3. Impact State the potential impact (use “I statement”.) 

4. Situation Attack the situation, not the person. 

5. Evaluate Set a date to follow up and evaluate progress. 
 
How to receive feedback (PAUSE before responding) 
 
1. Protect Don’t protect yourself. 

2. Active Actively listen. 

3. Understand Understand and acknowledge concerns. 

4. Situation Attack the situation, not the person. 

5. Evaluate Suggest a date to follow up and evaluate 
progress. 

 
  



Roles and Responsibilities of a Superior Analyst 

Page 20 
 

 
Prepare for POISE 
Preparation is important when you need to give someone feedback. Use the 
questions below to plan your approach.  
 
1. Purpose 
What will you say to express your positive purpose? 

 
 

 
2. Observed 
What will you say to state your observations in such a way that minimizes 
defensiveness? (Don’t begin with “you.”) 

 
 

 
3. Impact 
What will you say to state the impact in such a way that promotes problem solving? 
(Don’t begin with “you.”) 

 
 

 
4. Situation 
What will you say to ask for solutions and consider options? 

 
 

 
5. Evaluate 
What will you say to set a date and evaluate progress? 
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Section 6: Manage Your Network



NETWORKING SKILLS INVENTORY 

Beverly Byrum – Robinson and J. David Womeldorff 
In the blank proceeding each statement, write the number that indicates how often you 
engage in the behavior described.  Use the following key:  

Almost Always – 5 Often – 4 Sometimes – 3 
Seldom – 2 Almost Never – 1 

1. I probe for underlying issues in a conversation.

2. My work is perceived as competent by others.

3. I take time to talk to people wherever I meet them.

4. I let people know I remember something personal about them.

5. I make certain that my work fits into the larger picture.

6. I get along with personality styles other than my own.

7. I ask people about their decisions and goals.

8. I “go the extra mile” in delivering a task or project on time.

9. I follow the rules of basic courtesy (e.g., being sensitive to others’ time, thanking
people, giving social greetings).

10. I purposefully listen to the way others talk, and I use their language when I respond.

11. I look for options and alternatives to problems or issues.

12. I introduce myself to people who are new in the organization and/or whom I do not
know.

13. I ask questions that expand the range of conversation.

14. I influence the decisions of others because of my track record.

15. I let people know I appreciate them when they help me.

16. I pick up information about the “culture” I am in at the time.

17. I check out information before I proceed with a task.

18. I let people talk without interrupting them.

19. I use a system that helps me remember who people are and what they do.

20. I see tasks through to completion.

21. I act to build and maintain a good reputation in my organization.

22. I encourage others to talk and give me information about their jobs (e.g., activities,
responsibilities, pressures).

23. I meet my goals and objectives to my “client’s” satisfaction.

24. I use eye contact when others are talking to me.
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NETWORKING SKILLS INVENTORY 

SCORING SHEET 

Transfer your scores from the list of items to the following columns and 
add the scores for each of the columns.  

Relevance 
Information 

Track Record Working Relations 

1. 2. 3. 

4. 5. 6. 

7. 8. 9. 

10. 11. 12. 

13. 14. 15. 

16. 17. 18. 

19. 20. 21. 

22. 23. 24. 

RI Score: TR Score: WR Score: 
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NETWORKING SKILLS INVENTORY 
INTERPRETATION SHEET 

Plot your scores on the triangle by drawing a dot on each of the three 
heavy lines inside the triangle to represent your score for each 
dimension.  For example, your “relevant information” score should be 
plotted on the vertical line. 
 After the three plots are drawn, connect them with three straight 
lines.  Now shade in the triangle you have drawn. See the appendix for 
detailed interpretation of each dimension. 
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Action Plan 

Describe at least two ways you will use the skills you gained in this class. Be 
specific and detailed in your plan. Determine how you will measure your 
progress in using these skills. 
 
Action 
 
 
 
 
 
 
 
 
 

By when 

 
References 

1. The Oz Principle, Hickman, Smith, and Connors, Prentice Hall 
2. Seven Habits of Highly Effective People, Stephen Covey, Simon & 

Schuster 
3. Professional Behavior Assessment, NHTSA 
4. The Happiness Advantage, GoodThinkInc. 
5. “Nine Ways to Make Yourself Easy to Work With”, Samantha Ettus, 

forbes.com 
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Appendix 
 
“9 Ways to Make Yourself Easy to Work With” 
by Samantha Ettus, forbes.com 

1. Make a Connection 
Being a great person to work with requires curiosity – yours. “The better you 
know your colleagues or clients and their needs, motivations and goals, the 
better able you are to work with them,” explains customer loyalty 
expert, Cindy Solomon. 

2. Say Yes 
You never want to be known as the person who says “no.” If you do, the 
invitations and opportunities will diminish. As marketer Peter Shankman 
writes, saying yes “opens up connections for you that would otherwise 
remain closed.”  So say yes when you can and use “no” selectively. 
 
3. Be a Helper and a Solver 
Never utter the words “That is not my job” or huff and puff your way through 
a task that you deem to be menial. Instead, be the team player who 
proactively ask what their greatest challenges are and how you can solve 
them. 

4. Respond Quickly and Briefly 
When corresponding, choose quality over quantity. Mastering the “five 
sentence email” will make you a better communicator and hasten your 
response times. As marketing expert Scott Stratten explains, “There is no 
excuse for a client waiting days for an answer to something, even if it’s an “I 
will get back to you.” 

5. Keep it Positive 
Bringing your problems to work makes you the problem. Save the 
complaining for your close personal friends and aim to be a professional 
bright light at the office. And keep in mind that a simple smile goes a long 
way. 

6. Be Ethical 
When you always do “what is right,” you have an easier time making 
choices. Ethics expert Eric Chester suggests you, “Go to great lengths to 
protect your reputation by never compromising your integrity, regardless of 
the circumstances. Your character is always on display.” When colleagues 
and clients can count on you to tell the truth, trust is built. 
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7. Stay Focused 
It is hard to work with a vendor or colleague who is chasing butterflies. When 
you know your expertise, you make yourself more predictable and reliable. 
Master one thing and aim to deliver it – every time. 
 
8. Arrive Promptly 
Being on time shows that you are dependable and respectful of others. 
Entering a meeting late gives you an air of disorganization and hurts your 
performance; it is hard to gain command of the room when you are the last 
to enter it. 

9. Express Appreciation 
Solomon suggests that you recognize a job well done with a thank you: 
“Being seen as someone who appreciates the skills and efforts of others 
builds your reputation as a proactive partner and leader.” 

 
Interpretation of the Networking Skills Inventory 
Networking is the ability to create and maintain an effective, widely based 
system of resources that works to the mutual benefit of oneself and others 
through the skill dimensions of using relevant information, having good 
working relations, and maintaining and communicating a good track record. 
The three networking skill dimensions are explained below. They will aid you 
in determining which areas of your networking ability need enhancement. 
1.Relevant information. This dimension relates to seeking information by 
learning and remembering who all the relevant parties to your job are and 
what different responsibilities, perspectives, and personalities they have. It 
also includes discerning where these responsibilities, perspectives, and 
personalities are in conflict, what goals and sources of power each group (or 
individual) has, and to what extent the group or individual is prepared to act 
on those goals and use that power. 
2. Working relations. This dimension includes building and maintaining 
positive relationships with everyone on whose cooperation and input you 
depend in accomplishing your job. This can be done by engaging in 
activities that yield respect, admiration, and friendship—such as addressing 
people's needs, being considerate, and showing appreciation. 
3. Track record.  This refers to developing a reputable performance record 
that demonstrates credibility. You can build a good track record by doing 
competent work that involves excellent problem solving, decision making, 
and implementation in a timely manner. 
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The size and shape of your networking triangle indicates several aspects of 
your current networking style. 
First, the larger your triangle, the more actively and consciously you 
probably engage in networking from a mutual-gain perspective.  
Second, the more equal the sides of your triangle, the more balanced is 
your networking focus and the better the dimensions are working together. 
The bias of this model is that the larger the triangle, the more effective you 
are at networking. The balance between the three dimensions is also 
important. If one side is significantly larger or smaller than the others, pay 
attention to the skills and behaviors that make up the dimension(s) of the 
small side(s). 
More important than your actual scores is how the information derived from 
the size and shape of your triangle can be used to improve your networking 
effectiveness.  
If your dimensions are fairly balanced, you may want to review your scoring 
sheet and circle the lowest-scored item in each dimension. If there is a 
significant difference in the scores of any of the dimensions, review the 
dimension(s) that is/are most in need of improvement and circle one to three 
of the lowest-scored items.  
Once you have identified your lowest items, reread the item statements to 
determine behaviors on which you will want to place emphasis and 
concentration for improvement. 
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the value of training can be measured. 

Government Training Academy
Custom training division of Los Rios Community College District
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