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Ever wondered why some people communicate well with others?  They probably know the secret of “style flex”.

There are four different behavior styles which affect how people think, decide, use their time, pace their work, communicate, handle emotions, manage stress, and deal with conflicting opinions. The four behavior styles are characterized by different degrees of assertiveness and responsiveness that help in predicting a person’s behavior.  Assertiveness is the degree to which a person’s behavior as seen by others as being forceful or directive.  Responsiveness is the degree to which others see us as showing emotions or demonstrating awareness of feelings of others.  A person’s style is not how we see ourselves, but how others see us.  Each of us has our own style and it’s virtually impossible to permanently change our characteristic level of either behavior.  

The behavior styles are Analytical, Driver, Amiable, and Expressive.  The Analytical is described as less assertive and less responsive.  The Driver is more assertive, and less responsive.  The Amiable is less assertive and more responsive.  The Expressive is more assertive and more responsive.  Everyone has a dominant style, one that we use to relate and work with the other styles.  It becomes our preferred style, our comfort zone.  We need to remember that although we have a dominant style, we are a makeup of all four styles. According to Robert and Dorothy Bolton, it’s imperative that we understand that there are different styles and no style is considered good or bad.  They are just different from one another.  

When experiencing stress, the dominant style can display a backup style, which is very different from the primary style.  This made me think of a co-worker who once displayed a behavior that I saw as being out of character.  Now I know that this was a display of a backup style.

The second half of the book discusses “flexing” or being able to adjust our personal style to the people or situation.   It’s important that we have the ability to “flex” from our preferable style.   Being able to flex makes for relationships where we can draw on the strengths of other styles and minimize conflict.  When two styles don’t get along, it’s not incompatibility, but usually inflexibility.  Style flex is adapting to another person’s style.  It’s not manipulation or conformity, but a temporary adjustment of a few behaviors to make the other person more comfortable.  Styles have strengths that when used inappropriately, may become weaknesses.  Knowing the style strength of those you are communicating with and your own style strength will allow you to flex or adjust your behavior as to not make your strength a weakness.  

There are three keys to good relationships that must exist for style flex to work.  The three keys are Respect, Fairness, and Honesty.  Treat people, as you would like to be treated.  Treat people with respect by not putting people down and have good manners.  Treat people with fairness by taking a win-win approach, putting aside any biases or personal wants or needs.  Be honest by being consistent and don’t make misleading statements or withhold important information. The three keys lead to trust, which is a prerequisite to successful style flexing and creating and maintaining strong relationships.

Flexing to a group, to a person and task, or to someone who has the same style, as you, as well as the inability to identify a person’s style are situations that may be encountered.  Learning about different styles will help in building better relationships at work and outside.  Finding my style and those I am in contact with makes for some fun in trying to figure out everyone’s style and determining when and how to flex.  I hope to master the three keys and flex my way to better relationships.
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