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Examining motives, building performance 

Businesses and individuals both need to communicate effectively, in order 
to reduce the potential for conflict, and ultimately to work more effectively to 
deliver performance objectives. There are many self awareness tools out in 
the market place that look at behaviour.  When looking at what motivates a 
person and how their priorities change in the face of opposition or conflict, 
the SDI is an extremely practical, versatile and easy to understand tool. It 
creates a language that cuts through cultural and hierarchical barriers. 
Communication problems

Communication differences occur for a whole range of reasons, including 
ineffective processes and procedures, misunderstanding, and different 
priorities, all of which are introduced into the business by people.  So it 
makes sense that if people understand each other and communicate
effectively, problems can potentially be ironed out quickly. Good quality 
business relationships can equal good quality business results.

In our own words

As individuals, we tend to view the world not as it is but as we see it.  Our 
own filters dictate what we perceive and these can be very different from the 
view that another person has.  If we understand why that person holds a 
particular view, then our own perceptions can be altered. 

The SDI is a self-development tool that gives us an indication of what really 
makes us tick and why we do the things that we do.  It looks at our 
motivations when things are going well and when things are going less well. 

Thinking about behaviour

An underlying assertion in this discussion has been that all human beings 
need to interact with others in a way that makes them feel good about 
themselves, whilst making the other person feel good about themselves. We 
are encouraged to think about behaviour not as an end in itself but as a 
vehicle that is driving us towards a greater feeling of self-worth. By better 
understanding these motivations we are more able to build effective 
relationships, both personally and professionally.

How the Strength Deployment Inventory ® works
What makes the SDI both easy to complete and remember is that it uses 3 colours, 
Blue, Red, and Green, the blend of which represent 7 motivational value systems.

•Altruistic-Nurturing (Blue)
•Assertive-Directing (Red)
•Analytical-Autonomising (Green) 

These 7 Motivational Value Systems expand into over a million individual positions, 
where no one system is better than the other.

Whilst Positive Vibes has examined many different 
approaches to developing individual and business potential 
over the years, one of the themes they all have in common is 
the importance of communication. In this issue of Positive 
Vibes, Primeast senior consultant and business coach Jan 
Brause outlines a development tool that deals specifically with 
this area of our personal performance, raising interesting 
questions about how personal motivations influence the way in 
which we communicate. 

Simply accepting that better communication would be a ‘good 
thing’ is often as far as most people go. Indeed, we generally 
treat how we interact and communicate as just ‘one of those 
things we do’ everyday in our personal and professional lives. 
So, even if the Strength Deployment Inventory® (SDI®) does 
not ultimately form part of your own self-development 
programme, it challenges us to consider the quality of our 
communication, and the impact this has on how we connect 
with those around us.
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•Flexible-Cohering (Hub)
•Assertive-Nurturing (Red-Blue)

•Judicious-Competing (Red-Green)
•Cautious-Supporting (Blue-Green)
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