Skills Development: Skills Profile 
 Objective
In most organizations there is a lot of untapped human potential.  In an excellent, renewing organization, this potential can be released, resulting in personal growth for the individual. Personal development and organization renewal involve changes in attitudes and behavior that are related to your self-concept, role, goals, and values.

The behavior profile that you will generate in this assessment is intended to illustrate some growth dimensions for interpersonal competence and career planning. By recognizing your strengths and accomplishments, you may be encouraged to improve your self-image and interpersonal skills. Hopefully, a honest self-appraisal may aid you in becoming a more effective individual and team member. During this course you will be afforded additional opportunities to obtain information about yourself on how you behave in organizational situations. This feedback may provide the impetus for you to change, but the ultimate responsibility for that change is with YOU. 
Process
Part A.  Prior to Class
Step 1.  Complete the profile on the following survey (either on your computer or print out the form and complete by hand). How you respond reflects how you view yourself, which in turn reveals something of your behavioral style. Based on the following scale, select the number to indicate the degree to which you feel each description is characteristic of you. Record your choice in the blank to the right. 
PROFILE SURVEY

1
2
3
4
5
6
7
8
9
10
::
   :
   :          :           :          :          :          ::
Not at All


Somewhat



Very

Characteristic

Characteristic
Characteristic 
1.
Having the ability to communicate in a clear, concise, and persuasive manner
_____
2.
Being spontaneous-saying and doing things that seem natural on the spur of the moment 
_____
3.
Doing things "by the book"-noticing appropriate rules and procedures and following them
_____
4.
Being creative-having a lot of unusual, original ideas; thinking of new approaches to problems others do not often come up with
_____
5.
Being competitive-wanting to win and be the best
_____
6.
Being able to listen to and understand others
_____
7.
Being aware of other people's moods and feelings
_____
8.
Being careful in your work-taking pains to make sure everything is "just right"
_____
9.
Being resourceful in coming up with possible ways of dealing with problems
_____
10.
Being a leader-having other people look to you for direction; taking over when things are confused
_____
11.
Having the ability to accept feedback without reacting defensively, becoming hostile, or withdrawing
_____
12.
Having the ability to deal with conflict and anger
_____
13. 
Having written work neat and organized; making plans before starting on a difficult task; organizing details of work
_____
14.
Thinking clearly and logically; attempting to deal with ambiguity, complexity, and confusion in a situation by thoughtful, logical analysis
_____
15.
Having self-confidence when faced with a challenging situation
_____
16.
Having the ability to level with others, to give feedback to others
_____
17.
Doing new and different things; meeting new people; experimenting and trying out new ideas or activities 
_____
18.
Having a high level of aspiration, setting difficult goals
_____
19.
Analyzing a situation carefully before acting; working out a course of action in detail before embarking on it 
_____
20.
Being effective at initiating projects and innovative ideas
_____
21.
Seeking ideas from others; drawing others into discussion
_____
22.
Having a tendency to seek close personal relationships, participating in social activities with friends; giving affection and receiving it from others
_____
23.
Being dependable-staying on the job; doing what is expected
_____
24.
Having the ability to work as a catalyst, to stimulate and encourage others to develop their own resources for solving their own problems
_____
25.
Taking responsibility; relying on your own abilities and judgment rather than those of others 
26.
Selling your own ideas effectively
_____
27.
Being the dominant person; having a strong need for control or recognition
_____
28.
Getting deeply involved in your work; being extremely committed to ideas or work you are doing 
_____
29.
Having the ability to evaluate possible solutions critically
_____
30.
Having the ability to work in unstructured situations, with little or no support and to continue to work effectively even if faced with lack of cooperation, resistance, or hostility
_____
Step 2. Complete the following Profile Form, by coloring in the bar graph in the appropriate line relative to the behavior profile you have just completed. Note that the 30 descriptions have been reordered to fit into five categories. The profile provides information about your behavioral style and allows you to see where you stand in each category. It also lets you directly compare your score on different scales by looking at the difference in the bar graph. The profile may indicate items on which your score is less desirable than you would like. You may also find categories in which you have generally low ratings. These may suggest areas for improvement during this course and for assessing the kinds of changes you may wish to make in order to become a more effective consultant or manager.

Profile Form
A. Communicating Skills
	
	Score
	Not Characteristic
	
	Very Characteristic

	
	
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	1. Communicates
	
	
	
	
	
	
	
	
	
	
	

	6. Listens
	
	
	
	
	
	
	
	
	
	
	

	11. Receives Feedback 
	
	
	
	
	
	
	
	
	
	
	

	16. Gives Feedback
	
	
	
	
	
	
	
	
	
	
	

	21. Seeks Ideas
	
	
	
	
	
	
	
	
	
	
	

	26. Sells Ideas
	
	
	
	
	
	
	
	
	
	
	

	Average Score: Communication Skills
	
	
	
	
	
	
	
	
	
	
	


B. Interpersonal Skills
	
	Score
	Not Characteristic
	
	Very Characteristic

	
	
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	2. Is Spontaneous
	
	
	
	
	
	
	
	
	
	
	

	7. Is Aware
	
	
	
	
	
	
	
	
	
	
	

	12. Deals with Conflict
	
	
	
	
	
	
	
	
	
	
	

	17. Experiments
	
	
	
	
	
	
	
	
	
	
	

	22. Seeks Close Relat.
	
	
	
	
	
	
	
	
	
	
	

	27. Is Dominant
	
	
	
	
	
	
	
	
	
	
	

	Average Score: Interpersonal Skills
	
	
	
	
	
	
	
	
	
	
	


C. Aspiration-Achievement Levels

	
	Score
	Not Characteristic
	
	Very Characteristic

	
	
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	3. Conforms
	
	
	
	
	
	
	
	
	
	
	

	8. Is Careful
	
	
	
	
	
	
	
	
	
	
	

	13. Is Organized
	
	
	
	
	
	
	
	
	
	
	

	18. Aspires
	
	
	
	
	
	
	
	
	
	
	

	23. Is Dependable
	
	
	
	
	
	
	
	
	
	
	

	28. Is Committed to Work
	
	
	
	
	
	
	
	
	
	
	

	Average Score: Aspriation-Achievment Skills
	
	
	
	
	
	
	
	
	
	
	


D. Problem-Solving Skills

	
	Score
	Not Characteristic
	
	Very Characteristic

	
	
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	4. Is Creative
	
	
	
	
	
	
	
	
	
	
	

	9. Is Resourceful
	
	
	
	
	
	
	
	
	
	
	

	14. Is Logical
	
	
	
	
	
	
	
	
	
	
	

	19. Analyzes
	
	
	
	
	
	
	
	
	
	
	

	24. Is Catalyst
	
	
	
	
	
	
	
	
	
	
	

	29. Evaluates
	
	
	
	
	
	
	
	
	
	
	

	Average Score: Problem-Solving Skills
	
	
	
	
	
	
	
	
	
	
	


E. Leadership Skills

	
	Score
	Not Characteristic
	
	Very Characteristic

	
	
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10

	5. Is Competitive
	
	
	
	
	
	
	
	
	
	
	

	10. Is a Leader
	
	
	
	
	
	
	
	
	
	
	

	15. Is Confident
	
	
	
	
	
	
	
	
	
	
	

	20. Initiates
	
	
	
	
	
	
	
	
	
	
	

	25. Takes Responsibility
	
	
	
	
	
	
	
	
	
	
	

	30.  Unstructured Sit.
	
	
	
	
	
	
	
	
	
	
	

	Average Score: Leadership Skills
	
	
	
	
	
	
	
	
	
	
	


Part B:  In-Class Activity

Groups of 3:

 The profile can be used as a feedback tool. You will be able to learn more about yourself by assessing the kinds of changes you may need to make in order to become more effective. Form into trios, with one person acting as the client, a second as the change leader and the third as observer (see the Profile Form and Process Observer Forms). Refer to the end of this simulation for "Instructions for Developing Change Leader/Client Roles and Skills." The change leader will help you to develop a fuller understanding of how your styles play a part in your overall effectiveness and how you may build on your strengths during this course. The change leader will review the client's Profile Form and Performance Objectives Form for the following:

1. How accurate are the profile assessments relative to observations in class? 
2. Are they a complete and challenging set of goals? 
3. Are they realistic and feasible?

4. Are they specific and measurable?

5. Are they things the client can do and demonstrate by the end of the course?

The observer will observe using the Process Observer Form and try to provide feedback on the change leader style. At the end of each interview, the observer gives observations providing feedback to the change leader using the Process Observer Form. Then rotate roles so that each person is in each of the three roles. Continue the simulation by switching roles until all have played each of the roles.

 Meeting with the entire class, discuss:

1. How can we improve performance?

2. What change leader role seemed to work best? 
3. Did we view change as positive or negative?

4. Was the role of the change leader helpful? How? 
5. How effective was our team?

PROCESS OBSERVER FORM

Your role during this part of the simulation is important because your goal is to give individuals feedback on their strategies of change. Following are listed ten criteria of helping relationships. Rate the change leader by circling the appropriate number.

	
	
	
	NOTES:

Words,

behaviors

	1.  Level of involvement:

  Cautious
	Low 1 : 2 : 3 : 4 : 5 : 6 : 7 : 8 : 9 : 10 High
	Interested
	

	2.   Level of communication:

  Doesn't listen
	Low 1 : 2 : 3 : 4 : 5 : 6 : 7 : 8 : 9 : 10 High
	Listens
	

	3.   Level of openness, trust:

  Shy, uncertain
	Low 1 : 2 : 3 : 4 : 5 : 6 : 7 : 8 : 9 : 10 High
	Warm, friendly
	

	4.  Level of collaboration:

 Authoritative
	Low 1 : 2 : 3 : 4 : 5 : 6 : 7 : 8 : 9 : 10 High
	Seeks agreement
	

	5.  Level of influence:

 Gives in
	Low 1 : 2 : 3 : 4 : 5 : 6 : 7 : 8 : 9 : 10 High
	Convincing
	

	6.  Level of supportiveness:

 Disagrees
	Low 1 : 2 : 3 : 4 : 5 : 6 : 7 : 8 : 9 : 10 High
	Supports
	

	7.  Level of direction:

 Easygoing, agreeable
	Low 1 : 2 : 3 : 4 : 5 : 6 : 7 : 8 : 9 : 10 High
	Gives directions
	

	8.  Level of competence:

 Unsure
	Low 1 : 2 : 3 : 4 : 5 : 6 : 7 : 8 : 9 : 10 High
	Competent
	

	9.  Reflects feelings-  

     summaries:

Never
	Low 1 : 2 : 3 : 4 : 5 : 6 : 7 : 8 : 9 : 10 High
	Often
	

	10. Overall style:

  Ineffective
	Low 1 : 2 : 3 : 4 : 5 : 6 : 7 : 8 : 9 : 10 High
	Effective
	


6

