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Duration:  7 hours [9 a.m. – 4 p.m.]
Learning Goals: Business owners will learn about the five-factor model of personality [what] in order to assess the impact of personality on business decisions and operations [why].
Learning Objectives: During this session, the participants will:
a. Review the Five Factor Model personality factors;

b. Determine their Five Factor Model personality profile;

c. Assess the impact of their personality on their business decisions;

d. Analyze personality trait similarities or differences that contribute to misunderstandings on an individual and business team basis;

e. Recommend how to improve communication in those situations;

f. Describe the next step; and

g. State their key takeaway from the session.

Pre-Session Preparation:

	Start Time:  9:00
	SECTION 1:  WELCOME
	15 minutes

	Slides
	Pages
	Learning Activities
	Facilitation Notes
	Duration

	1
2
3-5

6

	1

2

3

4

	Pre-Test
Lecturette overview of session format, agenda, and learning objectives


	Pre-Test:  Hand out the Pre-Test and have everyone complete it and give it back to you in order to compare to the Post-Test at the end of the session.

Score each Pre-Test by putting a check mark in front of the questions participants answered incorrectly and then adding up the checkmarks, placing the number of wrong answers in the upper right hand corner.

Common Ground Questions:  Welcome the group and ask: 
-“How many of you feel that what you want and what you say are always understood?”
- “How many of you have never noticed any interpersonal conflict in your business?”
- “How many of you occasionally have difficult customers or patients?” 

As you ask the questions, model raising your hand, so the participants know to raise their hand if their answer to a question is “yes.”

Keep asking questions until everyone has raised their hand at least once.
“Well, when you leave the session today, you will recognize the potential for misunderstanding and conflict- and have the tools to address or minimize them.”
Opening Comments: Introduce yourself. Explain the format of the session (start and stop times, 10-minute breaks approximately every hour, etc.)

If this is the same group of participants who attended the previous session, all you need to do is to mention that: “The materials are laid out the same way as before.” 

Materials: Review how the materials are laid out in their manual. Point out that the Table of Contents contains documents in bold print (agenda items), documents in italicized print (participant activities), and documents in regular print (reference materials). 

Training Approach: Explain the training approach: the major content is in their participant packet and not in the PowerPoint, which is why they will not receive a copy of the PowerPoint.
Agenda and Learning Objectives:  Read these out loud.
[Introductions, if necessary]

Learning Contract: Re-establish a “learning contract” with the participants. Tell them: “If at any time you feel that the program is not meeting your needs, please tell me. At the end of the session, instead of standing in front of the group telling you what you should have learned, I will call on each of you to identify your key learning or takeaway from the session."
	10 minutes
5 minutes



	Start Time:  9:15
	SECTION 2: THE FIVE FACTOR MODEL OF PERSONALITY 
	35 minutes

	Slides
	Pages
	Learning Activities
	Facilitation Notes
	Duration

	7

8

9

10

11

12

13

	5-6


	Lecturette and Directed Discussion


	Lecturette: “How many of you have ever taken a personality assessment?" [If they answer “yes,” ask which assessments - Myers Briggs, etc?] “Well, we are going to be working with the Five Factor Model of Personality today. All of the other personality models end up putting you into boxes that focus on certain traits and eliminate the possibility of others. The Five Factor Model doesn’t do that. Instead, it explains each trait in terms of a continuum of possible behaviors.”

[Note: the following information may be useful if people ask further about the difference between the Myers Briggs and Five Factor Models:

The Big Five and the MBTI*:  A Comparison

The Big Five

The MBTI:

•  Five dimensions of personality

•  Four dimensions

•  Dimensions derived from experience
•  Dimensions derived from theory
•  Dimension scores continuous (levels)

•  Scores are dichotomous (either-or)
•  Primary determined by highest score

•  Primary determined by J-P preference

•  Scores reported as separate dimensions
•  Scores reported as 4-letter types

•  Extraversion dimension

•  Extraversion dimension (similar)

•  Originality dimension

•  Sensing-Intuition dimension (similar)

•  Accommodation dimension

•  Thinking-Feeling dimension (different)
•  Conscientiousness dimension

•  Judging-Perceiving dimension (different)
•  Need for Stability dimension

•  No parallel dimension (an aspect of Thinking-Feeling)

•  A source metaphor for personality from which other (MBTI, etc.) metaphors can be derived

•  A metaphor derived from Jungian theory

•  A majority of research psychologists accept the Big Five as the current paradigm for personality research

•  More popular in the business 

community, but regarded by most research psychologists as a derived metaphor, not a basic paradigm

*MBTI stands for Myers-Briggs Type Indicator]

“As you can see on page 6, "Personality" is a set of predictable behavioral responses that distinguish an individual from anyone else and make that person recognizable.  


Individual behavioral differences can be described on the basis of five traits: (1) Need for Stability; (2) Extraversion; (3) Originality; 

(4) Accommodation; and (5) Conscientiousness. Therefore, a personality profile will contain some form of each of these traits.  

Research has shown that the "big five" are valid and reliable descriptors of individual differences, regardless of language, culture, ethnic group, age, gender, statistical method, or rater. 

Studies of twins separated at birth have determined that 50 percent of the behavioral traits that define personality are inherited. Twenty-five percent can be attributed to the environment, and the last 25 percent is attributed to chance/unknown. Therefore, there is a biological genetic basis for each behavioral factor.

Need for Stability is the degree to which we respond to stress. At one end of the continuum is the more emotional reactive person, whose anger or concern can be easily provoked. At the other end is the resilient person, who stays more rational and calm even in the most stressful situations. In the middle range, the responsive individual can become very concerned about a problem, but remain relatively objective. 

Need for Stability is related to the autonomic nervous system, which triggers the fight or flight syndrome.

Extraversion is the degree to which we try to be with other people.  This is based upon the amount of sensory stimulation we can handle. The extravert enjoys lots of social contact, while the introvert prefers more solitude. In between these two extremes is the ambivert, who can be equally comfortable in crowds or alone- for shorter periods of time than the extremes enjoy. 

Extraversion is related to the peripheral nervous system, which governs sensitivity to sensory stimulation.
Originality is the degree to which we are open to new experiences. The explorer is fascinated by innovation, whereas the preserver prefers established conventions. In the middle of the continuum is the moderate, who may value the status quo, or may be just as likely to favor a new approach. 

Originality is related to the level of the neurotransmitter dopamine.

Accommodation is the degree to which we defer to others. The adapter is more likely to subordinate personal needs to those of the group in order to ensure harmony. At the other end, the challenger questions group norms and does not shy away from conflict. The negotiator in the middle range tries to reconcile both individual and group needs- without sacrificing either. 

Accommodation is related to the level of serotonin.

Conscientiousness is the degree to which we focus on goals. The focused individual exerts self-discipline to stay firmly on course. The flexible person is more impulsive and, therefore, more easily distracted. Between them, the balanced person is better able to maintain equilibrium in life by balancing work and play. 

Conscientiousness is related to the level of testosterone, which governs the ability to fixate on a narrow range of goals. By the way, Conscientiousness has been shown to be the greatest predictor of success in any occupation.

Preliminary findings indicate that as individuals age from 20 to 30 years old, their scores for Need for Stability, Extraversion, and Originality go down 10 standard points. Their scores for Accommodation and Conscientiousness go up 5 standard points.”


	35 minutes



	Start Time:  9:50
	BREAK
	10 minutes


	Start Time:  10:00
	SECTION 2: THE FIVE FACTOR MODEL OF PERSONALITY continued
	50 minutes

	Slides
	Pages
	Learning Activities
	Facilitation Notes
	Duration

	14

15

16


	7

8-12

9
11

12


	Case Study and Directed Large Group Discussion

Reference


	Case Study: “To see how the Five Factor model can be used to explain interpersonal conflicts, please turn to page 7. Would someone be willing to read the description of the Impatient Employee for us?” [Get a volunteer and thank that person. Note: You’ve been talking for a while now, so they need to hear a different voice.]

The Impatient Employee

One of your employees seems to be upset with you all of the time.  Whenever he needs information from you, he expects that you will drop everything else that you are doing and make his request a priority. He does not seem to recognize that you have your own workload and deadlines to meet. Although you tend to be pretty easy going and try to get along with everyone, your interactions with him are causing you great stress. Whenever you have attempted to meet with him to discuss creating a more comfortable approach to working together, he has been very short with you. You realize that he is concerned about getting his work done, but so are you.

Need for Stability

Resilient

 You

Responsive

Reactive

Employee

Extraversion

Introvert

 Employee 

Ambivert

Extravert

 You

Originality

Preserver

Employee 

Moderate

 You

Explorer

Accommodation

Challenger

Employee

Negotiator

Adapter

 You

Conscientiousness

Flexible

Balanced

Focused

You 

Employee

“Thank you for reading the description. Looking at the table, I first want to emphasize that although the Five Factor model does not put traits in a box, I’ve used a table format to show the three different levels in each factor’s continuum for ease of our discussion.

Can anyone tell us why the ‘you’ in the situation is considered resilient, extravert, moderate, adapter and focused?” [Wait for the answers: resilient because pretty easy going, extravert because try to get along with everyone, moderate because there is nothing that indicates any extreme of originality,adapter because you want to create a more comfortable approach to working together, and focused because you have your own workload and deadlines to meet, and are concerned about getting your work done.]

“Why is the employee considered reactive, introvert, preserver, challenger and focused?”[Wait for the answers: reactive because he seems upset all the time, introvert because he isn’t interested in meeting to make the situation more comfortable and is very short with you, preserver because he is not interested in accommodating you, and focused for the same reason you are- but to a greater extreme, because he expects that you will drop everything else and make his request a priority.]

1. "What trait similarities or differences explain the breakdown in communication?” [Wait for the answers: they are at the opposite ends of the spectrum in Negative Emotionality, Extraversion and Accommodation.

The one trait they have in common is Conscientiousness.]

2. "What could you do to improve the communication situation?” [Wait for the answers: emphasize the fact that you both want to get your work done and meet your deadlines; that you would be happy to give him what he needs if he will respect the fact that you need a specific amount of lead time; that the current situation is stressful for both of you, so you need to find another way to handle the communication. Also, you need to realize that, as an introvert, he prefers written communication rather than face-to-face meeting- so use that means of communication.]

Reference: Tell them: “On pages 8-12, you will find Influence Strategies for handling different factors. For example, on page 8, under Handling High Need for Stability: Reactives (which is what the employee in the case study is), we see that we should emphasize what’s in it for them, appeal to their pride, and take their stress seriously but not personally."
“ On page 9 under Handling Low Extraversion: Introverts, you’ll see rely on written communication. On page 10, under Handling Low Originality: Preservers, which strategies might be useful with the employee in our case?" [Wait for their answers: emphasize the positive impact on efficiencies, walk them through the process, be specific, give examples, emphasize conformity with policies and procedures.]

“How about, on page 11, Handling Low Accommodators: Challengers- what would be useful?" [Wait for their answers: push for closure on the basis of bottom line results, emphasize the logical tightness of your position, be sure to do what you say you will do, do not take apparent belligerence personally, have alternatives drawn out with plans for each.]

“And on page 12, under Handling High Conscientiousness: Focused, what 2-3 strategies might be useful?” [Wait for their answers: set goals and a point-by-point agenda for the meeting, give as much advance warning about changes of plan as possible, use logic with clearly identified priorities and goals.]


	20 minutes

10 minutes

20 minutes



	Start Time: 10:50
	TEA BREAK
	10 minutes

	Start Time:  11:00
	SECTION 2: THE FIVE FACTOR MODEL OF PERSONALITY continued
	50 minutes

	Slides
	Pages
	Learning Activities
	Facilitation Notes
	Duration

	17

18
19

	13
13


	Case Study 


	Case Study: “Okay, now it’s time for you to put what you’ve learned into practice. Working with your table group, please assess the Unreasonable Business Representative on page 13.  Please read the scenario and enter the traits of the two individuals in the appropriate boxes on the Five Factor Model. Then answer the two questions that follow the scenario."
Debriefing:

Situation:  You are negotiating an agreement with another business whose representative is constantly interrupting you with phone calls and requests for meetings. You initially proposed the same arrangement that you have established with comparable businesses. However, she felt strongly that her business would benefit by a radically different approach. When she discussed her idea with you, you asked a lot of questions - but finally agreed. You are moving slowly, because you are not really comfortable with the plan. She wants to proceed as quickly as possible, and is getting impatient with you. 

Negative

 Emotionality

Resilient

Responsive

You
Reactive

Business Rep
Extraversion

Introvert

You
Ambivert

Extravert

Business Rep
Originality

Preserver

You
Moderate

Explorer

Business Rep

Accommodation

Challenger

Business Rep
Negotiator

Adapter

You
Conscientiousness

Flexible

Balanced

You
Focused

Business Rep
First ask volunteers to explain where they placed the two in the matrix and the reasons for that placement. [Note, there may be other placements and good rationale- be open to their suggestions.]

The Business Representative is reactive [continually interrupting you], extravert [wants meetings], explorer [wants a radically different approach], challenger [felt strongly- and keeps hammering away at you], and focused [wants to proceed as quickly as possible].

You are responsive [concerned but not overly concerned], introvert [feel bothered by all the communications and requests for meetings], preserver [want to use the same arrangement you have with other businesses], adapter [asked a lot of questions, but finally agreed- even though you’re not really comfortable with the plan], and possibly balanced [moving, but moving very slowly].
Then ask them to answer the two questions:

1.  "What trait similarities or differences explain the challenges?"
[The Business Representative and you are at different extremes under Extraversion, Originality, and Accommodation.

You are closest to the Business Representative in negative emotionality and conscientiousness- you haven’t completely stopped moving, because on some level you want to complete the negotiation].

2.  "What could you do to improve the communication situation?" 
[Note:  Refer to pages 8-12 for the relevant influence strategies:  Handling Reactives:  take their stress seriously but not personally, Handling Extraverts: meet with the Rep, Handling Explorers: take your time and use reason and logic, Handling Challengers: have alternatives drawn out with plans for each, and Handling Focuseds: set goals and a point-by-point agenda for the meeting, use logic with clearly identified priorities and goals].


	20 minutes

15 minutes

15 minutes


	Start Time: 11:50
	BREAK
	10 minutes


	Start Time:  12:00
	SECTION 3: YOUR FIVE FACTOR PROFILE
	60 minutes

	Slides
	Pages
	Learning Activities
	Facilitation Notes
	Duration

	20
21

22

23

24

25

26


	14

15

16

17

18-20

21-22


	Assessment Questionnaire

Total the scores

Convert scores

Enter converted scores into the Profile 

Check descriptions

Directed large group discussion


	Individual Assessment:  Tell them: “Now that you have a general understanding of the five factors, it’s time to determine where you fit in the matrix.

On page 14, you will find the Five Factor Locator. There are 25 pairs of terms. Your task is to decide which term best describes you.  Looking at the first set of terms, if you tend to be very calm most of the time, give yourself a 1 or a 2. If you tend to be very eager and excited most of the time, give yourself a 4 or a 5. And if you really can’t make up your mind, because sometimes you’re calm and other times you’re eager, then give yourself a 3. 

Please work down the page as quickly as you can. It doesn’t help to agonize over the terms. Just answer based on how you see yourself when you’re at the business.”  

Then tell them: “You may have noticed that there are different symbols in front of each numbered pair. Each symbol represents one of the five factors.  Need for Stability has an asterisk in front of it. You will see that there is an asterisk in front of each grouping of five pairs of terms: #1, #6, #11, #16, and #21. Please add the points for those pairs and place the total on the line next to N at the bottom of the page. 

Extraversion is represented by the caret, Originality by the number sign, Accommodation by the plus sign and Conscientiousness by the right chevron. Just as Need for Stability is the first pair in each grouping of five pairs, Extraversion is the second pair in each grouping- 2,7,12,17, and 22.

Originality is the third pair in each grouping of five pairs, Accommodation is the fourth pair in each grouping, and Conscientiousness is the fifth pair. Please add up the points and put the totals on the bottom of the page. If it is easier to follow the written directions on the top of page 15, then work from that page. Thank you.” [Give them 5 minutes to do this]

The totals you just tallied are considered the “raw” scores. You now need to follow the directions on the bottom of page 15 to convert the “raw” scores into “norm” scores. Then you’ll almost be done!

Locate the row labeled Need for Stability on the Five Factor Locator Score Conversion Sheet on page 16.  Within this row, place an "X" over the number that corresponds to the Need for Stability dimension raw score identified above (N= ____).  For example, if your “raw” score was 19 (in the column titled Need for Stability), look to your left in the column titled Norm Score. To the left of the 19 you will see a Norm Score of 66. You would write 66 at the bottom of the page.

Use a similar procedure for all of the raw scores.  

Then look to the far right or the far left columns to identify the norm score for each raw score. Enter the norm scores for each dimension in the box at the bottom of the appropriate column. Connect the "X"s with a line after all of the scores have been marked to produce a graph.
Now you’re ready for the very last step. Locate the norm score for Need for Stability on the Score Conversion Sheet. Then locate the row labeled Need for Stability on the Five Factor Locator Interpretation Sheet on page 17. Within this row, place an "X" over the number that corresponds to your Need for Stability norm score.  For example, if the “raw” score is 19 and the Norm score is 66 for Need for Stability, you would place an x immediately to the right of the 65 in the Need for Stability row on page 17. This would indicate that you tend to be Reactive (alert, aware, tense, high-strung, restless).

Use a similar procedure to complete the remainder of the form. “ 

“Once you have completed the Five Factor Locator Interpretation Sheet on page 17, look at the Five Factor Descriptions on pages 18-20 to see if the descriptions seem accurate for you." [Give them 5-10 minutes for this.]

“How many of you feel that the profile is pretty accurate?” [Get a show of hands]. “For those of you who are confused by some of the scores, look at the Brief Definitions of the Thirty Facets on pages 21-22. These may help to explain your score.”

Emphasize: “If you find the assessment pretty accurate and useful, that’s wonderful. If you don’t, don’t worry about it. Also, don’t worry about your profile being good or bad. It just is. 

Some of you may be concerned because many if not all of your scores fall into the middle range. That is great, because then you are able to relate to the other two ends of the continuum. 70% of people fall within the middle range, with 15% more at one end and 15% more at the other end of the continuum."

	10 minutes

10 minutes

10 minutes

10 minutes

10 minutes

10 minutes

10 minutes



	Start Time:  1:00
	LUNCH BREAK
	60 minutes


	Start Time:  2:00
	SECTION 3: YOUR FIVE FACTOR PROFILE continued
	20 minutes

	Slides
	Pages
	Learning Activities
	Facilitation Notes
	Duration

	27

	23


	Self-Reflection
Debriefing


	Self-Reflection: "Please turn to page 23, Self-Reflection. Working independently, please first, identify the factors that you think contribute to your success as a business owner- and explain your rationale. Second, identify the factors that you think may negatively affect your success as a business owner, and explain your rationale.


Third, identify what you can do to maximize your strengths and minimize your weaknesses.”
Debrief:  Ask for a few examples of responses to each of the three questions.
	10 minutes

10 minutes



	Start Time:  2:20
	SECTION 4: HOW TO USE THE FIVE FACTOR MODEL TO ASSESS A TEAM 
	30 minutes

	Slides
	Pages
	Learning Activities
	Facilitation Notes
	Duration

	28
29

30

31


	24

25


	Case Study and Directed Large Group Discussion

	Case Study:  Tell them: “The value of this model is that it can also be used to assess the interpersonal dynamics within a group or team. If you turn to page 24, you will see The Problematic Personnel Committee. As I read the case scenario, please be looking at the matrix to see if you can tell the reason behind the placements for the committee chair and the other committee members.” [Read the scenario.]

The Problematic Personnel Committee

Need for Stability

Resilient

oo x o o

Responsive

oooo

Reactive

o

Extraversion

Introvert

o

Ambivert

oo

Extravert

oooo x o o

Originality

Preserver

o

Moderate

oo

Explorer

oooooo x

Accommodation

Challenger

o

Negotiator

ooo

Adapter

ooooo x

Conscientiousness

Flexible

x o o

Balanced

oo

Focused

ooooo

x = the Committee Chair.    o = the other Committee members' profiles.

This is the profile of a Personnel Committee for a non-profit organization. The Chair believes in teamwork and strives to involve all committee members in all decisions. The committee has been trying to hire a new Marketing Manager for the past three months. Their weekly meetings, which begin at 8 p.m., last well past midnight. No written agenda is distributed and no minutes are published after the meetings. Often, the same topics are brought up during consecutive meetings without the members remembering what has been previously decided. Some of the members are ready to resign out of sheer exhaustion and frustration.

Ask: “What are some of the obvious challenges due to the members' Five Factor traits?” [Wait for their answers: The Chair is too resilient (laid back) and flexible to pay attention to details like agendas and minutes; because the Chair is such an extravert and so are many of the other members, it is understandable they spend so much time talking; because almost everyone, including the Chair, are explorers, they are always looking for a better solution rather than settling in on one; much of the group is focused, except for the Chair, so it is understandable that there is a lot of frustration that there is no closure on the decision. Also, although we can’t tell if it is the same person, there appears to be one person who is a reactive, introvert, preserver and challenger- who is also fighting a losing battle.]

“What suggestions can you make to increase their probability of success?” [Wait for their answers:  They need to have an agenda and a timekeeper. Maybe the role of the meeting chair can either be moved to someone who will pay attention to that –such as one of the focused members- or the role moved through the membership (beginning with the focused members who would be most likely to volunteer for the role). Someone needs to take minutes and record decisions, etc...]

“If you would turn to page 25, you will see Sample Adaptive Strategies for Teams. Is there anything else there that might help this committee be more successful?” [Wait for their answer: ALMOST ALL OF THEM!]

	10 minutes

20 minutes
10 minutes



	Start Time:  2:50
	TEA BREAK 
	10 minutes

	Start Time:  3:00
	SECTION 4: HOW TO USE THE FIVE FACTOR MODEL TO ASSESS A TEAM continued
	30 minutes

	Slides
	Pages
	Learning Activities
	Facilitation Notes
	Duration

	32-33

	26

	Individual Assessment
Debriefing

	Individual Assessment:  Say: “On page 26, please Assess Your Own Business Team. You’ll need to make some assumptions, but this can give you a helpful overview of the interpersonal dynamics in your business team."
Debriefing: Ask for volunteers to report the results of their analyses, particularly how they answered the two questions: (1) "How does the profile explain your business team’s strengths and challenges?" And (2) "What would help your business team address its challenges and maximize its strengths?"
	15 minutes

15 minutes


	Start Time:  3:30
	SECTION 5:  SUMMARY AND EVALUATION 
	30 minutes

	Slides
	Pages
	Learning Activities
	Facilitation Notes
	Duration

	34-35

36
37

38

	29-30

27
28

	Individual worksheet

Next Step

Post-Test

Individual assessment and Report outs

Overview of next sessions and schedule


	Evaluation:  Have each participant complete the evaluation form for the session, tear it out and hand it to you or put it on a table.

[Note: You never want to end a training session with an evaluation, because all of the energy of the group dies down.]

Next Step:  Tell them: “Now that you have worked with the Five Factors, it’s time to use them to improve the interpersonal dynamics in your business. On page 27, you will find the steps to take. The Next Step packet essentially duplicates those with which you worked today, so you can copy this for all of the staff. Then go through the process we did today. However, since each of the staff will have completed their own profile, you will have more valid information to put into the team profile."
Post-Test: Hand out the Post-Test and have the participants complete it. Go through the answers, drawing them from the group, so they can mark what is wrong (using the honor system). (Just have them put a check mark in front of the questions they got wrong and then add them up, placing the number wrong in the upper right hand corner.) Hand them their Pre-Tests for comparison purposes. Give a small prize to the people who learned the most (decreased the number wrong by the greatest amount). Then collect all Pre and Post Tests.
Key Takeaway:  Have each participant identify the most important idea or technique that they gained from the session and write it down.

Tell them:  “In lieu of a summary by me, all of you are going to stand and take turns (when you have a ball in your hand) identifying your key take- away from the session. Once you have spoken, throw the ball to someone else to speak and then sit down. It will then be easy to tell who has yet to speak by those who are left standing. Don’t be concerned if someone says what you planned to say. If that was your key takeaway, say it anyway.”

Series Overview:  Make sure that everyone knows what the next session is (subject and agenda) and the necessary logistical information so that they can attend: day, time, place, how to enroll, etc.)

Thank them for coming, remind them about the Next Step, and close the session.
	5 minutes
5 minutes

10 minutes

10 minutes



	End Time:  4:00
	ADJOURN 
	


DISCLAIMER

The author’s views expressed in this publication do not necessarily reflect the views of the United States Agency for International Development or the United States government.


