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About DNA Behavior International 

 

DNA Behavior International is the worldwide leader in delivering proprietary behavioral intelligence 

solutions for organizations to “Know, Engage and Grow” every employee and client online. 

These solutions have been designed to reliably uncover every facet of a person’s DNA wiring (talents, 

communication and decision-making style) using the “Platinum Standard” for behavioral discovery and 

performance development.  

 

The objective of this e-booklet is to provide you with more insight and understanding into how the 

Business DNA Pioneering Factor can be effectively used for behavioral management and performance 

development.  

 

Introduction to the Pioneering Factor 

 

Every participant in the Business DNA Natural Behavior Discovery Process has a Pioneering Factor Score 

which is measured based on their responses to the 46 Forced Choice Questions. The Pioneering Factor is 

the sixth of 8 primary behavioral factors that are measured by DNA Behavior International in its Business 

DNA Natural Behavior Discovery Process.  

 

You can review a summary of each of the 8 primary behavioral factors in Appendix A, along with the 

behavioral traits associated with them. This will give you a greater understanding of how the Pioneering 

Factor fits into your overall DNA behavioral style. From DNA Behavior International’s perspective, 

behavior refers to the way a person most naturally operates or acts, and is seen by others.  

 

It’s important to set the Pioneering Factor into context. The Pioneering Factor indicates people’s desire to 

take the initiative and accept challenges; they approach everything driven to set and reach goals and 

committed to not accepting the status quo.  

 

An interesting thought for this Factor is that those people on the Pioneer side of the Pioneering Factor are 

committed to ‘firsts’; first to develop, introduce, invent, launch, take the initiative and lay the foundations 

for others to follow in their footsteps. Whereas those on the Content side of the Pioneering Factor are more 

likely to be the people who are the followers; content to be the hands and feet of Pioneering colleagues, 

wanting a stabilized and steady working environment and to lead balanced life. Both sides of the 

Pioneering Factor are equally valid and provide useful input to the business world. 

 

Each of us will have some level of these motivations depending on whether the measured score is on the 

Pioneer trait side (right-hand side with a higher Pioneering Score moving from 56 to 80), Mid-Range 

(between 45 and 55) or on the Content trait side (left-hand side with a lower Pioneering Score moving 

from 44 to 20).  

 

Our approach is that there are both strengths and struggles from the Pioneer and Content trait sides of the 

Pioneering Factor. The Pioneering Factor Table below provides a summary of these strengths and 

struggles from the Pioneer and Content traits of the Pioneering Factor. The intensity of these strengths and 

struggles will be increased the stronger the participant’s score is on the Pioneering Factor. 
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Becoming more effective and efficient in any role often requires a person to adapt their own behavioral 

style to build enhanced relationships and meet the performance needs of a specific situation. This means 

having the personal insight and then the understanding of how to moderate a Pioneering Factor desire be 

Pioneer or Content.  

 

There may be a tendency to think that some behavioral styles are inherently more suited for making life or 

business decisions than others; however that is not the case.  Each person may approach the same situation 

in a diverse way with opposing perspectives because of their different Pioneer Factor level (and because of 

their scores in the other 7 factors). All behavioral styles are equally valid, and all are needed. All styles 

and all people have strengths and struggles. The key point to remember is that people can be the most 

successful when they understand and maximize the positive aspects of their own unique natural styles, and 

operate in an environment that will enhance their natural talents, and balance their areas of struggle. 

 

Every successful business needs to have a variety of talent, communication style and business behaviors to 

deliver service to a wide range of customers or clients. Those who describe themselves as Pioneer, take the 

initiative and are goal driven, they accept challenges and establish new ways for doing business. They are 

willing to break new ground and are committed to success. They want to be the first with new and 

innovative thinking; they want to show others that taking the initiative can deliver outstanding 

opportunities and results. 

 

As with all behaviors there is a flip side; much depends on the reaction others have to Pioneer/Goal 

Orientated people. Importantly, those with this style need to be a right fit for the culture, business and the 

role they are called to perform.  
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The History of the Pioneering Factor  

 

Historically, the Pioneering behavioral trait has its roots in the ancient four humors theory. It was the 

Greek physician Hippocrates (460–370 BC) who developed it into a medical theory. He believed certain 

human moods, emotions and behaviors were caused by an excess or lack of body fluids (called "humors"): 

Next, Galen (131–200 AD) developed the first typology of temperament in his dissertation De 

temperamentis, and searched for physiological reasons for different behaviors in humans. 

http://en.wikipedia.org/wiki/Four_temperaments 

 

The Webster Dictionary has one interesting definition of those with a Pioneer Factor: 

…. a person who goes before, preparing the way for others, as an early settler or a scientist doing exploratory work… 

 

There are numerous examples of people both men and women who led the way for others and the 21st 

Century owes much to our Pioneers, many of whom have helped to shape the way we live today: 

 

Pioneer in Social Reform-Jane Addams (1860-1935)  

Pioneer in Science-Albert Einstein (1879-1955) 

Pioneer for Human Rights-Martin Luther King, Jr.  

Pioneer in Printing-Johann Gutenberg (1397-1468)  

Pioneer in Sports-Jackie Robinson (1919-1972) 

Pioneer in Electricity-Ben Franklin (1706-1790)  

Pioneer in Recreation-James A. Naismith (1861-1931)  

Pioneer in Technology-Willy Higinbotham (1958) 

Pioneers of Flight – Wright Brothers (1903) 
http://www.graceproducts.com/Pioneer/famous.html 

 

Henry Ford stated: ‘One of the greatest discoveries a man makes, one of his great surprises, is to find he 

can do what he was afraid he couldn't do.’ 

Whilst Oliver Wendell Homes US author & physician (1809 - 1894) observed: Man's mind, once 

stretched by a new idea, never regains its original dimensions. 

Many studies describe the Pioneering spirit in similar ways, often referencing early Missionaries as 

forerunners to the process of founding, forging, breaking new ground or leading the way. They cite the                 

following when describing Pioneers: 

 They are passionate in pursuit of their goal 

 They tend to pursue a vision beyond their abilities  

 They motivate others  

 They challenge common assumptions 

What all commentators agree is that without Pioneers organizations would become stagnant; no new paths 

created; innovation would cease and there would be little or no progress in terms of finding new ground 

breaking discoveries. 

 

Those on the Pioneer side of the Pioneering Factor are people who go ahead of others to open up the way 

for those coming after them. In doing this they create journey maps and action frameworks designed to 

http://en.wikipedia.org/wiki/Four_temperaments
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enable others to a) understand what they are trying to achieve and b) record for prosperity the journey 

taken to accomplish their Pioneering efforts. 

People on the Pioneer side of the Pioneering Factor are Goal Orientated, Ambitious and Driven. They will 

take the initiative and accept challenges and are often seen by others as someone who will always be able 

to bring innovative and new methods into a situation. They are willing to resolve issues using less 

conventional approaches. 

In his paper Pioneer Leadership Thinking, Mal Fletcher (2020Plus Social Commentator, Social 

Futurist and Author) observes: 

‘Nelson Mandela,’ wrote Fintan O’Toole, ‘always carries within him the sense of being at the beginning 

of something rather than at the end.’  

Mandela inspired change in a nation locked in institutionalised backward-thinking and he did so because 

he was more than politician. He was and is a Pioneer. 

Mal Fletcher continues: 

Pioneer thinkers are not static by nature. They’re constantly in a state of flux, seeking out fresh 

approaches and exploring new ways to meet the challenges of their times. 

What people need most when they think about the future is not knowledge but hope. They need leaders 

who are able to do more than identify market trends. 

They’re looking for leaders who can portray the big-picture narrative that makes sense of the trends. 

People need leaders who can provide a better worldview which makes sense of the change and turns it 

into something that adds value to their lives and work. 

When change is happening at an exponential rate, leaders who have a static worldview will have a very 

limited shelf-life.http://2020plus.net/LeadershipEditorial-20-Mal-Fletcher-Pioneer-Leadership-Thinking.aspx 

In understanding and appreciating how people affect each other when they have different behavioral 

styles, some may see those on the Pioneer side of the Pioneering factor as extreme in that they sacrifice a 

balanced life in pursuit of their trailblazing. They can become overly vigorous and enthusiastic in the hunt 

for what they believe is the only course of action in any given situation. Yet others will be stimulated and 

excited by their drive and determination to be forerunners; instigate new ways of approaching life; being 

in the vanguard of all that is new and as yet undiscovered. 

Those on the Pioneer side who understand and have insight into their own strengths and struggles will be 

able to use this behavioral awareness to inspire others to discover new ways and approaches to doing life, 

whether personally or in the work environment and further; they will be able to self-manage their tendency 

to be overly ambitious and driven in pursuit of their goals. 

Conversely, for those who have not obtained an insight into their Pioneering factor on the Pioneer side, 

their behavior could be seen to outwork as unbalanced, sacrificing all else in the vigorous pursuit of 

results; becoming tenacious in an ever more aggressive pursuit of the next ‘new thing’ 

The Pioneering Factor table at Appendix B illustrates how the Pioneering Factor (though often called by 

other names) has been recognized since 450BC. 
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Managing the Pioneering Factor – Pioneer Trait 

 

 
 

The Business DNA Discovery Process also uncovers the sub-factors that form a part of the Pioneering 

Factor. These are important components of the primary Pioneering Factor that are each separately 

measured. They provide an additional level of depth in terms of revealing the behaviors of a person. While 

an individual may have the same Pioneering Factor score, their mix of sub-factor scores could be different. 

This will mean that their behavior is different. Having this additional level of information is a critical 

starting point to understanding a person’s strengths and predicting the areas they will perform at a higher 

level in. 

 

The bell curve graph below shows the degree to which scores on the right, left or in the middle uncover 

extremes of behavior and the degree to which they are strengths or struggles. The closer the scores move 

toward 20 and 80 respectively, the stronger the behavior. Put another way, the strengths will be greater as 

will be the corresponding struggles. Strengths over used without behavioral awareness can become blind-

spots. 

• Strengths - Behaviors that come naturally and should be used.   

• Struggles – Behaviors that can be managed with greater awareness of your natural behaviors. 

Struggles not managed can become weaknesses. 

• Mid-Range Scores - Tend to be more flexible in these factors and are easier to move left or right. 
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The following summary provides insight into how a person with a strong Pioneering Factor score on the 

Pioneer side might work with a colleague who has a stronger Pioneering Factor score on the Content side. 

 

 

Pioneer 

Strengths and Struggles 

Sub-Factors: 

Goal Orientated 

Ambitious 

Driven 

 

Moderating Behavior 

 

Content 

Strengths and Struggles 

Sub-Factors: 

Satisfied 

Balanced 

Easy-going 

Takes initiative  

 

Too aggressive 

Approach with clear steps.  

 

Don’t be overly excited 

about new ventures.  

Important not to get 

frustrated if first responses 

are indifferent. 

 

Be aware of the need for 

balance in their life and 

don’t expect them to 

overcommit. 

 

Follows the set agenda  

 

Does not push forward enough 

Launches new programs  

 

May sacrifice a balanced life 

May not respond well to 

anything new and 

innovative.  They function 

in the here and now.  

 

Invest time into explaining 

what you are hoping to 

achieve. 

 

Demonstrate what’s in it 

for them. 

 

Focused on realities 

 

Prone to be complacent 

Goal driven  

 

Overly vigorous 

They need stability and 

security and prefer to work 

or function in a well-

adjusted secure 

environment. 

 

May appear listless in the 

face of your enthusiastic 

and robust approach. Stay 

real and credible when 

explaining your goals. 

 

Concentrates on balanced life 

 

Stays in comfort zone 
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Sees tasks through to 

completion 

 

Greedy  

 

May tend to park in the 

present circumstances and 

not be open to change and 

even getting involved in 

any form of transformation. 

 

They won’t be comfortable 

with radical or overly 

ambitious projects. 

Therefore, remember to 

stay balanced when 

explaining anything and be 

genuine in terms of what is 

deliverable. 

Satisfied with the status quo 

 

Not progressive 

 

 

Competitive and confident 

 

May cut corners 

Explain what your 

intentions are to get them 

on board.  

 

They will prefer a stable 

and predictable 

environment and may 

mistake your over 

confidence in terms of 

where you are directing 

efforts.  

 

Demonstrate with plans 

that you know what you 

are doing and the route you 

intend to take to deliver the 

goal. 

Creates a steady environment 

 

Can be unreliable and irregular 

Accepts challenges 

 

Overly focused on success 

They want to follow your 

lead, but don’t introduce 

too many changes.  

 

Use their calm influence 

and ability to maintain 

foundations already 

established as strength to 

support what you are doing 

rather than see it as an 

obstacle. 

 

Happy and cheerful 

 

Lacks accountability 

 

Makes things happen 

 

Forgets to recognize others 

needs 

 

Give praise and celebrate 

successful work steps. 

 

Watch for signs of fatigue 

or distraction and spend 

time rebuilding confidence 

and pointing them in the 

direction that brings 

Can enjoy small successes 

 

Wavers in commitment 



 

 

 

Copyright  2001-2015 DNA Behavior International  
Page 8 

Business DNA
®
 Behavioral Insights Series: Pioneering Factor   

success. 

 

The following summary provides an insight into how a person with a strong Pioneering Factor on the 

Pioneer side might communicate with a colleague with a stronger Pioneering Factor score on the Content 

side. 

 

Pioneer 

 

How to Communicate 

 

Content 

 

Communication Need: 

 

Sets direction 

Committed 

Ambitious 

Follows through 

Trailblazer 

Driven 

 

Communication Challenge: 

May sacrifice a balanced life 

 

Communication Key: 
Provide the big picture 

  

Modification/Approach 

 

Remember not everyone 

can be up to speed with 

what you are planning. 

Take time to talk about 

where you see them fitting 

in and highlight the value 

they bring.  

Acknowledge their need 

for balance and explain in 

detail any changes that 

might take them out of 

their comfort zone.  

If the idea of 

Pioneering/risk concerns 

them talk to them about 

this and allay their fears 

wherever you can. 

Communication Response: 

 

Uncomplaining 

Not envious 

Satisfied 

Does not worry 

Thankful 

Comfortable 

 

Communication Challenge: 

Prone to be complacent 

 

Communication Key: 
Focus on life balance 

  

 

 

In Summary – Pioneering Factor on the Pioneer side 

 

People on the Pioneer side of the Pioneering Factor can and should be used to initiate, drive and create 

new pathways. This is their strength and inherent behavior. As leaders they will be comfortable 

establishing a course of action. They are confident in their approach and providing they have a clear 

understanding of their behavioral style, will be able to follow through and deliver results. 

 

For those watching/following it’s important to understand they may not be as forward thinking or be able 

to offer innovative suggestions like Pioneers. However, if handled correctly they can be the deliverers of 

what is needed to make ground breaking goals a reality. Pioneers are exciting to be around and as long as 

there is some sense of solid direction, in terms of where they are going, then others will willingly jump on 

board. 
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A measure of caution is necessary at the extremes of the factor.  Pioneers who are overly vigorous in 

pursuit of their plans will sacrifice theirs and others work life balance. As leaders managing such 

behaviors it’s important in terms of relationship management to recognize that any form of Pioneering 

should serve the business, the business doesn’t serve the Pioneers. 

 

Remember that a Pioneer is a person who is on the cutting edge; someone with the courage and vision to 

try something new. They will be the first to lead a new initiative or to try something that has never been 

tried before. Their ability to take the initiative can take businesses over and beyond the expectations others 

have set. Because of their courage, foresight and inherent Pioneer spirit they are people who prepare the 

way for others to follow. 

 

 Thomas John Watson, Sr. Chairman/CEO of International Business Machines 1914 to 1956 said this: - 

“Once an organization loses its spirit of Pioneering and rests on its early work, its progress stops”  

 

 

Managing the Pioneering Factor - Content Trait 

The following summary provides an insight into how those with a strong Pioneering Factor score on the 

Content side might work with colleagues with a stronger Pioneer Factor score on the Pioneering side. 

 

Content 

Strengths and Struggles 

Sub-Factors: 

Satisfied 

Balanced 

Easy-going 

Moderating Behavior 

 

Pioneer 

Strengths and Struggles 

Sub-Factors: 

Goal Orientated 

Ambitious 

Driven 

 

Follows the set agenda  

 

Does not push forward enough 

Explain your need for a 

schedule which includes 

clear work steps, 

deliverables and time lines.  

 

Work out an understanding 

of where you fit by sharing 

details, connecting dots 

and shedding insight on 

motives.  

 

Takes initiative  

 

Too aggressive 

Focused on realities 

 

Prone to be complacent 

Explain your need to 

understand the deliverables 

and then focus on them 

rather than the ‘what if’s’. 

This will help to ensure 

you don’t lose touch with 

what is real and what is 

not.  

 

Negotiate your availability 

so a balanced life is 

Launches new programs  

 

May sacrifice a balanced life 

http://www.brainyquote.com/quotes/quotes/t/thomasjwa147141.html?src=t_pioneering
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maintained but show a 

willingness to go over and 

beyond when necessary. 

Concentrates on balanced life 

 

Stays in comfort zone 

Try to find the currency in 

goals to be achieved that 

will build an enthusiasm 

for you to want to get on 

board.  

 

Tailor the delivery of the 

goals according to your 

skills and availability. 

Show a commitment and 

negotiate times to discuss 

and review when you feel 

overly stretched. 

 

Goal driven  

 

Overly vigorous 

Satisfied with the status quo 

 

Not progressive 

 

 

It’s important for both 

career development and for 

any relationship to be seen 

as open to changes or 

doing things differently. 

 

When apathy or over 

Contentment hits the 

workplace or relationships, 

it's important to find ways 

to motivate and inspire 

yourself and others.  

 

Working with Pioneers is a 

great source of motivation. 

Engage in what’s going on 

around you. 

 

Sees tasks through to 

completion 

 

Greedy  

 

 

Creates a steady environment 

 

Can be unreliable and irregular 

Don’t be seen as the 

apathetic one who doesn’t 

get excited, interested or 

involved in anything that 

looks like an initiative. 

 

If any task feels too big ask 

them to break it down into 

manageable things for you 

to do. 

Competitive and confident 

 

Cuts corners 
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Happy and cheerful 

 

Lacks accountability 

 

Staying cocooned in your 

own world might mean you 

get left behind when things 

around you are changing.  

 

Embrace the new and use 

your ability to be stable to 

keep others focused and on 

track to deliver outcomes.  

Accepts challenges 

 

Overly focused on success 

Can enjoy small successes 

 

Wavers in commitment 

Encourage others to be part 

of making things happen.  

 

Take the initiative in areas 

where you feel comfortable 

to do so, and learn how to 

empower others to do the 

same. 

 

Be careful not to park 

yourself in a valley of 

lethargy. Look for chances 

to do something that 

excites you. Look for 

where the action is and 

determine to get involved.  

Makes things happen 

 

Forgets to recognize others 

needs 

 

 

The following summary provides an insight into how a person with a strong Pioneering Factor on the 

Content side might communicate with a colleague who has a stronger Pioneering Factor score on the 

Planned side. 

Content 

 

How to Communicate 

 

Pioneer 

 

Communication Response: 

 

Uncomplaining 

Not envious 

Satisfied 

Does not worry 

Thankful 

Comfortable 

 

Communication Challenge: 

Prone to be complacent 

 

 

Communication Key: 
Focus on life balance 

  

 

Modification/Approach 

 

Be interested in what they 

are doing. Try to 

understand where they are 

coming from and what 

their drivers are. Compare 

them against yours and try 

to find common areas of 

conversation. 

 

Getting around people 

whose life tends to be 

unbalanced may offer 

opportunities for you to 

talk to them and to help 

them rebalance. 

  

Communication Need: 

 

Sets direction 

Committed 

Ambitious 

Follows through 

Trailblazer 

Driven 

 

Communication Challenge: 

May sacrifice a balanced life 

 

 

Communication Key: 
Provide the big picture 
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In Summary – Pioneering Factor on the Content side 

 

Those on the Content Side of the Pioneering Factor Side are prone to be complacent. This can cause 

frustration for others around them whose drive is fuelled by ambition, opportunities and innovation. It’s 

important to identify when contentment becomes complacency, as this could be an indication of their 

desire to maintain the status quo. When leaders observe this behavior, especially if it presents as easy-

going, it’s wise to connect Content people alongside Pioneers in order to stimulate and re-energize them.  

 

People with the Pioneering Factor on the Content side can also bring balance and stability to an otherwise 

over active trailblazing environment. This is a useful talent in the workplace if applied correctly. It’s 

important to look for opportunities to engage on this level; identifying situations that could benefit from 

the Content Side of the Pioneering Factor will not only revitalize the individual, but will bring order and 

balance to others who are out on the edge. 

 

Some people on the Content Side of the Pioneering Factor may not have an issue with their ability to self-

motivate, but are just unable to be productive and driven or involved every day. This is where it is 

essential in a working environment to recognize that changes may be needed in the way they work and 

manage relationships. 

Taken to the extreme people on the Content Side of the Pioneering Factor could remain in their comfort 

zone; becoming a blockage to change and innovation. Being able to understand behavioral and 

communication styles is key so that this doesn’t happen.  If it does, then behavioral understanding will 

deliver insight into how best to rectify this extreme behavior to the benefit of the individual and the wider 

audience. 

Pioneering Factor – Pioneer Trait Case Study 

The Challenge:  The co-founders met and planned their telecommunications IT consulting venture when 

at University together. They realized early on that their unique gift was the finding innovative solutions to 

virtually any problem. Their approach - to challenge establish thinking. They were constantly called upon 

by fellow students and the academic staff to bring their bright ideas and innovative thinking to bear on 

issues.  

 

Now, 2 years into a successful business with plans and finances in place to expand, the co-founders 

determined it was time to hire key people to grow the business.  

 

The company offered a 24/7 response unit to work with C level executives to brain storm solutions to 

mission critical issues in business communication. Little had they realized just how successful they would 

become in such a short space of time. With their Pioneering, diagnostic, inventive and cutting edge 

approach to finding business communication solutions they were constantly in demand. Their challenge 

was to hire staff with talents and communication styles that complimented their own. They had competent 

and capable administration staff, but what they needed were more people like themselves with the ability 

to Pioneer solutions across a wide range of businesses. 

 

Engagement Scope and Approach: In terms of hiring, they needed to find applicants who were driven by 

purpose. They needed people capable of having the same goals and passion that they had about the 

company. They needed the new hires to have the same Pioneer spirit as their own. They wanted innovators 

willing to share their thinking to provide solutions, so their clients could grow their businesses.  

They knew this would be a big ask, because the people they wanted to hire with a Pioneer spirit would 

already be ‘out there’ running their own businesses. They could see that attracting great talent willing to 

share their Pioneer thoughts with others would provide a serious hiring challenge. 
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They called in the expertise of DNA Behavior International to provide a hiring plan which included 

questions for interviewing, a range of Business DNA Discovery Process solutions and one of their senior 

consultants to sit on their interview panel in an advisory capacity. 

The co-founders, having already completed their own Business DNA Discovery some years ago, knew 

that their scores were high on the right hand side of the Pioneering Factor on the Pioneer side and wanted 

to hire others with the equivalent scores. People who would be able to respond to clients’ needs in the 

same way they did and with a shared forward thinking and passion for their business and also for the 

clients businesses. 

The co-founders were aware that hiring others with the same behavioral strengths and struggles as theirs 

might cause friction; they needed guidance on how to perform cohesively as a team. They knew 

establishing the right working harmony would be critical to the success of the business expansion. 

When retained, the DNA Behavior team administered the Business DNA Discovery Process with 4 

prospective new hires who the founders had screened to join the team. They determined that the 

prospective hires were a good fit based on their talents. The DNA Behavior advisors then used the 

Business DNA outcomes to facilitate a meeting with the newly expanded team. Each was given their 

Ultimate Performance Guide; the purpose, to help them understand how to communicate with each other 

and how best to use individual talents. 

 

 

Result: The completion of the Business DNA Discovery process gave the team insight into their 

communication style. It enabled them to openly discuss the way forward. Rather than set boundaries they 

talked about the extent of each other’s freedom, knowing that restrictions and setting boundaries might 

close down Pioneer thoughts and solutions. They agreed the need to show respect when communicating 

with each other and to value and acknowledge ideas and input. 

Recognizing from their Business DNA scores that they were all strong-willed people and could be 

challenging, they agreed to be properly mentored and coached as individuals.   

 

The broader pay off was: 

 

Some of the team introduced the Business DNA Discovery Process to the clients they served to deliver 

answers to the challenges being faced. 
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The collective innovation and ground breaking solutions this Pioneer team was able to bring to clients 

challenges, was widely recognized as turnaround points in the clients businesses. 

 

What had been a ground breaking Pioneering thought by two university students on what to do after 

university, had become a significant 24/7 service offering to industries facing challenges. 

 

Pioneering Factor – Content Trait Case Study 

 

The Challenge:  A successful widely respected family medical practice made a decision to hire a CEO to 

oversee the practice. In addition they needed the CEO to find additional income streams from hiring out 

currently unused parts of their building. The practice comprised eleven doctors, three nurses, four 

receptionists and the current practice manager.   

 

The new CEO began by leasing the unoccupied area of the building to a pharmacy franchise which created 

significant traffic in and out of the premises and as a consequence increased the patient roll for the doctors. 

Revenue increased significantly. He then turned his attention to after-hours use of the medical practice by 

inviting professionals to run courses which promoted good health. This strategy delivered another revenue 

stream for the practice. 

 

The CEO had not been able to spend much time with the current office manager believing that she was 

well able to deliver her responsibilities. 

 

The office manager provided a calm stable influence and was able to maintain the status quo in terms of 

the overall management of the receptionist and doctors. However, she was unwilling to support the use of 

the premises for after-hours services regardless of how worthy the concept. 

 

She cited work life balance, the challenge of additional rosters to manage the medical center after hours 

and even began to raise issue over the speed of change and innovation being introduced. 

 

Further, the office manager ignored the receptionist’s wishes to be involved in the new venture to help out. 

Hearing that the CEO had offered the receptionists the opportunity to be trained to deliver presentations, 

the office manager argued the receptionists didn’t have the talent to undertake this. 

 

At a weekly meeting with the doctors and not attended by the office manager the CEO raised the issue and 

explained that her behavior was causing a blockage to the plans the doctors had approved him to carryout. 

 

The doctors were concerned having always seen their office manager as someone reliable, steady, happy 

and Content with her work load. They did concede that when doctors over ran their time with patients she 

became annoyed and had not stayed late during evening surgeries to support receptionists on duty.  

 

They shared that because of this lack of ambition she hadn’t been considered for the CEO role. At that 

point the CEO decided, with the doctors, to find a solution. 

 

Engagement Scope and Approach: the CEO engaged the services of DNA Behavior International. He 

worked with them to conduct a team building event based on each member of the medical center 

completing the Business DNA Discovery Process. 

Everyone was given a copy of their own report as well as a comprehensive team report. Using their DNA 

Ultimate Performance Guide contained inside the Business DNA Natural Summary Report as a basis for 
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the event the DNA Behavior facilitator was able to show the team where they worked well together and 

also highlight potential hot spots. 

 

An important revelation for the office manager was  – firstly her score on the left side of the DNA 

Pioneering Factor showed her to be very Content and the CEO on the right hand side of the Pioneering 

factor with a Pioneer Trait. Secondly, a further reading of the reports uncovered why they had failed to be 

in partnership with the proposed changes.  

 

The office manager was comfortable without changes, happy to maintain the foundations of the business 

and committed to a work life balance. The CEO on the other hand reveled in taking the initiative, was goal 

driven, loved challenges was more than able to make things happen.  

Further the office manager could see how his approach had stimulated and re-energized others in the 

medical practice. 

 

Result – the current office manager spoke one on one with the CEO and using the output from their 

Business DNA Discovery process and DNA Ultimate Performance Guide, looked at areas where she could 

add value to his plans. She asked for specific directions to help her move forward. She conceded others 

were stimulated by his approach. They discussed her need for a balanced life and the importance of that 

approach to others especially the doctors and mutually agreed to review rosters so a balance could be 

introduced. 

 
 

The broader pay-off – the CEO introduced a commitment to work/life balance. The office manager used 

her easy going conversation style to manage/facilitate frustrations between staff when times were busy. 

Both the manager and the CEO agreed to meet weekly to review the progress of work within the medical 

practice and to share suggestions before taking them to the wider group. At each meeting they used their 

Business DNA Natural Summary Report as a reference point for their conversations. 
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Business DNA Behavioral Factors                                                                                         Appendix A 

Below is a summary of each of the 8 primary behavioral factors measured by the Business DNA Natural 
Behavior Discovery Process, along with the behavioral traits associated with them.  
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The Discovery of the Pioneering Factor                                                                              Appendix B 

 

  

 

 

 

   

Date Founder 

Pioneering, Daring, Avant-Garde, 

Unconventional, Double Frontals,  

Choleric, The Doer, Inquisitive, Self-

Starter,  Resource Investigator, Plant 

 

c. 450 BC Classical elements earth 

c. 400 BC Hippocrates's four humors black bile 

c. 190 Galen's four temperaments melancholic 

c. 1025 Avicenna's four primary temperaments 
rheumatism, insomnia, wakefulness, 

acquired habit, lack of desire for fluids 

c. 1900 Ivan Pavlov's four temperaments melancholic (Weak inhibitory) 

c. 1900 Alfred Adler's four Styles of Life Avoiding 

c. 1928 
William Marston and John G. Geier 

DiSC assessment 
Conscientiousness 

c. 1947 Erich Fromm's four Types of Character Hoarding 

c. 1948 
California Psychological Inventory CPI 

260 
Visualizer 

1958 MBTI codes ISTJ, INTJ, ISTP, INFJ 

c. 1958 William Schutz, FIRO-B See FIRO article for score names. 

c. 1960s 
Stuart Atkins LIFO's four Orientations 

To Life 
Conserving-Holding 

c. 1960s David Merrill, "Social Styles" Analytical 

1964 Blake-Mouton Managerial Grid Model Impoverished 

c. 1966 Temperament by LaHaye Melancholy 

1973 Jay Hall Conflict Management
[15]

 Leave-lose/win 

1974 Thomas-Kilmann Conflict Modes
[16]

 Avoiding 

c. 1984 
The Arno Profile System(Five 

Temperaments) 
Melancholy 

c. 1995 Worley Identification Discovery Profile Melancholy 

c. 1996 Tony Alessandra Personality Styles Thinker 

c. 1998 Hartman Personality Profile  Blue 

c. 2001 Linda V. Berens' four Interaction Styles Chart The Course 

http://en.wikipedia.org/wiki/Classical_elements
http://en.wikipedia.org/wiki/Earth_(classical_element)
http://en.wikipedia.org/wiki/Hippocrates
http://en.wikipedia.org/wiki/Four_humours
http://en.wikipedia.org/wiki/Black_bile
http://en.wikipedia.org/wiki/Galen
http://en.wikipedia.org/wiki/Melancholia
http://en.wikipedia.org/wiki/Avicenna
http://en.wikipedia.org/wiki/Temperament
http://en.wikipedia.org/wiki/Rheumatism
http://en.wikipedia.org/wiki/Insomnia
http://en.wikipedia.org/wiki/Wakefulness
http://en.wikipedia.org/wiki/Habit_(psychology)
http://en.wikipedia.org/wiki/Fluid
http://en.wikipedia.org/wiki/Ivan_Pavlov
http://en.wikipedia.org/wiki/Melancholia
http://en.wikipedia.org/wiki/Alfred_Adler
http://en.wikipedia.org/wiki/DiSC_assessment
http://en.wikipedia.org/wiki/Erich_Fromm
http://en.wikipedia.org/wiki/California_Psychological_Inventory
http://en.wikipedia.org/wiki/MBTI
http://en.wikipedia.org/wiki/Fundamental_Interpersonal_Relations_Orientation
http://en.wikipedia.org/wiki/Fundamental_Interpersonal_Relations_Orientation
http://en.wikipedia.org/w/index.php?title=Social_style&action=edit&redlink=1
http://en.wikipedia.org/wiki/Managerial_Grid_Model
http://en.wikipedia.org/wiki/Two-factor_models_of_personality#cite_note-15
http://en.wikipedia.org/wiki/Two-factor_models_of_personality#cite_note-16
http://en.wikipedia.org/wiki/Five_Temperaments
http://en.wikipedia.org/wiki/Five_Temperaments
http://en.wikipedia.org/wiki/Hartman_Personality_Profile
http://en.wikipedia.org/wiki/Interaction_Styles
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