
Building	a	Behaviorally	Smart	
Business	Workshop	Presentation
Know,	Engage	and	Grow	Your	Employees,	
Advisors	or	Agents	and	Clients	to	Become	a	
Behaviorally	Smart	Business	
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DNA	Behavior	is	an	International	Relationship	
Management	Firm

We	deliver	proprietary	
online	behavioral	
intelligence	solutions	
worldwide	based	on	
validated	behavioral	
sciences research	to	
help	businesses	become	
client	centered.	
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Know
Engage
Grow…

for	Building	
Behaviorally	
Smart	
Businesses

Does	your	business	have	the	processes	to	more	quickly	and	reliably	remove	
the	guesswork		from	discovering	the	talents	and	communication	styles	of	

its	employees	and	clients	for	building	enhanced	relationships	and	
unlocking	human	potential?

What	DNA	Behavior	Does
to	Help	Businesses
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Behind	The	System
Science	Behind	The	System

Powerful	and	Unique	
Client	Centered	
Behavioral		
Relationship	

Management	Solutions		
Delivered	in																					

123+	Countries	and															
11	Languages

Scalable	and	
Execution	
Focused	

Technology	
Systems

50+	Man	Years	of	
Development	

Investment	Since	
2001

Independent	
Validation	by	

Team	with	100+	
Years	of	

Experience
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DNA	Solutions	Power	All	Tiers	
of	Financial	Services	Firms

Home	Office

Marketing
Sales

Services
Call	Center

Training
Compliance

IT
Investment	
Management

Advisors,	Agents

Employed/	
Tied

Independent

Investors
Clients Families
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Session	Objectives:	
Address	Your	Primary	Challenges	as	a	Leader

Transform	Employee	and	Client		Experience	
Motivate	 Customize	Communications

Grow	Team	Engagement

Match	Talent	to	Role Execute	as	a	Team

Know	Self	and	Others	for	Productivity

Leverage	Strengths Manage	Struggles

Understand	how	the	Business	DNA	Discovery	Processes	can	
be	used	to:
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Business	DNA® is	a	proprietary	solution designed	to	holistically	
and	reliably	discover	the	behavioral	talents	and	communication	
styles	of	leaders,	employees	and	clients	and	then	develop	how	

they	are	performing	for	improving	Business	Performance.	

Business	DNA	Solution	
About	the	Business	DNA	Solution	
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How	DNA	Enhances	Relationships	and	
Unlocks	Human	Potential

Personal	Talent	
Development

Hiring

Team	Building

Organizational	
Talent	Review	

Selling	Style	
Development

Leadership	
Development

Business	
Succession	
Planning

Client	Engagement	
Development

Business	DNA	
Discovery	
Systems,	

Training,	Tools
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Team	With	Lack	
of	Behavioral	

Insight

?

? ?

?

Default		Styles	=1	
in	4	Engagement

Matching	Employees	
and		Clients	for	4	in	4	

Engagement	

23%	Revenue	Uplift

Solution:	
A	Behaviorally	Smart	Business	Built	on	Matching

Behavioral	Discovery	to	Know,	
Engage	and	Grow	Employees	

and		Clients	

Life	Style:	Provide	Fun,	Openness	
and	Graphics

Stability:		Provide	Security,	
Feelings	and	Instructions

Information:	Provide	Analysis,		
Research	and	Details

Goal	Setting:	Provide	Discussion
and	Opportunities

Source:	Gallup	Organization	2009	and	DNA	Behavior	Research	2001-2014 9



Business	DNA	– Natural	
Talent	Discovery	and	
Performance	Measurement	
(15	to	20	mins)

Do	You	Need	a	Quicker	and	More	Reliable	Method	to	
Predict	How	Your	 Employees	and	Clients	Will		React	to	
Life,	Business	Events?

Communication	DNA	–
Communication	and	
Learning	Style	Discovery	(2	
to	5	mins)
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Every	person	inherently	has	a	unique	DNA	Behavior	code	representing	their	

natural	behavioral	style.		

A	person’s	natural	behavioral	style	is	shaped	into	their	overall	personality	by	

their	personal	environment	(history,	experiences),	values	and	education.	

This	will	impact	every	business,	career,	financial	and	life	decision	that	the	

person	makes.
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DNA	Behavioral	Style
What	Is	Your	DNA	Behavioral	Style ?



Natural	Behavior	
The	Drive	of	Natural	Behavior on	Personality

Passion

EQ

Values

Knowledge
Beliefs

Environmental

Attitudes
Natural	Behavior:
The	natural	behavior	provides	a	
reliable	predictor	of	how	a	person	will	
consistently	perform	over	the	longer	
term	using	their	talents,	make	
decisions	with	the	least	stress,	respond	
to	different	life	and	work	factors	that	
change,	and	where	they	will	“go	to”	
under	pressure.	

Natural
Behavior

Relationships

The	Business	DNA® Discovery	Process	
starting	point	is	to	identify	the	natural	
instinctive	behavioral talents	that	are	very	
stable	over	time.	Most	other	tools	focus	
on	the	other	components	of	personality	
that	are	dynamic	in	different	
circumstances.
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Personal	Talent	
Performance	Opportunities

What		is	your	“stand-out”	talent	that	is	
unique	to	YOU	for	achieving		maximum	
performance	and	unlocking	your	
potential?
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Rules	
First	Break	All	the	Rules

TALENTS

What	the	world’s	greatest	managers	do	differently.		
By	Marcus	Buckingham	and	Curt	

Coffman,	1999	by	Simon	&	Schuster

•…any	recurring	patterns	of	behavior	that	can	be	productively	applied	are	talents

•…you	cannot	teach	talent

•Every	role,	performed	at	excellence,	requires	talent.

•…the	right	talents…are	the	prerequisites	for	excellence	in	all	roles		

•As	a	manager…your	job	is	to	help	them	earn	the	accolade	“talented”	by	
matching	their	talent	to	the	role.
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CHARACTER		and	INTEGRITY	

Performance	Attributes		
Discovering	Your	Performance	Attributes

Trustworthy		*	Authentic		*		Emotionally	Stable		*	Passion,	Values,	

Purpose	Driven

LEADER-
SHIP	SKILLS WORK	SKILLS

COMPETENCIES

LEVEL	C

Business	DNA	
Natural	Behavior	

Education,	
Training,	
Experience

Heredity	and	
Environment

LEVEL	A

NATURAL	BEHAVIORAL	TALENTS

RELATIONSHIPS RESULTSLEVEL	B
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In	reviewing	your	report,	consider:	

1. What	is	currently	your	key	
performance	issue?

2. What	is	the	most	important	decision	
you	have	to	make	in	the	near	future?

3. How	do	you	manage	the	balance	
between	results	and	relationships?

4. What	tasks	and	activities	do	you	
naturally	perform	well?

5. What	areas	do	you	struggle	with	that	
cause	stress?

Business	DNA	Natural	Behavior	
Discovery	Report	De-Brief
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Business	DNA	Natural	Behavior	Discovery	
Reporting	for	an	Introduction	to	DNA	Personal	
Talent	Performance	based	on	knowing	the	
employee’s	natural	instinctive	“hard-wired”	
talents:

1. Business	DNA	Natural	Behavior	Summary	
Report	- Key	behavioral	insights	on	the	
Employees	Natural	Workplace	and	
Leadership	Approach

2. Business	DNA	Natural	Behavior	Coaching	
Report	– Detailed	Insights	for	Developing	
the	Employees	Workplace	and	Leadership	
Performance

Behavior	Reports	
Business	DNA	Natural	Behavior	Reports
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Guidelines	to	the	Natural	Behavior	
Discovery	Reports

• Measures	normal	“hard-wired”	behavioral	traits	only
• Does	not	identify	baggage	or	mental	health
• Remains	stable	over	time
• No	‘good’	or	‘bad’	behavioral	styles
• Should	not	be	used	to	‘box’	people
• No	decision	should	be	made	solely	on	the	reports
• High	performing	employees	and	leaders	can	(and	do)	come	from	any	

behavioral	style
• The	behavioral	styles	are	neutral	to	gender,	generation,	birth	order
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Relationship	O
rientated

Re
su
lts
	

O
rie

nt
at
ed

Fast	Paced

Moves	Carefully

Goal	Setting Lifestyle

StabilityInformation

Summary	of	Natural	DNA	Behavior	–
10	Unique	Styles
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General	Population	Distribution	
of	DNA	Natural	Behavior	Styles
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Natural	Behavior	Styles	
10	DNA	Natural	Behavior	Styles
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Quick	Snapshot	
Get	a	Quick	Snapshot	of	Yourself	and	Others
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Strategist	
Human	Capital	Performance	Guide	for	a	Strategist
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Adapters	
Understanding	Adapters

• If	a	true	Adapter	the	person	will	be	highly	flexible

• If	an	individual	is	going	through	a	personal	crisis	in	the	
lives,	their	psychological	state	is	often	changed	and	in	
some	cases	their	style	resembles	an	Adapter– survival	
mode. It’s	always	good	when	an	Adapter	style	comes	up	
to	have	a	second	conversation	with	the	person	to	ensure	
they	are	not	under	significant	personal	challenges	that	
may	distort	the	outcome.	 If	they	are,	offer	them	an	
opportunity	in	six	months	time	to	redo	the	Business	DNA	
Natural	Behavior	Discovery.

24



Chris	Coddington –
Natural	Behavior	Discovery

Chris	Coddington

Orange	star	indicates	the	2	strongest	scores
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Coaching	Report	
Additional	Insights

The	sub-factors	are	
one	dimension	of	the	
primary	factor.	Each	
sub-factor	is		
independently	
measured.	They	do	
not	average	out	to	the	
Primary	Factor	score.

26

Coaching	Report	
Additional	Insights



Bell	Curve	Distribution	
Behavioral	Factor	Bell	Curve	Distribution
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• Strengths - Behaviors	that	come	naturally	and	which	should	be	
used.		Note:	Strengths	over	used	can	become	a	struggle.	

• Struggles – Behaviors	that	can	be	managed	with	
greater	awareness	of	your	natural	behaviors.	Struggles	not	managed	
can	become	a	weakness.

• Mid-Range	Scores - Tend	to	be	more	flexible	in	these	factors.		Easier	
to	move	left	or	right.

Strengths,	Struggles	
and	Mid-Range

Objective	behavioral	awareness	is	a	critical	starting	point	to	your	workplace	performance	
transformation.	Playing	to	your	strengths	consistently	will	maximize	your	potential.	Although,	

strengths	over-played	can	become	blind-spots.	
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COOPERATIVE

RESERVED

FAST	PACED

SPONTANEOUS

TAKE	CHARGE

OUTGOING

PATIENT

PLANNED

Traits	intensify	as	you	move	

left	and	right	from	center

Practical
Hesitant

Diplomatic

Reflective
Focused

Withdrawn

Logical
Challenging

Critical

Instinctive
Flexible

Unfocused

Visionary
Decisive

Blunt

Expressive
Recognized

Talkative

Understanding
Tolerant

Lenient

Systematic
Particular

Rigid

Core	Work	Life	Drivers	
(Results	and	Relationships)

20 40 60 8050

1.	Commanding

2.	People

5.	Natural	Trust

4.	Structured

3.	Patience

SKEPTICAL TRUSTING

Receptive
Believing

Forgiving

Questioning
Guarded

Wary
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Traits	intensify	as	you	move	

left	and	right	from	center

20 40 60 8050

6.	Pioneering

8.	Creativity

7.	Risk

PIONEER

RISK	TAKER

Goal	Orientated
Ambitious

Driven

Daring
Courageous

Over	Confident

CREATIVE
Original

Imaginative
Abstract

CONTENT

CAUTIOUS

Satisfied
Balanced

Easy-going

Calculated
Conservative

Needs	Certainty

ANCHORED

Consistent
Experience	Driven																

Tied	To	Old	Ways

Work	Life	Planning	Drivers	
(Workplace	Direction	and	Drive)
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Chris	Coddington’s	DNA	Ultimate	Performance	Guide	
Page	3
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Work	Life	Behavioral	Attitudes	
Page	3
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Workplace	Insights	
Page	4

High	Scores	=		70%	
and	over	

Medium	Scores	=		
31%	to	69%

Low	Scores		=	30%	
and		under
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Natural	Business	Decision	Making	Parameters	
Page	4
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Engagement	Requires	Matching	and	
Behavioral	Modification:

The	key	is	to	provide	customized	life-
long	workplace	experiences	to	your	
employees	by	matching	them	to	the	
right	team	and	Clients	through	
knowing	their	different	behavioral	
talents,	and	then	tailoring	
communication	for	higher	levels	of	
emotional	engagement.	This	approach	
will	also	translate	to	superior	client	
service	execution.	

Leader/Teammate	Compatibility	Matrix	
Page	5
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Comparison	Graph
Chris	Coddington	&	John	Smith	Comparison	Graph

Strategist Stylish	Thinker

Many	Behavioral	
Differences	to	Navigate:

Chris	may	not	provide	John	
with	the	personal	
engagement	he	needs

John	could	be	far	more	
content	and	cautious	than	
Chris’s	pushy	goal	driven	
style
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Exercise:	
De-Briefing	Participant	Reports

Swap	Business	DNA	Natural	Behavior	Summary	report	with	another	
participant	and	de-brief	each	other	using	the	information	in	the	report	and	
the	DNA	Human	Capital	Management	Guide.	Identify	3	“powerful	
questions”	you	would	ask	them.
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Hiring	Performance	
DNA	Hiring	Performance

The	DNA	Hiring	Performance	Report	identifies	the	critical	
natural	behavioral	talents	and	motivations	for	a	candidate	to	
have	maximum	workplace	alignment.

The	hiring	report	provides	insights	in	priority	of	
importance	based	on	the	relative	strength	of	the	
candidate’s	natural	behavioral	traits	in	the	
following	4	key	areas:
• 10	Desired	Tasks	– activities	–(out	of	40	

possible	items)
• 5	Desired	Team	Roles	–position	(out	of	20	

possible	items)
• 5	Desired	Work	Environment	Features	- what	

is	important	(out	of	25	possible	items)
• 5	Desired	Work	Rewards	- work	motivations	

(out	of	20	possible	items)
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Aptitude	and		Personality	
Assessment	increases	accuracy	
of	a	successful	hire	to	53%	-
Job	Profiling	even	higher.	

Studies	by	John	Hunter,	Ph.D.,	at	
Michigan	State	University,	show	
that	the	interview	process	is	only	
14%	accurate	in	predicting	a	

successful	hire,	that	background	
and	reference	checking	has	a	26%	

accuracy,	that	aptitude	and	
personality	profiling	has	a	53%
accuracy,	and	that	job	profiling
increases	the	accuracy	to	75%.

The	Case	for	a	Robust	
Behavioral	Hiring	Process
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Comparison	for	Hiring:	
Dave	Michaelson	and	Lane	Dixon

Dave:	Ideal	
Style	for	
Outside	Sales	
(“Hunting”)	

Lane:	Ideal	
Style	for	Inside	
Sales	“Farming”	
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Performance	Model
DNA	Team	Performance	Model

Team	
Success

T
A
L
E
N
T
S

D
I
F
F
E
R
E
N
T C	O	M	M I	T	M	E	N	T

C	O	M	M U	N	I	C	A	T	I	O	N	S
TRUST

TRUST

TRUST

Team	Development:		

From	Diversity	to	Unity	to	Success 41



Exercise:	
Review	the	Team	Report	For	Your	Group	

Instructions: Review	the	Team	Report	for	your	group	online.	Ask	the	group	to	
identify	on	the	basis	this	is	a	real	team:

• What	strengths	and	struggles	does	the	team	have?

• How	would	you	leverage	the	different	team	talents	for	success?

• What	talent/positions	would	you	add	or	remove	from	the	team?
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Matching														
Teams	to	Clients	and	
Solutions	Offered

DNA	Behavioral	
Relationship	

Management	Solutions																	

Grow	Engaged	
Teams	and	
Clients

Teams

Clients

$

Behavior Drives Business	Performance

How	Can	DNA	Behavior	
Help	Your	Firm?

DNA	Discovery	
Processes

DNA	Training	

DNA	Knowledge	
Center

DNA	Technology	
Systems
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DNA	Solutions	
Enterprise	Deployment	of	DNA	Solutions

Advisors/Agents
CDNA	for	Client	Experience	Management	of	

Investors
FDNA	for	Financial	Personality	Management	

of	Investors	

Branch	Offices/Sales	Teams/Practice	Management
BDNA	for	Human	Capital	Management	of	

Advisors	
CDNA	for	Client	Experience	Management	of	

Advisors	(Branch)

Home	Office
BDNA	for	Human	Capital	Management	of	

Team	and	Branches
CDNA	for	Client	Experience	Management	of	

Advisors	(Enterprise)
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Meeting	Guide	Report
Customized	Meeting	Guide	Report
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Communication	DNA	Group	Report	for	a	Leader	
or	Sales	Person

Insights	for	the	leader	to	engage	and	guide	each	
employee	on	their	unique	terms,	and	similar	for	
sales	people	with	Clients
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For	more	information	about	
Business	DNA:

Contact:																																											
DNA	Behavior	International
5901-A	Peachtree	Dunwoody	Rd
Suite	375
Atlanta,	GA	30328
(866)	791-8992	

inquiries@dnabehavior.com
www.businessdna.com

`

Contact	Us
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