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Welcome!  Our presentation will begin promptly at 9 a.m.

Good morning!  Once again I thank you for joining me today as I discuss the B Drive.  I hope you find the discussion informative and helpful in honing your PI skills.  I’m also hoping we can enjoy ourselves for this short time we’re together.
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and other countries.  Any use without the express written consent of PI Worldwide is strictly prohibited. For a complete 
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Frequently Asked Questions

Q: Can I get a copy of the slides?
Yes.  Please download the slides at this link on our website:  
www.advisausa.com/Webinars.aspx 

Q: Will a recording of this webinar be made available? 
Not at this time.
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Presentation Notes
A common question we receive regarding PI Friday’s is this, “Can we get a copy of your presentation in written or audio format?”  Unfortunately, for copyright reasons, we need to screen who is in attendance and make sure that we’re only hosting people who have gone through the 3-day analyst training.  That precludes our ability to make copies of PI Friday’s available on line.  If you are interested in a copy of the slides we’ll be using, you can access them from this page of our website: www.advisausa.com/Webinars.aspx.  For those of you who are interested, I hope you find this outline helpful refreshing your knowledge on what was discussed today.
Poll:  I am a:
Highest B
High B 
Average B
Low B
Lowest B
And our format for PI Fridays, as is true with many things, is predictable.  I’ll be talking for about 20 minutes.  We’ll have several polls, the first of which, about your own B drive, is going up now.  For each of these polls, other than the one that asks you to comment on the session, we’re going to be looking for you to respond relatively quickly - so we can let you know what we discover from your answers. 
If you have any questions that you’d like me to respond to, you should now see a box on your screen in which you may frame them.  You’re welcome to begin plying me with these questions at any time during the talk.  These can be general P. I. questions or questions specifically about the B drive. You can plug them in now or as they come up during our time together.  Regardless, I’ll try to answer all of them or as many as I can in the time before 10 am.  And you’re always welcome to call or email me after the session if there are more issues you’d like to discuss.  I am here to serve you.  
Back to the business at hand…our poll.  For those of you who don’t know about where my B drive sits, I fall into the High B category, though my B is only a sidge above norm.  Let’s see where everyone else’s B is…  



The “B” Drive
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By nature, the behaviors of 
highest “B”s are based on their 
emotions.  Their responses are 
seen through the prism of their 
own feelings – their perception –
and that is shaped by feelings 
unique to them.  

As a result, predicting specific 
behavioral responses from 
highest “B”s, can be difficult for 
others. 

Presenter
Presentation Notes
The B drive is the last of the drives I’m discussing for one reason only – highest B people are the most difficult people for me to make sense out of.  They regularly mystify me by behaving in ways that I can never quite understand and certainly can’t predict – in spite of the reality that I happen to be a little bit of a high B.  While typically, we have the hardest time understanding people whose highest drives are our lowest drives, that’s not the case for me.  I can make sense out of Highest Cs - those people whose highest drive is the opposite of my own lowest drive.  It’s the High Bs who regularly confound me.  Regularly I just can’t understand why they do what they do.
 
I think I understand why.  The explanation just doesn’t give me any solace or make me any better at predicting behavior.  
 
By nature, the behaviors of Highest Bs are based on their emotions.  Their responses are seen through the prism of their own feelings – their perception – and that is shaped by feelings unique to them.  As a result, their behavior; and predicting specific behavioral responses from Highest Bs, can be a very difficult endeavor for others.  And if you’re a person like me, who doesn’t read people well to begin with, it makes sorting perceptions from actual reality a virtually impossible task.  Making sense out of the behaviors of highest Bs, at least for me, doesn’t work.  Today, we’ll try to understand a little more about why High B behaviors work the way they do.  And why they can be so difficult to predict.
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High B Self-Confidence Comes from 
Others Noticing their Specialness

This reality drives a series of 
highest B behaviors.
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We always start our conversations about drives and the behaviors predicted from them with the source of people’s confidence.  This is because it’s a starting point in the influence drives assert on behavior.  People are always going to look to build confidence – it’s what makes life worth living for whoever you are.  When a person is confident, they’re happy and fulfilled.  When they’re not, they’re discontented and unsatisfied.  People need confidence in the same way plants need water and sun – it gives them the strength to grow.  And highest Bs need others to notice their specialness to generate their confidence.
 
That reality drives a series of highest B behaviors.



• Motivation skills
• Empathy
• Communication
• Listening
• Flexibility with people
• Chameleon-like ability to change 
persona

High B Behaviors
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Because highest B’s need others to notice their specialness, their hard wiring naturally leads them to assume other people have a similar operating system.  Hence, Highest Bs work to find what other people perceive as important and shine their light on that.  This leads Highest Bs to develop natural motivational skills.  They look to find and highlight those things that others might want to be recognized for.  This motivational bent is simply an exercise of the golden rule.  High B’s motivate others because they want to be motivated themselves.
 The people High Bs interact with are, of course, all different.  Each one has a different set of needs and drives that the High B must plug into.  Thus, High Bs have to develop a connection with each of them in order to generate the individual positive notice they desire.  Because each of those different people have different needs and styles, high Bs develop a sense of what every individual person wants and needs.  They develop a natural empathy to go with their motivational skills.
In order to motivate effectively and to be able to interact with empathy, high Bs also are driven to work on and develop their communication skills.  Communication is their art – it gets them to the place with others where they want and need to be – to be noticed positively.
All of the above drives the high B to develop listening skills too – tuning in to not only what people say but how they say it – so they can discern the nuances of what different people are meaning in their words and actions.  High Bs are looking to connect – and that requires them to listen first; and then, ultimately, to be flexible in meeting those people where they’re at.  That personal flexibility creates in High Bs a chameleon like trait – they can present themselves in different ways to different people – changing their persona – again, all aimed at being successful at making connections.
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Perceptions Matter

The image the highest 
“B“ creates is one that is 
positive from their 
perspective and their 
perspective alone. 
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When High Bs read another person, they read everything about them.  They read that person’s face, their eyes, their posture – their overall look.  They also gather information about a person from how they dress, their jewelry, the car they drive – everything about a person gives the highest B information that they put into their empathy machine to create a better understanding of how to make a connection with that person.
Their approach to people is natural for them.  And it’s natural that they assume that’s how all other people operate as well.  Everyone, from the highest B perspective, gathers the same kind of information based on their own operational style.  As a result, High Bs put a lot of effort into crafting the perception that they want those around them to see.  This perception includes everything about them – from the clothes they wear to the car they drive to the way they do their hair.  Everything about them is crafted so that the people they’re interacting with see them in the way the High B wants to be seen.
The other interesting thing about how highest Bs view perception is that Highest Bs are comfortable and even skilled at crafting different perceptions for different environments.  That is, if a highest B is going into a casual event in the afternoon having to do with cowboys they’re going to create a persona that will best allow them to engage with the people they imagine they’d want to connect with there.  That same highest B would design an entirely different persona to go to a formal evening with a group of accountants.  This could go so far, if they could afford it, to driving a pick-up to the rodeo and a Volvo to the accounting dinner.  To highest Bs, perceptions matter.
There’s one place in this image creation that can frequently confuse people when they think about highest Bs and that is this:  the image the highest B creates is one that is positive from their perspective and their perspective alone.  That’s not necessarily Hollywood or hip.  It could be Bollywood or Comicon.  It could be something entirely different than what you might expect.  The highest B is crafting the impression that they want to utilize to connect with the people that they want to connect with.  It may not make sense to you – but, you have to realize – it does make sense to them.  Whatever it is, it is how they want to be seen by the people they want to be seen by.  Again, that’s an emotional thing truly only understood by the highest B in question.




The productivity of high “B”s is based on how 
they’re feeling 
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If a highest “B” gets down, 
they try to stay out of the 
public eye.  They don’t 
want to be seen by others 
when they can’t put on a 
happy face.  
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High Bs live in a world of feelings.  How they feel matters.  How others feel matters.  They feel feelings.  They feel better when they’re with a group of positive Polly’s.  They’re brought down by a group of negative Nancy’s.  Highest Bs don’t like to be around negative people.  
This again drives a group of behaviors.  Because highest Bs recognize mood is contagious (to them) and a reason for others to respond positively or negatively to a person (because they do), they work very hard to put on a happy face – regardless of how they’re actually feeling.  They’re positive, optimistic and enthusiastic.  Highest Bs are likely to respond to the, “How ya’ doin’? question with “Fantastic!, Terrific!  Couldn’t be better!  Or, some other exclamation of positivity.  They know that when they hear those positive responses, they like it.  You should too.
And there’s another behavioral side to that coin.  If and when the Highest B gets down, they try to stay out of the public eye.  They don’t want to be seen by others if or when they can’t put on a happy face.  Rather than bringing a contagion of negativity along with them, they retreat into their private space – shutting themselves off from others.  They disengage.
When you work with highest Bs – as peers, co-workers, subordinates or bosses – be aware that if they’ve disengaged from those around them, it’s generally not a good sign.  Frequently, the highest B doesn’t feel they’re positively presentable in their current state.  They want to be able to put together a much more positive persona before showing themselves in public.
As a result, if you notice Highest Bs around you with their doors closed more often than usual, it could be a time where they need your involvement – to remind them of their specialness.
Frequently, highest Bs will have friends, mentors – people they go to – to boost their spirits in these specific situations.  They know not only their malady and they also know the cure.  Their confidence comes from others noticing their specialness and they know specifically where they can get what they need and who to call.  The sooner they get it, the better.  
This only makes sense – as so much of PI does.  Highest Bs strengths are motivating, communicating, listening, team building, enthusing; how much of that are they likely going to be doing if they’re in their office by themselves?  The productivity of High Bs, more than people with any other highest drive, is based on how they’re feeling.  If they’re down in the dumps, so is their productivity.  When they’re up in the clouds, so is their productivity.  It’s our job – as a boss, friend, co-worker, associate, whatever – to do our best to keep highest Bs pumped.  It’s good for everyone.
Let’s take a few minutes and conduct another poll relating to whose behaviors we have the hardest time understanding.
Poll:  I have the hardest time predicting the behaviors of:  Highest As; Highest Bs; Highest Cs Highest Ds; or None of the above.
As I mentioned earlier, this poll is an easy one for me.  High Bs win hands down for me.  Once I know a high A, C or D I can get reasonably good at predicting how they’ll respond to situations.  For highest Bs, it is always a mystery.  After the situation has played out, with some thought I can put together the etymology of what happened.  But, it seems that I can never guess what will happen successfully before hand.  




Motivating High “B”s

• People
• Personal 
• (frequently) Public
• Praise 
• Perception
• Play
• Phun
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Motivating High Bs is all about the Ps.  First, high Bs need to be with and around people.  High Bs need to talk and interact.  Sticking a highest B in a basement cube is a one-way ticket to unhappiness.  High Bs can’t get their specialness noticed by themselves.
They want interactions to be personal and, ideally, in person – where they can watch you as well as listen to you.  They want to hear praise personally – an email just won’t do (though an all points email is a good thing).  
Generally speaking, high Bs would prefer praise to be public or evidenced publically.  By that I mean high Bs will be more strongly motivated the more other people see or hear the words.  Public recognition in the form of signs, plaques, parking spaces, etc. that allow people to see whatever they’ve achieved tend to have a positive impact.  There are times, because of perceptual or cultural influences that public praise isn’t appreciated but more often than not it is.
A big part of a high Bs self-confidence is intertwined around how they want to be perceived by those who are important to them.  Once you understand what that is, burnishing those perceptions serves to motivate and tarnishing those perceptions is destructive.  If a highest B is a plant manager but wants to be seen as “one of the guys” he’ll wear short sleeves to work, not use his VP title anywhere near the plant, and will want to be called John.  Addressing him as Mr. Smith would be offensive.  If the same person wants to be seen as a company leader, he’ll have his title emblazoned on his door, wear more formal clothes to work and want to be called Mr. Smith – John is not a name he wants to hear in the plant.  
High Bs also have to have some play time at work.  Sorry to force the last P in there, but work for high Bs has to be fun too.  There’s got to be a little silliness at work for it to be worthwhile.
And remember, as you’re motivating high Bs, they view everything through the eyes of the people they’re trying to connect with.  Even if they will perceive what you’re doing as a positive thing, if they perceive that the people they want to connect with will view your actions to them as negative, the high B in question will respond negatively.  Perceptions are the key.




Low B Behaviors and Key 
Differentiators with High “B”s 
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High “B”s

•Get into everyone’s heads to 
connect and influence

•Constantly adjusting the spotlight

•Prefer face-to-face communication

•Do their best thinking when their 
lips are moving

Low “B”s

•Prefer that people check their 
feelings at the workplace door

•Prefer praise be private not 
public

•Prefer email to communicate

•Prefer to think before they talk
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High Bs try to get in everyone’s heads in order to connect with people in order to better influence them.  Low Bs don’t have that need.  So, low Bs aren’t looking to craft a perception or impact feelings.  At work, low Bs would rather people checked their feelings at the door as they came in.  From their perspective, feelings get in the way of how things should operate.  Low Bs are more interested in data – that which can be made tangible. 
A low Bs response to personal, public, praise is to question the motives of the person giving it.  “What do they want?” runs through their minds.  They’d prefer praise be received in an email or a note.  They’d rather not have a commotion built around things – even their own praise.  Low Bs generally prefer the shade to the spotlight – where, high Bs, as those of you who have heard our John Ranalletta describe them says, “High Bs spend much of their time adjusting the spotlight to be sure it’s directed towards them”.
Where high Bs need to work with their heads up – so they can see what your face is saying as well as hear what your words mean; low Bs prefer to work heads down – thinking about what they’re doing – analyzing and problem solving along the way.
This is also interesting in terms of how High and Low Bs communicate around the office.  Low Bs tend to prefer their communication occur via email – it allows them to stick to the facts and the data – sifting the emotions out of the communications.  High Bs want to be in front of you when they communicate – so they can see what your face says about your response.  How many times have you gotten an email from a highest B to find them in your office or cube shortly thereafter asking, “So, did you get my email?  What did you think?”
Another distinctive difference between the high B and the low is that high Bs talk to think and low Bs think to talk.  What this translates into is that when high Bs have ideas, they need other people  respond to them in order for them to take shape.  They want to get a positive or negative response and use that to shape how the idea comes out.  Conversely, low Bs think about ideas before talking about them.  Asking a low B, especially a lowest B for their thoughts on a new idea before giving them time to think about the issue is never a good idea.  They will either say they need to think about it or give you a negative response.  This is very helpful information when thinking about what you want out of meetings.  If you’ve got a group of high Bs, they love the concept of brainstorming – throwing out ideas and seeing what sticks.  For low Bs, you want to make sure they have enough information and time prior to the meeting in order to formulate their thoughts for the meeting.  If they don’t have that time, they won’t be in position to offer their opinions.  They need to think before they talk.  High Bs generally do their best thinking when their lips are moving.




Blind Spots in High “B”s
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High “B”s can 
overestimate their 
impact on others.
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Because High B’s are both optimistic and comfortable changing who they are in a variety of situations, they frequently believe everyone else can change behaviors simply by exerting enough will power.  High B’s can sometimes lose sight of the reality that they can only change themselves to look like something they are not – they don’t ever really become that different person.  For example, a High B Low C may say he can do any job, which may well be true.  But, they would not be happy being a night auditor (a Low B High C job) for any period of time.  Could they do it?  Well, maybe for a day or two.  But would it be a happy experience?  Not in the least.
The problem for the High B manager comes not so much in making these assumptions about themselves – they know what jobs they don’t want to do – as it does in making these assumptions about the people they manage.  The High B leader typically wouldn’t assign himself to a job he wouldn’t enjoy doing.  On the other hand, he may well assign another person to a job that is viewed as a promotion or a good position but that is not a good fit for the person in question.  This is based on the belief that this individual can change or adapt to the new responsibilities, as the High B believes he could.  “All this individual needs,” the High B manager thinks, “is encouragement to bring out the best in them.”
High B’s believe that their natural persuasive and motivational skills can overcome a subordinate’s behavioral tendencies and drives, and thus, make that individual different – they can change that subordinate into, for example, a more aggressive person or a stronger closer.  The High B manager keeps telling himself, “It will only take a little bit longer and I’ll finally be able to change this person into what they need to be successful in the job.”  The little bit longer keeps getting extended and the person involved continues to fail.  High B’s are blind to their own inability to change others’ behavior when that change is too difficult for the person in question to make.  
Low Bs tend not to have this problem as they start out being more pessimistic about others.  They’re just not as trusting as their High B brethren.
We’ll put up another poll now to get your impression of who are the most trusting people – As, Bs, Cs, or Ds.  I think this is a mix of both the drives and a person’s background and experiences, but I’m interested to see your responses.
Poll.  It’s my experience that the most trusting people are:
Highest As
Highest Bs
Highest Cs
Highest Ds
Don’t Know



Conclusions
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• Highest “B”s bring talents to the table that are 
unique and necessary.  

• They bring fun and enthusiasm into the 
workplace.  

• They trust and motivate others.
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As we’ve seen over the last 15 minutes or so, people who are highest Bs are like everyone else.  They have strengths and weaknesses.  They bring talents to the table that are unique and necessary.  They bring fun and enthusiasm into the workplace.  They trust and motivate others.
 
I still have a hard time understanding them.  I hope our time together today has given you a better understanding of High B people.  



Next Session
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Friday, September 30th
9 a.m. ET

Topic:  Communication

In the meantime, visit our blog at: 
http://blog.advisausa.com/blog/advisa 



PI FanFest – User Group Meetings

9 a.m. to 3 p.m. ET 

September 28th - Indianapolis (Carmel)

October 28th - Frankenmuth, MI 

Don't miss this opportunity to sharpen your 
leadership and management skills face-to-face 

with other PI users and ADVISA PI experts. 

Register online at advisausa.com
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Before putting up our final poll, I’d like to inform you all of a couple of events we’re hosting in the not so distant future we’d like for you to attend.  We’ll be hosting two User’s group including a number of speakers from clients and other resources.  I’ll probably even talk a little at the Carmel session.  The first one will be held here in Carmel on Wednesday September 28th from 9 am until 3 pm at the Renaissance Hotel.  And then on October 28th, there will be another session at the Bavarian Inn Lodge in Frankenmuth Michigan.  There’s a small guest charge for each event to cover lunch and expenses, but I think you will all find them both rewarding and enjoyable.  You can register online at our website (www.advisausa.com) under Events listed at the bottom of the home page.  I’ll look forward to meeting you there.

Now, I’ll put up our final poll while I begin answering your questions.
 
Poll:  How would you best describe today’s PI Friday’s with Bob?     
Loved it!  Looking forward to the next one and will recommend it to other analysts.
It was pretty good.  I’ll probably be back.
Not very helpful.  I might listen again.  
Didn’t like it.  Won’t be back.
 



Questions for Bob
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