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General
Your Style Indicator suggests that you tend to be a rational and orderly person who is ultimately
concerned with maintaining quality and standards. You prefer to learn as much as you possibly can
about an issue before making a decision on how to move forward, which can be both a strength and
a weakness in your business performance.

Strengths in Business
- Ability to analyze
- Quality control
- Prudent as it relates to resources

Weaknesses in Business
- Prone to “analysis paralysis”
- May move too slowly for others
- Can be too critical of others’ work

Your Pet Peeves
- Inefficiencies
- Inaccuracies
- People who are not punctual

Your Indicator Result

AUTHORITY
Your Raw Score
Authority
Control
Influence
Power

10
5
1
4

As with any business performance indicator, compare the result against your own experience. No style
should be interpreted as better or worse than another; the key to success is to understand each style’s
assets and liabilities and how they work in context with others.

®

© 2014 Prosperity Rules LLC

1

About the Market Force Style Indicator

The Methodology
We have determined your style using two test-making methodologies:
1. Each question offers a choice between just two styles. The goal is to achieve a more authentic
answer set by limiting pattern thinking, which can occur if each question offers four answer
options corresponding to the four Market Force styles. As a result, some questions may have
felt strange to you because your style was not in the answer set. That’s OK—the purpose
of the dual-answer questions is to help you answer from a perspective of “who I really am”
rather than “what I want to be.”
2. There are 20 core questions and subsequent tiebreaker questions only in the event of a tie in
your raw score. Otherwise, the tiebreaker answers are completely disregarded for purposes
of calculating your raw score, which explains why your score numbers adds up only to the
number 20.
Although this indicator suggests your style, we all have attributes of all the styles, and you will likely
identify with several attributes of your colleagues. However, your dominant style becomes more
pronounced when you are under pressure, whether real (life or death) or perceived (threat of humiliation). Consider how you responded to high-pressure situations and compare your experiences to
this indicator—is it consistent with your behavior?
The intention of the Style Indicator is not to pigeonhole people. This type of blatant reductionism
can be very offensive. Instead, the goal is to provide insight into certain attributes, strengths and
weaknesses that can help you improve your business performance and better connect with those
around you.

“In a world where less is often more, understanding the
Market Force Styles has helped us produce more with
less (effort). The bottom line is they have taught us to
better coordinate action and drive results.”
– Michael, company president
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Why Learn Your Market Force Style?

Build More Powerful Relationships
Our lives are shaped by our concerns. Some of our concerns are spoken out loud, but many are not.
Market Force styles gets to the heart of these unspoken concerns to enhance business interactions
and accelerate performance among teams.
These unspoken concerns relate to certain primary fears all people have when under pressure, which
determine how people perceive themselves and others. However, many people assume that others
view things the same way as they do, and therefore lack an appreciation for other perspectives. They
are often surprised when their attempts to coordinate with others are unsuccessful, and even more
surprised to find out that someone else’s story about why things didn’t work is different than theirs.
If we can gain insight into our own and other peoples’ unspoken concerns, we will build more
powerful and mutually beneficial relationships with those around us. We have identified four
business performance styles and their related concerns:
CONTROL: THE “DIRECTOR”
Concerned for certainty and the direction they intend for the future.
INFLUENCE: THE “FACILITATOR”
Concerned for freedom, flexibility and relationships right now.
POWER: THE “BUILDER”
Concerned for stability and producing results in the near term.
AUTHORITY: THE “ANALYZER”
Concerned for security and making the best decisions possible.
Insight alone is only the beginning. Practicing new action is necessary for real change to take place.
This report provides insight for you about your natural style, as well as a bit about others, but what
happens next is up to you.

“Of all the training I have done during my nearly 35-year career, Market Force
has had the greatest impact on my success in both sales and management.
I employ Market Force principles on a daily basis and they have completely
changed my approach to business development and execution.”
— Jim, Managing Director
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About Your Market Force Style

AUTHORITY: THE “ANALYZER”
People of your style are typically rational and orderly, ultimately concerned with maintaining high
quality and standards.
You dislike waste and sloppiness, and are often characterized as conscientious, disciplined and
serious. On projects, you may be extra-persistent when seeking clarification, often asking very
specific questions about the minutest of details so that you don’t risk making any mistakes when
you start the work. This can be seen by others as being too deliberate or cautious. You may also
work backwards to reach your decisions by using a process of elimination.

Natural Viewpoints
Time Frame:
Virtue:
Progress Path:
Motivated by:

History – how and why did we get this result?
Prudence – let’s make sure we have the resources.
Think first, then act.
Getting everything exactly correct and exceeding expectations.

Your Communication Style
Your communication style tends to be exacting and focused on the specifics and details. You prefer
to keep your distance communication-wise, meaning that mingling with others is not as fun for you
as working on a project by yourself. You tend conceal your true feelings and ideas when first asked,
preferring instead to think through an entire topic before answering. You also prefer to communicate
through the written word as opposed to having a conversation, because this approach allows you to
think through what you want to say rather than having to think quickly on your feet.

Descriptives
Prudent

Deliberate

Introspective

Confrontational

Formal

Perfectionist

Precise

Functional

Persistent

Conservative

Credible

Systematic

Methodical

Accurate

Traditional

Procedural

Conventional

Exacting

“In my experience, Market Force is unmatched by other applications.
These tools create a competitive advantage for those who study and use them.”
— Craig, Chief Knowledge Officer
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About Your Market Force Style

Your Business Strengths
People of your style tend to be the most committed on a team to compliance and tradition. You
tend to push others to be more professional, organized and efficient, all of which can greatly benefit
profitability. Your ability to listen is a strength, as you like to understand projects from every angle
before you offer an opinion on what to do. Finally, you tend to be the most committed to details and
quality control of all the styles.

Your Business Weaknesses
Since you may prefer to work by yourself, others may question sometimes whether you are really
a team player. When you feel as though others are not listening to your opinion, you become
indifferent to the success or failure of a project, which is not productive for the project itself or team
cohesion. You may also be hyper-sensitive to criticism and deteriorate into moodiness or counterattacks when you believe others perceive you as incompetent, unprepared or unorganized.

Optimal Approach to Working With You
Others should be prepared and organized, and be ready to present details along with the pros and
cons. You like to see things documented with solid evidence. You also like to be taken seriously,
which means you want others to be punctual and follow an agenda. You do not want others to force
you to make a decision in a short timeframe without all of the data. You like meetings to be formal
and run at a systematic pace. Finally, you would ask others to avoid surprises, inconsistency and
unpredictability.

Look to Leverage

Be Careful

Innate ability to spot problems
others might miss

Over-thinking an issue to the point that
you are left out of the process

Natural focus on continual
improvement

Being too critical of others such that they
begin to avoid your feedback

Commitment to making sure that we
have all the resources we need to be
successful (prudence)

Letting your ability to spot problems put
you into a bad mood, causing others to
not want to be around you

Blind Spot
Making a Choice and Moving Forward

“What makes Market Force different is how easy it is to come up
with solutions and apply them. I have followed some of the advice
and gotten immediate results, which I find amazing.”
— Natalia, Regional Director
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About Your Market Force Style

How Your Style Tends to Relate to Others
Your style is typically seen by others as extremely competent though quiet, reserved and
introspective. You are the go-to person for the other styles on things such as research,
details, evidence, facts or numbers. When you are performing at your highest and best use
for your team, you are timing your assessments about how things could improve so that
those assessments do not damage the mood of your team. And, as a discerning and rigorous
person, you may often be the one who is calling your group back to its core values, traditions
and original purpose. A team without you will struggle with matters of compliance and quality
control, which can erode a team’s identity in the marketplace very quickly.
COMMON STRUGGLE WITH OTHER AUTHORITIES:
Authorities tend to get along reasonably well with other Authorities, maintaining a
professional working relationship without much focus on personal life. The greatest
concern is that multiple Authorities will tend to review data to the point of “analysis
paralysis” without any decisions being made, which can frustrate the other styles
tremendously.
COMMON STRUGGLE WITH CONTROLS:
You may struggle with how quickly Controls are able to make decisions about what
direction to take a project. Controls are thought-oriented, as are you, but they are
more focused on the future than the past. Thus, they tend to come to conclusions
without as much evidence as you would feel comfortable with, leaving you nervous
about how fast they are moving.
COMMON STRUGGLE WITH INFLUENCE:
You feel as though Influences struggle to follow through on their promises. You
focus on the details while Influences are constantly looking for new possibilities,
meaning that the two of you are looking at the world from opposite directions.
Influences like to move quickly and from their gut, while you want more time to
think and review.
COMMON STRUGGLE WITH POWERS:
You may wonder whether Powers are focused too much on quantity over quality.
Powers tend to take on a lot of work, which requires them to move more quickly
through a project than you would otherwise feel comfortable doing yourself. Powers
will tend to see 80% as good enough to go to market while you want everything to
be 100% perfect.
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About The Other Market Force Styles

CONTROL: THE “DIRECTOR”
Controls are typically one of the more forward leaning styles, meaning that they like the proposition
of designing how we will approach things from a high level perspective. They typically leave a lasting
impression on others, one that can inspire others to want to join them in accomplishing a new
future. Their insight into the future can also provide direction, especially as the other styles learn to
listen without taking their “shoulds” too personally.
Theme:
Sign on desk:
Pet peeve:
Descriptives:

Notice my accomplishments. I measure my worth by the results of my ideas.
Do it now!
Stupid people.
Cavalier, logical, focused, driven, purposeful, decisive, commanding, willful,
self-controlled, independent, dominant, blunt, aggressive, businesslike, structured,
inventive, conceptual, ingenious, and principled.

INFLUENCE: THE “FACILITATOR”
Influences are typically go, go, go. They are relationship-oriented and typically create friends
very easily. They look for the unique approach, the different way, the out-of-the-box possibility.
Their attitude is infectious–positive or negative–and when harnessed, it can help a team produce
tremendous momentum. Their desire is to be first on the behalf of others, so they tend to be early
adopters to change.
Theme:
Sign on desk:
Pet peeve:
Descriptives:

Notice me. I measure my worth by acknowledgment, recognition and applause.
Why Not?
Slow drivers
Adaptable, upbeat, energetic, interpersonal, perceptive, provocative, curious,
innovative, spontaneous, impulsive, scattered, friendly, personal, playful,
opportunistic, competitive, daring, fun, and active

POWER: THE “BUILDER”
Powers are consistent. They take on things and will work forever to get them finished. This
endurance is a tremendous benefit to a team because it pulls people alongside them who want to
make sure things get accomplished. Powers typically become the glue in a relationship—staying
in touch, keeping tabs, etc. And, if there is inequality in a team’s design, Powers will be distraught.
They may need some coaxing to say so out loud, but the other styles will feel it in their attitude.
Theme:
Sign on desk:
Pet peeve:
Descriptives:

®

Notice my abilities and effort. I measure my worth by how much attention
I get from others.
My office is your office.
Rude and/or abusive people.
Engaging, likeable, responsible, amenable, supportive, inclusive, accepting,
considerate, amiable, reliable, steady, feeling, loyal, pleasant, compatible,
consistent, harmonious, compassionate, devoted, sympathetic, and fair.
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About The Other Market Force Styles

DESCRIPTION
Position As

CONTROL
Director

INFLUENCE
Facilitator

How They Speak
Calculating
Animated
			

POWER

AUTHORITY

Builder

Analyzer

Emotional/
Gregarious

Precisely

Conversational
Thoughtful
Fast & Scattered
Busy & Harried
Pace				

Methodical
& Deliberate

Body Language

Pensive

Restless

Affable

Withdrawn

Hand Gestures

Measured

Open

Embracing

Closed

Viewpoint

The Future

Right Now

Next 90 Days

History

Talk About

Big Picture

Relationships

Achievements

Efficiencies

Structure
& Process

The Standards

Seeking
Understanding
Challenges
			

Make Decisions
Decisively
Impulsively
By Including
			
Others
				

Methodically
(Process of
Elimination)

CONTROL

AUTHORITY

INFLUENCE
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POWER

“What lies behind us and what lies before us
are tiny matters compared to what lies within us.”
— Walt Emerson
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Next Steps

This initial report provides value for you through insight into your own style and your colleagues’
and clients’ styles. However, there is always more you can do from a personal, team or company
development standpoint. Here are some possibilities:
• For an easy way to get connected with others in the Market Force community, like us on
Facebook at www.facebook.com/YourMarketForce and follow us on Twitter @yourmarketforce.
• Download the Market Force Mobile App. Available for Apple and Android, the Market Force App
is a great way to learn more about how to work with the other styles.
• Attend a Market Force Styles Workshop or Seminar. We offer half, full, and two-day intensive
workshops for your team or company. Visit our website at www.marketforceglobal.com for
more information.
• Pursue Personal or Team Coaching. If you and/or your team is committed to learning how
to incorporate Market Force styles into your business plan, personal or team coaching
can accelerate your business. From cultural development to sales training to the design of
accountabilities, Market Force can assist you in achieving the next level of growth and prosperity.

ABOUT MARKET FORCE
We are committed to providing our already successful clients with access to greater success. We
have provided training and resources worldwide to clients in more than 20 industries, both the
private and public sectors, and for organizations in all phases of growth and maturity.
MARKET FORCE is a business execution system with tools that assist individuals and teams with the
following three areas of business:
1. Reduce Friction. When people treat business like life or death, they get stuck, feeling
confused and frustrated. We help people clarify the game they’re playing, stop acting from
survival and start building greater appreciation for one another.
2. Increase Productivity. When teams begin using language as technology for action and
employ other breakthrough communication strategies, they become highly collaborative
and effective, and are able to consistently outperform their competition.
3. Accelerate Performances. When people learn that business is a game for identity and then
build the capability to create, grow, and manage this valuable commodity over time, they
are able to generate sustainable prosperity for their community.
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