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Chapter 1 - 
Why your personality can be the stumbling block 

to your success 

This book talks about Success and how your personality affects your chances 
of Success. 

Why personality? Why not other things? 

Because after more than a decade of investigation in this area, I have come 
to agree with many top researchers that personality is the most powerful yet 
hidden force that enables or disables you. 

If you are in doubt, I don’t blame you. 

When Antony van Leeuwenhoek presented to the world in 1674 his discovery 
of bacteria, they scorned at him. They didn’t believe him because no one at 
that time could see these microorganisms,  

Personality works the same way as bacteria. We can often see its end results, 
but how it works remains hidden from our view. 

Consequently, we tend to focus on what we can see and neglect what we can’t 
see. When we ignore the invisible force at work, we put off our chances of 
success.

Confucius once said that there are three ways to learn wisdom and the most 
bitter of all was to learn it by experiencing it. Many people let their personality 
affect their chances of success and often it is too late to realize it.  

So what can we do to gain self-awareness of our personality and eventually 
wisdom? 

The answer is using a set of carefully designed psychometric questions. 

In the past, such tools were limited only to trained professionals. They were 
often lengthy in nature and used by the privileged few. Many psychologists 
today still want you to believe that only their sophisticated tools are the only 



Releaseyourhandbrake.com7

way to discover your personality. 

Fortunately, Identi3® Profiling (pronounced as ‘identity’) changed everything. 

Identi3® is available to everyone. Most importantly, understanding your results 
is easy. 

Identi3® has 16 different traits and eight different Identi3® Career/ Team 
Types. 

Identi3® also reveals your ‘Trapped and Conflicted’ behaviors. You need 
to know that your Trapped and Conflicted behaviors may thwart you from 
achieving success.  

I remember one experience in 2005 when I presented Identi3® Profiling to the 
Institute of Technical Education (ITE), an education institute in Singapore. 

During the intepretation of the results, one senior teacher, Mr. Wong, gestured 
me over to him and said, “I don’t entirely agree with your interpretation. You 
say that I am less vocal and find it hard to express myself. But what you have 
said about me, is far from true.”

Being new at that time, I didn’t know if I had made a mistake in my analysis. 

The rest of his colleagues crowded around us. 

But before I could answer, one of them said, “But Wong, that sounds so much 
like you.”

Mr. Wong replied, annoyed, “No! I always give chances to people. When they 
do not comply, that’s when I send them the lawyer’s letter!”

Everyone chuckled! 

One gentleman said, “We only saw the lawyer’s letter!”

Mr. Wong had difficulty conveying his intentions but always thought that he 
was eloquent. Although he could not see this flaw in himself, the rest of his 
colleagues were very aware of his behavior. 

The lack of self-awareness is his stumbling block to success! Mr. Wong had not 
made his dissatisfaction clear with people due to his low Exposition, and then 
blamed them for not listening to his concerns.  
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ITE College West was so impressed with the results that they started to 
implement Identi3® Profiling shortly after that! 

Another experience I had in my early career was a Senior Vice President of 
Human Resources (HR) of an insurance company. 

Her job requires her to have exceptional leadership skills. She looked ‘like a 
leader’ but her Identi3 results showed otherwise.  

When a person is in a high corporate place, having a weakness is socially 
unacceptable. 

I tried to tell her but she was more concerned about looking good (high need 
for Status) than improving her weaknesses. She eventually destroyed the HR 
department that her predecessor had built and left the firm shortly after. 

These are some cases when personality can be a stumbling block to a person’s 
success when they do not see it. They usually end up blaming others and their 
environment for their failures. Few will take responsibility for their personality. 
They are often smart but lacking wisdom.  

Organizations too, make the same mistake over and over again when they 
overlook the need to hire the right personality for the job. 

So what can you benefit from learning about your personality or the personality 
of the person you hire?

CG Jung, the famous psychoanalyst, once said, “He who looks outside, dreams; 
He who looks inside, awakes. Your visions will become clear only when you can 
look into your own heart. ”

If you are a student, how about discovering the right study techniques that help 
you absorb information faster? Learning about your personality can do that. 

If you are looking for a job, knowing your Identi3®, allows you to pinpoint a 
suitable job. Not just another job but one you can excel in. 

If you are HR (Human Resource) personnel, knowing the Identi3® of the people 
you hire, will help you to make the right hiring decision. You hire people based 
on their strengths rather than their stereotype. 

If you are a leader, knowing the Identi3® of your team, allows you to lead them 
towards the organization’s goal. You can get people to say ‘yes’ quickly, rather 
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than struggling to convince them. 

If you want to excel in your career, knowing your 
Identi3® results can help you get ahead. In some 
cases, my workshop participants have increased their 
salary by 20% in 12 months. When they start to realise 
what needs to be done, when to say the correct 
things and how to leverage on their personality, they 
get appreciated. 

And of course, we know true happiness is not 
measured solely by dollar and cents, so let’s talk 
about your emotional bank. 

If you are in a relationship or looking for one, how about having a more 
meaningful relationship with your loved ones? A relationship that has lesser 
conflicts and a greater appreciation of each other? Knowing your Identi3 Profile 
and your partner’s can help you build a lasting relationship. 

Regardless if you have already made your first million or struggling to, already 
have a fulfilling relationship or currently single, in an ideal career or trying to 
find one, the purpose of this book is to help you find success by addressing the 
fundamental - your personality.  

“Your visions will 
become clear only 
when you can look 
into your own heart. 

 He who looks 
outside, dreams; He 
who looks inside, 
awakes.”

 - CG Jung
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Chapter 2 - 
How do traits power your behavior?

To find out what powers your behavior, you will need your Identi3® results. If 
you do not have them, you can do so at www.Identi3profiling. com.

In psychology, trait theory is an approach to the study of human personality. 
Habitual patterns of behavior, thoughts, and emotions are characteristics of 
traits. According to this perspective, they are relatively stable over time. Traits 
differ across individuals and influence behavior (e.g. some people are outgoing 
whereas others are shy). 

In Identi3®, 16 traits are being measured. They are: Thought, Organizing, 
Exposition, Flexibility, Effort, Timeliness, Determination, Affection, Empathy, 
Sociability, Loyalty, Dominance, Status, Leadership, Tactfulness and Quality. 

Each trait has a score of high, medium or low. 

When you have high or low scores, your behaviors are more distinctive. When 
you have median scores, you tend to display behaviors from both high and low 
scores depending on the situation. 

The high scores are between 80 to 100; median scores are between 55 to 75 
and low scores are between 25 to 50. 

This definition is consistent for all the traits except for Quality and Tactfulness. 

On the Tactfulness scale, the average population scores 50 and below. Scores 
between 55 to 65 show some level of sophistication when they deal with 
people. Scores 70 and above are considered high. 

For Quality, the high scores are between 90 to 100; median scores are between 
75 to 85 and low scores are between 55 to 70.

When you use and read your scores, it is important to remember that a low 
score does not mean that it is bad or wrong. Neither does it mean that you are 
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good when your score is high! 

It is important to know that if you are not accredited, please do not interpret 
results for others! What you do or say may affect a person’s life! Please act 
responsibly!

This book also does not substitute professional advice. If you need help, please 
seek the opinion of an accreditated Identi3 Profiling Coach. 

Now, let’s find out what each trait measures.
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This shows how consistent you are 
in answering the questionnaire. The 
acceptable range is 4-7. 

This shows your Career/ Team 
Type. People have between 1 to 4  
different types.

This shows the 16 different traits.

Graph 1 - The below is a sample of Identi3 Profiling result. 
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1. Thought - Are you imaginative or practical?
Many people mistakenly relate ‘Thought’ with a high IQ (intelligence quotient), 
but it is not. A person may be brilliant, but also could be close to average or 
low in the score.

When you have a high score in the ‘Thought’ trait, you put your imagination to 
work. You dwell in ideas and spend lots of time daydreaming, with little regard 
toward practicality. In fact, you may believe that your contributions are very 
practical. Very often, you will envision things that have not yet happened. You 
‘see’ the potential and possibilities through your imagination! 

On the other hand, when you have a low score in ‘Thought,’ your thinking 
tilts towards practicality and functionality. You want ideas to be concrete and 
material. You look at what is real, rather than what is imaginary. You are aware 
of the resources available to you and how you must meet your goals with these 
available resources. 

It is easy to assume that only people high in ‘Thoughts’ have ideas. In fact, 
people both high and lows in ‘Thought’ have ideas. But they exhibit different 
types of ideas. 

For example, people who are high in ‘Thought’ tend to look at problems by 
growing their imagination around it and finding solutions from their inner 
thoughts. 

In contrast, people, who are low in ‘Thought’ tend to approach problems by 
trying to fix them. If they have to generate ideas, they may borrow or build on 
the ideas of others.  

To illustrate this point, let’s bring in the example of Alexander Graham Bell, the 
‘inventor’ of the modern telephone.   

As much as we know Alexander Bell, the truth was he was not the only one to 
give a presentation on the ‘telephone’ at the Philadelphia Exhibition in 1876. 
In short, he wasn’t the only one who invented the telephone. Someone else 
spoke first. His name was Elisha Gray. 

Few have claimed that Gray was a genius. He did not seem obsessive, or to 
have routinely stayed up all night while in the grip of an idea - although we 
don’t know, because, unlike Bell, he has never been the subject of a full-length 
biography. 
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‘People with both 
high and lows 
in Thought have 
ideas. 

 But they exhibit 
different types of 
ideas.’ 

But Gray was simply a very adept inventor. He was the 
author of some discoveries relating to the telegraph 
industry, including a self-adjusting relay that solved 
the problem of circuits sticking open or shut, and a 
telegraph printer - a precursor of what was later called 
the Teletype machine. 

Elisha Gray was working on the telephone at the same 
time that Bell was. 

In fact, the two filed a notice with the Patent Office 
in Washington, D.C., on the same day - February 14, 
1876. 

Bell went on to make telephones with the company that later became A. T. & 
T. Gray went on to make telephones in partnership with the Western Union and 
Thomas Edison. 

To get one of the greatest inventions of the modern age, in other words, we 
think that we needed the solitary genius. But if Alexander Graham Bell had gone 
missing on February 14, 1876, the world would still have had the telephone.

Both Alexandra Bell and Elisha Gray were trying to find a way to send more 
than one message at a time along a telegraph wire - which was then one of the 
central technological problems of the day. They had read the same essential 
sources - particularly the work of Philipp Reis, the German physicist who 
had come startlingly close to building a working telephone back in the early 
eighteen-sixties.

While Alexandra Bell approached it with his ‘high in Thought’ and countless 
experiments, Elisha Gray, being low in Thought, adapted from the existing. 

What about you? What is your score for ‘Thought’? Are you imaginative 
like Alexandra Graham Bell or are you more level-headed type like Elisha Gray?

One thing you can be sure is when people on the opposite spectrum of 
‘Thought’ come together, you can be sure of a lengthy debate.

2. ORGANIZATION - Are you systematic or spontaneous?
When it comes to accomplishing tasks, some people need to plan while others 
jump straight into it (if it is not too risky).
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If you are higher in ‘Organization’, you tend to plan in great detail. You like 
things to be in the proper order. You need time to sort things out and have 
it all make sense to you. Sometimes you may become paralyzed when things 
do not go according to your plans or when you need to plan excessively. This 
statement is more likely to be true if your score for ‘Flexibility’ is not high. 

When you have a low score for ‘Organization’, then you plan minimally. You 
often spring to action because you don’t have to follow a plan. When things 
aren’t risky, you will ‘just do it’. 

People high in ‘Organization’ (and low ‘Flexibility’) are mistaken as difficult to 
work with. The reason being they need everything to fit into their plans and 
with exact clarity. 

What is your score for ‘Organization’? What extent of planning do you perform 
before you undertake a task?

3. EXPOSITION - Are you expressive or quiet?

Some people head straight to their tasks without speaking a word. Others 
need to chat first. Do you see these sorts of behaviors in yourself and the 
people around you?

Exposition refers to the ability to express yourself. It contains three different 
items: Verbal, written, and psychomotor skills.
 
If you are high in ‘Exposition’, then you tend to express yourself in one or all 
three items. 

On the opposite end of the scale, if you are lower in ‘Exposition’, you find it 
hard to articulate or a lower range of vocabulary (descriptive words). Trying to 
speak to others may require tremendous energy from you. Because of this, you 
would rather complete a work yourself rather than to explain it. 

‘Exposition’ can cause a few behaviors that are misconstrued by others. 

For example, those higher in ‘Exposition’ tend to behave in a charismatic 
manner, and they are often perceived as leaders. You will need to check their 
leadership scores to know if they are likely leaders. Following a charismatic 
person with little leadership ability can be detrimental.

People lower on the scale, can and do express themselves, but not the extent as 
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‘Those higher 
in Exposition 
tend to behave 
in a charismatic 
manner, and 
they are often 
perceived as 
leaders.’

those high in the scale. They may have a less descriptive 
words and get tired if they have to speak for an extensive 
period. 

People who are lower in ‘Exposition’ can be mistaken as 
shy (Low Sociability), when in fact, they may be sociable 
and like to mingle with big crowds. 

There are also people who are perceived as highly 
expressive when in fact their scores for this trait are low. 
They may have high scores in ‘Status’ or ‘Leadership’. 
They are mistaken when they stand up to gain recognition for their presence. 

What is your score in ‘Exposition’? Has your behavior been mistaken for 
something else? 

4. FLEXIBILITY - Do you start a task and ask questions later or 
seek clarity before you start?

When attempting a task, some people jump straight into it while others need 
absolute clarity before they can proceed.

If you are high in ‘Flexibility’, you are accommodating to the unknowns of a 
task. In other words, you have a high tolerance. Often you will jump straight 
in and ask questions later. While you may be quick to start, you may need to 
pause along the way to find out missing information. 

If you are low in ‘Flexibility,’ you have a need to know as much as possible. 
When the situation is unclear, or instruction is vague, you will want to find out 
more before taking the first step. If information is unavailable, then you may be 
slow to act or may even freeze up.  

Because you tend to clarify every single detail before you get started, you may 
embark on a project later than the individual who is high in ‘Flexibility,’ but you 
may not incur any unnecessary pauses along the way unless changes occur. 

Talking about ‘change,’ people who are high in ‘Flexibility’ adjust to changes 
far more readily than those who are lower in this trait. Correlating ‘Flexibility’ 
with other corresponding traits can show a person’s ability to adapt to change. 

For example: An individual who is high in ‘Organizing’ and low in ‘Flexibility’ 
tends to be a risk-averse person. For this person, everything must follow a plan 
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(High Organizing) and have clarity (Low Flexibility). 

The opposite happens when the person is low in 
‘Organizing’ and high in ‘Flexibility’. He can be a risk-
taker. This person tends to accommodate to unknowns 
(High in Flexibility) and does not have rigid plans that he 
has to follow (Low Organizing). 

What behaviors is the ‘Flexibility’ trait confused with? 

High ‘Flexibility’ trait is often confused with low ‘Organization’ trait. A person 
may be mistaken as less of a planner and jumps into a task, not because he 
does not have a plan but rather he is accommodating to the unknown (High 
Flexibility). 

On the other hand, a person who is low in ‘Flexibility’ may still take action even 
if he is not a risk taker. When he is a faithful subordinate (Low ‘Leadership’ or 
high ‘Loyalty’), the need for him to follow orders is more important that he 
disregards the lack of clarity.  

What is your score on ‘Flexibility’? Pause and ask yourself if you need to have 
constant clarity or you welcome the unknowns?

5. EFFORT - Are you a hard worker or are you a smart worker?
When it comes to approaching ‘Work,’ some of us are conditioned to put in 
much more effort than others. Others tend to work smart by achieving the 
same goals but not over-straining themselves.

If you are high in ‘Effort’, you tend to put a lot of effort (into the work). You are 
prepared to do things from the ground up. You won’t skip any of the steps 
but instead, focus on building a proper foundation. You feel good when you 
complete a hard day’s work. However, you may overlook ways of performing 
tasks more efficiently. 

In contrast, when you are low in ‘Effort’, you find the means to achieve the 
same work with a reduced number of steps. You may sometimes question if the 
work is even necessary? If you are eloquent, you bargain to reduce the work, 
reuse past work, or recycle the existing work. 

Hard Workers and Smart Workers differ in their approach to tasks. Hard Workers 
and Smart Workers admire yet lament about each other.  

‘A person who 
is high in 
Organizing 
and low in 
Flexibility tends 
to be a risk-
adverse person.’
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As both work styles are necessary, both types can learn something from the 
other’s approach. We can achieve greater efficiency if we collaborate.  Things 
move much more smoothly if smart employees can identify the best ways of 
working before the hard workers come in and take over the tasks. A good team 
building facilitator or an experienced manager can bring the best out of a team 
by using this strategy. This approach is an important yet overlooked activity. 

If the hard workers identify the means of approaching the work, they will insist 
that everyone embarks on a laborious effort. Often the hard workers will have 
to take the task back and do it over themselves because they refuse to accept 
anything less than perfection.

A supervisor who is a hard worker is better paired with subordinates who are 
similar - hard workers.

As each of us work differently, imposing our ‘Effort’ score onto others can cause 
us to have conflicts with a teammate or our spouse.

What is your score on ‘Effort’? How effective and efficient are you and what do 
you compromise? 
 

6. TIMELINESS - Are you always on Time or is Time elastic to 
you?

Cultures around the world have many views on and phrases about ‘time’. 

In East Africa, you might hear a person yell ‘pole kazi’ to a laborer by the side of 
the road, meaning ‘work slowly.’ In Trinidad people commonly say “Any time is 
Trinidad time.” And in the developed countries, of course, you can frequently 
hear utterances of “time is money.” From “time flies” to “I don’t have time for 
this”. 

In fact, life’s tempo, the pace at which we live, is directly correlated with health 
factors such as heart disease within a society. More importantly, the perceived 
slippage of time during a day or a week is likely one of your greatest causes of 
stress.

If you have a high score regarding Time, then Time is inelastic to you. It’s okay 
if a person is a little earlier, but they should not be later. A person high in ‘Time’ 
suffers from anxiety over punctuality.

On the other hand, people lower in ‘Time’ tend to overlook time. A 12 pm 
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appointment can mean thirty or more minutes past 12. In my experience, I 
have waited for some people for more than 2 hours and they do not see it as 
a problem!

People lower in ‘Time’ also have the tendency to work late into the night. 
During the day they may become so engrossed with their activities that time 
is overlooked.  They may claim that their time is robbed by others. Often they 
compensate by staying late to meet the deadline for the next day. They come 
in later the next day and the cycle continues. 

The definition of ‘Time’ can be confusing for our society. With the use of 
smartphones, we use it to update our meetings on the go. How many of you 
have texted a friend, “Be there in 10 minutes” when you were running late? In 
this regard, do you consider yourself late? 

Why are we taking greater and greater liberties with the idea of punctuality? 
One reason is because we can. The little rectangular devices in our pockets — 
our mobile phones — have given us near telepathic powers to stay in touch 
with one another as we hurtle through the contingencies in life.  The result 
of being able to communicate instantly “sorry, running late” allows a looser 
attitude towards being on time.

What is your score on ‘Time’? Are you the person who calls and send text 
messages or are you the one who is on the receiving end of these messages? 

7. DETERMINATION - How persistent are you?
The ‘Determination’ scale alludes to how serious you are in seeing something 
through. 

People with a greater magnitude in this scale tend to be much more persistent. 
He can be stubborn at times or seen to be domineering.

Individuals who score lower give up easily. He may show similar behaviors to 
ADHD (Attention Deficit Hyperactivity Disorder). Symptoms include difficulty 
staying focused and paying attention, difficulty controlling behavior, and 
hyperactivity (over-activity). 

Our data shows that people score lower in the Determination. Now, why is that 
not a surprise? 

Technology has complicated our world with choices. We move from idea to 
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idea, and never persist with one idea. That is until we 
face real problems in our life. We may find that we can 
never keep working on a job because it doesn’t seem 
challenging enough (or too difficult). 

In private life, we may be unable to persist with a 
relationship after one or two arguments, and as a 
result, move on to a new person. 

We are not able to keep our mind still because it seeks 
constant novelty. 

Some people argue that the longer you can delay your 
gratification, the larger your reward. If you have not heard of the ‘marshmallow’ 
experiment, here it is:

At the Stanford University laboratory of a psychologist named Walter Mischel, 
preschool-age children were left alone in a room after having been told they 
could get a small treat (a marshmallow) by ringing a bell at any time to summon 
the experimenter. But if they held out until he returned, they could have a 
bigger treat (two marshmallows). 

The outcome, as it’s usually represented, is that the children who were able to 
wait for an extra treat scored better on measures of cognitive and social skills 
many years later and had higher SAT scores. Thus, if we teach kids to put off 
the payoff as long as possible, they’ll be more successful. That’s the argument 
for high ‘Determination’.

On the other hand, waiting for a bigger treat doesn’t always make sense. Focus 
too much on the end results and we spend our lives living for the future only to 
find that we’ve missed out on enjoying the road that got us there.

While delayed gratification (or high in ‘Determination’) works for some people 
and in some situation, individuals are happy with what they have at the moment! 
As the saying goes, ‘a bird in the hand is worth two in the bush’ (This translate 
to: I am happy with 1 marshmellow so 2 doesn’t really entice me).

What is your score in  ‘Determination’? How does it affect you in your life, 
career, and relationship? What is the right balance between living in and for 
the moment while also planning for the future? Most importantly, do children 
needs to be given medication if they show signs of ADHD? Or is this the 
low Determination trait that we can teach them to understand and 
overcome?

‘How many of 
you have texted a 
friend, “Be there 
in 10 minutes” 
when you were 
running late? In 
this case, do you 
regard yourself 
late?’
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8. AFFECTION - Are You Objective or Subjective?
Emotion is a difficult thing to understand. Unlike how mainstream literature 
define ‘feelings’, Identi3 split the emotion trait into ‘Affection’and ‘Empathy’. 
The former ‘takes’ while the latter ‘gives’. 

Let’s talk about the ‘Affection’ trait first. 

A person who is high in ‘Affection’ is emotional when they feel strongly about 
a subject matter. Their emotions are their sources of motivation. On the other 
hand, they can be totally detached when it is a subject matter that does not stir 
any feelings within them. A person who is high in affection is also subjective. 
Emotions can make them biased. When they see something that they like, they 
want (to buy) it!  

A person high in ‘Affection’ needs to be with other people (even if he is low in 
‘Sociability’) because he needs to ‘take’ energy’ from others. He may sit quietly 
in a cafe full of people and not speaking but he feels good afterwards. 

A person high in ‘Affection’ and is deprieved from it may do things to attract 
attention. He may be mistakened as high in ‘Status’ when he is not. 

On the contrary when a person is low in ‘Affection’, he is distant in his emotions. 
He sees things from a third party’s point of view. He is emotionally detached. 
As compared to a person who is high in affection, he makes decisions that are 
more rationale. In another word, he makes decisions with his head rather than 
with his heart. 

The society tends to favor people low in ‘Affection’ as they are  ‘more mature’ 
emotionally compared to someone who is high in Affection. 

Individuals who are low in ‘Affection’ share some characteristics exhibited by 
those low in ‘Thought’.  Low in ‘Affection’ people are objective while low in 
‘Thought’ are realistic.  

An objective person is one who can carefully evaluate different choices to 
select the better option. A realistic person is one who operates primarily within 
the boundaries of what is real now, rather than what could be. These are subtle 
differences, but they are differences.  

Low in ‘Affection’ traits can also be confused with low in ‘Empathy’. An objective 
decision can be lacking empathy. However, one is being objective while the 
other is unempathetic. 
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Truly objective decisions can be difficult whether you 
are a CEO or just an employee. Some people attempt 
to use a line of objective reasoning and eliminate any 
emotional or biased influences that might alter or 
compromise that decision. However, it is impossible 
to make any truly objective decision when we are 
personally involved no matter how hard we try to 
isolate the details.  

How can you objectively decide whether or not to fire 
someone you’ve worked with closely? Even if you are 
low in ‘Affection’ or ‘Empathy’, high ‘Loyalty’ may step in. 

Do you have a hold over your affection needs or does it impair your decision-
making? 

9. EMPATHY - Are you more understanding or are you focused 
on your goals?

A person who is high in ‘Empathy’ has a lot of understanding to give while an 
individual who scores low has little tolerance for people or situations.
  
An individual who has greater ‘Empathy’ understands that everyone is going 
through a personal battle of some sort. They are the angel of healers and often 
have a welcoming aura that makes others feel comfortable around them. 

Unfortunately, a high level of ‘Empathy’ also makes it hard for them to make 
tough people decisions. They often may take it upon themselves to solve the 
problems of others. 

A person high in ‘Empathy’ often shoulders the problems of others back home 
with them. This person may lose sleep at night because of excessive levels of 
‘Empathy’. These individuals can suffer considerably from carrying the burdens 
of others around with them. 

A person low in ‘Empathy’ is less forgiving. They withdraw from others when the 
chances they give to these people are used up.  They are more self-centered 
and protect their interest from others. As low ‘Empathy’ is not seen as socially 
acceptable, a person low in this area may argue and claim to be sympathetic to 
many causes. Few people will admit to the fact when they are exposed.    

Some people may be confused with their emotions since there are four of them 
(Affection, Empathy, Sociability and Loyalty). A person may be nasty and low in 

‘We move on from 
idea to idea, and 
sometimes never 
persist with one 
idea. That is, 
until we face real 
problems in our 
life.’
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‘Empathy’ but returns to assist the same person due to 
their loyalty. 

Another reason for the confusion is that many confuse 
empathy with its closely related cousin sympathy. The 
two qualities are linked, but the key to demonstrating 
empathy is in knowing the difference.

Empathy is “the feeling that you understand and share 
another person’s feelings and emotions.” Whereas 
sympathy involves feeling sorry for someone. Empathy 
requires us to go a step further, and it lasts longer.

Imagine a colleague undergoing a difficult situation; for 
instance, he loses a close family member in an accident. 
We naturally feel sympathy for him. We may even write 
a card or express those feelings somehow. For the most 
part, though, we move on with our lives.

But when we show empathy, we take more time; time to remember how it was 
when we lost someone close to us (or how we would feel if we haven’t had this 
experience). We think about how this affected our work, our relationships with 
others.

Empathy is described as ‘feeling your pain in my heart’. High Empathy people 
are also known as ‘Givers.’ 

We try to imagine specifically how our colleague feels in this situation. We 
recognize that he (like every individual) will deal with the trauma in his unique 
way.

The problem is, despite the fact that we yearn for others to try fitting into 
our shoes, we’re often not ready to do the same for them. We see this every 
day: broken marriages, strained parent-child relationships, deteriorating 
communication in the workplace. We hardly take the time to understand their 
pain.  

---------------------------------- 

Although many consider empathy to be a fundamental human quality, it’s often 
still missing in our day-to-day lives. 

Our world is moving too fast. Spending too much time helping people may 

‘Perfectionists 
set impossibly 
high standards 
for themselves. 
As a result, they 
are not happy 
even when they 
have achieved 
success, because 
there is always 
more that could 
have been 
accomplished.’
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hold you back from your goals. 

Identi3 research shows a significant change when youths progress to adults. 
Young people measures high in both the ‘Affection’ and ‘Empathy‘ trait. They 
go through a big culture shock in the working world. 

Making that sale may involve asking another human being to empty his life’s 
savings; climbing the corporate ladder may require one to edge out the 
competition. 

After years of conditioning in the corporate world, those who succeed have 
a minuscule amount of ‘Affection’ and ‘Empathy’ left. They have to ‘dump’ 
their emotions to stay relevant to the (cold) corporate world. Those who resist 
corporate life to retain their ‘values’ are often found either out of it or at the 
lower end of the food chain. 

10. SOCIABILITY - Are You Introverted or Extroverted?
When you score high in ‘Sociability’, you enjoy meeting new people. You are 
attracted to people, and often they are to you too. People high in ‘Sociability’ 
have an extensive network of friends to tap on. If they are not the ones invited 
to a party, they are the ones organizing it. The Internet is just a tool for them to 
meet real people. They do meet up people face to face. 

By some calculations, introverts make up half of the population.

When you score low in the ‘Sociability’ score, you are likely to be shy. You take 
the time to approach new people and usually resist taking those first steps. 
Weekends are spent with close friends and family members. People having low 
scores report having only 1 – 3 close friends while those in the middle scores 
have an average of 5-6 of them, with either close relatives or siblings making 
up half of that number. 

As the world is geared towards an extrovert, introverts who try to be successful 
in the corporate world face obstacles. It doesn’t mean that people low in 
‘Sociability’ do not like people, or they don’t get invited to parties. As introverts, 
they are often not as visible in the companies they work in. Very often, they put 
on a mask to be noticed (read about masking and modified behavior in later 
chapters). However, prolonged exposure to others makes them feel tired and 
disaffected.

Fortunately for introverts, technology is making it easier for them to be visible. 
What technology does, is it allows them to connect with other people in a 
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virtual way. Email introductions are infinitely easier for introverts than picking up 
the phone, and with the Internet, you can connect with hundreds, thousands, 
or millions of people without ever leaving the house. 

I once interviewed a person who claimed to have more than 300 friends. But 
when I asked her in detail, her weekdays and weekends are spent at home with 
family members and close friends. Being ‘socially connected’ online made her 
think that she is an extrovert and she is not the only one who thinks this way! 
That same technology (social media, internet and emails), can cause introverts 
to believe that they are extroverts! 

Many people who are low in ‘Sociability’ get into trouble by signing up for 
extrovert jobs such as sales. They start with their inner circle which is small and 
quickly used up. The lack of ‘Sociability’ makes it hard for them to prospect 
new clients.  

On the other hand, there are many cases where people high in ‘Sociability’ are 
mistaken as introverts. These are the people who are lower in ‘Exposition’ or 
‘Status’. Without a voice or a need to be recognised, they disappear into the 
background. 

What is your score on ‘Sociability’? Are you an introvert pretending to be an 
extrovert or an extrovert being mistaken as a quiet and reserved person?

11. LOYALTY - Do you find it hard to switch brands?
When you are high in ‘Loyalty’, you form deep, strong bonds. This bond can 
mean commitment toward brands, people, and the company that you work for. 
People high in this score often find it hard to switch, even when a new offer is 
better. When it comes to relationships, people high in ‘Loyalty’ cling on even 
when the relation is over! 

When you are low in ‘Loyalty’, it does not mean that you are a disloyal or 
traitorous person. You are more selective to whom you are loyal. You often 
keep commitments at a distance and it takes time before you are ready to 
commit. 

Often people could have started off high in loyalty in their earlier lives, but 
due to a big shake up in their values, they reduce their stake in Loyalty. For 
example, the woman who is abandoned by her fiancée at the marriage altar 
may be unlikely to commit to marriage for a long time.
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In modern times, ‘Loyalty’ seems like an old-fashioned concept. It should! 
‘Loyalty’ is indeed an ancient word coming from feudal times meaning “of 
high quality, faithful and honorable” and “carrying out legal obligations” with 
deeper origins in the Latin word legalem, or law.

In the past, ‘Loyalty’ was expected from your employers. At companies like 
IBM and GE, dominant employers from the last 100 years, they would expect 
you to work for them your whole career, and they would reward this loyalty with 
job security, benefits, and a pension. That is a dream that lasted through the 
1960s, but no longer exists in our current global competitive environment with 
pensions getting wiped out and companies downsizing in the blink of an eye. 

This concept of ‘Loyalty’ is very powerful when creating and growing a company. 
When people are loyal to each other, they can band together and achieve a 
difficult goal. They can take a risk knowing that their boss, their peer, or their 
employee will support them and help them recover if the risk was too great.

In today’s world, ‘Loyalty’ is a word that can carry negative overtones; being 
loyal is sometimes synonymous with being blindly loyal, something that many 
people would be uncomfortable claiming as one of their key characteristics.

What is your ‘Loyalty’ score? Do you have a hard time aligning your commitment 
with the real world?  

12. DOMINANCE – Do you have to do things your own way? 

When you score high in ‘Dominance’, you like things to be within your control. 
When you have a low score, being in control is not your primary concern, as 
you believe the external forces have a greater say over things than yourself. 
This trait measurement is similar to ‘locus of control’. 

In personality psychology, the locus of control refers to 
the extent to which individuals believe they can control 
events affecting them. 

The understanding of this concept was developed 
by Julian B. Rotter in 1954 and has since become an 
aspect of personality studies. A person’s “locus” (Latin 
for “place” or “location”) is conceptualized as either 
internal (the person believes they can control their life) 
or external (meaning they believe their decisions and 
life are controlled by environmental factors which they 

‘Although 
many consider 
empathy to be 
a basic human 
quality, it’s often 
still missing in 
our day-to-day 
lives.’
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cannot influence, or by chance or fate).

Individuals with a strong internal locus of control (high in ‘Dominance’) believe 
events in their life derive primarily from their actions. When you score high in 
‘Dominance’, you mark your territories, possession and areas of work clearly. 
You like to do things in your style, and you do not like things that you do not 
have control over. 

People with a high locus of control (high ‘Dominance’) tend to link events to 
internal factors: I am in control of my outcome. 

When you score low in ‘Dominance’, you do not insist that things have to go 
according to your way.  Being less insistent makes it easier to work with others. 
On the other hand, you may find your plans derailed as you keep accepting 
inputs from others. 

People with a low locus of control (low in ‘Dominance’) tend to link events to 
external factors: There is a higher order in every outcome. 

What are the behaviors associate with this trait?

People high in ‘Dominance’, but also high in ‘Flexibility’, suffer from a mixed 
behavior. Being high in ‘Flexibility’, these individuals allow people to enter 
their personal space. But when people stepped too much into their personal 
boundary, they feel uncomfortable and will start to retaliate. They may also 
start to draw lines. This alternating behavior can be quite confusing to the 
people around them. 

People who are high in ‘Dominance’ and low in ‘Exposition’ suffer from the lack 
of ability to express their demands clearly. They feel frustrated. They may resort 
to banging on the table to put across a point! 

People high in ‘Dominance’ tend to resist change. They do not like the feeling 
of losing control! 

Lastly, people high in ‘Dominance’ like to ‘shape’ the world while people on 
the opposite scale, allow the world to ‘shape’ them. 

What is your score in ‘Dominance’? How do you behave?  

13. STATUS – Are you guided by the opinions others have of you 
or do you have lesser regards for what people think? 
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When you score high in ‘Status’, being recognized is important to you. It 
motivates you to do better and be more successful than your peers. It will be 
great if you can be someone famous! 

While it can be a source of motivation, you can feel lousy when you get rejected. 
Nobody likes rejection, but people high in ‘Status’ take rejection particularly 
hard. Often you fear rejection and avoid situations where you think you will face 
rejection. You do not like to ‘lose face’! You may not forgive the people whom 
embarasses you in public! 

Being high in ‘Status’ can be seen as a negative trait in some societies especially 
in Asia. If you have a high score in this area, you may deny your score. 

When it comes to using ‘praise’ as a management technique, business books 
and management gurus are all in for it.  From their perspective, it requires 
minimal effort and can be a highly effective motivator for all people. They are 
unfortunately wrong! 

When you score low in ‘Status’, you have a lesser regard for compliments as 
well as for material items. When you perform a task, you feel that it is your job 
or your obligation (as compared to working for the praise). 

When a compliment is given, you may take it lightly. You feel uncomfortable 
when the limelight is on you. You find people who shower you with compliments 
as exhibiting fake behavior.   

When it comes to clothing, others may not agree with you on your dress sense. 
They feel it is important to wear their best all the time. However dressing is 
your least priority. You feel that it’s what’s on the inside that is important. 

So when it comes to using ‘praise’, excessive compliments can make you feel 
uncomfortable and suspicious of the management. To motivate an individual 
who is low in ‘Status’ is to leave him alone to do his work!

Low in ‘Status’ traits can be mistaken with high in ‘Flexibility’ or low in 
‘Dominance’ trait. Can you guess the reason why? 

14. LEADERSHIP – Do you lead when no one else does or are 
you a good supporter? 

When you score high on your ‘Leadership’ scale, you stand up and take charge 
when no one else does. You get going when the situation gets tough. You 
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spend time putting people together. You make things 
work. 

But before you think too highly of yourself, I have 
seen people with high ‘Leadership’ scores do badly in 
leadership roles. 

Having a high score in leadership doesn’t necessarily 
make you a good leader. 

It just means that your desire to lead is greater than 
the average person. You will need other skill sets to be 
successful. You can find out more from Identi3 leadership 
workshops. 

When you score low in leadership, you tend to take the lead only on a short-
term basis. Some people can only lead 3 hours. Some for three months. You 
feel uncomfortable when your leadership role is prolonged.  

Individuals who score low in leadership are great supporters. They provide the 
base that others need, especially leaders. 

Some personality traits can cause people to be perceived as leaders when they 
are not. Do you know what are they? They  are (high in) Exposition, (High in) 
Status, (High in) Dominance, or (High in) Quality. 

A person high in ‘Exposition’ address others and protrays himself as the 
charismatic. But unlike a leader, people high in ‘Exposition’ finds it pressuring 
and annoying when they have to take charge. After amassing a group of 
followers, he may just avoid them altogether!

A person who is high in ‘Status’ may crave and seek the attention. He may find 
ways to impress others. However, unlike a real leader, he may find managing 
people to be an aggravating chore. 
A person high in ‘Dominance’ wants to control and may demands things are 
done his way. Such behaviors may cause the impression that he is a leader. 

A person who is high in ‘Quality’ may seem to be a leader. Ruffling all the details 
and pushing the standards high may be signs of leadership. Unfortunately, he 
may not be able to take the pressure nor the lead of managing a large group 
of people as he is more concerned with pushing for perfection than leading 
people.  

‘Being ‘socially 
connected’ online 
made her think 
that she is an 
extrovert. 

 And she is not 
the only one who 
thinks this way.’
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What is your leadership score? How does the understanding your leadership 
score tell you about how you have been managing other people? 

15. TACTFULNESS - Do you reveal your emotions or are you 
good at concealing them? 

The ‘Tactfulness’ trait is related to Machiavellianism. 

Machiavellianism is “the employment of cunning and duplicity in statecraft or 
general conduct,”  The word comes from the Italian Renaissance diplomat and 
writer Niccolò Machiavelli, who wrote Il Principe (The Prince), among other 
works.

In modern psychology, Machiavellianism is one of the dark triad personalities, 
characterized by a duplicitous interpersonal style, a cynical disregard for 
morality, and a focus on self-interest and personal gain.

Machiavellianism is also a term that some social and personality psychologists 
use to describe a person’s tendency to be unemotional, and therefore able to 
detach him or herself from conventional morality and hence able to deceive 
and manipulate others. For those who are interested in some background 
history, Richard Christie, and Florence L. Geis, in the 1960s, developed a test 
for measuring a person’s level of Machiavellianism (sometimes referred to as 
the Machiavelli test). 

Their Mach - IV test, a twenty-statement personality survey, became the 
standard self-assessment tool of Machiavellianism. People scoring high on the 
scale (high Machs) tend to endorse statements such as, “Never tell anyone the 
real reason you did something unless it is useful to do so,” (No. 1)”. Using their 
scale, Christie and Geis conducted multiple experimental tests that showed 
that the interpersonal strategies and behavior of “High Machs” and “Low 
Machs” differ.

The ‘High Machs’ correspond to the Identi3® Tactfulness scale as a high score 
while the ‘Low Machs’ are those who are lower on the scale. 
People who score high on the Tactfulness scale tend to understand many 
people have a primitive understanding and control of their own emotions. 
They are savvy about human nature and how their actions will be perceived. 
They take extra time before they trust others and are not as gullible.  People 
high in Tactfulness can hide their emotions better than others and often choose 
not to reveal them.  
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As humans, we can all be duplicitous at times, depending on need or 
circumstances. If you’ve ever called in sick when you were well or lied to 
your spouse about what you were doing, you have demonstrated the human 
capacity to con others. Such episodes probably do not reflect your standard 
behavior patterns, and you may have felt a little guilty. But this type of behavior 
is routine for Machiavellians.

Due to their skill at interpersonal manipulation, there has often been an 
assumption that high Machs possess superior intelligence, or the ability to 
understand other people in social situations. However, research has firmly 
established that Machiavellianism is unrelated to IQ. 

Some studies on emotional intelligence have found that high Machiavellianism 
can be associated with low emotional intelligence (such as, saying the wrong 
things at the wrong time and being less empathic). I have a few high Machs 
people in my radar, and I can testify to that. 

In contrast, individuals who are low in Tactfulness tend to believe that most 
people are honest and real, and these people are much more trusting than the 
average person. They are not good at hiding their emotions and don’t even 
try to do so. Although some who are low in Tactfulness claim that they are 
capable of white lies, they are unable to stomach complicated arrangement or 
relationships. They want to be upfront and honest about everything. 

Most people in this scale are what we call a ‘straight shooter.’ They always tell 
people what they think and for them,  it is a moral obligation to do so. 

To them, ‘Honesty is the best policy.” Most low Machs are committed to 
honesty, regardless of the social repercussions. 

Many truth tellers opt for honesty because lying seems too complicated or 
makes them too anxious (Liars have to remember to keep their false stories 
straight.)

Statistically, it is rare to find individuals categorized as High Mach (with scores 
of 80 and above). Most people have scores lower than 50, and this is true 
throughout the world regardless of what your perception of the place is). 

In my 12 years in this area, I only came across one individual whose score was 
95. I had a good learning experience what Machiavellism is from this person. 
Other of my studies of Machiavellism traits have come from scores of 80. 

We then to think that people holding authority or from the government will 
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have high scores in Tactfulness. Though in reality most of them are low Machs.  

What is your score in Tactfulness? Are you able to keep a few simple white lies 
or do you try to keep things straight? 

16. QUALITY - Are you a perfectionist?
Before we proceed, the scales for the ‘Quality’ dimension are slightly different 
from the other 15 dimensions. High scores are from 90 to 100. Mid scores are 
between 75 to 85. Low scores are between 55 to 70.

‘Quality’ describes how perfectionistic a person can be. A person high in 
‘Quality’ makes everything perfect. A person less in the scale tends not to be 
too demanding.

An individual who scores high in ‘Quality’ may be seen as a ‘driver.’ They may be 
mistaken as a leader, or as an inflexible or domineering person. Perfectionists 
set impossibly high standards for themselves. They are never happy because 
there is always more that can be accomplished. 

Many perfectionists are held back from ever achieving success in the first place, 
simply because of their anxiety over making mistakes. You will never want a 
perfectionist as your boss unless you too suffered from the same obsession.

Some of the society’s most innovative people have been perfectionists. Steve 
Jobs, Apple’s late, lamented leader, was once an adamant perfectionist. His 
obsession with detail, however, meant that the company took more than three 
years to develop the original Macintosh.

There is no doubt that Steve Jobs left an enormous legacy at Apple. However, 
his quest for perfection was at times extremely expensive.

To quote The New Yorker, a leading magazine who had written about Steve 
Jobs, “Jobs’s vision required Apple to control every part of the user experience 
and to make everything it possibly could itself. Its hardware was proprietary: 
the company had its Mac factory and favored different cables, disk drives, and 
power cords, rather than standardized ones. Its software was proprietary, too: 
if you wanted to run Apple software, you needed to own an Apple computer. 
Having its proprietary configuration made Apple’s computers more expensive 
than the competition.”
A person who is high in this area may do well in his or her career, but if they 
start to apply this trait to their personal or interpersonal relationship, it is likely 
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to suffer severe consequences. 

If you honestly believe that you need everything to be perfect, the thought 
can be quite a psychological burden. You will frequently feel others expect you 
to be perfect, and this creates an enormous sense of pressure. Of course, in 
reality not many actual demands are directed your way, but being perfectionist, 
you cannot see that. When a perfectionist starts to apply his expectation to 
a partner, perfectionism can quickly become a lose-lose proposition if not 
handled well. 

Back to the corporate side: Let’s say you have an important task that needs to 
be completed to ensure your business succeeds. 

Now imagine you have two employees you could entrust with this task.

Employee A is an efficient and capable worker who tries to perform her job 
to the best of her abilities. If you delegate the responsibility to this person, 
you know that she will get it done, but the performance is unlikely to be 
groundbreaking.

Employee B is an obsessive perfectionist who will promise to perform the task 
at a level that will be outstanding. Experience, however, suggests that this 
employee will oversell her abilities, and if she finishes the job at all, it will take 
twice as long to complete as Employee A would take.

Which employee would you choose to take on this important task?

Will it be “Done” Is Better Than “Perfect and Never Completed”, or “Why to 
settle for Average when Amazing is attainable?” 

Which one is more like you?

----------------------------------

Are our traits constant throughout the day? The answer is ‘no’! In fact we 
deplete some of our traits when we are engaged in activities.

Take two people with two different empathy scores: One high, the other low. 
Both starts off in the morning and can be full of empathy. After listening to a 
few complaints, the one with the lower score will be drained of her empathy 
while the higher one can still go on. 
This is similar to the rest of the traits. When a person has a lesser quantity of 
a trait, he  uses it up much faster. Rest or sleep is often the way to help us 
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recharge what we have used up. 

If you find traits interesting, the next two chapters will captivate you further.


