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	  	  	  	  	  	  	  What is My Spir i tual  DNA  
 

SL-101 Lesson 1  Text  
 
 

PERSONAL STRENGTHS SURVEY CHART 
 
 

	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  
	  

	  
	  

	  
	  
	  
	  

	  
	  
	  
	  

   L .  
Takes Charge     Bold 
 
Determined          Purposeful 
 
Assertive      Decision-maker 
 
Firm       Leader 
 
Enterprising         Goal-driven 
 
Competitive         Self-reliant 
 
Enjoys Challenges       Adventurous 
 
Total Circled = _____________________ 

	   	   	  	  	  	  	  	  	  	  O. 
Takes Risks  Fun-loving 
 
Visionary  Purposeful 
 
Motivator  Enjoys Challenges 
 
Energetic  Creative 
 
Very Verbal  Group-oriented 
 
Promoter  Mixes Easily 
 
Avoids Details Optimistic 
 
Total Circled = ____________________ 

	  	  	  	  	  	  	  	  	  	  	  

	  

	   	   	  	  	  	  	  	  	  	  	  G. 
Loyal   Adaptable 
 
Non-demanding Sympathetic 
 
Even Keel  Thoughtful 
 
Avoids Conflict Nurturing 
 
Enjoys Routine Patient 
 
Dislikes Change Tolerant 
 
Very Relational Good Listener 
 
Total Circled = ________________________ 

	   	   	  	  	  	  	  	  	  	  	  B. 
Deliberate  Discerning 
 
Controlled  Detailed 
 
Reserved  Analytical 
 
Predictable  Inquisitive 
 
Practical  Precise 
 
Orderly  Persistent 
 
Factual  Scheduled 
 
Total Circled = ________________________ 
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	   L or D      O or I  
Tasks over relationship    Hesitates to push others 
What questions     Who questions   
Director      Charismatic 
Dominant and decisive    Influencing and interactive 
Goal- Authority and action    Goal- Persuasion and popularity 
“Let’s do it now”     “Trust me, it’ll work out!” 
Team- reach the goal    Expresses ideas and emotions 
Does not hide accomplishments   Projects self confidence 
Can become self-centered    Friendly atmosphere 
Less interested in opinions    Quick tongue - encouraging 
Independent      Articulates well 
Innovative      Helps, hospitality 
Energy       Careless, disorganized 
Wisdom      Talks about taking action 
Exhortative      Networker   
Intense      Believes in others unconditionally 
Aggressive      Intuitive 
Distrust people     Love to go to parties 
Selective listener     Emotional 
Bottom line       Does not listen well 
Solomon and Paul     Peter, Aaron, King Saul 
 
 
G or S      B or C 
Likes harmony in relationships   Resists involvement when conflict exists 
How and when questions    Why questions 
Steady or supportive    Compliant and cautious 
Persistent       Perfectionist – deep thinker 
Goal – cooperation and caring   Goal – conscientious and consistent 
“Let’s keep things the way they are”   “How was it done in the past” 
Joy helping others     Asks questions, expressive 
Modest but likes validation of tasks   Rules, must be fair 
Steady, predictable     Suspicious of others 
Controlled, secure     Facts and figures 
Stable       Likes quality over quantity 
Traditional      Rejects over confidence from others 
Team player      Detailed oriented 
Helps – mercy     Focuses on correct or right way 
Procrastinates     Follows instructions 
Compromising     Diplomatic, loyal 
Be more proactive     Helps, service 
In control of emotions    Fear of unknown 
Listens well      Overanalyzes 
Looks at others by balanced objectivity  Loses sight of big picture 
Abraham and Isaac     Moses 
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Dominant - Lion 	  –	  Paul – Decisive – Goal is authority and action 
 
Inf luencing – Otter – Peter – Interactive – Goal is persuasion and popularity 
 
Steady – Golden Retriever – Abraham – Supportive – Goal is cooperation and steady 
 
Compliant – Beaver – Moses – Cautious – Goal is conscientious and consistent 
 
D and C emphasize Tasks and Results 
I  and S emphasize Ideas and People 
D and I  focuses on Change and Activity 
C and S focuses on Maintenance and Accommodation 
 
Paul ,  the High D – He had the ability to organize his thoughts in writing so that a clear, 
corrective plan of action was communicated. They are excellent debaters. God used Paul to 
communicate the gospel of grace. The concept of grace through Christ required 
breakthrough thinking. A negative tendency is to be extremely critical and condescending 
toward others when they do not measure up to a D’s personal standards. (Paul was mad at 
John Mark because he deserted them at Pamphylia). 
 
Peter,  the High I  – He had the ability to communicate with illustrations, pictures, and colorful 
stories so that a group of people personally related to what he was selling. They have the 
ability of bringing a group to the point of making a decision based on the information 
presented. In Acts 3 Peter used his verbal skills to show the connection between the healing of 
a lame man, Jesus the Messiah of the Jews, and the God of Abraham, Isaac and Jacob. Then 
5000 came to Christ. On the downside, they are likely to give in to social pressure. When they 
must make a decision between an agreed-upon principle and social rejection, persuaders 
will generally lean toward compromising the principle in order to maintain relational 
acceptance. 
 
Abraham, the High S – Determination and tenacity best describes this style. However, 
Jacob probably fit into this category better. He worked 14 years in order to marry Rachel and 
he wrestled all night with God until he received a blessing. They work to keep peace and 
maintain harmony even if it means taking less for themselves. They are usually good listeners 
and teachers because they mix empathy and concern with the capacity for information and 
instruction. On the negative side they want to keep peace at any cost and like to avoid conflict 
and fear dissention. 
 
Moses,  the High C – They have meticulous attention to details and a strong concern for 
quality control and the maintenance of standard. They can also work alone for long periods of 
time and still enjoy it. Moses spent 40 days on a mountain alone so the law could be written 
down accurately. Under stress, perfectionists have a tendency to be extremely cautious, ask a 
lot of questions, and refuse to accept change quickly. When God called Moses in Exodus 3, 
Moses asked five questions and then refused to accept the assignment the Lord gave him. 
 
D’s - desire being in charge and setting their own standards of achievement. 
I ’s  - desire a friendly environment and the freedom and flexibility to make changes. 
S ’s - work at being supportive and carrying out the expectations of others. 
C’s - desire being right, fulfilling commitments, and having control of quality.  
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Personal ity Strengths 
 
Some people use the information as an excuse for their behavior. Others use it as a license to 
label others with negative tags. On a plus side it gives us an understanding on how people are 
motivated. We want to be able to love one another as opposed to reacting and rejecting one 
another. It is to help us understand how others may be misunderstanding you and to give you 
an understanding of how your behavior style relates to a positive biblical character. Hopefully, 
we will be able to devise specific love strategies for improving relationships with our partner, 
children, friends and associates. 
 
Prior conditioning influences how we perceived events. It is difficult to understand someone’s 
behavior until you understand the needs that shape their frame of reference. Too often we 
assume responsibility for creating change in others, when in fact true change can only come 
from within each individual: 1) You cannot motivate other people, however, 2) All people are 
motivated, 3) People become motivated to action for their own personal reasons – not the 
reasons others have for them, 4) The best a motivator can do is to create a healthy 
environment that allows others to motivate themselves into action. 
 
Larry Crabb writes, “During literally thousands of hours spent trying to keep couples together, it 
has occurred to me more than once that if husbands would more strongly involve themselves 
with their wives, and if wives would quit trying to change their husbands, most marriages would 
really improve.” Efforts to create the environment that makes the partner want to change 
open up the possibility of change and growth. We also need to understand the perspectives 
and motivations of our children. 
 
Personal needs are basic to our existence. They can be divided into physical, relational, and 
emotional needs. Physical needs relate to our survival in terms of food, sleep, shelter, and 
security. Relational needs involve a deep desire to belong and to experience affection and 
love. Spiritual needs consist of a drive for fulfillment and purpose. A person’s values are the 
standards that guide one’s life and the beliefs that influence the choices a person makes. The 
clothes a person wears, the place they live, the politician they votes for, the work they choose, 
the church they attend – all these are influenced by a clustering of values. 
 
Behavior motivated by needs has to do with how a person acts. One may be social; the other 
needs to be alone…neither is wrong, just different. Values-motivated behavior has to do with 
why a person does something. Values are standards of right and wrong and meaningfulness. 
Values motivated behavior is tied to the ethical internal guidance system that influences the 
choices a person makes. Few people would disagree with “Anything is possible through faith, 
commitment and action.” It is more difficult to get others to agree with values like: “Live and let 
live or walk the straight and narrow path.” Values have to do with “oughtness” and have moral 
and ethical weight. 
 
People often interpret needs-based differences as having values based significance. A 
person with a different personality style gets judged as wrong or inferior, when in fact all that is 
involved is a stylistic personality difference. 
 
Needs based problems need to be dealt with differently than values-based problems. 
Suppose a worker fails to meet an assignment deadline despite working hard and giving his 
best effort. If the supervisor sees it as a values-based problem then a conflict will occur. 
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Suppose a Christian education director alters his Sunday attendance report to the pastor in 
order to give the impression that an attendance goal has been met. At times a person’s 
values conflict with their need. Let’s say a person believes in the importance of spending 
quality time with family. This is a value. He is invited to a golf outing with his friends on a day he 
has promised to spend with family. He is face with a choice between his desire to participate 
in the golf outing and the value he places on spending time with his family and living up to his 
promises. The golf activity represents a legitimate need for social interaction and physical 
activity, but it conflicts with values he also considers important. 
 
Needs-based behavior verses values based behavior. Personality differences are influenced 
by heredity and environment. James Dobson believes that genetics play a significant role in 
determining a person’s temperament. From birth, a child has a set of needs that is unique to 
his makeup. Our environment plays a major role also. 
 
Each person is uniquely made (Psalm 139:1-3, 13-14).  God’s word teaches us to “Love your 
neighbor as yourself,” and the best way to fulfill it is to start loving others in a sacrificial way by 
understanding them. We need to understand their physical, emotional, and spiritual needs so 
that we can seek to serve them by meeting these needs by the Spirit. 
 
Codependency is going too far in trying to meet the needs of others and neglecting ourselves. 
It makes a person dependent on the approval of others by an obsession with meeting their 
needs. However, we don’t want to forget about meeting the needs of others. “Love your 
neighbor as yourself” already assumes you love yourself. We don’t want to denigrate 
ourselves as worthless, horrible individuals. We need to have a healthy self-image in Christ. 
Interdependence is a balance between independence and codependence. 
 
When a High D Encounters Stress:  

• Having to face submission to someone else’s authority (issue – loss of control) 
• Personal goal is being blocked or threatened 
• Confrontive action toward the messengers(s) 
• Confrontive reaction by the messengers(s) 
• Jungle warfare syndrome: survival of the fittest 
• Communication deteriorates to a messenger system 

 
How to Respond to a High D: 

• Be firm and direct 
• Focus on actions and goals 
• Caring confrontation may be necessary to get his attention 

 
How to Relate to a High D: 

• Be brief and to the point 
• Explain “how to achieve goals” 
• Allow him time to consider your ideas 

 
How to Reinforce the High D: 

• Have the messenger repeat the plan of action, focusing on goals, objectives 
and results 

• Give bottom line instructions 
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• Get out of his/her way 
 
 
When a High I  Encounters Stress:  

• Clear Instructions 
• Agreement and commitment by the High I 
• Peer pressure to disagree with commitment 
• Cave-in to peer pressure 
• Confrontation in the form of questions that ask him to explain his actions 
• Creative shift-blame 

 
How to Respond to a High I :  

• Be friendly and positive 
• Allow for informal dialogue 
• Allow time for stimulating and fun activities 

 
How to Relate to a High I :  

• Use friendly voice tones 
• Allow time for them to verbalize their feelings 
• You transfer talk to an action plan 

 
How to Reinforce the High I :  

• Offer positive encouragement and incentives for taking on tasks 
• You organize the action plan 
• Communicate positive recognition 

 
When a S Encounters Stress:  

• Routine action without apparent results 
• Aggressive “take control” strategy by partner 
• Confrontation by partner – “more is better” strategy 
• Passive-aggressive retreat, i.e. non-involvement, silence, or turtle syndrome 

 
How to Respond to a High S:  

• Be non-threatening and patient 
• Allow time to process and adjust to change 
• Make allowances for family 

 
How to Relate to a High S:  

• Use friendly tones when instructing 
• Give personal, nonverbal acceptance and reassurances 
• Allow time to process information 

 
How to Reinforce the High S:  

• Repeat any instruction 
• Provide hands-on reinforcement 
• Be patient in allowing time to take ownership 
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When a High C Encounters Stress:  
• Change in plans causes the High C to ask many “what about” and “what if” 

questions. 
• Criticism causes feelings of hopelessness and of being totally alone in the 

problem 
• Partner(s) becomes impatient with the continual reservoir of questions 
• Total self-image breakdown, “poor me” attitude 

 
How to Respond to a High C: 

• Be specific and accurate 
• Make allowance for initial responses to be cautious and/or negative 
• Allow freedom to ask questions 

 
How to Relate to a High C: 

• Answer questions in a patient and persistent manner 
• Mix accurate information with assurances 
• Allow time to validate information 

 
How to Reinforce the High C: 

• Provide a step-by-step approach to a goal 
• Provide reassurances of support 
• Give permission to validate data with third parties 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 


