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imPACT Model™

Behaviors, Attitudes and Activities Influencing the Work Environment

The imPACT Model™ was designed by Pinnacle Management Group to illustrate how
typical behaviors, attitudes and activities can impact any organization. The following is a
brief explanation of how to utilize this model:

U

The model is divided into 4 quadrants each representing a personality style (Driver,
Expressive, Amiable and Analytic). We have incorporated personality styles because
it is an effective way to get everyone to understand his or her influence on the team.

The 2 styles located in the upper quadrants typically control their emotions more than
those in the lower quadrant. This creates a commonality for Driver and Analytic, and
a commonality for Amiable and Expressive.

Likewise, the two quadrants on the left are typically perceived as being less assertive
(ask assertive) than those on the right (tell assertive) creating a commonality for
Analytic and Amiable, and a commonality for Driver and Expressive.

This means that Driver and Amiable, and Analytic and Expressive have the least in
common, creating greatest opportunities for tension and misunderstandings. This does
not mean, however, that miscommunication cannot happen between any pairings.

Next you will notice that each of the quadrants are broken into four elements —
Communication, Trust, Alignment (how well the team is working toward a common
vision of the future), and Productivity (how well resources are being utilized in a
continuously improving manner).

Each of the terms listed for the elements are typical behaviors, activities and attitudes
that impact those elements.

The Blue, or productive, terms represent behaviors, activities and attitudes that are
assisting the organization to move toward its vision for the future.

The Red, or counter-productive, terms are moving the organization away from the
vision.

As a way to visualize this — Imagine that the black ring dividing the red and blue
terms represents when you walk in the door in the morning. From the time you turn
on the lights, every activity that takes place is going to cost resources. Some of those
activities will take you toward your goals, others will pull you away. Thus, if
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an activity is pulling you away, you are spending money to go in the wrong direction.
In order to move toward your vision, you must then spend money to get back to your
baseline (the black ring) to undue the damage done by the counter-productive
activities. Then you must expend funds to continue to move forward toward your
vision. Thus, it is easy to reason that an organization could expend $3 for every $1 of
forward movement if there is not a concerted effort to minimize all counter-
productive behaviors, activities and attitudes. This also accounts for the red having a
much larger representation on the template than blue.

[ If you look at a term in one quadrant and trace to the opposite quadrant in the same
element, you will see typical cause/effect relationships. For example, look at Driver’s
communication. They may be perceived as being pushy. As a result, Amiables will
tend to go passive when they encounter such behavior. The converse is also true.
When an Amiable appears to be passive, a Driver can get pushier out of frustration.
This helps individuals understand that they are often getting the wrong response from
others because of their own actions.

[J  When behaviors, activities and attitudes remain in the blue or productive, the

responses received are almost always also in the blue.

For additional information, please contact us at:

Pinnacle Management Group, Inc.

573-747-1951
solutions@pmginternational.net.

www.pmginternational.net.

Find us on Facebook at http://www.facebook.com/Pinnacle.Management.Group

Sign up for our newsletter/blog at http://bit.ly/signup_for_our_news_letter
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imPACT Model

Behaviors and Activities Influencing
Team Effectiveness
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