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Thank you for contributing to this survey on PtC Types and profiles.  The 5 PtC Types (T) are one component of the PtC Formula for building Power
through Collaboration (PtC).  The other two components are the PtC Motivations (M) and the Collaboration Essentials (CE).  The PtC Formula is:

PtC = (T + M) x CE
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1)   Comparing PtC Types of Oneself and Other People

1a.  Pie Chart for What PtC Type You Are Most Like.

Which PtC Type are you most like?

1b.  Pie Chart for What PtC Type Other People Are Most Like.

Which PtC Type are other people most like?

Most Prevalent PtC Type.  

The most prevalent PtC Type is the Collaborator at 71% followed by the Cooperator at 23% when people rate themselves.
The most prevalent PtC Type is the Competitor at 45% followed by the Cooperator at 31% when people rate others.

Respondents to this survey view themselves as more collaborative than other people.

71% vs 12% consider themselves vs other people to be very collaborative (Collaborator).
94% vs 44% consider themselves vs other people to be collaborative or cooperative (Collaborator + Cooperator).
6% vs 57% consider themselves vs other people to be non-collaborative (Competitor + Enslaver + Predator).
0% vs 12% consider themselves vs other people to be very non-collaborative (Enslaver + Predator).

Thus, when people rate other people, non-collaborative types outnumber collaborative types.  However, non-collaborative types are considered so
prevalent only when people rate other people.  When people rate themselves, the number of people with non-collaborative types drops to 6%, and the
Collaborator is the most prevalent PtC Type.

2)   Comparing PtC Type Profiles

PtC Type Profiles.   You or other people can behave like a completely different PtC Type in one situation than in another.  Or manifest behavior that is a

mixture of the characteristics of several different types.  People's behavior can reflect a constellation of types producing PtC Type Profiles.  Some
pointers to consider:

1. Do you have one dominant PtC Type, or are you a little bit of each?
2. Do you alternate between two main types, and if so, are they complementary or clashing?
3. Are you not at all like one or several of the PtC Types?
4. How do other people's PtC Types affect your behavior?
5. How does your PtC Type Profile play out when collaborating with people who have similar or different profiles?
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 PtC Type Mean for Self Mean for Others

Collaborator          5.9          4.3

Cooperator                5.2          4.6

Competitor          3.7          4.8

Enslaver          1.4          2.9

Predator          1.6          3.0

The patterns created by your answers to these questions determine to what extent and the manner in which you cooperate or collaborate with various
types of people and in various situations.

Bar Chart Findings.  The chart below shows the number of people who rated each individual PtC Type at a 1, or 2, or 3, or 4, or 5, or 6, or 7 on the 1-7

rating scale of how much they behave like each type.  The 1-7 rating scale is shown along the bottom of the chart.  The PtC Types are color coded in the
legend above the chart.

Survey respondents report behaving most like Collaborators and Cooperators -- the reddish bars (Collaborator) and the orangish bars
(Cooperator) cluster in and are the tallest bars respectfully in the 7 and 6 and 5 rating categories.
Survey respondents vary greatly in the extent to which they report behaving like Competitors, from 'not at all' to 'completely', with most rating
themselves in the 'moderate' range -- the dark blue bars (Competitor) are the tallest in the 4 and 3 rating categories, and also show up in every
rating category.
Survey respondents report behaving very little like Predators or Enslavers -- the green bars (Enslaver) and the light blue bars (Predator) cluster in
and are the tallest bars in the 2 and 1 rating categories, and do not rise above the 4 or 'moderate' rating category.

Thus, if this was a profile of a group or an organization, the composite PtC Type Profile for this group of survey takers consists of: 'high' Collaborator and
Cooperator, 'moderate' Competitor, 'low' Enslaver and Predator.

How much do you behave like each of the PtC Types? (Select one circle for each of the 5 PtC Types.)

Scale: 1 (Not at All) – 7 (Completely)

Per the above chart and as shown in the below table, when people rate what types they behave like, Collaborator and Cooperator have the highest mean
scores, Predator and Enslaver the lowest, and Competitor is in between.

When people rate what types other people behave like (bar chart not shown), the mean scores drop for Collaborator and Cooperator behavior, but
increase for Competitor, Enslaver, and Predator behavior.  Indeed, Competitor nudges out Collaborator and Cooperator as the highest mean score.  And
the jump from a very low below 2 to around 3 for Predator and Enslaver would forewarn that the prospects for successful collaboration are doubtful.
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3)   Conclusions

High prevalence of non-collaborative PtC Types. The respondents in this poll view the non-collaborative PtC Types as outnumbering the

collaborative PtC Types.

They consider the Competitor to be the most prevalent type.

They view other people as more likely to be a Competitor type than either a Collaborator or a Cooperator type.

Does this imply that people approach collaboration opportunities expecting that most people cannot be trusted to collaborate?  No wonder collaboration
can sometimes be a challenging endeavor! 

People rate themselves as being more collaborative than other people.  In an interesting twist, the prevalence of non-collaborative types only holds

when people are rating other people, not themselves.  When people rate themselves, the Collaborator is by far the most prevalent PtC Type.

PtC Type Profiles. The same disparity holds for PtC Type Profiles.  Survey respondents consider the profiles of other people to be much less

collaborative than their own profiles. Compared to their own behavior, they view other people as behaving much more like Competitors, Enslavers, and
Predators.  They consider other people's inclination to behave like Predators or Enslavers to be at a risky level -- much too high for real collaboration.

And they rate themselves as behaving mostly like Collaborators and Cooperators, moderately like Competitors, and only a little like Predators and
Enslavers.  Such a composite PtC Type Profile contributes to 'moderate to strong' Collaboration Potential, and favors a group or organization operating
via a collaborative culture.  

The course of evolution has programmed humans with competitive, enslaving, and predatory inclinations.  Thus, a collaborative PtC Type profile does not
require "purity" and complete absence of Competitor, Enslaver, or Predator inclinations, only that such be low relative to Collaborator and Cooperator
inclinations. 

Recommendations. This survey's results offer some suggestions for boosting productivity and success if you are evaluating potential collaboration

partners, seeking to achieve effective collaboration, or developing systems and processes for sustainable collaboration:

The tendency of people to view others as being less collaborative than themselves engenders suspicion and distrust about collaborating.  This
alone is not cause for abandoning collaboration endeavors.  Rather, this same tendency to view oneself as more collaborative can be leveraged to
build collaborative connections between parties desiring to collaborate.

Even if your collaborative inclinations, or a group or organization's collaborative inclinations, outweigh the non-collaborative inclinations, the non-
collaborative inclinations cannot be ignored and do require attention and management.

Take into consideration how PtC Types and PtC Motivations work together to determine cooperative behavior.  Even if you or a group or an
organization have a highly collaborative PtC Type Profile, collaborative PtC Motivations are needed in order to achieve optimal collaboration.

If you or a group or organization have a strong collaborative PtC Type Profile, but also have a Competitor streak approaching or exceeding
'moderate,' care needs to be taken that collaborative PtC Motivations are operating as the dominant drivers.  Otherwise, non-collaborative PtC
Motivations may activate your or the group's or organization's Competitor inclinations, and inflame competition to problematic levels.

Even when groups or organizations have strong collaborative PtC Type Profiles like the one in this survey, they still need to be capable of Predator
and Enslaver management.  Just a few Predators or Enslavers can inflict serious harm out of proportion to their numbers.

If an individual or group or organization has a PtC Type Profile that includes Predator or Enslaver inclinations approaching or exceeding the
"moderate" level, this is a warning that collaboration attempts are likely to be ineffective, or even high risk.  And if in addition the operating PtC
Motivations are the less collaborative ones, the risk level rises into the danger zone.

Does your PtC Type Profile match this composite profile?  Does it deviate, and if so, on which PtC Types?  How well would your PtC Type Profile enable
you to work with such a group or organization?  Feel free to discuss your particular results as well as the results in general in our Power through
Collaboration LinkedIn discussion group: (linkedin.com/groups/Power-through-Collaboration-4586488).

4)   Suggested Next Steps:  Thank you for participating in this survey.  To learn more about Power through Collaboration:

1.  Click this link to take the survey on:              Motivations that Drive Collabooration

2.  Join the LinkedIn Power through Collaboration discussion group at:: www.linkedin.com/groups/Power-through-Collaboration-4586488.

3.  Spread the word and invite others to take this survey:  www.powerthroughcollaboration.com/surveys.

4.  Take a Power through Collaboration workshop or retreat.
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5.  Read my books:

Power through Collaboration: The Formula for Success in Challenging Situations

Power through Collaboration: When to Collaborate, Negotiate, or Dominate!

The Power through Collaboration series is based on my role as a psychologist and consultant grappling with very challenging situations. The result is the
development of the PtC Formula, the 7-step PtC method, and the Power through Collaboration books, which give you:

√  Game­changing insight into the psychological foundation that underpins and enables all successful collaboration.

√  Transformational understanding of what collaboration really is, and is not. 

√  Decisive capability to use the Power through Collaboration Formula and 7-step methodology to master collaboration challenges and solutions.

If you are new to the Power through Collaboration model, the book Power through Collaboration: The Formula for Success in Challenging Situations is

a straight-forward read and a good place to start.  It provides an overview and intro to the advanced book Power through Collaboration: When to

Collaborate, Negotiate, or Dominate! which is a 7-step guide for collaborating in complex, frustratingly difficult, and challenging situations.

Your thoughts and feedback about my books are welcomed, valued, and appreciated.  You can get further information and read new reviews at:

www.powerthroughcollaboration.com.
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