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Values drive our passions

Successful business people and companies have learned that an understanding
of values is no longer just the concern of the home or church. Your interests and
values determine your passions in life, and if they’re thwarted or unfulfilled at work
you won't be happy with your job or career.

This begins a series of columns looking at values and how they determine what
we do and why.

In 1928, psychologist Eduard Spranger wrote a book entitled, “The Types of
Men.” If written today, he'd probably call it "The Types of People,” so we can forgive
him for his “ignore-ance” of women. Spranger identified six worldviews or attitudes
that determine what people believe is important in life.

Since the 1980’s Bill Bonnstetter, President of Target Training International, has
developed, validated and improved the Personal Interests, Attitudes, and Values
assessment used in business - based on Spranger’s work. He says Spranger’s
research “is some of the most powerful information on the understanding of humans
that has ever been done.”

Steven Covey says, "We see the world not as it is, but as we are.” Our
attitudes determine how we value (positive) or judge (negative) the issues and
people in our lives.

At Coach U, we believe that when you're feeling satisfied your needs are being
met and when you're feeling fulfilled your values are being met.

So what are your values? What are the passions that lead you to action and
determine what you do with your life?

The six attitudes developed by Spranger and Bonnstetter are: Theoretical,
Utilitarian, Aesthetic, Social, Individualistic, and Traditional.

Your top two are your passions, numbers three and four are situational, and
you will tend to have an indifferent or negative attitude toward people who are high
in those you rank as numbers five and six.

I believe our most serious conflicts between people are the result of values
differences. Just look at the rancor between those who identify themselves as liberal
or conservative, for example. A deep understanding of values can most definitely
improve our relationships with the people we work, live, and associate with if we're
willing to gain that understanding and show unconditional positive regard for others.

The Six Attitudes

Here’s a brief explanation of the six attitudes. We’ll look at each in more depth
in future columns.

eTheoretical. If this is your highest value, you have a passion for knowledge -
knowledge for its own sake. Your goal is discovery of truth and you believe



everything must be rationally justified. The inability to know, learn, and discover will
be stressful for you.

eUtilitarian. Your goal is utility and what is useful. You are practical and will
maximize your assets. Your passion is a return on investment of your time, talent, or
resources. Not getting that ROI will stress you.

eAesthetic. Your goal is to experience your inner vision. Your passions are
beauty, balance, form, and harmony in all aspects of life. Anything that disturbs that
balance will cause you stress.

eSocial. This means humanitarian, not sociable. You believe service to others
is the highest calling in life. You are compassionate and want to eliminate conflict in
the world. Insensitive and individualistic behavior in others is stressful for you.

eIndividualistic. You are driven to use power and position to achieve your
goals and advance your causes. Your passion is to control your own destiny and the
destiny of others. Therefore, loss of power or position is stressful for you.

eTraditional. Your goal is to search for and find the highest meaning in life.
Your quest is a system for living. You believe in a higher order of life and consider
yourself highly religious or spiritual. Opposition to your beliefs is a stressor for you.

We may differ widely with the values of the people in our homes and
workplaces. Of these six values, my brother and I are close in only two. One of my
highest is his lowest and vice versa. These values differences do cause us some
conflict at times, but since we love and respect each other, we can usually avoid
serious differences. That and the fact he’s presently living in India!

Imagine people with opposite values as business partners. Their differences
will inevitably cause conflict for the company and its employees. An understanding of
values can explain why the members of an executive team are at odds when making
decisions and can help them develop more tolerance for each other’s views. That
can lead to more harmonious and effective decision-making.

Next time we’ll examine the High Theoretical value to better understand and
appreciate those who are always buried in a book.

For a free report that can help you determine your highest values, send an
email with the words “Values Report” in the subject line.
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Understanding the High Theoretical value

Many of our conflicts between the people we work and live with are caused by
differences in values - opposing worldviews. It's important to know your values
because if they're unfulfilled in the work you’ve chosen, you will be unhappy with
your job or career. If you want to have a fulfilling life, your values must be realized
and your goals based on them.

The six values or attitudes we're going to examine in this series of columns
were first defined by psychologist Eduard Spranger in his book The Types of People,
written in 1928.

Your top two are your passions. They are what drive you; they explain much
about the way you feel about life and why you take the actions you do. Indeed, the
career you’'ve chosen may be a result of your highest values.

In this column, we’ll gain an understanding of the High Theoretical value. If
you're high in this value much of this will resonate with you. If you’re low in the
Theoretical value, you will better understand why you may have trouble
understanding those who seem to be obsessed with knowledge and learning - the
“perpetual students” in your life. The ones you can never beat at Trivial Pursuit.

The passion of those whose highest value is the Theoretical is knowledge,
knowledge for it's own sake. Their motto could be as Francis Bacon said,
“Knowledge is power.” Their primary drive is the discovery of truth and they believe
as Alexander Pope did that “a little learning is a dangerous thing.”

Very High Theoretical people are left-brained, believing strongly in the cognitive
process. They are excellent at solving problems, asking pertinent questions, and
formulating theories. They usually have a broad range of interests and read both
fiction and non-fiction voraciously. They have an insatiable intellectual curiosity and
they value the orderly systematization of acquired knowledge.

They tend to be uncomfortable around people who make de cisions based on
their feelings and intuition, as they believe everything must be rationally justified.
Situations that don‘t allow them to learn, know, or discover will be stressful.

Those who are low in the Theoretical value don’t shun knowledge. The main
difference between the two is that those low in the Theoretical value will want to
gain as much knowledge as they can about subjects in which they are vitally
interested, knowledge they can use rather than just have. Those high in this value
are curious about virtually everything.

So, while those with a high Theoretical value are intellectual and often have
above average intelligence, they also have some limiting tendencies. If you're high in
this value you may tend to be impractical, the stereotypical “absent-minded
professor” type. You may appear to be an intellectual snob to those who are low in
this value. And you'll be likely to conflict with those whose nature is emotional.

So how do you manage and motivate those with the High Theoretical va lue?
Give them research projects, involve them in problem-solving discussions, let them



solve a mystery. Be content to let them discover truth and have someone with a
more practical nature apply it.
To communicate powerfully with those who have this val ue:
R Focus on the discovery of knowledge
R Focus on problem solving
R Focus on facts and research, not application

Next time we’ll look at the High Utilitarian value to better understand and
appreciate these practical people who focus on getting results in the most expedient
way.

For a free report that can help you determine your highest values in these and
other areas, send an email with the words “Values Program” in the subject line.
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