


Excerpt from The God Kind of 
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Chapter 08 – The Right Person for 
Every Job 

How do you choose who you should employ for which job? Do 
you employ the ladies who are pretty, who have blonde hair 
and the right curves? If you just go for that you could be in 
trouble. Some of them are known as ‘dumb blondes’. Okay 
I’m only kidding. I love blondes.  

How do you choose the right people to be on the staff of your 
business boat? You need some knowledge of temperaments. 
We can’t get away from temperaments can we? So I want to 
give you a breakdown now from the knowledge that we have 
already built of temperaments.  

I trust that by now you should have understood the 
temperaments. If you haven’t, stop right now and go and 
review the teaching on temperaments. I’m going to show you 
here what kind of person to look for, for each different kind of 
staff member that you will need in your business.  

Each Temperament has Good Qualities  

Let’s look firstly at the temperamental considerations and see 
what each of the four temperaments is good at. This is a 
generalization and I will give you more detail shortly. But in a 
general sense, each of the four temperament types has a 
particular skill more than the others.  

The expressive temperament always makes the best sales 
staff. You can fight this one as much as you like but there is 
no doubt about it. The best sales staff are always the 
expressives.  

Your analytical always makes the best admin staff. I’ll explain 
to you shortly why this is the case.  
The amiable always makes your best customer support staff, 
and the driver always makes your best production staff. I’ll 
explain each of these as we go on.  



It is important that when you put together your crew, they 
work together as a team as I already said. You need team 
spirit and team operation. They need to work together, not as 
multiple people, but as one person.  

To do that you will have to match their strengths and their 
weaknesses together. This is the wonderful thing about 
temperaments. I showed you earlier that each one has 
specific strengths and specific weaknesses.  

Flow Together as One 

And so when you choose your staff members or your team, 
make sure that they are well matched together, so that all the 
weaknesses are covered and all the strengths are highly 
magnified and amplified.  

Each person must know what their responsibility is. You need 
to make it very clear to each person what their job entails, 
what they are responsible for and what you expect from 
them.  

And then each person must identify what role the other team 
members play, so that they know where they fit and where 
everybody else fits. Eventually the picture becomes very clear 
as to where each person slots into this puzzle. And if you put 
the puzzle together, you have a perfect picture.  

That is the perfect work team, each one knowing their role, 
and each one identifying and recognizing the roles of those 
that they are working with.  

The Four Teams of Business 

I want to look now at the four main teams that you will need 
in most businesses. Some businesses may not require all of 
these teams to the same degree. But generally every business 
requires these four main functions, and each of them will 
require a special sales or admin team.  

If you are a small business you may have one of each of 
these. And each of these teams believe it or not is a different 
one of the temperaments.  

As I covered in the four different functions of each of the 
temperaments, you could get away with a minimum of four 



staff members. If you did that and put them together well, 
you would have a perfect work team.  

Normally though you will have more than that. And so if you 
have each of these categories you’ll probably have a group of 
people working in each of these teams.  

The Sales Team 

So let’s start then with the sales team. As I said before, 
expressives make the best sales personnel.  

But from our knowledge of temperaments you will remember 
that nobody remains one single temperament. You always 
tend to lean one way or the other and are very seldom the 
opposite temperament.  

And so the expressive temperament can at times lean to 
amiable, and at other times he will lean to driver. And each of 
these different types of expressives function in different ways 
in the sales team.  

Why do expressives make good sales staff? It is because they 
thrive on excitement and on goals. They’re excited about the 
product and excited about getting out and selling to people.  

They have the challenge of going out and getting big sales 
and building the company. You can really motivate them. Then 
they will go out and motivate everybody else. That is why 
they make such good sales staff. 
  
Driver Expressives for Prospecting 

The driver oriented expressive is your best person to do all 
the prospecting and going and breaking the ice. 
  
As I covered in the Stairs of Selling book, drivers have a very 
low call resistance. They don’t have a problem getting rebuffs 
and people saying no. So drivers make very good prospectors. 
  
And amongst your sales team the driver will be the sales 
manager. Drivers make excellent managers. So your 
expressive drivers will be your managers and your 
prospectors.  



Amiable Expressives for Sales 

Your amiable oriented expressives are your best sales book.  
They go out there, and because they are amiable they win the 
people over. They make people feel comfortable and get them 
all excited. You see they are primarily expressive but they 
lean towards amiable.  

Those make your best sales representatives. They go out 
there and they sell your product and your company.  
The one temperament you must avoid on your sales team is 
the analytical. Don’t ever put an analyticals on the sales 
team.  

Analyticals are the total opposite of everything that 
expressives stand for. By all means employ an amiable 
expressive or a driver expressive, but avoid the analytical as 
much as possible.  

If you do that you will build a very good sales team. The sales 
in the business will flourish, things will grow and you will get 
lots of income.  

Analyticals for the Admin Team 

We come now to the admin team. They are the people who do 
all the regular humdrum paperwork; the routine work that has 
to be done every day. They call it the ‘red tape’ stuff.  

Who is the best temperament for this? This is mostly the 
analyticals. Analyticals make the best admin staff. Do you 
know why? It is because they thrive on routine work and 
regular schedules. Tell an analytical that he starts at 8 o’clock 
and ends at 4:30 and he is fine.  

Don’t let him decide when or how he is going to work. You set 
the schedule for him. You give him his pile of work on his desk 
and your analytical will sit and work steadily, faithfully day 
after day, week after week, month after month – at the same 
desk in the same corner in the same officer. And he will be 
quite happy. 
  
Analyticals don’t need or want change. They say, “Let’s just 
find a nice, comfortable way of doing it and then keep doing it 
over and over again - and do it for the rest of our lives.” 
That is your analytical – the perfect admin staff. 



  
Now we have two kinds of analyticals. We have analyticals 
who swing to driver, and we have analyticals who swing to 
amiable. And each of these makes different kinds of admin 
staff.  

Driver Analyticals for Supervisors 

If you want your admin supervisors, take the driver 
analyticals. They are the best supervisors of your admin staff. 
They will pull them together and make sure the job is done 
perfectly. That is the wonderful thing about putting analyticals 
into your admin staff because the job will be done perfectly. 
  
It may take a while for it to get done because they want it 
done too perfectly. That’s why you need some driver oriented 
analyticals to give a bit of push and say, “We’re running out of 
time. Let’s get it done now - and get it done right.” 
Amiable Analyticals for Clerks 

The amiable oriented analyticals are the ones who make the 
best clerks. They are nice people. They sit down and do their 
job. They are basically analytical but they are also friendly 
and faithful. You can rely on them just to work on and on all 
the time.  

Who do you never employ as admin staff? Expressives of 
course. This is because expressives get bored with routine 
work.  

Don’t ever give an expressive a routine job and tell him that 
he must do the same thing day after day. He will get bored to 
tears because he thrives on exciting new challenges, not 
boring admin work.  

Amiables for the Support Team 

Now we come to the support team. Your support team is 
made up of mostly amiables. This is because they thrive on 
people involvement.  

Amiables love working with people. And when you work in 
support it is always with people. You are working with 
customers who have already bought something. You are 
working with the public all the time.  



Amiables thrive on that. Give an amiable a job to sit on the 
phone all day speaking to customers, handling queries, 
answering questions and dealing with problems and they love 
it. It makes them feel good.  

They say, “I helped that person with his problem. I helped her 
overcome her difficulty. Isn’t it wonderful? I feel so good 
about myself today. I did such a wonderful job.” 
Amiables can swing to analytical and they can swing to 
expressive.  

Analytical Amiables for Technical Support 

What do you do with the analytical amiables? They are the 
best technical support staff. They are the ones you send out 
after you have sold a product.  

They go and tune it up, and tell the person how to use it and 
help them with any problems. They show them why it went 
wrong and how to correct it. The analytical amiable thrives on 
helping people run their products correctly.  

Expressive Amiables for Customer Support 

Then we get the expressive amiable who just loves being with 
people. He loves dealing with the customers and creating 
good customer satisfaction; motivating the customers and 
keeping them happy.  

Actually he produces more sales for you, because happy 
customers come back to buy again and again. If you are going 
to put somebody on customer support to deal with your 
customers as a public relations officer, pick an expressive 
amiable. They are the best person for it.  

If you want somebody to go out and do technical follow up, 
then an analytical amiable is the best.  

Who do you avoid in the support team? It is the drivers of 
course because they don’t like people. They don’t care about 
them.  

They would say something like, “What’s the matter with you, 
you stupid idiot? Why couldn’t you use our product? Can’t you 
read?” 



Don’t ever put a driver in on customer support. You’ll lose 
your customers.  

Drivers for the Production Team 

The final very important team is your production team. They 
are the people who produce your products or your service; 
whatever it is that you are doing. 
  
They are the ones who originate the actual business that you 
are doing, whether it be sourcing new products, being the 
buyers and bringing the stuff in. Or it could involve actually 
manufacturing the products. Whatever is involved, they are 
the producers.  

Who makes the best producer? The driver does. Drivers are 
work oriented and they thrive on work orientation. They will 
get in there and produce and produce.  

Drivers can also swing one of two ways. They can swing to 
analytical or they can swing to expressive. And each of these 
once again has a different function.  

Analytical Drivers for Research 

The analytical driver makes your best researcher and tester. 
Get the analytical driver in researching the product and 
finding out what needs to get done. Find out what has always 
worked in the past and what is the best way to do things.  

They will analyze it, research it, examine it and tell you what 
you should do, what you shouldn’t do and how to go about it. 
Just don’t make an analytical actually do the job. But this is 
fine because these are drivers. So an analytical driver will do 
the job and do it very well.  

Expressive Drivers for New Products 

How about your expressive driver? This is the person who will 
originate new products for you.  

The expressive driver comes up with new ideas and 
originations. The expressive is a very creative temperament, 
so you add the expressive temperament to the driver 
temperament and you have somebody who comes up with 
new ideas.  



He will get in there and produce a whole new product and say, 
“Give this a try. I think this will work.” 

“Why don’t you try this? I think this is a brilliant idea. I think 
we should produce this new product and start selling it 
because it has a real market. People out there really like this 
kind of thing so we should give it a try.” 

These are your production people. They are drivers who are 
totally work oriented. You can rely on them to push beyond 
what is required of them.  

Employ the Right People 

And so as you come to employ your staff you need to look at 
these four main areas. And when you interview somebody for 
a job, make sure you know how to assess their temperament. 
Make sure that you know what their basic temperament is, 
and see which way they tend to swing before you employ that 
person.  

Don’t ever try to employ a person in a job that is totally 
unsuited to them. They will end up unhappy in the job and 
you will not get from them your money’s worth of what you 
are paying them for.  

But match the right person to the right job or situation, and 
you will have a well oiled piece of machinery working together. 
Each employee will be totally happy with their job, and you 
will get from them what you employed them to do.  

The company will grow and expands. Your finances will 
increases and you will grow wealthy. Everybody will be happy, 
so choose your crew correctly. 


