
Four Social Styles 
In the 1960s Dr. David W Merrill and Roger Reid researched Social Styles.  They identified four key 
styles.  Although these are presented separately, each of us use some of each style but we do have 
our preferred style and this is the main foundation of our influencing skills.   

 
Remember to use the style preferred by the person you wish to influence.  
 
 

When communicating with the four styles, remember: 
 
Analytical  Driver 
 Be systematic, thorough, deliberate, and 

precise  
 Be prepared to answer many “how” 

questions  
 Provide analysis and facts  
 Don’t get too personal  
 Recognize and acknowledge the need to be   

accurate and logical  
 Don’t rush unnecessarily  
 Expect to repeat yourself  
 Allow time for evaluation  
 Use lots of evidence  
 Compliment the precision and accuracy of 

the completed work 

 

 Focus on the task  
 Talk about expected results  
 Be business-like and factual  
 Provide concise, precise, and organized 

information  
 Discuss and answer “what” questions  
 Argue facts, not feelings  
 Don’t waste time  
 Don’t argue details  
 Provide options  

 

Amiable Expressive 
 Be relaxed and agreeable  
 Maintain the status quo  
 Be logical and systematic  
 Create a plan with written guidelines  
 Be prepared to answer “why” questions  
 Be predictable  
 Agree clearly and often  
 Use the word “we”  
 Don’t push  
 Don’t rush  
 Compliment him or her as a team player  
 Be a good listener 

 

 Focus on developing a relationship  
 Try to show how your ideas will improve his 

or her image  
 Be enthusiastic, open, and responsive  
 Relate to the need to share information, 

stories, and experience  
 Be forthcoming and willing to talk  
 Ask and answer “who” questions  

 Remember to be warm and approachable at 
all times 
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