
TO ACTION

A D R i V  A S S E S S M E N T  W O R K B O O K  
A N D  I N T E R P R E TAT I O N  G U I D E

H I L E  R U T L E D G E



Why did you come 
to today’s session?



• Compliance—I was told to come, and I like following the rules

• Alignment

• Growth

• Collaboration

• Enjoyment

Common drivers to this kind of session



Behavior 

Behavior is what you do, what you say, the choices you 
make & how you present yourself & show up in the 
world

• You show up as friendly and help me
• You actively work against me
• You fight me
• You show regret and say, “I’m sorry.”



Behavior is what you do, what you say, the choices you 
make & how you present yourself & show up in the 
world

Many tools and learning & development models are 
constructed to highlight, access, understand—and even 
predict people’s behavior—what we each do.

Behavior 



Motive refers to the conscious (or unconscious) need that drives 
what you do–why you said that or made that choice & what 
caused you to show up in the world that way

• Why are you helping me?
• Why are you working against me?
• Why are you fighting me?
• Why are you saying, “I’m sorry,” and are you—really?

Motive 



Motive refers to the conscious (or unconscious) need that drives 
what you do–why you said that or made that choice & what 
caused you to show up in the world that way

Really understanding someone—and more practically, being 
able to predict their behavior—requires you to know not just 
what they are doing, but why—those needs, values and deeply 
rooted habits that are driving their behavioral choices.

Motive 



The DRiV is a unique and 
well-researched tool for 
individuals, leaders,          
teams, and systems             
that gives us access             
and an actionable        
approach to the       
powerful forces beneath 
our behavior—what drives 
and drains us.

Meet the DRiV 



Let’s look at your 
results….

DRIV Report, pg. 11
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IMPACT

DRiV Scores
 Each driver within this assessment has its own score
 The scores range from 0 to 100 and should be read as 

percentiles—the percentage of the population that scored 
LOWER than you did

 No matter where you scored on each scale, there are 
interesting and useful insights that await you with your 
DRiV report

 A quintile approach to these scores is most helpful
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IMPACT

DRiV Scores—80 to 100

 This is something that drives you urgently and consistently
 You always want to do this—and usually do

 The world around you associates this driver with you
 It is possible for you to resist this driver, but you rarely do
 You likely have developed skills and strengths in this 

area, and you likely—at times—over-engage this drive 
and let it eclipse other behavioral options
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IMPACT

DRiV Scores—60 to 79

 This is something that drives you more often than not
 You are commonly energized by this 

 You are driven this way so commonly that the world 
around you is not surprised when you do this

 You can and do—at times—resist doing this
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IMPACT

DRiV Scores—40 to 59

 This is something that situationally drives you
 You are ambivalent about this—sometimes yes, sometimes no 

 Your mid-range score can look flexible
 Your mid-range score can also look like indifference 

and/or inconsistency
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DRiV Scores—20 to 39

 This is something that drains and tends to frustrate you 
 You avoid this more often than not

 The world around you is not accustomed to seeing and 
hearing you do this

 You can and do—at times—do this, but you tend not to
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IMPACT

DRiV Scores—0 to 19

 This is something that drains you greatly and consistently
 You actively work to avoid doing this—even when it would be 

          appropriate and helpful

 The world around you is surprised when you do this
 You tend to find it irritating when people around you act 

on and demonstrate this driver
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CHARISMA
The drive to inspire and influence others, to persuade them through displays of 
energy and emotion

STAYING BEHIND 
THE SCENES

INSPIRING, INFLUENCING, AND 
ENERGIZING OTHERS

Driven to be seen & heard & to 
be regarded as a dynamic & 
influential person

You see no value in using your presence 
or personality to influence others
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IMPACT

CHARISMA
The drive to inspire and influence others, to persuade them through displays of 
energy and emotion

STAYING BEHIND 
THE SCENES

INSPIRING, INFLUENCING, AND 
ENERGIZING OTHERS

So, what does this driver 
look and sound like?



0 20 40 60 80 100

IMPACT

CHARISMA

If you engage 
Charisma more than 

others around you, you 
may be regarded as:

• Compelling & inspirational
• Bold & visible
• Loud—and perhaps overwhelming
• Intense, invested—sometimes overly so
• Obnoxious

The drive to inspire and influence others, to persuade them through displays of 
energy and emotion

STAYING BEHIND 
THE SCENES

INSPIRING, INFLUENCING, AND 
ENERGIZING OTHERS
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CHARISMA

If Charisma is 
something you tend to 
oppose or avoid, you 
may be regarded as:

• Quiet & unassuming
• Anonymous
• Followers
• Timid & perhaps even boring
• Uncommitted & vacillating

The drive to inspire and influence others, to persuade them through displays of 
energy and emotion

STAYING BEHIND 
THE SCENES

INSPIRING, INFLUENCING, AND 
ENERGIZING OTHERS



DRiV to Action pages 4 & 5DRiV to Action Workbook



DRiV Model



DRiV MODEL

INSIGHT
• Creativity
• Growth
• Wisdom
• Compliance



DRiV MODEL

CONNECTION
• Collaboration
• Inclusion
• Rapport
• Autonomy



DRiV MODEL

HARMONY
• Honesty
• Forgiveness
• Service
• Authority
• Competition
• Personal Wealth
• Status



DRiV MODEL

PRODUCTIVITY
• Alignment
• Excellence
• Persistence
• Enjoyment



DRiV MODEL

MEANING
• Authenticity
• Legacy
• Purpose
• Recognition



What questions 
do you have?



• Share with your colleague the top drivers and drainers that you 
are most interested in (and willing to share)

• What drivers most help you—and in what ways might they limit 
you or your effectiveness in your professional role?

• What drainers do you actually need doing this work and/or in this 
role—at least from time to time?

Peer Coaching—Goal setting



Leveraging

A DRiV to Action—Activity



So, how can you 
elicit an action 
from someone 
who finds that 
behavior draining?

•Honesty
•Forgiveness
•Service
•Authority
•Competition
•Personal Wealth
•Status



So, how can you 
elicit an action 
from someone 
who finds that 
behavior draining?

•Honesty
•Forgiveness
•Service
•Authority
•Competition
•Personal Wealth
•Status
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HARMONY

• Grounded, salt of the earth
• Humble and socially conscious
• Lacking in status, class, or connections
• Weak, lacking self-confidence
• Poor

• A team-player
• A good “company-person” or “loyal soldier”
• Unclear or wishy-washy
• Weak-willed, mousy & a push-over
• Spineless and unwilling to take charge even when appropriate

Low Authority & Status

Low Authority

Low Status



So, what drivers 
can I call on to 
help me access 
Authority & 
Status—at least 
for the day?

•Honesty
•Forgiveness
•Service
•Authority
•Competition
•Personal Wealth
•Status



Wisdom: The drive to be and be 
regarded as the expert—the go-
to for insight on any given subject 
may require me to present 
myself in a way that most helps 
my clients see and accept me as 
an expert

Leveraging Other Drivers Toward 
Authority & Status



Inclusion and/or Rapport: The 
drive to care about my clients 
and make them feel safe and 
comfortable in the learning 
environment I create—and for 
them to like and trust me—these 
needs could get me to lean into 
more Authority and Atatus than I 
would otherwise be comfortable 
with

Leveraging Other Drivers Toward 
Authority & Status



Service: The drive to step out of 
my own concerns to help others 
and to meet their needs could 
convince me to overlook my 
discomfort with Authority and 
Status and to meet my clients 
where they were

Leveraging Other Drivers Toward 
Authority & Status



Commercial Focus: The drive to 
pay attention to and work toward 
the health and benefit of the 
company means I can and should 
do whatever the client wants and 
needs—regardless of my 
personal thoughts and feelings.

Leveraging Other Drivers Toward 
Authority & Status
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