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I devoted the last ten years to the writing of this book. 

I have made it as a FREE Resource so that you may benefit from 
the insights. Please observe the following fair usage:

• Acknowledge the content is from the author and inform 
me if you are going to quote part(s) of the book

• Do not interpret profile results or content of the book if 
you are not accreditated

• Do not circulate this ebook without permission
• Direct downloads back to the designated website because 

I tend to make improvement(s) to the content

I hope you will benefit from the content of this book and an 
awakening to your personal self.

- Jace Tan



Praise for 
‘WHAT’S YOUR BLIND SPOT?’

“Hi Jace
 
	 Your	book	was	really	 insightful.	 I	 thoroughly	enjoyed	reading	it	and	finished	

reading it in one seating.
 
 I’m quite fascinated how you’ve expounded each point very systematically 

and precise in their given perspectives.”
 

- Anthony Raj

“I have personally used the IDENTI3® tools for counselling, therapy as well as 
coaching.  

 I am happy that Jace has written a book on it to enable all to have insights to 
what the tool is about and how it can be applied in one’s personal mastery.” 

- Rosemary Phan

“I have experienced IDENTI3® in the team building providing by my company. 
This book provides an deeper insight to what was taught and what we should 
do on an individual level. I am taking my journey of self-awareness two steps 
further with this book. Highly recommended for anyone who wants to grow on 
a professional level.”

- Cindy Leong 

“This book is amazing. It transforms my mindset about what personal 
development can be. All this time that we look to Gurus hyped up in media 
where	there	is	plenty	of	fireworks	but	no	substance.	Jace	has	provided	us	a	
simple yet powerful insight of how our own behaviors can make or break us. 
Thank you for this book, Jace.” 

- Spencer Wong



“I would say that transformational is an understatement. This book (and the 
profiling)	blows	your	mind	out	of	 the	water.	For	a	person	who	reads	widely,	
who could have known that our blind spots are right under our feet! Thank you 
to Master Trainer, Jace, for pointing this out. I feel that I have been brought 
out of my cave”

 
- Roland Lim

“This is a simple book but highlights what we overlook easily - our blind spot. 
While the whole world has been going crazy over different management 
trends over the last decade, something as simple and important as our blind 
spot make a world of difference. Jace Tan, has hit the nail on the head with this 
powerful	book	which	 I	 recommend	reading,	doing	the	profiling	test,	before	
anything else.” 

- Sharon Lim 

“I met Jace in 2015 and received coaching from him periodically. Through this 
book, Jace has managed to sum up what is crucial Win a 30 minute read. This 
book forms the foundation and I look forward in more of his ideas in time to 
come.”

- Kay Seng 

“Jace is a soft-spoken person who prefers most of the time to hide in the 
shadows but he has made known his brillance and perspective through his 
books. ‘What’s Your Blind Spot’ is a life-changing book when coupled with the 
profiling	he	always	talk	about.	If	you	attend	any	of	his	talks,	team	building	or	
his coaching, you will see how the importance of uncovering your blind spot 
can do wonders for you.” 

- Khim Hoe, Lim

“Vision for the blind”

- Kumar Stevens

“A well-written book for personal development.” 

- Adi Rahmat



Foreword 

There are many books and articles written on blind spots but these are 

mostly on cognitive blind spots (biasness on a certain subject or a fixated 

way of thinking). 

Behavorial blind spots, which are contrued by our personality, overlaps with 

cognitive blind spots because the way we think leads to how we behave. 

However little is known because of the lack of insights and practioners in this 

area. 

Most psychometric instruments are designed to pick up the obvious, so it 

misses out on the unobvious - your blind spots. IDENTI3® profiling tool is 

designed in such a different way that it picks up both your Strengths and 

exposes where you neglect - the cause of your failure. It is an underrated 

tool with big benefits to those who are willing to embrace it’s results.

Over the past sixteen years, I have built a career that few can match. I 

have  guided more than 15,000 people in their life, career and relationship 

challenges. I want to share with you that real people succeed in their goals 

because they are aware of their blind spots.

The purpose of this book is to act as a reading supplement to workshops 

conducted by IDENTI3® and it’s certified coaches and trainers. It enhances 

your understanding of your IDENTI3® results. This book is not a substitute 

for professional advice and at some point of your time, talking to someone 

certified will make a deep difference. 



IDENTI3® is a trademark of IDENTI3® International Pte Ltd and 

should be used only with permission.

IDENTI3® Profiling, a proprietary questionnaire of 

IDENTI3 International Pte Ltd, is also not part of this book. But since you 

already have a copy of this book why not complete your profile (if you have not 

already done so) and understand why thousands of people are so excited about 

discovering their behavioral blind spots.

- Jace Tan
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- Chapter 1 - 

Is your blind spot the stumbling block to your Success?

Since 2004, I have directed more than 15,000 people towards achieving 

their career and relationship success. Today, I work with Chief Executive 

Officers and Senior Leaders from a wide spectrum. My talents are in 

identifying people, building strong cohesive teams and capable leaders. 

Things, however, were not always so smooth sailing. 

I came from a humble beginning. I lived in a small house with my sibling 

and parents. We even had to rent parts of it to strangers. We had thin slices 

of bread for breakfasts and porridge for lunch. My parents had 2 jobs so that 

we can have enough. My older brother and I were left to fend on our own. 

While he had a better time fitting in with the system, I did not. 

I had a huge problem getting along because, I saw things differently. 
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Because I saw things differently, I did things differently. 

Life was painful and nobody could explained why.

My memories of elementary and secondary school were blurred. I 

managed to scrap through them and got into polytechnic. While I excelled 

in it, my relationships with people did not. I did not understand why I was 

ostracized. 

When I went into the working world, I went through many jobs and 

struggled to keep them.  I started two businesses and failed miserably in 

both. 

In darkest of self-doubts and misery, I came across this quote by 

Leonardo Da Vinci, 

“One can have no smaller or greater mastery, 
than the mastery of oneself”

- Leonardo Da Vinci
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I was taken aback. To have someone of the stature and historical 

importance as Leonardo Da Vinci stating this over 500 years ago really got 

me thinking. 

I tried to recollect what I knew about him apart from the image of the 

boundless genius painter we all knew. Finding that I did not know much, I 

decided to educate myself more to see if I can glimpse why he held such high 

beliefs about the importance of self-mastery. I would find that his life is a 

stunning example of how our blind spot can affect us.

You see, for all of Leonardo’s genius and capacity to understand and 

excel at virtually anything he applies himself to (he is the greatest polymath in 

human history), he was not very successful in his chosen career – painting. 

This is clearly evidenced in the fact that he has less than 30 works 

credited to him compared to some 180 works attributed to Michelangelo 

and some 190 works attributed to Raphael – the two other great Renaissance 

artists of Leonardo’s lifetime.
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 Leonardo had problems focusing his genius to become more 

productive. Often after starting a project, he would lose interest and abandon 

the project. At times also, he would just get caught up in a new phenomenon 

that was interesting to him and forget about the paying job he had on hand. 

As a result, the vast majority of his works were left uncompleted or was 

later completed by other artists. The 16th century artist biographer, Giorgio 

Vasari spoke of Leonardo saying, 

“In erudition and letters he would have distinguished 

himself,	if	he	had	not	been	variable	and	unstable.	For	he	set	

himself to learn many things, and when he had begun them gave 

them up.”

It seemed like Leonardo never managed to master himself as he grew 

older. His failure to understand and manage himself, as well as its had 

consequential detrimental effects to his prolificacy appears to be why he 

regarded self-mastery as the most important kind of mastery to be achieved. 

He would later bemoan his lack of success later in life lamenting how he 

never “finished any work”. 
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Think about it for a moment: The mighty Leonardo who excelled in 

music, math, geometry, architecture, anatomy and virtually anything he set 

his mind to, no matter how complex, was not aware of his blind spot, which 

prevented him to become more productive!  

Like Leonardo, many of us are trapped by our blind spots. What are blind 

spots? Blind spots are areas that you fail to see while people around you have 

a clear picture of what you can or should do.

Margaret is outstanding in whatever she does. She draws, 

sings, bakes, cooks, and she has started a few businesses with her 

friends. She also loves to share her knowledge.

 But when she starts talking, she does not stop! She will 

dominate the entire conversation and not slowing down for a 

single breath. People are overwhelmed by her endless chatter.  

 Margaret’s friends knows that Margaret need to stop talking 

and start listening but Margaret is too busy talking to hear what 

they are saying.
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What 
others 
know 

about you

Known to 
others

Unknown 
to others

Johari Window regards the ‘Blind Self ’ as the only blindspot. 
However I strongly believe that all areas marked in blue can be 

your blindspots.

The Johari Window

What you know about yourself

Known to self Unknown to self

Public Self

Information about 
me that I know and 

so do others

Blind Self 

Information about me 
that I do not know but 

others do

Private Self 

Information about 
me that I know but 

others do not

Unknown Self

Information about me 
that neither I nor others 

know

To find out about your blindspot, you first need to understand the 

Johari Window Model. In 1955, American psychologists Joseph Luft and 

Harry Ingham developed the Johari Window, consisting of 4 window panes 

representing 4 viewpoints respectively. It provides insight into the behaviour 

of yourself and others.
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The Public Self is about the behavior that you know and also observed by 

others. For example, you like the latest movie from Disney and rave about it 

excitedly to your colleagues. Everyone knows that you like it and they see the 

sparkle in your eye as you speak about the movie. 

Some people can speak freely to you about the information you share 

in your Public Self but some topics isn’t easy to acknowledge when you are 

confronted, especially by some others. For example, you are uncomfortable 

to speak about the Disney movie to the supervisor in your work place 

because you worry that he may find you childish. 

In the Private Self, you keep certain information to yourself and not 

share it with others. For example, you do not share with your colleagues that 

you spin music at a local disco after work as you regard this as private. Your 

Private Self may also be known only to a small inner circle of friends. For 

example, you may have a good colleague with whom you share this hobby, 

making it a subject for small chats.

The Unknown Self is what you don’t know about yourself and is not 

observed by others. This can mean the lack of awareness, information or 

exposure. 



WhatsYourBlindspot.com19

Your Blind Self is information about you that others know but you do 

not. Some examples of Blind Self are the frequent use of the same word, 

behavioral patterns or repeatedly making the same mistake at work due to 

certain personality traits. 

The Blind Self can also occur in the working environment. Someone can 

be unaware of the fact that his behaviors are odd. Others are aware of this 

and often are frustrated with it. If there’s no timely and constructive feedback 

given, this person will remain stuck in his old behavior and is likely to not work 

well with his colleagues.

Johari Window is very useful in introducing the concept of blind spots to 

many people. Unfortunately, the possibility of overlooking your blind spots 

is still quite high. This is because, like bacteria, you cannot see how your 

blind spot affects you.  

Julian looks like your guy-next-door and behaves like 

one. He loves comics, sports and computers. He is outgoing, 

unpretentious and helpful as a IT Support Engineer. Everyone 

loves him... until he speaks.Julian can make the most insensitive 

comments and thinks that everyone shares his sense of humor.
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While helping the Vice-President trouble shoot her 

emails problems, Julian remarked, “I wonder how did you get 

promoted?” 

 Julian was stagnant in his career for a very long time but he 

did not know why? Colleagues know that his emotional quotient 

(EQ)	is	his	blind	spot	but	Julian	does	not	think	so.

Like Julian, you tend to neglect what you cannot see and consequently, 

focus on what you can see - an approach which limits your chances 

of becoming successful.  Most people usually blame others and their 

environment for their failures. Few people take responsibility for their blind 

spots.

Confucius once said, learning from 

experience is the most painful way 

of learning wisdom. ”
“

While there are many literature written about cognitive blindspots, none 

has researched and written about behavioral blind spots. 

As a Coach, my job is to help you realise your behavorial blind spots. So 

what can you benefit from learning about them?
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If you are a student who wants a breakthrough in your study methods, 

learning about your blind spot can help you.

If you are looking for a job, knowing your blindspots, allows you to 

pinpoint a suitable job. Not just any other job, but one you are suited to excel 

in.

There are no perfect candidates around. If you are HR (Human Resource) 

personnel, knowing the blind spots of the people you hire, will help you train 

and coach them better. 

If you are in a leadership position, knowing your blind spots, will enable 

you to become a better leader. Knowing the blind spots of your team 

members - because you are only as strong as your weakest link - allow you to 

lead them towards the organization’s goal.

If you want to excel in your career or business, knowing your blind spots 

can help you get ahead. When you start to realize what needs to be done, 

when to say the right things and how to leverage on your personality, you get 

appreciated. In some cases, my workshop participants have increased their 

salary by 20% in 12 months. 
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And of course, we know true happiness is not measured solely by dollar 

and cents, so let us talk about your emotional bank.

If you are in a relationship or looking for one, how about having a more 

meaningful relationship with your loved ones? A relationship that has lesser 

conflicts and a greater appreciation of each other? Knowing your blind spot 

and that of your partner’s can help you build a lasting relationship.

Regardless if you have already made your first million or struggling to, 

already have a fulfilling relationship or currently single, in an ideal career or 

trying to find one, the purpose of this book is to help you find success by 

addressing the fundamental - your blind spot.
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- Chapter 2 - 

A scientific approach to reveal your blind spots

How do you gain self-awareness of your blind spot and eventually self-

mastery?

In the words of famous psychoanalyst, CG Jung, “He who looks outside, 

dreams; He who looks inside, awakes. Your visions will become clear only 

when you can look into your own heart”. 

Having been in the people development industry for close to two 

decades now, I concur with many top researchers in the field that Personality 

is the most powerful yet hidden force that enables or disables you. 

However not many psychometric instruments can tell you accurately of 

your behaviors. Unlike other tools, IDENTI3® reveals your blind spots that 

occur due to your personality and your lack of self-awareness. It reveals 

behaviors that are often obscured from some other personality tests.
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A case in point is an experience I had in 2005 when I 

conducted a preview of IDENTI3® for the Institute of Technical 

Education	(ITE),	an	education	institute	in	Singapore,	for	their	

student and staff development. 

During the interpretation of the results, a senior teacher, Mr. 

Wong, gestured me over to him and said, “I don’t entirely agree 

with your interpretation. You say that my weakness is I am less 

vocal	and	find	it	hard	to	express	myself.	But	what	you	have	said	

about me, is far from true. I always give people second chances. 

When they do not comply, that’s when I send them the lawyer’s 

letter!” 

One of his colleague said, “We only saw the lawyer’s letter!” 

Everyone agreed! 

Mr Wong did not realised that as a Teacher, he 
was low in Exposition. He always thought he had 
communicated his thoughts clearly and blamed 

others for his blindspot. 

While he was not aware of this himself, his 
colleagues of many years knew of his short 

comings. ”

“
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Another experience I had in my early career was a Senior 

Vice President of a company. Her position was one that required 

exceptional leadership skills with very little room for weakness. 

She looked the part - someone who embodies the leadership 

qualities necessary and clearly her head was in the right place as 

she was very passionate about her job and wanted to succeed in 

the role. 

The problem was she lacked key personality necessary for 

the	role.	Although	the	tool	affirmed	her	lack	of	abilities,	she	did	

not really consider the recommended changes necessary for 

her to perform in the role and went into a denial. She eventually 

under performed in the role and left the company not too long 

after our encounter.

The organization promoted the Vice President 
because she looked like someone who could 
lead many. Although the results affirmed her 
lack of Leadership traits, she did not want to 

admit it. She would eventually crumbled under 
pressure and leave the organization. 

The lack of personality profil ing was costly to 
both the staff and the organization. ”

“
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How can you avoid similar mistakes like the example I have given? 

To find out what powers your behavior and your blind spots, you will 

need your IDENTI3® results. If you do not have them, you can find out more 

on how to do so at www.WhatsYourBlindSpot.com.

IDENTI3® comes in three versions: the original IDENTI3®, the Perfect8® 

and a simplified version called Perfect Lite®. The original IDENTI3® and the 

Perfect8® is recommended if you are serious about discovering yourself and 

your blind spots.

IDENTI3® Perfect8® Perfect Lite®
Features Comprehensive Effective Efficient

Number of 
questions

20 forced-choice 8 forced-choice 8 forced-choice

Time to complete <15 mins <5 mins < 5mins

Inconsistency 
indicators

Yes No No

Number of traits 
measured

16 16 8

Number of IDENTI3 
Types shown

8 8 4

Validity Very High High Moderate
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The original IDENTI3® contains 20 questions with profile consistency 

indicators and is suited for recruitment selection or for coaching. The 

Perfect8® contains only 8 questions but does not come with profile 

consistency indicators. Both questionnaire will provide you with the sixteen 

traits measured in IDENTI3®. 

IDENTI3® offers a higher resolution and accuracy compared to the 

Perfect8® while the Perfect8® offers greater speed and ease-of-use with its 

reduced number of questions. Perfect Lite® is a simplified version of both, 

having only 8 questions but displaying limited information. It is good as a 

starter diagnostics. 

 All IDENTI3® results have 3 score zones - high, medium and low.  Persons 

with traits in the medium score zones are observed to display behaviors from 

both high and low scores depending on the context/situation. In a way, this 

person may flex his/her behavior traits accordingly.

Based on research, score zones for Tactfulness and Quality differ from the 

rest of the traits. This is shown clearly in IDENTI3® Original as it offers a higher 

resolution. 



WhatsYourBlindspot.com29

Graph 1 - The below is a sample of IDENTI3® (Original) Profiling result

IDENTI3® (Original) contains several layers of consistency filters 
and should be used for recruitment selection or coaching purposes 
as it offers a higher resolution and accuracy.
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Graph 2 - The below is a sample of IDENTI3® Perfect8® result 

Perfect8® is useful for high-trust environment where the need 
for profile consistency is not necessary. It is commonly used for team 
building where team members can learn and understand each other.
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Graph 3 - The below is a sample of IDENTI3® Perfect Lite® result 

Perfect Lite® displays limited information and is a good starter 
for people who want to get to know more about IDENTI3®. 
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On the Tactfulness scale, the average population scores 50 and below 

on the IDENTI3® Original. Scores between 55 to 65 starts to show some 

level of sophistication when they deal with people. Scores 70 and above are 

considered high. 

The high scores for Quality are between 90 to 100; median scores are 

between 75 to 85 and low scores are between 55 to 70. 

In Perfect8® and Perfect Lite®, the banding of the Tactfulness and Quality 

score are evenly distributed. This is due to the design of the questionnaire. 

More research is being done at the time of printing. 

When you interpret your scores, it is important to remember that a low 

score does not mean that it is bad or wrong. Neither does it mean that you 

are good when your score is high! The score range reflects a continuum on 

which opposing spectrum of the traits resides.

It is important to know that if you are not accredited, please do not 
interpret results for others! What you do or say may affect a person in ways 

you may not imagine! Please act responsibly!

This book also does not substitute professional advice. If you need help, 

please consult an accreditated IDENTI3® Coach. 
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Now, let’s find out what each trait means.

1. Thought - Are you conceptual or practical?

Many people mistakenly relate ‘Thought’ with a high IQ (intelligence 

quotient), but it is not. A person may be brilliant, but could also be scoring 

average or low in this trait.

When you have a high score in the ‘Thought’ trait, you put your 

imagination to work. You generate ideas readily and are fascinated by the 

limitless possibilities that each of them brings. You ‘see’ the potential and 

possibilities through your imagination! However, in the midst of doing so, you 

may neglect the practicality of these ideas in reality. In fact, you may believe 

that your contributions are very practical. Very often, you will envision things 

that have not yet happened. 

Conversely, when you have a low score in ‘Thought,’ your thought 

pattern favors practicality and functionality. You want ideas to be concrete 

and material. You look at what is real, rather than what is imaginary. You are 

aware of the resources available to you and how you must meet your goals 

with these available resources. 
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It is easy to assume that only people high in ‘Thoughts’ have ideas. In 

fact, people both high and lows in ‘Thought’ have ideas. But they exhibit 

different types of ideas. For example, people who are high in ‘Thought’ 

tend to look at problems by growing their imagination around it and finding 

solutions from their inner thoughts. In contrast, people, who are low in 

‘Thought’ tend to approach problems by trying to fix them. If they have to 

generate ideas, they may borrow or build on the ideas of others.  

High Thought versus Low Thought

We are familiar with Alexander Graham Bell, the ‘inventor’ of the modern 

telephone.   He presented the idea of the ‘telephone’ at the Philadelphia 

Exhibition in 1876. His ‘discovery’ of the telephone was through countless 

experiments conducted. However, he was not the only one who invented the 

telephone. In fact, someone else spoke about the telephone before Bell did 

and his name was Elisha Gray. 

Few have claimed that Gray was a genius. He did not seem obsessive, 

or to have routinely stayed up all night while in the grip of an idea, because, 

unlike Bell, he has never been the subject of a full-length biography. But, Gray 

was simply a very adept inventor. He was the inventor of some discoveries 

in the telegraph industry, including a self-adjusting relay that solved the 
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problem of circuits sticking open or shut, and a telegraph printer - a precursor 

of what was later called the Teletype machine.

Both Bell and Gray were trying to find a way to send more than one 

message at a time along a telegraph wire - which was then one of the central 

technological problems in those days. They had read the same essential 

sources - particularly the work of Philipp Reis, the German physicist who 

had come startlingly close to building a working telephone back in the early 

eighteen-sixties. While Bell approached it with his ‘high in Thought’ and 

countless experiments, Elisha Gray, being low in ‘Thought’, adapted from the 

existing work of others.

Eventually, both of them filed a notice with the Patent Office in 

Washington, D.C., on the same day - February 14, 1876. Bell went on to 

make telephones with the company that later became A. T. & T. Gray went 

on to make telephones in partnership with the Western Union and Thomas 

Edison. 

What about you? What is your score for ‘Thought’? Are you imaginative 

and conceptual like Bell or more level-headed and practical like Gray? One 

thing you can be sure is when people on the opposite spectrum of ‘Thought’ 

come together, you can be sure of a lengthy debate.
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2. ORGANIZATION - Are you systematic or spontaneous?

When it comes to accomplishing tasks, some people need to plan while 

others jump straight into it (if it is not too risky).

If you are higher in ‘Organization’, you tend to plan in great detail. You 

like things to be in the proper order. You need time to sort things out and 

have it all make sense to you. Being systematic and procedural in executing 

tasks, gives you confidence and you thrive in knowing what’s going to happen 

next in accordance with your plans. Sometimes, you falter when things do 

not go according to your plans or when you need to plan excessively. This 

statement is more likely to be true if your score for ‘Flexibility’ is not high too. 

When you have a low score for ‘Organization’, you tend to plan minimally 

or plan just enough to make the next step forward. You often spring to action 

because you do not have to follow a plan. You will ‘do it’ if the stakes are not 

high. The downside of this may be haphazard task execution or incoherent 

plans that results in duplicate work being done.

People high in ‘Organization’ (and low ‘Flexibility’) are mistaken as 
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difficult to work with. They need everything to fit into their plans and 

executed with exact clarity. High in ‘Organization’ is also mistaken for low 

‘Flexibility’ because of the need to have detailed plans and often these 

people are seen as ‘rigid’.

What is your score for ‘Organization’? What extent of planning do you 

perform before you undertake a task?

A person who is high in 

Organizing and low in Flexibility 

tends to be a risk-adverse. ”
“
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3. EXPOSITION - Are you expressive or reserved?

Have you observed that some people head straight to their tasks without 

speaking a word while some others need to chat first? People vary in their 

level of exposition when approaching situation or task.

Exposition refers to the ability to express yourself in 3 different aspect - 

Verbal, Written, and Psychomotor skills.

 If you are high in ‘Exposition’, you tend to express yourself with ease in 

one or all 3 aspects. You are often able to find the right words to describe 

your emotions or ideas precisely. Often, you excel in expressing your views 

either in writing or in discussions.

Conversely, if you are lower in ‘Exposition’, you find it hard to articulate 

or have a small range of vocabulary (descriptive words). Trying to speak to 

others may require tremendous energy from you. Because of this, you would 

rather complete a work yourself rather than to explain it. 

‘Exposition’ can cause a few behaviors that are misconstrued by others. 
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For example, those higher in ‘Exposition’ tend to behave in a charismatic 

manner, and they are often perceived as leaders. However, these individuals 

may have low Leading scores and are unlikely leaders in their personality 

traits. Following a charismatic person with low Leading personality trait can 

be detrimental.

Nonetheless, individuals lower on the Exposition scale, can and do 

express themselves, but not to the extent as those high in the scale. They 

may have a less descriptive language expressions and get tired if they have 

to speak for an extended period. Such individuals may also be mistaken as 

shy (low in Sociability), when in fact, they may be sociable and like to mingle 

around in big crowds. 

There are also people who are perceived as highly expressive when in 

fact their scores for this trait are low. They may have high scores in ‘Status’ or 

‘Leading’ and are mistaken as high in Exposition when they stand up to gain 

recognition for their presence. 

What is your score in ‘Exposition’? Has your behavior been mistaken for 

something else? 
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4. FLEXIBILITY - Are you flexible or do you seek clarity?

When attempting a task, some people jump straight into it while others 

need absolute clarity before they can proceed.

If you are high in ‘Flexibility’, you are accommodating to the unknowns of 

a task. In other words, you have high tolerance for ambiguity. Often you will 

jump straight in and ask questions later. While you may be quick to start, you 

may need to pause along the way to find out missing information. 

If you are low in ‘Flexibility,’ you have a need to know as much as 

possible. When the situation is unclear, or instruction is vague, you will want 

to find out more before taking the first step. If information is unavailable, then 

you may be slow to act or may even halt your actions. As you tend to clarify 

every single detail before you get started, you may embark on a project 

later than the individual who is high in ‘Flexibility,’ but you may not incur any 

unnecessary pauses along the way unless changes occur. 

In responding to ‘change’ or volatility, people who are high in ‘Flexibility’ 

adjust to changes far more readily than those who are lower in this trait. 
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Correlating ‘Flexibility’ with other corresponding traits can show a person’s 

ability to adapt to change. 

For example: An individual who is high in ‘Organizing’ and low in 

‘Flexibility’ tends to be a risk-averse person. Everything must follow a plan 

(high Organization) and have clarity (low Flexibility). The converse is true too. 

A person low in ‘Organizing’ and high in ‘Flexibility’ tends to be a risk-taker. 

He tends to accommodate unknowns (high in Flexibility) and does not have 

rigid plans that he has to follow (low Organization). 

The ‘Flexibility’ trait is often confused with some other traits e.g. high 

‘Flexibility’ is often misinterpreted as low ‘Organization’ trait. A person may 

be mistaken as less of a planner and jumps into a task, not because he 

does not have a plan but rather, he accommodates unknown readily (high 

Flexibility). On the other hand, a person who is low in ‘Flexibility’ may still 

take actions even if he is not a risk taker. When he is a faithful subordinate 

(low ‘Leading’ or high ‘Attachment’), the need for him to follow orders 

outweighs his need for clarity.  

What is your score on ‘Flexibility’? Do you need to have constant clarity 

or you welcome the unknowns?
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5. EFFORT - Do you work hard or do you seek alternatives to 
working hard?

When it comes to approaching ‘Work,’ some of us are conditioned to put 

in much more effort than others. Others tend to work smart by achieving the 

same goals but not over-straining themselves.

If you are high in ‘Effort’, you tend to put a lot of effort (into the work). 

You are diligent and is prepared to do things from the ground up, not 

skipping any of the steps but instead, focus on building a strong foundation. 

You feel accomplished when you complete a hard day’s work. However, you 

may overlook ways of performing tasks more efficiently. 

In contrast, when you are low in ‘Effort’, you find the means to achieve 

the same work with reduced number of steps. You may sometimes question 

if the work is even necessary? You often negotiate to reduce certain aspects 

of the work, reuse past work, or recycle the existing work to achieve the same 

work outcomes. But, in doing so, you may not fully experience and appreciate 

the finer details that contributes to a great piece of work done.

Hard Workers and Smart Workers differ in their approach to tasks. They 
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may admire and yet lament about each other’s approach.  Both work styles 

are necessary, one can learn something from the other. They can achieve 

greater efficiency if they collaborate.  Things move much more smoothly 

if smart employees can identify the best ways of working before the hard 

workers take over the tasks and complete them. A good team building 

facilitator or an experienced manager can bring the best out of a team by 

using this strategy. This approach is an important yet overlooked activity. 

If the hard workers identify the means of approaching the work, they 

will insist that everyone embarks on a laborious effort. When others refuse to 

abide, the hard workers will often find themselves working on the task back 

on their own. They may feel shortchanged or overworked. Conversely, smart 

workers may propose to take shortcuts to completing a task, which may not 

be agreeable with hard workers. In the end, smart workers may overlook key 

details/steps in the task and the work is not done to expectations.

As each of us work differently, imposing our ‘Effort’ traits onto others can 

cause us to have conflicts with a teammate or even our spouse.

What is your score on ‘Effort’? How effective and efficient are you and 

what do you compromise? 
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6. TIMELINESS - Are you punctual or relaxed when it comes to 
time? 

Cultures around the world have many views on and interpretations 

regarding ‘time’.

 

In East Africa, you might hear a person yell ‘pole kazi’ to a laborer by the 

side of the road, meaning ‘work slowly.’ In Trinidad people commonly say 

“Any time is Trinidad time.” And in the developed countries, of course, you 

can frequently hear utterances of “time is money”. From “time flies” to “I 

don’t have time for this”. 

In fact, life’s tempo, the pace at which we live, is directly correlated 

with health factors such as heart disease within a society. More importantly, 

the perceived slippage of time during a day or a week is likely one of your 

greatest causes of stress.

If you have a high score for Time, then Time is inelastic to you. It’s okay if 

a person is a little earlier, but they should not be later. A person high in ‘Time’ 

may suffer from anxiety over punctuality.
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On the other hand, people lower in ‘Time’ tend to overlook time. A 

12 pm appointment can mean thirty or more minutes past twelve. In my 

experience, I have waited for some people for more than 2 hours and they 

do not see it as a problem! People lower in ‘Time’ also have the tendency 

to work late into the night. During the day they may become so engrossed 

with their activities that time is overlooked.  They may claim that their time 

is robbed by others. Often, they compensate by staying late to meet the 

deadline for the next day. As a result, they come in later the next day and the 

vicious cycle continues. 

The definition of ‘Time’ can be confusing for our society. With the use of 

smartphones, we use it to update our meetings on the go. How many of you 

have texted a friend, “I’ll be there in 10 minutes” when you are running late? 

In this regard, do you consider yourself late? 

Our mobile phones have allowed us to stay in touch with one another 

as we hurtle through the contingencies in life. We take taking greater and 

greater liberties with the idea of punctuality. The result of being able to 

communicate instantly creates a negligence on ‘Time’. 

What is your score on ‘Time’? How elastic is your perception of Time?



WhatsYourBlindspot.com 46

7. DETERMINATION - Are you persistent or short-termed?

The ‘Determination’ scale alludes to how tenacious you are in seeing 

something through. People with a greater magnitude on this scale tend to be 

much more persistent over a sustained period of time. He can be stubborn at 

times or seen to be domineering.

Individuals who score lower in this trait thrive better in shorter term tasks 

where their focus is required for a reduced time period. These individuals are 

able to sustain their concentration and give their best shot at work tasks with 

shorter bursts of energy.

Our research data shows that most people score low in the 

Determination trait. Now, why is that not a surprise? Technology has 

inundated our world with choices. We move from idea to idea, never 

persisting with one idea for long. That is until we face real problems in our 

life. We may find that we can never keep working on a job because it does 

not seem challenging enough (or too difficult to surmount). We are not able 

to keep our mind still because it seeks constant novelty. In our private lives, 

we may be unable to persist with a relationship after one or two arguments, 

and as a result, move on to a new relationship. 
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Some people argue that the longer you can delay your gratification, 

the larger your reward. Walter Mischel, a Stanford University psychologist, 

conducted an experiment with preschool children who were left alone in 

a room, titled the ‘marshmallow’ experiment. They were told they could 

get a small treat (a marshmallow) by ringing a bell at any time. However, If 

they wait till the experimenter returned, they could have a bigger treat (two 

marshmallows). 

The children, who waited for an extra treat, demonstrated better 

cognitive and social skills many years later and had higher SAT scores. Hence, 

if kids are imparted the idea of delayed gratification, they tend to be more 

successful. That’s the argument for high ‘Determination’.

On the other hand, waiting for a bigger treat does not always make 

sense. If we focus too much on the end results and we may neglect  the 

journey that got us there. Sometimes, individuals can be just happy with what 

they have at the moment! 

How has your score in ‘Determination’ impacted your life, career, and 

relationship? How do you balance between living in and for the moment 

while also planning for the future?
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8. AFFECTION - Are you passionate or objective?

Emotion is a complex domain of knowledge to comprehend. Based on 

IDENTI3® research, ‘feelings’ are classified as two different traits - ‘Affection’ 

and ‘Empathy’. The former ‘takes’ while the latter ‘gives’. 

A person who is high in ‘Affection’ is emotional when they feel strongly 

about a subject matter. Their emotions are their sources of motivation. 

In contrast, they can be totally detached when a subject matter does not 

interest them. A person who is high in ‘Affection’ is also likely to more 

subjective and biased in their behaviour. He needs to be with other people 

(even though he may be low in ‘Sociability’). That’s because people high 

in ‘Affection’ because he needs to ‘take’ energy’ from others. Being with 

people make him feel better as contrast to being alone and not being able to 

demostrate his affections. Conversely, when deprived of ‘Affection’, he may 

do things to gain attention, which may be mistaken as the behavior of people 

high in ‘Status’. 

On the contrary when a person is low in ‘Affection’, he is distant in his 

emotions. He sees things objectively and is likely more emotionally detached. 

Compared to a person high in ‘Affection’, he makes more rational decisions 

i.e. makes decisions with his head rather than with his heart. 
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People low in ‘Affection’ are usually perceived to be ‘more mature’ 

emotionally. They share some characteristics exhibited by those low in 

‘Thought’. Low in ‘Affection’ translates to objectivity while low in ‘Thought’ 

suggests a realistic approach. An objective person carefully evaluates 

different choices to select the better option, whereas a realistic person 

operates primarily within the boundaries of what is real now, rather than what 

could be. Low in ‘Affection’ traits e.g. making objective decision, can also be 

confused with low in ‘Empathy’. These are subtle personality differences to be 

noted.  

Truly objective decisions can be difficult whether you are a CEO or just 

an employee. Some people attempt to use a line of objective reasoning and 

eliminate any emotional or biased influences that might alter or compromise 

that decision. However, it is impossible to make any truly objective decision 

when we are personally involved no matter how hard we try to isolate the 

details. For example, how do you objectively decide whether or not to fire 

someone you’ve worked closely with? Even if you are low in ‘Affection’ or 

‘Empathy’, your other trait such as ‘Attachment’ may influence your decision-

making process.

Do you have a hold over your affection needs or does it impair your 

decision-making? 
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9. EMPATHY - Are you understanding or focused?

A person who is high in ‘Empathy’ exhibits forbearance while an 

individual who scores low has little tolerance for people or situations.

  An individual who has greater ‘Empathy’ understands that everyone is 

going through a personal battle of some sort. They are the angel of healers 

and often have a welcoming aura that makes others feel comfortable around 

them. Unfortunately, a high level of ‘Empathy’ also makes it hard for them 

to make tough people decisions. They often may take it upon themselves 

to solve the problems of others and/or suffer considerably from carrying the 

burdens of others. 

A person low in ‘Empathy’ is less forgiving and may sometimes lack 

capacity to be vulnerable to others. He withdraws from others when they 

withdraw from his emotional bank account. As low ‘Empathy’ is not seen as 

socially desirable, few people will concur with their low ‘Empathy’ trait. Some 

mistake ‘Attachment’ with ‘Empathy’. A person may be low in ‘Empathy’ but 

assist others due to their high score in ‘Attachment’. A person who is low 

in ‘Empathy’ is quick to cut losses and moves on quickly. They are apt for 

making tough decisions in the corporate world.
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Sometimes people confuse empathy with sympathy. Empathy is 

“the feeling that you understand and share another person’s feelings 

and emotions”. Sympathy involves feeling sorry for someone. The key to 

demonstrating empathy is in differentiating the two qualities. Empathy 

requires us to go a step further, and it lasts longer.

Imagine a colleague undergoing a difficult situation; for instance, he 

loses a close family member in an accident. We naturally feel sympathy for 

him and  write a card or express our condolences. Thereafter, we move on 

with our lives. However, with empathy, we take more time to remember 

how it was when we lost someone close to us (or how we would feel if we 

haven’t had this experience). We think about how this affected our work, 

our relationships with others. We feel his pain in our hearts and support him 

emotionally.

The problem is, despite the fact that we yearn for others to try fitting 

into our shoes, we are often not ready to do the same for them. We see this 

every day: broken marriages, strained parent-child relationships, deteriorating 

communication in the workplace.

 

Do you always have a minute for others or do you ask ‘whats-in-it-for-

me’?
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The World lacks Empathy
 Although many consider Empathy to be a fundamental human 

quality, it is often still missing in our day-to-day lives. 

 Empathy are found in special groups of people and more often 

in students. This explains why young graduates go through a big culture 

shock when they enter into the working world. 

	 If	your	first	 job	is	 in	sales,	you	have	to	ask	someone	to	buy	your	

products or services, some times it can be things they do not need. Most 

often, you start with people close to you. In certain cases, it can mean 

emptying their savings.  

	 In	the	office,	spending too much time helping others can hold you 

back from doing your work. While others get ahead, you remain stagnant.  

In	organizations,	there	are	insufficient	space	at	the	top,		you need to play 

your cards right in order to get to the top. Being kind is not one of them. 

 In an effort to climb the corporate ladder, you only have minuscule 

amount of ‘Affection’ and ‘Empathy’ left. You abandon your emotions on 

the way up and keep it that way to stay relevant. If you choose to retain 

your ‘values’, you either have to quit the corporate world or choose to 

remain at the bottom of the food chain. 
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10. SOCIABILITY - Are you an extrovert or an introvert?

When you score high in ‘Sociability’, you enjoy meeting new people. 

You are attracted to people, and often they are to you too. People high in 

‘Sociability’ have an extensive network of friends to tap on. If they are not the 

ones invited to a party, they are the ones organizing it.

When you score low in the ‘Sociability’ score, you are likely to be 

reserved. You take the time to approach new people and usually resist taking 

those first steps. Weekends are spent with close friends and family members. 

People having low scores report having only 1 to 3 close friends while those 

in the middle scores have an average of 5 to 6 of them, with either close 

relatives or siblings making up half of that number. 

As extroverts appear more ‘prominent’, introverts who try to be 

successful in the corporate world often face obstacles. It does not mean that 

people low in ‘Sociability’ do not like people, or they do not get invited to 

parties. As introverts, they are often not as visible in the companies they work 

in. As a coping mechanism, they put on a mask and/or modify their behaviors 

to get noticed. However, prolonged exposure to others makes them feel 

drained.
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Fortunately for introverts, technology is making it easier for them to be 

visible, virtually. Email introductions are infinitely easier for introverts than 

introducing themselves over the phone. Furthermore, with the Internet, you 

can connect with hundreds, thousands, or millions of people without ever 

leaving the house. 

I once interviewed a person who claimed to have more than 300 friends. 

On closer examination, her weekdays and weekends are spent at home with 

family members and close friends. Being ‘socially connected’ online made her 

think that she is an extrovert and many others think this way too! That same 

technology (social media, internet and emails), can cause introverts to believe 

that they are extroverts! 

Many people who are low in ‘Sociability’ are misfitted in extroverted jobs 

e.g. sales. They start with their inner circle which is small and quickly used 

up. The lack of ‘Sociability’ makes it hard for them to prospect new clients. 

Conversely, people high in ‘Sociability’ are sometimes mistaken as introverts, 

especially when they are low in ‘Exposition’ or ‘Status’. Without a voice or a 

need to be recognized, they disappear into the background. 

What is your score on ‘Sociability’? Are you an introvert pretending to be 

an extrovert or an extrovert being mistaken as a quiet and reserved person?
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11. ATTACHMENT - Do you feel obligated or zen-like?

When you are high in ‘Attachment’, you form deep, strong bonds that is 

loyalty-like. This bond can mean commitment towards brands, people, and 

the company that you work for. People high in this score often find it hard to 

switch jobs, even when a new offer is better. When it comes to relationships, 

people high in ‘Attachment’ cling on, even when the relationship is 

unhealthy! 

When you are low in ‘Attachment’, it does not mean that you are a 

disloyal or traitorous person. You are more selective to whom you are loyal. 

You often keep commitments at a distance and it takes time before you 

are ready to commit. Often people could have started off high in loyalty in 

their earlier lives, but due to a big shake up in their values, they reduce their 

loyalty. For example, the woman who is abandoned by her fiancée at the 

marriage altar may be unlikely to commit to marriage for a long time.

This concept of ‘loyalty’ is very powerful when creating and growing a 

company. When people are loyal to each other, they can band together and 

achieve a difficult goal. They can take a risk knowing that their bosses, their 

peers, or their employees will support them and help them recover if the risk 

was too great.
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People high in this score often find 

it hard to switch jobs, even when a 

new offer is better. ”
“

In today’s world, ‘loyalty’ is a word that can carry negative overtones; 

being loyal is sometimes synonymous with being blindly loyal, something 

that many people would be uncomfortable claiming as one of their key 

characteristics.

What is your ‘Attachment’ score? Do you have a hard time aligning your 

commitment with the real world?   
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12. DOMINANCE – Are you assertive or accommodating?

When you score high in ‘Dominance’, you like things to be within your 

control. When you have a low score, being in control is not your primary 

concern, as you believe the external forces have a greater say over things 

than yourself. This trait measurement is similar to ‘locus of control’. 

In personality psychology, the locus of control refers to the extent 

to which individuals believe they can control events affecting them. The 

understanding of this concept was developed by Julian B. Rotter in 1954 and 

has since become an aspect of personality studies. A person’s “locus” (Latin 

for “place” or “location”) is conceptualized as either internal (the person 

believes they can control their life) or external (meaning they believe their 

decisions and life are controlled by environmental factors which they cannot 

influence, or by chance or fate).

Individuals with a strong internal locus of control (high in ‘Dominance’) 

believe events in their life derive primarily from their actions. When you score 

high in ‘Dominance’, you exert ownership over your possessions and areas of 

work clearly. You like to do things in your style, and you do not like things that 

you do not have control over. You tend to link events to internal factors: I am 

in control of my outcome. 
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When you score low in ‘Dominance’, you do not insist that things have 

to go according to your way.  Being less insistent makes it easier to work with 

others. On the other hand, you may find your plans derailed as you keep 

accepting inputs from others. You tend to link events to external factors: 

There is a higher order in every outcome. 

People high in ‘Dominance’, but also high in ‘Flexibility’, suffer from a 

mixed behavior. Being high in ‘Flexibility’, these individuals allow people 

to enter their personal space. But when people stepped too much into 

their personal spaces, they feel uncomfortable and will start to retaliate or 

construct boundaries. This alternating behavior can be quite confusing to the 

people around them. 

People who are high in ‘Dominance’ and low in ‘Exposition’ suffer from 

the lack of ability to express their requests clearly. They feel frustrated and 

may resort to dictating others to follow their demands! They also tend to 

resist change as they don’t enjoy the feeling of losing control! They prefer 

to ‘shape’ the world while people low on ‘Dominance’, allow the world to 

‘shape’ them.

What is your score in ‘Dominance’? How do you behave?  
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13. STATUS – Are you more or least concerned about people’s 
opinion of you?

When you score high in ‘Status’, being recognized is important to you. 

It motivates you to do better and be more successful than your peers. It 

will be great if you can be someone famous! While it can be a source of 

motivation, you can feel dejected when you get rejected. Nobody likes 

rejection, but people high in ‘Status’ take rejection particularly hard. Often, 

you fear rejection and avoid situations where you think you will face rejection. 

You fear embarrassment and may not forgive the people whom embarrassed 

you in public. Being high in ‘Status’ can be seen as a negative trait in some 

societies, especially in Asia. Individuals with a high ‘Status’ score may deny 

their results. 

When it comes to using ‘praise’ as a management technique, business 

books and management gurus are all in for it.  From their perspective, it 

requires minimal effort and can be a highly effective motivator for all people. 

This may not always be true. 

When you score low in ‘Status’, you have a lesser regard for compliments 

as well as for material items. When you perform a task, you feel that it is 

your job or your obligation (as compared to working for the praise). When a 
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compliment is given, you may take it lightly. You feel uncomfortable when the 

limelight is on you. You may find people who shower you with compliments 

as exhibiting patronizing behavior. Therefore, when it comes to using ‘praise’, 

excessive compliments can make you feel uncomfortable and suspicious of 

the management. To motivate an individual who is low in ‘Status’ is to leave 

him alone to do his work.

With regards to your dress code, others may not agree with you as you 

may not dress to impress. Others may feel it is important to wear their best all 

the time. However, dressing is not your priority as you feel that it’s what’s on 

the inside that is important. 

Low in ‘Status’ traits can be mistaken with high in ‘Flexibility’ or low in 

‘Dominance’ trait. Can you guess the reason why? 

Praise is over rated as a motivational 

tool for management. It can have a 

reverse effect with certain staff. ”
“
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14. LEADING – Do you take charge or do you prefer to play a 
supportive role?

When you score high on ‘Leading’, you take charge when no one else 

does. You get going when the situation gets tough. You spend time rallying 

people and make things work. It means you prefer to make things happen 

rather than wait for things to happen.

However the desire to lead does not translate into leadership 

competencies. Many individuals with high ‘Leading’ scores do perform poorly 

in leadership roles. The converse is true too. It takes a wide range of skills and 

situational awareness to be an effective leader.

When you score low in ‘Leading’, you can still lead albeit on a short-

termed basis. Some people can only lead three hours and some, three 

months. You feel uncomfortable when your leadership role is prolonged.  

Often, I observed that leaders who are actually low in Leading score, 

struggles with leading a team and some of them may even perform so badly 

at it that it caused detrimental effects to the organization e.g. high turnover, 

poor sales performance, toxic culture. Therefore, it is crucial that employees 
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are appropriately assessed for their Leading scores and supported through 

development programs before/while assuming leadership positions.

They make great supporters. They are the firm foundation on which 

leaders can rely on.

A person with certain traits can be mistaken as a leader, when actually he 

is not, for example if he is high in:

• Exposition. He addresses others eloquently. Unlike one with 

high ‘Leading’ trait, an individual high in ‘Exposition’ finds it 

pressuring when he has to take charge constantly. 

• Status. He may crave and seek the attention, finding ways 

to impress others. When the limelight dims, he may find 

managing people to be an aggravating chore. 

• Dominance. He wants to control and may expect things to 

be done his way. His authoritative behaviors may cause the 

impression that he is a ‘leader’. 
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• Quality. He appears to seek and expect high standards 

which may be perceived as hallmarks of good leadership. 

Unfortunately, he is more concerned with perfection rather 

than leading people. He may not be able to take the pressure 

of managing a large group of people.

What is your leading score? How does the understanding your leading 

score tell you about how you have been managing other people? 

It takes a wide range of skills and 

situational awareness to be an effective 

leader. ”
“
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15. TACTFULNESS - Are you a person who conceals or reveals 
yourself?

People who score high on the Tactfulness scale have good control of 

their own emotionsand often choose not to reveal them. They are savvy 

about human nature and how their actions will be perceived. It takes time 

before they trust others and are not as gullible.  

The high ‘Tactfulness’ trait is related to Machiavellianism which is 

defined as “the employment of cunning and duplicity in statecraft or general 

conduct”. The word was coined by the Italian Renaissance diplomat and 

writer, Niccolò Machiavelli.

In contrast, individuals who are low in Tactfulness are much more trusting 

than the average person and they tend to believe that most people are 

honest and real. They are not good at hiding their emotions and don’t even 

try to do so. Although some who are low in Tactfulness claim that they are 

capable of white lies, they are unable to navigate complicated arrangement 

or relationships. They are upfront and honest about everything, always telling 

others what they think. For them, it is a moral obligation to do so. Most 
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people who are low ‘Tactfulness’ are committed to honesty, regardless of the 

social repercussions. 

Statistically, it is rare to find individuals with IDENTI3® scores of 80 and 

above. Most people have scores lower than 50, and this is true throughout 

the world regardless of what your perception of the place is. High scores are 

rare and is often traced to a person’s upbringing. 

What is your score in Tactfulness? Are you able to keep a few simple 

white lies or do you try to keep things straight? 

People low in ‘Tactfulness’ feels that 

honest is the best policy. ”“
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16. QUALITY - Are you meticulous or do you accept the average 
quality? 

‘Quality’ describes how perfectionistic a person can be. A person high 

in ‘Quality’ makes everything perfect. A person scoring lower in ‘Quality’ 

tends to appropriate acceptable standards accordingly, and may not seek for 

perfection always.

An individual who scores high in ‘Quality’ may be seen as a ‘driver.’ 

They may be mistaken as a leader, or as an inflexible or domineering 

person. Perfectionists set impossibly high standards for themselves. They 

are never happy because there is always more that can be accomplished. A 

Perfectionist may do well in his/her career, but if he/she start to apply this trait 

to his/her personal or interpersonal relationships, it is likely to suffer severe 

consequences. 

Some of the society’s most innovative people have been perfectionists. 

Steve Jobs, Apple’s late, lamented leader, was once an adamant perfectionist. 

His obsession with detail, however, meant that the company took more than 

three years to develop the original Macintosh. There is no doubt that Steve 

Jobs left an enormous legacy at Apple. However, his quest for perfection was 

at times extremely expensive.
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Many perfectionists are held back from ever achieving success in the 

first place, simply because of their anxiety over making mistakes. You will 

frequently feel others expect you to be perfect, and this creates an enormous 

sense of pressure. Of course, in reality not many actual demands are directed 

your way, but being perfectionist, you cannot see that. 

Now imagine you have an important project to ensure your business 

succeed. Now, you have two employees you could entrust with this task. 

Employee A is an efficient and capable worker who tries to perform to the 

best of her abilities. You can be assured that she will get it done, but her 

work quality is unlikely to be groundbreaking. Employee B is an obsessive 

perfectionist who promises to perform the task at an outstanding level of 

quality. However, if she finishes the job at all, it will take twice as long to 

complete as Employee A would take.

Which employee would you choose to take on this important task? Will 

“Done” be better than “Perfect and never completed”, or “Why settle for the 

Average when Amazing is attainable?” 
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What 
others 
know 

about you

Known to 
others

Unknown 
to others

Modified The Johari Window

What you know about yourself

Known to self Unknown to self

Public Self Blind Self 

Private Self Unknown Self

Reflection Exercise
Now that you understand the sixteen traits, ask yourself which traits do 

you already know about and which ones come as a surprise to you? Use the 
questions to help you in your answer.

Public Self Traits and behaviors about me that others and I know 
and are affirmed by my IDENTI3® results

1.

2.

3.
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Private Self Traits and behaviors about me that I know and is 
affirmed by the IDENTI3® results

Blind Self Traits and behaviors about me that I do not know but 
others keep telling me and affirmed by IDENTI3® 
results

Unknown Self Traits and behaviors about me that I discovered through 
my IDENTI3® results

1.

2.

3.

1.

2.

3.

1.

2.

3.
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These sixteen traits came as a surprise to you? Which ones were your 

blind spots? 

Unless you are a psychology student or have a keen interest in 

psychology, you may not come across personality traits like these. As a result, 

you may be suffering from your behavioral blind spots. Having said, you need 

not pull your hair out for your past behaviors. With the new understanding of 

yourself, you can make up for your past actions with new awareness. 
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Have you gain self-awareness? 

 Without looking at your IDENTI3® graph, can you still 

remember and recite your results? 

 If you are unable to do so, ask yourself how much awareness 

have you gained?

 If you can recite your results by heart, ask yourself if you have 

begun the journey of recognizing the real you?
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To understand our blind spots, we need to understand how blind spots 

are created through our traits and behaviors. Let me list down four blind spots 

that you will face:

1) Blind spots from ‘Trapped and Conflicted’ behaviors 

2) Blind spots from focusing only on Strengths

3) Blind spots from Procrastination

4) Blind spots from Self-Righteous and the imposing of Values

1) Blind spots from ‘Trapped and Conflicted’ behaviors

To understand ‘Trapped and Conflicted’ blind spots, you need to first 

understand that your traits interact with each other. 

- Chapter 3 - 

Understand the four direct behavioral blindspots 
caused by your personality
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Co-relating your high and low scores specifically will give significant 

insights into your behavior. If you had your IDENTI3® results read by an 

experienced IDENTI3® coach, were you fascinated that, a total stranger, can 

tell so much about you? 

Co-relations as we call it, reveal your personality. Co-relations give you 

your behavior and makes you unique. You can also compare high scores with 

high scores as well as low scores with low scores. Extreme scores (the high or 

low scores) are more telling than median scores. 

Co-relations also reveal your ‘trapped and conflicting behaviors’. They 

are the paradoxes of our lives and decision making. 

Gloria is high in Organization but low in Timeliness. As a 

student working for her ‘A’ levels, she plans excessively on how 

she wants to revise her school work. However being low in Time, 

she fails to keep her schedules and did not cover the necessary 

chapters in time. 

Matlida is a dutiful marketing person. She is high in Effort 

but low in Exposition. She will often work late into the night but 

finds	it	hard	to	elaborate	the	amount	of	work	that	she	has	put	in,	

making her employer feel that she is a mediocre performer.
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 The following are some examples of ‘Trapped and Conflicted’ 

behaviors. Always consult a certified Coach for clarity.

What are your ‘Trapped and Conflicted’ behaviors and how are they a 

blind spot to you?  

Spontaneous Systematic
2

THOUGHT

ORGANIZATION

You are likely to have lots of ideas (high in Thought) but may 
not have the steps to carry them out (low in Organization).

Takes chargeSupportive
3

Reserved Expressive
8

LEADING

EXPOSITION

You articulate well and is perceived as a leader but 
you are not prepared to be one on a long term basis.
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2) Blind spots from focusing only on Strengths

Focusing on your Strengths alone can become a source of misstep. You 

need to know that, regardless of how you focus on your strengths, your 

Weaknesses can be the cause of your downfall (as shown in your ‘Trapped 

and Conflicted’ Behavior, Procrastination etc). Because of the forced choice 

method IDENTI3® uses, Weaknesses are simultaneously revealed the same 

time a person’s Strength’s are.   

Sandra,	an	acquaintance,	was	a	firm	believer	of	the	Strengths	

theory. Since the Strengths theory echoed her ability, she decided 

that would be her formula for success.

Sandra was proud of her Strengths. She is warmth and 

sociable	(High	in	Affection	and	Sociability).	It	helped	her	open	

doors and make people feel comfortable with her. She attracted 

a following.    

On the other hand, her Weakness was Timelines. I could 

be	bias	but	after	observing	her	for	many	years,	I	didn’t	find	her	

progressing in any way. Since she was low in Time, she kept 

people waiting, including the important ones like her business 

partners and clients. 
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When the situation worked against her (such as  being late 

for	meetings),	she	will	compensate	by	using	her	Strengths	-	being	

warmth and friendly.

In some instances, she won some people over. In many 

situations, she appeared fake, insincere and full of excuses - How 

do you explain to someone whom you kept waiting for 2 hours? 

Overall, she lost more credibility than she has gained 

in success since she adopted the Strengths-only approach. 

Personally, I didn’t bother to keep in contact because she kept 

me waiting all the time. 

Why do people focus on what they do best - their Strengths? 

When a lot is at stake, people will rely on what has gotten them out of a 

jam in the past. It becomes their ‘success formula’.

They don’t stop to evaluate whether that particular strength is 

appropriate for a given situation - they only react. And that’s where they get 

into trouble. 

What are your Weaknesses? Have you focused more on your Strengths 

than your Weaknesses?



WhatsYourBlindspot.com77

3) Blind spots from Procrastination

Procrastination is the act of delaying something that must be done, often 

because it is unpleasant or boring. 

When you are low in Flexibility, Effort, Timeliness, Determination, 

Empathy, Sociability, Status, Attachment, Dominance and probably the 

rest of the traits in some form or another, they may become your source of 

procrastination, and Weakness. 

John	is	a	smart	worker	(low	in	Effort).	While	he	is	an	excellent	

contributor to their company improvement programs, he 

procrastinates over submitting his work because of his trait of low 

Effort. 

Susan is on the look out for a new job but puts off her 

meeting with the head hunter, because she feels awkward 

meeting new people. While she knows that changing her 

work environment is the best thing she can do for herself, she 

procrastinates	because	of	her	introversion	(low	in	Sociability).

 

David loves adventures. He longs to go to the Amazon 

forest, visit Egypt as well as to dive with sharks in Australia. 

However, he procrastinates on taking the actual trip because he is 

risk	adverse	(low	in	Flexibility).
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Everyone uses a different trait(s) to procrastinate. Procrastination is a form 

of Weakness that we need to overcome if we want to be successful.

What are your Procrastinations? Which traits do they reside in? How have 

they wreck your plans? 

Procrastination is the avoidance 

of doing a task that needs to be 

accomplished by a certain deadline 

despite knowing it might have 

negative consequences. ”

“
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4) Blind spots from Self-Righteous and the imposing of Values

Your traits, your sense of what is right from wrong - also known as 

‘Values’, makes you feel that you are totally correct or morally superior. 

John value Timeliness. While waiting to view a house, the 

agent was late. John felt that the other party was not sincere in 

doing business together. After he was kept waiting, John felt 

that he had right to ask for a big discount. John imposed his 

own sense of righteouness into the negotiations. When he was 

refused, it made John really angry and walked off.

Self-righteous is exhibited when you disagree with people’s judgments, 

beliefs, attitudes and behaviors and exerts your own. This usually happens 

when you are completely unaware of your own attitudes, beliefs and feelings 

or if you hold strong prejudices against people different from you. 

Junita was brought up in a house where actions speak louder 

than	words	(High	in	Effort	and	low	in	Exposition).	Junita	has	

proven	herself	many	times	in	the	office	when	she	chose	to	do	

the work rather than talking about it. When the new hires came 

on board, they tend to spend a long time discussing about their 

challenges and not taking any actions. This made Junita furious 

as it clashes with her Values.
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Self-righteouness and imposing Values can happen in many ways and in 

different forms. Organizers are upset when it seems others are not planning. 

Hard workers do not likely to take lightly to people who are not working as 

hard as they do. Conflicts happen when one party feel that they have more 

‘right’ to get annoyed and expect others to think and feel the same way as 

they do. 

Jonathon is the owner of a successful tour company. He 

became	sucessful	by	working	hard	(high	in	Effort)	and	continues	

to impose his values of ‘hard work’ onto his employees. He is 

known	to	fly	into	a	rage	when	he	‘catches’	people	lazing	around.	

Jonathon	gets	into	conflicts	with	his	team	who	try	to	bring	ideas	

to the company. Jonathon feels they avoid work and it makes 

him uncomfortable. As the founder and a person who equates 

success with hard work, Jonathon feels that he is ‘right’. 

Can you name some occasions where you imposed your own Values on 

others and vice versa? How did it turn out? How did you feel? 
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Behavioral blind spots occur when you are not aware of the effects from 

the traits that make up your personality. 

What have you gained from knowing these four behaviors? 

 

Behavioral blind spots occur when 

you are not aware of the effects 

from the traits that make up your 

personality. ”
“
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- Chapter 4 - 
Other indirect causes of blind spots from your 

Personality

When we talk about personalities, I want to share with you other 

important insights of your personality. While it may not directly cause your 

blind spot, the lack of awareness of their existence certainly will. 

These behaviors are: 

1) Alternating Traits

2) Mistaken traits/ Mistaken Identi3® Type 

3) Stereotypes 

4) Masking, Modified, ‘Flexing’ behaviors and traits with middle scores
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1) Alternating traits 

When it was time to change his car, Arnold visited a few 

car showrooms. In one particular car make, the sales person 

appealed to his  high need for Status, “This bigger car is not for 

everyone but you managed it so well! Truly this shows you are 

above	the	rest!”	Arnold	was	so	flattered	(high	in	Status)	and	shut	

off	other	warning	bells	in	his	head	(from	other	traits)	and	proceed	

to buy the car. 

A few weeks later, people around Arnold were surprised that 

he had listed his new car for sale. While Arnold gave the excuse 

(high	in	Status)	that	the	car	was	unreliable,	the	real	reason	was	

he	could	not	finance	it.	He	had	made	the	impulse	purchased	

based on high Status and decided to sell it due to the lack of his 

finances	(low	in	Organizing).

In the example, Arnold made a decision on a specific trait and changed 

his mind when reflecting on another. 

 Just like Arnold, have you ever felt torn between two decisions? Or 

have you made a decision just to change your mind awhile later? Of course 

you have. This happens when one of your traits is being expressed over 

another, perhaps due to changing circumstances, or for no reason at all.
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Being unaware of your decisions alternate leads to a blind spot. If you 

live your life unaware of how you alternative your traits, you are going to 

exhibit inconsistent behaviors. This will cause frustration to the people who 

live or work with you and it will certainly sabotage any progress you are going 

to make. 

 

If you live your life unaware of how 

you alternative your traits, you 

sabotage any progress you are going 

to make. ”
“
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A case of multiple personality disorder? 

 A couple of years ago, I had a friend who was depressed. She 

said she had been hearing voices in her head. It bothered her for weeks. 

Her relationship suffered as her partner could not understand what her 

fussing was all about. She suspected that she might have schizophrenia. 

	 She	went	to	the	doctor	whom	confirmed	her	‘condition’	and	she	

was referred to a psychiatrist.

 Although I am not medically trained to help her (IDENTI3® 

Profiling	is	not	designed	for	mental	health	conditions),	she	completed	

the questionnaire. Using her results, I touched on how she could have 

been alternating her decision-making with different traits at different 

time. As soon as I had completed her reading, she said, “That explains 

the different voices in my head!” 

 I am happy to say that, today, this friend has a successful career! 

 

 When you become aware of your thinking process, you take 

back control over your decision-making. Self-knowledge can ensure a 

healthy and balanced mind. 
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2) Masking, Modified, ‘Flexing’ behaviors and traits with middle 
scores

The next behaviors that I am going to describe is similar to the earlier 

alternative behaviors. They come from inconsistent behaviors.  

The first I will describe is ‘Masking’. In many situations, we put on a mask 

to fit the situation. Most of us wear a kind of mask, a persona that hides our 

deepest thoughts and feelings and presents a polished, controlled face to the 

world. Much of the time, we interact mask-to-mask with other people. 

Often, a persona is a good thing to have. For example, meetings at work, 

holidays with the in-laws, or a first date are usually not the best time to spill 

your guts and even if you are highly extraverted, you may be forced to keep 

a leash on it for the occasion. Evolutionists and behavioral Scientists would 

see this as a ‘survival instinct’. Since prehistoric times, this is an instinct that 

makes us wants to blend in and conform to the societal role we are allocated. 

Challenging this role leads to conflict with leader figures and confusion as to 

our identity within the group. 

In the modern world, it’s easy to think we were highly evolved enough 

to be able to consciously create our own identity and wear it fearlessly. But 

we are still wearing masks. From the clothes that we are wearing, to the cars 

that we are driving, every item helps us to pretend to be someone else. We 
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may even change our behaviors, such as playing a sport that we have no 

preference in (i.e Golf) to picking up an accent to speak with acquiantances, 

such behaviors are masking behaviors. 

And why do we do it? When we want something intensely, we are 

prepared to change ourselves to attain it, even when it comes at an enormous 

expense. 

 Jacob is the Vice-President of a big bank. As the 

symbolic	figurehead,	he	is	obliged	to	attend	corporate	events	

and parties. In reality, he does not enjoy the parties (low 

Sociability)	but	pretends	to	do	so	(Masking	behavior).	After	each	

party, he will have to take the next two days off to recuperate.

Wanting to be popular or avoiding social stigma can cause us also to 

mask and modify our behaviors. Many people go along on a daily basis 

without realizing it. 

 Sebastian bought expensive watches and joined a 

premium	club	just	to	feel	popular	(high	in	Status).	However	not	

being	in	the	financial	category	make	him	feel	stressed	up.	He	has	

to	find	ways	to	scrimp	and	save	so	that	he	can	join	his	‘friends’	at	

expensive restaurants. 
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‘Modifying’ your behavior is another term for adaptive behaviors. While 

‘Masking’ is more temporary, ‘Modifying’ behaviors is more long termed and 

has triggers. 

Belinda and Sherleen have been school mates for the last 

ten years. They know each other well. Every time, Belinda calls for 

a meet up, Sherleen will adjust her time to be at least 15 minutes 

later. That’s because, having kept waiting by her friend for many 

years, she has learned not to be too early for their meet-ups.

‘Flexing’ is another descriptive term used to describe ‘masking’ and 

‘modified’ behaviors. In some instances, some coaches advice their learners 

to flex their behaviors to blend in to their team or to overcome a weak area.

Arthur has an issue with punctuality. While he did not have 

much of a problem in school, it was different in the working 

world. The school’s career coach prepared the students and told 

them the importance of being on time for work.  Arthur heeded 

the advice. He was on time every single day during his probation 

and gave the company an impression that he was a punctual 

and reliable person. But he got very tired in doing so. He was 

pretending	to	be	a	person	that	he	was	not.	Upon	confirmation,	

Arthur went back to his old ways of not turning up on time.
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Do you have ‘traits’ in the middle score? Do you find yourself behaving 

differently, given the same context or situation? This is another form of blind 

spot that arises from inconsistent behaviors. This can confused the people 

around you.

Luisa has a middle score in her Leading trait. When her boss 

was away, Luisa took initiative and took care of the workers and 

the business. The boss was impressed by her behavior. He gave 

her more responsibilities and rewards for it. Then Luisa’s Leading 

score	fluctuated.	Instead	of	enjoying	it,	Luisa	found	that	leading	

and	managing	people,	difficult.	She	no	longer	enjoyed	her	work.	

Apart from traits, there are many other triggers that causes us to deviate 

from our usual behaviours. Chemicals such as caffaine that is found in coffee 

(making us excited, awake or agitated), endorphins which comes from 

exercising and chocolate (making us feel happy and positive and reduce our 

perception of pain), testosterone (in men) and oestrogen (in women) that 

creates lusts and oxytocin (the ‘cuddle’ hormone) which makes a couple feel 

closely bonded and start making long-term plans together, are triggers that 

cause us to behave differently without our awareness. 

Whichever term that you use or the cause of it, doing things that do not 

fit the real you can make you tired and upset. We can mask/ modify/ flex 
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ourselves on a short-term basis, but in the long-term, we cannot find true 

fulfilment if we are pretending to be someone or pleasing someone else. 

When our behaviors are not consistent, we may not be credible for certain 

tasks. We may also create confusion for those working with us. 

How have Masking, Modifying, ‘Flexing’ behaviors and traits with middle 

scores created a blind spot for you?

We cannot find true fulfilment if we 

are pretending to be someone or 

pleasing someone else. ”
“
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3) Mistaken traits/ Mistaken IDENTI3® Type

An IDENTI3® Type is a classification of Strengths based on your IDENTI3® 

results. A mistaken trait/ IDENTI3® Type is when one trait is wrongly presumed 

to mean another.

For example, you are mistaken to be a demanding leader when you are 

high in Quality (a Perfectionist). In reality, you are just trying to set a high 

benchmark but it appears to others you are difficult to please. 

My classmate in University was like that. Clarissa had high expectations of 

herself and the work she wants to deliver. In her project team, she will outline 

her expectations.  Team members tend to mistake her behavior as a leader. 

Another behavior is mistaken to be shy despite having a high score in 

Sociability. You love the company of people, but you don’t feel the need to 

voice your opinion. Being quiet makes you appear as an introvert. 

Emma is so quiet that no one will miss her if she disappear. 

When asked to speak or present, Emma will freeze or melt away 

(low	Exposition)!	Having	few	words	made	people	feel	that	Emma	

is an introvert but she will appear in every social function (high 

Sociability).
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On the other hand, you can hear Daniel a mile away before he enters the 

room. 

Daniel	has	a	loud	voice	(high	in	Exposition)	and	a	big	

lovable laugh. Daniel is often asked to make speeches and to 

parties because of his audible presence. However Daniel feels 

uncomfortable when he has to meet new people. He prefers 

his personal space and avoids social functions when he can (low 

Sociability).	

 Why does a mistaken trait/ IDENTI3® Type matter to you?

A mistaken trait/ IDENTI3® Type can cause a lot of inconvenience to you. 

You may also be pushed into a role that is not suitable for you. Sometimes 

you may even think that what others say of you is true and get distracted from 

the real you! You do not reach your full potential when others and yourself do 

not realize your real ability. 

Can you think of an example where you were mistaken?
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4) Stereotypes

A stereotype is used to categorize a group of people. People will often 

see you in mental categories and their impression is formed in 1/10th of a 

second. 55% of how others think of you is based on your looks. 35% is based 

on how you carry yourself, the way you walk. 7% is based on the way you 

talk. This is especially true when they don’t know you at all. Stereotyping 

makes people think that everyone who fits that category behaves in the same 

manner. 

Tall, well-built men with good looks are stereotyped as leaders. Women 

who wear a lot of pink, or too much make-up, are stereotyped as being 

overly concerned with their appearance and not trusted to make responsible 

decisions. In old Hollywood movies, Asians are stereotyped as quiet and 

obedient. 

 

William	and	Benjamin	work	as	a	Fashion	Consultants.	William	

works	very	hard	(high	in	Effort)	and	Benjamin,	only	when	he	needs	

to	(low	in	Effort).	Year	after	year,	Benjamin’s	sales	result	is	twice	of	

William’s. 

Benjamin is taller with broad shoulder and carries himself 

well. William is shorter and has slighty crooked teeth. Many 

customers reject William’s offer for help but will automatically 
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approach Benjamin. Benjamin’s stereotype looks like someone 

you can trust when it comes to fashion advice but not William’s.  

In reality, your outwardly appearance can manifest a certain persona, 

even create a role for you. Your personality takes a back seat while how you 

appear becomes more important to the viewer. Not aligning your personality 

and your stereotype can be a blind spot that you missed out all these years. 

You may not get recognition for your efforts because you do not look the 

part. 

What stereotype do you have? Are your traits/ IDENTI3® Types in sync 

with your external presentation? If you are consistently giving the wrong 

impression, what corrective measures can you take?
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In summary, it can be also very difficult to separate your true personality 

from the various personas you manifest to deal with different social situations. 

Take your time to reflect these other four additional blind spots that you 

may have missed out. Over time, you can build up your self-awareness and 

be more mindful of your behaviors and reduce your blind spots. 
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- Chapter 5 - 
He who knows himself is enlightened

“Your Personality Profiling Test is useless and meaningless to 

me.  If I am not an expressive person and may have difficulty 

expressing my ideas, thoughts or plans, I will not be able to 

achieve both in academic and career today.

 Please delete my personality profiling report immediately 

and remove all traces of my results!” – Mr. X, an established 

professional

It is not hard to understand why, Mr. X is angry. His IDENTI3® report 

showed him low in Leading, Exposition and Organizing. These results just 

didn’t validate the person he thinks he is - a person who is supposed to be a 

corporate high flyer.  
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Like Mr X, most of the time, we are comfort centered. We may think we 

are pursuing new outcomes, but if achieving them means leaving our comfort 

zones, we subtly, even unconsciously, find ways to avoid doing so. We 

typically advocate ambitious outcomes but frequently ends up reproducing 

what already exists. 

Often, others collude with us to act out this deception. Mr X, instead of 

realizing his limitations, prefers to continue to deceive himself. Self-deception 

either from the lack of awareness or being in denial can prevent us from 

achieving our fullest potential. 

What you know about yourself

What 
others 
know 

about you

Known to self Unknown to self

Known to 
others

Unknown 
to others

Public Self

Mr X shows a 
positive image of 
himself to others

Blind Self 

Mr X may not know a 
lot about himself - 

his blindspot

Private Self 

Mr X may know of 
his short comings 

and is in denial

Unknown Self

Mr X may not be aware 
of his weaknesses and 
thinks he has achieved 

aot 

The Johari Window for Mr X.
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In contrast, self-awareness improves your chances of success. By 

reflecting on our IDENTI3® results, we can start to recognize who we are. 

Instead of moving into denial, we move toward a possibility that does not 

yet exist. We become more proactive, intentional, optimistic, invested, and 

persistent. We also tend to become more energized, and our impact on 

others becomes invigorating. 

Lao Tse in the 6th century BC mentioned, “He who knows others is wise. 

He who knows himself is enlightened.”

For those who wish to improve, I have three tips for you:

1. Adopt a humble attitude

2. Ask for feedback and listen

3. Act to change
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1. Adopt a humble attitude 

Water flows from a higher to a lower point. 

When you feel superior to people and places yourself above them, their 

feedback do not flow into you.

In self-mastery, your attitude comes first - the attitude of humility. 

Humility comes from the Latin word humilis, which literally means low.

Refer to my Humility See-Saw on the next page. Humility is lowering 

yourself than others regardless if you are more able, more knowledgeable or 

in a superior role. When you adopt a mentality lower than the people around 

you, you allow their feedback, regardless of their social, financial or appointed 

positions, to flow into you.
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You
Others

Mode 1 - When you feel that you are superior (in terms of your abilities, 
knowledge or role), you will not accept feedback. You feel that you are 
above any feedback given.

You Others

Mode 2 - When you feel that you are equal (in terms of your abilities, 
knowledge or role), you are occasionally opened to feedback. 

You
Others

Mode 3 - Regardless of your abilities, knowledge or role (as a superior), 
you lower yourself so that you are opened to feedback (act of humility).
Feedback from others flow into you. 

The Humility See-Saw Copyright© Jace Tan
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2. Ask for feedback and listen

Once you are able to adopt the lower position of the Humility See-Saw, 

you can see that everyone can provide you with good feedback. 

Asking for feedback is a skill that you can learn. It involves preparing the 

right questions, identifying the right feedback givers, and having productive 

conversations.

Use the activity sheet on the next page and join in the Blind Spot 

movement. Hashtag #whatsmyblindspot to your social media posts and get 

feedback from your friends or family members. 

Once you have received feedback, listen to them. Understand what 

others are trying to tell us. 

Listening is hard because we are often pre-occupied with ourselves. 

“Most people do not listen with the intent to understand; 
they listen with the intent to reply.” 

- Stephen R. Covey
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 #whatsmyblindspot
Dear _______________, 

 I am on a journey to improve myself in my career, 
relationships and finding my true purpose. I believe that 
you are someone who can sincerely help me in this path. 
I am looking to discover my blind spots. I would greatly 
appreciate if you could help me list down 3 things I can 
improve in. 

     ______________________
     Name:

By the way, please join in the #whatsmyblindspot movement so that we 
can all grow together. You can find out more details on 
www.WhatsMyBlindSpot.com.

1.

2.

3.
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3. Act to change

The last step involves acting on the feedback you received. While it may 

not be the easiest step, acting on the recommended can change us and our 

world for the better. 

People who do not listen and do not act are the ones who do not 

succeed.  

----------------------------------

Epilogue 

----------------------------------

 

At the start of the book, I shared how Leoardo Davinci was easily 

distracted by his brilliant mind and could not see through his tasks. Now. 

imagine how he could have benefit from discovering his blind spots. 

I also shared  with you my personal struggles in career and in fitting with 

others. Having discovered about my blind spots gave me a deep realization 

of what I was doing wrong. I was able to understand and improve myself. 
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Here’s another real life story. 

A young business owner, Mr. Y, approached me in 2004. He had left his 

previous employment with years of experience in the advertising industry. 

After starting up on his own, he struggled with many issues. Business was 

growing, but he faced many challenges. 

His IDENTI3® results showed him having low scores for Leading, 

Organizing, Effort and Time. On the contrary, his ambition was to expand his 

business. I cautioned him against it as it may be too taxing for him (according 

to his personality traits). When he left my office that day, I didn’t think that he 

would succeed.

I met him again in 2007. Instead of his business doing as I had initially 

predicted, it was thriving. He now has 30 staff and has also expanded his 

business to China, hiring 15 more people. The business revenue was around 5 

million dollars. He has made himself a millionaire in 3 short years! 

I said to him that I must have made a mistake with my reading of his 

results in 2004. But instead, he said his success was due to the fact that my 

readings were correct! IDENTI3® had identified his Strengths and Weaknesses 

accurately. Instead of denying,  he reflected on his results. He decided  that if 

he wanted to be successful, he needed to do something about them. 
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Rather than to manage people, an area in which he was weak in (low 

Leading), he hired people who could do on his behalf. His first hire was a 

retired army officer who was splendid at leading people. With regards to his 

punctuality (low Time), he improved it. Meeting his client’s deadline added to 

his credibility (as opposed to previously failing to meet targets and losing the 

confidence of his clients). 

With his lack of Organization, he was extra cautious about jumping into 

projects without proper planning. Being more prudent saved him from many 

wrong moves: committing to projects, and then not being able to deliver. 

Regarding his ‘low in Effort’, he decided to keep it that way. He shared with 

me that advertising is not about excessive, voluminous work but ‘smart work’. 

He remained the brain of his business while putting the right people 

in the right places. Mr Y. is an example of someone who took his results 

seriously and worked on it! 

The path to success and wisdom is learning to recognize your blind 

spots. Over the last decade, I mentored more and more people who are 

willing to recognize their blind spots and replicated the success of Mr Y. 
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They take the hardest journey of looking inside themselves and being 

honest about what they find. 

The easiest way is to deny that you have weaknesses. Unless you’re 

willing to know yourself well and learn to love both the strengths and 

weaknesses within you, it‘s hard to be wise. 

Knowing yourself provides the space in which you can grow as you 

journey through life. 

- End -
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Mr Y came to me asking for help. He knew 
that he was good in advertising. Clients 
were flocking to him because he comes 
up with good ideas. This was evident from 
his Strengths of high in Thought and high 
in Tactfulness.

Deep down Mr Y. knew that he didn’t lead 
well and he was always looking at the 
easiest way to attain his goals. IDENTI3® 
validated his own understanding of 
himself.

Mr Y. was not aware that he was low in 
Organizing. He always thought he did 
well. He didn’t feel that he was low in 
Time as people in the advertising agency 
all worked late.

1. Public Self

2. Private Self

3. Blind Self
    (Blind spots)

(Affirmation)

The expanded Johari Window for Mr Y.

What you know about yourself

What 
others 
know 

about you

Known to self Unknown to self

Known to 
others

Unknown 
to others

Public Self Blind Self 

Private Self Unknown Self

Blind spots is reduced

Mindfulness is 
increased

Self-disclosure
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I pointed out to Mr Y his co-relations and 
how it reveals his weakness. I.e he has a 
vision of how his business can grow (high 
in Thought) but a large business comes 
a big team. He will not be comfortable to 
lead a big team (low in Leading). 

I pointed out his co-relations of low in 
Organizing (making decisions on impulse) 
and low in Effort - He makes decision 
quickly but may not be able see them 
through.

I pointed out his co-relations of low in 
Organizing (saying ‘Yes’ to clients readily) 
and low in Time (but unable to adhere to 
agreed deadlines - His credibility suffers 
as he starts to fail to deliver on time. 

I pointed out his co-relations of high in 
Thought and low in Effort - He may have 
bril l iant ideas but may not be prepared to 
work hard.

I pointed out his co-relations of high in 
Thoughts and low in Time - He may have a 
vision of growing his business but may not 
have a fixed timeline to achieve it. He may 
continue to procrastinate over it. 

4. Unknown Self
     (Blind spots)
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Success stories and testimonies 

 “Our team had an awesome time during yesterday’s IDENTI3® 

profiling session.It was extremely insightful and useful as a tool for us to 

better our work and people relationships.

 Please convey our thanks to Jace as he was very good facilitating 

this for us!”

 
Tzu Bing

VP of Private Bank I Raffles Place
Group Channels and Digitalisation

United Overseas Bank 

 “It is truly a remarkable program that can be used to assist 

management personnel to understand and build a stronger workforce. This 

program helps the top management to understand each and how to utilize 

each and every employee’s strength as well as understand their weaknesses. 

It also assists anyone who participates in this program to think out of the 

box.”

Winnie Low
  General Manager
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 “Learning my strengths and weaknesses through the IDENTI3® 

makes the job easier. It’s like half of my work completed.” 

Abigail Fabrigas
   Country Manager

   Philippines

 “It was great to receive training from you. I truly hope we do 

another training from you in the near future.”

Kentaro Okawa
   General Manager

   Japan

 

 “Your coaching are absolutely invaluable to me; it is very much 

appreciated, Jace. I need to work on that (for business), even though it is 

against the grain of my inner being and personality. It has to be done! 

 

 Seeing these just solidifies it, or at least allows me to focus on 

finding a team with the exact personality traits, which I lack to help 

compliment the team. 

 

 Thank you sir!”

Pratik Naik, 
Business Owner

  Turkey
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 “Very useful knowledge imparted from a very knowledgeable 

trainer.”

Alan Yeo
Cycle and Carriage Industries Pte Ltd

Singapore

 “IDENTI3® is like a looking glass to our SELF-AWARENESS in terms 

of understanding our Personality Traits. Just a few simple questions yet has 

so much depth and accuracy to an individual. Awesome!”

Sterve Lim
Trainer and Coach

Singapore

  

 “I find the IDENTI3® assessment useful because it highlights my 

strengths and weaknesses and allows me to determine whether there is a 

fit between me and the job. It also tells me what areas I have to work on to 

increase and decrease – to achieve the desired position I want in life.”

Lawrence Lee
   Business Consultant

   Singapore

 “IDENTI3® profiling increased the awareness of how to interact with 

others more effectively.”

Peter Au-Yang
HR Director

United States
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 “I really enjoyed the activities and appreciate the IDENTI3® profiling. 

It helped me understand myself and my colleagues better.”

Lin Junyi
Kulicke and Soffa, 

 

 “Today I had a chance to read my profile. I was amazed by the 

IDENTI3® report, which matched myself accurately. A sentence in the report 

caught my eye, which lingered in my mind for a long time - ‘being a leader is 

different from being a manager’. I had perceived them as the same! 

 As advised by the report, I will do what it takes to be a leader 

beyond a manager for the team, company, and myself. 

 Thank you for giving me a chance to discover myself and several 

pieces of advice to being a better leader.”

James Song 
   Country Manager

   South Korea

 “I like  IDENTI3® profiling  and it gets me thinking how it affects 

team dynamics. Using IDENTI3® profiling also helps me reflect and improve 

my self-awareness and styles at work.”

Wee Min Yi
HR Executive 

Singapore
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“Hi Jace!

 The IDENTI3® profiling session has certainly been helpful. I am 

amazed at how accurate the analysis is and that you have provided me with 

good directions to proceed as I am about to make a career transition from 

the Army to the commercial world. 

 I certainly look forward to the Career Coaching Workshop, which I 

strongly believe will allow me to explore more of self-awareness skills and 

narrow down into areas and to develop your own personal strategies.” 

Lim Shiou Liang
  Singapore Armed Forces Captain

  Singapore

“Hi Jace, 

 I just wanted to say thank you again for a fulfilling training on  

IDENTI3® profiling . 

 I found the 3-day module and exercises very insightful and helpful to 

understand and improve my leadership.”

Douglas Ariza
Director of Rooms

Regent Hotel, Singapore
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“Hi Jace,

 Thank you very much for your time and guidance. It’s an honour and 

pleasure having you as the trainer for this course. It is an eye-opener and an 

interesting course for me. Not only can I apply this for my work but it also 

make me reflect and think of how I can improve as a parent.

 I look forward to meet you again on the follow-up session.”

Dennis Choo
District Sales Manager for 

Fuji Xerox Singapore

 “Before I was first introduced to IDENTI3® Personality Profiling, I had 

many issues and worries on my family, job, finance and all you can imagine. 

I couldn’t get sufficient rest at night. I was depressed. I didn’t’t understand 

why am I here? I tried to fix my problems with distractions: Western and 

Chinese medicine and even went for long holidays. But I was feeling empty 

inside and time was running out. My spouse was angry with me. I had no 

more excuses for my work and my boss wanted me out. 

 When I first heard of IDENTI3® profiling tool from my best friend, 

I was skeptical. I was negative. I was prepared that anything they did was 

hype. It was just one of those feel-good programs that wear off after 2 

weeks. 
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 I was pleasantly surprised by how warm and friendly the consultants 

were despite my negativity. Although I did not fully understand what he told 

me that day, there were several things he mentioned that were extremely 

accurate. 

 After 2 months of hesitation, I signed up for the course. I started 

to see the misalignment in myself through the instruments that they used. 

Most importantly, I stopped lying to myself about my expectations. I started 

to sleep well at night. Also, the relationship that I thought was damaged 

began to improve considerably. I stopped giving excuses and started 

acknowledging my shortcomings. With this, people were more tolerant 

towards me and gave me time to improve. 

 I could find answers to the conflicts in life. I began to practice some 

of the techniques learned in the course and to chart my own goals. I begin 

to improve, slowly but surely.”

Matt Tan 
  Singapore
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Do you have an transformational experience after 

discovering your blind spots? You can email me 

- jacetan@identi3.systems and you may even find yourself 

being featured in my next book!
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Frequently Asked Questions 

1. What is a psychometric test?

Are you tall or short? Good or poor at sports? Introverted or extroverted?

Your answers will reveal what you believe, based on your experiences. 

But your replies and everyone else’s will be subjective. The tallest person 

in a family of short people may think he is tall. The least sports-inclined 

person in a family of national sports representatives may believe he is just 

above average. An extroverted salesperson may consider himself a bit 

introverted if he is in a party of a big competitive team.

So, if simple self-reporting test asks, on a scale of 1 to 5 – how tall/good at 

sport/extroverted are you, your answers will tell you only where you think 

you are; other people’s answers will show where they believe they are. 

There is no science behind the results.

Psychometric test measures more than just self-perception, it measures 

actual behavior, because what you do is more important than what you 

say, or think, you do.
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And it compares those behaviors with others, to give a real indication of 

your abilities, strengths, weaknesses, and habits. So it will tell you whether 

you are extroverted, deal well with deadlines and are motivated by 

competition, and how likely you are to perform on the job. 

It will also tell you what difficulties you may have and how to overcome 

them, giving you the best chance of succeeding and performing well in 

your life, relationship and career.

2. What are the benefits of a psychometric test to employers?

Psychometric tests help employers understand the abilities, motivations 

and personal working styles of their staff. Psychometric tests assist them 

to pick the right person for the right role and reduce costs of wrong job fit 

and training. 

Good psychometric tests reveal how a candidate is likely to perform, how 

they handle stress, how they relate to customers, and whether they fit the 

organization’s culture. Will they keep the paperwork up-to-date? And if 

they’re not good in their work, what’s the best way to keep them on track?

Good psychometric assessments also reveal what motivates individuals 
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and how they prefer to learn. You can tailor your incentive schemes and 

training and development programs to ensure you get the best out of 

each.

Modern science can help you to build a more productive workforce which 

can only be good for business.

By adopting psychometric assessments and implementing them correctly, 

you can reduce the risk in your business by making good people 

decisions.

By using psychometric tests, employers can spend more time with the 

right candidate rather than spend too much time with someone who is 

not. 

3. What are the benefits of psychometric tests to job seekers?

When someone is in a job they enjoy, a job that makes the most of 

their strengths and abilities, that they find intrinsically motivating, that 

stimulates them without over-stressing or boring them, the rewards are 

more than monetary – they’re psychological and social.
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People who love their jobs work harder and are happier and more 

satisfied.

But when people are in jobs they hate, jobs that stress or bore them, 

under-use their strengths and require them to behave in ways they 

find difficult, no one is happy. They put in less effort at work, and the 

dissatisfaction spills over into their life outside work.

Psychometric testing allows candidates to find a job they love and allow 

them to avoid positions that will make them miserable. It analyzes their 

abilities and personality concerning the demands of a particular job, 

to find out whether this is a job they fit – or one they will find difficulty 

performing.

And it also helps employers understand what support their employees 

need and how best to provide that help.

Job seekers gain real insights into their strengths, weaknesses, motivators, 

and preferred working styles so they can make informed decisions about 

their career and work lifes.
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4. What is the shortfall of using psychometric tools?

With all psychometric tools, you may want to use them as a guide. 

Over believing in the results or stereotyping other people with the results 
is not a good way to use psychometric tools.

5. Where did IDENTI3® profiling originate from? 

Identi3® profiling was invented in 1984 in the United States and is 

rebranded under a new name. Our research lab is in charge of product 

development and updates it regularly. 

IDENTI3® International Pte Ltd is established in September 2004, in 

Singapore.

 

6. How can I get to know about myself after knowing my results?

There are more than 10 different specialised reports that you can generate 

after you have your results. These results cover areas such as Leadership, 

Sales Ability, Work-in-a-Team, Communication Style, Managerial 

Competency etc. You can use different reports to improve different areas.

7. How often do I have to re-do my IDENTI3® profile?

An interval of 18-24 months is recommended.  
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8. How does IDENTI3® Profiling get more accurate results in a shorter 
time with fewer questions?

 Firstly IDENTI3® measures your Beliefs and Beliefs are more consistent and 

accurate form of understanding personality. Secondly IDENTI3®  uses force-

choice method. These two combination allows the instrument to yield more 

insight with lesser number of questions.

9. Why can’t I choose all the options in the IDENTI3® questionnaire 
and instead have to rank them?

When everything is a priority, it does not show what is important. In fact, 

everyone will have the same results. Ranking shows what is important to 

us. When you rank their preferences, it also show how you are different 

from the person next to you. 

10.Why are personality tests like IDENTI3® a more important 
predictor of work competency and performance than an IQ or 
reasoning test?

With the workplace being more collaborative than individual-centred in 

nature, bridging personality differences and working styles is more critical 

than measuring intelligence.  

Personality tests like IDENTI3® help to identify you job-fit, team-fit 

and culture-fit. These are more important factors compared to finding 

intelligent candidates.
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11. How is IDENTI3® Profiling different from other tests?

IDENTI3® reveals your Blind Spot, validate your Hidden Self and uncovers 

your Unknown Self, in the categories mentioned by the Johari Window. 

IDENTI3® contains fewer questions than other psychometric instruments, 

but at the same time offers a higher level of accuracy. IDENTI3® offers both 

traits analysis and categorization of types for easy understanding for both 

work and personal applications.

In addition, IDENTI3® profiling does not test you on your language ability 

ans is more accessible to people from all levels.

12. What are traits and can traits change?

Traits are defined by trait theorists as the different elements that make 

up the human character/ personality. In theory, all of us have the different 

traits and various combinations of it. This different combinations give us 

our character. Traits are the core elements that are stable and consistent 

over time. 

People are often confused because they behave differently in different/ 

same situations. They simply do not realize that they are only using 
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different traits to make decisions or modifying themselves from their 

original values to adapt to the situation. 

Regardless, they remain the same person with the same traits. Traits can 

change when beliefs or values are shaped. This can happen drastically 

(i.e., by suffering a shock) or over a period. In another word, you don’t 

‘change’ overnight, but you may do things differently (external behavior) 

when the situation calls for it. In summary, (i) Personality does not change 

drastically, and (ii) People modify their behaviors (external) to adapt to 

their environment while internally, they stay the same.

If you would like to seek a permanent change, try to seek help from an 

accredited IDENTI3® Coach.
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About the Author 

For more than a decade, Jace Tan, has taught, coached and trained more 

than 15,000 individuals using IDENTI3® Profiling.

Today, Jace works with CEOs and senior management on a confidential 

basis, to identify talents, coach key executives and train HR practitioners. He 

is also the co-author of five HR-related books, and was invited to speak on 

LIVE 93.8 FM on HR development.
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By using IDENTI3®, a highly effective yet easy-to-do use psychometric 

tool, Jace helps companies and individuals achieved results of up to 90% 

improvement in their performance.  

His extensive profiling experience in different job functions, industries 

and corporate structures, has granted him in-depth knowledge of 

organizational and individual needs. 

But things have not always been smooth-sailing for Jace.

Back in his school days, Jace was a slow learner. He didn’t stand out and 

was your average Joe. He didn’t understand why things didn’t go his way. 

Jace craved success but didn’t know how to achieve it. He was envious of 

others, who seemed to get what they wanted while he could not. He said the 

wrong things, struggled to fit in and had few friends. 

He went through many jobs and didn’t find himself fitting well in any one 

of them. To find himself, he traveled to many places. But despite the travels, 

he did not come an inch closer to understanding himself. 
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BC Forbes once said, “How you start is important, but it is how you finish 

that counts.”

In 2004, Jace discovered the importance of personality and it’s impact 

on human behaviors. Since what we do affects what we achieve, the secret of 

success lies in understanding our personality. 

In addition, Jace discovered how personality leads to procrastination, 

trapped and conflicted behaviors, blind spots and how people created 

masking and modified behaviors to be socially acceptable. A person who 

is clearly unaware of his or her own behaviors are likely to act in a self-

sabotaging manner. 

He was a good example! 

For example, Jace worked very hard but failed in meeting deadlines. He 

worked without a plan. Jace couldn’t articulate his thoughts and intentions 

and got frustrated with others. He wanted things his way but didn’t know how 

to motivate people to support him. He was concerned with others’ opinions 

of him to the extent that he didn’t live the life he wanted but instead lived the 
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life others thought he should have. He thought he was an extrovert, but he 

was not. On the other hand, IDENTI3® showed him not only his weaknesses 

but also his strengths. 

His IDENTI3® Type was as an ARTIST and a CRAFTSMAN. This was 

something that he knew deep down but couldn’t put a finger on. He didn’t 

do well in many jobs because the scope was not where he could shine 

naturally. Like many others, he tried to blend in with the crowd but this was a 

difficult thing to do. 

With the awareness given by his IDENTI3® profile, Jace worked on 

overcoming his weaknesses and putting himself where he could shine. 

If success means having more than sufficient money in your bank account 

and having a happy family (and most people would agree that this is one 

definition of success), Jace now has both of them. He has progressed far from 

your average Joe to someone who enjoys success.

Today, Jace is proud of his IDENTI3® and encourages others to be proud 

of who they are. 
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Today, Jace dedicates his life, to help individuals and corporations to 

gain deep insights, which are then harnessed for effective training, coaching 

and team building. Contact Jace through his website: 

  www.DiscoverYourBlindspot.com. 
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Other books written by Jace
www.WhatsYourGenius.com

 Almost one in two Singaporeans are unhappy at work.

 

 Most people are at a loss at their personal direction and the direction 
they want to follow career wise. But why? 

 Drawing from his fifteen years of experience as a Corporate Trainer 
and Coach, Jace Tan has found out that people are a ‘Raw Diamond’, an 
‘Under Achiever’, a ‘Lost Talent’ but rarely a ‘Genius’ in what they do. What 
about successful people?

 After interviewing countless of successful people and profiling them 
using IDENTI3®, Jace has found their secret to success. 

If you want to have a breakthrough in the work that you do, this book will 
show you how to get started.
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www.CloserAndUglier.com

 You meet someone special. You fall in love. You enter the relationship 
hoping for the best. However, the closer you get, the uglier it gets. It doesn’t 
have to be that way. 

 Nothing is accidental. Nothing is a coincidence. It all boils down to 
the way we are designed and structured as human beings. We are calling for 
this repetition. It represents something unfulfilled, unresolved and it is in our 
control to change it. 

 A growing number of researchers and clinicians have concluded that 
most unhappy couples need education rather than therapy. An education in 
“how to make relationships work,” and the specific skills that make them work 
well. 

 If you are keen to make your current or future relationship work, this 
book will reveal how. 
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Be a Certified Trainer and Coach

Other Related Activities

Blind Spots for Teams!
Available as a half day or full day team building, ‘Blind spots for teams’ 

help you and your team build trust and collaboration quickly! 

Meet-ups and sharing
Join us in our meet-up sessions and share your stories!

Are you inspired by your Coach or Trainer? Do you have an interested in 
a career in this area? Sign up as a certified IDENTI3® Trainer or Coach!

Find out from our facebook page
www. fb.me/whatsyourblindspot
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Discount codes 

Get 10% discount for books.
Enter ‘BlindspotBooks10’ during checkout

Get 10% discount for your profile/ reports
Enter ‘BlindspotProfile10’ during checkout

BOOKS

IDENTI3 PROFILING

Get 10% discount for workshops and events
Enter ‘BlindspotEvents10’ during checkout

WORKSHOPS & EVENTS

Get $50 discount for individual coaching
Enter ‘BlindspotCoaching10’ during checkout

INDIVIDUAL FACE-TO-FACE COACHING

Get $50 discount when I speak for your 
organization’s learn-at-lunch talks

CORPORATE LEARN-AT-LUNCH TALKS

S$500 Discount Get $500 discount when you engage my services 
for a full day team building

CORPORATE TEAM BUILDING 

S$500 Discount Get $500 discount when you engage my services 
for a full day training program

CORPORATE TRAINING

Valid for 1 redemption per person/ per corporate. 
*Other Terms and Conditions apply.



You are only as 
STRONG as your 
WEAKEST link

fb.me/whatsyourblindspot 

 You want success in your life. You spend a considerable amount of effort 
and money looking for success but fall short of your goals. The explanation is  
simple:

  YOU are only as STRONG as your WEAKEST link. 

 Not knowing your blind spots will derail your chances of Success. 
Chinese philosopher Lao Tze once said, “He who knows others is wise. He 
who knows himself is enlightened.”

 Through this book, Jace Tan gives you an insight to your behavioral 
blind spot(s) and help you win in your game of life. 

Our team had an awesome time during yesterday’s 
IDENTI3® profiling session. 

It was extremely insightful and useful as a tool for us to 
better our work and people relationships.

Please convey our thanks to Jace as he was very good 
facilitating this for us!

Best Regards,
 

Tzu Bing
VP of Private Bank I Raffles 

Place
United Overseas Bank 

www.whatsyourblindspot.com

jacetan@identi3.systems USD 19/ SGD 24.99
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