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This interactive PDF document* enables you to nav-
igate the document with the use of internal links. It 

uses fi llable fi elds to write down your refl ections and 
answers in the pdf itself!

(Don’t forget to save the document when you’re done to 
keep your answers stored in the PDF.)

*Please note that not all PDF readers support interactive fi elds. 
In case you don’t have a PDF reader, or in case the fi elds in this 

document cannot be fi lled out in your current PDF reader, you can 
download Acrobat Reader here: https://get.adobe.com/reader/.

https://get.adobe.com/reader/
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Sphere of Infl uence 360º 
Coaching Guidelines

This document provides guidelines for interviewing a candidate about 
her or his Sphere of Infl uence 360º profi le.

The interview comprises 5 steps.

For each step, an indication of the time required is given. This allows 
you to choose which steps you can take in the time you have available. 
Further, an explainer is provided and possible questions are given.

The steps, explanation and questions in these guidelines are sugges-
tions. Decide for yourself what you would like to use, ignore or add 
during the interview.

This interview is intended as a participant’s fi rst introduction to the 
Sphere of Infl uence 360˚. It focusses on their unique communication 
blueprint on page 8 (of the Sphere of Infl uence 360º report) and op-
tionally on the laws of infl uence.

The chapters that give more detailed information about the 12 in-
fl uencing styles (chapter 4), the specifi c strengths and development 
points according to the SWOT (chapter 5), and someone’s communi-
cation dynamics in specifi c situations (chapter 6) are not included in 
these guidelines.

From our experience zooming in to the communication blueprint and 
laws of infl uence is often already enough food for thought for the can-
didate for a fi rst coaching session. It is up to your assessment of the 
participant. If it is relevant for their development and growth please 
include the extra chapters in the interview.

Introduction & explanation

Reaction of the participant

Qualities

Development points

Tip to yourself
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Appendix 1: The Sphere of Infl uence Model.

Appendix 2: Distinguishable patterns in the Sphere of Infl uence 360˚.

Appendix 3: The scoring structure for the Sphere of Infl uence 360º Profi le.

Appendix 4: An example conversation format that you can use during
the interview. This is an interactive PDF document with fi llable fi elds al-
lowing you to make your notes and remarks directly in this document.*

In the appendices, you will fi nd several tools for support during the 
interview or when analyzing the participant’s profi le:

Internal links (links that allow you to navigate through this document*) 
are purple and are underlined like this example link.

External links (for example to a video or reference article) are dark 
green like this example link.

The buttons 1 to 5 (see next page) allow you to go to the beginning of 
each of the fi ve steps of the interview.

HOW THE LINKS AND BUTTONS WORK IN THIS DOCUMENT

APPENDICES
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Introduction &
explanation

If you want to shorten the interview, ask participants to pre-
pare at home by looking at the Sphere of Infl uence explainer
(https://youtu.be/CZt3QkRE_SA)

We are going to work on your Sphere of Infl uence 360º 
profi le today. This profi le provides insight into how you 
communicate and exert infl uence, but also how you allow 
yourself to be infl uenced by your environment. The re-
port compares your self-refl ection with the feedback you 
received from others. The goal of this session is to under-
stand how you can use the profi le to increase your impact 
and collaboration.

First we will look at your unique communication blueprint.

Second, we will map out your qualities. If you know your 
qualities, you’ll be equipped to use them more consciously. 
And in tough situations, you’ll know which qualities you can 
fall back on.

We’ll also pay attention to possible development points
for you to work on. What is the next step for you to im-
prove your communication and collaboration skills?

I would like to stress that there is no one good way of in-
fl uencing. What works for someone else may not be eff ec-
tive for you at all. It’s more important that you use commu-
nication and infl uencing styles that fi t your ambitions, role, 
and the people you talk to.

At this moment you may wish to show the explainer video to ex-
plain the Sphere of Infl uence concept to the participant.
(https://youtu.be/CZt3QkRE_SA - 7 minutes). You may also 
explain the model using the fi gure in Appendix 1. This image is 
also available as a mini-banner or rug.

If the participant already viewed the explainer before the inter-
view, proceed with step 2.
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GOAL

FOCUS

IMPORTANT

± 10 MIN

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 10 MIN

± 5 MIN

INTERACTIVE CONVERSATION FORMAT

https://youtu.be/CZt3QkRE_SA
https://youtu.be/CZt3QkRE_SA


6Copyright © 2020 Sphere of Inf luence 36 0 º

The Sphere of Infl uence comprises 2 axes; the 1st is the 
Lead-Follow axis. Leading involves taking an active role. 
Following entails going along with what the other person 
has to off er. It is important to remember that Leading 
behavior on your part tends to trigger Following behav-
ior from others. The reverse also applies – if you come 
across as very docile, this will trigger Leading behavior 
from others.

The 2nd axis is the Content-Relationship axis. On the 
Relationship side, the emphasis is on common interests, 
shared experience, and connection. On the Content or 
Task side, the emphasis is on tasks, results, and knowl-
edge. Unlike with the Lead-Follow axis, Relationship-ori-
ented behavior tends to trigger Relationship-oriented 
behavior, while Content-oriented behavior often trigger 
similar Content-oriented behavior.

You fi nd 4 Leading Styles in the model:

Inspire
Commitment to getting others involved in achieving your 
vision.

Coach
Asking questions or posting comments to help others with 
their development.

Instruct
Paying close attention to the timely and correct implemen-
tation of tasks.

Direct
Aiming to get everybody moving in the same direction.

4 Follow Styles:

Adapt
Showing and emphasizing your willingness to adjust and 
move along.

Listen
Staying neutral. Moving along with others without express-
ing too many ‘ifs or buts’ in situations where this is desirable.
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THE TWO AXES AND THE 12 INFLUENCING STYLES

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 10 MIN

± 5 MIN

INTERACTIVE CONVERSATION FORMAT
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Follow up
Delivering on the tasks that you have been assigned. Carry-
ing out instructions as soon as possible.

Clarify
Taking steps to get a clear understanding of other’s inten-
tions and expectations.
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2 Relationship-focused Interaction Styles:

Connect
Focusing your communication on mutual interests and 
common ground. Creating win-win situations.

Empathize
Taking other’s feelings into account and positively infl uenc-
ing those feelings.

2 Content-focused Interaction Styles:

Convince
Doing your utmost to inform others of your opinions or 
convincing them to subscribe to your ideas and/or perspec-
tives on the matter.

Oppose
Expressing yourself when you do not agree. This includes 
complementing or refuting other’s input and vision.

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 10 MIN

± 5 MIN

INTERACTIVE CONVERSATION FORMAT
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Participant
reaction

At this point in the interview we suggest you show the 
unique communication blueprint to the candidate in her 
or his report on page 8. It is important to give space to the 
initial reactions of the participant when they take a fi rst 
look at their profi le.

Make sure the participant speaks as soon as possible 
about what matters most to him or her – or what is cur-
rently underpinning their (mis)communications with 
colleagues. This might be diff erent from what you had 
thought. Here, your role is primarily to listen. Ask ques-
tions if there is any ambiguity.

Qualities and development points often emerge at this 
stage. If this happens, you can build on them immediately. 
If you are pressed for time, you can try to direct focus on 
the participant’s qualities and development points.
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OPENING QUESTIONS

± 10 MIN

± 10 MIN

What do you notice about your profi le?

What do you recognize when you look at the diff erent styles?
Which styles stand out?

What can you say about any patterns you notice (extremes/
balances)?

What do you notice about the matches and mismatches 
between your self-refl ection and the Feedback of others?

What does the amount of red/blue tell you about your 
Content-Relationship behavior?

What can you say about the balance between leading and 
following behavior?

Does this profi le fi t the job you have?

± 10 MIN

± 10 MIN

± 10 MIN

± 5 MIN

INTERACTIVE CONVERSATION FORMAT
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EXTRA (+/- 10 MIN)

If you have enough time, you can take a look at the candi-
date’s scores on the Follow-lead and the Content-Relation-
ship axes on page 14 in the candidate’s Sphere of Infl uence 
360º report.

Discuss how the behavior of the candidate is triggered by 
others and vice versa. Tips are provided in the profi le on 
how candidates can increase their impact according to the 
laws of infl uence.
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± 10 MIN

Important

If a participant indicates something is incorrect, do 
not defend the data or try to explain it. Instead, keep 
asking questions. What’s incorrect? What should it 
be instead? When it comes to self-refl ection, the data 
relates directly to how the candidate has fi lled in the 
questionnaire. As such, it may often concern small dif-
ferences, such as the interpretation of what a certain 
style or behavior implies.

FOLLOW UP QUESTIONS

What does this tell you?

Do you recognize this in practice?

Can you tell me more about it?

Do you have any examples?

± 10 MIN

± 10 MIN

± 10 MIN

± 5 MIN

INTERACTIVE CONVERSATION FORMAT
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Qualities

When the participant’s qualities already have been dis-
cussed, it is good practice to check these and establish 
whether the candidate does indeed view certain qualities 
as qualities. If necessary, ask for other qualities that have 
not yet been mentioned.

If there are qualities that have not yet been mentioned, 
re-emphasize the importance of knowing your qualities. 
Then, focus your questions on investigating them further.

If she or he fi nds it diffi  cult to identify any qualities, help 
them out (“This is what strikes me about the profi le…” 
“Here’s what I recognize in the profi le…) It may be useful 
to have possible qualities ready before the interview – see 
Appendix 2 for support.
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SUGGESTED QUESTIONS

FOLLOW UP QUESTIONS

± 10 MIN

± 10 MIN

What qualities do you see in your profi le?

What do you see people in your environment perceive as one 
of your qualities?

What is usually your (unique) contribution to conversations/
team interactions?

What are you known for?

Could you tell me more about that?

How would you translate this quality to the way you 
communicate/work with others?

Could you give me some examples?

How does this quality look in practice?

What are some situations in which you notice that this quality 
is helpful?

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 5 MIN

INTERACTIVE CONVERSATION FORMAT
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Important

At the end of this section, double-check that the most 
important qualities have been discussed and written 
down. Briefl y summarize the qualities you have heard 
and check these with the participant’s opinions.

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 5 MIN

INTERACTIVE CONVERSATION FORMAT
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Development
points

If you have already covered the development points, make 
sure you check them once more and write them down.

The First Step

Development points and qualities work in diff erent ways. 
More qualities give you self-confi dence; a basis for you to 
build and fall back on. Too many development points can 
hold you back. Look together with the participant for the 
development point that contributes most to their impact 
and ability to collaborate.

Make sure you make this development point as specifi c 
as possible. If a development point is too general, it will 
be diffi  cult for the participant to develop it. Use the devel-
opment points described in the report (for underexposed 
interaction styles) as input.

While looking for development points, you might pay 
attention to those that are highly developed infl uencing 
styles, as well as those that are underutilized infl uencing 
styles; i.e. the participant’s talents. The reason for this is 
that too much of a good thing can also lead to less desir-
able behavior. More about this and the 12 Interaction Style 
pitfalls are described in Appendix 1.
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SUGGESTIONS FOR QUESTIONS

± 10 MIN

± 10 MIN

Which development point would help you the most if you 
focused on it fi rst?

Which development points do you see in your profi le?

What more could you do to improve your communication 
and impact?

How could you strengthen your ability to collaborate with 
your team?

Do you ever have conversations that go less than smoothly?

Do you see any ways in which you could improve your 
collaboration with others/colleagues?

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 5 MIN

INTERACTIVE CONVERSATION FORMAT
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FOLLOW UP QUESTIONS

± 10 MIN

Does your infl uence blueprint match your current role, or do 
you see room for improvement?

Does the way you communicate and collaborate match your 
ambitions?

How does this development point look in practice?

How do you recognize the aforementioned development 
point in your Sphere of Infl uence profi le?

When do you most notice this development point getting in 
your way?

Could you tell me more about it?

Could you give examples?

Important

It is a good idea to check back to see that you covered 
the most important development points in the devel-
opment points section. Briefl y summarize the points 
you heard and check these with the participant’s 
self-image.

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 5 MIN

INTERACTIVE CONVERSATION FORMAT
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Tip for yourself

To end the interview, you can ask a “Tip For Yourself” ques-
tion. This is a nice way to end the conversation and allows 
people to walk out the door with a specifi c point to work on.

“If I asked you to give yourself a tip, what would it be?”
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± 5 MIN

± 5 MIN

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 10 MIN

INTERACTIVE CONVERSATION FORMAT
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Appendices
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Appendix 1
The Sphere of Infl uence model

If you would like to print a rug of the Sphere of Infl uence model for your 
workshops or training, you can download a print-ready document here:

https://sphereofi nfl uence360.com/print-a-sphere-of-infl uence-model-rug/

INTERACTIVE CONVERSATION FORMAT

https://sphereofinfluence360.com/print-a-sphere-of-influence-model-rug/
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Appendix 2
Patterns

Infl uence the course to be followed (Inspire),

Have an impact on the content, by adding 
perspectives or comments to sharpen things 
(other’s statements, opinions, and ideas) 
(Oppose),

Shape the content by contributing their own 
opinions and ideas prominently (Convince) or

Infl uence the results to be achieved (Instruct).

By appealing to them for their loyalty and 
inspiring them.

By clarifying the playing fi eld and providing 
frameworks (Direct).

By making sure things are carried out correctly 
and making adjustments where necessary 
(Instruct).

Making your mark

Taking the lead

The interaction styles in the fi gure on the right are 
styles that clearly distinguish someone from others 
by the way in which they:

Here, the indicated styles relate to someone’s ability 
to drive others on three diff erent levels.

INTERACTIVE CONVERSATION FORMAT
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Coaching is focused on helping others choose 
the right next step. Supporting others in 
challenging and developing themselves is an 
important part of this.

By showing compassion, you make the other 
person feel heard and/or understood. You 
support them with their experiences and 
feelings. (Empathize).

By moving along, you support the story 
and other’s initiatives, while showing your 
willingness to meet them halfway. (Adapt)

By Instructing, you ensure tasks are 
performed and completed as well and 
thoroughly as possible.

By Opposing, you “dot the i’s” during 
conversations and make sure ideas and plans 
are clear.

By making things explicit (Clarify), people 
indicate that they would like to know what’s 
going on. They also ensure they stay as fully 
informed as possible.

Help/Support

Completeness/Quality

These styles are appropriate for helping and sup-
porting others on a relational and emotional level.

The interaction styles in the fi gure on the right are 
styles that focus on completeness and quality.

INTERACTIVE CONVERSATION FORMAT
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By including people in your vision and 
creating support for it, you can get groups or 
departments moving (Inspire).

By stimulating people and giving them food for 
thought, you ensure that individuals get moving 
(Coach).

By Following Up on tasks, you ensure progress 
is made and continues.

By Directing, you try to ensure as much 
as possible that people move in the same 
direction.

When Following up on tasks, it is important to 
cooperate actively without questioning and/or 
building on them.

By Listening, you off er other people 
opportunities to tell their story and show your 
willingness to hear others out.

By Adapting, you show others that you have a 
fl exible attitude.

Movement

Willingness

These styles ensure that things, people, and processes 
remain on track.

The styles in the fi gure on the right are appropriate for 
showing and communicating an attitude of willingness.

INTERACTIVE CONVERSATION FORMAT
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Appendix 3
The structure of the scores in the
Sphere of Infl uence 360º profi le

The Sphere of Infl uence scores are compared to the norm group (N=6861) and 
translated into numbers between 1 and 9. You’ll fi nd the meaning of these 
numbers below.

If somebody displays less common behavior, this will be more prominent in 
their profi le. This might mean that a person may not show the behavior as 
often as he or she feels, but will still be given a higher score. In the same way, 
the behavior will be more apparent to others because he or she behaves that 
way more often than others tend to do.

Core Capabilities (Score 4–6)
Core Capabilities are the styles for which people have a high score. They 
leverage these styles eff ectively and can rely on these to infl uence others 
when communicating.

Talents (Score 7-9)
These interaction styles distinguish a person. They also come with a potential 
risk – namely, it is possible to irritate others by using this behavior excessively.

Development Points (Score 1-3)
It is important to remember that an interaction style is only a development 
point if the candidate requires it to realize their ambitions, perform their job 
well, or where it has been shown that underuse of this interaction style leads 
to miscommunication in practice.

Your score comparison with the norm group

1. Signifi cantly below average

2. Below average

3. Moderately below average

4. Low average

5. Average

6. High average

7. Moderately above average

8. Above average

9. Signifi cantly above average

INTERACTIVE CONVERSATION FORMAT
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Appendix 4
Interactive conversation format

Write your refl ections and answers in the fi elds below. Please make 
sure to save the document to store your answers in the PDF.*

*Please note that not all PDF readers support interactive fi elds. In case you 
don’t have a PDF reader, or in case the fi elds in this document cannot be 
fi lled out in your current PDF reader, you can download Acrobat Reader 
here: https://get.adobe.com/reader/.
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Reaction
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Candidate’s name

Reaction participant

Introduction

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 10 MIN

± 5 MIN

READ THE INFORMATION FOR THIS STEP

READ THE INFORMATION FOR THIS STEP

Laws of Infl uence READ THE INFORMATION FOR THIS STEP

https://get.adobe.com/reader/
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Qualities

Development points

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 10 MIN

± 5 MIN

Did you verify the qualities with the participant?

Did you verify the development points with the participant?

READ THE INFORMATION FOR THIS STEP

READ THE INFORMATION FOR THIS STEP
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Tip for yourself READ THE INFORMATION FOR THIS STEP

± 10 MIN

± 10 MIN (+10MIN)

± 10 MIN

± 10 MIN

± 5 MIN

Did you save the document?
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Email
nicolien@sphereofinfluence360.com

Phone
+31 – (0)6 – 43 28 60 79

Website
www.sphereofinfluence360.com

mailto:nicolien@sphereofinfluence360.com
https://sphereofinfluence360.com/

	Candidate's name: 
	Reaction participant: 
	Laws of Influence: 
	Qualities: 
	Development points: 
	Verify qualities: Off
	Verify development: Off
	Tip for yourself: 


