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TRAITS OF PEOPLE WHO WORK WELL WITH OTHERS

Activity: Top 10 Traits of People Who Work Well with Others
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KEY TRAITS OF PEOPLE WHO WORK WELL WITH OTHERS
(Author unknown)

• Has a positive and constructive attitude (builds rather than tears down)
• Is sensitive and perceptive (aware of others and their needs)
• Is not controlling, pushy, abrasive, aggressive, selfish, or mean.
• Has effective communication skills (i.e. speaking, listening, etc.)
• Has effective conflict resolution skills (interpersonal and group)
• Knows how to give and receive corrective feedback in an appropriate manner
• Is highly responsible
• Is principle-oriented
• Is compassionate
• Is patient
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TRAITS OF A GOOD TEAM MEMBER
(Reference: Naseem Mariam, “The Top 10 Traits of a Good Team Member,” © 2003 by CoachVille, Published by

CoachVille.com)

What attributes do you look for in a team member? What is the mix of attributes, traits, skills,
and talents that you should gather into your team? Here are the top 10 attributes of a good team
member.

1. Excellent technical and professional skills

Business projects require professional skills. If it is a shorter project (3 months) you
should have a lot of task oriented, good technical experts on board. However, if the
project team is large (more than 8 people) and the duration greater than 6 months, then
having a few social-oriented people on board would reduce the interpersonal
communications strain from the project team.

2. Good interpersonal skills

Effective interpersonal communication is vital to the smooth functioning of any task
team. Communication skills – listening, written and oral, telephone, email – are a
must. Conflict handling and negotiating skills are an added advantage. Trusts, supports,
and has genuine concern for other team members. Helpful and cooperative with others.

3. Sharing and giving tendency

Shares his/her knowledge and expertise freely with team members. Shares openly – with
honesty and integrity – with others regarding personal feelings, opinions, thoughts, and
perceptions. Does not engage in one-upmanship. Gives of his/her time, energy, and heart
to own and solve the problems that arise during the course of the project.

4. Respects authority

Gains the respect of every team member. Respects his boss, the top management of the
organization, and the customers’ managers. Consoles and reasons with other team
members and resolves complaints of other team members with patience, understanding,
and empathy. Understands and is committed to team objectives.

5. Cares for the customer

Polite and courteous to everyone including the customers. Has real concern and thinks of
both short term and long term benefits from the customer’s viewpoint. Negotiates well
with the customer and the company’s top management to ensure less stress and strain for
the team.
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6. Self-reliant, happy, positive person

Comfortable with himself/herself. Respects himself/herself and will not become a
sycophant (insincere compliment giver, trying to get into boss’ good books insincerely).
Positively charged, full of enthusiasm and love for his/her work. Puts in an honest
day’s work and is willing to cheerfully put in a few extra hours whenever the need arises.

7. Welcomes feedback

Encourages feedback on his/her own behavior. Takes the necessary corrective and
preventive actions to ensure harmony, peace, and joyful environment for project
execution.

8. Finger on the pulse

Has a finger on the pulse of the teams’ feelings and concerns. Helps to fix the conflicts,
negotiates between conflicting parties, and negotiates a win/win ending. Is aware of what
goes on around him/her. Is able to sense danger and steer the team members into happy
solutions faster.

9. Delivering on commitments

Is a reliable and dependable person. Always keeps his/her promises and commitments.
Informs customer and boss well in advance when things go wrong. Discusses the issues
and concerns and sets new commitments.

10. Integrity, honesty, and trust

Whatever good qualities a person may possess, they are of no use to him/her or to anyone
else when he/she does not have integrity of character. Integrity is being true to oneself,
honesty is being true to others. He/she should be trust worthy and trust others with his/her
eyes open.
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THINGS PEOPLE SAY THEY APPRECIATE IN OTHERS
(Reference: Susan Dunn, “The Top 10 Things People Say They Appreciate in Others,” © 2001 by CoachVille,

Published by CoachVille.com)

The management surveys all say that what people like best is to be managed well and
appreciated. Here are the results of my survey on what individuals say they like in other people.
No one mentioned money. No one mentioned intelligence. These are mostly all emotional
intelligence competencies!

1. People like people who have manners.

By this they mean someone who makes a request and says “please.” Someone who thanks
them. Someone who says “excuse me” when they interrupt or bump into them. Someone
who uses their name and greets them before bursting into agendas, i.e., “Hello, Susan,
how’s your day going?”

2. People like people who are sincere and who listen to them.

Without being brusque and superficial! This is not “this person appears to care about
what I’m saying,” but knowing they do. We like people who create a listening space and
encourage us.

3. People like people who are authentic.

We like people who do what they say they’ll do and keep the trust. We like them to walk
the walk as well as talk the talk. We like consistency, so we know what to expect.

4. People like people who appreciate them.

And they like to be told!

5. People like people who are upbeat and positive.

Cynical people create a toxic environment and a negative pull that’s “catching.”

6. People like people who are multidimensional and express their feelings as well as their
    thoughts and ideas.

Life is full of this and that, changes in moods, opinions, and perspectives. We like to hear
all about this from someone else, not be greeted with a flat, uni-dimensional personality.
Someone who’s able to be enthusiastic, supportive, calming, energizing, and concerned.
Someone who is able to experience the full range of feelings and be able to meet the
needs of the occasion.
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7. People like people who are sensitive and perceptive.

We like people who are perceptive about what’s going on with us – not reading our –
minds, but sensing moods and needs and being flexible. “TMI” for instance – giving Too
Much Information can be overwhelming to the other person, and/or inappropriate to the
occasion or relationship.

8. People like people who have time for them.

Whatever greater sign of respect and caring is there?

9. People like other people who show respect.

Respect for their time, respect for boundaries, respect for feelings, and respect for space.

10. People like people who are engaging.

We like people who encourage us to open up, who show real interest in a conversation
and know how to keep it going, people who respond to what we say or do, and let us feel
their presence.
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FUNDAMENTAL PRINCIPLES OF CONFLICT RESOLUTION
(Reference: Patrick K. Powell, “Fundamental Principles of Conflict Resolution,” 2003, Rexburg, ID)

Things to Remember

• Conflict is not inherently bad. Conflict is a natural result of differing points of view.
• Conflict usually comes because people have:

< different views, perceptions, and ideas about an issue
< different needs, desires, goals, values, and interests
< different approaches, preferences, temperaments, and styles

• Remember, conflicts are disagreements.
• How you handle a conflict determines whether or not it gets resolved. 
• Be prepared to “work things out” (or “talk things out”).
• Don’t expect others to read your mind. Express yourself and your views.
• Respect the other person’s point of view, even if you don’t agree with it.
• You may need to just “agree to disagree” (to disagree without being disagreeable).

Ineffective Approaches to Conflict Resolution 

• Avoidance (avoiding the person or the issue, hoping it will just go away).
• Denial (pretending the problem doesn’t exist).
• Attacking (attacking the other person and trying to overpower them through blame,

anger, threats, intimidation, domination, etc.).
• Bandaid (a quick-fix approach that doesn’t get to the root of the problem or issue and

surfaces again at a later time).
• Smooth-it-over (similar to the Denial and Bandaid approaches; issues are smoothed

over and not addressed in an attempt to “keep everyone happy”).
• Give In (rather than defend yourself you just give in – then employ passive aggressive

tactics (e.g. “martyr syndrome”) to manipulate the other person).
• Compromise (is usually a temporary solution vs. seeking an optimal solution for both

parties).

Ground Rules for Conflict Resolution

• Allow each person a chance to speak.
• Do not interrupt others.
• Listen with respect.
• Treat everyone’s opinion as important.
• Accept responsibility for your own part in the conflict.
• Develop a shared solution.
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Helpful Steps to Follow

1. Personally, within yourself, acknowledge the conflict.
2. Acknowledge what you are feeling (anger, hatred, frustration, irritation, etc.).
3. Calm yourself if necessary; control your emotions (e.g. take a deep breath).
4. Take time to think thru things, i.e. how to address the situation (don’t run from

difficult situations).
5. Focus your mind-set on “win-win” thinking (think “us” not “me/you”).
6. Communicate what is bothering you.

< identify the issue and how you feel about it.
< be assertive – express what you think and feel.

7. Ask for the other person’s response and truly listen.

< ask questions to assess understanding.
< ask clarifying questions; really try to see their side of the story.
< it’s often helpful to let the other person “blow off steam.”

8. Take responsibility for your own part in the conflict (ask yourself: “What have I done
to contribute to the conflicting situation?”). 

9. Brainstorm solutions that satisfy both parties (i.e. negotiate).
10. Affirm, apologize, forgive, and /or thank the other person.
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