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Thinking Science
The Hartman Value Profile (HVP) assessment is not a psychological, intelligence, or apƟtude test.
Unlike many self report assessments, this assessment objecƟvely captures your thinking paƩern.

This thinking style report documents your brain's natural selecƟon process when making decisions.
Understanding the ability to process informaƟon is directly linked to strengths and potenƟal blocks
to performance.

Thinking and mental processing ability, like musical talent or sports talent, can be learned and
improved. Some talents can be great assets in some situaƟons, but can become a hindrance in
other situaƟons.
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Thinking Style Dimensions
Your thinking ability is reflected in how you access your talents, skills, and aƫtudes across the core
thinking style dimensions. Your overall thinking style is a result of the blend of your world and self
thinking processes. This secƟon of the report defines the three core world and self dimensions.

The three core thinking dimensions of People, Task, and Systems are exhibited as follows:

People (IntuiƟve Thinking) is measured by assessing Empathy and Self Esteem
Task (PracƟcal Thinking) is measured by assessing PracƟcal Judgment and Role Awareness
Systems (Conceptual Thinking) is measured using Systems Judgment and Self DirecƟon

The table below provides a definiƟon for each of these dimensions.

Core Dimensions World Dimensions Self Dimensions

PEOPLE
IntuiƟve Thinking

Empathy
Ability to see, understand,
appreciate, and value others.
Ability to relate easily to and
make intuiƟve judgments
about others.

Self Esteem
Ability to see, understand,
appreciate, and accept one's
worth as a unique individual.

TASKS
PracƟcal Thinking

PracƟcal Judgment
Ability to see, understand,
appreciate the pracƟcal,
funcƟonal worth of material
things. Ability to execute tasks
and operaƟonal acƟviƟes to
aƩain short-term results.

Role Awareness
Ability to see and understand
one's funcƟonal worth, one's
social or job role, and one's
place in the world.

SYSTEMS
Conceptual Thinking

System Judgment
Ability to see, understand, and
appreciate the need for
systems, order, structure and
standards. ApƟtude for
conceptual, strategic thinking
and planning to aƩain
long-term results, big picture
thinking.

Self DirecƟon/Future View
Ability to see and understand
one's sense of mission and
commitment to inner ideas.
Ability to be percepƟve about
self concept and purpose.
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Thinking Clarity and AƩenƟon
Clarity

Clarity is a measure of your natural ability to see and understand each value dimension. The greater
your clarity the more accuracy and precision you have in the judgments that are made in that
dimension. Each level of clarity has its own strengths and limitaƟons.

Crystal Clear: The ability to be very insighƞul, to disƟnguish differences both good and bad,
and to be sensiƟve to all aspects of the dimension.
Clear: The ability to be in touch with key aspects of the dimension but to overlook some
aspects due to allowing some informaƟon in and filtering other informaƟon out.
Visible: The ability to be in touch with and disƟnguish some specific aspects of a dimension
clearly but overlook or not see other aspects due to selecƟve filtering.
TransiƟon: Indicates the value dimension in quesƟon is likely to result in inaccurate or
inconsistent decision making leading to mistakes in judgment.
UnconvenƟonal (World Dimension Only): The classificaƟon of unconvenƟonal represents
'out-of-the-box' thinking or mindset. It indicates your natural ability to see things and respond
to them in ways which others overlook because you think differently than others

AƩenƟon

AƩenƟon is a measure of your natural ability to aƩend to, or pay aƩenƟon to, specific informaƟon
to make a decision. Like clarity, aƩenƟveness or inaƩenƟveness can be a strength or a limitaƟon
depending on the demands of the environment and degree of balance with the other dimensions.

Over AƩenƟve: Having a bias toward the dimension and a tendency to place a great deal of
importance on the dimension.
AƩenƟve: Having a balanced and generally posiƟve view of the dimension and the ability to
pay aƩenƟon to the dimension without losing perspecƟve of other dimensions.
CauƟous: ExhibiƟng cauƟon and skepƟcism regarding the dimension. Tending not to focus or
rely too much on the dimension to make decisions.
InaƩenƟve: Filtering out the dimension or not seeing the importance of it. Tending to be
criƟcal and undervalue the dimension. (Note: good clarity may reduce some effects of
inaƩenƟveness.)
 

The following two pages show your clarity and aƩenƟon scores for the three World Thinking Style
Dimensions and the three Self Thinking Style Dimensions. Note that the direcƟon of the bar
indicates the focus of your aƩenƟon. The statements under each bar indicate the your general
strengths and limitaƟons for the dimension.
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World Thinking Style
Empathy (PEOPLE) - Ability to see, understand, appreciate, and value others. Ability to relate easily to and make intuiƟve

judgments about others.

PracƟcal Judgment (TASKS) - Ability to see, understand, appreciate the pracƟcal, funcƟonal worth of material things. Ability

to execute tasks and operaƟonal acƟviƟes to aƩain short-term results.

System Judgment (SYSTEMS) - Ability to see, understand, and appreciate the need for systems, order, structure and

standards. ApƟtude for conceptual, strategic thinking and planning to aƩain long-term results, big picture thinking.

How you understand and value the impact your decisions will have on other people and the importance you assign to others
as you make choices.  

Clear - You are a percepƟve individual who has the ability to make good judgments about others. You tend to be cauƟously
discrete in your relaƟonships with others measuring them against your preset ideas, expectaƟons and standards. Moreover,
you also tend to be overly criƟcal of and impaƟent with others and will likely be selecƟvely open to those who meet your
standards.

 

How you understand and value results oriented, comparaƟve choices and the importance you assign to results as you make
decisions.

Clear - You are a very pragmaƟc, results oriented person who has a very good capacity to see and appreciate pracƟcal,
funcƟonal results. You have the ability to be a very good pracƟcal, results oriented thinker but can become too pragmaƟc and
'now' oriented in your thinking, paying too much aƩenƟon to pracƟcal, funcƟonal results.

 

How you understand and value structure and rules and the importance you assign to the rules as you make choices.

Clear - You are a non-conformist and an individualisƟc person who tends to either overtly or covertly get things done in your
own unique and original way. Your individualism can serve as a source of strength but can also generate an overly skepƟcal and
cauƟous aƫtude which, in turn, can generate a 'chip on the shoulder' aƫtude when things do not go as you plan or expect.
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Self Thinking Style
Self Esteem - Ability to see, understand, appreciate, and accept one's worth as a unique individual.

Role Awareness - Ability to see and understand one's funcƟonal worth, one's social or job role, and one's place in the world.

Self DirecƟon/Future View - Ability to see and understand one's sense of mission and commitment to inner ideas. Ability to

be percepƟve about self concept and purpose.

How you currently understand and value yourself.

Crystal Clear - You have an excellent capacity for seeing and understanding your own inner self worth and unique individuality.
You tend, however, to not give yourself enough credit, to measure yourself against your own idealisƟc and perfecƟonisƟc
expectaƟons or against the expectaƟons of others. In either case, you are likely to blow up your imperfecƟons and to be overly
sensiƟve to what others think or say about you.

 

How you understand and value your current role(s) in life.

Visible - You have the ability to understand your social/role image but you do tend to pay excessive aƩenƟon to the
importance of role accomplishments and social image. You tend to be overconfident in your ability to perform, to expect more
out of yourself than you are capable of giving or overesƟmate the amount of self fulfillment you can aƩain through social/role
status and recogniƟon and through role accomplishments.

 

How you understand and value your future and the importance you place on your view for how that future ought to be.

Crystal Clear - You have an excellent capacity to see and appreciate your self direcƟon and inner principles which organize and
guide your conduct. You are currently feeling some doubts and quesƟons about which direcƟon is best for you and, as a result,
will be in a holding paƩern. You are likely be indecisive about pushing ahead unƟl you are more certain about which direcƟon is
best.
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Thinking Style
The following page(s) provide a general overview of your Thinking Style.

Problem Solving

You like to come up with realisƟc soluƟons that can be put into effect quickly. You will be good at seeing key
issues and focusing on the funcƟonally best soluƟon. You will be beƩer at solving short term problems. You
will need to put in more effort when thinking about long term results. If you conƟnue to see repeated
problems, you may want to step back and get an outside opinion on how to prevent the fire instead of just
puƫng it out. In a group, you may want to direct to keep things focused and you may appear to be advice
giving.

  
Strengths

Ability to focus on and idenƟfy crucial, immediate issues
Will generate pracƟcal, common sense and construcƟve ideas when talking about soluƟons to
problems
Ability to read others and focus communicaƟon to get what you want
Sense of individualism which generates enthusiasm for ideas that you believe in
Ability to handle quesƟons and issues in a pracƟcal, Ɵmely manner

Areas for Development

Become too aggressive and compeƟƟve about your own ideas and make others feel like they have
been pushed, rushed or run over
Become impaƟent with others that quesƟon your ideas
Not take Ɵme to evaluate others’ interest and needs in a conversaƟon
Overlook the consequences of your acƟons in a conversaƟon
Overlook the value of being logical in your requests of others
Move to quickly through a conversaƟon before others have fully grasped what was being said
UnderesƟmate the impact of your influence on others and overesƟmate your ability to understand
how others think

SuggesƟons for Improvement

Develop paƟence as a listener
Develop an openness for other peoples’ quesƟons and concerns
IdenƟfy and overcome personal biases and expectaƟons
Take Ɵme to develop trust and respect when communicaƟng with others
Learn when to back off and allow the other person to speak their mind
Resist making promises which cannot be kept
Listen and pay aƩenƟon to others’ needs and interests

Hartman Value Profile
REPORT FOR Sample Report

    8Copyright © Axiometrics International Inc and A & A, Inc.  All rights reserved
Distributed by Company Name Here 999-999-9999 www.YourWebsite.com



CommunicaƟng Your Thinking Styles
Now that we've idenƟfied your individual thinking style, you can use this informaƟon to make more
informed and more balanced decisions. A significant challenge exists in communicaƟng with others
effecƟvely if they don't think the same way we do. This page outlines some strengths and limitaƟons of core
communicaƟon based on your thinking abiliƟes to build awareness and help you communicate beƩer with
others.

CORE COMMUNICATION STRENGTHS

Being Fair And Consistent
Sets prioriƟes in relaƟonships
Deals with conflicƟng issues in a posiƟve manner

Listening, DelegaƟng And Developing
Keeps communicaƟons clear and to the point
Assigns tasks clearly and specifically
Makes certain that each person knows what is expected

CooperaƟng And Sharing
Open to ideas and input from others

CORE COMMUNICATION LIMITATIONS

CooperaƟng And Sharing
Do not maintain a posiƟve, supporƟve aƫtude
Likely to underesƟmate the value of cooperaƟon and sharing
Is not always willing to listen to opposing viewpoints

Being Fair And Consistent
May not always treat others fairly and consistently

Listening, DelegaƟng And Developing
Likely to give feedback in a criƟcal, negaƟve manner
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Strength and Development Summary
The following two pages chart your strengths and areas for development.

Empathy          

IntuiƟve Insight

Aƫtude Toward Others

EvaluaƟng Others

Persuading Others

RelaƟng With Others

 

Handling RejecƟon          

Self Esteem

Self Assessment

Self Confidence

Self Control

SensiƟvity To Others

 

Achievement Drive          

Goal Directedness

Results Oriented

Need To Achieve

Social RecogniƟon

Self Aƫtude
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Strength and Development Summary (cont.)
 

Self StarƟng Ability          

Persistence

Consistency

IniƟaƟve

Role SaƟsfacƟon
 

MoƟvaƟon Index          

Service

Money & Material Things

Status & Social Self
RecogniƟon

Personal Development

Sense Of Mission

Sense Of Belonging
 

Discipline For Selling          

MeeƟng Established Standards

Doing Things Right

AƩenƟon To Policies &
Procedures

MeeƟng Schedules &
Deadlines
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PrioriƟzed Strengths
The following two pages contain descripƟons of your specific strengths based on your unique
thinking style paƩern. Your top strengths are listed in order with your greatest strength first.

Self Aƫtude
Driven by a strong sense of personal opƟmism, a belief that the best can and will happen.

   

Results Oriented
Extremely results and 'now' oriented focusing Ɵme and energy on decisions that have an
immediate result.

   

Money & Material Things
MoƟvated by money and material things and by a strong need to create pracƟcal results.

   

Self Confidence
Strong sense of confidence in social and role image and aƩenƟon to the importance of
status and recogniƟon.

   

Social RecogniƟon
Driven by the need to aƩain social and role recogniƟon as well as social power.

   

Role SaƟsfacƟon
A strong and realisƟc confidence about one's ability to perform to potenƟal.

   

Self Assessment
The ability to realisƟcally see and understand how to uƟlize personal strengths in sales
situaƟons.
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PrioriƟzed Development
This secƟon contains descripƟons of your potenƟal limitaƟons based on your unique thinking style
paƩern. Your top limitaƟons are listed in order with your most significant limitaƟon first.

Sense Of Mission
Uncertainty and indecision about the future can generate a lack of aƩenƟon to personal
goals.

   

Aƫtude Toward Others
SkepƟcal and cauƟous, impaƟent with others, may not pay aƩenƟon to prospect needs and
concerns.

   

Service
CauƟous, skepƟcal aƫtudes can generate an indifference to service unless service is a
personal goal or ideal.

   

SensiƟvity To Others
Tendency to be overly indifferent to others can lead to a lack of aƩenƟon to prospect or
client needs and concerns.

   

Need To Achieve
Lack of aƩenƟon to inner self worth can lead to push too hard to get things done and to an
over commitment of energies.

   

Doing Things Right
IndividualisƟc thinking can lead them to disregard even the need for order, structure and
doing things by standards.

   

RelaƟng With Others
SelecƟve and cauƟous, tends to be impaƟent, overly compeƟƟve and potenƟally
disinterested.
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AcƟon Plan
Please use the informaƟon from your Thinking Style Report to consider and complete the following
acƟon plan.

Based on your assessment results, what new insights do you have in regard to your Thinking
Style?

_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________

 

1. 

What do you feel are your greatest strengths related to your Thinking Style?

_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________

 

2. 

What potenƟal limitaƟons and biases have you idenƟfied in relaƟon to your Thinking Style?

_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________

 

3. 

Based on what you have learned about your Thinking Style, what are three things you are
going to do differently to opƟmize your performance in the future?

_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________
_________________________________________________________________________________

4. 
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