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the ideal TEAM PLAYER



HUMBLE

“Humility isn’t thinking less of yourself,
it’s thinking of yourself less

– CS Lewis

TRAITS:
• Lacks excessive ego, or concerns about status
• Share credit, emphasize team over self
• Greatest attribute in your team

HUMAN TENDENCY:
• We tend to hire skill over humility
• Fail to confront and often site the contribution

TRAITS:
• Overtly arrogant, easy to spot
• Lack self confidence, discount own 

contributions
Both types diminish performance



HUNGRY

TRAITS:
• Always looks for more, more to to do more to learn
• Never needs to be pushed

HUMAN TENDENCY:
• Avoid those that are hungry only for self
• Avoid those that can get lost in their hunger

TRAITS:
• Search for healthy passionate hunger
• Ego centered, self indulgent hunger



SMART

TRAITS:
• Common sense about people
• Ability to be aware, appropriate with others
• Understand impact of words & actions
• Deal with others very effectively

HUMAN TENDENCY:
• Easy to confuse with intellect, it’s not 
• Also doesn’t imply good intentions

TRAITS:
• Interpersonally strong with people



ALL THREE VIRTUES Combined

the ideal
TEAM
PLAYER

The combination of all three 
is what’s so unique. If even 

one is missing, team work is 
severely affected.



HISTORY
of the

MODEL



5 Dysfunctions
OF A TEAM

1.  

2.  

3.  

4.  

5.  



ONE of THREE

THE PAWN
Pleasant, kind with no real 
need to get things done

No ability to build 
relationships

They don’t make waves - 
so survival is easy

Don’t perform

THE CHARMER
Entertaining and likable

Social skills help in 
survival 

Contributions are 
negatable 

Eventually wear out 
their welcome 

SMART

HUNGRYHUMBLE

SMART

THE BULLDOZER
Get things done with a 

focus on their own interests

No understanding of others 

Quick destroyers
of teams

Easily Identified 

HUNGRYHUMBLE

SMART

HUNGRYHUMBLE



TWO of THREE

SMART

HUNGRYHUMBLE



WARNING!

Be cautious when trying to identify
team members

Don’t assign inaccurately because of a key trait

Use terms to develop area’s, not pigeon hole 
team members



THREE of THREE



APPLICATIONS

Recruiting and Hiring 

Assessing Current Team Members

Developing employees who are
lacking in a virtue

Embedding the model 



Recruiting and Hiring

Developing employees
who are lacking in a virtue

Assessing Current Team Members

Embedding the model 





NEW EMPLOYEE  Interview Questions

HUMILITY

1. Who is your biggest inspiration and for what reason?

This is one of the basic questions that many recruiters ask to candidates as a method to get 
to know them better and also to assess their personality more carefully and in detail. Asking a 
candidate about his or her biggest inspiration will give the recruiter an idea about who they consider 
as a model. The job seeker’s answer can also give the recruiter the much-needed insight about 
their personality scale, behavioral traits and also enable them to know whether they are suitable 
for the job.  It also gives them an insight for the recruiters if they are a valuable employee to the 
company in the long run.

2. Tell me the most important accomplishments of your career?

Look for more mentions of “we” than “I”.  If you hear the candidate speak mostly of individual, probe 
and ask if they were working alone or with others?

3. What was the most embarrassing moment in your career? Or the biggest failure?

Look for whether the candidate celebrates that moment or is mortified by it.   Humble people are 
generally very comfortable admitting mistakes and aren’t afraid to tell their unflattering stories 
because they are comfortable with being imperfect.   Always look for specific and real situations and 
don’t be afraid to probe.

4. How did you handle that embarrassment or failure? 

Look for specifics for as to how the candidate accepted responsibility and learned from it and if the 
candidate actually acted on what was learned. 

5. What is your greatest weakness?

Look for candidates to position a strength as a weakness, such as “I take on too much” or “I have a 
hard time saying no”, are often afraid to acknowledge real short comings.  To avoid this, feel free to 
coach candidates.

6. I would really like to know what you would change about yourself or what your friends would 
say you need to work on?

Look for them to acknowledge something real, 

7. How do you handle apologies, either giving or accepting them?

Look for and ask for specifics.  Humble people are not afraid to say they are sorry and they accept 
other people genuine apologies with grace.  People who do this usually have specific stories and love 
to share them.

Interviewing for SUCCESS



8. Tell me about someone who is better than you in an area that really matters to you?

Look for the candidate to have a genuine appreciation for others who have a skill of talent.  Humble 
people are comfortable with this and ego driven people are not. 

9. If you were going to start a company, what would be the three foundational values what you 
base your company on?

Through this question, the recruiter can get a basic insight on what all values the candidate will give 
priority to and it also enables them to understand whether or not these values resonate with the 
company that they have applied to.  It also shows what all qualities that the candidate wants to see in 
an ideal company. So, it is always a good option to include humility, honesty and dedication into the 
list of values that a candidate wants in a company of their own.  All the employees who want to work 
in a good company consider these values.  It will also provide a good first impression to the recruiter 
about the behavior and personality of the candidate.

10.  Have you ever felt like you are missing a skill?  If so, tell me more?

This is a trick question that many recruiters like to ask the candidates so as to know about the level 
of intellectual humility that the candidate has.  The best method of answering such a question is to 
accept the fact and explain to the recruiter in what all ways you are following to improve your skill 
sets. Those who struggle while answering such questions are considered to be proud and less humble 
of their skills and talents.  Many recruiters tend to stay away from candidates who are over confident 
and snobbish about their skills and talent. These kinds of people do not show any signs of desire and 
curiosity to learn, thus stagnating their talents and skills.

11.  Could you teach me a skill that I have not heard of before?

This question shows how humble the candidate is while teaching the recruiter new things.  The 
best way to answer this question is to carefully think and frame the answer in such a way that it 
is understandable to the recruiter and also explain it in a less detailed manner such that it can be 
easily grasped by the recruiter who is not knowledgeable with the subject matter.  Also, try to ask 
empathetic questions like “is it making sense” to show the recruiter that you are always ready to help 
others and are very humble person while helping.

12.  What are the three top factors that helped you attribute success in life?

Always try to answer such questions in a collective and selfless manner.  Try not to always use the 
term “I” or “me” all the time, as that would give a bad impression to the interviewer that a candidate 
is a person who tries to accept success as their own and do not try to credit others who have helped 
to achieve the said success.  It also gives off a bad vibe that the candidate always prefers working 
alone and seems uninterested in working within groups and teams. This is not a good sign for an ideal 
employee.  Always try to be sociable, friendly and approachable to others while working in a team 
and also while working together to achieve the same goal.

13. Was there any kind of situations that you had to admit, that you made a mistake and how did 
you handle such a situation?

One of the ultimate questions to test one’s level of humility and confidence. If there was any similar 
situation that has occurred to you, then the best option is to frame it as an answer to the asked 
question.  Try to answer in such a manner that the recruiter can understand what kind of mistake was 
made by you and what was the reason for it, a humble person always does so.  Also, try to include 
the consequence and how you tried to take control of the situation and what all methods you used 
to solve the problem. This shows the recruiter how much thought and planning the candidate has 
took to curb the disaster and what all measures the candidate took to apologies to the other team 
members and fellow colleagues.  To be able to apologize within a team for a mistake requires lots 
of courage and responsibility and through this question; you can get a chance to prove that you are 
responsible and mature enough to handle any kind of situations thrown at you.



HUNGRY

14. What is the hardest you have ever worked on something in your life?

Look for specific examples of real and joyful sacrifice.  The candidate isn’t complaining and is grateful 
for the experience.

15. What do you like to do when you are not working?

Look for too many time-consuming hobbies that suggest that the candidate sees the job as a means 
to do other things.    A long list of things may be a red flag that the candidate isn’t interested in the 
team and much more interested in non-work-related activities.

16. Did you work hard when you were a teenager?

Probe for real stories as work ethic is usually established early in life and hungry people will have 
prideful stories here.   Did they have a job as a teenager?  How hard did they train for sports?  Look 
for specifics, difficulties, hardships or sacrifice. 

17. In terms of sales skills overall, and your own personal development, where would you like to get 
even better? What is the next developmental step for you?

With this question you’re looking to find out the candidate’s level of self-awareness and confidence. 
Someone with a high need for achievement should have a clear sense of his or her developmental 
needs and the topic will be important to them. On the other hand, if you’re looking for an 
experienced hunter ready to hit the ground running, you need to make sure their developmental 
needs and skillset fit the position.

18. Tell me about the greatest goal that you’ve ever accomplished professionally? You’ve got to be 
proud of that. How do you intend to top that?

This question measures a candidate’s need for achievement, be sure to allow the candidate to fully 
answer the first question before proceeding to the second one. A hunter sales person will have 
already accomplished a very challenging goal, and will be excited to tell you their plan to top it.

19. What kinds of hours do you generally work?

Hardworking hungry people usually work outside of the 9 – 5 situations.   Hungry people usually take 
some work home.  This is not saying that there isn’t a balance between work and personal time.  If a 
candidate talks too much about balance and constantly mentions family time, there is a chance they 
aren’t as hungry as an ideal team member.   This isn’t a litmus test, just a minor red flag to be aware of.

20.  Let’s review your resume together. As we discuss each job, I would like you to tell me if you 
were on a sales team, where did you rank? And what got you to move on to the next position?

A hunter type sales person will always know where they ranked on a sales team, so an answer of 
any kind is important. If the candidate responds to the question about why they moved on with 
vague or evasive statements, then ask the following question: “If we had a magic wand and could 
improve three things about that job so you would never want to leave, what would they be?”  This is 
a disarming question that will often get you something closer to the truth.  The goal is to discover a 
repeated pattern about why a candidate leaves employment. You’re looking for answers that prove 
the candidate left for a logical reason that was no fault of their own, chances are if it has happened 
repeatedly, it will likely come to bear for you somewhere down the road.



21. What kinds of sacrifices have you had to make to be successful?

What kinds of sacrifices has the candidate had to make in order to be successful? You can also listen 
for what the person considers to be a sacrifice? Was it that they had to come in a couple weekends 
last year, or was it more substantial?  If you get the sense that you’re talking to someone who wants 
to dial down their commitment to their job, you’re not talking to a hunter.

22. When was the last time you were competitive at work?

This question attempts to uncover how competitive a candidate may be. Very competitive people will 
likely talk about an intense competition with his or her coworkers and will have consistent examples 
of wanting to be the best on their team or win customers over. The hunter type will also likely 
describe the situation as enjoyable and motivating.

23. Where is your confidence the highest? The lowest?

The hunter type will often express confidence in areas that require spontaneity, such as cold calling. 
If the candidate says their confidence is lowest in situations that demand optimism and spontaneity, 
then follow up with a challenging question. “Tell me about your cold calling experience. What aspect 
of cold calling would you like to get even better at?”

SMART 

24. How would you describe your personality?

Look for how accurately the person describes what you are observing and how introspective they 
are.  Smart people generally know themselves and aren’t afraid to speak about their behavior 
strengths and weaknesses.  Please stumped by the question may not be terribly smart when it comes 
to people. 

25. What do you do in your personal life that others find annoying?

Everyone annoys someone at some time, especially at home.  Smart people are not immune to this 
and they aren’t in the dark.  They tend to be aware and moderate these behaviors at work, 

26. What kind of people annoy you the most and how do you deal with them?

What you are looking for is self-awareness and self-control.  Smart people know their pet peeves and 
they own the fact that those pet peeves are their own issues. Smart people know how to deal with 
annoying people in a productive and constructive way, 

27. Can you give me an example where you demonstrated empathy to a teammate?

Some people use the work empathic, meaning they understand how the other person is feeling.  
What you are looking for here is that the candidate values empathy and has an understanding of their 
strengths or weaknesses in this area. 

ASK YOURSELF: Would you want to work with this person every day?  Would you like to have dinner 
and spend 5 hours in a car with this person?



NEW EMPLOYEE  Interview Questions

MANAGER ASSESSMENT FOR TEAM

HUMBLE

Does he generally complement or praise teammates, without hesitation?

Does she easily admit when she makes a mistake?

Is he willing to take on lower-level work for the good of the team?

Does she gladly share credit for team accomplishments?

Does he readily acknowledge his weaknesses?

Does she offer and receive apologies graciously?

HUNGRY

Does he do more than what is required in his own job?

Does she have passion for the mission of the team?

Does he feel a sense of personal responsibility for the overall success of the team?

Is she willing to contribute to and think about work outside of office hours?

Is he willing and eager to take on challenging and tedious tasks, whenever necessary?

SMART

Does he seem to know what teammates are feeling during meetings and interactions?

Does she show empathy to others on the team?

Does he demonstrate an interest in the lives of teammates? 

Is she an attentive listener?

Is he aware of how his words and actions impact others on the team?

Is she good at adjusting her behavior and style to fit the nature of a conversation or relationship?


