
 
 

How to Deal with Diff icult Behaviors 
 

The Sherman Tank 
They are overwhelming and aggressive people.  They come to you with 
force.  These behaviors work for them because it intimidates people.  They 
use their physical precedence and knowledge.  They have the ability to shake 
things up even though this behavior only works for a short time.  These 
people gather facts and use them to make decisions.  These facts are based 
on how they feel at the moment.  They have to validate their decisions.   
Coping with the Sherman Tank 
Stand up to them, but do not get into a fight with them.  They are skillful in 
fighting and they must escalate the fight.  They are not inhibited, as they 
have to prove that they are right.  They do not back down, and if you win 
they become ÒsnipersÓ, talking about getting at you.  Their only goal is to 
win. 
 
The Sniper  
They shoot at you from under cover and make you feel foolish through the 
use of humor.  They rob you of self-esteem and hurt your feelings.  They 
talk about you behind your back whether true or false, but always said in a 
way that it gets back to you.  But unlike the Sherman Tanks you cannot talk 
to a friend about it, because often the sniper has your friends laughing too.  
Like the Sherman Tank, they have the need to validate their power. 
Coping with the Sniper 
Point them out, call them upon it, and get them out of their camouflage.  
Stop what you are saying, look at the sniper, and ask if their comment was 
meant as a dig.  Ask if others agree with the sniperÕs comment.  Most of 
them wonÕt.  If sniping happens behind your back, ask the person who told 
you about it, and ask if you can use their name while confronting the sniper.  
Confront the sniper and ask them if their comment was meant as criticism.  
They typically stop the sniping once the camouflage is gone. 
 
 



The Exploder  
They yell like Sherman Tanks, but spontaneously.  These people seem 
reasonable, friendly and collected.  Then for no reason they attack.  Often 
they attack because of a comment that made them feel threatened or 
doubted. 
Coping with the Exploder 
Try to understand what makes the exploder tick.  When they explode donÕt 
do anything at all.  Just look them straight in the eye.  Eventually all 
exploders reach a stopping point.  That is when you try to get privacy with 
them, get facts about what happened, and always offer help that is realistic 
or have a plan of action.  Help get exploders back on track, and try to calm 
them down. 
 
The Indecisive 
There are two types.  Type A for the Analytical and Type B for the Be 
Nice. 
Type A 
They appear to be professional, competent, and even a bit brusque.  They 
analyze everything to the death.  They lose themselves on analyzing and 
never get back on track.  They expect everyone to be thoroughly accurate 
and to go through great pains like themselves.  They completely understand 
everyone, they believe in time structure and dead lines work. 
Coping with Type A 
Make sure they have a dead line and know the reason for the dead line. Be 
helpful and provide background info to help them make that decision.  If 
they feel you are accurate and think it is important then it helps them respect 
you more.  
Type B 
They are nice, they listen, and they ask questions.  But they too, over use a 
good quality.  They want to be of assistance and helpful to others, but like 
any strength over used, or inappropriately used, it becomes a liability and a 
downfall.  These people have great difficulty saying something that might be 
hurtful or distressful to somebody.  So they do nothing at all.  When they 
become overloaded, they make impulsive emotional decisions then refuse to 
reconsider again. 
Coping with Type B 
Help that person tell you what is really on their mind.  There is always 
something on their mind that is stopping them from making a decision.  
Propose a solution.  Always support them in their accomplishment in finally 
deciding. 



 
The Negativist 
Everything is impossible to these people.  They go through life expecting to 
be disappointed.  It has been said that these people havenÕt gotten over a sad 
discovery, and have not been able to make the adjustment.  They protect 
themselves with ÒMagic BusinessÓ which means nothing is going to work. 
Coping with Negativists 
Be aware that these people can pull you down.  You must come back with a 
positive and realistic response of your own.  Never argue with them.  
Acknowledge that they may be right, but you are still going to try it anyway.  
When trying to solve a problem, donÕt offer solutions too soon because they 
will knock them down.  Let them know that you are going to use their 
comments and opinions constructively, but that it is not going to stop you 
from solving the problem. 
 
The Complainer  
They use complaining as a form of communication.  These people are 
accusatory people and you stop listening to their words, they sound passive 
and whiny.  These people feel powerless and they put the causes of what 
happens to them somewhere else.  TheyÕre prescriptive, which means they 
see the world in models of the way things should be. And they are perfect.  
Complainers believe that they cannot do anything about the problem and 
wait for people to fix it.  Once again, taking the blame off of them.  These 
people use the words ÒandÓ and ÒbutÓ a lot. 
Coping with Complainers 
Actively listen, acknowledge what their problem is, and paraphrase with 
limiting responses.  Do not agree that the complaints are correct.  Do not 
apologize and donÕt make a defensive statement.  Because they try to get 
you into a communication patter called ÒAcquisition Defense Reacquisition 
Defense.Ó  Ask for problems in writing with a deadline.  This helps them 
feel supportive. 
 
 
The Clam 
When you want them to talk, they donÕt.  They make you confused and they 
leave a vacuum in what should be a dialogue.  Silence represents many 
things: confusion, holding a power over you by not giving you what you 
want, or because they go into a state of self-reflection and become unaware 
of what is going on.  A clamÕs silence leads to people being confused and 



not knowing if they got through.  Silence is intentional and in the end gets 
them what they want. 
Coping with the Clam 
Give them a friendly expectant stare.  Show them a willingness to cordially 
wait them out.  Willing to remain silent in the midst of their silence.  Ask 
them open-ended questions.  Ask them if they are confused about your 
question and if they are concerned about how you will react.  Set a time limit 
for the conversation, and if your conversation exceeds the time, plan for 
another time to meet.  If they do talk, let them talk.  If they never open up, 
give them a clear and precise explanation of what you plan to do.  Be 
prepared to follow up. 
 
The Know I t All 
There are two types of know it alls: The Bulldozers and The Balloons.  
They both have common traits, they typically know everything, and are 
experts on every topic.  They donÕt hear people with a different opinion.  
They take other opinions as a personal insult.  They respond with anger, or 
flat out leave.  A word often used to describe them is ÒsuperiorÓ.  They think 
everything about their own opinion, but not much about yours.  They bull 
you over with facts and figures, and they are arrogant, aggressive, and even 
hostile.  They make others feel ignorant and leave little room for otherÕs 
input.  The difference between the Bulldozer and the Balloon is, that the 
Bulldozers really are experts in their fields and are often right.  The Balloons 
do not know what they are talking about but they have a knack for 
conversation and act like a professional. 
Coping with the Bulldozers 
You must do your homework.  Be prepared to know the facts.  Make sure 
you are accurate, clear and perfect.  Without this, you leave them an opening 
to dismiss you as incompetent.  Always paraphrase their points and never 
ask questions or look confused.  Because this too, gives them the 
opportunity to look at you as dumb.  Make sure objections are brought to 
them as a question.  Avoid dogmatic questions.  Ask extensional questions.  
And as a last resort, subordinate yourself to avoid more tension. 
Coping with the Balloons 
State the correct facts or give alternative opinions in as much detail as you 
can.  Be ready to move on to the next topic as soon as you correct a balloon.  
This gives the balloon enough time to deflate with as little embarrassment as 
possible. 
 
 



The Super  Agreeable 
They donÕt follow through with their word.  They are unreliable, they agree 
to do anything that you ask them to do and they just donÕt do it.  These 
people cannot bring themselves to be honest, admit that they cannot do it or 
that they do not agree with it.  They are emotional, so they avoid the 
problem and go straight to the relationship because they donÕt want to risk 
your acceptance and are often afraid of not being liked. 
Coping with the Super Agreeable 
Work hard to help them tell you what is really on their mind.  Like the 
Indecisives let them know that you value them and that they are not going to 
offend you by telling you the truth.  Get them to be specific.  Ask them how 
you can improve areas of strength.  Pay attention to their humor, they 
usually hide their criticism in their humor.   
 
 


