
ASSERTIVENESS ASSESSMENT

Refl ect back to determine how frequently you practice each of the following 
behaviors and check the box that corresponds to that behavior. When fi nished, 
add the point value of all your responses and use the scale at the bottom to
determine your assertiveness quotient.

 1 I avoid dealing with diffi cult situations involving confrontation.
 

 2 I fi nd it diffi cult to take a compliment.

 3 I avoid expressing my opinion if others in the group disagree with me.

 4 I feel people take advantage of me.

 5 Talking to people in positions of authority makes me feel nervous.

 6 When I go out, I do what my friends/partner suggests, even though I feel like 
  doing something else.           

 7 I would keep defective merchandise, rather than return it to the store for a 
  refund or exchange.

 8 I am unable to express my discontent with a friend or partner even if I think 
  it is justifi ed.

 9 I avoid asking questions during a group session. 

 10 If my neighbors made too much noise, I would avoid letting them know. 

11 If I am dissatisfi ed with the service in a restaurant, I do not inform the waiter 
  or manager.

 12 Opinionated people make me feel uncomfortable.

 13 When a friend borrows something from me and forgets to return it, I feel 
  uncomfortable reminding them about it. 

 14 I am uncomfortable politely voicing my disagreement with someone in a 
  position of authority.  

 15 I am unable to speak openly about my feelings. 

 16 I feel threatened when dealing with someone who is very assertive.

 17 I feel uncomfortable saying “No” to other people.

 18 When I am overcharged in a store, I avoid bringing it to the 
  cashier’s attention.  

 19 I prefer not to interject during a discussion even if I am sure the other 
  person is wrong.

 20 When an argument is over, I replay the situation in my head, thinking of all
  the things I could have said and regretting having not said them.

TALLY TOTALS

HOW ASSERTIVE ARE YOU?  (GRAND TOTAL)

ALMOST
NEVER RARELY SOMETIMES QUITE

OFTEN
MOST OF
THE TIME
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PROFILING YOUR SALES PERSONALITY

100-92=HIGHLY   |   91-75=DEVELOPING   |   74-46=INCONSISTENT   |   45-29=SURVIVING   |   28-20=DOORMAT
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