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Business Broker Personality Assessment
(Color-Based Behavioral Styles) 
Purpose: 
This short assessment helps identify what motivates you most as a Business Broker, how you prefer to be coached, and how you perform best. There are no right or wrong answers. 
Instructions: 
For each question, select ONE option that best reflects how you naturally operate in your professional life. 
________________________________________________________________________
6-Question Broker Assessment
1. What most drives you to succeed as a Business Broker? 

A. Being recognized as a top performer and standing out in the market 
B. Building meaningful relationships and helping others succeed 
C. Creating long-term value through smart, strategic decisions 
D. Feeling confident, supported, and good about the work I do 
________________________________________________________________________
2. In client meetings or at the office, what matters most to you? 

A. Being respected for my expertise and time 
B. Feeling connected and aligned with the people around me 
C. Knowing the environment matches my standards and expectations 
D. Feeling accepted and supported, even when outcomes are uncertain 
[image: Shape]________________________________________________________________________ 
3. How do you prefer to be coached or managed? 

A. With trust, autonomy, and acknowledgment of my contributions 
B. With encouragement, accessibility, and personal connection 
C. With clear rationale, logic, and well-defined expectations 
D. With reassurance, fairness, and feedback without judgment 
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4. How do you typically approach decisions on listings or deals? 

A. I rely on my instincts and move quickly when opportunities appear 
B. I consider how decisions impact clients and relationships 
C. I analyze data, risks, and future outcomes before moving forward 
D. I pay attention to how the process makes me feel and how I’m treated 
________________________________________________________________________
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5. What frustrates you most in your role? 

A. Being overlooked or not recognized for my value 
B. Conflict, tension, or breakdowns in communication 
C. Poor systems, inefficiencies, or illogical decisions 
D. Criticism, lack of support, or feeling misunderstood 
[image: Shape]________________________________________________________________________ 
6. Which statement best describes you as a Broker? 

A. I bring confidence, energy, and presence—I’m built to lead and excel 
B. I care deeply about people and want success to be shared 
C. I value independence, precision, and doing things the right way 
D. I’m loyal and committed when I feel supported and respected 
________________________________________________________________________
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