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Emotional Intelligence Explained  

Intelligence is a mental aptitude that involves, amongst other things, the abilities of reasoning, 

anticipation, resolving problems, abstract thinking, understanding complex ideas, rapid thinking and 

learning from experience. 
 
It reflects an enhanced ability to understand our environment, to seize opportunities, to make sense 

of things and to think up practical solutions. 
 
However, there is not one type of intelligence (IQ), but two. Your rational intelligence backs up your 

mental functions. On the other hand, emotional intelligence is responsible for your sensitivity. 
 
Your thoughts are governed by your emotions, and so are your decisions. 
 
EQ defined: 
 
Simply put, EQ is the intelligent use of emotions. You intentionally make your emotions work for you 

by using them to help guide your behaviour and thinking in ways that enhance your results. 
 
It is generally recognised that EQ is made up of five components or areas of competence: 
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Complete the Boston EQ Questionnaire to assess your current level of EQ and identify those 

capabilities you need to work on. 
 
These questions are designed to help you establish just how aware you are of your emotional 

responses and how well you use your emotional intelligence. 
 
For each question, circle the response that comes closest to how you feel about the answer. Try to be 

honest – it’s a waste of time to try to improve your score just to look good! 
 

 A B C D 
1. Can you tell when 

your mood is changing? 
Always Sometimes Rarely Never 

2. Do you know when 

you are becoming 

defensive? 

Always Sometimes Rarely Never 

3. Can you tell when 

your emotions are 

affecting your 

performance? 

Always Sometimes Rarely Never 

4. How quickly do you 

realise you are starting 

to lose your temper? 

Very 

Quickly 
Not very 

Quickly 
Slowly Very Slowly 

5. How soon do you 

realise that your 
thoughts are turning 

negative? 

Straight 

away 
Quite soon After a 

while 
Usually too 

late 

6. Can you relax when 
you are under 
pressure? 

Very easily Quite easily Hardly 

ever 
Not at all 

7. Do you just get on 
with things when you 
are angry? 

Usually Sometimes Not usually Never 

8. Do you engage in 

self-talk to declare 
feelings of anger or 

anxiety? 

Often Sometimes Rarely Never 

9. Do you remain cool 
in the face of others’ 
aggression or anger? 

Always Sometimes Rarely Never 

10. How well can you 
concentrate when you 
are feeling anxious? 

Very well Quite well Just about Not at all 

 
 
 
 
 
 
 
 



 

                                                       Web: www.mtdsalestraining.com         Telephone:   0800 849 6732                                 4 

 A B C D 
11. Do you bounce 

back quickly after a set 

back? 

Always Sometimes Rarely Never 

12. Do you deliver on 

your promises? 
Without fail Quite often Rarely Never 

13. Can you kick start 

yourself into action 

when appropriate? 

Yes, always Yes, 

sometimes 
Not often No, never 

14. How willingly do 

you change the way of 
doing things when 

current methods are 

not working? 

Very 

willingly 
Quite 

willingly 
Quite 

reluctantly 
Very 

reluctantly 

15. Are you able to lift 
your energy level to 

tackle and complete 
boring tasks? 

Always Sometimes Rarely Never 

16. Do you actively 
seek ways of resolving 
conflict? 

Yes, often Yes, 
sometimes 

Not often Never 

17. To what extent do 
you influence others 
about the way things 

are done? 

A great 
extent 

To some 
extent 

Very little None 

18. How willing are you 

to act as a 

spokesperson for 

others? 

Very willing Can be 

persuaded 
Quite 

reluctantly 
Not at all 

willing 

19. Are you able to 

demonstrate empathy 

for others’ feelings? 

Always Sometimes Rarely Never 

20. To what extent do 

you find that others 

trust and confide in 

you? 

Frequently Occasionally Hardly 

ever 
Never 

21. Do you find 

yourself able to raise 
morale and make 

others feel good? 

Yes, often Yes, 

sometimes 
Rarely Never 

22. How freely do you 
offer help and 
assistance to others? 

Very freely Quite freely Reluctantly Not freely at 

all 

23. Can you sense 

when others are feeling 
angry or anxious and 
respond appropriately? 

Yes, always Yes, often Hardly 

ever 
Never 

24. How effective are 
you at communicating 
your feelings to others? 

Very Quite Not very Not at all 

25. Do you contribute 

to the management of 
conflict and emotion 
within your company 

Yes, often Yes, 
sometimes 

Rarely Never 
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Emotional Intelligence – The Boston EQ Questionnaire 
 

Marking your answers: 
 
Give yourself 4 points for each box ticked on column A, 3 points for each box ticked in column B, 2 for 

C and 1 for D. Enter the scores in the boxes below and fill in the totals. 
 

 
Question 

1  2  3  4  5                                                                                                                                                                      Total (Questions 1-5) 

            Your score for 

Self-awareness 

 
6  7  8  9  10  Total (Questions 6-10) 

            Your score for 

Self-Regulation 

 
11  12  13  14  15  Total (Questions 11-15) 

            Your score for 

Self-motivation 

 
16  17  18  19  20  Total (Questions 16-20) 

            Your score for 

Social skills 

 
21  22  23  24  25  Total (Questions 21-25) 

            Your score for 

Empathy 

 

 

 
A score of 17 or more in any dimension means that you seem to shape up pretty well 
 
13-16 indicates some remedial work is necessary 
 
9-12 means rolling up your sleeves for some action 
 
8 or under and you are causing yourself a lot of headaches 
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Here are some ideas to consider when you wish to improve your EQ: 
 

 

 
1. Label your feelings, rather 

than labelling people or 

situations. 

"I feel impatient." versus "This is ridiculous." 

"I feel hurt” versus "You are an insensitive fool." 

"I feel afraid." versus "You are driving like an 

idiot." 
 

2. Distinguish between 

thoughts and feelings. 

Thoughts: I feel like...& I feel as if.... & I feel that 

 
Feelings: I feel: (feeling word) 

3. Take more responsibility 

for your feelings. 

"I feel jealous." versus "You are making me 

jealous." 

4. Use your feelings to help 

you make decisions. 

"How will I feel if I do this?" "How will I feel if I 

don't" 

5. Show respect for other 

people's feelings. 
Ask "How will you feel if I do this?" "How will you 

feel if I don't." 
 

6. Feel energised, not angry. 
Use what others call "anger" to help feel energised 

to take productive action. 

7. Validate other people's 

feelings. 
Show empathy, understanding, and acceptance of 

other people's feelings. 

8. Practice getting a positive 

value from their and your 

emotions. 

Ask yourself: "How do I feel?" and "What would 

help me feel better?" Ask others "How do you 

feel?" and "What would help you feel better?" 

9. Don't advise, command, 

control, criticize, judge or 

lecture to others. 

 

Instead, try to just listen with empathy and non- 

judgment. 

 

10. Avoid people who 

invalidate you. 

While this is not always possible, at least try to 

spend less time with them, 

or give them psychological power over you. 
 

 

We’ve just scratched the surface with EQ, but hopefully you found this useful? Now complete the 

action plan on the next page... 

 

All the best 

 
Sean McPheat 
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Application Of The Five Levels Of EQ 
 
 

 
Self-Awareness 
What can I do to improve? 

 

 
 
 
 
 
 
 
 

Self-Regulation 
What can I do to improve? 

 

 
 
 
 
 
 
 
 

Self-Motivation 
What can I do to improve? 

 

 
 
 
 
 
 
 
 

Empathy 
What can I do to improve? 

 

 
 
 
 
 
 
 
 

Social Skills 
What can I do to improve? 
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About Us 
 

 

 

 

 

 

 

 

 

MTD, the sales training specialists, has been working with a wide variety of clients (both large and 

small) in the UK and internationally since 2001. 

 

Since that time we have delivered training in over 23 different countries to over 2,000 different 

organisations. 

 

Our head offices are based in the Midlands where we have our very own training centre, including a 

multi-media suite that enables us to provide a full range of blended learning solutions including video, 

podcasts, e-learning and online support solutions.  

 

We specialise in providing:  

 

 In-house, tailor made sales training courses (1-5 days duration)  

 Open courses (Delivered throughout the UK at various locations)  

 Ongoing sales development programmes (From 5 days to 2 years)  

 Blended learning solutions (online and offline) 

 Sales coaching (With Sales Directors or Sales Executives)  

 
Our team of highly skilled and experienced trainers and consultants have all had distinguished careers 

in senior sales roles and bring with them a wealth of practical experience to each course. At MTD 

Training we will design and deliver a solution that suits your specific needs addressing the issues and 

requirements from your training brief that best fits your culture, learning style and ways of working.  

 

Our Key Unique Selling Point 
“Bespoke, practical and quality training delivered by a trainer experienced in your industry  

is a “given”. Where we really make a difference is how we help your sales peoples to embed  
and implement the learning after the course. We offer industry leading post course support  

to make this happen so you get a real, tangible return on your investment” 
 

 
 

Head Office:  

MTD Sales Training, 5 Orchard Court, Binley Business Park, Coventry, Warwickshire, CV3 2TQ 

 

Website: www.mtdsalestraining.com 

Email: enquiries@mtdsalestraining.com 

Telephone: 0800 849 6732                                                                                              
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MTD Have Worked With... 
 
Credibility and trust are two important factors when selecting an external training partner as you 

will want to know that you are in safe hands. From multi-nationals through to the small business, no 

matter what your industry, size or complexity is, we have delivered training to over 2,500 different 

organisations that include: 

 

 


