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WHAT DiSC Shows

Four aspects of observable human behavior

D factor “Dominance” How one handles problems and challenges
| Factor “Influence” How one handles people and influences others
S Factor “Steadiness” What one prefers in work environment, change and pac

C Factor “Compliance” How one deals with rules and procedures set by others
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Style dictates our body language, pace, word choice and task or people
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“If | know your style, | can match my style to yours for better comm
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Dominance Influence
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‘i’ (wadwn) Drive

‘D’ (hsz14) Drive

Promoter (i) Persuader
(i/ D) Counselor (i/95)
Appraiser (i/ C)

Developer (D) Creative
(D &C) Result Oriented
(D /1) Inspirational (D & i)
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‘C’ (unid) Drive ___Objective Thinker _ -
(C) Perfectionist (C & S) ‘S’ (i) Drive  Specialist (S)_
Practitioner (C/ S /1) Agent (S/1)
Achiever (S & D) Investigator
(S & C)

udag ?wnmmnumwu&mm as Lﬂﬂﬂﬂﬂ’)‘u

[~ % o a'a: =\ a' -
Uz U RTUAUUALANA LTang Tadns
INUANY TunInaziagn ANAUIIATUNIN g < TRu

LA IMANAINLAIINN LAY LASAIANIINIG

VINIUTINAY

NN AUAsNANEYN 4 aglum uiAudiulugjasianuaziAuuazanszsadag]

- % ay 1 aa % [~1 ¥ o (2 % a o
°lu4zvnym~u‘luwa~‘lm‘nﬂm ‘nrmm:rmv ”L?JUNW’)L&‘@ZF?) ANANITIETE ll’)’)ﬂ

Q9

ﬂ?&ﬂﬂﬁﬂ’)Wﬂ\?‘Vlﬂﬂ ﬂ@ﬂﬂﬁ;@vﬂﬂﬁztﬂﬂ"ll@\‘iﬁ%@\‘i LLZV&’?’J')@&’Z?F)@W\?Q’)LLI‘IJ LL

o e B oa o o m el o o o m e . ams o



Dominance/ nsiig influence/ wid

*NDINMNIVIRY "UAANTR — WARG

et/ slanadng’ Wa919/ AR "N WAL / nauuay

Asks who & what Q’s -Ankistosluasi

. JDUNAE 57/ vireuldnanzo gl
daanu q Control | Persuade
o Wunens MDusHuoesiodg Decisi *Newl/variety . .

Ceclalie _ HaANudunius
 Feedback — sfuaq *Focused *Enthusiasm ik AW
o Liunmens/ Wunusse

N b *Sense of *Fun

urgency Flexible * Feedback — iJdu

- “aauvhazlaiiluiine? ...
‘ANAINITO" Asks ?’s Support

- Certainty *Implement
- Accuracy | °*Stability

_ - *Values
Compliance/ #i# » Rules cooperatio Steadiness/ viy

. 5wy§ztﬁﬂm/ e NITALTY o IFAAUALINY /a9
* JTINTELINAG N * guaanUaan
* Asks How & Why Q’s rigyta « AnozlsiTuans
« Present/Past » Jamzaiuagl
W9/ g

* BIONNNTY.

| (%
"aautluAudals... !




Fast pace
Sense of urgency
Decisive

Strong Personality

Goal oriented
ILikes being in charge
Can be competitive

When Communicating w/High D’s

DO THESE...

~Be clear & to the point

—~Start with ‘the bottom line’

~Stick to the subject

~Be logical in presenting facts

—~Provide options

~Ask pertinent questions

~Establish a time frame

~-Remember that the personal
relationship is less important
than the task

~Use bullet points, concise written info

LIMIYT THESE...

~Be overly friendly

~Generalize

~Talk too much

~Repeat yourselfl

~Make unsupportable
statements

~Be loud or boisterous

~Cet emotional

—Go off on tangents




1 influencing Promoter

. b
Quick pace Involvement oriented H ] g h I S
Gregarious Risk taker

Stimulating Dramatic opinions & actions Prog ess

Loses track of time Enthusiastic
Spontaneous Likes variety & change

When Communicating w/High ¥’s

DO THESE... LIMIT THESE...
~Be open, warm & friendly ~Be restrictive of their time
~Concentrate on people aspect ~Show ‘cold’” manner
~Take time, socialize ~Do all the talking
~Keep on track--diplomatically ~Jump to facts too quickly
~Encourage and support enthusiasm  ~Be brusque
~Be sure decision is made ~Restrict suggestions

~L.isten attentively
~Give regular feedback




S Steadfast Supporter

My ollice is your office.

p————

Works methodically Asks many questions

Warm & friendly Wants stability o 9
Supportive Relationship oriented H 'I g h S S
Prefers first names Shares personal feelings

Great listener and emotions

Teamwork

When Communicating w/High S’s

DO THESE... LIMIT THESE...
~Be sincere ~Be overpowering
~Give warm, personal comments ~Demand or dominate
~Ask questions, listen attentively ~Push ideas too aggressively
~Discuss vs. dictate ~State too many facts
~Make the climate comfortable ~Ask ‘closed’ questions
~Find common ground ~Make communication one way
~QGive assurance ~Tell them what to do

~Keep communication low key
~Remember that the personal relationship
is more important than tasks
- (qive regular feedback P




Cautious pace Structured & organized

Seeks facts & data Likes problem-solving

Time disciplined Wants consistency

‘Show me’ attitude Asks specific questions - )
Precise about specific details H] g h C S

When Communicating w/High C’s Quali ty

DO THESE... LIMIT THESE...
~Take your time ~Generalize about details
~Have all the facts ~Be vague
~Stick to the facts ~Be casual
~Be organized ~Waste time on casual conversation
~Think ‘professional’ for ~Jump around from one point to
presentations another
~Be thorough ~Jump to bottom line too quickly
~Avoid gimmicks ~Force a decision on important issues
~Concentrate on specifics ~Interrupt without asking permission
~Plant ‘seeds’ ~Assume they will trust quickly

~Iistablish a time framece ~Be too familiar 7
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D

S

C

Dominant
Controller

influencing
Promoter

Steadfast
Supporter

Cautious
Analytical

They like their own
way; decisive, strong
points of view

They get excited

They like positive
attention, to be helpful
and to be regarded
warmly

They seek a lot of data,
ask many questions,
behave methodically and
systematically.

What? (The results
oriented question)

Who? (The personal
question)

Why? (The personal
non-goal question)

How? (The technical
analytical question.

Someone wasting
their time, trying to
decide for them.

Boring explanations,
wasting time with too
many facts

Rejection,treated
impersonally,
uncaring and
unfeeling attitudes.

Making an error, being
unprepared,
spontaneity.

Taking charge, taking
more control.

“Selling” their
ideas or becoming
argumentative.

Becoming silent,
withdraws,
introspective.

Seeking more data
and information.

Letthem be in charge.

Get excited with them.
Show emotion.

Be supportive; show
you care.

Provide lots of data
and information.

Results, goal-oriented

Applause, feedback,
recognition

Friends. Close
relationships.

Activity and busyness
that's leads to results

Get into a competitive
situation. Likes to win.

Get ahead quickly.
Likes challenges.

Relax, feel, care,
know you care.

Make decisions at own
pace, not cornered and
pressured.

A position that
requires cooperation
with others.

Recognition and some

structure within which
to reach to goals.

A structure of goals
and methods for
achieving each goal.

Interpersonal
communication skills.

Time. They like to be
efficient, get things
done now!

Effort. They rely
heavily on hunches.
Intuition, feelings.

Relationships.
Friendship means a
lot to them.

Face. They hate to make
an error, be wrong or
caught without enough
information.

Allow them freedom to
do things their own
way.

Inspire them to bigger
and better
accomplishments.

Care and, provide detail
specific plans, activities
to be accomplished

Structure a framework
or “track” to follow.
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Once | modify my style to match yours,
communication becomes

clearer and more open.
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