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Introduc on
Your report uses the DISC Personality System. The DISC Personality System is the
universal language of behavior. Research has shown that behavioral characteris cs can be
grouped together in four major groups. People with similar styles tend to exhibit speciﬁc
behavioral characteris cs common to that style. All people share these four styles in
varying degrees of intensity. The acronym DISC stands for the four personality styles
represented by the le ers: D (Dominant, Driver), I (Inﬂuencing, Inspiring), S (Steady, Stable),
and C (Correct, Conscien ous).
Knowledge of the DISC System empowers you to understand yourself, family members, co-workers, and friends,
in a profound way. Understanding behavioral styles helps you become a be er communicator, minimize or
prevent conﬂicts, appreciate the diﬀerences in others and posi vely inﬂuence those around you.

In the course of daily life, you can observe behavioral styles in ac on because you interact with each style, to
varying degrees, everyday. As you think about your family members, friends and co-workers, you will discover
diﬀerent personali es unfold before your eyes.
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General Descrip on
Sample 's style is iden ﬁed by the keyword "Communicator".

Sample , as a Communicator style, is enthusias c and op mis c, preferring to
accomplish goals through people. Communicators love being around people – they
create a party wherever they are by means of an outgoing personality! Sample does not
like to work alone, but would rather be with people when working on projects. A Communicator’s focus and
a en on span is not as great as they would like – so they prefer high energy projects that allow rapid movement
from one thing to the next without delay. Communicators are ar culate in their communica on skills; in fact, this
is probably one of the strengths for which they are most noted.

Sample has the ability to mo vate and encourage with their words and is probably known as an inspira onal
individual. When pressure is applied to focus strictly on tasks, Communicators may tend to become inaccurate
and even somewhat disorganized. They will do what is necessary to complete a task and to look good since they
have a strong desire to please. Since communicators have a strong aversion to rejec on, they aim for social
recogni on and fear the loss of that acceptance. They make friends easily and seek favorable environments in
which to func on. They may need a manager or supervisor to provide clear me frames on projects and they
prefer a par cipa ve management style that is built around a strong rela onship.

Inspiring and s mula ng, Communicators use their enthusiasm to generate an environment that is friendly and
team oriented. They tend to be one who both feels and displays emo on, and many of their decisions may be
driven by emo ons. This may cause them to appear inconsistent in their beliefs and decisions. A Communicator
has the ability to use their posi ve people skills to bring unity to groups and between people. Sample is inspiring
and tends to look for the collec ve good instead of the obstacles.
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DISC Historical Figures
William Shakespeare ~ English Playwright, Actor, and Poet
One of history's foremost playwrights, Shakespeare embodied the excellent communica on skills of
the Communicator style. His comedies were alive with disguises, tricks, songs, and keen rela onships.
His histories brought characters like Julius Caesar and Henry VIII to life on the stage. His tragedies
touched upon some of the deepest and strongest human emo ons. Communicators love people, and
can use their formidable communica on skills to reach them on many levels. Shakespeare wrote over thirty plays
and one hundred and ﬁ y sonnets.
"A friend is one that knows you as you are, understands where you have been, accepts what you have become,
and s ll, gently allows you to grow."

Winston L.S. Churchill ~ English Prime Minister and Writer

Beginning his career as a soldier, the communica on skills which characterize the Communicator style
soon moved him into the posi on of a war reporter in South Africa. Upon his return to England, he
entered the world of poli cs. Churchill was elected a Member of Parliament in 1900, and eleven
years later found himself in charge of Great Britain's Royal Navy. He came out of re rement to face
Hitler's wrath, and was elected Prime Minister. It was Churchill's personal courage and magniﬁcent speeches of
encouragement that mo vated and sustained the English people through the war.
"I have never accepted what many people have kindly said -- namely that I inspired the na on. Their will was
resolute and remorseless, and as it proved, unconquerable. It fell to me to express it."
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Style Intensity Overview
The DISC Assessment measures the intensity of four behavioral traits; Dominance,
Inﬂuence, Steadiness and Compliance. The higher your scores above zero (the midline)
the more intensly that trait will be expressed. The lower your score the less intensly that
trait will be expressed. The following paragraphs will provide you with an overview based
on your speciﬁc intensity scores.

With a somewhat low D-Style intensity, Sample prefers to work through problems by analyzing
things that worked in the past. Sample is someone who is able to lead, if necessary, but usually
prefers to wait and see if another person volunteers ﬁrst. Sample is willing to follow another
person's lead if they display adequate ability and if Sample has conﬁdence in their ability.

With a very high I-Style intensity, Sample is an extremely outgoing and social person, and tends
to make friends easily and likes to have fun with others. Sample wants to make commitments
even when unable to keep them. This comes from their strong desire to please, not because of
any intent to deceive. Sample tends to be very spontaneous, easily becoming bored with rou ne
tasks.

With a somewhat low S-Style intensity, Sample takes a ﬂexible approach when dealing with
others. Sample is willing to pursue diﬀerent avenues to maintain good rela onships. Sample
is pa ent and will not usually rush, and is not afraid to ac vely seek new solu ons if previous
methods do not ﬁt the current situa on.

With a low C-Style intensity, Sample is not afraid to take a bold approach and is willing to
challenge the status quo. Original and crea ve, Sample acts with conﬁdence when
implemen ng new solu ons. Sample will tend to use a balance of intui on and facts when
making decisions. Once the decision is made, Sample will not be afraid to act upon it.
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Descrip on Overview
Your Personality Style Traits

Sample 's General Characteris cs
Enthusias c
Trus ng; Op mis c
Persuasive; Talka ve
Impulsive; Emo onal

Sample 's Value To The Team
Crea ve problem solver
Great encourager
Mo vates others to achieve
Posi ve sense of humor
Nego ates conﬂicts; peace maker

Sample 's Challenge Areas
More concerned with popularity than tangible results
Ina en on to detail
Overuses gestures and facial expressions
Tends to listen only when it's convenient

Sample 's Dominant Fear
Rejec on

Sample is Mo vated by
Fla ery, praise, popularity, and acceptance
A friendly environment
Freedom from many rules and regula ons
Other people available to handle details
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Sample 's Ideal Environment
Prac cal procedures
Few conﬂicts and arguments
Freedom from controls and details
A forum to express ideas
Group ac vi es in professional and social environments

Remember, Sample may want:
Social esteem and acceptance,freedom from details and control, people to talk to, posi ve working condi ons,
recogni on for abili es, opportunity to mo vate and inﬂuence others

When conversing with Sample , DO:
Build a favorable, friendly environment
Give opportunity for them to verbalize about ideas, people and their intui on
Assist them in developing ways to transfer talk into ac on
Allow me for s mula ng, sociable ac vi es
Submit details in wri ng, but don't dwell on them
Develop a par cipa ve rela onship
Create incen ves for following through on tasks

When conversing with Sample , DON'T:
Eliminate social me
Do all the talking
Ignore their ideas or accomplishments
Tell them what to do

While analyzing informa on Sample may:
Lose concentra on
Miss important facts and details
Interrupt
Be crea ve in problem solving
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Sample contributes these posi ve characteris cs in teams:
Ins nc ve communicator
Par cipa ve manager – inﬂuence and inspire
Mo vates the team
Spontaneous and agreeable
Responds well to the unexpected
Creates an atmosphere of well-being
Enthusias c
Provides direc on and leadership
Expresses ideas well
Works well with other people
Makes a good spokesperson
Will oﬀer opinions
Persuasive
Has a posi ve a tude
Accomplishes goals through people
Good sense of humor
Is accep ng of others
Strong in brainstorming sessions

Personal Growth Areas for Sample :
Weigh the pros and cons before making a decision; be less impulsive
Be more results oriented
Exercise control over your ac ons, words and emo ons
Focus more on details and facts
Remember to slow down your pace for other team members
Talk less; listen more
Consider and evaluate ideas from other team members
Concentrate on following through with tasks
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Communica on Tips
This next sec on uses adjec ves to describe where your DISC styles are approximately plo ed on your graph.
These descrip ve words correlate as a rough approxima on to the values of your graph.

Measures how decisive, authorita ve and direct you typically are. Words that may describe the intensity of
your “D” are:
MILD Gentle or kind in disposi on; not severe or harsh
QUIET Not easily excited or disturbed; quiet disposi on
DEPENDENT Inﬂuenced, controlled by others
MODEST Not forward, but shy and reserved

Measures how talka ve, persuasive, and interac ve you typically are. Words that may describe the intensity
of your “I” are:
ENTHUSIASTIC Inspira onal; visionary; intense
GREGARIOUS Fond of the company of others; sociable
PERSUASIVE Having the power to persuade; inﬂuencing
EMOTIONAL Easily aroused to emo on; quick to weep or show anger

Measures your desire for security, peace and your ability to be a team player. Words that may describe the
intensity of your “S” are:
MOBILE Movable; showing emo onal changes in expression
OUTGOING Expansive; sociable; gregarious
ALERT Watchful; vigilant; ready; ac ve; nimble
EAGER Keenly desiring; wan ng very much; impa ent or anxious

Measures your desire for structure, organiza on and details. Words that may describe the intensity of your
“C” are:
BOLD Open, not afraid to share thoughts and feelings
DETERMINED Obs nate, unmoving, persistent
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How You Communicate with Others
Your style is predominately an “I” style, which means that you prefer receiving informa on that stresses the
EXPERIENCE; but when transferring that same informa on to a client or co-worker, you may need to translate
that into giving them precise facts, just the end result, or how they are a part of the solu on and “we need to
work as a team.”
This next sec on is par cularly useful for a dominant “I” style as you may have the tendency be more vocal but
less focused on results or details as others around you.

The Compa bility of Your Behavioral Style
The “I” and the “D” styles normally get along pre y well in rela onships since the “I” is a great
encourager to the “D”. In work tasks, the “I” may feel the “D” is too demanding and too task
oriented at mes.

Two “I” styles get along extremely well in personal rela onships. They are very social and like to
try new experiences. Two “I”s working together may have a tendency to miss deadlines and not
complete tasks with a en on to detail.

The “I” and the “S” style get along well in the work environment since the “S” will serve as support
for the “I” in making sure tasks stay on track. In rela onships the “I” may want to be more socially
oriented while the “S” would prefer to spend more quality me with less people and outside ac vi es.

The “I” and the “C” work well together as their strengths tend to complement one another. In
rela onships there can some mes be conﬂicts as the “I” is much more socially mo vated and
impulsive than the “C”.
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How You Can Enhance Interac on with Each Style

You tend to view D's as argumenta ve, dictatorial, arrogant, domineering, nervous and hasty. As an I, you are likely
to resent the D telling you what to do. It will frustrate you when they don't no ce your ideas. Since you are used
to being able to talk your way into or out of confronta ons, you will likely be surprised when you ﬁnd out that
your charm does not bring a favorable response from the high D.
Rela onship Tip: To make this rela onship work, you must have direct communica on. Deal with issues in a
straigh orward manner. Work at nego a ng commitments and goals on an equal basis. Focus on tasks and issues,
not people and personali es. Point out speciﬁc accomplishments.

You enjoy rela onships with other I's ... thoroughly. You will see each other as s mula ng, charisma c, outgoing
and op mis c; rela ng well to each other and developing rela onships quickly. You will both tend to mix business
and pleasure, and strive to impress one another; possibly even compe ng for recogni on.
Rela onship Tip: Maximizing rela onships between I's is not diﬃcult; it's controlling them that will require eﬀort.
Be friendly, complimentary; acknowledge each other's accomplishments. Listen sincerely instead of planning what
you want to say next.

You will see high S's as passive, nonchalant, apathe c, possessive and non-demonstra ve. But you'll also ﬁnd
them accep ng, and willing to enter into rela onships if you can slow down the pace; even though you'll tend to
become frustrated when the S doesn't express their thoughts and feelings like you want them to. You can be a
mo vator and encourager to S's.
Rela onship Tip: Slow down; be more easygoing. Show them sincere apprecia on and you'll ﬁnd friendships with
S's are very rewarding; they'll s ck with you. Above all, don't be pushy.

You view C's as overly dependent, evasive, defensive, too focused on details, too cau ous and worrisome. The
natural interac on between you will strain the rela onship and require work. You'll focus on people; they'll see the
facts. You'll be op mis c; they'll seem pessimis c. You'll look at the “big picture”; they'll see only details. You'll
want to make a decision; they'll frequently want to gather a li le more data ﬁrst.
Rela onship Tip: Present your facts clearly, and don't exaggerate details and numbers. Prepare well for a
discussion with a C. Expect them to express doubts and need me to evaluate data before making a decision.
Remove any poten al threats, making their decisions easier. Write notes o en.
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DISC Graphs
This chart below helps put the four dimensions of the personality into perspec ve
DOMINANT

INFLUENCING

STEADY

COMPLIANT

Seeks:

Control

Recognition

Acceptance

Accuracy

Strengths:

Administration
Leadership
Determination

Persuading
Enthusiasm
Entertaining

Listening
Teamwork
Follow-through

Planning
Systems
Orchestration

Dislikes:

Inefficiency
Indecisions

Routines
Complexity

Insensitivity
Impatience

Disorganization
Impropriety

Decisions:

Decisive

Spontaneous

Conferring

Methodical

Because human personality is comprised of varying intensi es of the four behavioral styles, the DISC graph helps
make the personality style more visual. The DISC graph plots the intensity of each of the four styles. All points
above the midline are stronger intensi es, while points below the midline are lesser intensi es of DISC
characteris cs. It is possible to look at a DISC graph and instantly know the personality and behavioral
characteris cs of an individual. Below are examples and explana ons of the three DISC graphs.
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“Public Self”

“Private Self”

“Perceived Self”

(mask)

(core)

(mirror)

8

8

8

4

4

4

0

0

0

-4

-4

-4

-8

-8

-8

This graph displays the you

This graph displays your

This graph displays the manner

others see. It reﬂects how you

ins nc ve response to

in which you perceive your

perceive the demands of your

pressure, and iden ﬁes how

typical behavior. It could be

environment, and your

you are most likely to respond

referred to as your self

percep on of how you believe

when stress or tension are

percep on. At mes you may

others expect you to behave.

present in your environment.

be unaware of the behavior you
use with other people.

Diﬀerences between the Public and Private Self:
People o en act based on how they think others expect them to behave or to adapt to a speciﬁc job or role. This
adapted behavior (the Public Self) represents what we project to the world. Your core style (Private Self)
represents your ins nc ve response to pressure. During mes of stress or tension, these core behaviors become
prominent. This Private Self graph is least likely to change because these are natural and ingrained responses.
Li le or no diﬀerence between the Private Self and Public Self indicates that there is not much need to adapt
your style to your environment. However, if the Public Self is diﬀerent from the Private Self, you may perceive a
need to ﬂex your style to ﬁt your job, your current role or the expecta ons placed upon you.
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Ac on Plan

Sample 's Ac on Plan
This worksheet is a tool to enable eﬀec ve communica on. The goal is to help you maximize
your strengths and minimize the eﬀfects of poten al limita ons by addressing characteris cs
common to your style.
This sec on gives you an opportunity to assess your personality style and get feedback from
someone else.

Instruc ons
Step 1: The items listed below are areas of reﬂec on. Give this page to another person who knows you well
(associate, team member, teacher, family member, friend, etc.) and ask them to read each item and consider
whether or not the items describe you, then, check either yes or no beside each item. Open dialogue is
encouraged and any blind spots (areas of your personality that you are blind to) should be discussed. Since
communica on is a two way street, it is recommended that two people complete one another's worksheets.

Volunteers for jobs/shows initiative

Outgoing and personable

Would rather talk than work

Priorities often get out of order

Thinks up new activities

Starts projects well

Often forgets obligations

Overly dependant upon feelings

Presents well/polished

Inspirational and motivational to others

Frequently lacks follow through

Easily distracted

Creative and colorful

Accomplishes tasks through people

Confidence fades fast

Procrastinates or avoids detail work

Has energy and enthusiasm

Optimistic and confident

Can be disruptive / disorderly

Impatient an/or always changing
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Step 2: Now, select three items that would beneﬁt the most from focused a en on. Discuss and determine
speciﬁc outcomes and reasonable me frames for their achievement. Write the details in the spaces provided,
along with notes helpful to achieving speciﬁc outcomes. Set a date 60-90 days from now for a discussion with
your contact to review your progress. The person who works with you on this is important to your growth and
should help you stay accountable to your plan.
The ﬁrst item upon which I will focus:
Review Date:

Speciﬁc ac ons I will take on this item in the next 60 to 90 days:

Speciﬁcs to address:

The second item upon which I will focus:
Review Date:

Speciﬁc ac ons I will take on this item in the next 60 to 90 days:

Speciﬁcs to address:

The third item upon which I will focus:
Review Date:

Speciﬁc ac ons I will take on this item in the next 60 to 90 days:

Speciﬁcs to address:
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