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DISC Primer
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I am active.

 

·

I am independent.

 

·

I am ambitious.

 

·

I am self

-

confident.

 

·

I take initiative.

 

·

I easily take charge.

 

·

I am strong

-

willed.

 

·

I am forceful.

 

·

I am willing to confront others.

 

·

I make decisions easily, rapidly.

 

·

I have a sense of urgency.

 

·

I am business

-

like

, efficient.

 

·

I like a fast pace.

 

·

I am task

-

oriented.

 

·

I focus on results.

 

·

I need to be “in the know.”

 

·

I resent people with power 

over me.

 

·

I must be in control.

 

·

People look to me for results, not for encouragement 

or support.

 

·

I lack sensitivity to the feelin

gs of others.

 

·

I lack patience.

 

·

I need to learn to listen more.

 

 

     

Number checked: _______  

D

 

 

·

I like active, rapidly moving s

ituations.

 

·

I desire excitement.

 

·

I am fun

-

loving.

 

·

I am inspirational, persuasive.

 

·

I am dynamic, energetic.

 

·

I am lively, personabl

e.

 

·

I am outgoing towards other people.

 

·

I form my thoughts while talking (think out loud).

 

·

I want recognition and incentives.

 

·

I a

m imaginative, creative.

 

·

I am easily diverted.

 

·

I am unstructured.

 

·

I have little concern for details.

 

·

I am not good at following 

through or finishing what 

I start.

 

·

I sell myself.

 

·

I am open with my feelings.

 

·

I make changeable decisions; I “shoot from the hip

.”

 

·

I jump to conclusions.

 

·

I am very competitive.

 

·

I chew others out when thwarted.

 

·

I am able to do many things at once.

 

 

 

     

Nu

mber checked:  _______  

I

 

D

ISCOVER

 Y

OUR

 S

TYLE

 

 

 

Check each statement that’s true for you. Then add up the check 

 

marks for each of the four sections.  The

re are no right or wrong 

 

answers and no “scores

,

” just how you communicate. 

 

 

·

I

 am a problem

-

solver.

 

·

Ideas and concepts are important to me.

 

·

I am studious and analytical.

 

·

I appear thoughtful or academic to

 others.

 

·

I collect data, facts, information.

 

·

I am a steadying influence.

 

·

I wait for people to come to me.

 

·

I take an orderly, sys

tematic approach.

 

·

I like order, logic and structure.

 

·

I am persistent, conscientious, industrious.

 

·

I hate ambiguity and confusion

.

 

·

I don’t like competition.

 

·

Others look to me for advice.

 

·

I am hesitant in relationships.

 

·

I am cautious, not a risk

-

taker.

 

·

I am 

quiet, non

-

threatening to others.

 

·

I don’t seek recognition.

 

·

I offer opinions only when safe.

 

·

I avoid interpersonal conflicts.

 

·

I 

procrastinate.

 

·

I am often indecisive.

 

·

I am reserved.

 

 

 

 

     

Number checked: ________ 

 

C

 

 

·

I am likable.

 

·

I minimize interpersonal

 conflict.

 

·

I have trouble saying “no.”

 

·

I am helpful to others.

 

·

I am understanding and friendly, safe.

 

·

I am not competitive.

 

·

I do

n’t impose my opinions on others.

 

·

I am permissive with others and accepting.

 

·

I am cooperative.

 

·

I am service

-

oriented.

 

·

I accept s

upervision readily.

 

·

I like to please others.

 

·

I need reassurance, personal attention.

 

·

I will withhold unpleasant information.

 

·

I l

ike close, warm  relationships.

 

·

I am a good listener.

 

·

I am sensitive to the feelings of others.

 

·

I need specific directions from 

others.

 

·

I am casual, unstructured.

 

·

I am focused more on relationships than on results.

 

·

I hesitate to confront others.

 

·

I am respo

nsive rather than assertive.

 

 

 

     

Number checked:

 

_______  S
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	Keys to Adapting Communication



	
Compliance


	
Dominance


	( Prepare your case in advance.

   Don’t be disorganized or messy.

( Approach them in a straightforward, direct way. 

   Don’t be casual, informal or personal.
( Use a thoughtful approach. Build credibility by looking at all sides of each issue.

   Don’t force a quick decision.
( Present specifics, and do what you say you can do.

   Don’t be vague about expectations or fail to follow through.
( Draw up an “Action Plan” with scheduled dates and milestones.

   Don’t over promise as to results, be conservative.
( Take your time, but be persistent.

    Don’t be abrupt and rapid.
( If you disagree, prove it with data, facts, or testimonials from respected people.

   Don’t appeal to opinion or feelings as evidence.
( Provide them with the information and the time they need to make a decision.

   Don’t use closes, use incentives to get the decision.
( Allow them their space.

   Don’t touch them.


	( Be clear, specific, and to the point.

   Don’t ramble on, or waste their time.
( Stick to business. 

   Don’t try to build personal relationships, or chitchat.
( Come prepared with all requirements, objectives and support material in a well-organized package.

   Don’t forget or lose things, be unprepared or disorganized.
( Present facts logically; plan your presentation efficiently.

   Don’t leave loopholes or cloudy issues if you don’t want to be zapped!

( As specific (preferably What?) questions.

   Don’t ask rhetorical questions, or useless ones.
( Provide alternatives and choices for making decisions.

   Don’t come with the decision made, or make it for them.
( Provide facts and figures about probability of success or the effectiveness of options. 
   Don’t speculate wildly or offer guarantees and assurances where there is a risk in meeting them.
( If you disagree, take issue with the facts.

   Don’t take issue with the High D personally.
( Provide a win/win opportunity.

   Don’t force the High D into a losing situation.


	
Steadiness


	
Influence



	( Start with personal comments. Break the ice.

   Don’t rush headlong into business or the agenda.
( Show sincere interest in them as people. 

   Don’t stick coldly or harshly to business.
( Patiently draw out their personal goals and ideas. Listen and be responsive.

   Don’t force a quick response to your objectives.
( Present your case logically, softly, non-threateningly.

   Don’t threaten with positional power, or be demanding.
( Ask specific (preferably How?) questions.

   Don’t interrupt as they speak. Listen carefully.
( Move casually, informally.
   Don’t be abrupt and rapid.
( If the situation impacts them personally, look for hurt feelings.

   Don’t mistake willingness to go along for satisfaction.
( Provide personal assurances and guarantees.

   Don’t promise something you can’t deliver.
( If a decision is required of them, allow them time to think.

   Don’t force a quick decision, provide information.

	( Plan interaction that supports their dreams and intentions.

   Don’t legislate or muffle.
( Allow time for relating and socializing. 

   Don’t be curt, cold or tight-lipped.
( Talk to people about their goals.

   Don’t drive to facts, figures, and alternatives.
( Focus on people and action items. Put details in writing.

   Don’t leave decisions up in the air.
( Ask for their opinion.

   Don’t be impersonal or task-oriented.
( Provide ideas for implementing action.

   Don’t waste time in “dreaming.”
( Use enough time to be stimulating, fun, fast moving.

   Don’t cut the meeting short or be too businesslike.
( Provide testimonials from people they see as important or prominent.

   Don’t talk down to them.
( Offer special, immediate and extra incentives for their willingness to take risks.

   Don’t take too much time. Get to action items.
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	D

Dominant

Directors


	I

Influencing

Socializers


	S

Steady

Relaters


	C

Compliance

Thinkers



	BEHAVIOR PATTERN:
	Self-contained/ Direct
	Open/Direct
	Open/Indirect
	Self-contained/ Indirect

	DISC

EQUIVALENT:
	Dominance
	Influencing of others
	Steadiness
	Compliance

	APPEARANCE:


	Business-like

Functional
	Fashionable

Stylish
	Casual

Conforming
	Formal

Conservative

	WORK SPACE:
	Busy

Formal

Efficient

Structured
	Stimulating

Personal

Cluttered

Friendly
	Personal

Relaxed

Friendly

Informal
	Structured

Organized

Functional 

Formal

	PACE:
	Fast/Decisive
	Fast/Spontaneous
	Slow/Easy
	Slow/Systematic

	PRIORITY:
	The Task: the results
	Relationships:

Interacting
	Maintaining relationships
	The Task: the process

	FEARS:
	Loss of control
	Loss of prestige
	Confrontation
	Embarrassment 

	UNDER TENSION WILL
	Dictate/ Assert
	Attack/ Be sarcastic
	Submit/ Acquiesce
	Withdraw/ Avoid

	SEEKS: 
	Productivity
	Recognition
	Attention
	Accuracy

	NEEDS TO KNOW (Benefits)
	What it does/ By when/ What it costs
	How it enhances their status/ Who uses it
	How it will affect their personal circumstances
	How they justify the purchase logically/ How it works

	GAINS SECURITY BY:
	Control
	Flexibility
	Close relationships
	Preparation

	WANTS TO MAINTAIN:
	Success
	Status
	Relationships
	Credibility

	SUPPORT THEIR:
	Goals
	Ideas
	Feelings
	Thoughts

	ACHIEVES ACCEPTANCE BY:
	Leadership

Competition
	Playfulness

Stimulating environment
	Conformity

Loyalty
	Correctness

Thoroughness

	LIKES YOU TO BE:
	To the point
	Stimulating
	Pleasant
	Precise

	WANTS TO BE:
	In charge
	Admired
	Liked
	Correct

	IRRITATED BY:
	Inefficiency

Indecision
	Boredom

Routine
	Insensitivity

Impatience
	Surprises

Unpredictability

	MEASURES PERSONAL WORTH BY:
	Results

Track record

Measurable progress
	Acknowledgement

Recognition/ Applause

Compliments
	Compatibility with others/ Depth of relationships
	Precision

Accuracy

Activity

	DECISIONS ARE:
	Decisive
	Spontaneous
	Considered
	Deliberate















































       Dominance





Orientation: Goal-oriented


Need:


Bottom-line results/achievement


Style: Structured and competitive


Communicates: Tells others what to do


Motto: Be efficient


Reaction under stress:


   1. Become autocratic


   2. Avoid situations & people they can’t 


       control


Percent of population:  18%


Underlying Emotion:  Anger





       Compliance





Orientation: Task-oriented 


Need:


Being correct/precise, security


Style: Patient and thorough


Communicates: Asks others what they


 are doing


Motto: Be correct


Reaction under stress:


   1. Avoid situations and people


   2. Become autocratic


Percent of population:  8%


Underlying Emotion:  Fear





        Influence





Orientation: Idea-oriented 


Need: Recognition/visibility


Style: Aggressive with feeling


Communicates: Tells others what they feel


Motto: Be stimulating


Reaction under stress:


   1. Attack


   2. Comply


Percent of population:  29%


Underlying Emotion:  Optimism





       Steadiness





Orientation: People-oriented 


Need: Rapport/acceptance


Style: Patient and thorough


Communicates: Asks others what they feel in the relationship


Motto: Be sincere


Reaction under stress:


   1. Acquiesce


   2. Attack


Percent of population:  45%


Underlying Emotion:  Non-emotional
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650 Main Street, Hampden, MA 01036     Voice: 413(566(3934   Fax: 413(566(3938

E-mail: sbellows@susanbellows.com     Web: www.susanbellows.com

