DISC Communication Strategies for Leaders




Before We Dive In...

1 write down yourr First Nawme

Write down your First Name
with your Non-Dominant hand

How did the transition feel?

Did you Succeed?
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How DISC Supports Disney Values (Replace)
{ Innovation and }
Technology
{ To Honor and Respect } { High Standard of }
Decency Excellence

Tradition of Timeless Positive, inclusive
Storytelling ideas about Family
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The Three P’s

4 Payoff:

= * Increase communication
effectiveness with colleagues &
customers

Process:

* Learn from DISC reports, one
another, & learning activities

urpose:
* Provide communication msuglms @
& Strategies St
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Road Map

) DISC Background

) Natural Style




Part One

DISC Background

®':0.



What is DISC? ... Ride an elevator today?

Quickly pushes “Close Door”

Permit expired... takes stairs J. . % Lets others step out first

Measures Observable Behaviors
(s
Mossures ObsenabloBehever | @y 15@




History

Dr. Marston

Lie Detectors

EMOTIONS
OF NORMAL |
PEOPLE

WILLIAM MOULTON MARSTON

R
Book - 1928




DISC Model

Style = Pace + Priority Pace is Fast

Priority Priority
Dominant . "

niiuence

A~ 00

Steady Deliberate + People

@ — T O @ T

Conscientious Deliberate + Task

Pace is Deliberate




Motivator Match Up

Influence

Influence

Fast & People

Inspiring People

Steady

Deliberate & People

Offers Helpful Plans




Part Two

Natural Styles




Natural eGraph li

Pg 6

— —_ o « Style NOT Skill
S = = g - = « Represents your 24-7
: i Both Work & Home
- Based on:
Nature (DNA)

Nurture (Society & Family Influences)
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Natural Graph

Pg 6

DISCcert Natural eGraph Il for Sample - ID - Report
[}
DISC is a Style NOT a Skill A ¢ K P -
Natural Graph Il represents both your 24.7, work & home.
Natural Graph Il is based on Nature (DNA) & Nurture (society & family) influencers. e y O I I l S
| |

Dominant Influence Steady Conscientious
ural Graph 8

Problem Solve People e Plan Procedure

H

* Energy Line: indicates degree of
preference for each style

* Natural Style: based on points
above the Energy Line
« Labeled as your “Pattern”

e We all have some D, I, S, and C

In our styles
®'s9
13




Dominant Orientation: Problem Solve -

w2 I S C

30

80

70

60

50

40

30

20 Above the Energy Line
« Preference: Expediency
« Overuse: Demanding

10




Dominant

Orientation: Problem Solve -

wD 1 8 C

30

80

70

60

50

40

30

20 Below the Energy Line

10 » Preference: Contemplative

« Can Develop Skill: Being Expedient




Dominant Orientation: Problem Solve -

wD 1 8 C

30

80

70

60

50

40

30

20 Near the Energy Line

10 * Preference: Calculated Risks

« Moderate Effort to Stretch/Flex




Orienation: People Conneaction -

wD | 8 C

80

70

60

50

40

30

20 Above the Energy Line

- ¢ Preference: Demonstrative
) \- @veruse: Over-Enthusiasm




Influance Or]

100

30

80

70

60

50

40

30

20 B EIoW the

=nergy Line:
o . Hr-—*fe ‘ence: unadersia
an beve
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LIVE AT THE TROUBADOUR

'

30

80

70

60

50

40

30

20

10

0 Streten/Elex
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Steady Orientation: Planning -

100

30

80

70

60

50

40

30

20 Above the Energy Line

10 « Preference: Systematic

 Qveruse: Keep Status Quo




Steady

100

30

80

70

60

50

40

30

20

10

Orientation: Planning

Below the Energy Line
Preference: Spontaneous
Can Develop Skill: Organization

21



Steady Orientation: Planning g6

100

30

80

70

60

50

40

30

20 Near the Energy Line
« Preference: Composed

10

« Moderate Effort to Stretch/Flex




Conscientious Orientation: Procedures

w2 I S C

30

80

70

60

50

40

30

20 Above the Energy Line

10 * Preference: Analyzation

« Qveruse:; Stuck in Details




Conscientious Orientation: Procedures -

DI S C

100

30

80

70

60

50

40

30

20 Below the Energy Line
« Preference: Conceptual
« Can Develop Skill: Detail Focus

10




Conscientious Orientation: Procedures -

100

30

80

70

60

50

40

30

20 Near the Energy Line

10 « Preference: Pragmatic/Focused

« Moderate Effort to Stretch/Flex




Natural Word Sketch Pg7

Your Word Sketch for Your Natural Graph Il

-
|
Based on y o« sesvnen responses, your DISC n eoon has identified charactenstics mm lme»up with
your Natural Graph Il DISC Pattem. he ngnltr led words indicate your preference for solving problems, ]

nuenmgpeop dev op-ngpu:\smnmdmg oced\xes Note that all your point: nemefabo
or below the Energy Line have positive descriptors. The a Iocmmole.w\ style epvesem s the
degree 1o which you more of less prefer in usnng -encom unicating with other:

» Positive “Style” descriptors for
your Natural Style

* Highlighted words indicate your

preference for:

Problem Solving
Connecting with People
Developing a Plan

Working with Procedures

®':0.




Identify the DISC Styles

To Kill a Mockingbird

0 Conscientious

Rainmaker

Steady @

The Good Wife Intolerable Cruelty

Dominant Q

!/ Influence

®':9.



https://vimeo.com/221684336/1bc8c8c80f
https://vimeo.com/221684324/68e8402e44
https://vimeo.com/221684343/90c79cdffd
https://vimeo.com/221684331/ca004adffe

Your Groups DISC Styles

Pace - Quick
Direct

D as their Primary Syle | as their Primary Style
0% of your team 67% of your team

Bonnie Bumn (ID)
Jaime McBride (Id)

Rebecca Olkowski (1Sc)
Cassie Teshima (l)

Priority - Task
Guarded

C as their Primary Style S as their Primary Style
17% of your team 17% of your team
Miranda Santillan (CS) Melissa Master-Holder 12.2015
(Sl)
Pace - Deliberate
Indirect

Priority - People
Open

28



Strengths By Style

Pg 11

Dominant v e InTioence
« Asks questions to = == ' Brings a sense of
challenge tradition enthusiasm

« Works quickly to resolve Easily negotiates conflicts
issues __between teams

—r ‘ | V/ Lng B Stead
Conscientious N = b St y

* Excels at calming
disagreements

* Encourages input from all
members

» Clarifies complex issues
» Demonstrates technical
expertise

29



Motivators by Style

Pg 12

Dominant

« Authority equal to
responsibility

» Opportunities to express
ideas & opinions

inuence

* Recognitionior skills &
INSIgNts

* Power: to control own
_career patn

———— | : v S T
Conscientious =3 by LN = Steady

« Tasks completed right the o ~ E— ¥ . Sincerity from groups &
first time - . — peers

* Projects highly specialized - r = « Time to adjust to change

30



Communication Tips- How to Communicate with a... rg14

Dominant | ) | - & Influence
- Offer solutions i , » Acknowledge ideas
« Anticipate questions s S = - = Have jeint meetings

Conscientious
* Provide rationale
* Include documentation

* Provide a plan
» Offer assurances



Pair & Share — With a Different Style than Yours

Pg 11,12, 14
[Share J
» Strengths — Page 11
» Motivators — Page 12
« Communication Tips — Page 14
[ Discuss J

o Similarities?
-« Differences? |
[Learn J

« Communication with your partner




Part Three

Adaptive Styles




Adaptive Graph

Ro

Adaptive - Graph |
1 Day at Work
Can change day to day

Your Influencers.
e

Based on your “Most’

Natural - Graph Il

Based on combination:

Nature (your DNA
Nurture

sibilties

Resp
You Relate Tc

Based on your “Least

24.7 Work AND Home

ty influencers

Remains quite constant

If your Adaptive Graph | & Natural Graph Il are similar then # m

o u completed the a:
punicating.  Howev
ng 10 accomny O,)“ an

1-1 in-

ith how you would i
and day out, otherwise you are not

If your Glaph 1 Adaptive & Graph Il Natural are different then it means then the 1\, you
ok wstretch to get the job done. You were willing to use

you

ch prolonged adaptation. If you
t job responsibilities might have
e you increased understanding as to what you

Pg 15

INtS:

One day at work
Can change day-to-day
Influenced by the 3 R’s:

: RO
» Relatin
+ Responsibilities
- Based on your “Most”

®' 9



If Natural and Adaptive are Similar ?

Adapted Style - Graph |

WD 1 S C

30

80

On the day of the assessment, .
they were able to communicate using G0
their Natural Style Preferences* 5

40

30

20

*Important: 10
Be open to stretching when required

]
23 27 83 83
Pattern: SC

Pg 15

Natural Style - Graph Il

wD 1 S C

S0

80

70

&0

50

40

30

20

10

0
27 27 82 73

Pattemn: SC

Sgss




If Natural and Adaptive are Different?
What if they are different?

Pg 15

Adapted Style - Graph | Natural Style - Graph Il

/Adapted

I D | S C D I s C
- Reflects how you needed to communicate 0 o
the day of assessment 80 20

70 70

&0 &0

]Do you Agree?

50 50

» One day at work is not always the same as

the next 40 40

30 30

20 20

Role, Responsibilities, & Relating |

» May require stretching out of your comfort 10 10

Zzone

0 0
23 27 83 83 27 27 82 73

Pattern: SC Pattern: SC
" s 19 .



Similar or Different — Better?

Adapted Style - Graph |
100

Dl sc D1l §scC

Natural Style - Graph Il ‘

0

80

70

60

50

40

30

20

10

0

(anern: sc

A

23 27 83 83

27 27 B2 73
Pattern: SC

« Stretching was not needed
the day of assessment

’ Similar |

* “Does this stretch occur
occasionally or does it
represent a longer period of
time?”

 Longer period of time
requires more effort

If different, ask: |

Adapted Style - Graph |

Pg 15

(e

38 59 48 80

100

20

80

70

Natural Style - Graph Il

DI s C

M 41 70 59

| Different |

« Stretching was needed the

day of the assessment

® ' 9.



Adaptive Word Sketch

Your Word Sketch for Your Adaptive Graph |

Based on your assessment “Most” responses, your DISC report has identified characteristics that line-up
with your Adaptive Graph | DISC Pattern. The highlighted words indicate what communication behaviors
you utilized the day you took the assessment to problem solve, influence people, develop plans and
handle procedures. The behavioral traits you demonstrated are influenced by what role, responsibilities
and to whom you were relating.

DIsC Problem Solve
Focus >

Competitive
Assertive
Daring
Ambitious
Directive
Expedient

Decisive
Risk-taker
Goal oriented
Pioneering

Seeks Information

Tentative
Prudent
Judicious
Balanced

£5m]

People

Demonstrative Systematic

Enthusiastic Stable

Gregarious Patient

Intense Peaceful

Optimistic Accommodating

Persuasive Team Player

Expr Consistent

ci Cooperative
Loyal
Supportive

AL Relaxed

C Composed

Fril Calming

Generous Courteous

Poised Active

Modest Change Oriented

Reserved Eager

Subtle ‘Spontaneous

Introspective Energetic

Modorate Carofroe

Restrained Vigorous

Private Variety Oriented

Understated Tenacious

Inconspicuous Energetic

Sympathotic Animated

Discreet

Pg 16

Key Points:

c

Procedures

» Positive “Style” descriptors for your
Adaptive Style:

Precise
Logical

. » One day at work

Investigates
High Standards

 Influenced by 3 R’s (Role, Relating, & Responsibility)

Pragmatic
Conventional

» Highlighted words indicate your choice in how you think it
would be best for:

Experiments
Approximates

Problem Solving

- Connecting Witn Peools

Developing a Plan

Working with Procedures

38




If needed ... Can you Stretch?
1 Fold your arms

5 Fold your arms
the opposite way

How did the Transition Feel?
Did you Succeed?




Part Four

Applying DISC




Overview of Four Basic DISC Styles

Pg 17

High
Dominant
Style

High
Influence
Style

High
Steady
Style

High

s Key Points:

Orientation
Pace Quick/Decisive Quick/Spontaneous Deliberate/Relaxed Deliberate/Detailed
Priority Task/Goal People/Interact People/Relationships Task/Accuracy e AI I D I S C Styl eS are e q u al
importance
Strengths Pioneering Motivating Teamwork Structured

Leadership Persuading Listening Thoroughness .

Administration Entertaining Follow-through High Standards ° P O I n t S ab Ove th e E n e r gy
Workplace Efficient Busy Functional Formal

' “better than”

Outcomes Llne a.re nOt e er an
Seeks Productivity Participation Acceptance Precision k

Control Recognition Friendship Facts p O I n tS e OW

Results Playfulness Cooperation Quality
* No one style nor combination
Irritations Indecision Routines Insensitivity Disorganization b

Incompetence Complexity Impatience Impropriety O Sty/ |es I|S etten lf t an
Fears Losing Rejection Sudden Changes Work Criticized “
Growth Areas Poor Listener Short Attention Span Hesitant to Speak-up  Perfectionist a n Oth e r
May Become Authoritative Sarcastic Submissive Withdrawn >

@

41



DISC Behaviors: Non-Verbal Examples

Pg 18

Handshake - Firm and not held long

Gestures - Used to speed things up

Eye Contact - If they are listening to you

* Handsnake - Says “Happy to see YOU!™
. (Gestures - Animatea

* Eye Contact - LLOOKS 10 .engage you

®':9.




DISC Behaviors: Non-Verbal Examples

Pg 18

Handshake - Solid, but friendly

Gestures - Minimal

Eye Contact - Direct without intensity

Handshake - Formal
Gestures - Deliberate

Eye Contact - Sparse




“Name that Style”

Pg 19

Conversation: Opens with informal message.
“Hi Ruth, it’s Sarah — I’m thrilled with the decision!”

Pace: Spontaneous, speaks rapidly.
Tone: Enthusiastic, optimistic & inspirational.
"I’'ve a great idea. Let’s chat over lunch!”

Focus: Builds alliances, generates ideas.
Power Cues: Awards on wall. Loves to talk on phone.
“I’'m calling to say thank you again for ...”




“Name that Style”

Pg 19

Conversation: Opens with a formal, factual message.
"This is Mr. Hall, calling regarding the AR project.”

Pace: Cautious, procedure-driven, and analytical.
Tone: Controlled logical, listens & asks why.
‘Please follow the timeline exactly as it is.”

Focus: Procedures, accuracy, quality.
Power Cues: Reference materials are sequenced.
"We will ship the materials when they are correct.”




“Name that Style”

Pg 19

Conversation: Opens with a personal greeting.
“Hello Susan, this is Peter. How are you today?”

Pace: Methodical, contemplative.
Tone: Friendly, compassionate, soft-spoken.
“I'd like to schedule 15 minutes with you to discuss...”

Focus: Relationships, natural listeners.
Power Cues: Family photos, serene pictures.
‘Joe, if you need help on editing, just let me know.”




“Name that Style”

Pg 19

Conversation: Charges right into issue
“Market's going down — oh...how are you?”

Pace: Fast & abbreviated.
Tone: All business, confident, challenging
‘Ryan? Susan. Bob there?”

Focus: Solve problems...quickly!
Power Cues: Determines time, place of meetings.
"I'll call you at 3:00 PM tomorrow."




Visited Another Country? Did you Speak Their language?

Pg 20

e

% Spanish!




Prep for the Trip?

Pg 20

Keep Native Language!

Plus Ability to Speak Another Language 7
Increase Communication Successes




Behavioral Styles Communication Tips
to Use with Each Style

Pg 21-22
Builds Provide
Positive Alllances Positive Comments

%W Enjoys Acknowledge

STEP TWO '

= Teamwork Their Support
Thinks Give data to them
Logically In writing

®'s9.



DISC Styles: Case Scenarios

Pg 23

51



DISC Styles — 2 Key Questions — Pace? Priority?

Pg 25

Pace — Quick
(Direct)

>< I Priority — People
(open)

Pace — Deliberate
(Indirect)

Priority — Task
(Guarded)

The Great Outdoors



https://vimeo.com/225869823/3de6605ade

A DISC Story

53



Moira Carlos
Situation: Situation:
She is a new Team Leader of 12 He is Moira’s Supervisor.
Employees as of 2 weeks ago.

Actions:

Actions: Responds using a low voice and reserved
Speaks first. When interacting, conveys mannerisms.
enthusiasm in voice and gestures.

®':0.



Hey Carlos, look!
| went ahead and scheduled our Team’s first
meeting off-site.

Thought we’d have a catered breakfast, do
some Team building activities followed by
lunch and then return to work all excited
about being on the Team!

Carlos

Oh.... (Pauses) That’s all well and good but
first you need to generate an agenda that
will help the team succeed.

Second, have you reviewed your Team’s
budget for this quarter yet?

@50,



Carlos

Yes, | glanced at the budget. A budget is established so you work within its
parameters.

| just figured you’d know how important it is

for a Team to have fun together in order to Your focus needs to be

succeed. First, Determining your Team’s Objectives
Second, Selecting your Team’s Roles

Surely you can negotiate some funding for Third, Generating your Team’s Schedule.

ioht?
us... right e@ .



Yes, yes. | have that all handled.

Carlos

That’s good to hear you have it all handled.
Please send me your Team’s plan and revised agenda
for the Team’s first meeting.

It will need to be held in the conference room on the
4th floor.

| expect to receive these documents by 4pm today and
will review. We will meet in my office tomorrow from

9:00-9:30 a.m. to finalize. e L@
57



Carlos

But what about my off-site meeting? You’ll have clarity by the end of
tomorrow’s meeting.

It’s so important to make everybody
feel so welcomed.

And It’s too late to cancel the catering.

®' 0.



Email Decoding Activity




Email: Communication Tips Pg 26-27

Greeting — Format — Word Choice Tips

|  Happy Tone - ©, Colors - Party I Include acknowledgements I

®':0.



Email Decoding Worksheet Pg 26

Email #1

Subject: | Planning Meeting Invitation |

ot |

Hello Sam,

| would like to invite you to attend the planning meeting on Tuesday, October 15 on the second floor, the small
conference room. | know you have a busy schedule, so | want to extend my appreciation for your time. The meeting
starts @ 9:00 a.m. and ends @ 12:30 p.m. Please bring your reports, to help ensure this is highly productive meeting.

4

| look forward to seeing you on October 15™ and working together to increase success for all of us. Please do not
hesitate to call me @ ext 43.

Warm Regards,
Sarah Smith
Customer Care Department

What is Sarah’s DISC Style?

(The sender)

Pretend you are Recipient.
Write an email response to Sarah.




Email Decoding Worksheet Pg 26

Email #2

Subject: | Planning Meeting with Food! )

Hi Everyone!

I am so excited that we will all be working together on the planning committee! | scheduled it on

Tues, Oct 15 from 9-12:30 (yes, there will be plenty of coffee in the morning and a great lunch at the end ;-)

We'll be on the second floor — sm conference rm. This will be our first meeting and | know you'll all make it a huge success,
with all the talent and experience you bring! | know several of you have some excellent materials to share - that’s great.
We'll have plenty of time to hear from everyone.

Thrilled you're a part of this new planning committee!

(We could come up with a special name for our committee too!)
See you on Oct 15! [Thanks so much ®

|sabel,

Customer Care Dept

What is Isabel’s DISC Style?

(The sender)

Pretend you are the recipient of this email.

Write an email response to Isabel. @ I S/Q
A 62



Email Decoding Worksheet Pg 27

Email #3

Subject Planning Meeting Announcement

Attention Planning Committee:

The Planning Committee will be meeting on Tuesday, October 15, 2013 on the second floor in the smaller of the two
Conference rooms.

The meeting will begin at 9:00 A.M. PST and conclude at 12:30 P.M. PST.

The agenda for the meeting is as follows:
1. Current status of our customer care process
2. Proposal presentations. (Send your PowerPoint slides to me by October 1, 2013.)
3. Sub-committee assignments and timelines.

We will commence our meeting on time at 9:00 A.M. PST and conclude at 12:30 P.M. PST.

Regards,

Cariton Cornick What is Carlton Cornick’s ’s DISC Style?

Customer Care Agent
(The sender)

Pretend you are recipient of this email.
Write an email response to Carlton Cornick.




Email Decoding Worksheet pg 27

Email #4

Subject Planning Committee

Planning Committee

Mtg Oct 15 — 2™ floor — sm conference
9-12:30

We will start on time
D. Dacron

What is D. Dacron’s DISC Style?

(The sender)

Pretend you are recipient of this email.
Write an email response to D. Dacron.




How to Modify Your Pace (Directness)

deliberate & indirect (S & C), quick & direct (D & 1),
you need to increase your Directness you need to decrease your Directness
TO INCREASE Directness: TO DECREASE Directness:
« Speak, move & make decisions at a faster » Talk, walk & make decisions more slowly

Seek & acknowledge others’ opinions
Share decision-making

Be more mellow

Do not interrupt

pace

Initiate conversation & decisions

Give recommendations

Use direct statements rather than roundabout

questions * When talking, provide pauses to give others
Use a strong, confident voice a chance to speak

Challenge & tactfully disagree, when » Refrain from criticizing, challenging, or acting
appropriate pushy

Face conflict openly, but don’t clash with the * When disagreeing, choose words carefully

person
Increase your eye contact

Pg 28




How to Modify Your Priority (openness) pg 28

Your Priority may be on
a task &/orto be guarded (D & €),
however, there may be times that
Yol glsiclel e INCIEASE YOur openness:

TO INCREASE Openness:

Share feelings; show more emotion

Respond to the expression of others’ feelings
Pay personal complements

Take time to develop the relationship

Use friendly language

Communicate more; loosen up & stand
closer

Be willing to digress from the agenda

people & being open (I & S),

you need to

TO DECREASE Openness:
» Get right to the task — the bottom line
« Maintain more of a logical, factual orientation

' » Keep to the agenda

» Do not waste the other person’s time

» Do not initiate physical contact

» Downplay your enthusiasm & body
movement

» Use businesslike language




Building and Maintaining Rapport and Productivity throughout the

Management/Leadership Process
Pg 34

What is difference between
Position Power vs Personal Power?

How does DISC build Personal Power?

67



Action Plan for All Styles - Select Direct Report ;2

Dominant (quickrask) Influence (auickreople)
Characteristics Tips for Others Characteristics Tips for Others
¢Dmpetitive _ Offer Solutions to Win _ Expressive _Acknowledge ldeas
Add h k k b _ Strategic _ Display Reasoning _ Oiptimistic _ Discuss Solutions
C EC mar S y %Dttum—line _ Provide Concise Data _ Builds Alliances _ Schedule joint Mtgs
o 7 oal oriented _ Offer Frojected Results | _ Be Involved _Include from Start
H 1 _ Debates _ Be Preparedwith Facts | _ Likes Change _ OfferMew ldeas
CharaCterIStlcs that e in Control _ Present Action Flan _ Appreciates Recognition  _ Provide Compliments
. “sserti*.re _ Anticipate Qiuestions _ Spontaneous _ Asktheir Opinion
match Direct Report
Conscientious (Cautious/Task) StEﬂd}' (Cautious/People)
Characteristics Tips for Others Characteristics Tips for Others
__ Think Logically _ Provide Rationale _ Stability Focus _ Provide Assurances
_ Seek Facts _ Give Written Data _ Dependable _ OfferWritten
_ Focus on Accuracy  _ Show Due Diligence _ Methaodical _ Provide a Flan
_Values Creditability _ Be Prepared _ Enjoy Teamwork _ Be Sincere
_ Like to Contemplate _ Build in Extra Time _ LookforCalmness _ Show Composure
_Analhytical _ Offer Pros and Con _ Express after Assessing _ Give Advance Motice
_ Follows Frotocol _ Provide Documentation § _ Cooperative _ Be Courteous




Not sure about Coworker’s Style? pg 29




1. Select coworker you have met in person.
2. Picture them at large group meeting.
3. Which scenario best describes their behavior?

| -
makes
friends &
interacts
broadly

Pg 29




Manager Action Plan

Team Member Adaptability Planning

Manager's Style

Employee
Name

Natural
Style

Characteristics/
Behaviors

A

MNotes

71



Adapt Your Communication Style

Communicating with D’s

e Listen to their suggestions, their course of
action and the results they are considenng.

« Find and note areas where you already
agree.

+ Work backwards toward gaining agreement
on the results you both want—and are
willing to either mutually or independently
allow the other to achieve.

Example: “Sarah, this format will give you
the freedom to develop your branch your
way and still allow Yern and Ellen to
structure theirs another way without
sacrificing time or morale.”

Communicating with I's

¢ Listen to their personal feelings and
experences

¢ Their style requires open and responsive
interaction with others, preferably in a manner
of congenial and unhurmed conversation (like
that between long-time friends)

Example: “Just between you and me, Chns, |
feel very uneasy about Jill and Howard
handling this account by themselves.”

Communicating with C’'s

» Be well organized, clear and specific in your
communications.

« Keep in mind they search for logical
conclusions

» Ask your questions in a more discreet, non-
judgmental manner to elicit the points,
objectives, or assurances C's want.

Example: “Lenny, I'm not trying to pressure
you, but are you not interested in the
auditor's position, or in any other position?”

Communicating with S's

+ Be ready to do more talking than listening;
they often don't feel comfortable when the
focus is on them.

s Clanfy key agenda items with them.

= Stay organized and move forward steadily
(but slowly) as you check to make sure they
understand and accept what is being said.

Example: “Did you want me to stick around
the office at a particular ime each day in case
vou need to telephone me for emergency
questions on this account, or do you want me
to call you?”

Pg 35



Developing Your People

Developing D's Developing I's

¢ Focus on the big picture # Breakdowmn information into pars or sections

s Cover basic steps’ high points quickly Rnecane: wil =gy M amnetmn

# Skip details and collateral or ancillany
rrsterials

# (Zaithem invohred kinesthatically, as they
lzarn best by “experencing”

# Shoer them the simiplest, fastest route o get
thiem i their stated destination

& Tall therm what is o be done by when

e # | =t thenn show you what they are leaming

s Connect concepts with their highest

. i # Be slow o criticize and guick to praise
sxpertise and expenences.

# L=t themn teach concept(s) to others

Developing C's Developing S8's

& Point owt the most important things to # Frovide one-on-ons, hands-on instnuction

e # Start at the beginning & end at the end

# Dermonstrate in an efficient, logical maniner, » Let them observe others before trying

siressing the purpose of each step - ’

# Frovide a step-by-step list of processes and
procedures and or a workimg timstable!

schedule.

# Procesd slowly, stopping at key places to
werfy umnderstanding

# Ask for imput, especially regarding potential

_ o Sllow plenty of repetition for their mewdy
refimemsnts ¥ ety e iy

learmmed behaviors to become secomd nature
® Build wup to the big pictura and routine.

® | lse a pleasant and patient approach in small
group settings
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Delegating to Your People

Delegating to D's

= e them the botbom e and then let them do
their thing

= Gve thern parameters, guidelines, and
deadlines.

= Exampls: “We need to get that mall bwilt a
month sooner or well lose our shirts. Fourtesn
tenants are threatening to bail out of their
coniracts if we don't open n time for the
holidays. Don't spend more than another
330,000, keep everything legal and ocut of the
newspapers, and get back to me by Monday
moming.”

Delegating to I's

» Recsive clear agresemsants; s=t up check

pointsftimes to avoid long stretches with no
progress reports.

I's are often concept people wiho come up
with plenty of ideas. but mot necessarily the
means of camying them out, =0 steer them
toward identifying ways of assunng the
implementation of those ideas.

Example “Clivia. this proposal for the King
Company locks good =o far, but how about
including more direct benefits for each
employes. Marian has sureeys filled cut by
each employee. Get iogether with her, bounce
some ideas arournd. ard then include more
ecs=ntial information about the eight people In
your proposal. Add some exira plus points on
the aothers. In this manner, you sheowld do the
job wvery well And, Olivia, thanks for making
the extra =ffort on this project.

Delegating to C's

= Take tme to answer their most critical
quesbons about structure andior guidance they
resguire in a specific siuation. The more they
wnderstand the details, the more likehy they will
b= to complste the task properly.

= Establsh deadlines.

= Ezample: “Angela, the cowrt date on the
Mortimer case has been moved up o Monday,
we now have to speed things up. Owr
presentation will procesd almost as efficienthy
ars if you researched everything by yourseF &
we enlist two associates to assist you wiho will
wiork under you direction and submet their work
for you o review. Before getting staried, do you
have any preferences on the who's or how to's
of this process that you think are essental?

Delegating to S's

S's may e reluctant to ask others to do their own
share of the work, so make a personal appsal to
thewr loyaly and sense of amiable teamwork.

Give them the task, state the deadlines that need
to be met, and explain the “why" of the required
process.

Example: “Al | need your help. I've got a quick
tumarownd progect. | know you've developed a bot
of loyalty amongst your staff. Here is how | think
we could get this project done. Give eweryone in
your department 10 of the names to call. Then that
goal could be reached by noon tomomow. Then 'l
need S00 copies of the summarnies typed and
collated by 5 pm tormorrow. This will all get tumed
it Mr. Jeffries when he armves back on Wed™.
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Helping People Reach Decisions

Helping D's Decide

e ftend to maks auionomous, mo-
nonsense decisions.

If the decision will h=lp them mest their
goals, they go for it if mot, they say no.

Zine of the few times they put off reaching a
concusion is when it takes too much time!
effort doing the homework to detemine the
best altemative.

Frewvant their possible procrastination by
simply providimg a brisf analysis for each
apton.

Helping I's Decide

* They want to awoid discussions of complea,

negative-sowunding, t=dious proklenms
Frame suggestions in a positiea light

They arse opsm to your suggestions—as long
as they allocer them to look and feel good—and
not require a bot of difficult, follow-up, detail
wiork or long-term commitnemts.

=

Example: “ow know just abowt everyibody,
Zeorgse. Simoe we need o get 5350 in
pledges by the end of February, why not go
ahead and wrap up all your calls by Friday™
Then you can relax a ot more nexdt wesk.”

Helping C's Decide

Confirmn they are open to discussing the
problem or decision

If they arem't ready. either schedule specific
timee that's better for both of you or explors
thieir concam in 2ven pursuing this subject.

Give them tine and space o think cleady
and privately

When the sibuation is being explored,
werbally review your urnderstarding of the
procsss.

Example: "Wy understanding is you'd like to
think it cwver amnd figurse ouwt wihat time
commitent you'd e able to maks o the
group. When may | call you about wour
decision™

Helping S's Decide

Dieal with only one subject or situation at a
tims, ons step at a tines

Before moving on i other iterms. maks surs
they are ready. willing, and able to do so.

Remain calm and relaxed as you work with
them

Encourags them to share their understanding
of hoeer the outcome(s) of decision(s) are likelhy
to add ewen more stability o the curmrent
conditions.

Example: “Wouwld you mird writing down &
schedule of your office's activities so | can
write iy proposal withowt missing anything™”
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Motivating Your People

Motivating D's

# Lead with the big picture/bottiom line

# Frovide them with options and clearly
describe the probabilities of success in
achieving goals

# Allow them the opportunity to make choices

® Set boundares, but let them take charge

Motivating I's

* Provide “special” incentives to inspire them to
go the whiole nine yards.

* Show them how they can lock good in the
eyes of others.

# Create short-term contests that don't require
long-tarm commitrneant

* Feward them in front of others.

# et them speak about their achievements.

Motivating C's

¢ Appeal to their need for accuracy and logic

# Keep your approach clear, clean and
procedural

# Provide illustration and documentation
# Avoid exaggeration and vagueness

# Show them how “this is the best availablz
current cption

Motivating S's

* Show how their work benefits others

* Show how the outcome will provide secunty
fior their family

* Connect their individual work to the benefit of
the whole team

* et them to see how their follow-through links
to a greater good

* Show how their individual work can
strengthen their relationships with others
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Providing Positive Feedback

Positive Feedback for D's

¢ Where appropriate, reward &'or reinforce
behawvior by noting stellar accomplishments.

® Omit personal comments and focus on their
track record.

Positive Feedback for l's

* Provide sincere compliments whean successiul

performance is achieved.

* Acknowledge them for encouraging
collaboration amongst t2am members.

* They wilingly accept “general praise”

Positive Feedback for C's

¢ Cite their efficiency, thought processes,
arganization, persistence and accuracy

¢ Don't mix personal and professional
comments.

¢ Demonsfrate appraciation for their work
product.

Positive Feedback for §'s

* Acknowledge and appreciate their sincere
willingness to seek mutually bensficial
outcomes.

* Mote their systematic, low-key, empathetic
manner when sesking to accomplish
objectives.

+ Compliment must be specific and genuine.
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Coaching Your People

Coaching D's

¢ Stick to the facts.

o Draw them out by talking about the desired
results; then discuss their concerns.

# Focus on tasks vs feelings.
» Ask them how they would solve problems.

® Concisely communicate reguired resulis.

Coaching I's

# Give them ample opportunity to talk about
whatever may be bothenng them

» While noting facts, acknowledge their feslings.

# [nvohee them by asking how they could sche
a challenge or problem

® Talking alloas them to get something off their
chests and can even become an end in itself,
since their energy is largely influenced by the
quality of their relationships

Coaching C’s

¢ Draw them cut by asking, *How would
you.. 7" questions about problems

# They express thoughts indirectly, so persist
in your attempis to get them to talk.

# They nesd to plan for change .

® \When possible, allow them to investigate
possible repercussions, especially at the
beginning stages. That way they'll become
miore comfortable with possible changes.

Coaching §'s

* When mentoring, to reduce apprehension,
patiently allow them to first share their
concems and suggestions.

# They are disrupted by chamge and the
unkroaam.

# Reassure them by stating wour availability to
support then.

® Reduce their fears by showing how specific
changes will bensfit them and others.
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Constructive Feedback

Constructive Feedback to D’'s

# Descnbe what resulis are desired.

¢ Show the gap beteween actual and desired
results.

» Describe the required improvemeant and
establish a date by which resulis need 1o be
achigwved.

Constructive Feedback to I's

# Be awars they avoid facing problems and if
pressure persists, may walk away from the
proflemn or demonstrate their stress in
animated mannsr.

Example: 1 can't talk right now.”

# Specifically describe the challengeissue and
define the behaviors required to solve the
matter.

» Zonfirm the muiually agreeable action plan (in
writing ) to prevent future issues.

# Lse positive, optimistic language.

Example: *Hoe'd you like to increase your
sales to your nomal range and beyond?”

Constructive Feedback to C's

Shover them how to get a job done and the
desired resulis; they'll then master and
micdify the how tos to suit their own work
process

Specify the exact behavior that is being
indicated for change and how you would
like to see it changed.

Hegotiate and mutually agres on
checkpoints and timmeframes.

Allowr them to save facs, as they ofien may
fear being wrong.

Example:"Melson, your work hers is
typically done neatly and on time. Mow that
we're switching to computers, youw'll be able
to turm out the same guality of work faster.
I'd like you to take this computer class._.."

Constructive Feedback to §'s

# They t=nd to take things personally, so
remowve the “something is wrong with youw
bamier” as quickly as possible

» Reassure them that you only want o cormect a

specific behavior, mot them personalby

# Foint out in a non-threatening way what

they're already doing right while also
emphasizing what needs changing:
“‘Morma, | adrmire your persistence, but we
have o add more details to the proposal
before we send it out. For example...”
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Adapting Your Leadership Style When You Are ...

When You are the D

Alloner others to do thimngs without excsssive
or untimshy interferencs

& Farticipate in the group without expecting
always to be in command

klodify your tendency o give crders

Enlist others' input and support through
participative, collaborative actions

Praise and give credit for jobs well done

Let colleagues and employees knowr that
wou realize it's only matural that you and
others will make mistakes

When delegating, give socme authornty along
with the responsibility

When You are the |

= Attend o key details, when appropriate
# [mprowve your follow-through efforts

= Monitor socializing to keep it in balamce with
other aspects of business and life

= Wnite things down and work from a list, so
youl'll knoner what to do and when to do it

#» Priontize activities and focws on tasks im their
order of importancs

# (3t the less appealing tasks of the day owver
with early in the day

= Pay attention to your tinee managsment

= Check to miaks surs wou're on cowrse with
knowm tasks or goals

When You are the C

Modify criticism (whether spoken or
unspoksn) of others' work

s Check l=2ss often, or only check the critical
things (as opposed to everythimg), allowing
the flow of the process o continues

& Ease up on controllimg emotions: engags in
micre water cooler interaction

Accept the fact that you can have high
standards without expecting perfection

Oiccasionally confront a colleague (or boss)
with whom youw disagree, instead of
awoidimg or ignoning them (ard doimng what
you want to do, anyway)

# Tone dowmn the tendency to OWVER-prepars

When You are the S

= Siretch by taking on a bit more (or differant )
duties beyond your comfort level

# [nereass verbalzation of youwr thoughts and
feslimgs

= Speed up your actions by getting into soms
projects nore quickly

s Decsansitize yourselves somewhat, so that you
aren't negatively affectad by wour colleaguses’
feslimgs to the point of affecting your ocwm
pErformance

= | =am to adapt more quickhy to either chamnges
or refimements of existing practices

= Baolster your asseriveness technigues
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Adapting Your Leadership Style When They Are...

When They are D's, Help Them...

When They are I's, Help Them...

¢ blore realistically gauge nsks

& Exercise more caution and deliberation
befors making decisions and coming to
conclusions

¢ Follows pertinent nules, regulations and
srpactations

o Recognize and solicit others' contributions,
both as individuals and within a group

s Tell others the reasons for decisions

Cultivate miore attention and
responsivensss to emotions

= Pricntize and organize
= See tasks through to completion
= iew people and tasks more objectvely

= Avoid oweruse of giving and taking adwics
iwhich can result im lack of focus on tasks)

= Write thimgs dowmn
& Do the unpleasant, as well as the fun things
= Focus on what's important noees

= Avoid procrastination andf/or hoping others will
da things for them

# Fraciice and parfect. when appropriate

When They are C's, Help Them...

When They are S8’s, Help Them...

# Share their knowledgs and expertise

# Stard up for themsslees with the psople
thiey prefer to avoid

s Shoot for realistic deadlines

s View people and tasks less seroushy and
criticalhy

s Balance their lives with both interaction and
tasks

» Kesep on course with tasks, with less
chiecking

Elaintaim high expeciations for high pricrty
itermns. not mecessanly ewvenything

# Lkilize shorcuts; discard unnecessary steps
= Track their growth
= Avoid doing things the same way

#* Focus on the goal without attending to other
thoughts or feelimgs

#* Realize tasks hawve more than one approach
= Becomse more open to risks and changes

= Fesgl sincersly appreciated

= Speak up; woice their thoughts and fe=lings

= Medify the tendency o do what others t=ll
them

= (32l and accept credit and praiss, when
appropriate
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Manager Action Plan

Team Member Adaptability Planning

Manager's Style

Employee
Name

Natural
Style

Characteristics/
Behaviors

A

MNotes
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What if this is your first encounter?

“What do YOU DO?”




Bonus Tlp 1. Start as if person is Steady — calm & organized
2. Then observe & adapt/stretch if needed

“I Went fishing and

S MG Heflris = caught a fish this big! =

DOMINANT . INFLUENCE
“Why do that? Where is “This makes sense.
the analysis?” = Please explain the next

CONSCIENTIOUS | steps.” = STEADY




What was your Key Insight Today?

1. Pick a key insight, takeaway,
or learning

2. Determine how to put that
Insight into action

3. Share your Insight and action
commitment with one other
person

Patch Adams @ _lj s/@ o



https://vimeo.com/332769929
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