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With
DISC!



Write down your First Name

Write down your First Name 
with your Non-Dominant hand

How did the transition feel?
Did you Succeed?

1

2

2



3

Purpose
Provide communication insights & strategies

Process
Learn from your DISC Report, 
one another & learning activities

Payoff
Increased communication effectiveness with colleagues & customers
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#1 DISC Background

#2 Natural Style

#3 Adapted Style

#4 Applying DISC 

#5 DISC for Sales
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Quickly pushes “Close Door” “We’ll wait for you!”

Lets others step on 1st, 

then goes to the back

6

Dominant Influence

SteadyConscientious

Permit expired... takes stairs
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Behavior: 
• Refers to one’s actions before or towards others

• Behaviors includes with family, friends, co-workers, 

or strangers

• Behavior is what we do

• Also includes our responses to stimuli in its 

environment

Personality: 
• DISC does not measure personality

• Personality is what we are



Priority (Your “Compass”)   

Which way to go

Guarded Behaviors ... 

Logical, Task-oriented 

Pace (Your “Motor”)  How you get there

Direct Behaviors         Results-oriented, Enthusiastic

9

Pace (Your “Motor”)   How you get there

In-Direct Behaviors     Introspective, Cautious

Priority (Your “Compass”) 

Which way to go

Open Behaviors   

Engage, Encourage



Dominant Direct/Guarded Solving Problems

Influence Direct/Open Inspiring People

Steady               Indirect/Open Offers Helpful Plans

Conscientious  Indirect/Guarded Complex Procedures

Dominant    Influence Steady Conscientious 

Tony Robbins            Nelson Mandela Judge Judy Albert Einstein

10

Style Pace/Priority Energized by
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Key Points:

• Style, Preference NOT Skill, Performance

Not Personality Assessment

• Represents your 24-7
Both Work & Home

• Based on

Nature (DNA/How you are wired)

Nurture (Society & Family Influences)

Underline

12

Pg 6
Report

Pg. 6



Key Points

• Energy Line

Indicates degree of preference for each Style

• Natural Style: 

Based on points above the Energy Line       

Labeled as your “Pattern”

• We all have some D, I, S, and C in our Styles

Energy Line

Pattern

13

Report

Pg. 6



Least!

Research shows people have more
clarity around what they least like.

Example
“What is your least favorite food?”   I will say:

Does not matter when or where you ask me. 
My answer will always be:
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Dominant—Problem Solving

What?

Report

Pg. 6
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Influence—People Connection

Who?

Report

Pg. 6
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Steady—Planning

How?

17

Report

Pg. 6



Conscientious—Procedures

Why?

18

Report

Pg. 6



Preferences

Key Points

• Positive “Style” descriptors for 

your Natural Style

• Highlighted words indicate your 

preference for:

Problem Solving

Connecting with People

Developing a Plan

Working with Procedures
19

Report

Pg. 7



The Good Wife Intolerable Cruelty

Big Bang TheoryThe Great Outdoors

Influence

ConscientiousSteady

Dominant

20

John Candy Jim Parsons

Julianna Margulies George Clooney

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

https://vimeo.com/221684324/68e8402e44

https://vimeo.com/433861352

https://vimeo.com/221684336/1bc8c8c80f

https://vimeo.com/221684336/1bc8c8c80f
https://vimeo.com/221684324/68e8402e44
https://vimeo.com/433861352
https://vimeo.com/225869823/3de6605ade
https://vimeo.com/225869823/3de6605ade
https://vimeo.com/221684324/68e8402e44
https://vimeo.com/433861352
https://vimeo.com/221684336/1bc8c8c80f
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Dominant
• Asks questions to 

challenge tradition

• Works quickly to resolve 

issues

Influence
• Brings a sense of 

enthusiasm

• Easily negotiates conflict 

between teams 

Steady
• Excels at calming

disagreements

• Encourages input from all 

members

Conscientious
• Clarifies complex issues

• Demonstrates technical 

expertise

Report

Pg. 11



Dominant
• Offer solutions

• Anticipate questions

Influence
• Acknowledge ideas

• Have joint meetings

Steady
• Provide a plan

• Offer assurances

Conscientious
• Provide rationale

• Include documentation

23

Report

Pg. 14



Discuss

Share

Learn

24

Report

Pg. 11, 12, 14

Strengths Pg 11
Communication Tips   Pg 14

Similarities and Why?
Differences and Why?

How will you incorporate your insights 
at work? 
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Key Points:

• Can change day-to-day

• One day at work

• Influenced by the 3 R’s:

• Role

• Relating

• Responsibilities

• Based on your “Most”

Report

Pg. 15
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Similar

• Stretching was not needed 
the day of assessment

Different

• Stretching was needed the day

of the assessment or in general?

If different, ask:

• What might have caused you to

Stretch? 

• Does this stretch occur          
occasionally or does it represent a 
longer period of time?

• Longer period of time requires 
more effort

Report

Pg. 15
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Report

Pg. 15

Natural 
Graph

Adapted 
Graph



Dominant—Problem Solving

What?

Report

Pg. 6
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Influence—People Connection

Who?

Report

Pg. 6
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Steady—Planning

How?

31

Report

Pg. 6



Conscientious—Procedures

Why?

32

Report

Pg. 6
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How did the Transition Feel?
Did you succeed?

1. Fold your arms

2. Fold your arms the 
opposite way



34



41

...try to speak a little of their language?
If Answer is “Yes” – May I ask You Why?

“Communication World” has 4 Languages.
Dominant, Influence, Steady, Conscientious.



“What are the stats?” “Let’s WIN!!”

“You CAN Do It!”“Can you see?”

DISC Measures Observable Behaviors

39

Fan #1 Fan #2

Fan #3
Fan #4



Pace
Direct Behaviors

Pace
Indirect Behaviors

Priority
Guarded 

Behaviors

Priority
Open Behaviors
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Goal Oriented Offer Solutions

Positive Alliances Positive Feedback

Enjoys Teamwork Acknowledge Support

Thinks Logically Written Data 

44

Report

Pg. 21-22



A DISC Story

46



CarlosJane

Situation: 
He is Jane’s Supervisor.

Behaviors: 
Responds using a low voice and reserved 
mannerisms.

Situation: 
She is a new Team Leader of 12 
Employees as of 2 weeks ago. 

Behaviors: 
Speaks first. When interacting, conveys 
enthusiasm in voice and gestures.

47



Hey Carlos, look! 
I 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!   

48

Jane 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?



A budget is established so you work within its 
parameters. 

Your focus needs to be 
First, Determining your Team’s Objectives
Second, Selecting your Team’s Roles 
Third, Generating your Team’s Schedule. 

Yes, I glanced at the budget. 

I just figured you’d know how important it is 
for a Team to have fun together in order to 
succeed. 

Surely you can negotiate some funding for 
us... right? 

49

Jane Carlos



Yes, yes. I have that all handled. 

50

Jane 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. 
I 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.



You’ll have clarity by the end of 
tomorrow’s meeting.

51

Jane Carlos

But what about my off-site meeting? 

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

And It’s too late to cancel the catering.



D States Purpose - Brief - Notification

I Happy Tone - ☺, Colors - Social

S Friendly - Methodical - Productive

C Formal - Detailed - Serious

Tips

Get to the point ASAP

Include acknowledgements

Well-organized message

Include data, stay on task

Greeting – Format – Word Choice

53

Report

Pg. 26-27



What is Sarah’s DISC Style? 
(The sender)

Pretend you are Recipient of this email. 

Write an email response to Sarah. 54

Report

Pg. 26



What is Isabel’s DISC Style? 
(The sender)

Pretend you are the recipient of this email. 

Write an email response to Isabel. 55

Report

Pg. 26



Pretend you are recipient of this email. 

Write an email response to Carlton Cornick.

What is Carlton Cornick’s ’s DISC Style? 
(The sender)
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Report

Pg. 27



Pretend you are recipient of this email. 

Write an email response to D. Dacron.

What is D. Dacron’s DISC Style? 
(The sender)

57

Report

Pg. 27



Select a Co-Worker

Determine their Natural Style

58

Report

Pg. 29



3 Tips
59

Report

Pg. 29



Dominant
on a mission to solve 
problems

Influence
interacts & makes 
friends quickly

Steady
engages selectively 
with a few people

Conscientious
waits for others 
to approach

60

Report

Pg. 29

1. Select coworker  you have met in person. 
2. Picture them at large group meeting.

3. Which scenario best describes their behavior?



✔

✔
✔

✔
✔

Add checkmarks by “Characteristics” 
that match your co-worker

61

Report

Pg. 29



✔

✔
✔

✔
✔

✗
✗

Add an “X”  by Tips you are 
currently using with co-worker

62

Report

Pg. 29



✔
✔
✔

✔
✔

✗
✗











Add circles 
by remaining Tips

63

Report

Pg. 29



✔

✔
✔

✔
✔

✗

✗











Add a Star by one 
of the Tips to get started 

64

Report

Pg. 29
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“What do YOU DO?”
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Response: “Why do that?
Where is the analysis?”

Conscientious

Response: “Sounds good. 
But where is the plan?”

Steady

“Response: Yes, but let me tell you all about ...”      

Influence
Response: “Your point is?”

Dominant
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GLOBE 
Inc

We create new and better ways 
for Globe Inc to be successful 

Insert Your 
Organization’s Example



Applying DISC to Increasing Sales  $$$

68



Is Your Prospect a  D ?

The Great Initiators - Dominant

Key motivator: Win over competition

Business Characteristics

• Prefers controlled timeframes

• Seeks personal control

Preferred Business Situations

• Calling the shots and telling others what to do

• Challenging workloads to fuel their energy levels

At a Glance

• Needs to be in charge

• Acts quickly and decisively
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Is Your Prospect an I ?

The Great Talkers - Interact

Key motivator: Recognition and praise.

Business Characteristics
• Likes to brainstorm and interact with others
• Wants freedom from control

Preferred Business Situations
• Needs personal feedback and discussion to get or stay on course
• Likes to mingle with all levels of associates and calls them by their first names

At a Glance
• Enthusiastic, expressive and lively
• “Big Picture” thinkers
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Is Your Prospect an S ?

The Great Helpers - Steady

Key motivator: Helping their executives, organization & others be successful.

Business Characteristics
• Operates well as a work-group member 
• Builds strong and deep relationships

Preferred Business Situations
• Performing the same kinds of duties day after day. Safe, risk-free environments
• Working cooperatively with others to achieve common results

At a Glance
• Concerned with stability
• Likes to think things through
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Is Your Prospect a C ?

The Great Analyzers – Conscientious

Key motivator: Perfecting business performance, processes and results

Business Characteristics
• Concerned with process
• More interested in quality than quantity

Preferred Business Situations
• Colleagues and superiors who do not criticize work
• Situations where they set quality control standards

At a Glance
• Thinks logically and analytically
• Needs date and questions answered
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Prospect’s Clues Worksheet

73



Prospect’s Clues Worksheet
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Prospect’s Clues Worksheet
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• Interrupt with, “Get to the point!” → D

• Interrupt with, “I’m going fishing this weekend!” → I

• On Track with you → S

• Listen, then when finished, ask, “Why?” → C

76

TIP: Always Assume they are an “S”

If  They….

Still Have No Clue What Their DISC Style Is?



DISC Sales Worksheet
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DISC Sales Worksheet
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DISC Sales Worksheet

79



What is the Prospect’s DISC Buying Style in each Scenario below?

1. Knows what she wants, and states you have 5 minutes max

2. Will focus on learning how the product benefits him

3. He wants to get to know you first before talking business

4.   Expects data that proves your product/service is viable

80

D

S

I

C

Knowledge Check



Do’s Don’ts

D • Be prepared
• State purpose
• Provide concise points
• Let them control

• Don’t waste their time
• Don’t ramble
• Don’t give details unless asked

I • Explain big picture
• Plan time for them to share
• Keep meeting tone upbeat
• Provide any details in writing

• Don’t overwhelm with details
• Don’t bombard them with instructions
• Don’t assume a quick meeting

S • Be personable
• Provide assurance and security
• Gain their agreement before moving to a new 
subject

• Don’t rush them
• Don’t assume anything
• Don’t talk only about business

C • Bring stats to justify your claims
• Provide a detailed agenda for the meeting 
and stay on course
• Use logical explanations

• Don’t mention personal topics
• Don’t concentrate on building rapport
• Don’t skip over any details

81

Summary: Selling Do’s and Don’t’s



82



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

83

https://vimeo.com/332769929

https://vimeo.com/332769929
https://vimeo.com/332769929
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Emails, Meetings

Phone & Video Calls

Talking with a Colleague

As You Use 

With Your 
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Optional Slides to Use
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• Strives to feel important & be noteworthy in their positions

• Demonstrates persistence & single-mindedness in reaching goals

• Expresses high ego need

• Prefers to downplay feelings & relationships

• Focuses on task actions that lead to achieving tangible outcomes

• Implements changes in the workplace

• Tends to freely delegate duties, so more tasks & goals can be pursued

Business Characteristics

D - Prospect’s Communication Style

Key motivator: Win over competition
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Preferred Business Situations

• Calling the shots & telling others what to do

• Challenging workloads to fuel their energy levels

• Personally knowing about their staff's  business activities

• Saying what's on their minds without concern on another’s feelings

• Taking risks & being involved in facilitating changes

• Interpreting the rules & answering to themselves alone

• Interested in the answers to "what" questions

• Seeing a logical road toward advancement of achieving goals

D - Prospect’s Communication Style

88



At a Glance

• Needs to be in charge, dislike inaction

• Acts quickly & decisively

• Thinks practically, not theoretically or hypothetically

• Wants highlighted facts

• Strives for results

• Needs personal freedom to manage self & others

• Likes changes & new opportunities

D - Prospect’s Communication Style
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• Prefers to delegate details

• Cool, independent & competitive

• Has a low tolerance for feelings, attitudes or advice from others

• Works quickly & impressively by themselves

• Wants to be recognized for their accomplishments

• Easily stimulated to engage in arguments & conflict

• Interested in administrative controls

D - Prospect’s Communication Style

At a Glance cont
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I - Prospect’s Communication Style

The Great Talkers 

"I" - Key motivator: Recognition & praise

"I" - Business characteristics 

• Likes to brainstorm & interact with colleagues & others

• Wants freedom from control, details or complexity

• Likes to have the chance to influence, persuade or motivate 

others

• Likes the feeling of being a key part of an exciting team
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The Great Talkers 

• Wants to  be included by others in important projects, activities or events

• Gets easily bored by routine & repetition 

• Prefers talking to listening

• May trust others without reservation

• Takes others at their word & without checking first

• Typically has short attention spans, does better with frequent short breaks

I - Prospect’s Communication Style
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Preferred Business Situations

• Needs personal feedback & discussion to get or stay on course

• Likes to mingle with all level of associates & calls them by their first names

• Enjoys compliments about themselves & their accomplishments

• Seeks stimulating environments that are friendly & favorable

• Motivated to work toward known, specific, quickly attainable incentives 

• Open to verbal or demonstrated guidance for transferring ideas into action

• Likes to start projects

• Prefers to let others handle the follow-through & detail work

I - Prospect’s Communication Style
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At a Glance

• Enthusiastic, expressive & lively actions  

• Spontaneous actions, decisions & likes changes & innovations

• "Big picture" thinker who gets bored with details. 

• Needs help getting & staying organized

• Maintains a positive, optimistic orientation to life.  Dislikes conflict

• Tends to dream aloud & gets others caught up in their dreams

• Works quickly & excitedly with others

• Seeks acknowledgment from others

I - Prospect’s Communication Style

94



Prospect’s Communication Style: S

The Great Helper 

Key Motivator: Helping their executives, organization & others be successful.

Business Characteristics

• Operates well as a member of the work group

• Builds strong & deep relationships, but with fewer people

• Likes a long-term relationship with their place of business & their fellow employees
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Prospect’s Communication Style: S

Business Characteristics cont

• Needs to know the order of procedures; fears the unknown

• Motivated by customary, known, proven practices. 

• Focuses on how & when to do things

• Slow & steady. Oriented toward more concrete, repeatable actions

• Wants order & stability in the workplace. 

• Works in a steady & predictable manner
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Prospect’s Communication Style: S

Preferred Business Situations

• Performing the same kinds of duties day after day. Safe, risk-free environments 

• Working cooperatively with others to achieve common results

• Stable, steady, low-key environment which has a minimum of changes

• Knowing each step of a duty, including framework of time & resources

• Making decisions by consensus or other accepted practices, not by themselves

• Feeling like an appreciated, contributing member of the work group
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Prospect’s Communication Style: S

At a Glance

• Concerned with stability

• Thinks things through in an orderly manner

• Wants documentation & facts

• Needs personal involvement

• Makes decisions slowly then takes action 

• Needs to know the step-by-step sequence

• Avoids risks & changes

• Dislikes interpersonal conflict

• Works slowly, but cohesively with others
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Prospect’s Communication Style: C

The Great Analyzer 

Key Motivator:  Perfecting business performance, process and results.

Business Characteristics

• Concerned with process; wants to know how something works

• Intuitive & original

• Once expected structure known, may invent own structure or model

• More interested in quality than quantity

• Prefer lower output to inferior results
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Prospect’s Communication Style: C

Business Characteristics cont

• Wants to be right

• Employs logical thinking processes in order to avoid mistakes

• Sometimes impedes progress with their constant checking

• Dislikes unplanned changes & surprises

• Rejects open aggression

10
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Prospect’s Communication Style: C

Preferred Business Situations

• Colleagues & superiors who do not criticize work or ideas, especially in public

• Situations where they set quality control standards & check for proper implementation

• Working with complete information systems or empowered to formulate own methods

• Superiors who value correctness & the "C's" key role in the organization

• Organized & process-oriented workplaces with little emphasis on socializing

10
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Prospect’s Communication Style: C

At a Glance

• Thinks logically & analytical

• Needs date & their questions answered

• Likes to be right, correct

• Likes organization & structure

• Asks many questions about specific details

• Prefers objective, task-oriented, intellectual work environment

• Needs to understand process

10
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Prospect’s Communication Style: C

At a Glance

• Are cautious decision makers

• Prefers to do things themselves

• Works slowly & precisely alone

• Likes to be admired for their accuracy

• Avoids conflict & over-involvement with others

• Likes to contemplate & reconsider

• Likes problem solving methods & approaches

10
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80%Poor Communications

2

Business Problems



400 Organizations with 100,000 Employees each Report

3

400 companies Avg. year
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Direct

• Assertive

• Authoritative

• Charismatic

• Enthusiastic

• Self-Assured

• Persuasive

Indirect

• Reserved

• Sensitive

• Shy

• Cautious

• Contemplative

• Deliberate

Open

• Caring

• Compassionate

• Considerate

• Kind

• Polite

• Sincere

Guarded

• Logical

• Organized

• Strategic

• Ambitious

• Curious

• Organized

Pace (Your “Motor”)  

How you get there
Priority (Your “Compass”) 

Which way to go
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Report
Pg. 15
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Pg 26-27
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