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             Welcome to  

Increasing Communication  

        Success with DISC 

DISCcert 

Bonnie Burn 
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DISC Coaching 

Session 

Path 

Purpose  –  Provide communication insights & strategies  

Process  –  Learn from DISC report, one another, & learning activities 

Payoff     –   Increase communication effectiveness with colleagues & customers 
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Road Map 

1. DISC Background 

2. Natural Style 

3. Adaptive Style 

4. Applying DISC 
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Road Map 

1. DISC Background 
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Explaining DISC to Others … Use Elevator Scenario  

GETS ON & PUSHES “CLOSE DOOR” 
Button = Dominant 

Keeps doors open & says,  
“We’ll wait for you!” = Influence 

Let’s others in first, then moves 

towards corner = Steady 

Posted maximum weight?  

If over, steps off & takes stairs = 

Conscientious 
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  DISC History 

    Dominant              Fast            &      Task 

    Influence               Fast               &       People 

    Steady                  Deliberate      &       People  

    Conscientious     Deliberate      &       Task  

Dr. Marston 
Lie Detector 

   Book - 1928  

                        Pace           Priority           

History 
(Page 3 of Report) 



             DISCcert Delivers… 7 

Motivator Match-up 

 Dominant            Fast & Task                 Solving Problems 

Influence               Fast & People             Inspiring People 

Steady            Deliberate & People      Offers Helpful Plans  

Conscientious  Deliberate & Task     Complex Procedures  

Dominant             Influence   Steady  Conscientious    

Tony Robbins Mother Teresa Barbara Walters Bill Gates 

(Page 4 of Report) 
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Road Map 

1. DISC Background 

2. Natural Style 

(Page 3 of Report) 
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         Natural eGraph II 

Please underline 

We all have some 

D,I,S,C in our style. 

Our Natural Style is 

based on all points 

above Energy Line. 

Energy Line is used 

to describe your 

preferences with 

each style. 

(Page 6 of Report) 
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   Dominant    above the Energy Line 

Orientation - 

Problem Solve 

Preference - 

Expedient 

Overuse -  

Demanding 

(Page 6 of Report) 
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     Dominant   below the Energy Line 

Orientation - 

Problem Solve 

Preference - 

Contemplative 

Can Develop Skill -  

To Be Expedient 
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     Dominant    near the Energy Line 

Orientation - 

Problem Solve 

Preference - 

Calculated Risks 

Moderate Effort to 

Stretch/Flex/Adapt 
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        Influence     above Energy Line 

Orientation - 

People Connection 

Preference - 

Demonstrative 

Overuse -  

Overpowering 

Enthusiasm 
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       Influence   below Energy Line 

Orientation - 

People Connection 

Preference - 

Understated 

Can Develop Skill -  

To Be Persuade 
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         Influence    near Energy Line 

Moderate Effort to 

Stretch/Flex/Adapt 

Orientation - 

People Connection 

Preference - 

Friendly/Reserved 
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S      above Energy Line 

Orientation - 

Planning 

Preference - 

Systematic 

Overuse -  

Keep Status Quo 
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           S      below Energy Line 

Orientation - 

Planning 

Preference - 

Be Spontaneous 

Can Develop Skill -  

To Be Organized 
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           S      near Energy Line 

Orientation - 

Planning 

Preference - 

Composed 

Moderate Effort to 

Stretch/Flex/Adapt 
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               C    above Energy Line 

Orientation - 

Procedures 

Preference - 

Analyze 

Overuse -  

Stuck in Details 
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             C           below Energy Line 

Orientation - 

Procedures 

Preference – 

Conceptual 

Can Develop Skill -  

To Be Detailed 
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              C      near Energy Line 

Orientation - 

Procedures 

Preference – 

Pragmatic, Focused 

Moderate Effort to 

Stretch/Flex/Adapt 

(Page 6 of Report) 
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  Word Sketch for Your Graph II 

Remember …DISC is a Style Assessment 

Shaded words indicate your preferences 

for:  

 

Problem Solving 

Connecting with People 

Developing a Plan 

Working with Procedures 

 

                       And Graph II…  

  Represents you 24/7, at work or home. 

          Based on Nature & Nurture. 

(Page 7 of Report) 
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Going on DISC World Tour  - Basic Words  & Actions 
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Strengths    they excel at … 

   ominant 
• Asks questions 

that challenge 

tradition 

• Works quickly to 

resolve issues 

   nfluence 
• Brings a sense of 

enthusiasm 

• Easily negotiates 

conflicts between teams   

   teady 

• Excels at calming 

disagreements 

• Looks for different 

approaches 

   onscientious 

• Clarifies complex 

issues 

• Demonstrates 

technical expertise 

(Page 11 of Report) 
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   onscientious 

• Tasks completed right 

first time 

• Projects highly 

specialized 

   teady 

• Sincerity from 

groups and peers 

• Sufficient time to 

adjust to change 

   nfluence 
• Recognition for 

skills and insights 

• Power to control 

own career path 

   ominant 
• Authority equal to 

responsibility 

• Opportunities to 

express ideas and 

opinions 

Motivators   they tend to prefer…  
(Page 12 of Report) 
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Communication Tips     When communicating with them 

   ominant 
• Asks questions 

that challenge 

tradition 

• Works quickly to 

resolve issues 

   nfluence 
• Brings a sense of 

enthusiasm 

• Easily negotiates 

conflicts between teams   

   teady 

• Excels at calming 

disagreements 

• Looks for different 

approaches 

   onscientious 

• Clarifies complex 

issues 

• Demonstrates 

technical expertise 
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Create Your DISC Summary”    

With a partner… 

 

Share     
Strengths, Motivators, 

Communication Tips  

 

Discuss   

Similarities? Differences? 

  

Learn  

About communicating      

with your partner? 

(Page 8 of Report) 
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3. Adaptive Style 

1. DISC Background 

2. Natural Style 

3. Adaptive Style 
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Adaptive (Graph I) & Natural (Graph II) 
(Page 15 of Report) 
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  Word Sketch for Your Graph I 

Graph I – Adaptive Style – 1 Day @ Work 

Shaded words indicate your preferences 

for:  

 

Problem Solving 

Connecting with People 

Developing a Plan 

Working with Procedures 

 

 Adaptive Style Can Change Day to Day. 

 Daily Influencers:  

 Your Role? Relating to? Responsibilities? 

(Page 16 of Report) 
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Road Map 

1. DISC Background 

2. Natural Style 

3. Adaptive Style 

4. Applying DISC 
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Overview of Four Basic DISC Styles 

 

 Key points to remember 
  

All DISC styles are of equal 

importance. 

 

Points above Energy Line are  

“not better” than points below. 

 

No one style nor combination of 

styles is better than another.  

(Page 17 of Report) 
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DISC Style … Non-Verbal Examples 

• Handshake  - Firm and not held long 
 
• Gestures      - Used to speed things up 
 
• Eye Contact - If they are listening to you 

• Handshake – Says "Happy to see YOU!“ 

 

• Gestures     -  Animated.   

 

• Eye Contact - Looks to engage you. 

(Page 18 of Report) 
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DISC Style … Non-Verbal Examples 

• Handshake  - Solid, but friendly 

 

• Gestures      – Minimal 

 

• Eye Contact - Direct without intensity 

• Handshake  - Formal  

 

• Gestures      – Deliberate 

  

• Eye Contact - Sparse  

(Page 18 of Report) 
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 “Name that Style” – Joan? 

 Conversation: Opens with informal 

message.  

Example: “It’s Joan!  I’m back!  Missed me?” 

 

 Pace: Spontaneous, speaks rapidly. 

Example: "I have a great idea for the business,  

 oh, and did you receive my email about my 

fantastic vacation?“ 

 

 Tone: Enthusiastic, optimistic, inspirational. 

Focus: Builds alliances, generates ideas.  

 Talks & Listens in feeling terms. 

  

Power Cues: Prestigious awards on wall.  

 Loves to talk on phone.  

Example: "I just called because I'm bored..." 

(Page 19 of Report) 
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“Name that Style” - Greg?      

Conversation: Formal & Factual.  

Example: "Mr. Hall, where is the justification for your 

request?“ 

 

Pace: Methodical, procedure-driven, analytical. 

Example: "Please follow the timeline exactly as it is.“ 

 

Tone: Business-like, controlled, logical, listens quietly & 

then asks why. 

Example: "Our current software is working, why buy the 

new version?" 

Focus: Procedures, accuracy, quality. 

Example: "We will ship the parts when they are correct.“ 

 

Power Cues: Spreadsheets, technical manuals, books, 

reference materials are sequenced. 

(Page 19 of Report) 
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“Name that Style” - Michael?        

 Conversation: Opens with a personal greeting.   

     Example: "Hello Susan, how are you today?  

                   How are those lovely kids?"  

 

 Pace: Methodical, Process-driven, Contemplative. 

 

 Tone: Friendly, Compassionate & Soft-spoken 

  

Focus: Relationships, natural listeners.  

 Example:  

 "Joe, if you need help on that report, just let me 

know.“ 

 Power Cues:  

     Family photos, mementos, & serene artwork 

(Page 19 of Report) 
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“Name that Style” - Susan?      

 Conversation: Charges right into issue.  

Example: "Market's going down, how are 

you?“ 

 

 Pace: Fast & abbreviated. 

Example: “Ryan? Susan. Bob there?“ 

 

 Tone: All business, confident, demanding. 

Focus: Solve problems...quickly! 

Power Cues: Determine time & place.  

Example: "I'll call you at 3:00 PM 

tomorrow." 

(Page 19 of Report) 
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Going to Italy?    Wise to try to speak ? 

Italian! 

(Page 20 of Report) 
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Prep for the Trip 

Italian! 

Benefits! 

Keep Native Language! 

 Plus Ability to Speak Another Language 

 Increase Communication Successes 

(Page 20 of Report) 
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Communication Tips 
(Pages 21-22 of Report) 



             DISCcert Delivers… 42 

   DISC Styles – Case Scenarios 

Case Study #1  Sam’s prominent style? 

       Your communication strategy with Sam? 

Case Study #2       Chris’s prominent style? 

               Your communication strategy with Chris? 

Case Study #3  Igor’s prominent style? 

        Your communication strategy with Igor? 

Case Study #4  Doris’s prominent style? 

        Your communication strategy with Doris? 

(Pages 23-24 of Report) 
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DISC Styles – The Whole Picture 

       Pace – Quick 
                   (Direct) 

       Pace – Deliberate 
                   (Indirect) 

    Priority – People 
                      (Open) 

   Priority – Task 
              (Guarded) 

(Page 25 of Report) 



             DISCcert Delivers… 44 

DISC Styles – Typically Require Extra Adapting 

 D –  Pace is Quick 

 D –  Priority is Task 
                    

 S –  Pace is Deliberate   

 S –  Priority is People 
                    

(Page 28 of Report) 
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DISC Styles – Typically Require Extra Adapting 

 C –  Pace is Deliberate 

 C –  Priority is Task 
                    

 I  –  Pace is Quick   

 I  –  Priority is People 
                    

(Page 28 of Report) 
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Email Decoding  

Greeting - Format - Word Choice  

D  States Purpose - Brief - Notification 

I    Happy Tone - , Colors - Party 

S  Friendly - Methodical - Productive 

C  Formal - Detailed - Serious 

    Tips 

Get to the point ASAP 

Include acknowledgements 

Well organized message. 

Include data, stay on task. 

(Pages 26-27 of Report) 
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Email Decoding Worksheet 

Email #1 

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

Pretend you are Sam.  

Write an email response to Sarah. 

(Page 26 of Report) 
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Email Decoding Worksheet 

Email #2 

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

Pretend you are the recipient of this email.  

Write an email response to Sarah. 

(Page 26 of Report) 
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Email Decoding Worksheet 

Email #3 

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

Pretend you are recipient of this email.  

Write an email response to Carlton Cornick. 

(Page 27 of Report) 
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Email Decoding Worksheet 

Email #4 

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

Pretend you are recipient of this email.  

Write an email response to D. Dacron’s. 

(Page 27 of Report) 
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How to Modify Your Directness (Your Pace)  

Your Pace may be  

deliberate & indirect (S & C),  

however there may be times that  

you need to increase your Directness. 

Your Pace may be  

quick & direct (D & I),  

however there may be times that  

you need to decrease your Directness. 

(Page 28 of Report) 
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How to Modify Your Openness  (Your Priority) 

Your Priority may be on  

a task &/or to be guarded (D & C),  

however there may be times that  

you need to increase your openness. 

Your Priority may be on  

people and being open (I & S),  

however there may be times that  

you need to decrease your openness. 

(Page 28 of Report) 
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Action Plan for All Four Styles 
(Page 29 of Report) 
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Action Plan for All Four Styles 

✔ 

✔ 
✔ 

✔ 
✔ 

(Page 29 of Report) 
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Action Plan for All Four Styles 

✔ 

✔ 
✔ 

✔ 
✔ 

✗ 

✗ 
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Action Plan for All Four Styles 

✔ 

✔ 
✔ 

✔ 
✔ 

✗ 

✗ 
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Action Plan for All Four Styles 

✔ 

✔ 
✔ 

✔ 
✔ 

✗ 

✗ 
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Road Map 

1. DISC Background 

2. Natural Style 

3. Adaptive Style 

4. Applying DISC 



 DISCcert Delivers… 

Thank You for Coming! 

Bonnie Burn 
Master Certified DISC Trainer 
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DISC Sales – PPT Slides 

Please insert following DISC Sales slides 

 

 throughout the prior DISC PPT Deck, 

  

(based on your group’s needs.)    
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Prospect’s Clues Worksheet 
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Prospect’s Clues Worksheet 
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Prospect’s Clues Worksheet 
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Prospect’s Communication Styles - 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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Prospect’s Communication Styles - 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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Prospect’s Communication Styles - 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 



             DISCcert Delivers… 67 

Prospect’s Communication Styles - 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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DISC Sales Worksheet 
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DISC Sales Worksheet 

Tip – if you do not know Prospect’s Style, begin conversation as if they are an “S” 

 

 
If they interrupt you and tell you: “Get to the point!”    = D Style 

 

If they interrupt you and start with: “Let me tell you about my fishing vacation…”  = I Style 

 

If they listen patiently.       = S Style 

 

If they listen patiently and then ask, “Why?”     = C Style 

 

 

 
 

 

Prospect/Client: ________ Company: ____________ Email/Phone: _____________ DISC Style: ____ 
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DISC Sales Worksheet 
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DISC Sales Worksheet 
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What is the Prospect’s DISC Buying Style in each Scenario? 

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

 

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

 

3. Will focus on learning how the product benefits him 

 

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

DISC Provider, LLC ~ www.DISCProviderOnline.com ~ 

858.459.6648 ~ Bonnie@DISCProviderOnline.com 
72 

D 

I 

S 

C 

See What You’ve Learned! 



             DISCcert Delivers… 73 

• 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 

 

DISC Provider, LLC ~ www.DISCProviderOnline.com ~ 

858.459.6648 ~ Bonnie@DISCProviderOnline.com 
73 

TIP: Always Assume they are an “S” 
 

If  They…. 

Still Have No Clue What Their DISC Style Is? 
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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 

74 

Summary: Selling Do’s and Don’t’s 
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DISC Sales Slides #76 to #92 

 are the “expanded version” of the 

Prospect’s Communication Styles 
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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 
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                         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 
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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 



             DISCcert Delivers… 90 

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 
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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 
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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 
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Bonus Slides YOU might like to add   

Bonus Slides are NOT DISC Sales Oriented. 

 

Bonus Slides relate to “Regular” DISC Orientation 
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DISC Activity – TV Trivia  

Show: Gilligan’s Island 

Actors 

 

Captain 

Professor 

Gilligan 

Mary Ann 

Behaviors 

 

Gives Orders 

Analyzes 

Imagination 

Pragmatic 

DISC Style 

 

Dominant 

Conscientious 

Influence 

Steady 
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TV Trivia Example 
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TV Trivia Example 
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Background on Graphs 

What environment does 

Graph II represent? 

 
 

- Home? 

- Work? 

- Home and Work? 
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Background on Graphs 

What environment does 

Graph II represent? 

 

Combination of Nature & Nurture 

Real You, 24-7 

No need to change Natural. Just is. 

(Similar – Native Language … Just is.) 

 

Home and Work 
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What determines Graph II results? 

Is it the selection of “Most” or “Least”  

when completing your DISC Assessment? 
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What determines Graph II results? 

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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Background on Graphs 

What Graph I results 

represent? 

 
 

- One day at work? 

- One week at work? 

- Six months at work? 
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Background on Graphs 

What Graph I results 

represent? 

One day at work & … 

… when coaching ask 

“Does Graph I represent just the day 

you took the assessment or …?” 

 

They might answer: 

One week at work 

   Six months at work 
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What determines Graph I results? 

Most!  Research shows our most selections vary 

– influenced by present circumstance. 

“What is your most favorite food?” 

Answer influenced by what? who? where?  

Graph I is influenced on the day you took the assessment is influenced by the 3 R’s: 

Role? Relating?  Responsibilities? 
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True or False? 

Poll 7 

Goal should be … 

 

to always have  

Graph I & Graph II  

the same, all the time. 
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False 

Goal should be … 

to always have Graph I & Graph II  

the same, all the time. 

If it were true, then the individual is 

not adapting to other styles. 
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Guidelines for Comparing 

If Graph I & II are different = the 

day the person took the 

assessment they needed to adapt, 

flex, stretch to get their job done. 

If Graph I & II are similar = the 

person used their same natural 

style the day at work they took 

the assessment. 

If different, important to ask 

“Does this stretch occur 

occasionally or does it 

represent a much longer period 

of time?” 
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Debriefing Tip – “Business Network to the Rescue”  

Situation:  

During Coaching Session 

  

 

You Ask:  

Apply DISC to Co-Worker 

 

 

Their Response: 
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Ask– them to picture Co-Worker at Business Network Event. 

Co-Worker is most like?  
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Debriefing Tip – “First Encounter” 

Situation:            During Coaching Session 

You are asked: “Just meeting someone, what do I do?” 
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Response: Start as if person is Steady – calm & organized.  

Then observe and adapt/stretch if needed. 
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Extra Slide for Trainer 


