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With 4 being the most like you and 1 being the least like you, place a number against each behavioural trait according to whether it most nearly describes you or is least like you.

For Example:

	4
	Directing
	3
	Influencing
	1
	Steady
	2
	Cautious


	
	Directing
	
	Influencing
	
	Steady
	
	Cautious

	
	Self Certain
	
	Optimistic
	
	Deliberate
	
	Restrained

	
	Adventurous
	
	Enthusiastic
	
	Predictable
	
	Logical

	
	Decisive
	
	Open
	
	Patient
	
	Analytical

	
	Daring
	
	Impulsive
	
	Stabilizing
	
	Precise

	
	Restless
	
	Emotional
	
	Protective
	
	Doubting

	
	Competitive
	
	Persuading
	
	Accommodating
	
	Curious

	
	Assertive
	
	Talkative
	
	Modest
	
	Tactful

	
	Experimenting
	
	Charming
	
	Easy Going
	
	Consistent

	
	Forceful
	
	Sensitive
	
	Sincere
	
	Perfectionist
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	TOTAL
	
	TOTAL
	
	TOTAL


Graph your responses below – Note your highest and second highest scores as indicative of your place on the DISC Profile.
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Dominant Director
Interacting Socialiser
Steady Relator

Cautious Thinker

DiSC( Profiling

DiSC( profiling provides an easy tool to gain a basic insight into a person’s general behavioural style. Not a personality test as such, it helps to predict modes of interpersonal interaction preferred by individuals based upon four personality factors; Dominance, Influence, Steadiness and Compliance.

DiSC( can be used to describe a person’s general approach, including their motivations and dislikes, strengths and weaknesses, and some of the basic assumptions they make about other people. It can also help to predict how a person will react to a specific set of circumstances. 

A set of simple questions elicits responses that will, when analysed, provide an indicator of where the respondent fits in relation to four broad personal styles of behaviour.  An example of the questionnaire and analysis can be inspected at http://www.peoplemaps.co.uk/personality/questionnaire1.html
The four personality styles are:

D - Direct people are fast paced. They like to keep busy. They aren't team players, preferring to do things by themselves or delegating work they don't find interesting. They can become annoyed when having to work with others and do things differently from their chosen way. They are persistent, viewed as stubborn, overcome obstacles and win at any cost. They're great people to have on your side. They will fight for you and protect you. They are fearless. They have high expectations of others. They are interested in meeting their own goals. Direct people are so goal oriented, they are not aware of other people's feelings and frequently override them. They appear uncaring, however their main concern isn't another person's feelings but getting the job done, meeting the goal. They tend to tell people, instead of ask. They are forceful, bottom-line people who hate to waste time. They want straight talk and direct answers. They want answers to their "WHAT" questions 

I-Influential people are fast paced with a lot of energy and usually very busy. They have a network of contacts. They like people and like to talk. They are good at promoting ideas and seek to persuade others to agree with them. Time gets away from them and everything takes a lower propriety when they're discussing ideas. They would never intentionally antagonize anyone. It's important to them that others have a favorable impression of them. Never embarrass an I - Influential person in public. It will devastate them. They're more interested in people than in accomplishing tasks. They thrive in the social scene. They can be a poor judge of people because they are so optimistic. They believe everything will be all right and everyone is "such a nice person". They tell people, they don't ask. They communicate well and need freedom of expression. They may overuse praise. Some people may see it as flattery and feel manipulated. They have trouble staying focused. They can become easily distracted. They are imaginative. They like what is new and innovative. They tend to think in the future. They want answers to their "WHO" questions. 

S-Steady people desire to keep their environment from changing. They have a consistent work performance. They accommodate others. They get along well with others because they are flexible in their attitude. They may not say anything if they disagree just to keep peace, however they seem to find a way to get what they want. They are moderate and controlled. They are modest. They like to help others, make good counselors and are great listeners. They can speak on an intellectual level and prefer quiet discussions with one or two people. They build close relationships with a small group of friends. They like to maintain familiar and predictable patterns. They are consistent in accomplishing work. If they receive appreciation, they maintain a high level of performance. They may need help when starting a new project. They like to feel comfortable with anything new before actually starting it. They enjoy something in writing so they can refer to it. They ask, they don't tell. They want answers to their "HOW" and "WHEN" questions. 

C-Cautious people are critical thinkers. They draw conclusions and base action on facts, correctness, the rules and accuracy. They are slow paced and task oriented. They are trivia experts, someone who might appear on Jeopardy. They are very effective in their work. They combine intuition with facts to reach a conclusion. They like to work with people who think the way they do. They like to keep peace. They may not be shy but people find it difficult to read them. They don't show their feelings. They tend to protect their privacy. Aggressive people upset them. They control their environment by understanding the rules and following them. These may be existing rules or their own rules but they will follow them. They study privately to learn about a subject before discussing it in public. They only start a project when they're sure of perfection. Perfection is very important to them. They tend to be critical of themselves. They defend their position and support it rather than show flexibility. They think in outline form, frequently saying, "number 1 and b", thinking things in sequence. They make to-do lists. They ask, they don't tell. They want answers to their "WHY" and "HOW" questions. o an equally Dominant individual without that Influence. The factors combine like this to provide t i
For more information, the following web sites may be of assistance:

· http://www.cybernetconsulting.com.au/CyberNews%20-%20MarchApril%202004.htm
· http://www.discprofile.com/
· http://www.internalchange.com/
2

