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Introduction to the puzzle DISC analysis
The Puzzle DISC is a communication analysis that describes various behavioural styles. It is used in many
situations where people’s differences are important, such as recruitment, team development, leadership
development, sales development and communication.

Everyone has different behavioural styles. Some people call this personal chemistry, but behavioural style is
also about how we react in various situations. Knowing and understanding each other’s behavioural styles
creates a more open corporate climate. The Puzzle DISC is an analysis that is based on William Moulton
Marston’s (1) DISC model. It provides a greater self-awareness and makes communication easier. The analysis
describes an individual’s natural behaviour (basic behaviour) and how he/she adapts to a certain environment
or surroundings (adapted behaviour). The Puzzle DISC highlights the various behaviours using puzzle pieces
and colours.

In DISC language:

D Dominance – red puzzle piece

I Influence – yellow puzzle piece

S Stability – green puzzle piece

C Compliance – blue puzzle piece

(1) William Moulton Marston (1893-1947) who, in 1928, published 'The Emotions of Normal People'.

How to read the report
In this report, you will get a description of both your basic behaviour and your adapted behaviour. Your basic
behaviour describes your natural behaviour. It reflects how you approach the people around you when you
feel secure and relaxed. Your adapted behaviour reflects the changes you feel you need to make in order to fit
into a given situation, at work for example.

Both high and low values in a DISC-factor affects your behaviour. The descriptions you get for each behavioural
factor reflects your value in respective factors, even at low values. If you have two or more DISC factors above
50%, you may occasionally experience some descriptions of your behaviour as contradictory. That's because
we use different behaviours at different times and in different situations. We can for example be open and
talkative at times, while other times we are more thoughtful and reticent, depending on how we perceive the
situation.

You will probably find that most parts of the report provide a good description of your behaviour, while other
parts may seem less accurate. It is therefore a good idea to read the report with a pencil in your hand. You can
for example put a plus sign in the margin for things you think are good descriptions, a minus sign for things you
do not think are correct, and a question mark for things you need to think through or maybe discuss with
someone who knows you well.
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Basic behaviour
This section of the report describes your basic behaviour. When we are alone and can be ourselves or are
with people we know well and trust, our natural behaviour emerges. It is a strategy we have developed in
order to become successful and achieve our goals in life. Our basic behaviour consists of genetic
conditioning and early learning. Once our basic behaviour has been established, no effort is required; we can
just be ourselves. And it is also the behaviour we return to when we feel stressed and under pressure.

Relationships and emotions mean more to you than hard facts and practicalities. You care about personal
issues and have an understanding of other people. You act with confidence and are warm and friendly. You
also have a sympathetic ear for other people and are prepared to, if possible, help other people resolve their
problems.

You are normally a very good communicator and are not only able to convey your own message, but also
listen to other people's opinions when necessary. Your easy-going style and a genuine interest in other
people's thoughts and feelings means that they readily turn to you for advice and support. You also have the
necessary confidence to win over other people to your views. In situations where you want to bring people
around to your views this is a very valuable trait. When others would be aggressive in their attempts to
convince other people of the excellence of their own views, you use friendly persuasion.

Despite the fact that these are clearly strengths, you can have a tendency to overplay the social side of your
nature. You can therefore be less interested in productivity and efficiency, and are sometimes directly adverse
to that kind of thing. Maintaining positive relationships with other people can therefore prevent you from
making objective decisions if you feel they could negatively impact other people.

The downside to your good communication skills is that you want to be at the centre of attention. Your
biggest limitation is precisely those difficulties you have coping with rejection. You seek positive attention
from those around you and if this does not happen you easily lose motivation. And it is likely that your
performance will then suffer.

You can sometimes be slightly naive and do not always think before you speak. Although other people usually
appreciate your approach, your lack of diplomacy can sometimes get you in trouble. But with your good
communication skills, you usually manage to talk your way out of the situation.
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Basic behaviour, continued...

As a lot of your decision-making is based on your own personal sentiments, it may sometimes be necessary for
you to carry out a more thorough assessment, particularly when making important decisions. Although your
flexible and relaxed attitude to work often has positive aspects, it also means that you may have difficulty
adapting to more formal and structured circumstances. You sometimes think that rules are limiting and may be
tempted to follow your own ideas. You work better in an open climate where your way of acting is not closely
monitored. You do not normally make long-term plans, even if you are keen to think before you act.

You can find heated discussions and conflicts unpleasant. With the help of your ability to listen to different
opinions you can often find well thought out arguments to reconcile disagreements and differences of
opinion. However, bear in mind that sometimes a free and open discussion can provide new input that
advances the issue.
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It is natural for you
With different behavioural styles come different ways of relating to the surrounding environment.
That includes other people, events, circumstances and the demands of a certain situation. Based
on your responses, here are a few examples of how you normally relate to your surroundings
when you feel calm and secure.

to be able to think outside the box.

to rarely be at a loss.

to stand up for your views and opinions.

to question old, proven experiences.

to prefer to consult other people before you
decide how to act.

to rarely make hasty decisions.

to set attainable goals.

to carry out a risk assessment before you start a
project.

to rarely demand anything in return when you
have done someone a favour.

to prefer to use your own time to do someone
a favour, even if it means that you have
difficulty getting your own work done on time.

to conceal your own thoughts on a issue to
avoid clashing with other people.

to do what you can so that everyone is happy.

to get other people to enjoy your company.

to use your sense of humour to lighten up a
tense atmosphere.

to be the one who acts as the social glue in
relationships with other people.

to be able to socialise easily, even with people
you do not know.

This is how you organise and plan
Organising and planning is a process that helps you focus your ideas and decisions to help you make the right
choices to reach a certain goal. In order to realise these plans, you must also have a certain level of
organisational skills e.g. to keep informed of developments that might affect your project, being able to
prioritise, meet deadlines and to be able to cooperate with others. For you, the following descriptions might
be relevant in different situations:

You are a loyal and patient person, who is keen to have clear directives to follow. You normally think before you
act. You are often methodical and are good at developing routines. You can sometimes spend too much time
on planning.

You are generous with your time and readily volunteer when someone needs your help. You may therefore
have trouble maintaining focus, which can have an impact on your own work. You may have trouble adhering
to set deadlines and misjudge the time it takes to complete a task.

You prefer to spend time planning your work properly, rather than diving head first into a task. When you have
several things going on at once, it can feel good to be able to consult with your colleagues to discuss how you
should prioritise.
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This is how you make decisions
Decision-making is about making a logical choice from the available options. When you try to make a good
decision, you have to weigh the positive against the negative for each option. You also have to be able to
predict the outcome of each option and determine which of them is best for a specific situation. Your
behavioural style gives you access to various decision methods. Depending on how you perceive a certain
situation, the way you make decisions can be described as follows:

You normally make decisions in a balanced and thoughtful manner. You take your time to consider all of the
options. As you would rather avoid rapid changes, this is also reflected in your decision-making. You are rarely
the one who initiates action and can therefore have trouble implementing your decisions and can often
require help carrying out this process effectively.

What other people think of you is important to you. This is reflected in the way you make decisions. You
therefore sometimes have a tendency to sidestep "difficult" decisions if you think they might be unpopular or
detrimental to others.

You prefer to have facts as the basis for your decision-making. You can spend a considerable amount of time
gathering information that highlights an issue from different angles and evaluate the conceivable outcome of a
decision. You have an ability to listen to different viewpoints and your decisions are therefore well thought out
and well founded.

Value to the organisation
All behavioural styles have qualities that are important to the organisation in which they work. Below are
some of your natural contributions.

You can think beyond the given boundaries.

You often find constructive solutions to
problems.

You speak up when you think something is
wrong.

You can present inconvenient views.

You take the time needed to arrive at
well-founded decision.

You are happy to listen to different views
before you make a decision.

You base your assessments on a solid factual
base.

You are not the one who make overly
optimistic estimates.

You are happy to offer your services when
some needs your help.

You are generous with your time.

You are a good listener.

You enjoy developing warm and friendly
relationships with people around you.

You get others to feel relaxed in your
company.

You have natural charm in interplay with
others.

You contribute to open interaction at work.

You are happy to lend a helping hand when
you can.
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This is how you communicate with other people in

your basic behaviour.
Different behavioural styles have different ways of communicating with those around them. You
could say that it is about typical ways of acting to convey a message to their surroundings. Below are a few
possible descriptions of the way you communicate with other people.

You sometimes talk more than you listen.

You are not the kind of person who keeps their
opinions to themself.

You readily involve those around you, to create
a common solution.

You readily rely on facts and prefer to establish
a realistic level.

You are happy to lend a helping hand when
someone needs it.

You are a good listener.

You have a winning and charming manner that
gets people to relax in your presence.

You find it easy to mix with other people, even
those you don’t know.

Consequences of your way of communicating in your

basic behaviour
Everyone has a different behavioural style and could perceive your way of communicating in a way that you
did not intend. You may need to bear this in mind as a consequence of your way of communicating.

Other people can sometimes feel that you
promise more than you can deliver.

Other people can feel that you speak for
them without them having asked for help.

Everyone is different. Sometimes think about
who wants to get involved and who does not.

Remember that not everyone sees things the
same way you do.

Just keep in mind that others can exploit your
helpful attitude.

You may need to think a little more about
what your actual tasks are.

Just keep in mind that you do not have to be
liked by all.

You need to perhaps be more careful with
your time.
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Information for your manager
Different behavioural styles need different ways to be managed in order to do a good job and
enjoy their duties. Based on your basic behaviour, here is some advice for your manager that
both of you may benefit from in your relationship.

Appreciate your resourcefulness, even if it
sometimes means you go beyond the set
limits.

Appreciate your fearlessness when it comes
to testing new solutions to various problems.

Remember that you are keen to be the one
who weighs up the pros and cons before
decisions.

Understand that, with your realistic outlook,
you can be an asset in a lot of decision-
making processes.

Realise that you can sometimes take on too
many tasks and therefore help you set
priorities.

Be aware that you are a person who is happy
to help when someone asks for your help,
and therefore give you support so that you
can say no sometimes.

Be aware that you need praise and
appreciation for your contributions to the
business.

Be aware that that you with your open and
communicative manner can sometimes lose
the focus on your actual tasks when there are
opportunities for interaction with others.

This is how you can use your natural strengths better
Here are a few suggestions of how you can use your natural ability to cooperate with other people and carry
out your tasks more efficiently.

You may need others who:
dare to push the boundaries a little and go a bit further.

challenge yourself to venture down new paths.

divide and delegate tasks.

ensure you do not get too distracted by those around you.

help you to be clearer with your opinions.

crack the whip slightly without spoiling the teamwork.

can put your thoughts into a broader perspective.

are willing to try new ways forward, if they lead to a better result.

You may need:
to learn to weigh up the pros and cons.

to trust your gut instinct more when you are unsure.

to remain focused and not lose sight of the goal.

to understand that not everyone can be your friend.

to focus on your own areas of responsibility instead of always being there for other people.

to be clearer about when the work should be completed.

to sometimes hold back your opinions until you can see the bigger picture.

to understand that not everyone wants you to always speak for them.
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This increases your commitment
What interests one behavioural style is often not at all important to another. The things that
trigger our enthusiasm are known as internal and external influencing factors. Please find below a
few of these situations in which you would feel enthusiastic.

to be given the opportunity to find new things
in an open-minded environment.

to get the chance to test things and pull out all
the stops in various ways.

to be included in the bigger picture and for
other people to ask you.

to have access to facts before you act.

to be appreciated for your obligingness.

to be there when friends and colleagues need
someone to listen.

to be appreciated by others.

to make contact with new people.

Aspects of other people's behaviour that can annoy you
With some people you find cooperation easy, while aspects of others can annoy you. Think about which
examples you feel describe you:

When someone sets unreasonable goals without explaining how to achieve them.

When someone throws themselves head first into a project without first determining the risks.

When someone actively excludes you from the community.

When someone takes advantage of your naivety for their own benefit.

When someone always advertises their thoughts and feelings.

When someone does not consider other people's feelings.

When someone does not stand up for their opinions.

When someone cannot see the value of new approaches.

Aspects of your behaviour that can annoy others
Even sides of you can annoy others. Think about in which situations and with which people these
descriptions could apply to you:

When you are too traditional and would rather be safe than sorry.

When you carry out risk assessments that are not always necessary.

When you disrupt other people while they are working and personally believe that without you there
would be no fun and games at work.

When you flit about at work and socialise/disrupt people you do not even know.

When you avoid giving your opinion if you think it could lead to conflict.

When you have difficulty saying no even though it is obvious that it is what you actually want.

When you want to have your own way at any price.

When you implement changes without explaining the advantages.
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Adapted behaviour
This section of the report describes your adapted behaviour. The description takes into consideration the
situation you were focusing on when you completed the analysis. Depending on the situation, we may feel
that we have to make certain adjustments in order to succeed with our intentions. This means that
sometimes we have to suppress or highlight various aspects of our basic behaviour to be able to handle
various situations better. All of these adjustments require a certain amount of mental energy and can
sometimes result in us feeling under pressure. Through conscious choices, however, we are able to "teach"
ourselves behaviour that can eventually become a natural part of our basic behaviour.

In your adapted behaviour, being successful is important to you, even if this is not outwardly obvious. You can
feel stifled and lose motivation if you are not successful in your personal goals. Your focus is on efficiency and
productivity, and often think that practical realities are more important than social issues. You generally base
your actions more on rational considerations than emotional reactions.

You wish to stay in control, which can make you reluctant to divulge information about yourself or your
thoughts unless absolutely necessary. When interacting with other people, you may prefer that other people
take the initiative rather than providing input yourself. You are cautious and questioning in the way you
approach other people, and building relationships is not something you prioritise. Clear rules and routines give
you security and you rarely question set instructions.

You can have a tendency to see problems and difficulties rather than solutions and opportunities. Although you
are fairly formal in the way you make decisions and concentrate on details and practical relationships, this does
not mean that you are insensitive to other people's needs. You often weigh this into your decision-making.
However, there can be problems when a decision is to be put into practice, particularly if you end up in a
situation where you have to convince other people of your opinion.
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How you adapt
Adaptation is about changing your behaviour to meet the demands that you feel those around you have. That
includes other people, events, circumstances and demands of a situation. Based on your responses in the
analysis, here are a few examples of how you normally feel that you must adapt. The table below explains
generally what happens when a factor increases or decreases.

Decreasing Increasing

More humble and compliant More independent and self-propelled

More structured and organised More self-confident and friendly

More independent and increased pace More stable and persevering

More fearless and unconventional More focused on facts and details

In your adapted behaviour you tend:

to be able to comprehend complex systems.

to not leave anything to chance when you
take on a task.

to use logical arguments when you want to
influence other people.

to be knowledgeable and well-read within
your field.

to assert your own thoughts and ideas.

to overcome setbacks through willpower.

to be stimulated by the chance of winning.

to stimulate other people with your
competitive nature.

to prefer to resolve conflicts without harsh
words.

to appreciate friendly relationships.

to find solutions to problems that can be
accepted by most people.

to create a sense of community and belonging
in the team.

to evaluate facts before you make a decision.

to not allow your emotions to get the upper
hand when you make decisions.

to think through possible consequences
before you act.

to listen to what other people think about an
issue.
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This is how you approach difficulties and challenges
The Dominance or Red puzzle piece score determines how different behavioural styles tackle difficulties
and challenges. People with a lot of Red in their behavioural style are courageous, unafraid and energetic.
They do not shy away from problems, and are often able to see how challenges can be overcome. When
relating to others, they are forthright and direct. Patience is not one of their strengths, and they get angry
easily. A person with little red in their behavioural style is hesitant and patient and prefers not to make their
own decisions, but would rather seek consensus instead. He/she relies more on other people resolving the
problems and prefers to remain in the background. The following descriptions refer mainly to how you are
likely to act in a work-related situation.

Basic behaviour:
You can spend a considerable amount of time
gathering information that highlights an issue from
different angles and evaluate the conceivable
outcome of a decision given this background. You can
sometimes be critical of people in your surroundings
who you do not feel are as factual and down to earth
as yourself.

Adapted behaviour:
You can often argue your case and in communication
with other people you are keen to remain in control
of the direction the conversation. But bear in mind
that it is not always about winning, but finding the
best solution.

You are normally a cautious person who does not
want to take any unnecessary risks. Before you make
an important decision you weigh the pros and cons.
Your decisions are therefore often well considered
and well founded. One downside can be that you can
miss an opportunity because it takes too long for you
to reach a decision.

When you have decided on a course of action you
prefer to execute it your way. You have a tendency to
tell other people what they should be doing rather
than inviting collaboration. In certain circumstances
this is an asset, but one downside is that you can be
regarded by other people as insensitive and difficult
to deal with.

You are someone who rarely makes decisions without
thinking them through. Before you tackle a task you
want time to think through and plan how you are
going to proceed. The result is often a job well done,
but one downside can be that it takes a little more
time.

Resistance does not cause you to lose focus when it
comes to achieving your goals. You are prepared to
argue your case. Willpower can be an asset in a team,
particularly when there is uncertainty about direction.
But remember that by being too consumed with your
own ideas and thoughts you may be perceived as
bossy in the eyes of others.
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This is how you communicate your thoughts and ideas to

those around you
The Influence or Yellow puzzle piece score determines how different behavioural styles convey their
thoughts and ideas to those around them. People with a lot of Yellow in their behavioural style are sociable
and extroverted. They like to believe the best in people, and socialise effortlessly even with people they do
not know. They are extremely eloquent, and are able to win others over to their point of view with their
friendly persuasion. They need positive appreciation in order to come into their own, and may find criticism
hard to take. A person with little Yellow in their behavioural style can often be critical and suspicious and
rarely believes that something will work itself out. He/she often prefers to concentrate on his/her own tasks
without coordinating them with other people's. The following descriptions refer mainly to how you are likely
to act in a work-related situation.

Basic behaviour:
You appreciate positive and easy-going interaction. It
is important to you that there is room for fun and
jokes, even at work. Colleagues with a more result
and task-oriented approach may perhaps think that
you do not really take things seriously.

Adapted behaviour:
It is natural for you to keep your thoughts and ideas
more to yourself. You prefer to thoroughly
contemplate an issue before you can take a stand and
are rarely the type of person to try and influence other
people to share your opinions.

You find it easy to mix with other people and often
have a wide network of contacts. You have a friendly
and positive attitude towards your colleagues and
enjoy lending a helping hand if you can. Sometimes
you can be a little too generous with your time, which
can have an impact on your own work and that of
others.

You feel it is important that there is time for
consideration before you decide upon a route. You are
keen to highlight a problem from different angles.
This can often contribute to a greater understanding
of different views within the team despite them not
being all too different than they appear at first glance.

You enjoy being with other people and have the
ability to both create and maintain good relationships.
You are largely motivated by what other people think
of you and are eager to make a good impression,
particularly when it concerns people who are close to
you. Sometimes you can be so absorbed by your inner
circle that you can alienate people outside that circle.

You are not the kind of person who makes a lot of fuss.
You prefer to concentrate on your tasks and would
rather avoid being distracted or interrupted by
irrelevant questions.
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This is how you respond to the pace of your surroundings
The Stability or Green puzzle piece score determines how different behavioural styles relate to the pace of
those around them. People with a lot of Green in their behavioural style are calm and patient, and rarely
reveal what they are thinking and feeling. They value harmony and stability in their lives. They may therefore
have trouble dealing with unforeseen or sudden changes. They are often loyal team players who ensure they
complete a task they have taken on. People with little green in their behavioural style are often fast and
active. They thrive when they have life and activity around them, are not particularly persistent and may
therefore have difficulty completing a task. The following descriptions refer mainly to how you are likely to
act in a work-related situation.

Basic behaviour:
One of your strengths is your persistence. You have
both the patience and the discipline required to
complete tasks you have taken on. On the other hand,
you can have difficulty adapting to sudden or
unforeseen difficulties.

Adapted behaviour:
You are often the one who stands for harmony in the
team. With the help of your ability to listen to different
views you can often find well thought out arguments
to reconcile disagreements and differences of
opinion. However, sometimes a free and open
discussion can provide new input that advances the
issue.

Even if you are in the middle of your own work you
happily take the time to listen to other people. You
therefore become someone that people turn to for
advice when it comes to resolving more personal
problems in particular. Just be careful that you do not
forget what your real duties are.

You appreciate friendly relationships with other
people, both in your professional and your private life.
You are perhaps not the type to make spontaneous
contact with strangers. Once the other person has
taken the first step, however, you are often open and
willing to take the next step.

You appreciate good relationships, particularly with
people who are close to you. This applies to both
professional and personal relationships. You readily
volunteer when someone asks for your help. Often
you do not even count on receiving a favour in return.
Just bear in mind that your willingness to help
infringes on your time and you may have difficulty
fitting in your own priorities.

Even if a storm is raging all around you, you often
manage to keep your calm. You may, however,
sometimes feel that you have to both increase the
pace and raise your voice slightly to as not to miss an
opportunity.
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This is how you respond to the rules and procedures in

your surroundings
The value of Compliance or the Blue puzzle piece determines how different behavioural styles relate to
rules and regulations that have been set by those around them. People with a lot of Blue in their behavioural
style have a real need for control and security. They therefore want to know what authority they have, and
are careful to stay within set boundaries. They are disciplined and pay attention to details. They strive for a
high level of quality in the work they carry out, and may find it hard to deliver work which does not meet
their high standards. Therefore they may sometimes find it hard to stick to deadlines. A person with little blue
in their behavioural style is not afraid to stick their neck out and take risks. They can often come across as
rebellious and as someone who sees rules more as guidelines. The following descriptions refer mainly to
how you are likely to act in a work-related situation.

Basic behaviour:
You often have a clear and distinct idea about things.
Once you have made a decision you readily
implement it too, even if you have to bend a few
rules. You try not to allow yourself to be influenced by
other people's opinions. Sometimes your attitude
means that you miss subtleties and look at the world
far too much as black or white.

Adapted behaviour:
You prefer to rationally and impartially examine
various circumstances without too much emotional
involvement. With your disciplined and logical
attitude you prefer to make a thorough assessment of
a situation before you reach a conclusion. Once a
decision has been made, you would prefer
agreements to be kept to and for the decision to be
implemented as planned.

You are not afraid stick your neck out when you think
something is wrong. In order to be able to resolve
difficult problems you cannot always follow rules
meticulously. You can perhaps sometimes be
disappointed when it turns out that the group as a
whole does not give you the support you thought you
had.

Before taking on a task, you are keen to spend time
contemplating how you are going to deal with the
work, in order to minimise risks. With your structured
way of thinking you have an eye for precision and an
understanding of how complex systems function. You
can sometimes become irritated with people who
you might feel act before they think.

You are quick-witted and can often think outside the
box. You have an ability to find unconventional
solutions to problems and difficulties. You can perhaps
sometimes rely too much on your own ideas and fail
to make a calculated risk assessment.

Accuracy and precision are your prominent
characteristics. You detest making mistakes and
therefore check your work carefully. You need time to
plan and carry out your work in a way that you can
feel satisfied with. You also want to feel certain that
your work meets the expectations that those around
you have of you.
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This is how you communicate with other

people in your adapted behaviour
Different behavioural styles have different ways of adapting to their surroundings. You
could say that it is about typical ways of acting to convey a message effectively to their surroundings. Below
are a few possible descriptions of the way you communicate with other people in your adapted behaviour.

In your adapted communication you strive to:

substantiate your reasoning with data, statistics
and logic.

be methodical and not leave anything to
chance.

be strong-willed and argue your case.

stimulate other people with various
competitive activities.

listen to and ask for other people's opinions.

avoid conflicts and harsh words.

place importance on logical arguments.

consider other people's thoughts and ideas
before you express your views.

Consequences of your way of communicating in your

adapted behaviour
Your way of communicating can sometimes be received in a way that you did not intend. You may need to
bear this in mind as a consequence of your way of communicating.

Possible consequences when you communicate in your adapted behaviour:

You may need to remember that sometimes
you have to make decisions with limited
information.

Remember that all tasks do not demand the
same preparation to achieve good results.

Just keep in mind that everything is not about
winning.

Remember that people who feel they have
been steam rolled can become your
enemies.

Remember that different views can
contribute to finding a better solution to a
problem.

Sometimes you have to dare to stand up for
your views.

Other people may feel uncomfortable with
your rational approach.

Other people may interpret you as
ambiguous and act before you get the
chance to have your say.
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This is how you can increase your efficiency

in your adapted behaviour
In your adapted behaviour, you are able to develop your ability to cooperate with other
people and carry out your tasks more efficiently. Below are a few suggestions of what you may need to bear
in mind.

To develop your adapted behaviour you may need other people who:

help you look up from what you are doing so
you do not bury yourself in details.

have the courage to act without having all the
details in place.

can show you that even the small victories
have value.

help you to understand that not everyone is
competitively motivated.

can resolve conflicts rationally and objectively.

look at the practical side of a challenge rather
than the human side.

clarify the ground rules before you act.

help you to go through the various angles of
approach before a decision.

Things to consider in your adapted behaviour:

Sometimes top quality is not necessary.

Other people see and do things differently.

Realise that "first over the finish line" does not
always generate the best results.

Understand that what stimulates you may
inhibit other people.

Place more demands on those around you.

Have the courage to take the first step in
making contact with people you have not yet
met.

You sometimes need to avoid too much
reflection before choosing a route.

Communicate and convey your thoughts to
other people, so they can help you make faster
decisions.
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Possible contributions in your adapted

behaviour
All behavioural styles have qualities that are important to the organisation in which
they work. Below are a few possible contributions in your adapted behaviour.

You think systematically and want time to
plan a job before you tackle it.

You often have a good understanding of
complex systems.

You like to win.

You spurred on by difficult challenges.

You appreciate matter-of-fact and calm
discussions.

You have a friendly attitude.

You listen to different views before you make
a decision.

You have the ability to bridge disagreements.

What do the differences between basic and adapted

behaviour mean?
The difference between your basic behaviour and your adapted behaviour reflects the changes you feel you
need to do to fit in with a particular situation, such as in the workplace. Have you thought about why you
make these adaptations?

In what situations, do you feel you have to adapt like this?

 

 

1.

With what people do you adapt like this?

 

 

2.

Are there certain work-tasks that make you adapt like this?

 

 

3.

What do you think is the reason for these adaptations?

 

 

4.
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The playing field
By placing the value for each DISC-factor on the respective axis and connecting them
with a line, you get a picture of your playing field or the area that your behaviour profile
covers. The area with the black border is the playing field for the basic behaviour and the
grey border marks the playing field for the adapted behaviour. By comparing the figures you can see the
adaptations you are making (the grey arrows).

To make it possible to compare your position with that of others it is possible to reduce the playing field to a
single dot, the centre of gravity (or the average influence of all four colours). The black arrow goes from basic to
adapted behaviour. The scale in the graph is 1:1

1: ID: 350829
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Behavioural tendencies in your behavioural style
By setting the four DISC factors against each other, we are able to gain a clearer
understanding of which behavioural tendencies are prominent in a profile. We can get 12 of
these combinations in total, one for each possible pair of factors. If a person has, for example,
a higher score in Red than in Yellow, then we can tell that we are looking at a performance-oriented person who
does not consider communication or social interaction to be of much importance. When the colours switch place
and the Yellow score is higher than the Red score, then we can expect to see someone who is more influential,
extroverted and sociable and who is keen to be involved in influencing other people in a friendly way. Similarly, we
can compare Red to Green, Red to Blue, and so on. The greater the difference between the two factors, the more
prominent the behavioural tendency in question.
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Performance oriented / Influential
The Performance oriented characteristic (D > I)
describes the intensity of the ability to achieve results
by being driven and forthright. A high score in this
characteristic indicates people who prioritise the task
while relationships become less important. They are
prepared to make difficult decisions and then make
sure that they are also put into action. A lower score
means that the forthright manner is softened and
social interaction comes to the forefront.

The Influential characteristic (I > D) reflects the
relationship between an open and extroverted
behaviour and low levels of forthrightness. It describes
people who want to be involved in influencing other
people without necessarily being obstinate. A high
score of this characteristic reflects someone with a
strong emphasis on social interaction rather than
everyday routine tasks. Low scores reflect people who
are prepared to make difficult decisions, stand by
them and focus on achieving results.

Basic behaviour (B)

It is important for you to be able to communicate and cooperate with other people. You readily seek out
opportunities for social interaction where you can influence other people. You come across as confident and
reliable, but are rarely pushy in your attempts to convince other people of your thoughts and ideas. Your social
interest can result in you sometimes having trouble remaining focused on your actual duties, particularly
when it comes to monotonous routine tasks.

Adapted behaviour (A)

In your adapted behaviour, you feel that you have to be more focused on results and performance than you
normally are. People around you can perceive you as more demanding and driven. You feel that you must be
clearer and more direct in the way you communicate with other people and that you sometimes also have to
assert your views more clearly. You feel that you must now place less importance on personal matters. Instead
of allowing your emotions to control your decision-making, you need to have a more objective approach. You
have to be able to make decisions faster without allowing yourself to be distracted.
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Principled / Perceptive
The Principled characteristic (S > C) describes the
intensity of sticking to defined and predictable
patterns and loyally supporting existing routines and
processes against a background of the need to act
and behave correctly, have the right information and
have time for thorough preparation. People with a
high score have a greater need for support from their
team or immediate surroundings and reflect a style
that prioritises thorough planning. A low score reflects
a need to follow rules, develop guidelines and
standards.

The Perceptive characteristic (C > S) describes the
desire to work within established routines, systems
and rules, against a background of quickly being able
to deal with immediate problems and challenges. It
measures how aware a person is about what is going
on around them. A high score reflects a desire to work
in an environment where no mistakes are made, all
details are correct and there is time for thorough
preparation. A low score indicates a greater focus on
stability and supporting applicable routines and
processes.

Basic behaviour (B)

You prefer to work at your own pace and do not want to feel rushed. It is important for you to be able to
concentrate and feel that you have time to think through how you wish to carry out a task. You are often
methodical and like having established procedures to follow. Sometimes this means that it can take you
longer to complete a task than it does for other people.

Adapted behaviour (A)

In your adapted behaviour, you feel that you must place more importance on rules and logical arguments. In
order to avoid risk-taking, you want clear goals and guidelines to adhere to. You are careful to assure yourself
that no mistakes are made and have a tendency to point out when other people overlook theirs.
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Self-motivated / Patient
The Self-motivated characteristic (D > S) combines
the ability to be driven and independent with a real
need to immediately deal with problems, challenges
and opportunities. A high score indicates someone
who, under their own steam, tenaciously pursues
their goals without needing instructions or guidance.
A low score describes people who rarely allow
themselves to be rushed and who are keen to have
instructions and time to contemplate their plans and
actions before acting.

The Patient characteristic (S > D) measures the
intensity of the ability to work methodically and at a
somewhat slow pace relative to the desire to face
challenges and new situations. A high score describes
the ability to consider and support alternative
solutions in cooperation with other people, as well as
complete projects/tasks that have begun. A low score
indicates a significantly less adaptable style, which is
amplified by a sense of urgency and results - now!

Basic behaviour (B)

Although you are rarely the one to take the initiative, you are organised, methodical and conscientious when
it comes to carrying out your duties. You have the ability to listen to different viewpoints and can often find
good arguments to support both sides. You often have an open attitude to other people and prefer to avoid
situations where you can come into conflict. You are persistent and work well in situations that other people
might consider monotonous. Once you have taken on a task you complete it too.

Adapted behaviour (A)

In your adapted behaviour, you feel that you cannot rely on others to clarify what has to be done. Delivering
and achieving results is now important, which can feel strenuous for you. You can find it stressful to have to
push yourself and might miss being able to consult with colleagues. You feel that you must take even more
responsibility for your actions and even cope with confrontations in order to reach your goal. You can feel a
degree of discomfort when the pressure increases at work.
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Self-confident / Cautious
The Self-confident characteristic (I > C) combines the
ability to radiate confidence in many different social
situations with being unrestricted by social
boundaries, rules and guidelines. A high score of this
characteristic can sometimes lead to overconfidence
in the person's own abilities, a desire to improvise and
act spontaneously rather than to plan and prepare in
advance. A low score reflects a more cautious and
conscientious attitude and a desire to act based on
the available facts for the situation.

The Cautious characteristic (C > I) measures the need
to work within established structures, working
methods, systems and rules, against a background of
human contact by developing and maintaining
personal relationships. A high score indicates
someone who relies on logic, facts, data and
established routines. A low score indicates someone
who cares less about established rules and routines
and prefers a more emotional and verbal interaction
with those around them.

Basic behaviour (B)

With your socially easy-going style, which combines a genuine interest in other people's thoughts and
feelings with a level-headed and practical side, you are an effective communicator with a sense of
responsibility. You work well in an open climate where you are able to improvise and act spontaneously. You
can be less interested in productivity and efficiency, particularly if you feel that these, more formal, activities
conflict with a positive relationship with other people. The downside to your good communication skills is
that you want to be at the centre of attention. Your biggest limitation is precisely those difficulties you have
coping with rejection.

Adapted behaviour (A)

In your adapted behaviour, you feel that rules and structure become more important. You usually rely on
established work procedures and try to avoid risk-taking. You start with clear definitions of the goals and then
concentrate on the tasks at hand. People around you can perceive you as more reserved and cold. You do not
use the confidence that is present in your underlying behaviour when making decisions.
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Enthusiastic / Thoughtful
The Enthusiastic characteristic (I > S) reflects the
intensity between an extroverted and expressive style
and the energy required to make things happen. A
high score describes a confident and enthusiastic
person who is probably interested in new thoughts
and ideas. The lively manner the person exhibits can
also influence and get other people interested. A low
score reflects more meditative people who would
sooner choose their words and actions carefully and
persevere in pursuing their goals.

The Thoughtful characteristic (S > I) measures the
intensity of how carefully the individual chooses their
words and actions against a background of the need
to expressively get involved and interact with other
people. This behaviour measures the desire to take
the time to carefully consider plans and actions before
they are put into action. A high score describes great
care and contemplation when it comes to choosing
words and actions. A low score reflects a confidence
and conviction that most, if not all, social interactions
can be dealt with on the fly.

Basic behaviour (B)

You have a calm and level-headed attitude to most things. You prefer to let things run their course rather than
taking the initiative to make changes yourself. You prefer things to be done in a well-tested manner and can
oppose ill-conceived changes, especially if you cannot see that it actually leads to improvement. You have an
ability to see problems and difficulties from several angles, which means you can avoid conflicts and
disagreements.

Adapted behaviour (A)

You do not make any considerable adaptations of this characteristic.
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Independent / Co-operative
The Independent characteristic (D > C) indicates
strength in the ability to be independent and driven
when it comes to tackling problems, challenges and
opportunities, and at the same time remain in control
and retain elbow room. A high score of this
characteristic indicates people who do not allow
themselves to be held back by potential limitations or
established rules and routines. A low score indicates
people who prefer to adhere strictly to specified
policies and conventional methods.

The Co-operative characteristic (C > D) describes the
ability to make use of structures, established routines
and rules as guidance for their work, against a
background of a need to get things done, achieve
results and move forward. People with this
characteristic prefer to avoid confrontations and work
towards finding solutions that are supported by other
people and which are within the scope of established
guidelines. People with a high score have a real need
to follow and comply with standards, policies and
conventional working methods in order to share the
responsibility and avoid having to take personal risks.
A low score describes people who have a need for
elbow room without having to adhere to and interact
too strictly with rules and guidelines.

A characteristic can sometimes be described as prominent, despite the DISC factors not having a score above 50%. This is because there
is still a big difference between the two factors being set against each other. In these cases it is likely that the characteristic in question is
not something that other people notice as prominent in you. Other characteristics where the factors have a score above 50% will
probably overshadow this characteristic.

Basic behaviour (B)

Independence and forthrightness are not words that describe you best. You appreciate having other people
around you who you can, when necessary, ask for advice and ideas. You gladly cooperate with other people in
order to complete your duties. Agreed rules and regulations are things that you prefer to respect and would
only in exceptional circumstances consider deviating from. Challenges and competitions are rarely things that
stimulate you.

Adapted behaviour (A)

In your adapted behaviour, you feel that structure and rules must play a greater role in order for you to achieve
your goals. You must adapt to majority decisions and directives more, even if your opinions say otherwise.
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Qualities presented in diagram form
In the chart below is an energy line (the diagonal line), where the values of the
properties would be placed if there were no difference between your basic and your
adapted behaviour. Deviations located to the left of the energy line means you have a
lower value in the quality in question in the adapted behaviour than you would normally have in your basic
behaviour, while values to the right indicates that you are using more energy showing the quality in question
in your adapted behaviour. In both cases, movements from the energy line are something that requires an
output of mental energy. Take a closer look at your deviations from the energy line and analyse if this is
something that puts pressure on you in your adapted or your basic behaviour.

1: Performance oriented 2: Self-motivated 3: Independent 4: Influential
5: Enthusiastic 6: Self-confident 7: Patient 8: Thoughtful
9: Principled 10: Co-operative 11: Cautious 12: Perceptive

A = Natural qualities: Natural in both underlying and adapted behaviour. Exhibited in various situations, and
becomes permanent over time.

B =Situation-dependent qualities: Prominent in adapted behaviour, but not in the basic behaviour. Remains
prominent as long as the perceived situation prevails.

C =Hidden qualities: Rarely exhibited in either the basic behaviour or adapted behaviour.
D =Unexploited qualities: Prominent in the basic behaviour, but not used in the adapted behaviour. Exhibited

under calm and relaxed circumstances, as well as under pressure.
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Profile card
This page contains your personal profile card. Cut out this image/graph along the lines, fold it in half and then
laminate it.
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