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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.

Haste and a sense of urgency are a couple of qualities that characterise your dynamic and impatient style. You
are goal-oriented and have faith in your own ability, but you are also aware of other people's needs. You also
have a sense of order, which makes you less impulsive and unpredictable. While you wish to achieve success
on your own merits, you also understand that sometimes you must sacrifice your own ambitions for the
benefit of the group or company.

You think and act quickly and can easily adapt to changing circumstances. You can be charming and
enthusiastic, or direct and forthright, depending on the situation. Although you value appreciation and support
from others, you are not dependent upon them. You are sensitive to details that others may overlook, and
effectively adapt yourself to changes in your immediate surroundings.

You have a tendency to get bored quickly and therefore need variation and stimulation in your work. Your
quick thinking and the adaptable way you approach tasks means that you easily lose interest in repetitive jobs.
You therefore constantly need new challenges as an outlet for your talents.

Achieving results and being successful is important to you. You are quick-witted and easily see new
opportunities. You can appreciate structure and the need to draw up detailed plans. You are also aware of
subtle or ambiguous factors that other people do not take into account. Your biggest weakness in this area
may be your lack of patience. You have difficulty maintaining the concentration necessary to follow traditional
working methods. Your impatience can sometimes cause you to act impulsively. This means that you
sometimes take shortcuts.

You have an understanding of tact and caution in communication with other people, but your forthright
approach can lead to you speaking before you think. Sometimes it can therefore be a good idea to slow the
pace a bit and listen to other people more.
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Basic behaviour, continued...

You are fairly restrained by nature, but you also have good social skills. Your communication is normally focused
on concrete objectives. Although facts and details are important to you, your rapid comprehension skills can
lead to these objectives not being communicated clearly. You usually have little interest in small talk. Your
social side is more likely to manifest itself by seeking excitement and interesting experiences.

You have an ability to quickly recognise the available options and then decide how you should act. In your
decisions, you rely to a great extent on your past experiences and your instincts. An important aspect of the
way you make decisions is that you are prepared to change or reconsider your decisions if they prove to be
incorrect. This aspect can sometimes seem confusing to your employees and colleagues, but it is basically a
manifestation of your flexibility and adaptability.
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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 want to have solid facts before you promise
anything.

to examine the consequences of different
courses of action.

to pay attention to detail.

to sometimes point out things that other
people could perceive as trivial.

to be the one who has the last word.

to not pay much attention to other people's
opinions.

to get your own way.

to not give in when you know you are right.

to react quickly to new experiences.

to not always have time to predict the
consequences of your actions.

to maintain a fast pace.

to be efficient about how time should be used.

to rather give the benefit of the doubt.

to trust others.

to create a positive atmosphere within the
team.

to be able to generate new energy when work
is slow.

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 have strengths, both when it comes to organising and to planning. You have an understanding of structure
and the need to draw up detailed plans. You also have a natural awareness of subtle or ambiguous factors that
other people do not take into account. However, you lack the patience that is required to maintain the
necessary concentration to draw up and follow complex, long-term plans.

You are very forthright and decisive, and prefer to turn an idea into reality as quickly as possible. You therefore
normally act more on gut instinct and deal with difficulties and problems as and when they arise.

You are also 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.
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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 are a driven and careful decision-maker who wants to consider all the options and explore every possible
route before you make your final decision. When necessary, you are able to develop and maintain positive
emotional relationships with other people and are therefore also focused on social contacts. However, this
does not mean that you disregard more factual deliberations.

You have an ability to quickly recognise the available options and then decide on a plan of action. In your
decisions, you rely to a great extent on your past experiences and instincts.

You like to maintain a fast pace in everything you do. It is therefore not unusual for your decisions to be slightly
hasty. An important aspect of the way you make decisions is your desire to change or reconsider your
decisions if they prove to be incorrect. This aspect can sometimes seem confusing to those around you, but it
is basically a manifestation of your flexibility and adaptability.

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 have sound facts behind your decisions.

You always do an impact analysis.

You pay attention to details.

You seldom miss important information.

You are not the one who gives up even if you
encounter difficulties.

You have both energy and ability to row
home a project.

You know what the goal is and also make
certain it is reached.

You make high demands on both yourself
and your colleagues.

You sometimes act before you think.

You often rely on gut feeling.

You find it easy commit yourself.

You have difficulty putting aside an
interesting task before it is finished.

You trust your surroundings.

You believe that most people grow with the
task.

You are often the one who encourages
others when the going is tough.

You are able to influence those around you
emotionally.
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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 would prefer to avoid risk-taking.

You notice even small changes, that others
easily overlook.

You want to be the one who decides.

You don't want to be questioned.

You speak your mind.

You are driven and eager.

You like to believe the best of people.

You are generous with praise and
encouragement.

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.

Remember that sometimes you have to dare
to win.

Remember that all small mistakes perhaps do
not need to be pointed out.

You may need to listen more to your
colleagues.

You may need to bear in mind that not
everyone might accept your demanding
attitude.

Your occasionally brusque episodes may
bother other people.

Your eagerness can make you miss other
important things.

You may need to be more critical towards
other people.

You may need to learn to express legitimate
criticism also.
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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.

Help you to make decisions.

Understand that you do not want to feel
pressed to take a stand on an issue without
first having had the opportunity to study the
facts of the matter.

Personally be strong-willed and efficient.

Be able to tone down your impatience and
channel it constructively.

Be prepared for the fact that you can act
quickly and sometimes a bit rashly, reviews
are good in situations like that.

Understand that once you have taken on a
task, you are fully committed to resolving it
your way, quickly and efficiently.

Be aware that you can sometimes be too
unsuspecting in, for example, business deals.

Understand that you work better in an open
climate where your socially sound skills are
fully utilised.

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:
contradict you and get you to contemplate before you enforce your ideas.

can get you to open your eyes and ears and take on board other people's suggestions and solutions
before a decision is made.

are logical and deal with problems/challenges systematically.

are persistent and help you to sustain your energy.

calm down and take stock before the next project begins.

regularly review your calendar with you.

are attentive and see things from a helicopter perspective.

are prepared to act on little information.

You may need:
to understand the meaning of delegation.

to understand that "alone is strong" is not always true.

to recognise the value of people having different opinions.

to understand that praise should be justified for it to have value.

to calm down and simply learn to take things a little slower.

to pause and pick up all the juggling balls you may have dropped along the way.

to let go of your interest in details and look at the broader perspective.

to avoid pointing out shortcomings and instead encourage other people's attempts to contribute to the
solution.
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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 illuminate the consequences of different
courses of action.

to notice details.

to see the work progressing.

to get your own way.

constant activity and a fast pace.

hustle and bustle.

to know that other people rely on you.

to get praise and encouragement for your
efforts.

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 is compliant and does not have the courage to help themselves.

When someone does not respond and assert their opinion.

When someone is negative and critical.

When someone just takes energy without giving anything back.

When someone cannot recognise the urgency.

When someone wastes their time on unnecessary steps that you feel could be dispensed with.

When someone is inattentive and careless about important details.

When someone does not think it is important to proofread before you print a book.

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 always have to get your own way.

When you constantly assert your opinion, regardless of what other people think.

When you prefer to focus on creating a positive atmosphere within the team than get the job done.

When you are unrealistic in your encouragement, particularly when things are a bit slow and extra
concentration is required.

When you always see time as the most valuable thing.

When you fail to notice that other people are not keeping up with your fast pace.

When you point out the slightest comma that is missing.

When you focus too much on details rather than seeing the bigger picture.
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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, achieving success and receiving recognition becomes important. Your need for
achievement means that you are prepared to accept almost any challenge. You are quick-witted and easily
see new opportunities. Patience is not therefore part of your most prominent side. You do not normally spend
much time drawing up detailed plans or assessing potential negative consequences either.

By being ambitious and immediately wanting results, you can sometimes come across as aggressive. You can
sometimes be so driven that you forget to listen to others’ views, particularly when it comes to issues that
require solutions based on mutual agreement.

You like to feel that you are in control and also have good social skills and a convincing communication style.
While you can be very charming, you can sometimes also be more superior and commanding, particularly if
you find yourself under pressure. You readily express your feelings and rarely spend time choosing your words.

You have an ability to find constructive solutions to problems and difficulties. When you have finally assessed a
situation or problem you stick to your opinion even if you encounter opposition. You can perhaps sometimes
rely too much on your ideas and miss the fact that other people may also have valuable contributions. Waiting
for answers or instructions can irritate you and make you impatient. You can have difficulty completing
everything you start and you do not always take time to plan how you are going to proceed.
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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 want to fundamentally change the business.

to readily take risks in order to achieve results.

to not shy away from radical changes.

to not always think ahead before you speak.

to get your own way.

to not give in when you know you are right.

to want to perform and get results at any price.

to defend your opinions.

to use your enthusiasm to be able to create
motivation in the team.

to be the engine of the operations.

to feel stressed when you do not have enough
to do.

to want to be the one who takes the initiative
in various matters and issues.

to get other people to enjoy your company.

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

to prefer to make decisions that take into
account other people’s feelings.

to sometimes veer away from “tough”
decisions.
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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 are prepared to overcome all obstacles to achieve
your goals. You can be very frustrated when you feel
that nothing is happening or that the work is moving
far too slowly. In such circumstances you can benefit
from your underlying aggressiveness. You should
however be aware that other people may feel that
you are threatening and frightening.

Adapted behaviour:
You do not make any notable adaptations.

You rarely doubt that your thoughts and ideas are
right. You are likely to expect that other will get on
board and you can go into battle if someone has
divergent views. This trait is an asset in, for example,
situations where other people in the team are
uncertain about the direction. Sometimes, however,
you can be so consumed by your own solutions that
you do not listen to other people's views, views that
can contribute valuable dimensions.

It is natural for you to make your voice heard. You
know what you want and what you consider to be
right. In the interplay with other people you can
sometimes be so driven that you forget to listen to
other people’s opinions, particularly when it comes to
issues that require solutions based on mutual
agreement. You can in such cases risk your colleagues
feeling steamrolled and, in the worst case scenario,
they will distance themselves from you.
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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:
When you are committed to an issue you like to get
other people to share your commitment. You are a
skilled communicator and can, using your verbal skills,
often influence your colleagues to suit your purposes.
You use emotional arguments more often than factual
ones.

Adapted behaviour:
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 readily trust your surroundings. The desire to
believe in people is a good attitude and people need
to feel that you trust them. Just remember that some
of the people around you may exploit your positive
attitude for their own advantage.

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.

When working in a team, you are often the one who
creates a positive atmosphere. You are generous with
both encouragement and praise and can provide new
energy when work is slow. You are sometimes
perhaps a little too positive and would prefer to avoid
criticising your colleagues, even if it might be justified.

You are a sociable and kind person who considers the
views and feelings of other people. You make sure
that the effects of your actions will not have a
negative impact on your colleagues and other people.
You therefore sometimes have a tendency to sidestep
difficult decisions if you think they might be
detrimental to others.
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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:
You often feel that you have too much to do in far too
little time. This means that you sometimes take
shortcuts when it comes to carrying out your duties.
Sometimes it can be a good idea to slow the pace a
bit so that you can see the bigger picture more
clearly.

Adapted behaviour:
You may have difficulty putting up with monotonous
and routine tasks. You are often curious about what is
happening in the world around you and find it easy to
pick up new ideas that can be put to use in your
business. You may need to think more about finishing
an activity satisfactorily before you start the next.

You have a strong need to be constantly busy. You
often take it for granted that you can spontaneously
turn to your colleagues for help with something,
without taking into consideration the fact that they
might be busy doing something else. So remember
that your impulsive actions can be very disruptive for
other people.

It is natural for you to keep your eyes open for new
and more effective working methods. You are often
the one who brings energy to the team. Your
willingness to change can however irritate people
who prefer customary procedures and stability at
work.

You often have a fast pace in everything you do. You
often assume that the people around you share your
view that things should be done in the fastest and
most efficient way possible. One downside of your
intense commitment can be that you allow your
other priorities to lapse.

To feel good you need to feel that you always have
something going on. You would rather have too much
to do than too little. Waiting for others to take the
initiative is not your style. Sometimes you can
however feel you have too much going on, which can
affect other people’s work situation. Quieter people
can feel stressed by your dynamic approach.
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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 prefer to avoid risk taking and are able to ignore a
problem for a very long time if you are unsure about
how to handle it. You also want to know both what
authority and what responsibilities you have. When
you feel uncertain about your position you can be
evasive and vague if someone demands quick
answers from you.

Adapted behaviour:
You often have difficulty accepting rules and
regulations set by other people. You frequently think
that they limit your scope. It can be more important
for you to reach the intended results than how you
get there. Other people can perceive you as
headstrong, always surrounded by turmoil.

You are someone who often notices details, which
others easily overlook. This is often a valuable
characteristic. You may, however, sometimes feel the
need to point out mistakes that other people could
perceive as trivial.

You usually have clear and distinct ideas of how you
want things to be. You do not shy away from
momentous changes if you regard them as necessary.
More sensitive people can however perceive your
forthright manner as tactless. Sometimes a certain
degree of diplomacy takes you further.

You are a careful general who does not like to take
any risks. You can spend a lot of time collecting facts.
In a team you are often the one who carefully
highlights the various possible consequences of a
decision.

You are often the one to present new, transformative
ideas. You are prepared to take risks to implement
them and you often have the necessary weight. Just
bear in mind that more cautious people can be
alarmed by your lofty and challenging plans.
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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:

challenge people around you to think again
and think outside the box.

be clear about how you want things to be.

not be questioned.

give straight and clear answers.

be convincing and unambiguous about what
you personally feel is important.

come up with your own suggestions and ideas.

avoid hurting other people.

get people to relax in your presence.

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 do not mean to alarm, but others may
perceive you that way.

People around you can tire of your ambition
to constantly change the world.

You may need to bear in mind that not
everyone might accept your demanding
attitude.

Others can perceive you as threatening.

You can come across as a little too pushy and
driven.

Your ambitions can be perceived by other
people as disturbing the peaceful working
atmosphere.

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

Remember that sometimes even you have to
make an unpleasant decision.
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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:

after double checking, support you in
uncomfortable decisions.

help you to become more balanced and
articulate before you involve those around
you.

who help you to fine-tune your message so
that other people do not get alarmed or feel
threatened.

suppress your eagerness to achieve fast results
at the expense of other people.

can supply you with new duties.

are attentive to your ideas and suggestions and
help you to put them into practice.

help you to not take critique/feedback
personally.

push on towards the goal once you have
completed a task.

Things to consider in your adapted behaviour:

Compose yourself before you speak, so that
no-one feels overpowered.

Act thoughtfully and with a certain degree of
diplomacy.

Slow down.

Listen to those around you.

Reduce your work pace so other people can
keep up.

Learn how to communicate with people that
are less dynamic than you.

Sometimes you need to make decisions that
do not make you a popular person.

Know when you are doing a good job.
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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 defend sweeping changes that you think
are necessary.

You see no value in traditions for their own
sake.

You seldom see obstacles as a problem.

Your attitude is that problem are there to be
solved.

You bring energy to the work group.

You are energetic and enterprising.

You get others to feel relaxed in your
company.

You have natural charm in interplay with
others.

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
The black arrow goes from basic to adapted behaviour.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). 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). 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

The scale in the graph is 1:1

1: ID: 540040
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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)

You are independent and forthright and would rather follow your own path. Performance and achieving results
are important to you and you are stimulated by challenges and competitive elements. Rules and regulations
that restrict your freedom of action often frustrate you. You feel that you can cope with most things by yourself
and do not think you have any great need to cooperate with other people. You can therefore sometimes feel
frustrated if or when you need to involve, consult and cooperate with other people. Those around you can
therefore perceive you as a bit of a lone wolf who does not want to cooperate with other people any more
than necessary or be part of the community.

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.

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)

It is natural for you to keep within the given boundaries and you would prefer not to take any risks if you can
avoid it. When other people demand that their instructions be followed, you refer to rules, authority and
logical arguments. You appreciate having a clear plan to follow. Other people can sometimes perceive you as
somewhat pedantic.

Adapted behaviour (A)

In your adapted behaviour, you feel that you do not always have all the facts to hand and therefore you have to
cooperate and plan more with those around you. You may feel that it can mean greater risk-taking and that
you do not have as much control and must rely on other people more.
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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)

You are someone who is active and independent. Patience is not your strongest side. You seek change and
variation, and get frustrated if results take too long. Instructions and reviews are not something you need in
order to get started with what you want to do. A source of irritation is that a lot of people around you cannot
or do not want to keep up with you fast pace. You find it easy to take in new information without losing sight
of the target and can have trouble sticking to traditional working methods. You take responsibility for your
actions and, for you, confrontations and intense pressure are both a natural part of everyday life.

Adapted behaviour (A)

You do not make any considerable adaptations of this characteristic.
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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)

You are normally friendly and cooperative by nature, and prefer therefore to work in a positive and open
environment, where there are opportunities for creating positive relationships with your colleagues. You do
not usually have any difficulty accepting majority decisions or complying with directives, even if your personal
opinions say otherwise. With your adaptability, you therefore prefer to follow rules and procedures, rather than
act on your own.

Adapted behaviour (A)

In your adapted behaviour, you can sometimes feel that rules and procedures restrict you in your efforts to
establish new relationships. The way you act becomes more independent and sometimes you have to go
against the majority opinion. This can, to a certain extent, surprise those around you.
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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 demonstrate what you think about various issues in a very lively manner. You are intense and eager, and
are happiest when surrounded with lots of activity. Your positive attitude is often contagious and also gets
other people to feel job satisfaction. You nevertheless come across as confident and enthusiastic, and can have
trouble remaining focused on your actual duties. You can get slight tunnel vision and overlook other matters
that may require your attention.

Adapted behaviour (A)

In your adapted behaviour, you are eager and enthusiastic, but feel that you must slow your pace and focus
more on routines tasks. You can have some problems sticking to traditional working methods but now try to
be more systematic in your work. People around you can perceive you as slightly less extroverted and
energetic.
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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.

Basic behaviour (B)

You are independent and forthright and often follow your own path. You do not think you have any great need
to ask other people for advice and ideas, instead you feel that you can cope with most things by yourself. You
can therefore sometimes feel frustrated if and when you need to involve, consult or cooperate with other
people. Those around you can therefore perceive you as a bit of a lone wolf who is on the outside and not part
of the community. As you have a tendency to not respect agreed rules and regulations, which you find
limiting, other people can perceive you as tactless. You appreciate challenges and are stimulated by
competitive elements of any type.

Adapted behaviour (A)

In your adaptation, it becomes important to demonstrate your independence and stand up for your own
thoughts and ideas, and completely trust in your own abilities. You realise that rules and regulations must be
broken to reach the goal. You must be more alert to changes and be able to take the initiative when you see
that there is a better way of doing something. You have to aim high and maintain a fast pace in order to
overcome all the challenges. Thinking and acting alone must be a natural part of your behaviour.
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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 basic 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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Introduction: Driving forces
Why is it important to know what motivates an employee? Simply because motivation is about personal
values and about what is meaningful in life. Different individuals see things differently. For employees to be
motivated, the environment and salary system in the workplace must support people's personal driving
forces. Motivation is about winning employees’ "hearts", not appealing to their intelligence!

Is capital punishment right or wrong? Should we apply gender quotas when recruiting? Is it good or bad if a
person is interested in power and personal success? These are all emotive questions. There are arguments
both for and against. A value is a fundamental conviction that involves

judgments and assessments

it indicates what is right/wrong/desirable

it tends to be relatively stable and lasting

it is established early in life through the influence of parents, teachers, friends and others

guidance on preferred behaviour, both from a personal and a social perspective

Attitudes are a measure of our state of mind, our views and judgements on the world we live in. They reflect
the point of view we have adopted on the basis of our values and are more flexible than values. An attitude
involves emotive statements on things/occurrences, events or people. ”I like my job” is an example of an
attitude I may have towards my work.

Attitudes consist of three components:

A cognitive component: a conscious thought, e.g., ”It’s wrong to discriminate against people on grounds of
race, sex or religion.”

An emotional component: an emotional content, e.g. ”I don’t like my boss because he discriminates .....”

A behavioural component: an intention to behave in a certain way in relation to something/someone, e.g. ”I
avoid the boss because he discriminates .....”

Attitudes give meaning to life (knowledge). Politics or religious ideologies often fulfil this function.

Attitudes help us express ourselves. They help us define who we are and thereby make us feel good

Attitudes also have an instrumental function. We make use of certain attitudes because we think we will be
rewarded or punished, e.g. when we flatter someone, or when we keep our ideas to ourselves if we think
our opinions may be unpopular.

Attitudes defend our ego. We can use an attitude to justify an action that would otherwise make us feel
guilty. We may, for example, have conflicting feelings towards a parent or a partner, though our values tell us
that we must love them wholeheartedly.

Research shows that people strive to achieve agreement between their attitudes (driving forces) and their
behaviour and wish to appear rational and consistent. We feel uncomfortable when this is not possible. We try
to recover the balance between attitudes and behaviour through changing either our attitudes or our
behaviour. When fundamental values and attitudes of individuals are known, it is possible to predict their
behaviour and understand why they behave as they do. An employee normally has a higher level of
performance and satisfaction if his/her values agree with those of the organisation. Leaders may try and act in
such a way as to create positive attitudes towards work.
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Description of the seven driving forces
Individuals with Knowledge as a strong driving force are mainly interested in discovering, and looking for
facts and information. "It's a joy to know!" This type of individual is keen to adopt a rational approach and
usually disregards an object's beauty, practical use or economic value. Individuals with Knowledge as a
driving force want to observe and understand the context. He/she looks at reality through critical and
rational eyes..

Individuals with a strong Economic driving force have a keen interest in money. They are focused on that
which is profitable and want financial returns on investments made. Investments can refer to both time and
money. People with a strong Economic driving force strive for the security that financial assets brings. They
may have a need to outdo other people when it comes to financial and material assets. .

Individuals with Self-fulfilment as a strong driving force have a keen interest in personal development and
well-being. An individual with the Self-fulfilment driving force values environments that allow space for
creativity and innovation. Personal development can manifest itself in such a way that you want room to try
your own or other people's ideas. Inner reflection and feedback is a natural way of working. This means that
the individual appreciates environments that allow time and space for this..

Individuals with a strong Practical driving force appreciate hands-on creation and a sensible use of
resources. Producing and creating are key concepts in this driving force. Individuals with a Practical driving
force have an eye for things that could come in handy and be of practical use. They are often good with
their hands and have the ability to initiate, manage and complete projects. They are keen to show other
people what they have produced and created..

Individuals with Consideration as a strong driving force are interested in other people, their interaction and
well-being. They often come across as friendly, sympathetic and selfless. They are sometimes willing to
sacrifice their own personal gains (to earn money) if it turns out that a decision is or could be detrimental to
their fellow man. An individual with strong Consideration as their driving force can perceive people with
Power - Influence, Knowledge and Practical driving forces as indifferent and insensitive..

Individuals with Power - Influence as a strong driving force seek control and power. The need for control
can vary in nature, partly self-control but also control over other people. An individual with Power -
Influence as a strong driving force primarily seeks personal power, influence and fame. Understanding the
rules of the game and being well connected with influential people is often important. The driving force
can also manifest itself as wanting to have control over important decisions, and how and when resources
are to be used..

An individual with a Ethical - Moral driving force has a distinct sense of justice. This can manifest itself as a
desire to work in organisations with clear structures, rules and common standards and values. The primary
interest behind this driving force can be described as a desire to support the "powers of good" within the
organisation or society in general. Individuals with a strong Ethical - Moral driving force have an overriding
set of values for what is "right and wrong" that guides them..
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Your driving forces
Here you can see how you rank the different driving forces. You also get a percentage charge. The four strongest
(orange) are those that in your current life situation mainly drives your behaviour.
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Your strongest driving force: Economic
Individuals with a strong Economic driving force have a keen interest in money. They are focused on that
which is profitable and want financial returns on investments made. Investments can refer to both time and
money. People with a strong Economic driving force strive for the security that financial assets brings. They
may have a need to outdo other people when it comes to financial and material assets.

Standard marks denoting driving forces
effective when it comes to the management or use of both time and money

rarely or never leave anything to chance during a negotiation

seek discounts or competitive prices but are rarely willing to offer the same

Example of overuse of driving force
can in some cases get other people to feel indebted if they ask for help

can spend too much time finding "the best deal", which can lead to wasted time and suboptimisation

Situations or factors that can lead to discomfort or stress
when someone knowingly or unknowingly wastes time or money

when investments do not generate the planned yield or return

when the strongest driving forces are not fulfilled, the individual will show a certain lack of interest.

Important things you can convey to those around you which increase your motivation
take an interest in the results, outcome

be economic with time and money/investments

an attractive reward system

provide feedback that your investments are generating the expected returns

give you recognition for good use of resources
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Your second strongest driving force: Power - Influence
Individuals with Power - Influence as a strong driving force seek control and power. The need for control
can vary in nature, partly self-control but also control over other people. An individual with Power - Influence
as a strong driving force primarily seeks personal power, influence and fame. Understanding the rules of the
game and being well connected with influential people is often important. The driving force can also
manifest itself as wanting to have control over important decisions, and how and when resources are to be
used.

Standard marks denoting driving forces
use influential factors as a means of achieving success

look for opportunities for personal advancement

readily take a leading role when interacting with other people

thrive in a hierarchical power system with clear role allocation

Example of overuse of driving force
insensitive about how other people can perceive, for example, a decision

can take credit for other people's work

own personal success can be more important than the well-being of others

can in certain situations overestimate one's own position when it comes to authority and power

Situations or factors that can lead to discomfort or stress
decisions and/or orders from someone who does not have the correct authority

discussions that do not lead to anything

not being consulted in a decision process that affects your area of work

when the strongest driving forces are not fulfilled, the individual will show a certain lack of interest.

Important things you can convey to those around you which increase your motivation
highlight possible benefits for you on an issue

stick to the subject

be prepared to defend and stand up for their opinions

give you the authority and room for decision-making

that you receive challenges that lead to advancement and greater authority

allow you to get involved and be asked before decisions that affect you are made

career planning with a clear goal
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Your third strongest driving force: Self-fulfilment
Individuals with Self-fulf i lment as a strong driving force have a keen interest in personal development and
well-being. An individual with the Self-fulfilment driving force values environments that allow space for
creativity and innovation. Personal development can manifest itself in such a way that you want room to try
your own or other people's ideas. Inner reflection and feedback is a natural way of working. This means that
the individual appreciates environments that allow time and space for this.

Standard marks denoting driving forces
see the work as a way to fulfil themselves

expressive and communicative when it comes to innovation

can be compliant or evasive in situations that mean personal failure or discomfort

appreciate other people who express themselves creatively

Example of overuse of driving force
own personal development can happen at the expense of the task/bigger picture

ideas that are too broad and sweeping where risk assessment is weak

do not listen to the suggestions of those around them

Situations or factors that can lead to discomfort or stress
people who only value rationality and objectivity

perceived barriers to personal development

when those around them are critical of ideas or do not want to listen to them

when the strongest driving forces are not fulfilled, the individual will show a certain lack of interest.

Important things you can convey to those around you which increase your motivation
encourage your desire for personal development

see your proposed changes as a positive contribution to the business

understand that there is not an answer for everything and provide time for contemplation and reflection

that you get to work in an open and understanding environment where you can express yourself freely

provide you with access to training courses where you can continue your personal development
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Your fourth strongest driving force: Practical
Individuals with a strong Practical driving force appreciate hands-on creation and a sensible use of
resources. Producing and creating are key concepts in this driving force. Individuals with a Practical driving
force have an eye for things that could come in handy and be of practical use. They are often good with their
hands and have the ability to initiate, manage and complete projects. They are keen to show other people
what they have produced and created.

Standard marks denoting driving forces
are keen to plan a process according to their own practical experience

have a good ability to recognise the best way to use resources

can sometimes exceed financial limits during the planning and implementation of a project to achieve a
better and more sustainable result

Example of overuse of driving force
can act like a "slave driver" in order to make a project happen

can in certain situations allow functionality to take precedence over economy and design

the "I can manage" principle can be blatant

Situations or factors that can lead to discomfort or stress
when the project does not meet the set time frames

when the task turns out to be more difficult than planned and not enough resources are available

when other people do not consider a project to be successful despite the fact that it actual works

when the strongest driving forces are not fulfilled, the individual will show a certain lack of interest.

Important things you can convey to those around you which increase your motivation
appreciate and value results and functionality

allow you to participate with practical viewpoints when a project is being planned and implemented

not just value good investments in terms or money or kind

allow yourself to be part of the planning and implementation of projects and processes of a practical
character

show appreciation for and recognition of your experience and your practical skills
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Description of various combinations of driving forces

Economic/Self-fulfilment

making time for communal interaction and exchange of ideas is an investment in the future.

resources invested in giving people opportunities for development pays dividends as far as work is
concerned.

money gives freedom - self determination allows people to go on 'adventures'.

Self-fulfilment/Power - Influence

uses his influence to enable others to fulfil their personal potential.

likes to finish things off neatly.

it is important for leaders to set a good example.

Economic/Power - Influence

how one uses resources depends on what alliances one can create to obtain power and achieve
financial success.

both heroes and tyrants can have this combination, it all depends on their view of ethics and morals.

those who have money often have power, those who have power also determine the rules of the game.
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Red behavioural style with different driving forces
Economic Persons with a lot of red and a financial driving force are keen to ensure that what is

good for the company also provides financial rewards for him/her.

Power -
Influence

Persons with a lot of red and the power - influence driving force wants control over
their situation. They strive to obtain themselves a position within the organisation in
which they work, but also in society in general. He/she often has a large network of
influential people.

Self-fulfilment Persons with a lot of red and self-fulfilment as their driving force thrives with tasks that
challenge personal limitations. They may be an advocate for internal skills
development, both their own and other people's.

Practical Persons with a lot of red and a practical driving force often has a hands-on attitude to
problem solving. They relie on Their previous experience and is not afraid to do the
heavy lifting themselves.

Knowledge Persons with a lot of red are by nature driven and competitive. With knowledge as
their driving force, they are often somewhat of an expert, who in no uncertain terms
explains how everything is connected and how a problem is resolved. They often have
trouble accepting counterarguments.

Ethical - Moral Persons with a lot of red and an ethical/moral driving force retain their vigour and
determination. They can be enthusiastic and driven when it comes to ethical
behaviour and often work to ensure there is integrity in business deals. They may also
hold leading positions within politics and non-profit organisations.

Consideration The driving force consideration softens the dominant demeanour of persons with a lot
of red. Even if the person can still be perceived as dominant their intentions are often
well meant.

(White fields apply to your profile while gray fields does not apply.)
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Yellow behavioural style with different driving forces
Economic Persons with a lot of yellow and a financial driving force have a feel for the financial

rewards that their ideas can generate. They often use this as an argument to influence
other Persons to support their projects and are keen to see the project generate
personal gains.

Power -
Influence

Persons with a lot of yellow are by nature good communicators. With the power -
influence driving force they prefer to be where the decisions are being made. They
have an aptitude for building networks of influential people.

Self-fulfilment Persons with a lot of yellow and self-fulfilment as their driving force thrive in creative
environments where there is room for innovation and experimentation. Perhaps not
always focused on the fact that the experiment should also be financially viable or of
practical use.

Practical Persons with a lot of yellow and a practical diving force have an ability to find creative
solutions within existing resources. They often enjoy crafts and may have an artistic
streak. They are keen to show others their creations.

Knowledge Persons with a lot of yellow and knowledge as a driving force can be unusually
focused, well-informed and convincing when it comes to subjects that interest them.
They use knowledge to substantiate the ideas they want to convince other Persons of.

Ethical - Moral Persons with a lot of yellow and an ethical/moral driving force can be powerful
campaigners for justice and equality in organisations in which they work. They use
their good communication skills to substantiate their opinions.

Consideration The thoughtfulness driving force in persons with a lot of Yellow can manifest itself as
encouraging the team/department to celebrate their successes and highlighting good
performance. They are often the ones to remember birthdays and other anniversaries.

(White fields apply to your profile while gray fields does not apply.)
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Green behavioural style with different driving forces
Economic Persons with a lot of green and a financial driving force prefer to make well-considered

and safe investments. They are frugal with resources and think carefully about how
they can generate the best possible returns.

Power -
Influence

Persons with a lot of green and the power - influence driving force can make very
capable leaders. They are often consistent in their management methods and can be
very tenacious and persistent. They often make considerate decisions.

Self-fulfilment Persons with a lot of green and self-fulfilment as their driving force is often interested
in "the human aspect" of life. They can, for example, dedicate time to study circles and
positive mental health.

Practical Persons with a lot of green and a practical driving force often has a good ability to plan
and organise the work within their own team. They have an eye for the best possible
way to use resources, for example, in a project.

Knowledge Persons with a lot of green and knowledge as their driving force actively seek
information before they embrace new methods and techniques. They readily use their
knowledge to develop functioning methods and routines for their field of activity.

Ethical - Moral Persons with a lot of green and an ethical/moral driving force works to ensure all
employees are treated fairly. They can be the ones to actively pursue gender equality
issues.

Consideration Persons with a lot of green and thoughtfulness as driving force work well in a team.
They are reliable and helpful. They can often be active in relief and humanitarian
organisations.

(White fields apply to your profile while gray fields does not apply.)
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Blue behavioural style with different driving forces
Economic Persons with a lot of blue and a financial driving force carefully weigh the pros and

cons before making investments. They readily invest in quality products that last a long
time.

Power -
Influence

Persons with a lot of blue and the power - influence driving force are highly focused
on making sure that the work maintains a high quality standard. They can place very
high demands on their employees/colleagues.

Self-fulfilment Persons with a lot of blue and self-fulfilment as their driving force can be somewhat of
a perfectionist. They can dedicate a lot of time to developing, for example, a system to
perfection.

Practical Persons with a lot of blue and a practical driving force is often a methodical person,
who leaves nothing to chance. They have a good eye for how a resource can be used
appropriately and reliably.

Knowledge Persons with a lot of blue and knowledge as their driving force are often the real
experts within their field. They can present substantiated "evidence" for their opinions
and often ask critical questions.

Ethical - Moral Persons with a lot of blue and an ethical/moral driving force are acutely aware of rules
and regulations. They are keen to ensure that everyone lives up to high quality
standards and strive for honourable business deals.

Consideration Persons with a lot of blue and the thoughtfulness driving force readily reach out a
helping hand when someone needs it. It often manifests itself more in the form of
practical guidance rather than emotional support.

(White fields apply to your profile while gray fields does not apply.)
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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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