Are you a
Transactional or Transformational Leader?

So what'sthe difference? . . .

According to many authorities on leadership
there are "two fundamental types of leaders; the
transactional and the transformational leader.

Transactional leaders engage in an exchange
process with followers; 'If you do this, I'll give
you that'. Transformational |eadership, by
contrast, gets people to do far more than they
themselves expect they can do."

Transactional leadership is more contingent
upon rewards. There's a contract exchange of
rewards for tasks. There are promises of
rewards for good perfor
ments are recognized. T/
between the leader and

and purpose. Follo

problems that arise from the misunderstan
about leadership. Regardless of what type
leader you are, understanding the science of
leadership isimperative.

Everything rises or
falls on leadership!

Leadership is the backbone — the heart and
soul; the hands and feet that make things work
best. Without good |leadership, an organization
islike a ship without arudder. It'slike an
airplane without wings; or like an archer without
arrows. Transformational leadership ismore
than just leading.

Transformational |eadership isalifelong
process of "becoming” — of being transformed,
in order to transform others. It's not natural
traits enabling them to be better than others.
People learn and grow into more effective
leaders.

Lead 5/02

According to Bass and Stogdill, thereis
"devastating evidence" against the traits theory of
leadership. "A person does not become aleader
by virtue of the possession of some combination
of traits, but the pattern of personal characteris-
tics of the leader must bear some relevant
relationship to the characteristics, activities, and
goals of the followers."

Leaders are not born.
They are made!

Anyone can become aleader. That's what
Transformational Leadership isall about. Being
transformed by the renewing of your mind to
e what you were designed to be.
~aq g Transformational Leader begins

applying what help you identify
your style of leadership~-e Uniquely You
Questionnaire identifies your DISC personality
type. Simply adapt what you learn to leadership
from a Servant Leader perspective. The interpre-
tation and practical application throughout this
booklet will help you clearly see the relationship
between personality types and Transformational
Servant Leadership.

Hopefully this assessment will result in better
attitudes, improved relationships, and measurable
results. Identifying your DISC profile can be the
beginning of a new way of leading for you and
others.

It can make the difference in happiness and
sorrow . . . success and failurein life. This
profile can help you discover and develop the
unique leader within you!



Uniquely You Questionnaire

The Uniquely You Unigquely You Questionnaire Foous ___bome R ___wok  oaTe
Questionnaire | sa marate NAME Cmae [JFemae; ORGANIZATION
i i INSTRUCTIONS: Noticeeach group of wordsbelow. For each group, ask yourself which ML Example:
pagein the prOf ile. words are M OST and which words are L EAST likeyou. Do not choose what you want to be or (][] Playful, Fun-loving
: H what you want othersto think you are, but what you really are under pressure. Fill-in ONLY one i
A” our Combl naII on box inthe"M" column M OST likeyouandfill-inONLY oneboxinthe"L" columnLEAST like Q] Firm, Strong

you. All of thewordsor noneof them may or may not describeyou, but ONL Y choose ONE group ][] Critical thinker, Objective

PrOfI | €s Contai n the same of words. Noticeinthe"Example" how only onebox isfilled-in under the"M" and "L " columns. ] Gentle, Soft, Humble
questionnaire. VL ML ML
This sample of the 1. [J[]J Kind, Nice, Caring 33 ][] Smooth talker, Articulate 65, (][] Powerful, Unconquerable
R . 2. ][] Proper, Formal 34, ][] Loving, Sincere, Honest 66. [J[] Merry, Cheerful
questl Onn_al re shows the 3. [J[] Demanding, Asserting 35.[ ][] Persistent, Restless, Relentless 67. [ ][] Generous, Giving
Word Ch0| cesto dernon' 4. ][] Outgoing, Active 36.[ ][] Right, Correct 68. [ ][] Preparing, Researching

strate the simplicity of the

assessment. Many 37.[][] Positive, Optimistic 69, (][] Timid, Soft spoken

5. [ ][] Playful, Fun-lovi

- . 6. [1[] Firm, Strong S [ ][] Entertaining, Clowning 70. ][] Systematic, Follows plan
personal Ity prOfI les have 7 ][] Law-abiding, amp/ 71. [J[] Industrious, Hard working
four "oneword" choices. 8. [][] Gentle, Soft, Humble e 72. [ Smiling, Happy
Our queStI O_nnal resuse?2 - 9. [J[] Bold, Daring 73.[][] Inquisitive, questioning
3 word choices to make 10[][] Delightful, Pleasant 74.[J[] Tolerant, Patient
the assessment easer 11 ][] Loy, TrueBlue 43.[ ][] Admirable, Elegant 75.[ ][] Driving, Determined

Our qu%tl onnai re only 12 ][] Calculating, Analytical 44.[ ][] Winner, Competitive 76.[ ][] Dynamic, Impressing
takes around 10 minutes 13 ][] Conservative, Inflexible 45. ][] Joyful, Jovia 77. ][] Serving, Sacrificing
to Comp|ete and another 5 14 ][] Trusting, Gullible, Open 46.[ ][] Flexible, Adaptable, Agreeable | 78. [ ][] Sharp, Appealing

. 15[ ][] Peaceful, Calm 47.[ ][] Ambitious, Goes for it 79. ][] Direct, To the point
minutes to graph 16.[ ][] Convinced, Cocky 48.[ ][] Deep, Intense 80. [ ][] Original, Creative

Plotting Two DISC Graphs

Name Date Phone

: : "M "L
Plotting Instructions Graph 1 @ Graph 2

"This is expected of me" "This is me"

First complete your Uniquely You Questionnaire. Follow the
@ INSTRUCTIONS. Once you have completed your Uniquely You D | S C D I S C
Questionnaire and plotted your profile, you can then continue on thispage. 0

0 o | 0

Once you have counted the total number of
Ds, I's, Ss, and Cs and recorded them in the
TOTAL BOXES, use those specific numbers to
plotaGraphs 1 and 2 on this page.

"M" numbers should be plotted on the "M"
(Graph 1) and " L" numbers should be plotted on
the"L" (Graph 2).

EXAMPLE: TOTAL BOXES
D I S C
[0 [ 3]10]6]

Record resultsfrom TOTAL BOXES.
D | S C D | S C

Note: Once you have plotted your graphs, stop thinking of them in terms of Most and Least. Graph 1isNOT the Most you and Graph 2 isNOT the Least you.
The"B"sinyour Total Boxes are "blanks' and are not plotted, because they are only "norm factors." They are designed for vaidating your profile.
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Interpretation . .

Be sure to first complete the Uniquely 9ou Questionnaire.
Follow theinstructionsat thetop of thepage. Onceyou profileyour
two graphs, then study this page to learn more.

You have a predictable pattern of behavior because you have a
specific personality. Therearefour basic personality types. These
types, also known as temperaments, blend together to determine

your unique personality. To help you understand why you often
feel, think and act the way you do, the following graphic summa-

rizes the Four Temperament Model of Human Behavior.

Active/ Task-oriented

" D" — Dominating, directing,
driving, demanding,
determined, decisive, doing.

Task
Passive/ Task-oriented

" C" — Cautious, competent,
calculating, compliant,
careful, contemplative.

"D" BEHAVIOR (Active/ Task-oriented)

Also known as " Choleric" and "Lions"
Descriptions: Dominant, Direct, Demanding, Decisive
Basic Motivation: Challenge and Control

Desires: « Freedom from control « Authority « Varied Activities
« Difficult Assignments « Opportunities for Advancement
» Choices, rather than ultimatums

Responds Best To Leader or Follower
answers ¢ Sticks to task « Gets to the point « Provides
Allows freedom for personal accomplishments

Needs To Learn: «You need people » Relaxation is not acrime
« Some controls are needed ¢ Everyone has a boss » Self-control is
most important « To focus on finishing well isimportant

« Sensitivity to people's feglingsis wise.

Active / Outgoing

Passive/Reserved

Active/ People-oriented

| — Inspiring, influencing,
inducing, impressing,
interactive, interested in people.

People
Passive / People-oriented

" S' — Steady, stable, shy,
security-oriented, servant,
submissive, specialist.

"1" BEHAVIOR (Active/ People-oriented)

Also known as " Sanguine" and "Otters"

Descriptions: Inspiring, Influencing, Impressing, Inducing
Basic Motivation: Recognition and Approval

Desires: « Prestige « Friendly relationships  Freedom from
details » Opportunities to help others « Opportunities to motivate
others« Chance to verbalize ideas

Responds Best To or Follower Leader Who: -« Isfair and

must be managed ¢ Deadlines are
important « ToO mism can be dangerous  Being
responsible is more important than being popular « Listening better
will improve one's influence.

"C" BEHAVIOR (Passive/ Task-oriented)

Also known as "Melancholy" and "Beavers"
Descriptions: Competent, Compliant, Cautious, Calculating
Basic Motivation: Quality and Correctness

Desires. « Clearly defined tasks » Details » Limited risks
 Assignments that require precision and planning ¢ Time to think

Responds Best To Leader or Follower Who: - Provides
reassurance « Spells out detailed operating procedures « Provides
resources to do task correctly « Listens to suggestions

Needs To Learn: - Total support is not always possible

* Thorough explanation is not everything « Deadlines must be met
» More optimism will lead to greater success.
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"S' BEHAVIOR (Passive/ People-oriented)

Also known as "Phlegmatic" and "Golden Retrievers'
Descriptions; Submissive, Steady, Sable, Security-oriented
Basic Motivation: Stability and Support

Desires. « Anareaof specialization « Identification with agroup
« Established work patterns « Security of situation « Consistent
familiar environment

RespondsBest To or Follower Leader Who: «Isrelaxed and
friendly « Allowstime to adjust to changes » Allows to work at own
pace * Gives personal support

Needs To Learn: « Change provides opportunity » Friendship
isn't everything « Discipline is good « Boldness and taking risks
are sometimes necessary.



Sample
Understanding The Two Graphs "How To Read"

and
n ,
derstand how each feels, thinksand acts. Thereisno bad Understandin
;pof?Ire.anEacﬁvére;h Zerff,ig dentifies asiec??ii wayertilesggrson Example of Graph 1 9
looks at life. D I s C The Two
Gaprhs”

Pages

Two graphsareidentified for each person. They will helpyou

GRAPH 1: “ Thisisexpected of me” istheresponseto how the
person feels and thinks people expect him or her to behave. The
person istelling you, "Thisis how | feel you want me to be" or "I
think you want me to act like this."

People understand early in life that t
unacceptable actions. Everyoneisinflu
and feelings.

GRAPH 2: “ Thisisme” istheper
she feels and thinks under pressure—h
and thinks inside. The person is rev
naturally respond when he or she do
expected of him or her — usually und

Everyoneisborn with anatural b
and peers, plus our environment gr
personalities into predictable pattern,

If GRAPHS 1 and 2 are aik
personality will be easier. If the
person may be struggling with an
of him or her and how he or sher
may be very consistent with wh
her. Having two different graphs
many people. It can also show

The examples show a "D/I
GRAPH 2. Thispersonisrey,
want him or her to be more dol
isn't that type. This person
security oriented thanwhat h

To understand how to
plotting point under the DI

Every point in the upp
in the middle third is mi
considered low.

The higher the plot
describes the person's
understand how to apply

These pages are Your profijg .
specifically IS Thej
designed to

have you

explain the

two graphs.
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DISCOVERING YOUR BEHAVIORAL BLEND

There are four basic personality types known as D,1,S and C behavior. Everyoneis ablend or combination of these four
temperaments. Notypeisbetter than the other. No one hasabad personality. Themost important factor iswhat you do with your
personality. Don't let your personality control you, instead learn how to control your personality.

To help you discover more about your specific behavioral style, there are 21 Behavioral Blends. One or two Behavior al
Blendswill best describeyou. Few peoplearepure D, I, Sor C types. M ost everyoneisacombination of thefour types. Remember,

it doesn't matter what personality you have, as much as what you do with it.

(Continue instructions next page.)

sweet and sincere opportunities to help others.

_ DI SC D/I: DRIVING INFLUENCERS DI S C
D: DETERMINED DOERS YL bottom i e Th hlik
" D" s are dominant and demanding. They win at all S are bottom fine peopie. 1 ey areé much 11xe
Dynamic Influencers. They are alittle more deter-
costs. They do not care as much about what people mined and less inspirational, but they are strong
think as they care about getting the job done. Their doersand abletoinduce othersto follow They need
insensitivity to felings makesthem too strong. They to be more cautious and careful, as well as more
are greet at developing things, but they need to im- steady and stable. They get involved in a lot of
provetheir ability to dothingscorrectly. Their strong projectsat the sametime They need to focus on one
will should be disciplined to prepare and think more thing at atime and Slow down. Thev are motivated
accuraely about what they are doing. They are b og ortunitiesto accomplish re:tytasksthrou ha
motivated by serious challenges to accomplish tasks. | gt o?%eopl e pliishg 9
I: INSPIRATIONAL INFLUENCERS DI SC OERS DI SC
"I1"s are impressive people. They are extremely \They lovelargegroups.
activeand excited individuals. Approval isimportant ily influence people
to them. They can have lots of friendsif they do not f recognition. They .)
overdo their need for attention. They can be sensitive D-\g;o\' ch. They jumpinto
and emotional. They need to be more interested o ne AW rough. They needto
othersand willing tolisten. They donotlj p\e eac,\\«\ still. They should alsobemore
unlessit makesthem look good. 1S\S 2 nel el o\ Cautious. They aremotivated by exciting
topleasethecrowd. They areent T s “\‘oe\l ortunities to do difficult things. If not careful,
to control their feelings and th \end pd o geC they will do things to please the crowd and get
They often outshine others and >) \‘(\a\‘o themselves into trouble in the process. They make
recognition. pages inspiring leaders and determined individuals.
— DI SC S/l: STEADY INFLUENCERS DI SC
S: STEADY SPECIALISTS " S/I" sare sensitive and inspirational. They accept
"S's are stable and shy types. They do not like and represent otherswell. They havelots of friends
changes. They enjoy pleasing people and can consis- becausethey aretolerant and forgiving. They do not
tently do the same job. Secure, non-threatening sur- hurt people's feelings and can be very influential.
roundings are important to them. They make the best They needto bemoretask-oriented. They mustlearn
friends because they are so forgiving. Other people tofinishtheir work and doit well. They liketotalk,
sometimes take advantage of them. They need to be but should pay more attention to instructions. They
stronger and learn how to say, “ No” to afriend who would be moreinfluential if they were more aggres-
wants them to do wrong. Talking in front of large sive and careful. They are kind and considerate.
crowds is difficult for them. They are motivated by Motivated by opportunities to share and shine, they
induce others to follow.
C

C: CAUTIOUS COMPETENT TYPES DI SC C/S: COMPETENT SPECIALISTS DI S
"C"sarelogica and analytical. Their predominant " C/S's tend toalwaysberight. They liketodoone
drive is careful, calculating, compliant and correct thing at atime and do it right the first time. Their
behavior. When frustrated, they can over do it or be steady and stable approach to things makes them
the exact opposite. They need answers and opportuni- sensitive. They tend to be reserved and cautious.
ties to reach their potential. They tend not to care They are consistent and careful, but seldom take
about the feelings of others. They can be critical and risksor try new things. They do not like speaking to
crabby. They prefer quality and reject phoninessin largecrowds, but will work hard behind thescenesto
others. They aremotivated by explanationsand projects help groups stay on track. They are motivated by
that stimulate their thinking. og:;ilortunltles to serve others and to do things cor-

rectly.
I/D/S: INSPIRING DRIVING SUBMISSIVE DI SC D/1/C: DOMINANT INSPIRING CAUTIOUS Dl SC
"1/D/S" s are impressing, demanding and stabilizing "D/I/C" s are demanding, impressing and competent.
at the same time. They are not as cautious and They tend to be more task-oriented, but can be people-
calculating as those with more "C" tendencies. They oriented before crowds. They need to increase their
are more active than passive. But they aso have sensitivity and softness. They don't mind change. Ac-
sensitivity and steadiness. They may seemto be more tiveand outgoing, they are a so compliant and cautious.
people-oriented, but can be dominant and decisivein They like to do things correctly, while driving and
their task-orientation. They need to be more contem- influencing others to follow. Their verbal skills com-
plativeand conservative. Detailsdon't seem asimpor- binewiththeir determinationand competencetoachieve.

tant as taking charge and working with people.
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Security is not as important as accomplishment and
looking good.




Practical Application

High"D"s

» They need challenges and choices.

» They don't like to be told what to do. They want to be their
own bosses.

 Controlling themselves is most important. Desiring to
control others, "D"s need to guard their feelings.

» Since"D"stest and challenge authority, they need
to learn that everyone has aboss. If not, they will push
othersto the limit.

Instead of telling "D" sto complete a task immediately,
give them the choice between compl eting the task now or by
acertaintime. They will usually choose the latter, but they
at least have the choice.

High"1"s

» They need lots of recognition, approval and stroking.

» They liketo talk and get attention. Being quiet is difficult
for them.

» Give them opportunities to express themselves.

» Don't put them down for their desire to entertain.

» Encourage them to control their excitement and share the
limelight with others.

"I"s need to learn they will have more friends when they
make otherslook good. Praise them when they do well.
Emphasize how their poor behavior makes them ook bad,
when they under-achieve. They especially need to guard
against pleasing everyone.

High"C"s
» They liketo do thingsright. Fi

» Don't push them to always do better. They may get
frustrated and give up.

» Encourage them to improve their people skills. They need
to learn to be more sociable.

« Answer their questions and explain the "whys of life."

Provide these types with happy and positive atmospheres.
They tend to be naturally pessimistic and moody. Joyful and
uplifting music around the home or office can be very
encouraging. Avoid being constantly negative and critical,
especially with these personalitiy types.

High"S's

» They desire steady and stable environments. Changeis

“icult. Givethem timeto adjust.

pect them to accept risks or try new things. They

raditional roles.

ult assignments and enthusiastic challenges are not
effective. Friendly and sweet appeals are best.

» Encourage "S'sto be more outgoing and assertive, so
that they won't be taken advantage.

"S's natural submission causes othersto take advantage
of them. "S'sneed to learn how to control their reluctance
to be bold and assertive. Saying "no" can be frightening, yet
powerful. Taking chances and risks to take charge can be
very rewarding.

"D" Behavior —

Under Pressure:
Becomes dictatorial, domineering, demanding, angry,
intense, forceful, direct, bossy.
Sources of Irritation:
Weakness, indecisiveness, laziness, Lack
plan, purpose, direction, authority, con
NeedsTo:
Back-off, seek peace, relax, think before reacting,
self, be — patient, loving, friendly, loyal, kind, sensitive.

Stress Management

"1" Behavior —

Under Pressure
Becomes hyper, overly optimistic, immature, emotional,
irrational, silly, wordy, selfish.
Sources of Irritation:
Disinterest, slowness, pessimism, details, time restraints,

t the cost, control emotions, be —humble,
ined, punctual, careful with words

"C" Behavior —

Under Pressure:
Becomes moodly, critical, contemplative, negative, worri-
some.
Sources of Irritation:
Incompetence, disorganization, foolishness, dishonesty,
inaccuracy, wastefulness, inconsistency, blind faith.
NeedsTo:
Loosen-up, communicate, be —joyful, positive, tolerant,
compromising, open, trusting, enthusiastic.

"S' Behavior —
Under Pressure:
Becomes subservient, insecure, fearful, weak-willed,
withdrawn, sympathizes, sucker.
Sources of Irritation:
Pushiness, instability, inflexibility, anger, disloyalty,
insensitivity, pride, discrimination, unfairness.
NeedsTo:
Be — strong, courageous, challenging, aggressive,
assertive, confrontational, enthusiastic, outgoing.
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Leadership Insights

Most everyonerespondsto life's challenges and choices according to hisor her personality.
Therefore, individualswho relate to others must be personality wise.

For example, High"'S" leaders should not engage High
"D" followers insmall talk. "D"sprefer leaderswho get-to-
the-point. They want "bottom line" answers. They respond
best to those who are not going to waste their time.

Onthe other hand, High "S' followersfeel comfortable
with leaderswho are systematic, slower, and steady intheir
approaches. "S's don't like fast talking, quick pace re-
sponses. "S'srespond best to stable and sensitive leaders.

Leader Styles

The following describes different leadership styles.
People tend to lead according to their personalties, rather
than adapt to the styles of others.

Follower Styles

People also follow according to their personalities.
Identifying individual followers' styles make leaders more
effective.

"D" Leaders—

"D"sare take control and bein chargetypes. They
don't like people telling them what to do. "D" leaders can
be too pushy and forceful. They need to control their direct
and demanding approach to management. They make
better leaders when they learn to slow down, be gentle, and
not so demanding of others.

I~

"D" Followers—

"D"s respect strong leaders. They want to be part of a
winning team. They follow with power and authority in
mind. They wonder, "Will this action make me more
respected and / or get the job done?" "D" followers need
choices, rather than "get-in or get-out" ultimatums. They
need opportunities to do their own thing.

"1" Leaders — N, "1" Followers—

"I"sare inspiring and enthusiastic ; eWLEAD "I"sfollow with their hearts. They tend to be impulsive
and influence others. Naturally great g E/?SH / lowers. They want opportunities that will make them
to talk too much. "I" leaders need to listen mor edser,/an R "I" followerstalk alot. They make great first
so sengitive to rejection. They are the most impressive (L ir high egos and ability to persuade often

positive leaders. "I"slove crowds, but need to be interested
inindividuals.

e leadersin order to rise to thetop. Some-
know who's leading whom.

"S' Leaders —

"S's are the sweet, steady and stable leaders. They
seldom demand anything. They are friendly and loyal, but
tend to be too nice. They need to be more aggressive and
assertive. Overly sensitive to their shortcomings, "S's heed
to be more confident. They hate to take risks. They often
mi ss opportunities because of their caution. Reliable and
relaxed, they are more reserved.

"S" Followers—

"S' followers don't make quick decisions. They like
leaders who are understanding and gentle. They want to
establish arelationship with aleader who will be around for
along time. "S's are concerned about service and stability.
When it comes to sensible and slow judgment, "S" followers
feel right at home. They like familiar and low-key environ-
ments.

"C" Leaders —

"C"s are competent and compliant. They go by the
book and want to do everything just right. They are
thorough and detail-oriented, but tend to be too informative.
"C"s need to be more positive and enthusiastic. They
answer questions people aren't asking. When optimistic,
"C"sare extremely influential. They should not concentrate
on problems, but focus on potentials.

"C" Followers—

"C"sare"Consumer Report" type followers. They
analyze each decision. They love research and develop-
ment. "C"sare quality oriented followers. They don't like
quick or costly decisions. Picky and precise, they follow
with their minds, rather than hearts. "C"s seldom respond
positively at first. They often want time to think about their
decisions. Once convinced, they follow best.

The most effective Leader isthe blended
Servant Leader. Thesetype individualslearn how to
adapt and become "all thingsto all men." They understand
that everyone is often motivated by their specific personality.
They guard their strengths from overuses, and improve/
perfect (2 Cor. 12:9-10) their "uniquenesses / weaknesses."

Blended Servant Leaders allow the Holy Spirit to control
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their drives, passions, and willsin order to motivate others
more wisely. Servant Leaders are Transformational Leaders
who raise people up to follow on a higher plain. Anyone can
be a Servant Leader. Y our giftedness and "DISC" personality
typeis not most important. It's your relationship with God and
others that makes the difference. God doesn't always call the
qualified, but He always qualifies the called!



DISC Learning Styles

Accordi ngtoCynthiaTobias book, THEWAYTHEYLEARN,
therearefour basiclearning styles: Concrete, Abstract, Sequential,
and Random. There are also three ways we remember. She adds,
"Learning stylesresearchersWalter Barbeand Raymond Swassing
present three modes of sensory perception (ways of remembering)
that we all usein varying degrees." These "modalities” (auditory,
visual, and kinesthetic) affect everyone's learning styles.

Every leader should discover their auditory, visual, or kines-
thetic/ feeling stylesin order to hel p communicate better with their
followers and fellow leaders. It is not aways their follower's fault
when things are misunderstood. It is every leader's responsibility
to work with others to know how they learn best.

Every leader should also know and understand how these
learning styles respond. Adapting one's presenting style to the
learning style of others will often determine the success or failure
of arelationship.

It isnot always the responsibility of the follower to adapt his
or her learning style to that of the leader. Followers and leaders
must both control their communicating and learning stylesin order
to have the best results possible.

Understanding how your DISC personalities affect learning
styles can help guard your strengths and avoid your weaknesses.
Study the insights below to improve your communicating and
learning.

Always remember, you are the only one who can control
yourself todoright. Don't expect or depend on anyoneelseto give
you the determination to respond appropriately. Learn to control
your personality, rather than letting your personality control you.
Takecommand of your feelingsand thinking, rather than expecting
others to change on your behalf.

Become amore effective Transformational Leader by adapt-
ing your leading style to the learning style of others.

"D" Behavior —

Auditory Learner: LISTENS best to challenges and
straightforward communication. Wantsto hear bottom-line
and summarized facts. Doesn't like to listen to long drawn-
out stories. Respondsbest to seriousand hard-hitting points.
Pays most attention whenlessonsaredir

Visual Learner: Wants to SEE pr

“I" Behavior —

Auditory Learner: LISTENSbest to exciting and enthu-
siastic communication. Desires to hear expressions and
wor d-pictures that make lessons come alive. Needs to hear
influencing and impressive learning that communi cates op-
timism. Hears the lesson best through humorous stories.

Visual Learner: Wantsto SEE the lesson through drama

Responds best to action-packed visuals: NG sr lay. Desiresto participate by acting out or visualiz-
lessons are animated or shown, as oppo S YL n. Learnsbest when abletopicturehimor herself

Kinesthetic L earner: Wantsto FEEL in control of learn-
ing. Desiresstrong emotion-packed, asopposedto sensitive
or silly type presentations. Responds best to authority who
makes him or her relate personally to the learning.

n. Looks for images that explain the lesson.

etic Learner: Wantsto FEEL part of the lesson.
Desires an emotional tie with the presenter and point of the
lesson. Learnsbest in a group where hisor her feelings can
be expressed. Needs heartfelt communication.

"C" Behavior —

Auditory Learner: LISTENS best to clear and precise
words. Desiresto hear lessonsthat explainwhy, what, when,
and how. Wantsto hear competent and accurate communi-
cation. Isnot asinterested in the drama, but in hearing the
facts. Learns best with thorough explanation.

Visual Learner: Wantsto SEE the lesson, as opposed to
just hearing about it. Desires visualization of the facts.
Learnsbest when presented with investigated lessons. Needs
to have pictures and charts drawn that explain the lesson.

Kinesthetic Learner: Wantsto FEEL thelessonisclear
andunder standable. Lear nsbest when communicatedthrough
rational and emotional means. Desires balance between
facts and feelings. Wants to learn through heartfelt, yet

intellectual presentations. Needsto feel thelessonislogical.

"S" Behavior —

Auditory Learner: LISTENS best to sweet and soft
presentations. Doesn't likestrong or fast-paced communica-
tion. Responds best to supportive and security-oriented
words. Desiresto hear lessonsin a small group. Wants to
hear words that make the lesson kind, nice, and caring.

Visual L ear ner: Wantsto SEE thelessonlived-out through
thelifeof the presenter. Learnsbest by visualizing thelesson
as part of a small group, rather than having to be up front
presenting. Desires steady and stable visual environments.

Kinesthetic Learner: Wantsto FEEL comfortable and
secureasheor shelearns. Responds best to status-quo type
learning, without surprises or challenges. Desires that
everyoneislearning harmoniously and together asa family.
Needsto feel the lesson in a personal and private way.
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Neurolinguistic Programing

N eurolinguistic Programing (NLP) is the unique way our
minds often process what we say and hear. The following
insights are simple observations of how people verbally share
their thoughts, plus how people perceive what they hear.

Everyone processes what they experience through their
unique senses. Thereisno normal right or wrong way of
processing what we hear. Some leaders can intuitively “read
between the lines” of those who are silently hurting, while other
leaders are better able to say just the right words at the right time.

The problem is that we tend to lean toward and be con-
trolled by our specific NLP. Under pressure and stress we lean
toward our strengths, because that’ s where we are most comfort-
able and confident. But the overuse of a strength can become an
abuse and the best thing about us can become the worst.

By identifying and understanding our NLP from a DISC
personality perspective, we can guard our strengths and avoid our
weaknesses (uniquenesses) while communicating to others. We

can consciously use the most effective words to influence others.
We can aso be aware of the words others may use that best
influence us.

So when you speak to an individual or agroup, keep in mind
that people listen through their NLP. Y ou will also have the
natural tendency to share through your NLP. Therefore, consider
the words you use. Adapt your presentation to the person you are
trying to communicate with to fit their NLP. Also when speaking
to agroup of people, be sure to add the words and phrases with
which everyone can identify.

For example, when making an appeal to a group you may
want to say something like this as you close: “ | challenge you to
takethisrisk” ; and “ people will see and take note of your
wisdom” ; and “ | want to sincerely encourage you to make this
decision” ; and “doesn’t this decision make senses?’

Also keep in mind thereisalot of “ junk” associated with
human behavior science. Choose what you use carefully.

"D" Types —

Listen for and often use
thefollowing words or phrases:

Words: Challenge, power, powerful, big, better, results,
bottom-line, win, work, change, strong, stronger, stand,
direct, definite, demand, decisiveness, deviance, now

Phrases: If it doesn’t work, let's
get-in or get-out; lead, follow, or

take a stand; stand in the gap; giveit to me straight; don’t
beat around the bush; | demand; I’ m determined; I’ ve
decided; now isthetime; let’s not wait any longer

"I" Types —

Listen for and often use
the following words or phrases:

Words: Exciting, enthusiasm, fun, feel, joy, joyful,
positive, inspiring, impressive, interesting, fantastic, wow,
awesome, wonderful, phenomenal, thrilling, sensational

Phrases. Isn't this exciting or fun; I’'m so excited; let’s be
enthusiastic; let’s all do it together; | really care about
.| feel your pain; something good is going to happen; |

u this story; let meillustrate this;

ly like this; can you believe this; watch
onal; I'moverwhelmed; I'm elated; |
help you

me,
sincerely wal

"C" Types —

Listen for and often use
thefollowing words or phrases:

Words: Think, analyze, reason, evaluate, investigate,
comprehend, understand, plan, contingency, process, due-
diligence, organize; explain, cautious, careful, conscien-
tious, consider, contemplate, study, research

Phrases: Theintelligent thing to do; it's the reasonable
thing to do; | don’t understand; please explain; let’s think
about this; | need time to think; doesn’t this make sense;
let’ s process this; we need a backup plan; let’s work our
plan and plan our work; we need to work smarter; we
need to be more organized; | can’t stand disorganization;
let’s be more careful; let’slook further; | don't like quick
decisions; | hate sloppy work; figureit out

Lead 5/02
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"S" Types —

Listen for and often use
the following words or phrases:

Words: Caring, nice, kind, sensitive, sweet, soft, tender,
loving, belonging, family, tradition, steady, stable, secu-
rity, serving, servant, teamwork, unity, calm

Phrases: | really care about you; let's not hurt anyone;
we need to be more sensitive; how will this affect our
family; doesn’t anyone care; | don't like change just for
change sake; let'stake it slow; | don’t like instability or
insecurity; | like stable and steady situations; people are
more important than things; hisor her feelingsreally
matter; how can we help that person; let's work together;
together we can; we'rein thistogether; let's me help you;
I'mnot surel can do that; | really don't feel comfortable



Leadership Reflection

Contrast your personal DISC

on pages 3 - 6 with different

personal profileto that of your roll
asaleader. Study the differences

profile to your leadership role. distinguishable marks. Then |
Transpose your graphs from page 6 to transpose your new |leadership roll and develop strategies to adapt
the two graphs below. profile on top of your personal your personal profile to your roll as
Then redo your UY Questionnaire profile below. Now contrast your aleader.
Sample Graph 1 Graph 2

DI S C D |

S C DI S C

A

*
*
*

]

.

Example above: The person with the solid line
hasa"D/I" personal profile, while hisor her
leadership roll with a dotted line call
type. One profileisnot better than t
profiles have their strengths and "u
improve your effectivenessasal
differences between the two profiles.

L eaders often struggle because their personal
profiles don’t match their leadership rolls. If the
solid lineisyour personal profile, you may be more
decisive or need to be in charge. But your leader-
ship roll may know that total freedom is not pos-
sible. Y ou must adapt your personal profile to your
leadership roll profile.

But your "D/I" personal profile may be exactly
what your leadership roll requires. The"D/I" may
want to do hisor her own thing, whilethe S/ Crall
as aleader may want to be more cautious. The
"D/1" profile wants to be more aggressive, while the
"S/C" roll as aleader needs to be more reserved.

The"S/C" leadership roll needs to be more
assertivein order to control your "D/I" natural
drives. The"S/C" roll as aleader aso needsto be
aware of the "D/I" personal profile needs more
opportunity to "run with the ball." Thispersonisa

d, "D/1" rolls as leaders must
esfirst, if they want to control their
followers. " leadership rolls must always
remember certain personalities are control-oriented
and need to be instantly addressed. Followers will
gain more freedom and responsibility when they
learn to obey, rather than resist strong "D" type
leaders.

Notice all D,I,S, and C differencesin your con-
trasting graphs above in respect to your roll asa
leader and your personal profile. Concentrate on all
the DISC letters. Evaluate each letter with your
specific roll asaleader in mind.

To improve your leadership skills, study the
Leadership I ntensity Factors on the next page.

Lead 5/02
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Leadership Intensity Factors

Becoming the most effective leader for a specific task will obviously
make a difference between success and failure as aleader. Adapting your
personal profile to aspecific roll isimperative. The following are examples
and explanations of how to adapt your natural personality type, to your roll
as aBlended (DISC) Servant Leader.

Stress occursin every job. Thelevel of pressure can be directly related
to your personality in relations to your demands as aleader. In other words,
aggressive leaders can cause more stress to the passive and reserved type
followers. "D" and "I" type personalities are more suited to active type
leaders, but must learn to adapt to the more passive type followers.

At the sametime, 'S" leaders can also be successful as they control
their natural reluctance; and discipline themselves to be more outgoing.
Their style will be "steady, stable and sensitive," emphasizing service and
security (trust) as they lead others whether they are active or passive types.

The following are three common opposite
types. Seeif oneof theseislikeyour L eader -
ship Reflections on page 16 of this booklet.

Graph A comparesaHigh "I" individua to aHigh"S' roll. "I"sare
active/people-oriented personalities. They make great leaders. "I"stend
not to like detail. They need to work on time management and call for
commitments. They don’t like to pressure people.

If an"1" weretohavean"S" typeroll asaleader, he or she may become
frustrated and bored. "1"sneed to be active, working with large groups of
people. They lovetoexpressthemselves. "1"sneed opportunitiesto shine,
while"S' rolls may require working behind the scenes.

Graph B comparesaHigh"D/C" eetoaHigh"1/S'roll."D/C"s

aretask-oriented. They lovethed [ &4 leting adifficult task
and getting it done right. "D/C} DE,L?SH ~a_ They prefer
telling people what to do and m P

T,
//VS/GE/V
"D/C"smake good managersasleaders, but n ~H
sensitive and encouraging to those who work under them:

require more socia skills.

Graph C comparesaHigh"I/S/C" individua toaHigh"D" roll. An"1/
S/IC" leader will like to deal with the public and is concerned about the
details. "D" rolls desire not getting bogged down with details or having
to socialize. "D" rolls aso require athick skin and decisive leader.

"1/S/C"swho have learned to be more " shakersand movers' can handle
theroll, but may struggle with strong-willed and demanding people. "D"
rolls may need someone less tolerant and compromising.

A.

DISC

"1" RelatingTo" S" Roall

« "|"s are outgoing,

/

i

while"S" rolls need
steady responses.

*"|"s are more optimis-
tic, while"S" rolls
need sensibility.

i

\
0

*"S" rollsrequire
caution, not risks.

*"|I"slovetotalk;"S"
rolls may require
better listening skills.

B. "D/C" Relating To"1/S" Roll
DISC

* "D/C"s are task-

o

oriented; while"1/S"
rolls require people
skills.

« "D/C"swant to get

theroll done, while
"I/S" jobs need more
sensitivity.

*"|/S" rollsfocus on
more service than
"D/C"s may prefer.

Summary

Thehigher theindividual's DI SC personality typeis, in contrast to what their
roll asaleader is, the greater the potential for making amistake. For example,
if you area"C" type personality in theroll as aleader that requiresalot of "I"
type, you may betoo reserved. Butif youare a"C" typetrying tolead agroup
of "I"s, that’ swhat they need, but you must adapt your styleto be more excited.
"|"sprefer someonetotakecareof thedetailsand paper work. But"1"salsoneed
someone positive and encouraging. Y ou must decide which factors are most
essential and become “all thingsto all people.”
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"1/S/IC" Relating To" D" Rall

DISC

« "|/S/IC"s are not

(

%

dominant.

* They prefer socializa-
tion and competence
intheir roll.

«"D" rollsrequire

O—
A

aggressive and
assertive behavior.
«"|/S/IC"sdo well with
people and tasks, but
tend not to be drivers.

To learn more about the different
composite personality types or specific
insights about your personality blend,

be sure to study Discovering
Your Behavior Blend and
Practical Application.



PERSONAL INSIGHTS

The following questions are designed for you to understand
how 21 Behavioral Blends can improve their effectiveness as
leaders. Be sure to first identify the individual’s personality
profile. Once heor she hascompleted their two graphs, then find
themost similar graphson thesetwo pages(18 & 19). Thegraphs
may not be exactly alike. Look for the configurations that are
most similar to both graphs.

Focus on the questionsdesignated for each graph. Makenote
of any possible conflicts between their profile and typical behav-
ior youmay see. Don't usethis assessment asajudgment against
anyone. You may also want to ask other questions listed for
similar profiles relating to the person’s highest plotting points.

(Continue instructions on next page)

D: DETERMINED DOERS
* How well do you work under authority? Ex|
« How do the feelings of others affect your
decision-making?

« Do you relate well to people and why or
« How do you resolve conflicts with peopl
« How do you motivate people to be prod
* What are your long-range plans?

« What do you think about quality versu
* How do you guard against dominating

"1: INSPIRATIONAL INFL

« How punctual are you and how do
against poor time management?

« How do you feel about paperwor
written reports?

* How do you deal with rejection?,

« How much do you research and
beginning a project?

* How do you avoid aways win

« How good are your listening

* What would you do if someol
something you did?

S: STEADY SPECIA

* How do you deal with col

« Could you fire someone
friend?

* How would you handle
fellow employee?

* How excited can you g

« What would you do if
wasn't right?

* How aggressive can

* What would the last,

C: cAUTIOUf 0
« What do you thi * Ho,

half way? How * Wh

Nere U 4 >

* How well do yo f do in in
‘oojacanyl e e e,

conflicts with * Givg ano“/d you%e'”ﬁ e;?g e@g the .OPS?
* How well can Planp,; ! &amy,-'INite D Qopa! Proen 257

supervisor? . How?’ g 3 5 '€ of hovf aj W"e? Scting

y I
+ How areyo . SPecifi Woug /3 Brojec O woy"Ment
Wha 1C S0 i 2 Y0U g 1L 9%
* How would hen js ltions ' 901in aboy
N%er 4 ur
has a probl @pr()p,- thor
//C/ Taten a
- TINSpy

1/D/S: IN oy P Ring
* How do W g, PECY OMp,
Howdd aenay/ o LISTS " ETENT

detail " Whe Mfger Who fvé’o"’d Lio do Ungppe.:
* When + omegp, Ul J’Oudn-ot doin COnfrOnt ling jop
aw) e o R et

extre on, ressi Vi job r;
«Ho . How%g” limg z;w%?gj‘gure/y wro old Vo 9ht>

woy Youo P Yoy dayy /?a/fn. hUbe ng?> 0 do
oW With [/ [‘%d gettj

g ST, A0y MMD0py 9 o

g Pl
.. VHVO%I b ) doﬁﬁ,'t i ke
h U -
* Whigt 40y, Juar agai,,ng

/I: DRIVING INFLUENCERS DI SC
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Sample
"Personal
Insights”

Pages

Improve your
management
SKills!
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Team Building

Reflections

To contrast the five personality profiles
use Graphs1and 2. Transposetheresults
from each person's graphs.

To observe the possible differencesin
the profiles use different ¢
various dotted lines in
lines. Notice the samply

Person #1 has the g—— plotting point and line.
Person #2 has the gg—— plotting point and line.
Person #3 hasthe O— plotting point and line.
Person #4 hasthe[J— plotting point and line.
Person #5 hasthe @u » m plotting point and line.

Once you have transposed everyone's graphs
onto Graphs 1 & 2 onthispage, beginto noticethe
differences. Alwaysremember, differencesarenot
bad. They smply illustrate the dynamics at work
within the Team. Then complete and study the
following pages.

"M" [/ Graph 1
"Thisis Expected of Me" Behavior

20 17 15
16 ig 9
15 10 8
14 9
13 8 n 7
12
11 7 10
10 9 6
9 8
6 5
g 7
5
7 g 4
2
6 4 ;
5 3 3
4 2
3 2 )
2 1
1 1
1
0
0 0 0

"L"/Graph 2
"Thisis Me" Behavior

0 0 0 0
1 1
1 1
2
2
2
2 3 3
3
3 4 4
4 5 5
4
5 6 6
6 5 7
7
7
8 6 8 8
9
9 7 9
10
11 8 10 10
12
9
13 10 11 11
14 11
15 12 12
16 15 13 13
21 19 19 16
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_ Sample
Team Dynamics "Team

; n
Graph 1 Observations: Graph 2 Observations: Dyn amics

How many High "D"s are there above the mid-line: How many High "D"s are there above the mid-line: page and
Indicates more Determined behavior. Indicates more Determined behavior. " . '
How many High "I"s are there above the mid-line: How many High "I"s are there above the mid-line: A C tI O n Plan
Indicates more Inspiring behavior. Indicates more Inspiring behavior.

How many High "S's above the mid-line: How many High "S's above the mid-line:
Indicates more Sable behavior. Indicates more Stable behavior.

How many High "C"s above the mid-line:
Indicates more Cautious behavior.

Indicates

If there are more "
the Team tends to
oriented and vise v

Who are the High "

Who are the High "I" ; e )
fo?fg?ne little, benin particul&f

Who are the High "S's

\e
e r sheloves inter
Who arethe High "C"s on a1t gomi Sviduas ua\:r\nay p
son . it .
1o relateto 9‘0“‘;?;56\ ' p“f,‘i(g‘s fight. Heor shels
e
rrectny » for d
Isthe Team more Active or (i;a;e more ce;‘;d
more people N - d decigve: M8 o
Is the Team more Task or sisthel assertive arf\‘ed Lt security 8
i
person faithful. ©° articuld
What is the Team's average p most \Oyal ar:: a3V \S?T\ET 4V,
gY?b‘;gd‘oﬂe e 1 * are
tin inneec: efive
friend 10 N9 Two ol 1 oo

e are more

asaW ede€
TheTe hiletio o T8 tetwo o thef
-or

jve than

eact
people " jsdightly MO ine.
trait of the T ‘s’\nts anovethe m\dtent'\or\.
edomind ™t T 0 ploting PO o for atentio
T it 1208 200 and ma O o ciding 1
v eV W
<< 50 MOr < grengths,
ner's

more ° will
cern for others

\ .
thelr cfectivenes>

¢ .
improv €
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Challenging Differences

The following are three of the most com-
mon opposite types. Seeif any of theseislike
your Behavioral Blend/s and that of your "sig-

ASSIGNMENT —
 Pray God will show you how He brings opposite
personalities together to compl ete and complement them.
« Think about the obvious differences between you and
your "significant other."
 Look in Scripture for how God brought opposite
personalities together to accomplish Hiswill.
« Begin thinking about the so-called "weaknesses' of
others as " uniquenesses.”

Opposites seem to attract each other. Somehow we are attracted to people
who have strengths that are our weaknesses. "C'"s will meet an exciting,
positive, upbeat type person, likean"I". "C"swill wish they were more like
him or her, while the "I" is impressed with the "C"'s logical thinking and
organized behavior.

"D"s are often attracted to "C"s because of "C"s cautious and calculating
demeanor, while "C"s are impressed with "D"s' risk-taking, driving, decisive
and dreaming behavior. "I"s are aly acted to 'S's because of their quiet,
sweet, soft demeanor; while"S's g
others.

abond often become the very traits we end-up resenting.

While opposites often attract, we must keep in mind that most peopre~.z
blends or composites of DISC. Few people are predominate "D"s, "I"s, "S's,
or "C"s. Most people are a combination of several of types.

nificant other."

D

"D/1" Relating To" SC"

I SC

Po
/

« "D/I"s are outgoing,
while"S/IC"'s are
passive and reserved.

« "D/I"s are more posi-
tivethan"S/C"s.

«"S/C"s are morecau-
tious than "D/I"s.

» Both should learn

EXAMPLES —

There are "D/1" behavior types, who are active in their tasks and
people skills. There are "S/C" types, who are passive, while both
people and task oriented. "D/C"s are pure task-oriented, while being
active and passive. "I/S's on the other hand, are basically people-
oriented while active and passive.

The"1/C" isboth active and passive while people and task-oriented
at the sametime. The same goesfor the"D/S." But whilethe"1/C"
lovestoinspire and correct, the"D/S" enjoys dominating and serving
others. The"D/S’ type may sound like a contradiction in terms, but
this unique and often confusing behavior is normal.

The most obvious conflicts occur when apure " D/C" task-oriented
individual is attracted to a pure "1/S" people-oriented person. These
people were probably initially impressed with the others' strengths
which were their own weaknesses. The "D/C" lacks people skills
while the "1/S" needs to become more task-oriented and organized.
The exciting newsis each needs the other, but difficulty comeswhen
onestopslooking at theother'sstrengthsand startsfocusing instead on
the other's weaknesses.

The"D/C" focusesonlogical thinking and being industrious, while
the "1/S" desires to build relationships and deepen communication.
Y ou can see how these two blends of behavior can clash.
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[0) from the other.
* Be committed!
"1/S" Relating To" D/C"
DISC

«"|/S's are people,
while"D/C"s are
task-oriented.

*"l/S'sare more high-
touch than "D/C"s.

* "D/C"s are more
high-tech than "D/I"s.

« Both should learn
from the other.

* Be committed!

" D" Relating To" 1/S/C"

DISC
q
b 0]
\O/

 "D"s are more dominant
and demanding.

«"|/S/IC"sresist aggres-
sion, but respect it.

* They prefer friendly,
secure and cautious
behavior.

* Both should learn from
the other.

* Be committed.

To compare your personality
with that of another person's
personality, be sureto study

this entire booklet.



How To Handle Conflicts

Often, the greatest hindrances to healthy relation-
shipsarepersonality conflicts. Positiveindividuals, desir-
ing to build good relationships, are often discouraged
because of misunderstandings and clashes with others.

This section is designed to help you discover why
people do what they do under pressure and why you may
conflict with others. Life's success principles on how to
handle clashesare clear. The problem ismany people are
not aware of their "sensitive spots." Everyone needs to
learn more about avoiding and resolving conflicts.

Every personality hasits"hot button." Everyone can
act like a"D" when pushed too far. The following are
tendencies of personalities as they relate under pressure.

Review thefollowing pageswithyour Behavioral
Blendsinmind. Read each sectionto seehow you may
respond as a specific personality type. Also consider
how you may respond differently because of your "hot
and cold buttons.”

Toimproveyour effectiveness, control your personal-
ity and never useit asan excuse for poor behavior!

Remember — Most problems
today are not theological—

they're relational —
personality conflicts and
clashes with others.

"D" Behavior —

Under Pressure:
Becomes dictatorial, domineering, demand-
ing, angry, intense, forceful, direct, bossy.
Sourcesof Irritation:
Weakness, indecisiveness, lazif Ho
Lack of — discipline, plan, p
direction, authority, control,
Needs To:
Back off, seek peace, relax, think before
reacting, control self, be — patient, loving,
friendly, loyal, kind, sensitive.

W,
OHA o
//\/S/G/‘/Erg

"I Behavior —

Under Pressure:
Becomes hyper, overly optimistic, immature,
emotional, irrational, silly, wordy, selfish.
Sourcesof Irritation:
Disinterest, slowness, pessimism, details, time
restraints, antagonism, doubt, structure,

, strong, disciplined, punctual,
ords, conscientious.

"C" Behavior —

Under Pressure:
Becomes moody, critical, contemplative,
negative, worrisome.
Sourcesof Irritation:
Incompetence, disorganization, foolishness,
dishonesty, inaccuracy, wastefulness, inconsis-
tency, blind faith, false impressions.
Needs To:
Loosen up, communicate, be —joyful, posi-
tive, tolerant, compromising, open, trusting,
enthusiastic.

"S" Behavior —

Under Pressure:
Becomes subservient, insecure, fearful, weak-
willed, withdrawn, sympathizer, sucker.
Sourcesof Irritation:
Pushiness, instability, inflexibility, anger,
disloyalty, insensitivity, pride, discrimination,
unfairness.
Needs To:
Be — strong, courageous, challenging, aggres-
sive, assertive, confrontational, enthusiastic,
outgoing, expressive, cautious, bold.

Natural Responses To Conflict —
"D"s— Want To Attack
"I"'s— Want To Expose Others
"S's— Want To Support or Submit
"C"s— Want To Criticize

Recommended Wise Responses —
"D"s— Restore With Love
"I"s— Make otherslook good
"S's— Care Enough To Confront
"C's— Examine Own Self First

17
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Intensity Insights

Toidentify the intensity between two personality types, look Twosimi
for the profile of person #1 @ and compare it to the profile of as they bo
person #20 . understan

Don't make the mistake of thinking two personalitiescannot | typesist
work well together. In fact, it is sometimes better to have two Alw

different personality types working together, so one type will Wemu
compensate for the other.  Remember, we all have blind spots. should

alsowork well together, aslong

b | s ¢ n DII /ll Dll

Work Index: Two"D"scanwork well together aslong
asonerecoghizestheother isthe"boss." "D" #1 may be
\ the boss, but "D" # 2 must respect and trust him. They
\ must alsolearnto give-and-take. "D" #2may bealittle
\ more dominant, but "D" # 1 isalso very dominant. "D"

team members will be more driving and direct. They
oftenintimadate, but canbeextremely good for theteam.

* Take turns making major decisions.
» Choose who will decide in specific areas.
« Don't give ultimatums.

* Don't force issues.

» Sow down in making decisions.

« Control yourself, rather the other.

* Learntorelax and control stress.

DI S C "D"/"|"

Work Index: "D"sand "I"sworking together are very
\ active. The"D" wantsto control, whilethe"I" wantsto
impress. The"I" wantstotalk, whilethe"D" works. The
\ "D" tendsto dominate, whilethe"l" desiresto communi-
cate. The"I" feelsasthoughthe"D" doesn't care, while

Practical Application

* Determine to communicate on the basis of
the other person's needs.

« "D"s need to show they really care.

* "|"sneed to give "D"s a chance to talk.

« "D"sshould praise"I"s more.

trolled and stable behavior. "S's should be assertive —
"D"s more compromising.

i dominate "S"s, but should never take them for granted.
M "S's feel secure with "D"s as long as "D"s show con-

¢ the "D" thinks the "I" is too sensitive. "D"s are too * "["s should be more industrious—workers.
serious, while"1"stoo impulsive. + Don't intimidate or manipulate.
D1 s c “D"/"S! Practical Application
Work Index: "D"sand"S'sworking together are like * "D"s should direct, not dominate " S's —
mastersand slaves. "D"stell "S'swhat to do. "D"sneed " Submit yourself one to the other "
I\ to appreciate "'S's for their hard work. "D"s definitely * Agree that when the "D" is out of control,
f the"S' hasthe right to say so, without fear.

* "S's need to strongly appeal to "D"swhen
their behavior is unacceptable.
* "S's should show more determination.

c "D"/"C"

Work Index: A"D" and"C" working together conflict
over dreams and details. The "D" wantsto get the job
done, whilethe"C" wantsto get it doneright. "D"sare
optimistic, while"C"saremorepessimistic("realistic").
) "D"sneedtobemorecareful, while"C"sneedtobemore
positive. "D" and"C" teammembersaretask, rather than
people-oriented.

w)
n

gz
\A

Practical Application

» Be more understanding of other's per spec-
tive—Don't criticize their personality.
« Allow othersto feel the way they feel.
"D"sought to listen moreto "C"s.
"C"s should avoid always being negative.
Give"C"s chance to think about decision.
"C"sshould takerisks; "D"s careful.

RN

Work Index: Two"I"sworking together will talk more
thanwork. They competefor praiseand approval. They
tend to be overly optimistic and enthusiastic. Two "I"s
will communicate well, if one doesn't try to out-talk the
other. Each wants lots of attention. Both tend to be
emotional. Communication goes two ways—talking
andlistening. "I" teammembersarethemost expressive.
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Practical Application

* Take turnstalking.

 Ask the other to repeat back what he or she
heard. "I"sdon't listen well.

* Record what you agreed upon so there will
be no misunderstandings.

« Praise each other more than seeking to be
praised.



Resolution Management Promise

while building harmony and effectivenessin my
school. | will attempt to always go first and alone to
the offending person.

First Step

I will not first share the offense with another
person. | am committed to restoring our relation-
ship, rather than exposing the person's possible
wrong. | recognize most of our problems with people
are often personality clashes and | will try to under-
stand their actions based upon their perspective.

Second Step

If going to the person "first alone" does not
resolve our differences, | promise to seek a neutral
and mature individual who will listen to each of our
per spectives of the problem. This person will
hopefully be able to shed light on one or both of our
blind spots or needs to change in order to resolve the
conflict.

| recognize that the "mediator” may reveal or say
things | won't like, but believe their interest isto
resolve the conflict, rather than take sides. (The
"mediator" must be an individual with deep wisdom
and highly respected by all those involved.)

Warning

I will not seek to find others who have also been
offended, nor share with potential "mediator" my
concerns prior to the meeting with my "offending
person." The purpose of having a "mediator" is not
to validate my hurt, but rather open my heart and
mind to the possible needs | may have regarding my
relationship with others.

| realize my friends may naturally listen to my
concerns, but also take up my offense. | will, there-
fore not cause them to become a party to a possible
division and disharmony because of our friendship.
Whenever | feel an urge to share with my friends the
offense, | will seek to be mature about my hurt.
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Confronting Leaders

| believe in following the Chain of Command,
other than in grave matters of misconduct or
irrefutableillegal activity. | will earnestly follow
my leaders. | will not allow anyone to criticize
them without following Principle of Priorities and
without the specific person present.

If I have a problemwith my leader/s, | will go
"first alone" to them. | will not share with
anyone my concern. | will listen and try to
under stand their perspective of the problem. If |
am not satisfied with their explanation and
continue to have animosity, | will ask their
permission to find a "mediator" who will listen to
our conflict.

If the "mediator” finds | have misunderstood
the situation and should continue no further, |
will trust hisor her judgment. If the "mediator"
agrees with my concern and finds the leader
wrong, but the leader refuses to hear the "media-
tor," we will then find a group of two or three
other "mediators" who will hear the matter and
determine what is best to resolve this conflict.

Serious Step

If I continue to find fault with a leader and
cannot relate or work in "harmony,” | will seek to
find another place of service, rather than cause
any conflict and disharmony. | am committed to
resolving my conflicts even if it means separating
myself from the source of my irritations.

Ultimate Goal

I commit myself to be professional rather
than "personal” and supernatural rather than
"natural” when it comes to solving my problems
with others. | want the best way to resolve my
conflicts and will do "right", regardless of my
normal and natural feelings.

My ultimate goal isto effectively lead by
relating best to others.
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Presenting Insights

Most everyonerespondsto life's challenges and
choices according to their per sonalities.
Therefore, leaders especially must be personality wise.

For example, High "D" followers should not be engaged in
small talk. They want leaders who get-to-the-point — "bottom
line" They prefer leaders who are not going to waste their
important time and busy schedule.

Ontheother hand, High"S" followersfeel more comfortable
with leaderswho are more systematic, slower and steady intheir
approaches. "S's don't like fast talking, quick pace presenta-
tions.

Leader’'s Communicating Styles

The following will help you see each leader’s
communicating style. People tend to speak according to
their types, rather than adapt to the other person's type.

Follower’s Listening Styles

Followers also listen according to their personalities.
The following insights are the listening styles of their
different personality types.

n DII types _

"D"s are take control and be in charge types. They
don't like peopletelling them what to do. "D" leaders can
betoo pushy and forceful. They needto control their direct
and demanding approach to motivating others. They make
great leaders when they learn to slow down, be gentle and
not so demanding of others.

n DII typ%_

"D"s want to hear “the bottom line.” They like the
direct approach and have a part in making the final deci-
sion. They follow with power and authority inmind. They
wonder, "Will thistask make me more respected or stron-
ger." "D" followers need choices, rather than "get-in or
get-out" ultimatums.

n I n typ$ _

"I"sareinspiring and enthusiastic. Th
and influence others. Naturally great pr
totalk too much. "I" leadersneed to listen mo
so sensitivetorejection. They arethemost impressive
positiveleaders. "1"slovecrowds, but needto beinterested
inindividuals.

/NS/GHTS

n I n typ% _

"I"slistenwiththeir hearts. They tendto beimpulsive
followers. They want leadersthat will let them ook good.
|lowerswanttotalk morethanlisten. Their highegos

persuade often turns them into the obedient
order to look good. Sometimes you don't

"S' types—

"S's are the sweet, steady and stable leaders. They
seldom push or demand anything. They are friendly and
loyal, but tend to be too nice. They need to be more
aggressive and assertive. Overly sensitive to how people
feel, "S's need to be more optimistic. They hate to take
risks. They often missgreat opportunities because of their
caution. Reliable and relaxed, they are more shy.

"S' types—

"S" followers don't make quick decisions. They like
|leaders who are understanding and gentle. They want to
establish arelationship with aleader that will be around a
longtime. "S'slisten best to sensitive and stable building
presentations. When it comes to making sweet and slow
decisions, "S' followers fedl right at home. They like to
listen in familiar and low-key environments.

"C" types—

"C"s are competent and compliant. They go by the
book and want to do everything just right. They are
thorough and detailed-oriented, but tend to betooinforma-
tive. "C"sneed to bemore positiveand enthusiastic. They
answer questions people aren't asking. When optimistic,
"C"s are extremely influential. They should not concen-
trate on problems, but rather focus on the potentials.

Lead 5/02
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"C" types—

"C"s are "Consumer Report" type followers. They
research and prepareeachmove. They asoloveanalytical
reports. "C"sare thinkers. They don't like messy plans.
Picky and precise, they follow withtheir minds, rather than
hearts. "C"s seldom ever follow spontaneously. They
often want timeto think about their decisions. They listen
for details and well thought out plans.



Vision Casting

One of the most important qualities of good leaders is
their ability to cast a vision of what needs to be done. The
following is how each personality type should cast their
visionsothat al theother typesrespond effectively. Leaders
lead. That means leaders are moving others.

Dealing With Objections

Every personality responds predictably under pressure.
Overcoming objectionsisevery leader’ s greatest challenge.
L eadersneed to know how to deal with objectionsaccording
to personality types. The following are suggestionsto help
change an objection into a positive decision.

n DII typ%_

"D" leaders are the most natural at casting the vision.
They are extremely motivated to get othersto follow. They
are often too pushy and demanding. They don't like indeci-
sive or unresponsive individuals. "D" followers can be
difficult. They don't liketo betold what to do. The greatest
challengeisfor "D" leadersto allow othersto beinvolvedin
thevision casting. They arebest at seeing thebig picture, but
need to be more sensitive while getting others to move
forward. "D"s need to slow down and prepare their moves.

n DII typ%_

"D" followers will predictably respond in a strong and
difficult way. They tend to resist with a seemingly angry
attitude. Instead of challenging "D"sto "take-it or leave-it,"
they should be given the opportunity to be part of a difficult
challenge or project. Or "D"s should be encouraged to
consider the consequencesif they make the wrong decision.
"D"sneed choices, plusalternativewaystoget out of difficult
situations. Show them how their decision can make them
more successful.

n I n typ% _

"I"stend to be the most enthusiastic while casting their
visions. They often envisionmorethan can beaccomplished.
They need to guard what they dream. The most important
situation for an "1" leader to avoid is getting too emotional.
"I"s have verbal skills and use their words as master

fulfill THE vision. "1"s need

1" types—

"I"s often think they can do more than they are capable.
When confronted with reality, they may be embarrassed and
object to the conclusion. Wise leaders will never press the
These leaders quickly change direction and find
' proach of influencing the “I” follower.

inue to object, attention should be
Wy TH how followingyour lead
Og JEe

CAST//VG/
"S' types—

Ns .
"S" leaders cast their vision in subtle Ways. They don't

get real excited. They often approach their vision with
uncertain and may even apologize for being a little farout.
They canactjustlike"D"sif pushedinto acorner, especially
if it affectstheir security. "S" leadersarethe most gentle and
accommodating. Everyone should learn from "S's when it
comes to staying calm and genuinely trying to make others
happy. They should be more aggressive and assertive.

decisions. Their objections will range from "let me think
about it" to"I'mnot ready to decide yet." The leader's soft
answer and relaxed attitude helps "S's feel more comfort-
able. Wise leaders should use statements like, "we want a
long range relationship with you" and "we'rein no hurry to
makeyou decidenow." Butwiseleaderswill still try tomove
"S" followers to make good decisions without being pushy.

n CII typ% .

"C"scanbethemost precisionvision casters. They drive
non-"C" followers crazy with the fine print. "C" leaders
comeacrossasunbending. They needtobemoretolerant and
understanding. "C" followers, dealingwith "C" leaders, can
get into heated debates over right or wrong. Of course, "the
leader shouldstill beincharge!" Whenthe"C" leader knows
thefollower iswrong, theleader should shareasmany logical
reasons as possible why the vision won't work.

n CII typ%_

"C"s are the most challenging when it comes to objec-
tions. The best approach is using quality and value to help
them decide. Whena"C" says, "I'mnot interested" |eaders
should emphasize alogical reason why following their lead
isbest. For example, emphasizethecost for doing the project
now will belessthaninthefuture. "C"sshould bereminded
how much more waiting will cost. It's only logical to go
ahead and do the project now.

NOTE: Leadersneedtodeal witheach of their followersaccording
totheir specific personalities. For instance, cast thevisiontoa"D"
with respect and big-picture. Cast your visiontothe"l" enthusias-
tically. Respondtothe"S" with slowness and security. And cast
your vision to the "C" followers with patience and explanations.
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Whether leading or following, you
should often individually adapt your
personality to that of the other's!
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First Signs / Non-verbal Communication

People often reveal their personalities through body
language. Their nonverbal communication helps leaders
know how to approach them. Each personality type hasits
own body language. Leadersshould look for thefirst signs

of afollower's predictable pattern of behavior. Thefollow-
ing are examples of specific personality hints. | will usean
automobiledeal ershipsituationtoillustrateeach personality's
typical body language.

"D" types—

"D"slook busy, inahurry, and decisive. They act serious
with minimal small-talk. They may comeacrossasshy, but
can become very impatient and fidgety if not
be happening. They take charge and actimp
are often threatened or irritated by "D"s, but n
with them, not against them. Let them feel they are t
"boss" and in control of the situation.

" types—

"I"sliketosmile, laugh, andtell funny stories. They often
dressniceandlook sharp. They like bright clothesand seek
compliments. They arearticulateand impressothers. Their
citing and enthusiastic demeanor often makes great first

etimes exaggerate their stories. “1”stend to
eover conversations.

n CII typ% -

"C" often look like the professor type. They are not that
concerned about fashion. "C"s look serious and disinter-
ested infanfare. They don't careabout frillsor thrills. They
seem to catch inconsistent or exaggerated statements. With
an inquisitive look and suspicious mind, "C"s come across
asahard to get to know. They are often knowledgable with
lots of questions or opinions about most subjects.

"S' types—

"S'swalk into a room often unsure themselves. They
look sheepish and shy. They like to blend-in without any
attention on themselves. "S's come across very caring and
kind. They may seem antisocial, but are very friendly one-
on-one. They seek steady and stable environments. "S's
don't talk much in alarge group. They often ask questions
about families and the interests of others.

Recruiting

Prospecting to find new volunteers or clientsis often the
hardest part of a project. Understanding personality types
can make you more effective as a "mativator." We often
waste precioustimewiththosewhowill never respond or we

give-up too quickly with potentialy great workers. The
following are simple suggestions to help in recruiting ac-
cording to personality types. Remember, the leader must
adapt his or her personality to those being recruited.

" DII typ%—
"D"stendtobepushy intheir approach. They alsoresist

or respond quickly. If you area"D" typel be more
patient and gentle. When recruiting "D"s, RECR '
Don't wastetheir time. Show them quickly t Ur TIng

power of the program. Expect an immediate response;
don't argue with them. Stress how the opportunity allows
them to be their own boss and reach their goalsin life.

" types—

"I"smakethemost enthusiasticrecruiters. They arealso
the quickest to respond positively and aggressively. They
need to be more informed, or they will give exaggerated
entsand false claims. "I" leaders should concentrate
e opportunity is. Besureto give"l"saccurate
. They also need periodic "pumping up." It
much, but good news is contagiousto "I"s.

n CII typ% .

"C"sarethemost thorough and conscientiousrecruiters.
They sometimes get bogged down with preparation and
never get off the ground. When recruiting "C"s understand
they arethemost skeptical. Y oucanwastealot of timetrying
to convincethem. Itisoften bestto simply supply themwith
something to read. Let them study the facts. When con-
vinced they make surprisingly good optimists.
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"S' types—

"S" are more steady type recruiters. They systemati-
cally work at building rel ationshi psand convincing othersto
get involved. When recruiting "S's, be more kind and
loving. They appreciate when you call to just talk and not
"ask" them for anything. They are very loyal, but not
outwardly expressive. They areslow todecideand needalot
of assurance. Once convinced they make faithful workers.



Consulting and Coaching Available

Human Resources and Behavior Science have
become the most effective tools and motivators for
business and industry growth. Individuals and organiza-
tions can now take advantage of these tools and training
to help many people, plusincease their productivity and
profit.

Dr. Méels Carbonell, Dr. Stan Ponz, or one of their
certified trainers can become your organization's
consultant and / or personal coach. They can train you,
and / or one or several of your staff in how to use
Human Resource tools to improve effectiveness.

Or aUniquely You presenter can conduct Employee
Assistance Programs with coaching, consulting, or
seminars to help your organization. Most of this can be
accomplished at little cost to your budget.

You can aso learn how to become a Certified Human
Behavior Consultant / Specialist so you can conduct the
most effective training available today. Or you can have
Dr. Carbonell, Dr. Stan Ponz, or one of their associates
conduct the training for you.

Help your organization grow through innovative,
results-oriented, and effective 21st Century Human
Resources. Also improve your professional credibility
and respectability through Uniquely You Certification.

« Conduct training for companies in your industry.

* Supplement your income by conducting training as a
“Certified Human Behavior Consultant / Specialist”

* Learn how to do one-on-one executive "Coaching”

* Conduct corporate Human Resources training.

* Learn how to administer and interpret Managing For
Success computer generated Reports.

* How to do "360 Feedbacks" to improve effectiveness.

* How to use Human Resources tools.

The most effective opportunity you should consider
Is the one-on-one Coaching where you will receive the
most insightful and results-oriented counseling. Thisis
the most cost effective and time saving opportunity that
will focus on your specific needs as aleader.

Website: www.leadin.org / Phone: (706) 492-5490

Uniquely You Leadership Profile About The Authors —

MelsCarbonell, Ph.D.inHuman Behavior and L ead-
ership, isPresident of the Leadership I nstitute of America.
He received the Sertoma Club's "Service To Mankind"
Award in 1973 for his outstanding work with youth.

As a human behavior specialist, he has conducted
training for Columbia University, Walt Disney World,
Acura, Zig Ziglar, DuPont, John Deere, Sports Perfor-
mance Ingtitute, FCA National Coaches Conf., Sports
Outreach Am., Bell South, and AT&T. Hehasalso been
a guest on the Primetime Radio Network and numerous
radio and television talk shows nationwide.

Dr. Stanley Ponz is Vice-President of Uniquely You
Resources and coauthor of the Uniquely You Relation-
ships Profile. Heis an energetic speaker with solid
content in helping people grow to their next level. He
has written training material and conducted over 70
seminars for Promise Keepers Leader ship Groups and
churches which have strengthened existing organiza-
tions or launched new ones.

Other presenters/ associates are also available to con-
duct training. Simplifying the often complex people
puzzle, they are dynamic presenters.

Dr. MelsCarbonell, Dr. Stan Ponz and / or oneof their Certified Trainers
are available for seminars, workshops, retreats / conferences, Keynote banquet
speaker, consulting and any Human Behavior Science need. They also conduct
training in Team Building, Effective Selling, Customer Satisfaction, Employee
Satisfaction, Hiring, Resolution Management, and Stress Management.

Training can be customized to fit any schedule from 30 minutes to ongoing
training. Their most popular formats are Basic / Advanced Training (full day / 6
hours) and Basic Training only (half day / 3 hours).
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