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Introduction

This report was created for you to understand and develop your natural behavior and your communication style.

The report includes descriptions of your natural abilities and talents and with the help of this report you can develop your potential and
learn new skills. We hope the information in this report will help you to create an optimal plan for your development.

The report describes your natural behavioral style that cost the least energy and effort, require less concentration and tend to be the
most fun for you. It describes your most natural reaction when there is no time for rational analysis of your behavior or the situation.
Our natural behavior is especially apparent in situations where we are exposed to great pressure and our ability to customize our
behavior is limited.

This analysis is based on the answers given in the Extended DISC Personal Analysis questionnaire. This analysis should
not be the sole criterion for making decisions about you. The purpose of this analysis is to provide support to you in your
self-development.

Extended DISC does not describe your full personality and should not be used for this purpose. The report does not
describe intelligence, skills, knowledge or experience.

We recommend that the information in this report is supported by a workshop or personal feedback with a certified
Extended DISC users.
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Extended DISC 

Extended DISC Profile II

Profile II illustrates your natural response to an external stimulus. It is the behavior style, which take the least energy and effort,
requires minimum concentration, and is usually the most pleasant for you.

It illustrates your natural reaction and is usually the behavior you are using outward.

Extended DISC Profile I

Profile I is illustrating how you feel you need/want to adapt your behavior to better cope with the requirements of this specific situation
or environment. Profile I is showing your conscious understanding of yourself and your own behavior in the current situation
(conscious self-image).

Profile I - Perceived Need to Adjust
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Extended DISC Diamond

Extended DISC Diamond illustrates your natural behavioral style and the behavior patterns that require more energy.

The darkest colored area describes your natural behavioral style. The lighter areas represent other behavioral patterns, which you
can follow without much concentration or energy consumption.

The white areas show the behavioral styles, which requires more energy because they are not natural for you.
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Compare your diamond to the previous page. Reflect on what you see.
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Strengths

Is competitive in a people-oriented way
Can keep people motivated
Doesn't crush others when changing things
Takes notice of emotions
Can generate ideas
Has a longer perspective in perceiving things
Can sell his ideas to others
Dares to work without instructions
Is encouraging and positive
Can be patient
Does what is best for the team
Likes people

Reactions to Pressure Situations

Makes inaccurate assessments
Operates superficially
Allows emotions to influence himself
Tries to please too much
Doesn't behave directly
Doesn't always expose his real opinions
Needs popularity
Spends too much time with people
Makes mistakes by being inaccurate
Thinks about himself a little bit too much
Gets excited without proper analysis
Wants to retain friends at any cost

Reflection and conclusions
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Motivators - Comfort Areas

Good and lively friends
Positive and excited atmosphere
Freedom in how to take care of responsibilities
People who are easy to get involved
Openness in communication
Freedom from detailed tasks
Possibility to come along
Free discussion
Lofty ideas and changes to work with them
Having own opinion been heard
New opportunities
Positive way to promote things

Situations that Reduce Motivation

Dryness and boredom
Dull routines
Being separated from people
Progressive changes being prohibited
Detailed instructions
Losing popularity
Own team breaking up
Coldness and toughness
Restrictions
Facts-oriented thinking
Getting stuck in one place
Bad team-spirit

Reflection and conclusions
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Text page

This is a description of how other people generally experience you. Form an overall view, without extracting individual sentences from
the content. The text does not exclude that you can consciously develop your natural behavior patterns.

 

Attributes

Social, pleasant, sociable, thorough, organized, goal-oriented, ambitious, independent, emotionally unyielding, nice, easy to
approach, people-oriented.

Motivators

Sam is motivated by social human contacts, good human relationships, acceptance in the team and cooperation. Actually he is not a
person who could work for others, but he likes to create good environment and enjoys putting people in a good mood. He likes
independence inside an organized company. Sam also needs a certain amount of freedom.

Tries to Avoid

This type of person does not like strict instructions nor restrictions that make his work boring and limited. He does not like an
exaggerated detail-oriented attitude or faultfinders. Sam has difficulty approaching people who do not know how to have fun or cannot
enjoy each other's company.

Ideal Supervisor

His supervisor should be able to stop and move forward purposefully. The supervisor must be able to listen, discuss things besides
business and be easy to approach. From time to time the supervisor has to give him energy, especially when beginning new tasks
and when different opinions arise.

Communication Style

This person has sometimes been described as a pleasant, people-oriented but purposeful conversationalist. He is able to encourage
and inspire people, take the team's interest into account and guide his team towards the goal. He is not so receptive a listener as he
seems.

Decision-making

He can certainly be a good, deliberate decision maker in his field. In new matters, he may superficially analyze the facts and to some
extent trusts his intuition. Sometimes he can be cheated by involving emotions.
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Your team role

Influencer

An Influencer is someone who creates ideas and wants to move forward. He/she has a good ability to influence others. The Influencer
does not hesitate and deliberate but believes in his/her instinct and spontaneity. He/she likes change and taking part in many different
kinds of groups, situations and roles. Others see the Influencer as an open and sociable person but somewhat superficial and self-
absorbed. In reality he/she is so active that he/she does not have time to stop and think about others, even if he/she would like to.
The Influencer likes to express his/her opinions and tries to persuade others to agree. He/she is not a very patient listener. He/she
has to stand out in a group somehow; he/she finds it awful to be an average person in an average group. Concentrating on one thing
is difficult for the Influencer because he/she is better at creating and starting ideas than implementing them.

The one who gives a push to a conversation
The one who introduces new thoughts
The one who stops hesitation

An attitude toward teamwork

A means to get people's attention
A way to get the group motivated
A possibility to delegate boring routines away

A role as a decision maker

Wants to make quick decisions
Brings up decisive ideas
Does not analyze all the alternatives

A role as a motivator

Creates group enthusiasm
Motivates by speaking
Supports and encourages

A role as a performer

Aims at simplicity
Does not deliberate for long
Applies own rules

The benefit the group receives

The group is able to be renewed - does not get stuck
Group's atmosphere stays open
Includes people
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Your role in a group - Behavioural Competencies

This page uses a -5 to 5 point scale, from "not natural to the natural style". Not natural style – most to the left. These areas require
more energy from you. Natural style - most to the right. These areas require less energy from you.

This is not a scale for "can - can not do." In other words, when one of your behavioral competencies are on the left side of the scale, it
does not mean you can not do very well in that area. In fact, you may excel in this area. The results indicate simply that you have to
spend more conscious effort, concentration and energy from a behavioral aspect.

Specialist who can show the bright side of things: -5 -4 -3 -2 -1 0 1 2 3 4 5

Taking care of the team atmosphere (as a team member): -5 -4 -3 -2 -1 0 1 2 3 4 5

Being the compromiser and a supporter of others: -5 -4 -3 -2 -1 0 1 2 3 4 5

Specialist concentrating on work alone: -5 -4 -3 -2 -1 0 1 2 3 4 5

Independent developer of one's area of responsibility: -5 -4 -3 -2 -1 0 1 2 3 4 5

Independent, logical planner: -5 -4 -3 -2 -1 0 1 2 3 4 5

Reducing conflicts and guiding others: -5 -4 -3 -2 -1 0 1 2 3 4 5

Reliable and participating care-taker: -5 -4 -3 -2 -1 0 1 2 3 4 5

Positive guide and advisor: -5 -4 -3 -2 -1 0 1 2 3 4 5

Positive change agent, able to eliminate boredom: -5 -4 -3 -2 -1 0 1 2 3 4 5

Organizing and ensuring team responsibilities: -5 -4 -3 -2 -1 0 1 2 3 4 5

Steady doer and care-taker: -5 -4 -3 -2 -1 0 1 2 3 4 5

Determined speeding up of others: -5 -4 -3 -2 -1 0 1 2 3 4 5

Being a demanding goal-setter: -5 -4 -3 -2 -1 0 1 2 3 4 5

Introducer of a new perspective: -5 -4 -3 -2 -1 0 1 2 3 4 5

Pleasant in doing routine work and helper of others: -5 -4 -3 -2 -1 0 1 2 3 4 5

Moving teammates toward the goal: -5 -4 -3 -2 -1 0 1 2 3 4 5

Making the team work together to achieve the goal: -5 -4 -3 -2 -1 0 1 2 3 4 5

Lively team member who involves others: -5 -4 -3 -2 -1 0 1 2 3 4 5

Participative and talkative doer: -5 -4 -3 -2 -1 0 1 2 3 4 5

Accurate and demanding emphasizer of quality: -5 -4 -3 -2 -1 0 1 2 3 4 5

People-focused and conscientious doer: -5 -4 -3 -2 -1 0 1 2 3 4 5
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Communication tips

When you communicate with a high D

Remeber

Show you are strong, while also respecting their strength
Summarize the main points that you have discussed and agreed upon
Focus on the topic in your product presentation

To maintain the relationship

Do not pretend your relationship is any closer than it actually is
Make them aware of how you are outside the work environment but do not make it a separate discussion topic
Always stay in a role of an expert in only one area - do not try to solve all of their problems

Take it to the next level

Appear as a true professional, but allow them to believe they know something you do not
Demonstrate how they could benefit from your product/service, but remember to maintain your integrity
Sell them only what is the best quality and the latest technology

Avoid

Do not be friendlier than they are
Do not talk for too long - let them control how much you talk
Be careful not to be too personal unless they give you permission to be

When you communicate with a high I

Remeber

Talk briefly and clearly, offer them more opportunities to talk
Get to the point but do not talk for long
Try to get them to talk

To maintain the relationship

Although you can get them excited about doing many things, make sure they don't do something that makes them look bad
Do not always ask for something - give them something for free
Make sure you remember what they have told you

Take it to the next level

Go through everything with them and make buying a natural step in the process
Talk about details at length so they get bored and are ready to sign the deal
Immediately afterwards, confirm in writing what you agreed upon

Avoid

Do not interrupt them if they get excited
Do not control the discussion
Do not forget that having fun does not always equal getting their business
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When you communicate with a high S

Remeber

Use a modest tone of voice
Provide them with all of the facts they need
Provide an overview of what you are going to say before you begin

To maintain the relationship

Create a distant friendship
Spend enough time with them, be cautious of how much
Regularly send information about the product

Take it to the next level

Make them say what they want - and give them exactly that
Give them a possibility to withdraw
Do not be superficial

Avoid

Do not force them to talk before they are ready
Do not forget to cover every issue
Do not brag too much

When you communicate with a high C

Remeber

Set aside time proving the quality of your product/service
Maintain the distance they want to keep
Provide them with more facts than they have asked for

To maintain the relationship

Inform them in advance about any unplanned changes to the rules
Be social, but not superficial, when you talk about the product
It may become your responsibility to provide follow-up service to ensure that they will actually benefit from your product/service

Take it to the next level

Include their requirements/demands in your offer
Respect their opinion and use it when making your offer
Agree on the after the sale follow-up items before the actual buying decision is made

Avoid

Never allow them to think your product is anything but of the highest quality
Do not get caught giving inaccurate information
Do not forget to cover the available support and guarantees
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Communication - Behavioural Competencies

This page uses a -5 to 5 point scale, from "not natural to the natural style". Not natural style – most to the left. These areas require
more energy from you. Natural style - most to the right. These areas require less energy from you.

This is not a scale for "can - can not do." In other words, when one of your behavioral competencies are on the left side of the scale, it
does not mean you can not do very well in that area. In fact, you may excel in this area. The results indicate simply that you have to
spend more conscious effort, concentration and energy from a behavioral aspect.

Clear and fact-based communication: -5 -4 -3 -2 -1 0 1 2 3 4 5

Thoughtful, fact-based communicator: -5 -4 -3 -2 -1 0 1 2 3 4 5

Encouraging, participating, involving communication: -5 -4 -3 -2 -1 0 1 2 3 4 5

Repetitive talking about the same topic: -5 -4 -3 -2 -1 0 1 2 3 4 5

Strong goal-oriented influencing of people: -5 -4 -3 -2 -1 0 1 2 3 4 5

Gaining confidence when talking about own area of
expertise:

-5 -4 -3 -2 -1 0 1 2 3 4 5

Building distance to other people: -5 -4 -3 -2 -1 0 1 2 3 4 5

Positive, lively and inspiring communication: -5 -4 -3 -2 -1 0 1 2 3 4 5

Considerate and careful communication: -5 -4 -3 -2 -1 0 1 2 3 4 5

Goal oriented motivation and influencing: -5 -4 -3 -2 -1 0 1 2 3 4 5

Very systematic and focused on the exact topic in hand: -5 -4 -3 -2 -1 0 1 2 3 4 5

Communicating in a compelling and positive way: -5 -4 -3 -2 -1 0 1 2 3 4 5

Facts-based, goal-oriented and direct: -5 -4 -3 -2 -1 0 1 2 3 4 5

Empathic, positive, understanding: -5 -4 -3 -2 -1 0 1 2 3 4 5

Direct, goal focused communication: -5 -4 -3 -2 -1 0 1 2 3 4 5

Detailed and logical communication: -5 -4 -3 -2 -1 0 1 2 3 4 5

Active sharing of factual information: -5 -4 -3 -2 -1 0 1 2 3 4 5

Active sharing of positive information: -5 -4 -3 -2 -1 0 1 2 3 4 5

Active listening, paying attention to understanding
everything:

-5 -4 -3 -2 -1 0 1 2 3 4 5

Inspiring and motivating influencing of people: -5 -4 -3 -2 -1 0 1 2 3 4 5
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