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Introduction

Missy Stauffer

Your report uses the DISC Personality System. The DISC Personality System is the universal language of behavior. Research has shown
that behavioral characteristics can be grouped together in four major groups. People with similar styles tend to exhibit specific behavioral
characteristics common to that style. All people share these four styles in varying degrees of intensity. The acronym DISC stands for the
four personality styles represented by the letters :
D = Dominant, Driver
I = Influencing, Inspiring
S = Steady, Stable
C = Correct, Compliant
Knowledge of the DISC System empowers you to understand yourself, family members, co-workers, and friends, in a profound way.
Understanding behavioral styles helps you become a better communicator, minimize or prevent conflicts, appreciate the differences in
others and positively influence those around you.

In the course of daily life, you can observe behavioral styles in action because you interact with each style, to varying degrees, everyday.
As you think about your family members, friends and co-workers, you will discover different personalities unfold before your eyes.

Do you know someone who is assertive, to the point,
and wants the bottom line?
Some people are forceful, direct, and strong-willed.

This is the D Style

Do you have any friends who are great communicators
and friendly to everyone they meet?
Some people are optimistic, friendly, and talkative.

This is the I Style

Do you have any family members who are good
listeners and great team players?
Some people are steady, patient, loyal, and practical.

This is the S Style

Have you ever worked with someone who enjoys
gathering facts and details and is thorough in all
activities?
Some people are precise, sensitive, and analytical.

This is the C Style
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The chart below helps put the four dimensions of behavior into perspective.
D = Dominant

I = Influencing

S = Steady

C = Compliant

Seeks

Control

Recognition

Acceptance

Accuracy

Strengths

Administration
Leadership
Determination

Persuading
Enthusiasm
Entertaining

Listening
Teamwork
Follow-Through

Planning
Systems
Orchestration

Challenges

Impatient
Insensitive
Poor Listener

Lack of Detail
Short Attention Span
Low Follow-Through

Oversensitive
Slow to Begin
Dislikes Change

Perfectionist
Critical
Unresponsive

Dislikes

Inefficiency
Indecision

Routines
Complexity

Insensitivity
Impatience

Disorganization
Impropriety

Decisions

Decisive

Spontaneous

Conferring

Methodical

Because human personality is comprised of varying intensities of the four behavioral styles, the DISC graph helps make the personality
style more visual. The DISC graph plots the intensity of each of the four styles. All points above the midline are stronger intensities, while
points below the midline are lesser intensities of DISC characteristics. It is possible to look at a DISC graph and instantly know the
personality and behavioral characteristics of an individual.

Below are your three DISC graphs, and a brief explanation of the
differences between the graphs.

DISC graph 1 represents your "public self" (the mask)
This graph displays the “you” others see. It reflects how you perceive the demands of your environment, and your perception of
how you believe others expect you to behave.

DISC graph 2 represents your "private self" (the core)
This graph displays your instinctive response to pressure, and identifies how you are most likely to respond when stress or
tension are present. This would be your instinctive reaction.

DISC graph 3 represents your "perceived self" (the mirror)
This graph displays the manner in which you perceive your typical behavior. It could be referred to as your self perception.
Although at times you may be unaware of the behavior you use with other people, this graph shows your typical approach.
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Graphs Explanation Page

Missy Stauffer

Each of the three graphs reveals a different snapshot of behavior, depending on the conditions of
the environment. Within a given environment, Graph 1 reveals the "Public Self;" Graph 2 displays
the "Private Self;" and Graph 3 portrays the "Perceived Self."
These three graphs or snapshots are defined in detail below.

Graph 1 Mask, Public Self

Behavior Expected By Others
Everyone acts according to how they think other people expect them to act. This behavior is
the public self, the person projected to others. Sometimes, there is no difference between the
true person and their public self. However, the public self can be very different from the
"real" person; it is a mask. Graph 1 is generated by the "Most" choices on The Personality
System, and has the greatest potential for change.

Graph 2 Core, Private Self

Instinctive Response To Pressure
Everyone has learned responses from the past: consequently, these are behaviors which the
person accepts about him/herself. Under pressure or tension, these learned behaviors
become prominent. This is the graph which is the least likely to change because these are
natural and ingrained responses. A person's behavior under pressure may be drastically
different than his/her behavior in Graphs 1 and 3. Graph 2 is generated by the "Least" choices
on The Personality System, and has the lowest potential for change.

Graph 3 Mirror, Perceived Self

Self Image, Self Identity
Everyone envisions him/her self in a particular way. Graph 3 displays the mental picture that
one has of him/her self, the self image or self identity. Graph 3 combines the learned
responses from one's past with the current expected behavior from the environment. Change
in one's perception can occur, but it is usually gradual and based on the changing demands of
one's environment. Graph 3 is generated by the difference between Graph 1 and Graph 2.
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Description

Missy Stauffer

understanding your style
Missy's style is identified by the keyword "Governor".
Missy, as a Governor style, is a people-oriented individual who is verbally fluent and loyal.
Governors tend to be sensitive and have high standards. Decisions are made after the gathering
of facts and supportive data. Governors can be restless; they need to be more direct and less
subjective. They need social recognition and personal attention; they get attached to people
easily and immediately. Governors are friendly, enthusiastic, informal, talkative, and may worry
too much about what other people think. Governors tend to intellectualize on various subjects.
Missy wants to be accepted as a member of the team and likes to know exactly what is expected
before starting new projects.
Missy does not like confrontation but will handle it. Governors make very loyal and dependable
friends. They are also inclined to trust others to a fault. They are conscientious people who
persuade others through logic and emotion. Missy has the ability to act as an influential leader if
the parameters of authority are clearly defined. Under such a scenario, Missy can make sound
decisions based upon facts while also considering the needs of people.
Governors need to be careful not to be overly enthusiastic or too talkative; they may get
sidetracked and not finish what they set out to do. They are very conscious about the quality of
their work and expect that they will receive social approval for a "job well done". Missy is
sensitive to the people around and will do the best job possible to make the environment pleasing
for others. Governors have excellent communication skills and can influence people by their
knowledge of facts and ability to analyze people and situations. Missy will work through situations
in home and work life with a steady pace, always striving for a positive outcome that will be the
best for everyone. Missy is very concerned about others and will work for "win-win" results and
resolutions.
Missy would prefer things stay the same rather than to risk a new venture (unless it is proven
and true). This person is typically peaceful and low key and is usually seen by associates as a
good friend and listener. Missy tends to adopt a "wait and see" attitude rather than taking charge
of a situation, usually preferring to let others take the lead.

People oriented, reliable,
loyal
Relational, team and family
oriented
Able to lead or follow with
equal enthusiasm
Enthusiastic, optimistic,
practical

General Characteristics

Sincere appreciation and
acceptance
A friendly environment,
clear communication
Ability to have a balance
between work and play
Clear definition of role and
expectations

Motivated By

Knowing what is expected

Relationships play a key role in Missy's life. This is a very trusting individual and Missy enjoys
making new friends and developing new relationships. This person often finds them self involved
in many things at once and loves social functions. Missy enjoys encouraging others and people
see them as a person who frequently inspires others.

Clearly defined goals and
parameters

A loyal friend, Missy is patient and caring when attending to the needs of others. This is usually
an even-paced individual who thrives in a peaceful, harmonious environment. Missy tends to be
quite predictable, sticking with proven, reliable methods of dealing with situations rather than
taking chances with a new, unproven approach.

A forum to express ideas

Ability to work in teams and
groups

My Ideal Environment

Neat and orderly, others usually see Missy as practical. This individual needs adequate
information to make decisions, and will consider the pros and cons. Missy may be sensitive to
criticism and will tend to internalize emotions. Missy likes to clarify expectations before
undertaking new projects and will follow a logical process to gain successful results.
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Workplace

Missy Stauffer

your professional style
In the workplace, the high “I” personality style is enthusiastic, influential, expressive, accepting and sociable. Many high I personality
styles find success in sales positions because the field of sales demands all of the characteristics that exemplify an “I” style. Yet, I styles
can flourish in other business areas as long as the role allows for much human interaction, communication and relationship building.
I styles often serve as the “face” of the business world. Since I styles are clever communicators, polished, outgoing, energetic and
influential, they are often business spokespersons. They serve as driving forces behind public relations, advertising, journalism, and
political affairs. They also help in the arts, non-profit organizations, and image-building campaigns. In the business world, influencing
personalities are called upon to set trends, shape opinions and to promote ideas, companies and products. High I styles like the spotlight
and are savvy at inspiring, persuading and moving others to action.
In business, I styles are liked by co-workers and customers alike. They are generally agreeable, trusting, optimistic and witty. Coworkers will see they have a good attitude making others feel comfortable, accepted and warm. I styles have a knack for “lightening”
heavy situations with humor or cleverness which can help when weighty business matters loom. Like D styles, I styles respond well to
change and would rather not have a predictable routine. Instead, I styles like spontaneity, respond well to the unexpected, and would
welcome or create changes inherent in the business world.
As managers, “I”s are considered to be “ participative ”. They don’t hand down orders and expect compliance. Their leadership is open,
facilitated through face-to-face communication where ideas, solutions and decisions are shared. Their desire to be well liked by their
staff drives them to create a positive and peaceful work environment.
I styles are excellent team members who are able to motivate the team toward a goal. In a team atmosphere, an I style will be
outspoken and opinionated. He/she will be skilled at “thinking outside the box” with clever solutions. They create a fun atmosphere,
negotiate conflicts between members, and present the team’s ideas to others.
There is so much to like about the I style in the workplace, you may think, “what’s not to like?” High I styles in the workplace are so
busy building relationships that critical details like paper work, record keeping, and routine tasks are often avoided or done in poor
quality. I styles are excellent communicators, but sometimes not the best listeners. Also, their style is so concerned with popularity and
avoiding rejection that it may interfere with their work.

Interactive Workplace Style Characteristics:
1.

Desires to have fun and be spontaneous in the workplace

2.

Can become extremely busy managing all the relationships they have developed

3.

Optimistic or even idealistic

4.

Desires to be “friends” with co-workers

5.

Is not afraid to show emotion, or be expressive with feelings and opinions

6.

Attempts to keep the peace between team members and associates

7.

Can be too permissive when the situation calls for stern or strict actions

8.

Would rather not be involved in a workplace confrontation

9.

Can be indecisive or appear wishy-washy on issues

10.

Has difficulty saying “no” in an attempt to please associates

11.

Values maintaining a good relationship with others in the workplace

12.

Clever use of humor, wit and creativity to keep spirits light in the workplace

13.

Can be inventive and resourceful. Someone who is known for original ideas
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Communication Tips

Missy Stauffer

compatibility of your behavioral style
How the “I” Can Enhance Interaction with Each Style
I with D
I's tend to view D's as argumentative, dictatorial, arrogant, domineering, nervous and hasty. As
an I, you are likely to resent the D telling you what to do. It will frustrate you when they don't
notice your ideas. Since you are used to being able to talk your way into or out of confrontations,
you will likely be surprised when you find out that your charm does not bring a favorable
response from the high D.
Relationship Tip: To make this relationship work, you must have direct communication. Deal with
issues in a straightforward manner. Work at negotiating commitments and goals on an equal
basis. Focus on tasks and issues, not people and personalities. Point out specific
accomplishments.
I with I
I's enjoy relationships with other I's ... thoroughly. You will see each other as stimulating,
charismatic, outgoing and optimistic; relating well to each other and developing relationships
quickly. You will both tend to mix business and pleasure, and strive to impress one another;
possibly even competing for recognition.

Enhance
Communication

Communication works
for those who work at
it.
- John Powell

Relationship Tip: Maximizing relationships between I's is not difficult; it's controlling them that
will require effort. Be friendly, complimentary; acknowledge each other's accomplishments. Listen
sincerely instead of planning what you want to say next.
I with S
You will see high S's as passive, nonchalant, apathetic, possessive and non-demonstrative. But
you'll also find them accepting, and willing to enter into relationships if you can slow down the
pace; even though you'll tend to become frustrated when the S doesn't express their thoughts
and feelings like you want them to. You can be a motivator and encourager to S's.
Relationship Tip: Slow down; be more easygoing. Show them sincere appreciation and you'll find
friendships with S's are very rewarding; they'll stick with you. Above all, don't be pushy.
I with C
I's view C's as overly dependent, evasive, defensive, too focused on details, too cautious and
worrisome. The natural interaction between you will strain the relationship and require work.
You'll focus on people; they'll see the facts. You'll be optimistic; they'll seem pessimistic. You'll
look at the “big picture”; they'll see only details. You'll want to make a decision; they'll frequently
want to gather a little more data first.
Relationship Tip: Present your facts clearly, and don't exaggerate details and numbers. Prepare
well for a discussion with a C. Expect them to express doubts and need time to evaluate data
before making a decision. Remove any potential threats, making their decisions easier. Write
notes often.
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PowerDISC™

Missy Stauffer

your strengths in leadership

INFLUENCING - Above Average
You are always considered when a leader is needed. You have great strengths, and know that you
possess wonderful insight into systems and people. Others are willing to follow you because of
your charisma and enthusiasm. While sometimes seeming a bit assertive, your optimism and
warmth soon have others remembering how important you are to the team.

DIRECTING - Adequate
You understand that directing others and doing what needs to be done to hit deadlines is
important. You find ways to make sure this is part of your routine, although you do not consider it
your primary strength.

Developing excellent
communication skills
is absolutely essential
to effective
leadership. The leader
must be able to share
knowledge and ideas
to transmit a sense of
urgency and
enthusiasm to others.
If a leader can’t get a
message across
clearly and motivate
others to act on it,
then having a
message doesn’t even
matter.
- Gilbert Amelio

PROCESSING - Well Developed
You like to be "hands on" and are great at following through and finishing strong. Others rely on
you to make a system really work the way it was intended. You may have a hard time delegating
at times, but you are willing to delegate when a project is larger than you can handle. Others see
you as loyal and caring and a real team player.

DETAILING - Adequate
You might surprise others at times with your ability to be detail oriented because you rarely choose
to take time to focus on the details. Remember the necessity of the paperwork and details so
that you may add value to your other stronger traits.

CREATING - Well Developed
You are very unique in that you have the combination of tremendous people skills and orientation
to detail. You can articulate well in many different areas. You use your communication skills to
make sure that each area of a project will get done in the proper order and manner. High-quality
work is a standard you maintain in all you do.

PERSISTING - Good
You are a strong, steady worker who wants to do quality work. Sometimes you may begin to look
at other alternatives to completing a project when the going starts getting rough. Remember not to
quit nor lose focus on what you have started.

RELATING - Highly Effective
You are a great encourager, but you also are willing to take the hand of a teammate and stand
beside that friend. Your optimism and loyalty in personal relationships makes you loved by many.
You strive to maintain a friendly and secure environment for yourself and those around you.
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Detailed Keyword Analysis: Your
Personal Image
When completing your profile, you answered the questions according to a particular setting, for example 'Home' or 'Work'. This is because people tend to display
different aspects of their personality in different settings. You are typically not the same at work as you are at home or in a social setting. A significant benefit of this
report is its ability to measure how others will tend to perceive you and your behavior in various settings.
In the setting for which you answered the questions, others will tend to perceive you as having certain characteristics. Their perception of these characteristics will
change depending on the amount of pressure you experience in any given situation. This is an area where each individual tends to have significant “blind spots”. We
often don't realize how we're perceived by others when we are under pressure.
The following keywords describe specific values of your DISC scores for two of the three graphs. An analysis has been generated for Graph 2 (personality under
stress) and graph 3 (personality in general). The following keywords represent characteristics typically displayed by similar graphs.
The DISC descriptive keywords generated from an analysis of each graph have been divided into two lists. The first list, generated from Graph 2, is under the
heading “How I Respond to Pressure”. It shows your typical response to pressure. The second list, generated from Graph 3, is under the heading “How I See
Myself”. Unless your two graphs are completely different, you should expect to see some repetition of items in each list. However, you should be aware that the
dominant traits are listed first; therefore the placement of each keyword demonstrates its significance. You should particularly note keywords that are repeated in
both lists. Notice whether repeated keywords moved higher or lower from list to list.

Keyword Exercise Part 1

HOW I RESPOND TO PRESSURE
The following descriptive keywords were generated from an analysis of Graph 2. These keywords describe the specific value of your DISC
scores providing a representation of the characteristics you tend to display when you are responding to pressure.

Instructions: Please ask someone to help you complete this exercise. It should be someone who knows you well in the particular setting
for which you answered the questions on your profile. Ask him/her to check the boxes next to the keywords that he/she perceives
describe you during a time when you were under significant pressure. Please ask him/her to leave blank keywords that do not describe
you during a pressure-filled time. Consider the impact these characteristics may have on your relationships. These may be areas for you
to consider as being significant to your self-image.
CONVENTIONAL Sanctioned by, or following custom of usage
DIPLOMATIC Tactful
SYSTEMATIC According to a system; orderly
COMPLACENT Self-satisfied; not desiring significant change
POSSESSIVE Feeling of ownership; desire for possessions
RELAXED Made looser, or less firm and tense
AFFABLE Easy to approach and talk to; pleasant & polite
SOCIABLE Enjoying the company of others; friendly; agreeable; informal
TRUSTING Firm belief in honesty, integrity, faith
MILD Gentle or kind in disposition; not severe or harsh
PEACEFUL Not quarrelsome; free from disturbance or disorder; calm, quiet
QUIET Not easily excited or disturbed; quiet disposition
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Keyword Exercise Part 2

HOW I TEND TO SEE MYSELF
The following descriptive keywords were generated from an analysis of Graph 3. These keywords describe the specific value of your DISC
scores providing a representation of the characteristics you tend to see yourself displaying (your self-image).

Instructions: Please check the boxes next to the keywords that you perceive describe you in general. Please leave blank keywords that do
not describe your everyday characteristics. Consider the impact these characteristics may have on your relationships. Are there any
keywords that come up in both part one and part two of this exercise? If so, these may be areas for you to consider as being significant
to your self-image.
EMOTIONAL Easily aroused to display emotion; quick to weep or show anger
INFLUENTIAL Having the ability to influence others by virtue of their character
SELF-PROMOTING Ability to advance oneself in popularity
COMPLACENT Self-satisfied; not desiring significant change
POSSESSIVE Feeling of ownership; desire for possessions
RELAXED Made looser, or less firm and tense
ANALYTICAL Dissecting a whole into its parts to discover their nature
MATURE Fully grown, developed
SENSITIVE Easily hurt; highly responsive intellectually and emotionally
MILD Gentle or kind in disposition; not severe or harsh
PEACEFUL Not quarrelsome; free from disturbance or disorder; calm, quiet
QUIET Not easily excited or disturbed; quiet disposition
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