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The DISC system of assessing personality characteristics is based upon the work of Dr. William 
Marston, one of the foremost psychologists of the twentieth century. Dr. Marston extensively studied 
the characteristics, patterns and responses of thousands of individuals and as a result developed an 
assessment to measure four important behavioral factors. The factors he selected were Dominance, 
Influence, Steadiness and Compliance, from which DISC takes its name. Marston wrote "The 
Emotions of Normal People" as a result of his efforts. Scores of individuals have built upon the works 
of Dr. Marston over the last 75 years. Of these, one of the foremost is Dr. Sanford Kulkin, Founder 
and President of the Institute for Motivational Living. 

DISC is a universal language of behavior that has been validated in over 25 countries since Marston 
introduced the model in 1928. DISC provides a neutral language to allow the discussion of individual 
behavioral differences; it is not a "label" that is placed on individuals. DISC identifies how four 
behavioral factors interact and emphasizes the strengths and uniqueness of each individual. For over 
20 years, The Institute has developed practical, strategic applications for DISC materials for use in 
both business and interpersonal relationships. The Institute emphasizes the extension of DISC 
beyond a simple training or educational program into a life-changing experience. 

The Personality 24 Question Profile from which this report was created represents the cutting edge in 
the interpretation of individual responses to the DISC profile. It provides for the greatest depth of 
analysis of individual responses to the DISC profile instrument, leading to the most accurate, in-
depth conclusions available. However, it is important to understand that this publication is based 
upon the responses entered by the subject, and is designed to provide accurate and authoritative 
information in regard to the subject matter. It is distributed with the understanding that the 
publisher is not engaged in rendering professional psychological services. If expert assistance is 
required, the advice of a professional, competent person should be sought. 

Page 2 of 32
© 2001-2009 The Institute for Motivational Living, Inc. All rights reserved.



Challenger 

Matt is motivated by his ability to lead groups and influence others around him. He is 

someone who takes the responsibility of leadership seriously when it is given to him, 

and is typically able to make important decisions without delay. He exudes 

confidence and others respond to Matt's natural ability to be a front runner. 

 

Systematic and detailed, Matt focuses on the process. Others see him as practical 

and logical. He tends to be sensitive to criticism, but prefers to internalize his 

emotions rather than expose them. Matt likes to clarify expectations before 

undertaking new projects, because he works hard to meet the standards that are set 

for him. 

 

Matt prefers a rational and moderate approach when first entering new situations and 

tries to avoid extremes. He likes the company of others, but Matt is equally 

comfortable spending a quiet evening alone. He is a realist who will always weigh his 

options before he makes a decision to move ahead. 

 

Matt doesn't care for routine and will often actively try to change monotonous 

situations. He tends to march to the beat of his own drum, and prefers to do things 

on his own so he can work at his own pace. Matt is sometimes seen as being in a 

hurry to get where he is going since he tends to move quickly from one thing to the 

next. 
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Matt's Keys to Motivation: 

The traits listed on this page are based upon a statistical analysis of personality traits displayed by individuals with similar styles. 
Over the years, thousands of individuals have responded to DISC surveys, and the characteristics of their personalities have been 
tabulated and recorded. The keywords that are listed below are the traits that are most often observed in people whose style is 

similar to yours, although you may or may not exhibit these specific traits.  

This page is designed to provide a single page, simple summary of the key elements of your style. This information will be quite 
valuable to individuals with whom you must communicate on a regular basis, for example managers, employees, teachers, family 
members, or members of social groups. You might consider using this page as a discussion guide regarding how to maximize 

communication in your relationship. 

Brief Description of your Style: 

Challengers are people who are sensitive to problems, and creativity characterizes them. They can 
complete significant tasks in very little time due to their strong resolve. They are determined and 
can possibly have high intelligence combined with quick reactions. They pursue all possible avenues 
when searching for a solution to a problem. They display a lot of foresightedness in focusing on 
projects. Their drive for tangible results is counterbalanced by equal striving for correctness. They 
are perfectionistic and can vacillate in decision making. Challengers may lack social poise and be 
cool and blunt. They prefer working alone and resent restrictions. They tend to be quiet and do not 
trust easily. They do not have compassion for those who do not follow what they believe to be as the 
right way. Easily bored with routine responsibilities, they need to work on new projects. Challengers 
tend to ignore the emotional side to people; they need to develop warmness in their social 
relationships. They need to learn cooperation with team members and to be patient with others’ 
opinions and work styles. Task oriented and driven by results, Challengers do not get emotionally 
involved when discussing issues with people. They are creative and think ahead to what they will do 
next and how decisions may effect what happens next. They are inquisitive and like to have details 
and facts about the unfamiliar. 
 
MOTIVATING GOALS: Dominance, discovering unique solutions. 
 
EVALUATES OTHERS BY: Self-imposed standards, expression or progressive ideas. 
 
INFLUENCES OTHERS BY: Competition; setting a place in developing systems. 
 
VALUE TO TEAM: Initiates change and improvements, challenges complacency. 
 
REACTION TO PRESSURE: Sulks; becomes bored with routine; dictatorial; compassionless. 
 
GREATEST FEARS: Not being influential; being criticized. 
 
AREAS FOR IMPROVEMENT: Show warmth; become more verbal and team oriented; use the “sell not 
tell” approach; laugh more!. 
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Matt's Strengths in Leadership: 

INFLUENCING 

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 

You probably just met another deadline and the work you directed is of the highest quality. You take 
a lot of pride in your ability to make sure things get done. Take some personal time with someone 
who is important to you. Show the team a personal side of yourself that they may not often see. It 
will actually help you accomplish things more easily than if you do not take the time to build 
relationships. 
 
PROCESSING 

You can take an idea or a project and follow through from start to finish. While you prefer changing 
roles and responsibilities, you will stick to a routine that is necessary to fulfill a need. 
 
DETAILING 

You are often asked to help out others in a group or a team because you can assist them in finding 
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potential limitations in their plan. You make sure that everyone dots the I's and crosses the T's; you 
are a natural at putting the finishing touches on projects. Others wish they had your analytical mind 
and thought process. Your surroundings are neat and efficient, and you appreciate when others 
follow suit. 
 
CREATING 

You like to use your creativity to perfect basic concepts that other team members develop. You can 
oversee and help keep accountability in areas that others may compromise. 
 
PERSISTING 

Others like working together with you because you typically do more than your share of whatever is 
required, and this makes the entire team look good. You will maintain a hands-on approach and let 
others visibly see that you are a team player. 
 
RELATING 

You sometimes say the wrong thing or nothing at all, but you find the necessary tools to maintain 
good relationships. Try to understand more about others' styles and how they like to communicate. 
The DISC system should give you a better understanding in these areas. 
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Matt's Historical Character Matches: 

Helen A. Keller 
1880-1968 
 
U.S. Lecturer and Author  

Left both blind and deaf at the age of two by an illness, Keller’s drive and determination were sorely 
tested. Aided by the belief of her parents and Anne Sullivan, her teacher, she learned to speak, read 
and write by the time she was seven. She traveled across America, Europe and Asia speaking and 
writing about her experiences, political issues and social issues, women, and the disabled. “Instead 
of comparing our lot with that of those who are more fortunate than we are, we should compare it 
with the lot of the great majority of our fellow men. It then appears that we are among the 
privileged. I seldom think about my limitations, and they never make me sad. Perhaps there is just a 
touch of yearning at times; but it is vague, like a breeze among flowers. I am only one; but I am still 
one. I cannot do everything, but still I can do something. I will not refuse to do the something I can 
do.” 

Robert E. Lee 
1807-1870 
 
General, Confederate States of America  

Exemplifying the force of character of the Challenger, Lee excelled in his military career from the 
beginning to the end. He graduated second in his class from West Point without having received a 
demerit. The Challenger’s attention to detail and tenacity are displayed in the sheer boldness and 
flexibility of his military strategy. Decisive and bold, he is considered by most to be one of the 
greatest battlefield commanders of history. “Obedience to lawful authority is the foundation of manly 
character. I cannot trust a man to control others who cannot control himself. My chief concern is to 
try to be an humble, earnest Christian.” 
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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 in to two lists. The first list, generated 
from Graph 2, is under the heading "How Others Tend to See Me". 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 OTHERS TEND TO SEE ME 

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. 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.  

FORCEFUL:  Full of force; powerful; vigorous 

DOMINEERING:  Imposing one's own opinion & wishes 

gfedc

gfedc
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URGENT:  Requests boldly 

COURTEOUS:  Polite and gracious 

HIGH STANDARDS:  Holds to a strong values system 

CONSCIENTIOUS:  Governed by one's conscience; scrupulous; painstaking effort to achieve 
correctness 

POISED:  Balanced; stable; having ease and dignity of manner 

CONFIDENT:  Sure of oneself; feeling certain; bold 

GENEROUS:  Willing to give or share; unselfish; bountiful 

CHANGE-ORIENTED:  Desire to alter; likes variety 

RESTLESS:  Nervous; uneasy 

QUALITY CONSCIOUS:  Calling attention to defects 

 

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.  

ADVENTURESOME:  Exciting undertakings, Willing to take chances 

DECISIVE:  Settles a dispute, question, etc 

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc
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INQUISITIVE:  Inclined to ask many questions; curious 

COURTEOUS:  Polite and gracious 

HIGH STANDARDS:  Holds to a strong values system 

CONSCIENTIOUS:  Governed by one's conscience; scrupulous; painstaking effort to achieve 
correctness 

CONTROLLED:  Restraining oneself; holding back emotion, reserved; modest; shy 

FACTUAL:  Having the nature of fact; real; actual 

LOGICAL:  According to the principles of logic, reasoning 

CHANGE-ORIENTED:  Desire to alter; likes variety 

RESTLESS:  Nervous; uneasy 

QUALITY CONSCIOUS:  Calling attention to defects 

 

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc

gfedc
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Matt's Graphs: 

Graph 1 - Most Graph 2 - Least Graph 3 - Difference

Raw Scores: 
D = 10, I = 1, S = 3, C = 5 

 
Calculated Scores: 

D = 2.587, I = -4.642,  
S = -1.898, C = 1.805  

Raw Scores: 
D = 1, I = 4, S = 11, C = 3 

 
Calculated Scores: 

D = 5.659, I = 0.761,  
S = -5.178, C = 3.711  

Raw Scores: 
D = 9, I = -3, S = -8, C = 2 

 
Calculated Scores: 

D = 3.841, I = -2.078,  
S = -4.534, C = 3.661  

Mask, Public Self
Behavior expected by others 

Core, Private Self
Instinctive Response to 

Pressure 

Mirror, Perceived Self
Self Image, Self Identity 

Everyone acts according to how they think 
other people expect them to act.  This 
behavior is the public self, the person 
projected to others.

Everyone has learned responses from 
the past: consequently, these are 
behaviors which the person accepts 
about him/herself.

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 identity.
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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 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 
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can occur, but it is usually gradual and based on the changing demands of one's environment. 

Different Graphs Indicate Change or Transition 

• If Graph 1 is different than Graph 2, the demands of the environment are forcing behavior that is 

not congruent with the core, or instinctive behavior. In such a situation, a person trying to modify 

his/her behavior to meet the demands of the environment will most likely experience stress. 

• If Graph 1 is different than Graph 2, but similar to Graph 3, the individual has been able to 

successfully alter his/her behavior to meet the demands of the environment without altering his/her 

core. This individual is probably fairly comfortable with the behavior shown in Graph 3 (Perceived 

Self), and is probably not experiencing stress. 

• If Graph 1 is different than Graph 3, an individual may be in a period of growth (and some 

discomfort) while he/she attempts to alter behavior to meet the demands of a new environment. A 

person's behavior may fluctuate during this period of adjustment. 

Similar Graphs Indicate Few Demands For Change 

An individual who perceives the current demands of the environment (Graph 1) to be 

similar to his/her past (Graph 2) will have little need to change his/her self-perception 

(Graph 3). This may be due to any of the following factors: 

• The behavior demanded by the present environment is similar to demands in the past. 

• This individual controls what others demand of him/her. 

• The behavior demanded by the present environment is different than demands in the past. 

However, instead of altering behavior, this person has chosen to augment style. To accomplish 

augmentation, this individual has surrounded him/herself with people of complimentary styles, thus 

creating a team with combined strengths. 
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As a Challenger, Matt is sensitive to problems, and displays a significant amount of creativity in his 
ability to solve them. He can complete significant tasks in very little time due to his strong resolve. 
Matt is determined and probably has high intelligence combined with quick reactions. He will 
examine and pursue all possible avenues when searching for a solution to a problem. Matt displays a 
lot of foresightedness in focusing on projects. Equal striving for correctness, counterbalances his 
drive for tangible results. Matt tends to be a perfectionist and can vacillate in decision making while 
trying to determine the "best" choice. 

Matt may sometimes appear to lack social poise, and possibly even be perceived as cool and overly 
forthright. He prefers working alone and thrives in an environment where he can call the shots. He 
tends to be quiet and reserved when becoming involved in personal relationships and does not trust 
easily. He typically will have little patience for those who do not follow what he believes to be the 
right way, since he is so strongly motivated by a drive to excel. Matt tends to become easily bored 
with routine responsibilities, he needs the opportunity to work on new projects. Matt tends to ignore 
the emotional side of people in favor of focusing on the task at hand; he would benefit by 
considering the development of warmness in his social relationships as an important task. He would 
also be well-advised to give additional consideration to the value of developing a team and the 
increased productivity that can be derived from being a strong leader of a solid team. He should 
work to build stronger cooperation with team members and to develop a patient attitude when 
considering others' opinions and work styles. 

Task oriented and driven by results, Matt tends not to get emotionally involved when discussing 
issues with people. He is creative and thinks ahead to what he will do next and how decisions may 
effect what happens next. Matt is inquisitive and likes to have details and facts about the unfamiliar. 

Your D and C plotted above the midline, your style is identified by the keyword 
"Challenger". 

General Characteristics 

• High Ego Strength 
• Analytical; Methodical 
• Problem Solver; Able Doer 
• Extremely task oriented 

Value To Team 

• Bottom-line organizer 
• Analytical capabilities 
• Not afraid to make unpopular decisions; able to be decisive 
• Get results efficiently 

Possible Weaknesses 

• Inability to relax 
• May appear cool and distant 
• Interpersonal skills may be weak 
• Need to control 
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Greatest Fear 

• Others criticizing and taking advantage of them 

Motivated by 

• Work and project completion 
• Power and authority to take design and implement solutions 
• Not having to needlessly socialize or play politics 
• Being provided the necessary tools to achieve success 

My Ideal Environment 

• Being able to design and refine 
• Challenging tasks and activities 
• Projects that produce tangible results 
• Recognition for their analytical abilities 
• Personal evaluation based on my results, not my methods 

Remember, a Challenger may want: 

• Authority, assignments promoting growth, "bottom line" approach, 
opportunities for advancement, ability to work alone 

When communicating with a Challenger, DO: 

• Be brief, direct, and to the point 
• Ask "what" and "why" questions 
• Focus on business; focus on results 
• Suggest ways to achieve results, be in charge, and solve problems 
• Highlight logical benefits of featured ideas and approaches 
• Agree with facts and ideas rather than a person when in agreement 
• Recognize their high quality work 

When communicating with a Challenger, DON'T: 

• Ramble 
• Repeat yourself 
• Focus on problems 
• Try to be too sociable early in the relationship 
• Make sweeping generalizations 
• Make statements without support 

While analyzing information, a Challenger may: 

• Want to do it alone without consulting others 
• Neglect the human factor; make decisions based on facts 
• Overlook others' opinions 
• Offer innovative and progressive systems and ideas 

Challengers possess these positive characteristics in teams: 

• Instinctive leaders 
• Autocratic managers – great in crisis 
• Self-reliant 
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• Innovative in getting results 
• Maintain focus on goals 
• Specific and direct 
• Overcome obstacles 
• Provide direction and leadership 
• "Walks the walk" – provides good example 
• Willing to speak out 
• Uses experience and practical knowledge together well 
• Welcome challenges without fear 
• Function well with heavy work loads 

Personal Growth Areas for Challengers: 

• Strive to be an "active" listener 
• Be attentive to other team members' ideas until everyone reaches a 
consensus 
• Be less controlling and domineering 
• Develop a greater appreciation for the opinions, feelings and desires of 
others 
• Put more energy into personal relationships 
• Show your support for other team members 
• Take time to explain the "whys" of your statements and proposals 
• Be friendlier and more approachable  

 

This next section uses adjectives to describe where your DISC styles are approximately 
plotted on your graph. These descriptive words correlate as a rough approximation to the 
values of your graph. (For exact adjectives that relate to your graph, see the IML 
Introduction to Behavioral Analysis Certification Guide pgs. 20-21) 

D – Measures how decisive, authoritative and direct you typically are. Words that may 
describe the intensity of your “D” are:  

FORCEFUL Full of force; powerful; vigorous 
RISK TAKER Willing to take chances 
ADVENTURESOME Exciting or dangerous undertaking 
DECISIVE Settles a dispute, question, etc 
INQUISITIVE Inclined to ask many questions; curious 

I -- Measures how talkative, persuasive, and interactive you typically are. Words that may 
describe the intensity of your “I” are:  

WITHDRAWN Retreating within oneself; shy; reserved; abstract 
RETICENT Silent or uncommunicative; disinclined to speak; reserved 

S – Measures your desire for security, peace and your ability to be a team player. Words 
that may describe the intensity of your “S” are:  

RESTLESS Inability to rest or relax; uneasy; not quiet 
CHANGE-ORIENTED Desire to alter; likes variety 
SPONTANEOUS Acting in accordance with a natural feeling without constraint 
ACTIVE Characterized by much action or emotion; busy; quick 

C – Measures your desire for structure, organization and details. Words that may describe 
the intensity of your “C” are:  
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CONVENTIONAL Sanctioned by, or following custom of usage 
COURTEOUS Polite and gracious 
CONSCIENTIOUS Scrupulous; painstaking effort to achieve correctness 
HIGH STANDARDS Holds to a strong values system 

How You Communicate with Others 

We have just reviewed the do's and don'ts of communication with your specific style. After 
reviewing this section of the report, you may now feel, "Yes, this is what I would like. This is how I 
wish people would treat me and work together to give me the information that is important to me." 
Equally important is that you now see that THE WAY SOMETHING is said can be as important to 
what is said. And unfortunately, we all have a tendency to communicate the same way that we like 
to hear something, instead of the way we need to verbalize. 

Your style is predominately a "D" style, which means that you prefer receiving information 
telling you RESULTS. But, when transferring that same information to a client or co-worker, you may 
need to translate that into giving them precise facts, or just the end result, or how they are a part of 
the solution and we need to work as a team. 

This next section of the report deals with how your style communicates with the other three 
dominant styles. Certain styles have a natural tendency to communicate well, while certain other 
styles seem to be speaking different languages all together. Since you are already adept at speaking 
your "native" language, we will examine how to best communicate and relate to the other three 
dominant languages people will be using. 

This next section is particularly useful for a dominant "D" style as you may have the tendency to be 
more aggressive in your communication than what others would like. 

The Compatibility of Your Behavioral Style 

Two "D" styles will get along well only if they respect each other and desire to work as a team to 
accomplish a set goal. Care must be taken not to become overly competitive or overly domineering 
with each other. 

A "D" likes the "I" style, because an "I" is a natural encourager to the "D". Sometimes an "I" will not 
be task oriented enough for the "D" in a work situation, unless the "D" sees the value of how the "I" 
can be influential to achieve ultimate results. 

A "D" and an "S" normally work well together because the "S" does not threaten the "D", and will 
normally work hard to achieve the desired goal. Sometimes personal relations can be strained 
because the "D" sometimes comes across as too task oriented and driven. 

A "D" and a "C" must be careful not to become too pushy and too detail oriented, respectively. 
However, a "D" needs the detail attention of the "C" style, but sometimes has a hard time of 
effectively communicating this need. 

How the "D" Can Enhance Interaction With Each Style 

D with D 

If there is mutual respect, you will tend to see each other as driving, visionary, aggressive, 
competitive and optimistic. So long as they agree on the goal to be accomplished, they can focus on 
the task at hand and be extremely efficient. If mutual respect does not exist, you will tend to see the 
other D as argumentative, dictatorial, arrogant, domineering, nervous and hasty. 

Page 17 of 32
© 2001-2009 The Institute for Motivational Living, Inc. All rights reserved.



Relationship Tip: 

Each of you must strive to achieve mutual respect, and communication, setting this as a goal to be 
accomplished will help immensely. You must also work to understand the realms and boundaries of 
each other's authority, and to respect those boundaries. 

D with I 

You will tend to view I's as egocentric, superficial, overly optimistic, showing little thought, too self-
assured and inattentive. You'll dislike being "sold" by the I. Your task orientation will tend to lead 
you to become upset by the High I's noncommittal generalizations. 

Relationship Tip: 

You should try to be friendly, since the I appreciate personal relationships. Be complimentary, when 
possible. Listen to their ideas and recognize their accomplishments. 

D with S 

You will tend to view the S as passive, nonchalant, apathetic, possessive, complacent 

and non-demonstrative. D's tend to perceive S's as slow moving. They will tend to see your 
approach as confrontational, and it may tend to be overwhelming to the High S. Your quick pace of 
action and thinking may cause a passive-aggressive response. 

Relationship Tip: 

Avoid pushing; recognize the sincerity of the High S's good work. Be friendly to them, they 
appreciate relationships. Make every effort to be more easy going when possible, adapting a steady 
pace will reduce unnecessary friction in the relationship. 

D with C 

Your tendency will be to view the C as overly dependant, evasive, defensive, too focused on details 
and too cautious and worrisome. D's often feel that High C's over analyze and get bogged down in 
details. 

Relationship Tip: 

Slow down the pace; give them information in a clear and detailed form, providing as many facts as 
you can. In discussions, expect the C to voice doubts, concerns and questions about the details. 
Remove potential threats. Whenever possible, allow time for the C to consider issues and details 
before asking them to make any decisions. 

 
Communication Tips Worksheet: 

Changes in your graphs indicate your coping methods  The human personality is profoundly 
influenced by changes in our environment.  Typically, people change significantly from graph one to 
graph two as a result of stressors or environmental changes.  Recognizing the differences or changes 
between these two graphs (our public self, our private self) helps us and others understand our 
instinctive coping mechanism and indicates how to better adapt in the future.  

Instructions:  Each of your graphs illuminates different aspects of your personality.  A closer look at 
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those changes reveals valuable insight.  Please refer to your first two graphs and, if necessary, 
reference data throughout your profile.  Compare the D, I, S, and C points on graphs one and two.  
Answer the following questions with a checkmark in the appropriate space.  Finally, read the analysis 
of your answer and consider how your environment affects your decisions, motivations, actions and 
verbal messages.  

D Changes: 
Compare graph 1 and 2.  When you look at graph 2, is your “D” higher or lower than the “D” in 
graph 1?  Consider how high or low the letter moves.  Higher  = Desires more control in stressful 
situations.  If the D goes up considerably, you can become very controlling when you become 
stressed.    Lower   = Desires less control in stressful situations.  If the D goes down considerably, 
you may want someone else to lead you and you will follow.  

I Changes: 
Compare graph 1 and 2.  When you look at graph 2, is your “I” higher  or lower  than the “I” in 
graph 1?  Consider how high or low the letter moves.  Higher  = Desires more social influence in 
stressful situations.  If the I goes up considerably, you may try to use your communication skills to 
smooth things out.    Lower   = Desires less social influence in stressful situations.  If the I goes 
down considerably, you rely less on a verbal means of a resolution.   

S Changes: 
Compare graph 1 and 2.  When you look at graph 2, is your “S” higher  or lower  than the “S” 
in graph 1?  Consider how high or low the letter moves.  Higher  = Desires a more secure 
environment in stressful situations.  If the S goes up considerably, you may tend to avoid any 
conflict and wait till a more favorable environment is available before making any changes.  Lower 
 = Desires a less secure environment in stressful situations.  If the S goes down considerably, you 
become more impulsive in making decisions.   

C Changes: 
Compare graph 1 and 2.  When you look at graph 2, is your “C” higher  or lower  than the “C” 
in graph 1?  Consider how high or low the letter moves.  Higher  = Desires more information to 
make a decision in stressful situations.  If the C goes up considerably, you will probably not want to 
make a decision until you have more information.  Lower   = Desires a less information to make a 
decision in stressful situations.  If the C goes down considerably, you may make decisions based 
more on a gut feeling.    

Which one of your points makes the most dramatic move up or down?    

What does that tell you about how you react to pressure?  

How could your coping method help or hinder you in making decisions?       

How will you use this information to help you see possible blind spots in your reaction to pressure?    

 

gfedc gfedc

gfedc gfedc

gfedc gfedc

gfedc gfedc
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Matt's Action Plan

Action Plan Worksheet for the Challenger 

This worksheet is a tool to enable effective communication between you and others with whom you 
interact on a regular basis. The goal is to help you maximize your strengths and minimize the effects 
of potential limitations. It addresses work-related and general characteristics that are common to 

your style as a whole, and is not derived directly from your specific graphs. 

Instructions:

Step 1: The items listed below are areas to reflect upon between you and your closest contacts. 
After printing out this report, give this page to another person who knows you well (associate, team 
member, teacher, family member, friend) and ask them to read each item. They should consider 
whether or not they perceive the item to describe your traits. Then, circle either Yes or No beside 
each item. Open dialogue is encouraged and any blind spots (areas of your personality that you are 
blind to) should be discussed. Since communication is a two-way street, it is recommended that two 
people complete one another's worksheets.  

Goal oriented 
Yes 

No
nmlkj

nmlkj
Low tolerance for error 

Yes 

No
nmlkj

nmlkj

Sees the big picture
Yes 

No
nmlkj

nmlkj
Doesn't analyze details

Yes 

No
nmlkj

nmlkj

Organizes well 
Yes 

No
nmlkj

nmlkj
Bored by trivia 

Yes 

No
nmlkj

nmlkj

Seeks practical solutions
Yes 

No
nmlkj

nmlkj
Rash decision maker

Yes 

No
nmlkj

nmlkj

Moves quickly to action
Yes 

No
nmlkj

nmlkj
Tends to be rude / tactless

Yes 

No
nmlkj

nmlkj

Delegates work
Yes 

No
nmlkj

nmlkj
Manipulative and demanding 

Yes 

No
nmlkj

nmlkj

Insists on production
Yes 

No
nmlkj

nmlkj
Ends justifies the means

Yes 

No
nmlkj

nmlkj

Stimulates activity
Yes 

No
nmlkj

nmlkj
Consumed by the task / job

Yes 

No
nmlkj

nmlkj

Thrives on opposition
Yes 

No
nmlkj

nmlkj
Demands excessive loyalty

Yes 

No
nmlkj

nmlkj

Punctual and schedule aware
Yes 

No
nmlkj

nmlkj
Overlooks people and feelings

Yes 

No
nmlkj

nmlkj

High standards, perfectionist
Yes 

No
nmlkj

nmlkj
Preoccupied with imperfections

Yes 

No
nmlkj

nmlkj

Persistent and thorough
Yes 

No
nmlkj

nmlkj
Hesitant to start projects 

Yes 

No
nmlkj

nmlkj

Yes nmlkj Yes nmlkj
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Orderly and organized Nonmlkj Excessive planning time Nonmlkj

Economical
Yes 

No
nmlkj

nmlkj
Prefers analysis to work

Yes 

No
nmlkj

nmlkj

Sees the problem, finds solutions
Yes 

No
nmlkj

nmlkj
Self deprecating

Yes 

No
nmlkj

nmlkj

Creative and resourceful
Yes 

No
nmlkj

nmlkj
Excessively difficult to please

Yes 

No
nmlkj

nmlkj
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Step 2: Now, select three items that would benefit most from focused attention. Discuss and 
determine specific outcomes and determine a reasonable timeframe for their achievement. Write the 
details in the spaces provided, along with notes helpful to achieving specific outcomes. Set a date 
60-90 days from now for a discussion with your contact to review your progress. The person who 
works with you on this is important to your growth and should help you stay accountable to your 
plan.  

1. The first item upon which I will focus:

Specifics to address:  

____________________________________________________________________________ 

____________________________________________________________________________ 

Specific actions I will take on this item in the next 60 to 90 days: 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

Review date: 

2. The second item upon which I will focus:

Specifics to address:  

____________________________________________________________________________ 

____________________________________________________________________________ 

Specific actions I will take on this item in the next 60 to 90 days: 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 
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____________________________________________________________________________ 

Review date: 

3. The third item upon which I will focus:

Specifics to address:  

____________________________________________________________________________ 

____________________________________________________________________________ 

Specific actions I will take on this item in the next 60 to 90 days: 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

____________________________________________________________________________ 

Review date:  

Page 23 of 32
© 2001-2009 The Institute for Motivational Living, Inc. All rights reserved.



Career Match 

Matt, based upon the scores of your DISC assessment, the following careers/occupations would most 
likely be of significant interest to you. Naturally, you would have to consider education and training 
and, possibly, licensing requirements for each position. This is a guide to help you think about the 
possibilities of careers which you may find fulfilling.  Remember, any style can do any occupation, 
however, some styles seem to naturally enjoy a particular job more. 
 
Best Match ( D Style )
 

Occupation/Career

Administrator: school, hospital, government
 Announcer
 Athlete
 Business manager, agent
 Business owner, self-employed worker
 Buyer
 Coach, instructor, teacher
 Collection Supervisor
 Consultant
 Contractor, builder
 Corrections officer
 Developer for real-estate and construction
 Director
 Education administrator
 Entrepreneur, franchiser
 Executive, president, CEO, vice-president
 Federal agent: CIA/FBI/DEA agents
 Financial manager, bank and brokerage branch or department
 Firefighter
 First-line manager/supervisor
 Government service executive
 Hotel and restaurant management
 Inspector, compliance officer
 Investigator, detective
 Journalist
 Judge
 Lawyer, trial attorney
 Management consultant
 Manager, top executive
 Military leader
 News anchor
 Personnel recruiter
 Physician
 Pilot
 Planner
 Police officer
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Private sector executive
 Real estate sales, property manager
 Religious leader: minister, priest, pastor
 Sales agent: securities and commodities, financial services
 Sales representative
 Supervisor - various environments
 
Close Match ( C Style )
 

Occupation/Career

Accountant
 Airline pilot
 Anesthesiologist
 Architect
 Artist
 Author
 Banker
 Bookkeeper
 Carpenter
 Chef, culinary artist
 Clerk
 Composer
 Computer programmer, CIS
 Consultant
 Counselor
 Craftsman
 Criminal investigator, Special agent
 Dentist, Orthodontist
 Designer
 Draftsman
 Education Administrators, Elementary and Secondary School
 Educator
 Engineer - various fields
 Fashion designer
 Geologist
 Government service specialist
 Graphic designer
 Hospital administrator
 Instructors - various areas
 Insurance appraiser, adjuster
 Interior decorator
 Inventor
 Lab technician
 Lawyer
 Library science
 Machinist, skilled
 Management analyst

Page 25 of 32
© 2001-2009 The Institute for Motivational Living, Inc. All rights reserved.



Mathematician
 Mechanic
 Music director
 Musician, composer
 Nursing
 Nursing instructor
 Performing artist
 Pharmacist
 Philosopher
 Photographer
 Physician
 Playwright
 Professor
 Scholar
 Science instructor
 Scientist
 Statistician
 Surgeon
 Tax attorney
 Teacher
 Theologian
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Why Is Understanding Personality Important?

We are each uniquely created as body, soul and spirit. Our body (five senses) provides an awareness 
of the world around us, our spirit offers an awareness of Heavenly things above, and our soul gives 
us an awareness of who we are! It is in our very soul that lies the traits that make up our intellect, 
emotions, and temperament. Understanding personality helps to unlock the potential of our future 
by allowing us to understand how our own passion and purpose come together for the glory of God 
and the good of those around us. 
 
Understanding personality styles helps you... 

• become a better communicator. 
It's difficult to communicate effectively with people you don't understand. And it's easy 
to misinterpret those whose personalities are the opposite of yours. Once you 
understand how to determine another's personality style, you find the key to unlock 
better communication. It's simple: if you want to get along with the person who is 
forceful and direct, be forceful and direct with him/her. If you want to communicate 
better with the person who is friendly and optimistic, be friendly and optimistic with 
him/her. If you seek to be understood by the person who is patient and practical, be 
patient and practical with him/her. If you want to reduce conflicts with the person who is 
precise and analytical, be precise and analytical with him/her. Remember, you must 
allow your personality style to be flexible.  
 
• resolve or prevent conflicts. 
When you understand why someone did or said something, you will be less likely to 
react negatively. An awareness of another's underlying motivations can allow you to 
diffuse problems before they start. For example, your spouse begins the day with you by 
discussing all of the things that need be done. They ask you how you plan on getting 
your share of the tasks done. You would rather your spouse begin the day discussing 
more "fun" topics, like your family, friends, etc. When you realize your spouse is a 
Dominant Style (to the point) and you are an Influencing Style (people person), you can 
adjust your expectations accordingly. 
 
• appreciate the differences in others.
You know that all people are unique, but sometimes you get frustrated with those who 
don't quite fit your communication style. A co-worker may be analytical and want all the 
facts about a project, but you just want them to care about you and your idea. If you 
understand that the person is very task-oriented, and you are very people-oriented, you 
really can't hold him/her to your expectations. Knowing this, you can appreciate their 
unique style, and then give them all the facts you can muster. 
 
• gain credibility and positively influence others.
Every interaction you have with others either increases or decreases your credibility and 
influence. Have you ever met a person who won't stop talking about himself? When you 
see him coming, do you dread the interaction? If so, that's because his behavior has 
caused him to lose credibility with you. Likewise, a person whom you can't wait to see 
has gained credibility with you and deserves your time. By knowing another's personality 
style, you can immediately gain credibility and influence by adapting to his/her style. 
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In the course of daily life, you can observe personality styles in action because you interface 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. 

The following chart helps put the four dimensions of the personality into perspective: 
 

D = Dominant I = Influencing S = Steady C = Compliant
Seeks :  Control  Recognition  Acceptance  Accuracy
 
Strengths :  Administration  Persuading  Listening  Planning
 Leadership  Enthusiasm  Teamwork  Systems

 Determination  Entertaining  Follow-through  Orchestration

 
Challenges :  Impatient  Lack of detail  Oversensitive  Perfectionist
 Insensitive  Short attention  Slow to begin  Critical

 Poor listener  Low follow-through  Dislikes change  Unresponsive

 
Dislikes :  Inefficiency  Routines  Insensitivity  Disorganization
 Indecision  Complexity  Impatience  Impropriety

 
Decisions :  Decisive  Spontaneous  Conferring  Methodical
 
Biblical 
Figures :

 Apostle Paul 
 Joshua 
 Deborah 
 Martha

 Peter 
 Barnabus 
 Abigail 
 Miriam

 John the Beloved 
 Mary, mother of Jesus

Simeon 
 Mary, sister of Martha

 Luke 
 Silas 
 Ruth 
 Esther

 
Song :  "My Way"  "Celebration"  "You've Got A 

Friend"
 "Don't Rain on 
My Parade"

 
Car :  Rolls Royce  Ferrari  VW Golf  Volvo
 
Animal :  Lion  Peacock  Dog  Owl
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Personality and the Christian

Our personality is a part of our soul, and we consciously make decisions every day in how we react 
to others and even the Spirit’s calling. As we understand others and ourselves, we begin to 
differentiate between our own will and the perfect will of God for our lives. "The mind controlled by 
the Spirit is life and peace." Romans 8:6 

We are a Triune (3-part) Being - Body, Soul and Spirit 

1 Thessalonians 5:23          Hebrews 4:12 

Body 

"World Awareness" 
The Five Senses 

Our "Flesh" 

Our Earthen Vessel 

Soul 

"Self Awareness" 
Emotions, Thought, Will 

Personality D-I-S-C 

Spirit 

"God Awareness" 
The Rhema & the Logos 

The Gifts and Fruits of the Spirit 

Spirit Led Emotions 
When we operate in the Spirit we produce 

fruits and operate in the gifts. Understanding 
yourself and others helps us use our 

personality STRENGTHS as we flow in the 
Spirit. 

VS.

Flesh Led Emotions 
A poor understanding of others and one's self 
allows our emotions to be negatively impacted 
through our greatest FEARS. This flesh wars 

with our spirit and hinders our growth. 
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Understanding others and ourselves allows us to appreciate individual differences and establish 
effective communication to build and maintain positive relationships. We are all part of the body of 
Christ and must work together just as the members of our own body must work in harmony 
together.  Jesus himself chose twelve disciples with very different personality styles but taught them 
to serve one and wait in unity together for the Spirit to empower them for ministry. 

"And when the day of Pentecost was fully come, they were all with one accord in one 
place." Acts 2:1 
"Do two walk together unless they have agreed to do so?" Amos 3:3 

Action Item – Review Your DISC scores with your spouse, family, friends, or coworkers. Talk about 
where possible miscommunication might occur and suggest ways you might be more sensitive to the 
needs of others and to the team. 

Following is additional information on Biblical figures who are similar to your DISC Personality. 
 

Daring & Dominant: As a "D" style, your personality is similar to Biblical heroes like the Apostle 
Paul, Joshua, Martha (the sister of Mary and Lazarus), and Deborah (Judge of Israel). All of these 
leaders were take charge, proactive people who were not afraid of any task, no matter how small or 
how large. These people impacted everything and everyone around them, and their natural 
leadership abilities caused others to follow.  
 
Even for a strong "D", there are areas of personal growth that will increase your personal 
effectiveness. The Apostle Paul, who wrote nearly half of the New Testament, had to understand the 
value of personal relationships and later went on to write the great love chapter, 1 Corinthians 13. 
Martha, who was able to plan and organize events and activities with ease, needed to take time to 
slow down and just be refreshed. It is said that the only thing a "D" fears is inactivity, yet those are 
the times when God can speak and give new thoughts, new visions, and a renewed capacity for 
carrying on the work that drives your personality style. 

 

Nahum  

Scripture Reference: Nahum 1-3

Nahum was used by God to prophesy against one of the most powerful nations of his 
time, Assyria. In the face of danger, Nahum spoke the truth of God to this empire. He 
was used to disclose the details of the situation and articulate the complete truth of God 
without compromise -- and without regard for his or anyone else’s feelings.  

Jesus as the Challenger  

Scripture Reference: Matthew 23:13

Jesus challenged the Pharisees and reminded them of their shortcomings because they 
were guilty of judging unfairly. While Jesus pardoned sinners, He pointed out the lack of 
compassion toward the lost ones. “But woe unto you, scribes and Pharisees, hypocrites! 
For ye shut up the Kingdom of Heaven against men: for ye go not in yourselves, neither 
suffer ye them that are entering to go in."  
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Malachi  

Scripture Reference: Malachi 4

In a time of great unfaithfulness to God on the part of the Israelites, Malachi was the 
voice that challenged a return to their Lord. Malachi knew the rules very well. He knew 
when they were broken and he would not tolerate anything less than complete 
obedience to God. As a result, God used him to do whatever it took to accomplish His 
goal of exposing the unfaithfulness among His people. Malachi was so committed to 
fulfilling his calling the right way that he did not hesitate to pronounce the Lord’s 
judgement to a sinful people.  

Nathan  

Scripture Reference: 2 Samuel 12:1-13

Nathan displayed a combination of creativity and direction as he confronted David about 
his rendezvous with Bathsheba. He knew how to get David’s attention by opening with a 
striking story, and immediately pinned the guilt on David. A true Challenger, Nathan 
would not tolerate anything less than complete obedience to God. His direct statement 
“You are that man” demonstrates the fact that Challengers tend to focus on facts rather 
than feelings.  
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