
   

Copyright © 1996-2015 A & A, Inc.         All rights reserved  
ProfilingPro ~ A JaneCo Company 

 
  

  
  
  
  

RRÉÉSSUUMMÉÉ  AANNDD  CCOOVVEERR  LLEETTTTEERR    
CCOOMMMMUUNNIICCAATTIIOONN  AANNDD  BBEEHHAAVVIIOORRAALL  SSTTRREENNGGTTHHSS  

DDIISSCCssttyylleess™™  RREEPPOORRTT  
  

John Jobseeker 

January 15, 2016 
 
 

 

 

 

 

 

The National Resume Writers' Association 
president@thenrwa.com 

www.thenrwa.com 
(877) 843-6792 

 
 



   
Report for John Jobseeker - D/DI Style  

 Copyright © 1996-2015 A & A, Inc.         All rights reserved   2 

The National Resume Writers' Association     (877) 843-6792     www.thenrwa.com 

 
  

TABLE OF CONTENTS 
 

Introduction to the DISCstyles
™

 Report ........................................................................................................... 3 

The DISC Model Measures Four Behavioral Factors ...................................................................................... 4 

General Characteristics.................................................................................................................................... 5 

Natural Strengths: Your Unique Organizational Value Distinguisher .............................................................. 7 

Motivators: Your Ideal Work Environment ....................................................................................................... 8 

Your Behavior and Needs Under Stress.......................................................................................................... 9 

Potential Areas for Improvement ................................................................................................................... 10 

Word Sketch: Adapted Style .......................................................................................................................... 11 

Word Sketch: Natural Style ............................................................................................................................ 12 

Your Personalized Graphs ............................................................................................................................. 13 

Your Behavioral Pattern View ........................................................................................................................ 14 

Overview of the Four Basic DISC Styles ....................................................................................................... 15 

Your 12 Integrated DISC Style Relationships ................................................................................................ 16 

Adaptability..................................................................................................................................................... 19 

Tell Me About Yourself................................................................................................................................... 20 

So Now What? ............................................................................................................................................... 28 

Additional Resources ..................................................................................................................................... 29 

 
 
 
 
 
 
 
 
 
 
 
John, this is your Résumé and Cover Letter Communication and Behavioral Strengths DDIISSCCssttyylleess™™

 

Report. After realizing the value of this version, you may want to derive the benefits from having your report 

converted into other comprehensive versions that are relevant to additional goals or alternate environments. 

 

Ask us about the DDIISSCCssttyylleess: Self, Sales, Leadership, and Career Management. 
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INTRODUCTION: RÉSUMÉ AND COVER LETTER DISCSTYLES™ REPORT 
Congratulations on your participation in the DISCstyles Assessment! The assessment determines your 

Communication Preferences and Behavioral Style, which helps us help you, as we customize 

your résumé and cover letters. We will help you discover additional ways this process will be  

valuable to your interviewing skills and other areas of professional development.  

This personal report is the result of your assessment process� 

John, your report explains your communication preferences and behavioral style, based on the DISC 

concept, which is well known and widely used in the hiring process by employers worldwide. We are using it 

to help effectively market you to hiring authorities.  

Behaviors are how we express our ideas to others. Our observable behaviors are the characteristics we 

exhibit as we approach problems and challenges, how we interact with others, the pace we prefer in 

our environment, how we respond to rules, and our need for information and accuracy. Everyone 

has some degree of all the traits associated with the different behavioral styles; it is the various intensity 

levels that empower our personal styles. 

Behaviorally speaking, you’re in the minority. Everyone is. 

It’s no wonder there are “people” problems. No matter who you are, the majority of people are different from 

you. All of these people, many of whom are important to your success: 

����  Think differently  ����  Handle emotions differently 

����  Decide differently  ����  Manage stress differently 

����  Work differently  ����  Communicate differently 

����  Deal with conflict differently ����  Perceive things differently 

Not necessarily worse, not necessarily better; just differently. 

We’ll use your report for insight into your communication style, enabling us to write from your perspective, 

in both your résumé and cover letters. You can have confidence that your personal marketing materials will 

be in “your voice” rather than ours. Readers form a perception of you through the written word, so we 

make sure there is no mismatch when the “you” walks through the door for your interviews.  

The reliable interpretation from your assessment is revealed throughout your report, providing us with the 

appropriate key words and descriptive phrases relating to your specific interpersonal strengths. We will 

use this information as “talking points” in your professional marketing materials and develop a presentation 

that is uniquely yours. We gain an understanding on how your personal style impacts your career path, 

including the specific inherent characteristic traits you bring to a job, which will set you apart from other 

candidates competing for the same position.   

In addition to your report helping us develop your résumé and cover letter, you may want to use it: 

����  To develop your personal brand and to enhance your presentation skills in job interviews.  

����  As an added value, John, your qualities and attributes are validated when you opt to include your 

report as a part of your interview portfolio.  

����  If you are unsure of your career path, we can determine specific job titles matching your 

natural strengths. Success and job satisfaction come easier the closer the job matches your 
natural behavior style. 

Understanding your DISC style will continue to play an important role in your job search strategies. 
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THE DISC MODEL MEASURES FOUR BEHAVIORAL FACTORS 
 

1. DDoommiinnaannccee  = DD 

 The Dominant [D factor] measures and identifies how assertively an individual prefers to deal with the 
problems they encounter. Someone with a high “D” score will actively pursue and attack problems, while 

someone with a low “D” score will be more reserved and conservative in tackling difficult, problematic and 

confrontational issues. 

22..  IInnfflluueennccee    ==  II  

The Influence [I factor] measures and identifies how an individual prefers to deal with others. 
Someone with a high “I” score will be outgoing, seek personal connections and enjoy frequent interactions 

with others, while someone with a low “I” score will be more introverted, more reserved and less inclined to 

initiate new personal connections and interactions with others. 

33..  SStteeaaddiinneessss  ==  SS  

The Steadiness [S factor] measures and identifies how an individual prefers to deal with the 
activity level or pace of their daily environment. Someone with a high “S” score will exhibit a great 

deal of patience and prefers a stable, focused and consistent workload, preferring not to frequently shift 

gears and alter direction mid-stream. Someone with a low “S” score exhibits strong urgency or low 

patience and prefers a fast-paced, rapid fire, multi-tasked agenda that offers active, change-oriented and 

spontaneous options. 

44..  CCoommpplliiaannccee  ==  CC  
The Conscientious and Compliant [C factor] measures and identifies how an individual prefers to 
deal with the rules, having distinct attention to detail, accuracy and data. Someone with a high “C” 

score will insist on accuracy, reliable facts, precision and high standards. Someone with a low “C” score 

will tend to question the rules, can be quite independent, opinionated and may favor emotional 

persuasion over logical data. 

With your personalized DISC report, you have a tool to help you understand yourself better and learn how 

to interact more effectively with others. You will be able to develop and use more of your natural strengths, 

while recognizing and improving your limitations. This report does not deal with values or make 
judgments. Instead, it concentrates on the natural tendencies that influence your behavior. 

The DISC model is simple, practical, and easy to remember: 

���    D How you respond to problems and challenges. 

���    I How you influence others to your point of view. 

���    S How you respond to the pace of the environment. 

���   C How you respond to rules and procedures set by others. 

 
Please note, John: There is no “best” style nor “worst” style. Each style has unique strengths and opportunities for 
continued improvement and growth. Any behavioral descriptions mentioned in this report are tendencies for your style 
group and, depending upon the blending of DISC styles and the intensity level of the DISC traits, some descriptions of a 
pure DISC Style may not specifically apply to you. 

 

The FOUR BASIC DISCSTYLES OVERVIEW section of your report  
provides a summary of all the DISC styles. (Pg. 15) 
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GENERAL CHARACTERISTICS 
The narration below serves as a general overview of your behavioral tendencies. Recognize that our 

behaviors define how we interact with others as we approach the problems, personal interactions, activity 

level, and structure of our daily lives. Your report, John, provides a framework for understanding and 

reflecting on your results, including some questions to help you determine the best talking points for 

inclusion in your résumé, cover letters, and other career advancement materials. 

Your response pattern shows that you have high expectations for others, in regard to pace of production. 

The fact that not everyone can maintain your pace could be a source of disappointment. Our coaching here 

is aimed at helping you realize that slightly slower-moving people can still bring valuable analysis and 

insight to the team. 

Your score on the instrument shows that you are seen by others as flexible, versatile, and positive in all 

environments. Several traits combine to create this impression. Your quick thinking and decisiveness, your 

people skills, and your sense of urgency, all combine to create your spontaneous nature on the job. This 

can be of enormous value to the team, especially in presentations and negotiations. 

You have the ability to take an ambiguous idea, modify it, and create a practical solution, all very quickly. 

Your ability to quickly analyze a situation -- even a disjointed one -- and synthesize it to craft a new 

cohesive idea is a rare skill. This is also a strength that should be amplified by the team or organization. 

You bring unique problem-solving skills to the table. 

You are known to others as a self-starter: one who makes things happen rather than waiting for things to 

happen. You score like those who could be called "opportunists." They see a task that needs to be 

performed, or a system that needs to be changed, and take the initiative to effect the appropriate solution. 

This is a strength that can have enormously positive impact within an organization, as long as time and 

attention is spent to prevent negative fallout. As there are some who may not embrace change as quickly as 

you do, be certain to communicate plans clearly, and pre-condition those on the team who prefer the status 

quo. 
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GENERAL CHARACTERISTICS, continued 

Fueled by ego and optimism, you may be seen as a bold risk-taker by others, especially those who tend to 

be averse to taking risks. This is something that can be good for you and the team, because your input can 

take the team to new levels of accomplishment. As an individual, you have determined that this drive has 

helped you succeed in previous challenges. 

You are able to see the "big picture" and communicate it clearly to others. Your rapid insight, quick analysis, 

and fluent verbal skills combine into a rare strength that allows you to articulate complex ideas in a concise 

manner, without embellishments and rambling. This helps in communicating with large groups with 

maximum clarity and minimum ambiguity. 

John, your responses show that you are a hard-driver, even in the face of opposition. This trait has helped 

you succeed in the past, where others may have given up. Your ability to rapidly solve problems in a broad-

based manner allows you to strategize a plan, and modify it as it evolves. When you are leading a team, 

your strategic ability is evident to those observing your actions, although only a few would likely be able to 

replicate your methods. 

You demonstrate a high degree of assertiveness and persuasiveness. This is a strength, as long as it is 

monitored and governed so as not to alienate others who may not be as outspoken as you are. People who 

score like you may be perceived by some to be overly aggressive. When you are working with those less 

assertive, attempt to soften your approach a bit, and you'll find them more willing to get on board with an 

idea or project. 
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NATURAL STRENGTHS:  
YOUR UNIQUE ORGANIZATIONAL VALUE DISTINGUISHER 

John, you are likely to display your natural behavioral style strengths rather consistently. These 

qualities tend to enhance your effectiveness within the workplace. Your work style preferences provide 

useful insights to your job performance, team participation, and leadership characteristics. These 

preferences are the talents and tendencies you inherently bring to your environment.  

YOUR STRENGTHS: 

• You are able to jump into the middle of a project in process, get people on board, and make 

decisions quickly. 

• You are ready to take the credit or assume the blame for the results. 

• You have a strong ability to motivate and manage others through your optimistic attitude and firm 

delegation of tasks. 

• You are able to direct and motivate others, while still being sensitive to their needs and concerns. 

• You tend to take on challenging assignments or difficult tasks, and succeed with them. 

• You are able to efficiently multi-task, maintaining control over many projects simultaneously. 

• You're a cooperative team player or leader, who respects organizational policies and protocol. 

YOUR STYLE TENDENCIES YOU BRING TO YOUR ENVIRONMENT: 

• A very resourceful individual, you can adapt to many different environments quickly. 

• You are very self-reliant, always looking to find your own solutions. 

• You desire authority equal to your responsibility. 

• You are not easily influenced by the group, or by the constraints of organizational protocol. 

• You may be critical of established procedures and methods. 

• You are motivated by change and new challenges, and may become bored when the pace slows or 

the challenge has been conquered. 

• You like to generate new ideas, allowing others work on the details of a project. 
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MOTIVATORS: Your IDEAL WORK ENVIRONMENT 
Everybody is motivated; however, we are motivated for our own reasons, not someone else’s. By 

understanding your motivators, John, you can create an environment where you are most likely to be self-

motivated. You will invest your natural energy in just being “you” instead of using up your energy trying 

to react and respond in a way that is not comfortable. 

YOU TEND TO BE MOST EFFECTIVE IN ENVIRONMENTS THAT PROVIDE: 

• Minimum direct supervision. 

• Removal from routine or repetitive work. 

• Few, if any controls or limitations on your authority. 

• Many varying experiences, including some occasional unexpected surprises or problems. 

• Performance appraisals based on the results achieved, not the means or process used. 

• Freedom from details and minutiae. 

• A wide sphere of influence and responsibility. 
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THE D’s 
BEHAVIOR AND NEEDS UNDER STRESS 

UNDER STRESS YOU MAY APPEAR:  

• Aggressive  

• Blunt 

• Critical 

• Pushy  

• Uncooperative  

UNDER STRESS YOU NEED: 

• A fast pace for moving toward goals  

• Accomplishments  

• Tangible evidence of progress  

YOUR TYPICAL BEHAVIORS IN CONFLICT:  

• You are quite comfortable with conflict, aggression and anger. Many times you may not realize the 

impact your behavior has on others. In other instances, however, you may consciously choose 

anger and aggression as a tactical weapon. In any case, you are likely to increase the level of 

aggression. 

• Your passion to win may result in win/lose situations, making it difficult for others to work with you.  

• Your anger is directed at the situation and the lack of desired results, not at anyone, personally. 

However, your outbursts and behaviors may appear to be a personal attack. You tend to react 

quickly and often may fail to choose your words appropriately.  

STRATEGIES TO REDUCE CONFLICT AND INCREASE HARMONY: 

• You need to take time to express your ideas and instructions fully and clearly; asking 

questions to ensure that everyone understands. Time spent clarifying your message up front 

will result in more efficient operations later.  

• Be sure to share the reasoning behind your decisions. Failure to do so makes them seem 

arbitrary. When using someone's suggestion, acknowledge that person  

• You need to include all the people involved with a project in your decision-making process. 

Ask for their input on a regular basis and take it into consideration. You can still make the 

final decision; however, it is likely to be a more informed decision and the others are more 

likely to buy into it.  
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POTENTIAL AREAS FOR GROWTH AND IMPROVEMENT  
Everyone has some possible struggles, limitations, weaknesses, or areas for improvement. Often it is 

simply an overextension of strengths and thus, viewed as a weakness or even a personal blind spot.   

 For example, John, a High D’s directness may be a strength in certain environments, but when 

overextended or used to the extreme, the High D may tend to become bossy. 

POTENTIAL WEAKNESSES AND POSSIBLE BLIND SPOTS FOR YOUR DI STYLE, JOHN, AND PERCEPTIONS OTHERS 

MAY HAVE FOR YOUR DI STYLE. 

• You may be so focused on the big picture that you may tend to ignore important details. 

• Your strong ego may make you appear blunt and overly critical to those who may not share the 

same personality type. You may get more positive reactions by softening your approach and putting 

aside your ego. 

• You may oversell others on project goals, and the team's ability to achieve them. 

• Your sense of urgency, coupled with your strong ego and optimism, may cause you to overstep 

your authority or scope. 

• Your sense of urgency may lead you to attempt too many simultaneous tasks. You may avoid 

delegation, reasoning that it's easier and faster to do the task yourself. 

• A combination of ego and optimism may lead you to act too impulsively at times. 

• While directing team projects, you may tend to avoid direct participation with others. 
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  WORD SKETCH: ADAPTED STYLE 
DISC is an observable, “needs-motivated language” based on the concept that emotions and 

behaviors are neither good nor bad. Behaviors reveal the needs that motivate our actions. We have 

perceptions of how we need to react and respond in a specific environment to foster good relationships and 

be more productive. 

John, this is your personal “ADAPTED STYLE” DISC Graph displayed as a Word Sketch. The highlighted 

descriptors in your chart indicate the behavioral traits you exhibit based on how you perceive the 

demands of your environment. Use it with examples to describe why you do what you do and what is 

important to you in your situation. 

 

 
DISC Focus ���� 

 

DD  

PPRROOBBLLEEMMSS  
TTAASSKKSS  

II  

PPEEOOPPLLEE  

SS  

PPAACCEE  

CC  

PPRROOCCEEDDUURREESS  

 
Needs � 

 
 

Emotions � 
 
 

Fears � 
 

  

CChhaalllleennggeess  ttoo  ssoollvvee,,  

AAuutthhoorriittyy  

  

DDeecciissiivvee,,  rriisskk--ttaakkeerr  

  

  

BBeeiinngg  ttaakkeenn  aaddvvaannttaaggee  

ooff  oorr  llaacckk  ooff  ccoonnttrrooll  

  

SSoocciiaall  rreellaattiioonnsshhiippss,,  

FFrriieennddllyy  eennvviirroonnmmeenntt  

  

OOppttiimmiissttiicc,,  ttrruussttiinngg  ootthheerrss  

  

  

BBeeiinngg  lleefftt  oouutt  //  lloossss  ooff  

ssoocciiaall  aapppprroovvaall  

  

SSyysstteemmss,,  tteeaammss,,  ssttaabbllee  

eennvviirroonnmmeenntt  

  

PPaattiieenntt,,  nnoonn--eexxpprreessssiivvee  

  

  

SSuuddddeenn  cchhaannggee  //  lloossss  ooff  

ssttaabbiilliittyy  aanndd  sseeccuurriittyy  

  

RRuulleess  ttoo  ffoollllooww,,  

DDaattaa  ttoo  aannaallyyzzee  

  

CCaauuttiioouuss,,  ccaarreeffuull  ddeecciissiioonnss  

  

  

BBeeiinngg  ccrriittiicciizzeedd  //  lloossss  ooff  

aaccccuurraaccyy  aanndd  qquuaalliittyy  
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WORD SKETCH: NATURAL STYLE 
DISC is an observable, “needs-motivated language” based on the concept that emotions and 

behaviors are neither good nor bad. Behaviors reveal the needs that motivate our actions. We have 

specific reactions and responses that come naturally to us. 

John, this is your personal “NATURAL STYLE” DISC Graph displayed as a Word Sketch. The highlighted 

descriptors in your chart indicate the behavioral traits you naturally exhibit. Use it with examples to 

describe why you do what you do. 

 
DISC Focus ���� 

 

DD  

PPRROOBBLLEEMMSS  
TTAASSKKSS  

II  

PPEEOOPPLLEE  

SS  

PPAACCEE  

CC  

PPRROOCCEEDDUURREESS  

 
Needs � 

 
 

Emotions � 
 
 

Fears � 
 

  

CChhaalllleennggeess  ttoo  ssoollvvee,,  

AAuutthhoorriittyy  

  

DDeecciissiivvee,,  rriisskk--ttaakkeerr  

  

  

BBeeiinngg  ttaakkeenn  aaddvvaannttaaggee  

ooff  oorr  llaacckk  ooff  ccoonnttrrooll  

  

SSoocciiaall  rreellaattiioonnsshhiippss,,  

FFrriieennddllyy  eennvviirroonnmmeenntt  

  

OOppttiimmiissttiicc,,  ttrruussttiinngg  ootthheerrss  

  

  

BBeeiinngg  lleefftt  oouutt  //  lloossss  ooff  

ssoocciiaall  aapppprroovvaall  

  

SSyysstteemmss,,  tteeaammss,,  ssttaabbllee  

eennvviirroonnmmeenntt  

  

PPaattiieenntt,,  nnoonn--eexxpprreessssiivvee  

  

  

SSuuddddeenn  cchhaannggee  //  lloossss  ooff  

ssttaabbiilliittyy  aanndd  sseeccuurriittyy  

  

RRuulleess  ttoo  ffoollllooww,,  

DDaattaa  ttoo  aannaallyyzzee  

  

CCaauuttiioouuss,,  ccaarreeffuull  ddeecciissiioonnss  

  

  

BBeeiinngg  ccrriittiicciizzeedd  //  lloossss  ooff  

aaccccuurraaccyy  aanndd  qquuaalliittyy  
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DISCSTYLES GRAPHS FOR JOHN JOBSEEKER 

John, your Adapted Style indicates you tend to use the behavioral traits of the D Style in your workplace 

based on the demands of that environment. Your Natural Style indicates that you naturally use the 

behavioral traits of the DI Style. 

Your Adapted Style is displayed by the graph on the left. It is your perception of the behavioral tendencies 

you should use in your workplace. This graph may change as your roles or situations change. 

The graph to the right is your Natural Style and indicates the intensity of your instinctive behaviors and 

motivators. It is often a better indicator of the real you; your automatic or instinctive behaviors. This is how 

you act when you feel comfortable, while not attempting to alter or mask your style. Your Natural Style traits 

are also those you exhibit in stressful situations and tend to be fairly consistent over time.  

     Adapted Style - Graph I 

 
Pattern: D  
Focus: Work 

       Natural Style - Graph II 

 
Pattern: DI  

Notes 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

If your two graphs are similar, you tend to use your same natural behaviors in your workplace. If your 

Adapted Style differs from your Natural Style, the environment causing your Adapted Style may manifest in 

stress because you are using behaviors that are not as comfortable or natural for you. 

 

The higher or lower each D, I, S, and C point is on your graphs, the greater or lesser your needs-motivated 

behavior impacts your effectiveness in the workplace and your relationships. Once aware, you can adapt your 

style appropriately.  

Adapting behavior becomes easier with awareness and practice. 
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BEHAVIORAL PATTERN VIEW (BPV) 
The BPV has eight behavioral zones. Each zone identifies a different combination of behavioral traits. The 

peripheral descriptors describe how others typically see individuals with your style. Plotting points on the 

outer edges of the diamond identify that one factor of your style will dominate the other three. As you move 

towards the center of the diamond two and eventually three traits combine to temper the intensity of your 

style descriptors within a specific behavioral zone. 

THE SCORING LEGEND 

DD  DDoommiinnaannccee::  How you deal with Problems 

II  IInnfflluueennccee//EExxttrroovveerrssiioonn::    How you deal with Others 

SS  SStteeaaddiinneessss//PPaattiieennccee::  How you deal with your Activity Level (Pace) 

CC  CCoonnsscciieennttiioouuss//CCoommpplliiaannccee//SSttrruuccttuurree::  How you deal with Rules as well as your focus on Details, 
Accuracy and Precision 

 

 

 

 

 
= NATURAL Behavioral Style 
  
= ADAPTED Behavioral Style 

Efficient. Analytical. Organized. 
Factual. Practical. Innovative.  

“Consequences of Actions” Awareness. 
 

Data-Driven. Factual. 
Precise. Analytical.  

Accurate. Structured. 
Careful. Cautious.  

Compliant. Values Rules 
and Policies. 

 

Very Assertive.  
Results-Focused.  
Rapid Decisions.  

Seeks Challenges.  
Wants to Lead. 

Impatient. Determined.  
 

Assertive. Persuasive.  
Embraces New Concepts.   

Mover and Shaker.  
Very Outgoing.  
High Energy.  

Engaging. Brave. 

Very Outgoing.  
Persuasive. Influential. 

People-Oriented. 
Optimistic. Verbal. 

Likes Variety. 
Demonstrative. 

Good Team Player. Creates 
Good Will. Service-Oriented. 
Likes Compliments. Friendly.  

Pleasant. Cooperative. 

Very Patient. Listener. 
Likes Structure and 

Stability. Supportive. 
Non-Risk Taker. Steady 
and Even-Paced. Loyal. 
Calm.  Non-Expressive. 

 

Values Diplomacy. 
Mindful of Rules.  

Slow-Paced. Reserved.       
Methodical. Accurate.  

Dislikes Confusion and 
Ambiguity. Follows 

Systems and Procedures. 
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OVERVIEW OF THE FOUR BASIC DISCSTYLES 
Below is a chart to help you understand some of the characteristics of each of the Four Basic DISC Styles 

and how to interact with each style more effectively. These behavioral tendencies are indicative of those 

with the High or Pure DD,,  II,,  SS,, or CC Styles. Tendencies are tempered by the blending of other styles and 

the intensity of each of the styles. Knowing the high tendencies is quite useful in describing how a person 

is likely to react and respond and how the person is likely to be perceived in a given environment. 

  

HHIIGGHH  

DDOOMMIINNAANNTT  

SSTTYYLLEE  

  

HHIIGGHH  

IINNFFLLUUEENNCCIINNGG  

SSTTYYLLEE  

  

HHIIGGHH    

SSTTEEAADDYY  

SSTTYYLLEE  

  

HHIIGGHH  

CCOONNSSCCIIEENNTTIIOOUUSS  

SSTTYYLLEE  

PACE Fast | Decisive  Fast | Spontaneous  Slow | Relaxed  Slow | Systematic 

PRIORITY Goal  People  Relationship  Task 

SEEKS 
Productivity 

Control 
 

Participation 

Applause 
 Acceptance  

Accuracy 

Precision 

STRENGTHS 

Administration 

Leadership 

Pioneering 

 

Persuading 

Motivating 

Entertaining 

 

Listening 

Teamwork 

Follow-through 

 

Planning 

Systemizing 

Orchestration 

GROWTH 

AREAS 

Impatient 

Insensitive 

Poor listener 

 

Inattentive to detail 

Short attention span 

Low follow-through 

 

Over-sensitive 

Slow to start 

Short-sighted 

 

Perfectionist 

Critical 

Unresponsive 

FEARS Being taken 
advantage of 

 Loss of social 
recognition 

 
Sudden changes 

Instability 
 Personal criticism of 

their work efforts 

IRRITATIONS 
Inefficiency 

Indecision 
 

Routines 

Complexity 
 

Insensitivity 

Impatience 
 

Disorganization 

Impropriety 

UNDER 

STRESS MAY 

BECOME 

Dictatorial 

Critical 
 

Sarcastic 

Superficial 
 

Submissive 

Indecisive 
 

Withdrawn 

Headstrong 

GAINS 

SECURITY 

THROUGH 

Control 

Leadership 
 

Playfulness 

Others’ approval 
 

Friendship 

Cooperation 
 

Preparation 

Thoroughness 

MEASURES 

PERSONAL 

WORTH BY 

Impact, Results 

Track records 
and material 

 

Acknowledgments 

Applause 

Compliments 

 
Compatibility  

Depth of 
contribution 

 

Precision 

Accuracy 

Quality of results 

WORKPLACE 

Efficient 

Busy 

Structured 

 

Interacting 

Busy 

Personal 

 

Friendly 

Functional 

Personal 

 

Formal 

Functional 

Structured 
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THE 12 INTEGRATED DISC STYLE RELATIONSHIPS 
The Integrated DISC Relationships Graph reveals how the four Primary DISC Behaviors combine and work 

together to create the socialized behaviors others see and experience. John, this graph displays the Integrated 

DISC Relationships’ ranking of your natural behavioral style within a total of twelve areas commonly 

encountered in the workplace. It will help you understand in which of these areas you are naturally most 

effective. 

                                 The box identifies the range of all scores in the general population of each integrated 

behavior. The population scoring below the median are displayed to the left of the blue score line within the box 

and those scoring above the median are displayed to the right of the score line. 

Unlike an average, a median score tends to have uneven spaces on both sides. 

 

1. The Self-Determination Behavior (D/S) [High Intensity]  

 
“How this individual's degree of assertive “results now” focus is impacted by their level of patience.” The Self-

Determination behavior measures HOW the strength of this individual's direct, assertive and “results now” oriented 

behaviors are influenced by their degree of patience and preferred pace.  Higher intensity scores identify a preference 

toward a more “now oriented pace” that is keyed toward taking actions that achieve immediate results and goals while 

Lower intensity scores identify a steadier, less urgent pace that embraces planning and careful consideration of 

consequences prior to taking action. 

2. The Individualistic Behavior (D/C) [High Intensity]  

 
“How this individual's “results now” assertiveness is impacted by their desire to be accurate. analytical and structured.” 

The Individualistic behavior measures HOW the strength of this individual’s direct, assertive and “results now focus” is 

influenced by their need to precisely follow established structural and procedural guidelines while pursuing objectives. 

Higher intensity scores will not likely be deterred by potential restraints or established policies especially if they are 

perceived to impede immediate results while Lower intensity scores will favor strong and precise compliance and 

adherence to established structure, rules, policy and procedures. 

3. The Vitality Behavior (I/S) [High Moderate Intensity]  

 
“How this individual's people focused extroversion is impacted by their preferred pace and activity level.” The Vitality 

behavior measures HOW  the strength of this individual's desire for interpersonal connections is influenced by their 

degree of urgency, preferred pace and activity level. Higher intensity scores reflect a high energy, freewheeling, confident 

and engaging style that will likely embrace new ideas and concepts while Lower intensity scores reflect thoughtfulness 

and care when crafting both words and deeds as one moves steadily toward the identified goal and objective. 

4. The Self-Assured Behavior (I/C) [High Moderate Intensity]  

 
“How this individual's people oriented extroversion is impacted by their need for accuracy and structure.” The Self-

Assured behavior measures HOW the strength of this individual's extroversion and desire for personal connection with 

others is influenced by their need for structure, detail, and accurate evidence prior to taking action. Higher intensity scores 

can sometimes lead to overconfidence with a willingness to improvise and to take spontaneous actions vs. thorough 

planning while Lower intensity scores reflect a cautious and conscientious approach that seeks to take actions that are 

supported by reliable tactics, trusted data and past successes. 
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5. The Directness Behavior (D/I) [High Moderate Intensity]  

 
“How this individual's dominance and 'results now focus' is impacted by their desire to interact, connect and relate to 

others.” The Directness behavior measures HOW the strength of this individual's direct, assertive and results oriented 

communication style is influenced by their desire to build relationships and connect with others.  Higher intensity scores 

identify a willingness to make and defend tough and even unpopular decisions while Lower intensity scores will identify an 

inclination to search for a more socially interactive, popular and accommodating solution. 

6. The Precision Behavior (C/S) [Moderate Intensity]  

 
“How this individual's need for accuracy, precision and planning is impacted by their desire for team support and 

accommodation.” The Precision behavior measures HOW the strength of this individual's need for structure, accuracy, 

order and precision is influenced by their pace, patience and level of team accommodation.  Higher intensity scores 

reflect a desire to operate in a “fail-safe” environment supported by accurate data and through preparation while Lower 

intensity scores suggest steady paced progress, strong support, consideration and accommodation for the team's overall 

direction. 

7. The Persistence Behavior (S/C) [Moderate Intensity]  

 
“How this individual's need for pace and patience is impacted by their need for accuracy, precision and planning.” The 

Persistence behavior measures HOW the strength of this individual's patience, activity level and team support is 

influenced by their need for accuracy, precision and structure.  Higher intensity scores reflect an emphasis on supporting 

planned group and team efforts while Lower intensity scores reflect a need to follow established policies and procedures 

even if it requires running counter to the team's direction that may be advocating alternative or even potentially risky 

actions. 

8. The Sociable Behavior (I/D) [Low Moderate Intensity]  

 
“How this individual's need for social interaction is impacted by their assertiveness and desire for immediate results.” The 

Sociable behavior measures HOW the strength of this individual's preference for cordial social interaction and people 

connection is influenced by their need for immediate results. Higher intensity scores reflect an emphasis on seeking, 

building and sustaining personal relationships while Lower intensity scores reflect a much stronger competitive “result 

now” focus with less effort on accommodation and building relationships. 

9. The Team Support Behavior (C/I) [Low Moderate Intensity]  

 
“How this individual's need for accuracy, precision and following procedure is impacted by their desire for social 

connection and interaction.” The Team Support behavior measures HOW the strength of this individual’s desire for 

accuracy, structure, rules and standards is influenced by the strength of their desire to interact, engage and 

accommodate other people. Higher intensity scores display reliance upon structure, logic, facts and established data, 

procedures and protocols while Lower intensity scores display a more cordially social, engaging and accommodating 

communication style with a less focus on established protocols. 
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10. The People Interaction Behavior (S/I) [Low Moderate Intensity]  

 
“How this individual's need for a steady pace and exercise of patience is impacted by their desire to connect and engage 

in social interaction.” The People Interaction behavior measures HOW the strength of this individual’s degree of patience 

and preferred activity level are influenced by the strength of their extroversion and a desire to socially interact and 

accommodate others. Higher intensity scores will display a great deal of care and consideration when crafting the words 

and deeds that impact others while Lower intensity scores will reflect a freewheeling and confident belief that most if not 

all interactive social situations can be handled “on the fly.” 

11. The Rules vs. Results Behavior (C/D)  [Low Intensity]  

 
“How this individual's need for accuracy, precision and guidelines is impacted by their need for immediate results.” The 

Rules vs. Results behavior measures HOW the strength of this individual's need to precisely follow established structural 

and procedural guidelines, standards and codes is influenced by their need for direct “results now” actions that target 

immediate accomplishments.  Higher intensity scores identify a strong need to pursue objectives with guidance and 

reliance upon established structure, rules, organizational protocols and policies while Lower intensity scores suggest a 

more direct, immediate “result now” focus that will not likely be restrained by established protocols, procedures and 

policies. 

12. The Accommodation Behavior (S/D) [Low Intensity]  

 
“How this individual's need to operate at a steady pace and innate degree of patience is impacted by their need for 

immediate results.” The accommodation behavior measures HOW the strength of this individual’s level of patience and 

activity level are influenced by the strength of their desire to lead, command and direct activities focused on immediate 

results and solutions. Higher intensity scores reflect a willingness to consider, accommodate and support alternative 

solutions and ideas while Lower intensity scores reflect a propensity to make difficult decisions, remain firm in supporting 

and defending them sustained by a strong focus on achieving immediate results and accomplishing assigned goals.  

 

 

Intensity Scoring Legend - DISC Style intensity is a measure of how you will likely display the specific 
behavior when interacting and communicating with others. 

• Low Intensity - indicates the absence of this behavior in most situations 

• Low Moderate Intensity - sometimes observable 

• Moderate Intensity - the behavior is flexible and may or may not become observable 

• High Moderate - frequently observable 

• High Intensity - clearly observable 

 

Notes 
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WHAT IS BEHAVIORAL ADAPTABILITY? 
 

Adaptability is your willingness and ability to adjust your approach or strategy based on the 

particular needs of the situation or relationship. No one style is naturally more adaptable than another. For 

any situation, the strategic adjustments each style needs to make will vary. The decision to employ specific 

adaptability techniques is made on a case-by-case basis: you can choose to be adaptable with one person 

and not so with others. You can choose to be quite adaptable with one person today and less adaptable 

with that same individual tomorrow. 

Adaptability is how you manage your behavior. 

John, adaptability does not mean imitation of the other person’s style. It does mean adjusting your 

openness, directness, pace, and priority in the direction of the other person’s preferences, while maintaining 

your own identity. Being aware of the tendencies of the basic four DISC styles and realizing how the other 

person wants to be treated or even the traits necessary for effectiveness relating to the needs of the job 

description is vital to knowing how to adapt appropriately. 

Adaptability is important to successful relationships. 

Adaptable people know how to negotiate relationships in a way that allows everyone to win; tactful, 
reasonable, understanding, and nonjudgmental. People often adopt a different style in their professional 

lives than they do in their personal lives. In other words, we tend to be more adaptable in the workplace with 

co-workers and less adaptable at home with family members. 

A person who maintains high adaptability with others and in all situations may not be able to avoid 
stress and inefficiency. There is the danger of developing tension from the stress of behaving in a 

“foreign” style. 

Realize that it takes energy to adapt; to act in a way that is not natural. 
Adapting for a specific job description for 

8 hours a day and for 40 hours a week can be exhausting. 

Effectively adaptable people meet other peoples’ needs. Through practice, they are able to achieve a 

balance: by recognizing when a modest compromise is appropriate, or, when the situation calls for them to 

totally adapt to the other person’s behavioral style, they do so. 

John, knowing when and how to adapt is especially important at the job interview. Building rapport with 

the interviewer is an important goal. Your adaptability level influences how others judge their relationship 

with you. Raise your adaptability level and trust and credibility go up; lower your adaptability level 
and trust and credibility go down. Adaptability enables you to interact more productively, engage better 

(even with difficult people) and helps you to avoid or manage tense situations. 

With your report focused on identifying your personal style, you learned a lot about the value of your natural 

strengths, while we gathered great information for your résumé, cover letter and other career advancement 

materials.  A next step to consider is having your report converted into another version that will further 

enhance your knowledge in recognizing the styles of others, and focus on learning how to effectively adapt 

your style when necessary. Be sure to ask us about this service to maximize your benefits from the DISC 
concept. 

 

With adaptability, you can treat other people the way they want to be treated. 
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DISCOVERING AND USING YOUR TALENTS 

An important element of this process is to help you acknowledge talents you know you have and discover 
talents you may not know you have. In addition, you will find new ways or words to use when talking about 
yourself to others.  As a bonus, this will help you relate more effectively with others. There will be many 
questions to ask yourself as well as memories that will come back to you. Take your time and do some soul 
searching. This is a time to reflect on what you are learning about yourself.  

Please use the "GENERAL CHARACTERISTICS" section of your report. 

List five statements that describe talents you would like others to know about you.  
 

1.   

2.   

3.   

4.   

5.   

• How are you currently, or what accomplishments have you had, using these talents? 

  

  

  

  

• What decisions have you made that allowed you to use these talents? 

  

  

  

• How are you using these talents when communicating with others? How has it helped you on your job? 

  

  

  

  



   
Report for John Jobseeker - D/DI Style  

 Copyright © 1996-2015 A & A, Inc.         All rights reserved   21 

The National Resume Writers' Association     (877) 843-6792     www.thenrwa.com 

 

Please use the "NATURAL STRENGTHS: YOUR UNIQUE ORGANIZATIONAL VALUE 
DISTINGUISHER” section of your report. 

Read and list five statements that describe your talents from this section.  

1.   

2.   

3.   

4.   

5.   

• Are you currently using your talents? How? To what benefit? 

  

  

  

  

• What talents are more appropriately used in your professional life, as opposed to your personal life? 

  

   

   

  

• What talents are more appropriately used in your personal life, as opposed to your professional life? 

  

  

  

  

• Who in your personal or professional life do you wish knew that you had these talents? 

  

  

  

  

Additional comments:  
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Please use the "YOUR MOTIVATIONS: IDEAL WORK ENVIRONMENT” section. 

Read and list at least four statements that describe the ideal environment for you.  

1.   

2.   

3.   

4.   

• How much time is spent in your ideal environment daily? Explain the benefits to your work performance? 

  

  

  

  

• Do you spend enough time a day in your ideal environment and what accomplishments can you name 
that have been a direct result of being able to be in your ideal environment? 

  

  

  

  

  

• Describe how not being in your ideal environment affects your job and what do you do about it? 

  

  

  

  

  

  

Additional comments:   
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Please use the "BEHAVIOR AND NEEDS UNDER STRESS” section of your report. 
Read and reflect on this information. It is natural for us all to display a negative side. Everyone has days 
when they are not at their best. Remember when under stress, we are more likely to show our natural 
tendencies.  

Look at the “Under Stress You May Appear” information. 
• List the descriptors, if any, you agree are possible. 

  

  

  

  

  

Look at “Under Stress You Need” and “Your Typical Behaviors In Conflict” sections. 
• Can you think of people that may have this type of negative perception of you? Identify each by 

relationship and list the behavior each might use to describe you?  

  

  

  

  

  

• Why might they have this perception and were there specific situations to cause this to happen? 

  

  

  

  

Look at the “Strategies To Reduce Conflict and Increase Harmony” section. 
• For those who may describe you using some of the negative descriptors, what changes should you 

make to be more effective? 

  

  

  

  

Additional Comments:  
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Please use the "POTENTIAL AREAS FOR GROWTH AND IMPROVEMENT” of your report. 

Limitations provide opportunities for improvement. List three areas for improvement that may be keeping 
you from getting what you want. Under each, list some actions you intend to take to minimize these areas.  
 
1. Limitations   

Action   

Action   

Action   

 

2. Limitations   

Action   

Action   

Action   

 

3. Limitations   

Action   

Action   

Action   

 

Additional Comments:  
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Please use the “DISCSTYLES GRAPHS FOR JOHN JOBSEEKER”section. 

Every person has a natural way of dealing with problems, people, pace and procedures. Situational 

adapting is a necessary part of life. However, if one must adapt for extended periods of time, they may 

experience excessive stress.  

Please refer to your "Natural and Adapted Style" for dealing with problems and challenges. (D) 

• Is your adapted style different from your natural style and if so, how different? 

  

  

  

• If so, what are the situations that are causing you to adapt your style? 

  

  

  

• If adapting, are you doing it to succeed or survive, and describe what you accomplished by adapting? 

  

  

  

 

Please refer to your "Natural and Adapted Style" for dealing with people and contacts. (I) 

• Is your adapted style different from your natural style and, if so, how different? 

  

  

  

• If so, what are the situations that are causing you to adapt your style? 

  

  

  

• If adapting, are you doing it to succeed or survive and describe what you accomplished by adapting? 
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Please use the "Natural and Adapted Style" for dealing with pace. (S) 

• Is your adapted style different from your natural style and, if so, how different? 

  

  

  

• If so, what are the situations that are causing you to adapt your style? 

  

  

  

• If adapting, are you doing it to succeed or survive, and describe what you accomplished by adapting? 

  

  

  

 

Please refer to your "Natural and Adapted Style" for dealing with procedures and constraints. (C) 

• Is your adapted style different from your natural style and, if so, how different? 

  

  

  

• If so, what are the situations that are causing you to adapt your style? 

  

  

  

• If adapting, are you doing it to succeed or survive, and describe what you accomplished by adapting? 
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SUMMARY 

What goals would you like to achieve, John? Now that you understand your strengths and weaknesses, you 
can do more of what helps you get what you want and stop doing what keeps you from getting what you 
want.  

Think of three goals you would like to achieve. The most important element in success is commitment. If 
you are truly committed to achieving your goals, you will share them with people who are important to you.  
 
List your three goals you are committed to achieve:  
 
1.  

  

  

  

  

 

 

2.   

  

  

  

  

 

 

3.   

  

  

  

  

 

Additional Comments:  
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SO NOW WHAT? 
There are many tips and tools available to help you apply your personal behavioral style and 

communication preference information, John. You may even consider having your DDIISSCCssttyylleess Résumé 

and Cover Letter Report converted into another version that is applicable to a specific focus, such as 

Sales, Leadership, Personal and Social Relationships, and even Career Management, which includes 

the most appropriate job titles for your personal style.  

The benefit of understanding your behavioral style continues to play an important role in job search and 

career management strategies. Realizing natural strengths and inherent weaknesses, and subsequently 

making use of that information, results in an effective plan for: 

���� NETWORKING AND PERSONAL BRANDING ���� FOLLOWING UP 

���� GATHERING INFORMATION  ���� TIME MANAGEMENT 

���� PERSONAL MARKETING ���� SALARY NEGOTIATION 

���� INTERVIEWING WITH PROSPECTIVE EMPLOYERS ���� DECISION MAKING 

Don’t put your report on a shelf or in a file. Understanding the concept of styles and knowing your own style 

is one of the most valuable ways to open up a meaningful dialogue with others, to improve relationships and 

be more effective in a given environment. Use your report as a reference tool.  

Have fun making a few minor changes in your behavior and experiencing the results. You might be 

surprised!  Remember: Treat others the way they want to be treated. You will have much more success 

in all your relationships! 

John, your report has helped to streamline the discovery process for understanding your specific 

communication preferences and to accurately learn your behavioral strengths. While you can be confident 

your “voice” is used in the professional writing process and your behavioral strengths are appropriately 

showcased, there are many more benefits. You are encouraged to harness the valuable information from 

your report through additional services that will help you achieve your career goals. If we’ve not yet 

discussed these valued services, John, please remember to ask about your: 

���� REPORT DEBRIEFING SESSION 

���� PERSONAL BRAND MESSAGE 

���� 30-SECOND COMMERCIAL 

���� VALUE PROPOSITION 

���� UNIQUE, ATTENTION-GETTING LINKEDIN SUMMARY 

���� INTERVIEW PREPARATION 

���� “TELL ME ABOUT YOURSELF” RESPONSE 

���� INTERVIEW PORTFOLIO 

���� INTERVIEW LEAVE-BEHIND BROCHURE 

���� CAREER PLANNING AND ADVANCEMENT 

���� RELATIONSHIP BUILDING EFFECTIVENESS 

���� TEAM BUILDING STRATEGY 

���� HARMONY IN THE WORKPLACE TECHNIQUES 

���� CLIENT REFERRAL BONUS 

Remember to use your style preferences for your long-term career management and continued personal 

and professional development.   

Consider the value of becoming a Certified DISCstyles Communication Consultant as part of your continued 

education, John. Your certification will be an added advantage in your career advancement when included 

on your résumé. 

Email your topics of interest from the various service options above and get the help to reach your goals.  

president@thenrwa.com 
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CARE TO SHARE? 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
IT’S YOUR TURN AND WE’LL LISTEN. 

 
If your DD is high; tell us what we need to do next! 

If it’s your II that’s high; tell us who will enjoy this experience as much as you did! 

If your SS is the highest; we know we can count on your help to help others! 

If your CC is higher than your DD,,  II,, and SS;; you can explain how we can make this experience even 
better than it is! 

Your comments will help ensure satisfaction with our services, materials and support. 

 

ARE YOU READY TO SHARE? 

Follow the link below and enter your administrator’s email to get started: 

president@thenrwa.com 

http://goo.gl/GCjGif 
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