Life Skills Edition
Becoming the Person You Want to Be

Jane Sample
June 13, 2016

Introduction
Overview of DISCflex™
DISCflex™ is one of the best (and most widely used) profiling vehicles to assess a person's overall behavioral tendencies. By
completing a DISCflex™ Assessment you reveal the elevations of four DISCflex™ Factors - Dominance, Influence,
Steadiness, and Compliance. When the distinctive elevations are charted, patterns emerge displaying a comprehensive
picture of a person's behavioral tendencies. The DISCflex™ Life Skills Edition – “Becoming the Person You Want to Be”
explains how the individual DISCflex™ Factors govern the choices you make and to a large extent control your decision
making processes. The four factors also have a significant impact upon your self-image and play a role in how you form
relationships. In addition, these also influence how people perceive you, how you interact and communicate with family and
friends.

Self and 3rd Party Insight
The DISCflex™ Life Skills Edition – “Becoming the Person You Want to Be” is based on self-perception. The questions you
answered about yourself in the DISCflex™ assessment are only part of the picture regarding your behavior. By including the
option of providing third party insight (i.e. the current perceptions of family, friends, and coworkers), we can provide a highly
customized 360-like vehicle for your review. But remember, it is a "snapshot in time" and the levels can change depending on
what you are currently facing in life.

Goals
This compendium will assist you in uncovering your strengths, provide ways to mitigate your weaknesses, and provide
valuable Life Coaching Advice on how best to "become a chameleon on a rainbow," providing you the ability to adapt to any
situation. The goal is to provide you with a complete guide to understanding your behavior, which includes insight into how
other people perceive your interactions with them. The targeted eLearning will pinpoint areas of potential improvement, and
the sessions will provide tips on how to avoid the fallout of any potential weaknesses. It is therefore a good idea, for you to
retake the assessment once you go through the course materials and become more knowledgeable, or at the very least, send
it out to others for subsequent third party inputs to gauge whether you have changed what you wanted to - especially through
other people's perception.

Make Notes and Take the Opportunity to Be Introspective
As you go through the report, you will see life coaching advice, tips, and warnings to help you enhance your self-awareness
and skills. We encourage you to take ample notes about what you need to work on to become more effective at influencing
others. Your four DISCflex™ Factors affect how people perceive you and react to you, thus making the critical difference in
whether others will trust you and make the decision about whether to follow your lead. As you read, please incorporate the
coaching advice into your behaviors by thinking back on prior situations and thinking about what you might do differently if a
similar situation arises. This "rethinking" will help you in "rehearsing" how to change your attitude, emotional involvement,
words, or actions in the future and will most certainly assist you in understanding your behavioral tendencies and strengths
more clearly.
Disclaimer: This report is based on OVERALL LIFE SKILLS and should not to be used for hiring decisions, nor is it
appropriate for decisions regarding promotions or any other work performance-based inquiries. This report is to be used for
LIFE SKILLS development recommendations in tandem with our patent-pending eLearning, coaching and training solutions,
as well as for Blended Learning.
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What Is a DISC Assessment?
What is a DISC Assessment?
We are often asked "What is a DISC Assessment?", "How do I pass a DISC Assessment?", or "Can I fail a DISC
Assessment?" A DISC Assessment is not a test, so it is impossible to fail. So what does a DISC assessment measure? DISC
assessments measure your different levels of each of the four DISC Factors:
Dominance: Your need for control and your source of ambition. Whenever you are feeling self-motivated, you are using your
'D' factor.
Influence: Your need for communication and your source of persuasion. Whenever you are feeling talkative, you are using
your 'I' factor.
Steadiness: Your need for planning and your source of thoughtfulness. When you are being strategic or go out of your way
to help someone, you are using your 'S' factor.
Compliance: Your need for structure and your source of organization. When you become extremely focused on completing
your tasks, you are using your 'C' factor.

DISC Profile:
Our algorithm takes your answers to all the questions and instantly creates your DISCflex Profile. Your DISCflex Profile is
based off of your highest factor(s) and will allow anyone trained in DISCflex to quickly identify with your general behavioral
style. Each profile can be broken down easily once you remember which attributes belong to which factor. Not everyone has
the time to memorize these factors and what each of them means, so we also generate your DISCflex Report.

DISCflex Report:
Once your DISCflex Profile is established our system will automatically generate a DISCflex Report that can be downloaded
directly to your computer or printed. Your DISCflex Report will give you detailed information about your DISCflex Profile and
how it will impact your behavior in different settings or situations. Your DISCflex Report will vary slightly from other people with
your same general DISCflex Profile because our system takes all 4 of your factor scores into account when generating your
report. For instance, you and your colleague might both be a "High I" as your profile, but the other 3 factors may vary. In this
scenario, even though you both have an elevated I, your DISCflex Reports will read differently. Your report will also provide tips
and bewares about how to avoid your potential weaknesses in situations that may get you into trouble.

Flexing Your Behavior:
Once you have read your report and become familiar with your behavior style and how it can affect the people around you, the
next step is to start flexing. Flexing refers to internally monitoring your behavior and choosing how you interact or react in
situations. For example, an extrovert may need to "dial down" their Influence factor and talkative impulses during a meeting to
make sure the team stays focused on the task at hand. An introvert may need to "dial up" their Influence factor during a
meeting to make certain that their views and opinions are heard and taken into account. Flexing refers to the conscious
adjustment in behavior, whereas the term morphing refers to the change in your natural behaviors over time due to flexing.
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Summary & Scores
My DISCflex™ Pattern
You have an elevated Dominance pattern. You are strong willed, self-motivated, and
determined in your actions. You like to be in a controlling-type role and will typically take
charge and make decisions very quickly.

What does that mean?
You love to be constantly challenged and rely on your decision making to
solve problems. You are able to initiate action and lead others by taking
charge. Routines bore you and you strive to accomplish your own vision.
You can challenge others thoughts or ideas and are not afraid to argue your
point of view.

D

I

S

C

Compare your behaviors
Looking at the big picture, you are able to see your behavioral style is
governed most by your Dominance Factor. The pie chart indicates a clearer
overall picture - a snapshot - of all four factors in your behavioral pattern.
When you compare and contrast the bar versus pie chart to your friends and
family, you can gauge your behavioral style’s strengths and weaknesses,
enabling you to see what things separate your actions from others. You can
use this to recognize how to incorporate behaviors in the different situations
you come across in life.

Strengths

Potential Challenges

Efficient

Focus

Independent

Giving up control

Competent

Prioritization

Cooperative

Quick decision making
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Motivators & Stressors
Motivators
Ready to get motivated? We’ve highlighted some key things that get your
blood pumping. You will find that some of these motivators happen on an
unconscious level. Use these to explore other motivators you have within
yourself and that guide you to certain decisions and actions.
Results
Enjoys a good challenge
Being the leader

D

I

S

C

Making individual decisions
Being able to operate at a quick pace
Understanding

Stressors
When you get angry or frustrated, it’s due to one of your stressors. This list provides some of the deeper stress factors that
happen in your brain and cause you to act in a negative manner. When you let your stressors get to you, always know that you
are at risk of causing conflict within yourself and your relationships with others. Understanding your stressors can help you
prevent this.

Rules
Details
Not being in control
Relying on others
Results of your decisions
Priorities
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Third Party Introduction
Introduction to Third Party Insight:
Third Party insight is a great way to see how other people in your life perceive you. Use the following pages to self-reflect and
ask why these people might see you this way. Do others perceive you in the same way you perceive yourself? Do you behave
differently at work than you do with family or friends? Is this the way you want to be seen by others? Keep in mind that you can
situationally flex your behaviors within these groups to alter perceptions to match your preferred style of behavior. Keep in mind
that inviting Third Party guests to take the assessment about you will ONLY alter the Third Party Insight section of your
DISCflex™ Report. The remainder of your report will be based only on your self-assessment.

Third Party Perception:
On the next page you will find the breakdown of different groups within your life and how that grouping of assessors perceive
your behavior. If only one person has taken the Third Party Assessment you will see their individual feedback, if more than one
person has taken the Third Party Assessment within a single grouping the results are displayed as aggregate totals.

Third Party Variances:
The Third Party Variances page will provide additional information about the differences between your self-perception and how
each grouping perceives your behavior.
Perception Chart: This chart will map the scores for your self-assessment and the other three groupings for each of the
4 factors. It provides a visual in the perceptual gaps of each grouping. See the color key below the chart to match colors
to different groupings.
Do you Dial Up or Down? This section will show you how your behavior differs by group. You can easily see each of the
4 primary factors and the variance between your self-perception and the group’s perception of that factor. Positive
numbers mean you are “dialing up”, negative numbers mean you are “dialing down” that factor within that group.
Variances Chart: This chart shows the actual scores for each factor and each grouping. It provides Self-Perception,
Third Party Perception by Group, the Variances by Score, and the Difference in Perception by Percentage.
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Third Party Perception
Co-workers may see you as…
Leader
Ambitious
Dictator
Driven
Self-Motivated
Argumentative
Reserved
Systematic
Self-centered
Shallow
Adaptable
Poised

Family may see you as…
Independent
Social
Assertive
Persuasive
Visionary
Controlling
Talkative
Curious
Rational
Caring
Composed
Persistent

Others may see you as…
Leader
Ambitious
Dictator
Driven
Self-Motivated
Argumentative
Talkative
Curious
Decisive
Attentive
Adaptable
Poised
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Third Party Variances
Perception

Do you Dial Up or Down?

Self-Perception / Co-workers
Family / Others

DISC Factor

Dominance

Influence

Steadiness

Compliance

SelfPerception

80

46

43

43

Dominance / Influence / Steadiness / Compliance
1st Bar - Co-workers | 2nd Bar - Family | 3rd Bar - Others

Third Party
Perception

Variances

% Difference

Co-workers

100

20

20%

Family

70

-10

14%

Others

87

7

8%

Co-workers

18

-28

156%

Family

65

19

29%

Others

64

18

28%

Co-workers

14

-29

207%

Family

59

16

27%

Others

31

-12

39%

Co-workers

28

-15

54%

Family

53

10

19%

Others

47

4

9%
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Sub-factors Overview
Sub-factors Overview
TM

DISC Sub-factors describe the relationship between two DISC Factors. Anytime you make the choice to behave, you make
the choice to use a factor. If you want results, you use your D. Speaking to people in friendly terms means your I is in play.
Loyal? You picked your S to govern the situation. Deciding to stick to the rules means your C is dominating. Which factor of
the two is the most "overriding" determines the subfactor. Your top three sub-factors indicate which behavioral tendencies you
are naturally inclined towards. These rule your behavior, while the opposing subfactors are the behaviors you typically use the
least. We think that being able to use all the subfactors consciously for the correct situation builds behavioral strength. At the
very least, you should know where your natural tendencies lie. Your behavioral tendency will fall somewhere on this spectrum,
and you need to utilize your sub-factors to "Drive" toward success. Be careful to choose your subfactors wisely, making
certain you don't always override your Opposing Sub-Factors. Consciously choosing to always "dial up" or "dial down" your
behavior will bring you balance on this behavioral spectrum.

Driving Sub-factors
TM

Driving Sub-factors are your natural behavioral tendencies. When used properly these natural tendencies can provide great
results, but be careful not to dominate your opposing sub-factor. Be aware of the situation and "dial" your behavior to match it.

Independence

Self-motivation

Efficiency

Opposing Sub-factors
TM

Opposing Sub-factors are the behavioral tendencies you naturally use the least. These are tendencies you need to
consciously focus on "dialing up". Be aware of the situation and "dial" your behavior to match it.

Cooperativeness

Patience

Friendliness
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Top Three Sub-factors
Driving Sub-factor
Independence
With your Dominance factor greater than your Compliance factor, this gives you the Sub-factor
Independence. You take pride in being able to accomplish things on your own. You act as a
visionary by being able to create your own rules and ways of doing things.
Self-determined
Objective
Free
On your own
Private
Self-reliant

Opposing Sub-factor
Cooperativeness
Cooperativeness is the opposing sub-factor to Independence. Working independently is good,
but be sure that you are keeping the big picture goals of your team or organization in mind.
"Dial Up" your C Factor to ensure you are cooperating within established standards and with the
appropriate parties.
Be positive about what you can achieve with other people.
Understand why cooperativeness will make a big difference.
Be enthusiastic about working together.
Make sure everybody understands why you're cooperating.
Set ego aside and focus on team goals.
Have mutual respect.
Open the lines of communication.
Share information.
Be accepting of others and changes that happen.
Build trust by being open.
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Top Three Sub-factors
Driving Sub-factor
Self-motivation
With your Dominance factor greater than your Steadiness factor, this gives you the Sub-factor
Self-motivation. You always like to be on the move and think of ways to get things done. By
creating new plans and ideas, you do not need other people to tell you what to do because you
are the one that looks to take action.
Active
Energetic
Forceful
Creative
Full of life
Lively

Opposing Sub-factor
Patience
Patience is the opposing sub-factor to Self-Motivation. Sometimes it is a good idea to step
back, assess the situation, and gather feedback from others before moving forward. Be sure to
"Dial Up" your S Factor in order to listen and think objectively before taking action.
Anticipate when you might become impatient.
Calm down and rationalize the situation.
Empathize with people around you.
Prepare a plan for when patience is needed.
Remember that good things take time to happen.
Look at the big picture.
Find your patience patterns.
Recognize your triggers.
Visualize yourself as a patient person.
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Top Three Sub-factors
Driving Sub-factor
Efficiency
With your Dominance factor greater than your Influence, this gives you the Sub-factor
Efficiency. You are driven to accomplish your task the most effective way possible. You are
able to focus on the project at hand and will not be distracted by personal aspects of a situation.
Productivity
Performance
Effective
Know-how
Organized
Competency

Opposing Sub-factor
Friendliness
Friendliness is the opposing sub-factor to Efficiency. You may need to focus on building better
relationships. When you are stressed and in "work mode" don't forget to be polite to those
around you. "Dial Up" your I Factor to the proper level of friendliness that the situation calls for.
Engage in conversation.
Be positive when you talk to people.
Listen more than you talk.
Invite people to spend time with you.
Remember the Golden Rule.
Practice humility.
Be genuinely interested in learning from and about other people.
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How Your Behavior Impacts Your Life

Jane, based on the results from your DISCflex™ Behavior Assessment, you have a high Dominance (D) behavioral style. In
order to make the best use of this report's information, we suggest that you print it out and highlight any areas you find
interesting. We hope you find this report helpful to understand yourself a little better.

Let's quickly define what DISC stands for before we delve into the details.
Dominance is your need for control and your source of ambition.
Whenever you are feeling self-motivated, you are using your 'D' factor.

Influence is your need for communication and your source of persuasion.
Whenever you are feeling talkative, you are using your 'I' factor.

Steadiness is your need for consistency and your source of thoughtfulness.
When you go out of your way to help someone, you are using your 'S' factor.

Compliance is your need for structure and your source of organization.
When you become extremely focused on completing your tasks, you are using your 'C' factor.

We all use each of the four factors in different ways. Continue reading to find out how they relate to the following topics:
• What You Say to Yourself
• How You Communicate with Others
• How You Make Decisions
• How You Set Goals
Learn as much as you can from this report. It will help you set and reach your goals.
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What You Say to Yourself
We need to first explore what you say to yourself in your head (self-talk).
We all talk to ourselves, give ourselves motivation, criticize our actions, and even sometimes yell at ourselves. How you
speak to yourself will determine how much success you achieve in your life.

Richard Branson, official cool guy of the business world, has a great quote that
shows how powerful his self-talk is:
"My biggest motivation? Just to keep challenging myself. I see life almost like one
long university education that I never had - every day I'm learning something new."

Mr. Branson doesn't let adversity or failure keep him down. He doesn't let other people tell him that he isn't good enough or
that his ideas will not work. Negative self-talk, to Mr. Branson, is not an option! But enough about Mr. Branson, let's talk about
the most important person in your life: you.

Good news: People’s opinions don’t affect you as much as they
affect most people.
Sure, it may annoy you if someone you like says something negative about you, but it won’t last
long or affect how you think of yourself. Take a second and imagine that someone told you that
you weren't particularly good at something you really loved to do? How hard would you be on
yourself?
Your 'D' mode will have a confident effect on this if you take a positive thinking approach. This
is fantastic because it means you can use your natural drive to see the benefits of the
constructive criticism or feedback and do something about changing. You can channel your
energy to see how feedback could be a wonderful gift to help you.
Warning: When you are stressed, it’s harder for you to see the positive side of other people’s
feedback. Your first response might be to get annoyed rather than reflective. Be careful, your
natural stress response could harm your friendships and relationships with others. This is easy
to monitor if you have awareness of it.
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What You Say to Yourself
Like everyone, you’ve had people talking to you about who
you should be, what you should do, and how you should do it.
But you generally rely more on your own ideas and interests rather than the expectations of
your circle of friends and family. This can be good and bad. Good that you think for yourself,
but bad that you might discount the wonderful gift of feedback. Our advice is to look at any
feedback and take in what is appropriate for you and your values, as well as your goals and
aspirations.

Organizing your mind properly is the first step towards
positive self-talk.
Your self-talk depends on making sure that you first have awareness of what you're saying to
yourself. Next, you have to make certain that the quality of information is organized in your
mind. Organization is typically not your strong suit so it is not something you naturally will take
the time to do (unless you feel it's important). Training your self-talk is important! Get
organized by writing any negative self-talk you may have throughout your day in the margins
of your notebook. At the very least, you should stop and analyze the things you say yourself
inside your head. Saying things to yourself like "I can't" or "I'm bad at math" or "It's impossible
to lose weight!" can really affect you in a negative way if you let these words take root and
grow inside your mind.
Look for ways to show off your strengths in order to shine a light on your positive talents and attributes. Self-talk is the most
important part of who you are because you’re literally telling yourself what you think you’re good and bad at doing.
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How You Communicate with Others
There are very few things more important than how you communicate and interact
with others.
Building relationships is an important part of life - from finding quality friends, working cooperatively, or enjoying a happy
and loving family. Learning how to use the DISC factors effectively will help you in untold ways. If your goals and making
sure you get the most out of life are things that are important to you, one of the secrets to success is learning how to
improve what you say to others.

Being appropriately thoughtful is necessary when building deep
relationships.
You should make it a point to carefully select your friends. Always remember that it could take
more time to build a relationship if you are more guarded than open with people when you first
meet them.

You are probably a little more reluctant than some of your
friends when it comes to meeting and getting to know people.
You are more willing than others to hang out with someone you know well or a comfortable
group of people without feeling overly nervous or worried about what others will say. Getting
your skills to a proficient level for meeting new friends outside your circle is critical. Pick a friend
who is a great communicator and model them. The goal in modeling other people who already
have great skills is to quickly build skills that you are already pretty good at.
Advice: Make sure you are hanging around people that are improving your life. Negative
people will unnecessarily drain your motivation and energy.
This often requires going into your fearless 'D' mode or logical 'C' mode to figure out if a friend
or family member is really making your life better. If they are, then learn more from them. If they
aren't, it may be time to have a critical conversation, spend less time with them, or entirely part
ways.
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How You Communicate with Others
Like most people, you tend to have selective hearing when
listening.
Unless you are interested in what someone else is saying, you often only hear what you want to
hear. This can hurt your relationships because of how you respond to people as a result.
Responding to others is one of your strongest talent. You are quick on your feet during general
conversations. This often puts you in an influential role because you like your opinions to be
heard loud and clear. If you work on your already strong conversation skills, you will feel even
more connected to others. This is an excellent way to capitalize on your strengths.
Tip: A word of advice, if you step back and let others speak more, and think twice before
interrupting, you will find your relationships will improve.

Give your hands something to do to let your mind calm down and focus.
If you’re in a meeting when you lose focus, you might try putting a rubber band, watch or bracelet around your wrist.
Touching this will help act as a trigger to bring you back into focus. If you are having a conversation, try to think of a followup question based on what the speaker says, or try to predict what they will say next. Jane, concentrate and command
yourself to focus. ‘Be present’ in the conversation to instantly see your listening skills improve.
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How You Make Decisions
When you recognize how you make decisions, you can determine your strengths and weaknesses and work on making
better decisions. You make choices every day that have an effect on your future.

You like to know why decisions are being made before you
agree to them.
But not if it means spending a lot of time figuring out which decision should be made. Because
of this, your friends and family might describe you as impatient, which isn’t always a bad thing.
Being able to make a decision quickly is a great ability to have…sometimes. However, Jane,
think back to a time when you made a quick decision that backfired on you. Would you have
made a better decision if you had waited a little longer?
Next time you are faced with several options, take a minute to think about which one would
work best.
As you try to pick the best option, you would rather only ask others for advice when you feel like you really need it. This isn't a
bad thing; just make sure that you actually seek help from a friend or someone you trust when there is a lot at stake.

When decisions need to be made, you prefer to make them
quickly.
You are confident in your decision and don't like to spend a lot of time thinking over the details,
which is a great strength to have.
When it comes to gathering all the information needed to make a decision, Jane, you usually
find a way to balance trusting your instincts and searching for facts. You know that details are
important, but it's not the only way to make a decision.
You also don't spend a lot of time thinking about how your choices will affect other people—unless you have a solid
relationship with them. Your natural instinct helps you make your decisions quickly, but you need to learn to be aware of how
your choices affect other people.

Jane, you like experiencing new things and the changes that
come with life.
Be careful that you don't let your love for change lead you down the wrong road. Remember to
take a step back and really think about a decision before you follow through with it. Selling
your furniture in your room to get the money to go on a summer trip may seem like a great
plan but your parents might think otherwise.
Something else that will have an effect on your risk-taking is how much you trust your gut
instinct. You do a solid job of balancing instinct with fact. Not everyone can do this and it helps
to keep you calm when making decisions.
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How You Set Goals
Jane, you strive for results, and you try to be as efficient
(doing the most in the least amount of time) as possible.
It's important for you to understand that goal setting will play a very important role throughout
your life. Your dreams are your goals, but they typically don’t come to fulfillment unless you
set them down and work on achieving them. This process is a fundamental of success. Work
with your strong suit, Jane. Focus on your strengths of being driven to get results and setting
goals and making them happen should come easily. Just make sure that you spend an
appropriate amount of time with each of the other DISC factors when thinking about your
goals.

You rarely ask for help when setting goals.
Something that will help you reach your goals is asking for help and advice from someone
you know and trust. Finding a mentor who understands what you’re trying to do can be the
difference between success and frustration. Stepping out of your comfort zone by asking for
advice might help you see things that you had overlooked and ultimately make your life
easier!
Warning: Even if it feels uncomfortable, please make sure that you do reach out to others –
especially on your very important goals. This way, you won’t set goals ‘in a vacuum’, running
the risk of not thinking things through properly.

You chase goals while they are still available.
You understand that when you set goals, windows of opportunity are only open for so long,
so you better get started! We all tend to overestimate what we can do in one day, but
underestimate how much we can do in a week. Plan accordingly, since you also know that
any goal can run into problems if you take too long to complete it. This attitude will help you
catch those goals before they slip away.
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How You Set Goals
The downside to the way you approach your goals:
You have most likely experienced the frustration of having a goal in mind and getting
sidetracked by little tasks that don't seem like much, but in the end, you look back and never
actually accomplished what you set out to do.
Warning: Don’t be a person who looks back at a lifetime of opportunities lost. Thinking
through every single detail, stalling, or not properly prioritizing are all just excuses for why
you didn’t do something in a timely fashion. Excuses sound like this: “I couldn’t figure out the
best way to tell them what I was doing.” “I ran out of time.” “It was too hard.” “I had something
more important to do at the time.” If you make excuses too often, you’ll just wind up watching
someone else reach the goal before you because they were 'doing' while you were not. Just
do something every day to move yourself forward. It is really that simple.

Copyright © Indaba Global Coaching, LLC 2015. All global rights reserved. Photocopying or copying by other means is expressly
forbidden without prior approval. No portion of this document may be paraphrased or distributed without the prior written approval of
Indaba Global Coaching, LLC or its officers.
18

Defining DISC Quick Reference
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DISCflex™ Quick Reference
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