DISC Temperament/Personality Model
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What is the DISC model? The DISC Madel of Human Behavior describes the four basic
temperament types: (Choleric (D-type), Sanguine I-type), Phlegmatic (S-type), and
Melancholy (C-type). Everyone is 8 blend of DISC behavior. No normal persen has a bad
personality. It's what you do with your DISC personality that may be good or bad. Identifying
your DISC persocnality blend/s is vital to effective leadership and relationships.

The following is a brief overview of the four basic temperaments. It is not meant to be all
inclusive. Linderstanding your personality helps you look at your life more objectively, working to
include areas that are natural to you and refining areas of your personality that are not as
appropriate for a given situation.

D - Direct people are fast paced.
Basic Motivation: Challenge & Control

Desires: Freedom from Control - Authority - Varied Activities - Difficult Assignments -
Opportunities for Advancemeant - Choices rather than ultimatums

Respond Best To Leader Who: provides direct answers Sticks to task - Gets to the point -
Provides pressure - Allows freedom for personal accomplishments

Meeds to Learn: You need people - Relaxation is not 2 crime - Some contrels are needed -
Everyone has a boss - Self-contrel is most important - To focus on finishing well is important -
Sensitivity to people's fealings is wise

Service: Orgzanizef/Lead ministries, teams or committees, commit to a specific challenge,
teach, plan, advocate, pray

They like to keep busy.

They aren't team players, preferring to do things by themselves or delegating work they don't find
mnteresting. They can become annoved when having to work with others and do things differently
from their chosen way.

They are persistent. viewed as stubborn, overcome obstacles and win at any cost.

Thev're great people to have on your side. They will fight for vou and protect you.

They are fearless.

They have high expectations of others.

They are interested in meeting thesr own zeals. Direct people are so goal oriented, they are not
aware of other people's feelings and frequently override them



They appear uncaring, however thelr main concern isn't another person's feelings but getting the
job done, meeting the goal.

They tend to tell people, instead of ask.

They are forceful, bottom-line people whe hate to waste time.

They want straight talk and direct answers. They want answers to their "WHAT" questions
Managerial style: anthoritarian

Meotivators: tangible goals

Fears: failure

Engages by force of character

*  colving problems
"D" Behavior / Biblical Example: Paul

Biblical Advice: Be gentle/not bossy (James 3:17); Control feelings/actions (Eph. 4:28);
Focus on one thing (Phil. 3:13); Develop a servant’s heart (Gal. 5:13)

I-Influential people are fast paced with a lot of
energy and usually very busy.

Basic Motivation: Recognition & Approval

Desires: Prestige - Friendly relationships - Freedom from detzils - Opportunities to help
others - Opportunities to motivate others - Chance to verbalize ideas

Respond Best To Leader Who: Is fair and is zlso 2 friend Provides sccial involvemeant -
Provides recognition of abilities - Offers rewards for risk-taking

Needs to Learn: Time must be managad - Deadlines are important - Too much optimism can
be dangerous - Being responsible is more important than being popular - Listening better will
improve one's influsnce

Service: Public speaker, drama, socizl committees, greeter, counselor, encourager, lead
groups, visitation, information

They have a network of contacts. They like people and like to talle

They are good at prometing ideas and seek to persvade others to agree with them.

Time gets away from them and everything takes a lower propriety when they're discussing ideas.

They would never intentionally antagenize anyone. It's important to them that others have a

favorable impression of them.

+ Never embarrass an “T" - Influential person in public. It will devastate them. Thev're more
mnterested in pecple than in accomplishing tasks. They thrive in the social scene.

*  Theycan be a poor judge of people because they are so optimistic. They believe everything will be

all right and everyone is "such a nice person".

They tell people, they don't ask. They communicate well and need freedom of expression.

They may overuse praise. Some pecple may see it as flattery and feel manipulated.

They have trouble staying focused. They can become easily distracted.

They are imaginative. They like what is new and innovative. They tend to think in the future.

They want answers to their "WHO" questions.

Generating enthusiasm

Entertaining pecple



Desiring to help others participating in a group

High I individuals are: influential, friendly. persuasive, communicative, positive
Focus: pecple-criented

Communication style: sell

Managerial style: democratic

Metivators: recognition, social inclusicn

Fears: rejection

Engages by personality

I" Behavior / Biblical Example: Peter

Biblical Advice: Be humble/avoid pride (James 3:17); Control your tongue (James 1:19); Be
organized (1 Cor 14:40); Be patient (Gal 5:23)

S-Steady people desire to keep their
environment from changing.

Passive/People-oriented "S" - Steady, Stable, Shy, Security-oriented, Servant, Submissive,
Specialist

Basic Motivation: Stability & Support

Desires: Area of Specialization - Identification with a group Established work patterns -
Security of situation - Consistent and familiar environment(s)

Responds Best To Leader Who: Is relaxed and friendly - Allows time to adjust to changes -
Allows to work a2t own pace - Gives personzl support

Needs to Learn: Total support is not always possible - Thorough explanation is not
everything - Deadlines must be met - More optimism will lead to greater success

Service: On call, visitation, counsel, telephone, encourage, office, records, maintenance,
grounds, helps, lead groups

They have a consistent work performance.
They accommodate others. They get along well with others becanse they are flexible in their
attitude.
s  Thevmay not say anything if they disagree just to keep peace, however they seem to find a way
to get what they want.
They are moderate and controlled.
They are modest.
They like to help others, make good counselors and are great listeners. They can speak on an
intellectual level and prefer guiet discussions with one or two pecple.
They build close relationships with a small group of friends.
They like to maintain familiar and predictable patterns.
They are consistent in accomplishing worle.
If they receive appreciation, they maintain a high level of performance.
They may need help when starting a new project. They like to feel comfortable with anything new
before actually starting it. They enjov something m writing so they can refer to it
They ask, they den't tell.
+ Demonstrating patience



Showing loyalty

Managerial style: procedural

Metivators: job contract & group inclusion

Fears: insecurity

Engages by experience

They want answers to their "HOW" and "WHEN" questions.

"s" Behavior / Biblical Example: Mosas

Biblical Advice: B= bold/strong (Josh 1:8); Be confident/fearless (2 Tim 1:7); Be more
enthusiastic (Col 3:23)

C-Cautious people are critical thinkers.

Passive/Task-oriented
"C" - Cautious, Competent, Calculating, Compliant, Careful, Contemplative.

Basic Motivation: Quality & Corractness

Desires: Clearly defined tasks - Details - Limitad risks - Tasks that require precision and
planning - Time to think

Responds Best To Leader Who: Provides reassurance Spells out detziled ocperating
procedures - Provides resources to do task correctly - Listens to suggestions

MNeeds to Learn: Total support is not always possible - Thorough explanation is not
everything - Deadlines must be met - More optimism will lead to greater success

Service: Finances, long-range planning, organize, research, count, record, teach, arder, file,
set-up, sound & video

s  They draw conclusions and base action on facts, correctness, the rules and accuracy. They are
slow paced and task criented.

s  They are trivia experts, someone whe might appear on Jeopardy. They are very effective in their

work.

They combine intuition with facts to reach a conclusion.

They like to work with pecple who think the way they do.

They like to keep peace.

They may net be shy but pecple find it difficult to read them They don't show their feelings.

They tend to protect their privacy.

Aggressive people upset them.

They control thetr environment by understanding the rules and following them. These may be

existing rules or thewr own miles but they will follow them.

They study privately to leam about a subject before discussing it in public.

Thev only start a project when they're sure of perfection. Perfection is very important to them.

Theyv tend to be critical of themselves.

Thev defend their position and support it rather than show flexibility.

They think in cutline form. frequently saying, "number 1 and b", thinkang things in sequence.

They make to-do lists.

They ask, they don't tell.

Complying with autherity



