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Guarded Behaviors
* Prefers to keep personal feelings private, sharing them only when necessary
* Conversations stay on subject; Speaks in specifics (cites facts and examples)
* Makes decisions primarily on facts and evidence
* Body language and facial expressions are somewhat difficult to read
* Prefers getting tasks completed before socializing with others

Open Behaviors
* Finds it easy to share and discuss personal feelings with others
* Makes decisions primarily on feelings and/or opinions from others
 Conversation includes many digressions; Goes with the flow
* Body language and facial expressions are rather easy to read
* Prefers to socialize with others before getting tasks started
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Direct Behaviors
* Usually eats, walks and talks at a faster-than-average pace
* Prefers completing as many things as possible as long as they’re *’Good enough™
* Usually reacts quickly when faced with new situations or decisions
* Tends to talk more than listen
* More likely to be impatient

Indirect Behaviors
« Usually eats, walks and talks at a slower-than-average pace
* Prefers completing things as well as possible regardless of how long it takes
* Usually reacts slowly when faced with new situations or decisions
* Tends to listen more than talk

* More likely to be patient
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COMMUNICATION STRATEGIES
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» Avoid social talk; appeal to their logical side.

 Explore their expertise,objectives and concems.

* Emphasize accuracy, quality, and reliability; present obvious disadvantages.
* Provide documentation of all relevant options; make deliberate decisions.

ACtHiONCOACH Assessments

business coaching

Sign up for your DISC Online Assessment & Customized Report at:
bit.ly/n3discsignup




