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Introduction

After you meet with your client and decide the Extended DISC® Individual
Assessment is the appropriate tool to help your client, this Playbook will
assist with clear and practical page-by-page instructions for debriefing the
Extended DISC® Individual Assessment. This material is intended for one-
on-one sessions with your client providing an introduction to the
assessment and to aid in simplifying delivery of the information effectively
and efficiently.
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Section 1: Mapping Your Clients Goals
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Mapping Your Client’s Goals

The process for mapping your client's goals is not complicated but it takes
some practice. The steps are:

1. Identify the goals (example: increase company’s sales by 10%).

Break down the goals into specific activities (example: all

salespeople need to make 30 calls per day).

3. Identify the behaviors needed to succeed in the activities (example:
assertively holding the salespeople accountable for their call goals).

4. Convert the behaviors into a DISC-style and map them onto the
Extended DISC® Diamond (example: assertive, results-oriented D-
style behaviors are needed to hold salespeople accountable).

o

Keep in mind that not all of your client's goals can be achieved with
behavioral modifications. Many of them may require specific skills and/or
competencies your client may have to develop. Do not force them on the
Extended DISC® Diamond.
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Review Your Client's Report

It is very important you review your client’s report
before the first session. Refer back to your client’s goals
and other relevant information you have gathered. Make

Section 3:

notes on the report to help you prepare. This will also Preparing for

demonstrate to your client you have done your due
diligence.

Customizing the Extended DISC® Individual Assessment

The Extended DISC® Individual Assessments can provide lots of
information. Be careful not to provide too much information and to
overwhelm your client. Clearly understanding your client’s coaching
needs will help you determine what pages you will, or will not need, to
best help your client. While you already made a decision what type of
report to provide - and therefore, what Access Code to provide your client
- you do not need to use each and every page of the Individual
Assessment. More information does not necessarily mean you will be
effective. Also, you can always provide more information later as your
client progresses.
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Setting for the Session

Choose an appropriate setting for the coaching session. A

quiet, private setting is the most appropriate, not a busy, Section 3:
noisy restaurant or a coffee shop where people can
overhear your conversation or where you and your
client may get distracted. Bring at least two copies of the
report: one clean copy for your client, and one with your
notes. Some coaches have found it helpful to bring a
third, clean copy for the client to take with him following
the session.

Additional Resources

Do not forget about the Extended DISC® resources available to you. For
example, using the Reading Instructions can help you prepare and guide
you when you do not readily know the answer to a “technical” question.
You may want to present the Reading Instructions as a way to review the
information more effectively. It provides your client with a very helpful
resource guide between the coaching sessions. When your client has a
question or needs clarification on a particular page of the Individual
Assessment, simply refer back to the Reading Instructions. Also, do not
forget about the VIP Online Resource Center. It provides handouts,
exercises, worksheets, and a lot more.

TIP: Having no page numbers on
the report. can helpydn remove

: pages,
Extended DISC* representative
~ to turn the page numbers off.
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Extended DISC® Profile and Diamond Page

The Profile and Diamond Page is the most important part of the Extended
DISC® Individual Assessment. It provides the best overall picture of your
client’s behavioral style by identifying the relationship among the four
DISC-styles. The information is provided in three complementary formats:

e Profiles
e Percentages

e The Extended DISC® Diamond

The Profiles

The Profiles most clearly demonstrate the relations Section 5:

among all of the four DISC-styles. It is very important to

remember that we cannot look at the styles in isolation. Debriefing Your

While it is helpful to identify someone as being “I-style”, Client’s

i alneariok : : , Extended DISC®
provide the complete picture of someone’s Individual

style. We need to look at the position of all four styles on Assessment

the Profiles.

The Profiles are the visual representations of your client’s style. They are
created by calculations based on your client's responses to the
questionnaire. Essentially, his responses have been tabulated from the
“most” and “least” responses in the questionnaire into a frequency
distribution by each of the DISC behavioral styles. Emphasis is on
frequency. There are no right or wrong answers.

Profile II identifies your client's “natural style”. Profile I focuses on the
“adjusted style”,
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Extended DISC® Profile 11 - Natural Style

Profile Il illustrates your client’s natural style. It is the most comfortable
style for him and requires the least amount of concentration, energy and
effort. It is also the behavioral style that others are most likely to observe
in your client. In other words, it is your client's “true” or "hard-wired”
style. Therefore, it is the more important of the two Profiles. As a general
rule, you should place about 90% of your focus on Profile 1l and only about
10% on Profile 1.

Profile Il - Natural Style
D | S c

Upper
Zaone Section 5:

Explaining Your

Neutral
Zone

Zone

70 3 00 00
00 00 60 40

Profile Il illustrates the reaction mode that the person uses to naturally
react to different types of stimuli in his environment and is most
frequently exhibited outwardly in one's behavior. When interpreting
Profile 1I, one must look at its shape, size and position on the Extended
DISC® reference framework.
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The Percentages can be very helpful in further interpreting Profile I,
Perceived Need to adjust. In the example below, the person adjusts from
being 70% D-style and 30% I-style to 60% I-style and 40% D-style.

Profile | - Perceived Need to Adjust Profile Il - Natural Style
) | S c

Upper
Zone

Neutra!
Zone

40 &30 70 30

OYO\SO 50 00% 00\(%0
Profile I: 40% l-\O% D-style Profile IXO% D-style; 30% I-style

Note: The Percentages do not refer to a specific point on the individual
axis of the DISC Profiles. They refer to the relationship of DISC-styles
above and below the Middle Line. Both Upper and Lower Percentages
always add to 100%. Consequently if only one of the styles is above, or
below the Middle line, it will score 100.

Section 5:

Debriefing Your
Client’s
Extended DISC®
lndividual
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The Extended DISC® Diamond

The Extended DISC® Diamond is a powerful behavioral map that allows
you to visually demonstrate the required behavioral modifications. It also
provides the Natural Style (=Profile 1I) and Adjusted Style (=Profile 1) in
another format some clients may find easier to use.

The starting point of the arrow is Profile II. The end point, or the tip, of
the arrow is Profile I. The arrow demonstrates the conscious need to
adapt or adjust behavior.

Distance
C Logic D

Both Profile I and Profile 11
are shown on the Extended
DISC® Diamond. The dot
by the individual’s name is

Preciseness Inflience ™ Profile II - Natural style.
Standards Actty The tip of the arrow is
Profile I - Perceived Need
to Adjust.
Theoroughness People
Patience Positiveness
Helpfulness
S Friendliness l

As you review the Extended DISC® Diamond with your

client, often the arrow draws the most attention. Please

remember that the starting point of the arrow is Profile

Il and should get clearly most of the focus (Remember  pepriefing Your
the 90%/10% Rule with Profile II and Profile I). Also, Client's
since Profile | is the Adjusted Style, its position will  Extended DISC®

Section 5:

change over time. The arrow simply shows what the Individual
: ; X Assessment
perceived need to adjust now is. ot
When you look at the arrow note two things:
1.  To what direction is the arrow moving?
2. Where is the arrow moving away from?
© Copyright 199197267170 - Enendf_d DISC North America, Inc. - All Rights Resarved 35
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The Narrative Description can be used for qualifying the validity of the
results. The Profiles and the Diamond have the analysis results in their
most detailed format and should, therefore, be analyzed first. The
Narrative Description provides additional information to help in
understanding the behavior of the individual and in initiating discussion
with him/her.

The Narrative Description consists of the sections listed below. With each
section, there are a few things to consider:

¢ “Attributes” - Which descriptions does your
client believe to be the most significant to his
effectiveness in the current role?

e “Motivators” - What motivators does your Section 5:
client believe to contribute to his effectiveness

in present role? Which descriptions may cause Deblg:ﬁng Your

him to be less effective? Exte ml;::; DSIS(."
e “Tries to Avoid” - Which descriptions does Individual

your client believe to have an impact on his Assessment

effectiveness in the current role? What is the

impact?

e “Ideal Supervisor” - How closely do these descriptions portray
your client’s current supervisor? How can your client communicate
his needs to his supervisor?

e “Communication Style” - Which descriptions does your client
believe to contribute to his communication effectiveness? Which
descriptions may cause him to be less effective? Why?

e “Decision-making” - Which descriptions does your client think
contribute to his success? What may cause your client to be less
successful? Why?
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When your client reviews the Narrative Description, expect him to
disagree with some of the statements. The reason is that the Extended
DISC® Individual Assessment was designed to bring into light blind spots

that may be holding your client's performance back.

[ sampte, Tom
| Extenced DISC 03.02.2009
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Motivators:
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Section 5:

Debriefing Your
Client's
Extended DISC®
Individual
Assessment

If your client disagrees with certain statements in the Narrative

Description page, ask him to:

1.  Consider the statements in various contexts, especially in new

situations.
2% Consider if the statements used to
be true until he consciously worked

TIP: It is recommended that

on these development areas. other people be pemn ed to

3. Set the statement aside and return

. : and comment on those parts of
to it later after having a chance to = o text the individual does not
reflect on the entire report. ldentm! in his behavior.
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Extended DISC® Questions Page

The Questions page is a very helpful coaching tool as it provides you with
specific questions to uncover issues to help your client improve his/her

performance. The questions are divided into two groups:

1. Questions related to your client's expressed emotions - The
Extended DISC® System can detect certain underlying emotions (for
example, uncertainty and frustration) that may be currently

hindering your client.

2. Questions related to your client’s job - This group of questions
focus on how your client’'s Natural Style impacts his/her work

performance.

| #4330 223 yzes

Sample, Tom

Coe

_|Extended DISC 03.02.2009

Questions relating to the person's expressed emotions:

Agart fromt $ome Trustraton caused by 3 emal lack of independence, he dces Nt feel the eed
0 3w doan or cthenwisa not 1o control hes own desting.

I hX way woud you 93¢ 10 your curment evel of authomy?

Prezentiy he *zels the need 10 empneaze h's own extrossnsd characisr oy ying 1o 38aren for
MO8 CONAAS M6 Tedls 1N he wil achieve his Codls Ly payng atiantian 10 oha’ peccle

Fow 00 you Ifusncs ceacls?

Thie person i3 svramaly acive and hard-yorking by natwre. It I very imporant for nim %
constactly oot new InZentves 50 that e wii not g8t tarsd. The current sumouraings seem fo
offer pust snougn

Venen wae the Q3T Tme yOu were bored?

ke nseds an exreMmely great level of hdepancence In hig cwn work and ¢oss not ke chains or

rastrcting rules, A1the monmat he doas not seam 1 have any
Venat decizions woud you The kesp o yourse®?

Questions relating to the job

You are usualy quite outspoken with people. Wnat king of ceopie do you Ike?

You want &l 9 gosshis cls 3t your clspcsal, Mgt are you rsady 10 take away fRm your

Section 5:

Debriefing Your
Client's
Extended DISC®
Individual
Assessment
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The Questions page provides you with additional guidance in exploring the
deeper meaning of your client's Profiles. It also offers specific and
insightful help by listing specific questions you may want to ask your
client. Use them as a means to really consider what kind of development
plan to create.

Section 5:

Debriefing Your
Client’s
Extended DISC®
Individual
Assessment

NOTE: Many coaches select the Questions Page as the last pag
Extended DISC* Individual Assessment. This allows them
decide if they will share the page with ﬂle,lr‘c,li
prefer not to share the page and, inm

when they believe is the best time
coaches prefer the dlent

© Copyright 1594-2010 - Extended DISC North America, Inc All ng’ts Reserved 55
“Extended DISC" is a registered trademark of Extended DISC International Ltd Oy



Now it is time to start putting together a Behavioral Action Plan to make
sure your client achieves his goals. The real value for your client is using
what he has learned from the Extended DISC® Individual Assessment,
reflecting on what he would like to change or modify and practicing the
behaviors over time. The method for doing this comes in the form of a
Behavioral Action Plan.

Refer to the Individual Strategy Worksheet completed in Section 2 for a
list of goals. Determine if your client’s goals require an Overall
adjustment, a Specific/Situational adjustment, or if the goal is more a Key
Player/Individual adjustment.

Overall - These are adjustments your client may need to
make overall. Example if you are a “high” D- or I-style
you may decide to work on active listening and talking Section 7:

less. ¢
Review and

Specific/Situational - These are specific adjustments Wrap Uip S

for specific situations. Example: If your client’s goal is to
close more sales and he is a “high” S-style, he may need
to be “D” like for brief moments to move the sales

process forward.

Key Players/Individuals - These are adjustments your client may need
to make to reach a goal that revolves around specific individuals. Example:
Your client’s goal is better communication with his team members. You
can help to be very specific how he should to adjust his natural style to
communicate with each of his team members based on their style.

Once you have helped your client determine the type of adjustments he
needs to make, help him come up with specific scenarios and discuss how
he will begin to make the behavioral adjustments. You can suggest him to
journal to document when he adjusted his style, what the outcome was
and how to improve further.

Review and schedule your next session.
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Appendix

The purpose of the Appendix is to provide you with additional information
to get more value from the Extended DISC® Individual Assessments. In this
section you will find:

¢ Definitions to the Behavioral Competencies
¢ Information about Invalid Profiles

e Interpretations of the Special Situations

e Individual Strategy Worksheet

Extended DISC® Behavioral Competencies Definitions:
Customer Service Competencies

Consistent, stable customer relations
¢ Both the customers and the contacts to them remain mainly the same

Building and maintaining customer files
e Collecting, sorting and producing information about the customers

Positive diverse contacts with customers
o Several different types of contacts where it is important to keep the
contacts positive.

Brief, goal-oriented customer contacts
e (Contacts to customers are short and can go directly to
the point.

Taking care of the customer and creating goodwill
e Serving and taking care of customer needs is
important as well as Creating a positive environment

© Copyright 1994-2010 - Extended DISC North America, Inc. ~ Al Rights Reserved 62
"Extended DISC” is 2 registered trademark of E ded DISC I | Ltd Oy




Team Competencies

Being a fast and lively involver
¢ Refers to the individual's involvement with the other team members

Participating and discussing while working
e Needs to be able to concentrate on work but also participate and
communicate

Demanding goal-setting
= Setting goals bravely and courageously and wanting everyone to attain
them

Organizing and implementing the team'’s duties
e Organizing the daily activities of the team and checking that everything
is done according to the plan

Independent; logical planning
e Working independently, mostly with activities requiring logical
planning

Constructive guidance and advice-giving
e (iving advice and guiding others in a way that keeps people positive

Motivating and polishing the rough edges off of the others
¢ Solving quarrels and disagreements, encourager of others

Firmly picking up the pace
e Increasing the speed of the team with a goal-oriented
attitude

Introducing a new perspective
e Being able to constantly come up with new
perspectives to old things
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