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Congratulations on your completion of the
DISC Behavioral Compass sales assessment – the
Compass is a navigational instrument for finding
direction in life-- it will show you the way to
personal success and fulfillment -- it points
toward all your unique talents and mastering the
sales adaptability techniques outlined in this
report may be one of the most important sales
skills you ever learn.
DISCcompass™ does not make value judgments
because there is no “right” or “wrong” way to be.

Instead, it concentrates on natural tendencies
that influence your behavior. It is not about
changing yourself or trying to be someone
different. It is about growing and being the best
you possible.
Here is the most valuable feature of this report:
Although the first part of this report focuses on
your behavioral style, the true value is contained
in the second section called “Application.” Sales
mastery of The Platinum Rule only consists of
three simple steps: 1) Know your natural
behavioral tendencies, 2) Pick up on your
customer’s observable behaviors while selling,
and 3) Adapt your selling style to fit the
customer’s buying style. That’s it!
Now, here’s the “Aha!” moment for you: You
don’t even need to understand your own style to
be able to read another person and adapt to their
buying style!
This report is every bit as much prescriptive
(remedies for connecting with others… today!) as
it is descriptive (getting you to understand your
own DISC behavioral style).

"There are countless ways of achieving
greatness, but any road to achieving one's
maximum potential must be built on a
bedrock of respect for the individual, a
commitment to excellence, and a rejection
of mediocrity."
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Has your sales process ever succeeded with one person, then “bombed out” with the very next prospect? We
all have experienced this and shrugged it off thinking, “That’s just the way it is.” However, things do not have to
be that way. Nearly every sales interaction with each prospect can be a success - if you know how to make it
happen!
If you are interested in improving your sales results, we recommend that you start reading the section on
“Application” first, practice the proven techniques, then return to this report and read the first section about the
strengths and weaknesses of your behavioral style. Your ability to recognize the “style mode” being displayed by
another person, and making small adaptations in the pace and focus of the conversation is the quickest, surest
path to sales mastery!

Behavioral Styles
Historical research reveals more than a dozen various
models of human behavioral differences, but many
share one common thread -- they all group behavior
into four categories. Each one of us is a specific blend
of all four styles. DISCcompass™ identifies patterns of
external, observable behaviors using scales of pace and
priority – we display some level of each. Because we can see and hear these behaviors, it is possible to
“read” people, almost on contact. This DISCcompass™ is deceptively simple, quickly learned, and easy to
continuously practice throughout your day.

HOW TO USE THIS REPORT
PART I – Understanding Self.

First, your DISCcompass™ focuses on understanding your own

behavior style. It organizes what you already know about yourself at both a conscious and unconscious
level, and it directs you in plain language toward what you do best and most naturally. Your report shows
what makes you the individual you are and it shows you how other people see you.

PART ll – Understanding Others.

Next you will learn how to “read” others’ behavior styles and

begin predicting and interpreting how others feel and how they will behave. This is powerful information
and must be used with kindness and in good taste.

PART III – Adapting to Others.

Finally DISCcompass™ identifies ways for you to apply your style
strengths and temporarily modify your style to meet the needs of a prospect or customer. We call this
learned ability adaptability. Social scientists call it “Social or Emotional Intelligence.” In many cases our
Emotional Intelligence (EQ) is more important than our Intelligence Quotient (IQ) in achieving success in
today’s world. The concept of adaptability is presented in detail because knowing how to make people
receptive and at ease is a remarkable talent, often called charisma. Understanding yourself, others, and the
ability to adapt to others in fact raises your EQ!
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Often, when we do what comes naturally to us, we alienate others without realizing it because that same
behavior may not be natural for them. It is essential that we become aware of our natural tendencies and
their natural preferences! Then we can defuse extreme behaviors before we sabotage ourselves. We do
this by quickly identifying the individual needs of others based on the behavioral signals they will send to us,
and then adapting our own behavior to make them feel comfortable. Your ideas do not change, but you can
change the way you present those ideas.
Adaptability is the key to building all successful business relationships. Adaptable people realize there is a
difference between their self (who they are) and their behavior (how they choose to act). They consciously
decide whether and how to respond to a person, a situation, or an event.
You should commit to learn to be more adaptable; your relationship success depends on it.
Adaptability is discussed in detail in the What is Behavioral Adaptability? section of this report.
How to actually practice adaptability on a day to day basis with others is covered in these sections of your
report:
• How to Modify Your Directness and Openness
• Tension Among the Styles
• Action Plans With All Four Styles
• How to Adapt to the Different Behavioral Styles
• Building And Maintaining Rapport Throughout The Selling Cycle
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Part I Understanding Yourself
IMPORTANT: Always read the text at the top of each page for explanations and directions.

General Characteristics The narration below serves as a general overview or summary
of your behavioral tendencies. It is derived mathematically, as is your entire Compass report, from
your two graphs shown on page 7. It provides a preview of your journey toward understanding
your unique behavior style.
Joseph, the responses you made on the instrument indicate that you have the
ability to project an image of openness and friendship to others, even while
maintaining self control and an ability to distance from others when necessary.
This assists in helping you to be objective in situations when others may be
feeling more emotional, either enthused or reticent. You have the rare ability to
emotionally step back from a situation, even while being in the midst of it.
You can be very charming in persuading others when climate is favorable, and
you can become firm when confronting a hostile situation. Joseph, this can be a
dual strength as well as a two-edged sword, especially if you shift gears very
quickly from the charming mode to the firm or confronting mode. Those who
score like you who balance this trait successfully tend to lean on the charming
side of the equation, even as they present a firm position. They can object to an
idea even with a smile on their faces.
You function at a faster pace than many people, and tend to be a 'multi-tasker'.
This theme emerged in your responses to the instrument, and is a strength that
can propel you into a variety of leadership positions, should you want to do
that. Because of your rapid problem-solving ability and verbal skills, you are
able to keep many projects juggling in the air without anything hitting the
ground. However, be aware that some people who score like you have difficulty
saying "no" to requests, and sometimes spread themselves too thin.
You are able to think quickly on your feet, and this ability has assisted you, your
organization and your customers by providing new and unique solutions,
sometimes developed spontaneously. This ability comes from two combined
traits, one is a high level of decisiveness, the other is excellent verbal skills. This
allows you to speak smoothly while thinking ahead about what you're going to
say next. This is a skill that not many people have. However, if you do not slow
down and explain your thinking to your prospects, they may not buy into your
ideas (no matter how correct they may be).
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General Characteristics - Continued
People who score like you tend to make quick and firm decisions. They do this
through their rapid processing of information, and their innate decisiveness.
Once a decision is made, they usually stick to it, and will build a case to support
it. Your scores indicate that this may be descriptive of you as well.
Related to influencing others, your response pattern shows you have the ability
to direct the actions of others using both a charming influence and a firm
delegation of tasks and responsibilities. You have the ability to work hard and
play hard even in the midst of difficult assignments. When the going gets tough
for the team, you have the ability to maintain a positive spirit for the group,
especially when in front of others engaged in the task. You also have the ability
to present firm deadlines and tasks needing attention, and to maintain rapid
decision-making when changes are necessary.
You can react, adjust, and modify your behavior in a variety of selling situations.
People who score like you have a high degree of perceptiveness about others
and situations, and they use their perceptions to guide their own responses,
sometimes moment by moment. As the climate lightens, you have the ability to
turn up the charm, as the climate becomes more tense, you are able to respond
with a more business-like demeanor. Consciously monitor (and adapt to) the
pace of each prospect and you'll enjoy even more selling success.
Joseph, the pattern of responses to the instrument indicates that you have very
strong verbal and persuasive skills. This can be a great strength in a variety of
sales situations, as you know. Because of this, you have probably been able to
provide influence into a number of decisions, and have your influence make a
difference in the decision. In stating that another way, you have probably got
what you wanted in many situations. Furthermore, you may become
disappointed sometimes when you don't get your way.

Adapted Natural
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DISCcompass™ Graphs for Joseph Sample
Your Adapted Style indicates you tend to use the behavioral traits of the D style(s) in your selected focus. Your Natural
Style indicates that you naturally tend to use the behavioral traits of the ID style(s).

Adapted Style
Graph I

Natural Style
Graph II

Pattern: D (6311)

Pattern: ID (6613)

Graph I (Adapted)

Graph II (Natural)

Your “most changeable” graph; alters to meet needs
of new environment such as job change, new
supervisor, family change, health problems, etc.

Usually very consistent throughout your life – doesn’t
normally change

This is your “Conscious Mind” or “Mask”— the way
you wish to be perceived
It is the way colleagues and acquaintances would
describe you

This is your “Unconscious Mind” – where you know who
you are and always have
People close to you see these traits, with your highest traits
being most visible

NOTE: If your two Graphs are similar, it means you tend to use your Natural behaviors in your work (social, relationship)
environment. If your Adapted Style is very different from your Natural Style, you are using behaviors that are not as comfortable or
natural for you. The more disparity between the two graphs, the more likelihood you are stressed in the environment in which you
chose to focus for this report, usually work.
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DISCcompass™
This is your personal Compass! You consistently display your NATURAL strength characteristics, shown on the
Compass by the DOT. Compass lists your NATURAL strengths that make you effective. Your ADAPTED Style is
shown on the Compass by a STAR. Its position provides useful insights as you work in a job.

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

Data, Fact & Analysis
Based. Precise & Accurate
Trusts in the Value of
Structure, Standards &
Order. Sees the value of
“Rules”.

Assertive, Results Focused,
Rapid Decisions, Will Seek
Challenges, Can be
Aggressive and Impatient,
Desires to Lead.

Both Assertive and
Persuasive,
Embraces New
Concepts, Often a
Mover and a Shaker,
Can be very outgoing
with High Energy
and Engaging Effort.

Balances & Values Data &
Diplomacy, Mindful of the
“Rules”. Goal Focused,
Dislikes Confusion,
Ambiguity.

Very Patient, Favors
Stability and Structure.
Not a Risk Taker, Operates
at a Steady, Even Pace.

Supportive & Persuasive, Good
Team Player, Creates Good Will &
provides Good Customer Service.

Very Outgoing &
Persuasive, Very People
Oriented, a True
Optimistic Outlook,
Strong Communication
Skills, Likes Variety in life.

Key to Your Compass
= (21) Natural Behavioral Style
= (11) Adapted Behavioral Style
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Your Strengths: What You Bring to the Organization
You consistently display your strength characteristics. For the most part, these qualities enhance your effectiveness
within your organization. Work Style Preferences provide useful insights as you work in a job or as you work together
on a team or family project. They are the talents and tendencies you bring to your job and they are what have made
you successful thus far in your career and in life!
DIRECTIONS: Check off what you believe to be your two most important strengths and your two most important work
style tendencies and transfer them to your Action Plan, page 20.

Your Strengths:
•

You tend to set high goals, then work hard with people to achieve those goals.

•

You demand high performance of yourself and others.

•

Able to juggle many projects and activities simultaneously and have a keen awareness
of the status of each.

•

Able to use discipline in an appropriate manner to achieve a win-win situation.

•

You are able to make decisions quickly and to take the credit or blame for the
outcome of decisions.

•

You are a very active agent in all that you do.

•

You are excellent at initiating activity and direction for the team or organization.

Your Work Style Tendencies – What you bring to the Job:
•

Not easily influenced by the group, or the constraints of organizational protocol.

•

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

•

You tend to rely more heavily on your own evaluations and decisions than on others'
evaluations.

•

You show interest in many areas of the organization.

•

You like to generate new ideas and have others work on the details of the project.

•

You want authority equal to your area of responsibility.

•

You want to be perceived as one who loves challenges, competition, and difficult
assignments.

Adapted Natural
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Your Ideal Work Environment
Everybody is motivated internally. And, each of us is motivated for our own reasons, not somebody else’s reasons. By
understanding your motivations, you can create (or find) an environment where you are most likely to be self-motivated and
successful.
DIRECTIONS: Check off what you believe to be your two most important environmental factors and transfer them to your Action
Plan, page 20.

You Will Be Most Effective In Environments That Provide:
•

Many experiences and some occasional unexpected surprises or problems.

•

Freedom from details, minutia and micro-management.

•

Removal from routine or repetitive work.

•

Minimum direct supervision.

•

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

•

Multi-threaded, and multi-tasking operations and activities.

•

Few, if any controls or limitations on your authority.

Adapted Natural
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RESOURCES: for more information and ideas about Human Behavior and DISCcompass, contact
Viatech Global - DEMO Report.

Disclaimer
There are no warranties, express or implied, regarding the online DISCcompass™ assessment. You assume full responsibility,
and TA, Inc. and Viatech, Inc. (THE GROUP) shall not be liable for, (i) your use and application of The DISCcompass™
Assessment, (ii) the adequacy, accuracy, interpretation or usefulness of The DISCcompass™ Assessment, and (iii) the results or
information developed from your use or application of The DISCcompass™ Assessment.
You waive any claim or rights of recourse on account of claims against THE GROUP either in your own right or on account of
claims against THE GROUP by third parties. You shall indemnify and hold THE GROUP harmless against any claims, liabilities,
demands or suits of third parties.
The foregoing waiver and indemnity shall apply to any claims, rights of recourse, liability, demand or suit for personal injury,
property damage, or any other damage, loss or liability, directly or indirectly arising out of, resulting from or in any way
connected with The DISCcompass™ Assessment, or the use, application, adequacy, accuracy, interpretation, usefulness, or
management of The DISCcompass™ Assessment, or the results or information developed from any use or application of The
DISCcompass™ Assessment, and whether based on contract obligation, tort liability (including negligence) or otherwise.
In no event, will THE GROUP be liable for any lost profits or other consequential damages, or for any claim against you by a
third party, even if one or more of THE GROUP has been advised of the possibility of such damages.
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