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Introduction to the DISC & Motivators Combined Report

Research shows that the most successful people share the common trait of self-awareness. They’re able
to more quickly recognize situations that will make them more successful. With this personalized and
comprehensive DISC and Motivators combined report, you have tools to help you become a better you.

Please Note: Any behavioral descriptions mentioned in this report are only tendencies for your style
group and may or may not specifically apply to you personally.

Remember:
« DISC measures observable behavior and emotion.

o Motivators shows the values that drive our behavior and emotion.

When our DISC and MOTIVATORS are in alignment, we have personal synergy.
When our DISC and MOTIVATORS are not in alignment, we experience personal
conflict or tension.
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UNDERSTANDING DISC & MOTIVATORS

DISC STYLES

DISC is a simple, practical, easy to remember and universally applicable model. It focuses on individual
patterns of external, observable behaviors and measures the intensity of characteristics using scales of
directness and openness for each of the four styles:

Dominance, , Steadiness, and Conscientious.

STYLE TENDENCIES

Dominance Tends to be direct and guarded

Influence Tends to be direct and open

Steadiness Tends to be indirect and open

Conscientious Tends to be indirect and guarded

Using the DISC model, it is easy to identify and understand our own style, recognize and cognitively adapt
to different styles, and develop a process to communicate more effectively with others. As you begin to
explore the DISC styles and see them in your own life and in your relationships, keep in mind the following:

BEHAVIOR DESCRIPTORS OF EACH STYLE

Decisive Charming Understanding Accurate
Competitive Confident Friendly Precise
Daring Convincing Good Listener Analytical
Direct Enthusiastic Patient Compliant
Innovative Inspiring Relaxed Courteous
Persistent Optimistic Sincere Diplomatic
Adventurous Persuasive Stable Detailed
Problem Solver Sociable Steady Fact Finder
Results Oriented Trusting Team Player Objective
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MOTIVATORS

Research shows that the most successful people share the common trait of self-awareness. They’re able
to more quickly recognize situations that will make them more successful. As such, it’s easier for them to
find ways of achieving objectives that resonate and align with their motivations. Those who understand
their natural motivators better are far more likely to pursue the right opportunities, for the right reasons,
and get the results they desire.

Motivation helps influence behavior and action. It is vital for superior performance to ensure that your
motivations are satisfied by what you do to drive your passion, reduce fatigue, and inspire you.

The Motivators assessment is the result of Dr. Eduard Spranger's and Gordon Allport’s combined research
into what drives and motivates an individual. The dimensions of value discovered between these two
researchers identify the reasons that drive an individual to utilize their talents in the unique way they do.
These pages will help you understand your motivations and drivers, providing a clear course on how to
maximize your performance by achieving better alignment with your passion for what you do and your
behavior.

The Elements of the Motivation Index

This Motivation Index is unique to the marketplace in that it examines seven independent and unique
aspects of motivation. Most similar instruments only examine six dimensions of motivation by combining
the Individualistic and Power into one dimension. This assessment remains true to the original works and
models of two of the most significant researchers in this field, thus delivering to you a profile that truly
helps you understand your own unique drivers.

The Seven Dimensions of Motivation measured in this report are:

Aesthetic - A drive for balance, harmony and form.

. Economic - A drive for a return on investment.

* \; Individualistic - A drive to stand out as independent and unique.
. Power - A drive to be in control or have influence.
Altruistic - A drive to help others at the expense of self.

. Regulatory - A drive to establish order, routine and structure.

. Theoretical - A drive for knowledge, learning and understanding.
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PART Il - UNDERSTANDING YOURSELF

Adapted Style Natural Style Values Score/Ranking Percentile Score
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DISC describes you based on your observable behavior which can provide insights for others regarding your
communication preferences and how you will likely interact with and respond to them.

MOTIVATORS describe you based on your values and beliefs. Understanding motivation helps reveal
your preferences and why you do what you do. It is vital for aligned, superior performance that our
motivators are satisfied by what we do.

Through this report you have an opportunity to discover (observe and evaluate) your behavioral responses in
various environments and examine your unique values and what drives you to behave in the ways you do. You
can explore your actions and reactions (and the actions and reactions of others) in a variety of situations and
contexts to determine the most effective communication strategy or course of action to be sure you are living
in alignment and able to express your best self.
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Your Behavioral Style: Finisher

Finishers possess a strong sense of personal accountability and results orientation. They will likely demonstrate a
keen interest in the quality of the work being done. Because Finishers have a high opinion for the quality of their
own work, they can often either do a task themselves or take back a delegated task so that It's done right. Finishers
operate at a high efficiency and expect acknowledgement and rewards for their efforts.

Below are some key behavioral insights to keep in mind and share with others to strengthen your relationships.

Emotional characteristic: Industrious, diligent, can display frustration.

e Goals: Personal accomplishments and results. Goals can be pursued at the expense of others
e How others are valued: By the results others achieve.

o Influences group: Will be responsible and accountable for their own actions.

e Value to the organization: Will establish and accomplish the goals they set for themselves.

e Cautions: May become too self-reliant and task-oriented.

o Under Pressure: May become frustrated and impatient with others; communications can degrade and the
Finisher may become more "hands on" rather than share or delegate activities to others.

e Fears: Competing work standards or acceptance of poor work product standards.
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DISCstyles Graphs for Sam Sample

Your Adapted Style indicates you tend to use the behavioral traits of the DC style(s) in your
selected Work focus. Your Natural Style indicates that you naturally tend to use the behavioral traits of the DS style(s).

Your Adapted Style is your graph displayed on the left. It is your perception of the behavioral tendencies you think you need to
display to be successful in your focus situation. This graph may change when you change roles or situations.

The graph on the right is your Natural Style and indicates the intensity of your instinctive behaviors. It is often a better
indicator of the “real you” and your “knee jerk”, inherent behaviors. This is how you would choose to behave when you are most
comfortable and there are no additional considerations or influences on your behavior. It is also what shows up in stressful
situations. This graph tends to be fairly consistent, even in different environments.
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Pattern: DC (6126) Pattern: DS (4243)
Focus: Work

If the bars are similar, it means that you tend to use your same natural behaviors in either environment. If your Adapted Style
is different from your Natural Style, this may cause stress over a long period of time because you are using behaviors that are
not as comfortable or natural for you.

The higher or lower each D, |, S, C point is on your graph, the greater or lesser that behavior impacts your results at work and
with others around you. Once aware, you can adapt your style to be more effective. Can you change? Of course! You do it
every day depending on your situations. However, permanent behavioral change comes only with awareness and practice.
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Behavioral Pattern View

The BPV has eight behavioral zones. Each zone identifies a different combination of behavioral traits. The peripheral
descriptors describe how others typically see individuals with your style. Plots on the outer edges of the diamond identify that
one factor (DISC) of your style will dominate the other three. As you move towards the center of the diamond, two and
eventually three traits combine to moderate the intensity of your style descriptors within a specific behavioral zone. +The plus
sign indicates that the preceding style score is higher, moving you closer to that style zone (i.e. CD+S: The D score is stronger
than in CDS so it plots closer to the D behavioral zone).

THE SCORING LEGEND
D = Dominance: How you deal with Problems and Challenges
How you deal with People and Contacts
S = Steadiness: How you deal with Pace and Consistency
C = Conscientious/Compliance/Structure: How you deal with Procedure and Constraints

Efficient, Analytical, Organized, Factual,
Aware of the Consequences of their Actions,
Data, Fact & Analysis Practical and Innovative.
Based. Precise & Accurate Assertive, Results Focused,

Trusts in the Value of ANALYTICAL & ASSERTIVE D Rapid Decisions, Will Seek

Structure, Standards & Challenges, Can be Aggressive
Order. Sees the value of and Impatient, Desires to Lead.

“Rules”.

co's  |pch

CcD

Balances & Values Data
& Diplomacy, Mindful of
the “Rules”. Will be Goal

Focused, Dislikes
Confusion and
Ambiguity.

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

SUPPORTIVE & ANALYTICAL

Very Outgoing & Persuasive,
Very People Oriented, Quite
Optimistic Outlook, Strong
Communication Skills, Likes to

have Variety in their day.

Very Patient & Favors
Stability and Structure. Not a
Risk Taker, Likes to operate
at a Steady, Even Pace.

1/S
SUPPORTIVE & PERSUASIVE

Supportive & Persuasive, Good
Team Player, Creates Good Will &

‘ = Natural Behavioral Style provides Good Customer Service.

* = Adapted Behavioral Style
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What You Bring to the Organization

This page provides useful insights for a job or as you work together on a team or family project. These are the talents and
tendencies you bring. When used in environments that you are most effective in, you are likely to be self-motivated to
accomplish great things. It is possible that you may not always be in an environment that allows you to be your best. We
recommend you speak with your leader to see what can be incorporated into your current environment to help maintain your
motivation. Check the two most important strengths, the two most important work style tendencies and the two most
important environmental factors and transfer them to the Summary of Your Style page.

Your Strengths:

You provide a results-oriented approach without getting frantic.

You can be successful working independently or with others, a trait shared with others showing high "D" and "S"
preferences.

You are accepting and supportive of those on your team who demonstrate a quality effort.

You readily voice opinions, after analyzing issues objectively.

You can always be depended upon to follow through with commitments.

You value integrity in yourself and others.

You gain respect of others by solving tasks yourself, as well as delegating them. You are always willing to pitch in and
help.

Your Work Style Tendencies:

You use facts and details more than emotions in decision making.

You like to coordinate your efforts with others on the team.

You may withdraw from group activities periodically for self-reflection.

You may have difficulty saying "no" to additional requests.

Your greatest satisfaction comes when projects have reached a conclusion.

You are ready to accept the credit or the blame for your results.

You are able to create an appropriate balance between change and the status quo.

You Tend to Be Most Effective In Environments That Provide:

Freedom from close, continuous supervision.

A continuous, seamless effort, with few snags and surprises.

The ability to set your own pace, and maintain that pace.

Logic, decisiveness, and the ability to provide bottom-line answers.

Logical analysis of situations, and persistence in follow-through.

A systematic approach to projects, with clear tasks for all.

Assignments that can be followed through to completion, with a definite beginning, middle, and end.

10
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COMMUNICATING WITH THE DISCStyles™

Communicating with the DOMINANT Style

Concerned with being #1 Show them how to win, new opportunities

Think logically Display reasoning

Want facts and highlights Provide concise data

Strive for results Agree on goal and boundaries, the support or get out of their way

Like personal choices Allow them to “do their thing,” within limits

Like changes Vary routine

Prefer to delegate Look for opportunities to modify their workload focus

Want others to notice accomplishments Compliment them on what they’ve done

Need to be in charge Let them take the lead, when appropriate, but give them
parameters

Tendency towards conflict If necessary, argue with conviction on points of disagreement,

backed up with facts; don’t argue on a “personality” basis

Communicating with the Style

| CHARACTERISTICS: SO YOU SHOULD...

Concerned with approval and appearances Show them that you admire and like them

Seek enthusiastic people and situations Behave optimistically and provide upbeat setting

Think emotionally Support their feelings when possible

Want to know the general expectations Avoid involved details, focus on the “big picture”

Need involvement and people contact Interact and participate with them

Like changes and innovations Vary the routine; avoid requiring long-term repetition by them

Want others to notice THEM Compliment them personally and often

Often need help getting organized Do it together

Look for action and stimulation Keep up a fast, lively, pace

Surround themselves with optimism Support their ideas and don’t poke holes in their dreams; show
them your positive side

Want feedback that they “look good” Mention their accomplishments, progress and your other genuine

appreciation

11
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Communicating with the STEADY Style

S CHARACTERISTICS: SO YOU SHOULD...

Concerned with stability Show how your idea minimizes risk

Think logically Show reasoning

Want documentation and facts Provide data and proof

Like personal involvement Demonstrate your interest in them

Need to know step-by-step sequence Provide outline and/or one-two-three instructions as you
personally “walk them through”

Want others to notice their patient Compliment them for their steady follow-through

perseverance

Avoid risks and changes Give them personal assurances

Dislike conflict Act non-aggressively, focus on common interest or needed
support

Accommodate others Allow them to provide service or support for others

Look for calmness and peace Provide a relaxing, friendly atmosphere

Enjoy teamwork Provide them with a cooperative group

Want sincere feedback that they’re Acknowledge their easygoing manner and helpful efforts, when

appreciated appropriate

Communicating with the CONSCIENTIOUS Style

C CHARACTERISTICS: SO YOU SHOULD...

Concerned with aggressive approaches Approach them in an indirect, nonthreatening way

Think logically Show your reasoning

Seek data Give data to them in writing

Need to know the process Provide explanations and rationale

Utilize caution Allow them to think, inquire and check before they make
decisions

Prefer to do things themselves When delegating, let them check procedures, and other progress
and performance before they make decisions

Want others to notice their accuracy Compliment them on their thoroughness and correctness when
appropriate

Gravitate toward quality control Let them assess and be involved in the process when possible

Avoid conflict Tactfully ask for clarification and assistance you may need

Need to be right Allow them time to find the best or “correct” answer, within
available limits

Like to contemplate Tell them “why” and “how

The first step to building stronger communication is awareness. By identifying how we
are similar and different, we can make cognitive choices when interacting to create
stronger, more engaged relationships.

12
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12 Behavioral Tendencies - Summary

The primary styles - D, I, S, and C - are each influenced by the other three styles in our behavioral expression. You are not just
one of these styles; you are the result of all four combining and affecting each other. The following behavioral tendencies are
scored based on the way your DISC styles combine and influence one another. On this page you'll see all 12 Behavioral
Tendencies in Summary, and the following pages deliver more detail about each of these measurements.

Behaviors

Natural

Adapted

Self-Reliance
How this individual works within a team.

Directive (D)

Directive (D)

Careful Decision Making
How this individual approaches decisions and actions.

Cautious (S)

Cautious (S)

Reasoning
How this individual uses evidence to think through and solve problems.

Evidence-based (C)

Evidence-based (C)

Providing Instruction Situational Situational
How this individual dictates directions and expectations.

Personal Drive Situational Self-Driven (D)
How this individual's own goals move things forward.

Work Process Alignment Situational Accuracy (C)
How this individual focuses on process to follow through on work.

Accuracy Situational Precision (C)
How this individual focuses on correctness and exactness.

Change Resistance Situational Drives Change (D)
How this individual resists engaging with change.

Prioritizing Situational Situational

How this individual determines the order for dealing with items or tasks
based on established rules and structure.

Expressing Openness
How this individual is most comfortable expressing themselves.

Structural (C)

Structural (C)

Customer & Team Interaction
How this individual engages with customers and stakeholders, internal
and external.

Supporting (S)

Supporting (S)

Building Rapport
How this individual focuses when interacting with others.

Results-Focused (D)

Results-Focused (D)




DISC and Motivators - Lite

12 Behavioral Tendencies — Details & Graphs

For each of the 12, you will see a graph and personalized statement for your Natural and Adapted style.
These scores and statements reveal which of your style combinations are most observable and describe how you express
that tendency based on your DISC blend.

Interpretation Notes:
1. Frequency Observed: The behavioral tendencies are presented in the order from Most Frequently Observed to Least Frequently
Observed.
o  HI-Clearly observed in most situations, seen more often
o  HM - Frequently observed in many situations
o MOD - May or may not be observed depending on the situation
o LM -Sometimes observed in some situations
o LOW — Absence of the behavior in most situations
2. Direction of your score — As the graph moves to the right or left, it shows how you will likely express the behavior. If the graphs are
near the center, the result is a balancing behavioral effect that will depend on the situation.
3. General Population Comparison — The blue box represents the general population in this behavioral tendency. Approximately 68%
of people score in this range.

Situational
Self-Reliance
Natural (HM): You are quite results driven, focused on accomplishing things quickly and Collaborative (1) Directive (D)
efficiently and are likely to do so mostly independently and directively. You will likely do
your best work independently when you can manage your productivity and efficiency
autonomously. Be sure you are not distancing yourself too much.
Adapted (HI): You are very results driven, focused on accomplishing things now and are
likely to do so independently and directively for efficiency. You will likely do your best
work independently when you can manage your productivity and efficiency
autonomously. Be sure you are not distancing yourself too much.
Careful Decision Makin
g Impulsive (1) Cautious (S)
Natural (HM): You often carefully and cautiously consider the risks and benefits, while
weighing the pros and cons to prepare for the outcome. You are likely to approach
decisions with thoughtfulness before moving forward. There are times when it can be
appropriate to do what feels right. Don't let logic be the only ruler.
Adapted (HM): Consistent with natural style
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Situational

Reasoning

Natural (HM): You often rely on data and evidence to ensure decisions reflect the right
thing to do, and will seek verification to make complete and accurate judgments. You
are likely think through things with careful and thoughtful consideration, often weighing
risks and examining the proof and data to make decisions. Remember, the brain and the
heart together make a great team.

Adapted (HI): You frequently rely on data and evidence to ensure decisions reflect the
right thing to do, and will seek comprehensive verification to determine precise and
accurate judgments. You are likely think through things with careful and thoughtful
consideration, often weighing risks and examining the proof and data to make
decisions. Remember, the brain and the heart together make a great team.

Intuition-based (1)

Evidence-based (C)

Providing Instruction

Natural (MOD): You are able to balance the desire to set the expectations or uphold the
protocol based on the situation and what is most relevant. You may follow the
established structural and procedural guideline if they support the objectives. Keep in
mind that sometimes this may come through as difficult for styles that are less focused
on tasks and more focused on relationship.

Adapted (MOD): Consistent with natural style

Reserved & Detailed (C) Directive & Compulsive

(D)

Personal Drive

Natural (MOD): Your determination is balanced between a self-driven and others-
driven approach, focusing on actions to achieve results with awareness of risks and
consequences of actions. You are likely driven by both a desire to meet your own needs
and motivations, and support and help others in the process.

Adapted (HM): You are somewhat self-determined, often focused on taking actions that
achieve results and goals. You will likely be driven to action based on your own needs
and motivations and are likely a self-starter. Be aware that it can be appropriate to
support and help others as well.

Others-driven (S)

Self-Driven (D)

Work Process Alignment

Natural (MOD): Your process and follow through is balanced between keeping things
methodical and steady and upholding quality standards to be sure what you are doing is
accurate and precise. There may be times when you process information and then
follow through based on an equal emphasis on accuracy and consistency. These two,
when balanced, will ensure great outcomes.

Adapted (LM): Your process and follow through is often driven by upholding quality
standards to be sure what you are doing is accurate and precise. You are likely to
process information and follow through with exactness and precision as a focus. There
are times when consistency is as important as accuracy. Don't forget to balance them.

Accuracy (C)

Consistency (S)
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Situational

Accuracy

Natural (MOD): Your plans are a combination of careful deliberations to ensure quality
outcomes, and systems and processes that allow forward movement in a steady
environment. You are likely aware of both predictability and precision when making
plans. You will have more positive outcomes when using balanced planning.

Adapted (HM): You frequently focus on carefully and deliberately ensuring high-quality
outcomes with great importance on accuracy, structure, order and precision in all you
do. You are likely to focus on being and doing things right. While doing it the right way
can impact success dramatically, it is also helpful to have dependability and uniformity
in planning processes.

Predictability (S)

Precision (C)

Change Resistance

Natural (MOD): You can be slow to accept or embrace change or more committed to
your own thoughts and ideas during times of change, depending on the level of risk and
expected outcome. There may be times when you actively accept and engage in change
and other times you feel like more information and planning would be beneficial. You
are likely to be on board, as long as things make sense.

Adapted (LM): You are likely to be more firm in times of change, preferring to lead and
direct activities focused on results and solutions. You are likely to respond/interact in
change by driving action and facing it head on as it comes. You may even want to
change things just to see how it can be different. Sometimes keeping things consistent
is good too.

Drives Change (D)

Reluctant to Change (S)

Prioritizing

Natural (MOD): You are attentive to established guidelines to ensure high-quality
results now and are focused on actions that target immediate accomplishment. You
likely balance both rules and results when prioritizing, recognizing that both have
significance in a successful experience and outcome.

Adapted (MOD): Consistent with natural style

Results (D)

Rules (C)




DISC and Motivators - Lite

Situational

Expressing Openness

Natural (LM): You are somewhat comfortable when focused on the structure, detail and

accuracy preferring some time for planning and consideration of consequences before Structural (C) Social (1)
acting. You are likely to be more confident with data, information and procedures that
ensure accuracy and precision. Remember, there are times when creating connection
with others can boost you up as well.
Adapted (LOW): You are very comfortable when focused on the structure, detail and
accuracy requiring adequate time for planning and consideration of consequences
before acting. You are likely to be more confident with data, information and
procedures that ensure precision. Remember, there are times when creating
connection with others can boost your success as well.
Customer & Team Interaction
Supporting (S) Engaging (1)

Natural (LIM): You are likely to focus on providing support and a calming presence to
others, often caring for their needs in a way that builds trust and confidence in your
service. You are more likely to do whatever you can to make sure others are taken care
of and get what they require. It is important to also be attentive to the needs of the
business too.

Adapted (LM): Consistent with natural style

Building Rapport

Natural (LM): You are somewhat results driven in your interactions, preferring not to
connect socially unless there is a specific outcome or purpose. You are more likely to
focus on results with a desire to reach a goal or complete a task, rather than connecting
or building relationship. Remember, others may like to get to know you more when
working together.

Adapted (LOW): You are very results driven in your connections with others, interacting
only as required to reach a specific outcome or purpose. You are more likely to focus on
results with a desire to reach a goal or complete a task, rather than connecting or
building relationship. Remember, others may like to get to know you more when
working together.

Results-Focused (D)

Relationships-Focused

(1
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Summary of Sam's Motivation

Values Score/Ranking Percentile Score
Aesthetic 20 2
’d ] 53 6
Altruistic 46 5
Regulatory 59 4

0% 25% 50% 75% 100%

1. The lightly colored, shaded area for each Motivator highlights the majority of the population’s scores. This means that if
you took a normal sample of motivator scores and ranked the scores from 0 — 100, you can expect that a majority of the
scores would fall inside the shaded area. This indicates if most of the population scores higher or lower in the dimension.
Are you similarly driven in your Motivators as most others are?

2. The white, vertical line in the center of the lightly colored, shaded (majority) area represents the median score. Like the
median in a road, the median divides the range of scores into equal halves. 50% of the scores are above the median line
and 50% of the scores fall below the median line.

3. The norm box (small box plot) represents the AVERAGE scoring range. The scores inside this box represent the scores of
people who are more like everyone else (therefore, it is considered normal). When your score falls inside the norm box, it
is situational; you consistently ranked the statements of that dimension both high and low.

4. The colored bar is aligned to your score from 1-100. These reveal the level of importance of that motivator to you. Higher
numbers mean you consistently ranked the motivator as more important & lower numbers mean the motivator was
consistently ranked less important. The number also reveals placement in Very Low, Low, Average, High and Very High.
The people who score within each group share common traits and descriptions (i.e. those who have Very Low scores will
share common values with one another).

5. Your ranking reveals how influential the Motivators are to your behavior and decisions in order from 1-7. Keep in mind
that some Motivators have relationships with other Motivators that strengthen them, but this is a true 1 through 7 ranking
based on which are individually most impactful. Rankings are determined by each score’s distance from 50. The farther
away from 50, whether high or low, the more impact that Motivator will have.

18
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A Closer Look at the Seven Motivator Dimension Scores
Each descriptor below reveals your preference for shaping behavior and indicates what energizes you.

Motivator

Low Score
Energized by...

High Score
Energized by...

Aesthetic

Grounded

Pragmatic and tangible
approaches that bring concrete
and reliable results.

Eccentric

Achieving equilibrium and
harmony between the world
around you and yourself.

approach to owning your own
personal space.

Satisfied Self-Mastered
. Less competitive approaches Self-interest, economic gains,
Economlc and being more satisfied with and achieving real-world
what you already have. returns on efforts.
Secure Unrestricted
Not seeking the limelight, Expressing your autonomy and
) nd ivid ua | istic keeping ideas to yourself, and freedom from others’ ideas
less likelihood of self- and protocols.
promotion.
Submissive Domineering
Supporting other people’s Directing and controlling
Power efforts and a less focused people, environments, and

personal spaces.

Self-Focused

Focusing on personal wants
and needs and taking a more
suspicious stance towards the
moves of others.

Pushover

Helping and eliminating pain
and suffering of others at
personal cost.

Regulatory

Defiant

Remaining independent of as
opposed to depending on the
restrictive ideas of others.

Black & White

Establishing routine, order, and
setting boundaries for yourself
and others.

Theoretical

Disinterested

A more dismissive view of
gathering new information and
discovery while relying more
on your natural instincts and
past experiences for answers.

Scholarly

Activities towards knowing
everything that can be known
about what you believe to be
important and truthful.
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Details of Sam's Motivation

Aesthetic - Very Low
You appreciate real-world approaches and “feet on the ground” thinking and
may view those with their “head in the clouds” as impractical.

Economic - Average
You will balance yourself between being satisfied with what you have and a
need for more.

Individualistic - Average
You can both lead and follow and can be flexible between taking a stand or
sitting quietly.

Power - Very High
You will seek to achieve positions of authority and will be drawn to roles that
allow you to direct and control yourself and others.

Altruistic - Average
You are able to balance your own needs and the needs of others on the team.

Regulatory - Very High
You see things as either black or white and will endeavor to enforce the rules
you believe are warranted.

Theoretical - Very Low
You will tend to skip over information you consider unnecessary and will rely
solely on what you already know.
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Sam's Motivator Word Matrix

The Motivator Word Matrix translates your numeric score into a descriptor in each dimension, and
highlights each word relative to other descriptors. By labeling your numeric score, you can better identify,
understand, and describe your motivator orientation.

(oI -
Eccentric Self-Mastered Subservient Black & White Scholarly
Impractical Maximized i Forceful Sacrificial Fact-Finder
Unconventional Competitive Authoritative Accommodating Systemic Studious
Divergent - Controlling Obliging Orderly Investigative
Imaginative Practical Directive Supportive Disciplined Inquisitive
S—, | Se— L 51)
Sensible Judicious { Influential Helpful Open-Minded Reflective
) @
Realistic Relaxed Supportive Self-Protective Flexible Street Smart
Practical Yielding Suspicious Independent
Real World Apathetic Passive Distrusting Spontaneous Surface Analyzer
Grounded Satisfied Submissive Self-Focused Defiant Disinterested

Important Details:

e Motivators are scored from 0-100, shown in Aesthetic ‘ 20 ‘ 2 ‘

small circles at the edges of the Matrix: 0 is ' -

very low, 100 is very high. — ,fj
e The shaded line highlights the median score indniduaistic n _ |

for each Motivator based on the population. m —-

e The highlighted Motivator descriptor is — ‘
representative of your score in each Motivator. ‘A"""’"c ‘ a6 ‘ > ‘

e Your score and ranking are not noted on the Regulatory n -_
Matrix. Refer to your graph for your specific Theoretical ] Lj

information.

Power

0% 25% 50% 75% 100%
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MORE ABOUT YOUR MOTIVATORS

Your Aesthetic Motivator
m [ The Aesthetic Motivator: Strong desire and need to achieve
equilibrium between the world around us and ourselves (within) while
creating a sustainable work/life balance between the two. Creative,
imaginative, arty, mystical and expressive, this style may redefine or

resist real world approaches to current challenges.

0% 25% 50% 5% 100%

Universal Assets:

¢ You are not likely to connect with impractical ideas emotionally or professionally.

e You may view "feeling good" as a secondary and not a primary driver at work.

* You are a strong advocate of productivity and functional processes, and don't want to waste resources on things that
don't effect the bottom line.

* You believe something's usefulness is more important than its appearance.

Your Economic Motivator

The Economic Motivator: The motivation for security from self-interest,
economic gains, and achieving real-world returns on personal ventures,
personal resources, and focused energy. The preferred approach of this
motivator is both a personal and a professional one with a focus on

ultimate outcomes.

100%

Universal Assets:
® You are realistic and down-to-earth in regards to getting what you believe you deserve.

¢ You may have already achieved substantial economic goals of your own.
® Your score indicates that there would be no excessive need to win when engaging with others.
* Your score indicates a balance between being satisfied with what you have and the need for more.
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Your Individualistic Motivator
mm [

= I

I | The Individualistic Motivator: Need to be seen as autonomous,
unique, independent, and to stand apart from the crowd. This is the
mg= -% drive to be socially independent and have opportunity for freedom
0 of personal expression apart from being told what to do.

Universal Assets:
* You have the ability to identify with and understand individuals who have both high and low satisfaction rates.

* Your score indicates a balance between being an individual and a team player.
¢ You will be happy to yield your position if warranted in an effort to give others a chance at their ideas and contributions.
¢ When compared to others, you are unlikely to be extreme in your need to be unique or set apart from the crowd.

Your Power Motivator

The Power Motivator: Being seen as a leader, while having influenc
and control over one's environment and success. Competitiveness
and control is often associated with those scoring higher in this
motivational dimension.

25% 50% 5% 100%

Universal Assets:

¢ You may be looking for rewards and recognition for a job well done.
¢ You are always looking for respect.

* You don't turn back: there's typically no Plan B with you.

¢ You feel better when you are in charge.

Your Altruistic Motivator
m 0
- EIEEL I

The Altruistic Motivator: An expression of the need or energy to
benefit others at the expense of self. At times, there’s genuine
sincerity in this dimension to help others, but not always.
Oftentimes an intense level within this dimension is more
associated with low self-worth.

100%

Universal Assets:
* You can think clearly, logically, and with balanced judgment about the needs of others as well as your own personal needs.
¢ You are able to understand both the poor and the affluent equally without harsh judgment of either one.
* You're a stabilizing force between givers and takers and have no extreme view.
* You can both help and hold back. You are able to discern between real needs and when people simply have complaints.
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Your Regulatory Motivator

— E— The Regulatory Motivator: A need to establish order, routine and
% structure. This motivation is to promote a black and white mindset
i and a traditional approach to problems and challenges through
I - - | A standards, rules, and protocols to color within the lines.

e B D

0% 25% 0% 75% 100%

Universal Assets:
* You are likely very hard on yourself and others.

¢ You understand and appreciate authority, accountability, and dependability.
* You'll create a system if one isn't present and hold everyone to it.
¢ You will stick with traditional means that work.

Your Theoretical Motivator

The Theoretical Motivator: The desire to uncover, discover, and recover
the "truth.” This need to gain knowledge for knowledge sake is the result
of an “itchy” brain. Rational thinking (frontal lobe), reasoning and
problem solving are important to this dimension. This is all about the
“need” to know why.

0% 25% 50% 5% 100%

Regulatory
Universal Assets:
¢ You will not likely spend inordinate amounts of time looking into things more closely.

¢ You simply don't have a strong need to know what you don't know.
¢ You will likely avoid getting bogged down with unnecessary details of a thing.
¢ You will only learn what you have to and will likely skip the rest.
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Summary of Sam Sample’s Motivators

Encourage others to complete their own Motivators Assessment and then share the Summary Sheet with each other. By
discussing preferences, needs and wants of the people you work with, socialize with and live with, you can enhance these
relationships and turn what might have been a stressful relationship into a more effective one just by understanding and
applying this information. Complete the worksheet below from the previous pages of this report.

MOST INFLUENTIAL ORDER OF MOTIVATORS

NouswN R

MOTIVATOR NEEDS (Scores over 85)
1.
2.

MOTIVATOR RISKS (Scores below low teens)
1.
2.

MOST IMPORTANT TO KNOW ABOUT MY MOTIVATORS COMBINATION
1.
2.
3.




