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Communicating With Different
DISC Styles

Communicating With High C’s

® Be clear, specific and to the point.
Stick to business.

® Come prepared with all requirements,
objectives and support material in a
well-organized package.

® Present the facts logically; plan your
presentation efficiently.

® Ask specific (preferably What?)
questions.

® Provide alternatives and choices for
making their decisions.

® Provide facts and figures about
probability of success or the
effectiveness of options.

® |f you disagree, take issue with the
facts.

@ Provide a win/win opportunity.

@ Start with personal comments. Break @ Plan interaction that supports their
the ice. dreams and intentions.

® Show sincere interest in them as ® Allow time for relating and socializing.
people. ® Talk about people and their goals.

e Patiently draw out their personal goals ¢ Focus on people and action items. Put
and ideas. Listen and be responsive. details in writing.

® Present your case logically, softly, ® Ask for their opinion.
non-threateningly. @ Provide ideas for implementing action.

@ Ask specific (preferably How?) e Use enough time to be stimulating, fun
questions. and fast-moving.

e Move casually, informally. ® Provide testimonials from people they

@ If the situation impacts them see as important or prominent.
personally, look for hurt feelings. ® Offer special, immediate & extra

e Provide personal assurances and |{1cent|ves for their willingness to take
guarantees risks.
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