
Mind map

DISC test: the 4 profiles and how to use them

Action plan

1

Answer the test based
on how you actually
behave

2

Identify your dominant
and secondary styles

3

Watch for your blind
spots under pressure

4

Adapt delegation,
feedback, and
communication to each
person's profile

5

Retake the test
periodically and
compare results

Key takeaway

No profile is better: knowing your
style and others' lets you adapt
how you act.
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The DISC model

Dominance, Influence, Steadiness, and
Conscientiousness

Rooted in William Moulton Marston's 1920s work

Measures behavior, not character or worth

One dominant style plus a secondary one

The four profiles

D: acts and decides; blind spot: impatience

I: connects and inspires; blind spot: inconsistency

S: steadies and harmonizes; struggles to say no

C: analyzes, ensures quality; risks perfectionism

Why it matters

Shows where you decide too fast or slow

Reveals how your message lands

Exposes blind spots under pressure

DISC profile

Profile combinations

D/I: charismatic; watch impulsiveness

D/C: data-driven decisions; may seem cold

I/S: lasting relationships; avoids conflict

S/C: methodical; can be slow

Limits and cautions

Few independent studies on commercial versions

Doesn't replace SATEPSI-approved psychological
tests

Don't use it to hire or label

Practical applications

Leadership: delegate and give feedback by profile

Sales: each profile buys for different reasons

Communication: adjusting pace prevents friction


