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	On this occasion your answers have been compared against a cross section of the population.   
Please understand that your test score and range may be higher or lower if you were to be compared against a
different population, cultural or occupational group. 
Your score will also have been influenced by your honesty, spontaneity and current degree of self-awareness.


The Ubiquitous DISC Reporting Method 
You will find 3 descriptions for each of the areas measured - a 'Low', an 'Average' and a 'High' description.
Translate your score into a range and study the appropriate description.
Please read the descriptions for the other two ranges as this will give you an understanding of the behaviour of people who score in those ranges. 
	Score ranges:
	LOW
	AVERAGE
	HIGH

	
	0 - 30
	31 - 68
	69 - 100

	Distribution for normal adult population
	31%
	38%
	31%


 
When reviewing your scores, please remember,  we are all a differing mixture of strengths and limitations.  On occasions, skill and experience will compensate for our limitations.  On other occasions lack of skill or experience may prevent us from maximising our strengths.
[bookmark: DOMINANCE___]DOMINANCE           Your Score: 
	Low Range   0 > 30
	Average Range   31 > 68
	High Range  69 > 100

	People who score in the low range:
~ tend to want peace and harmony.
~ prefer to let others initiate action and resolve problems.  
~ are quiet and indirect in their approach to most situations.
~ are usually cautious and calculate risks carefully before acting.   
They are generally well liked because of their mild and gentle nature. Other people will tend to see them as being patient, calm, thoughtful and a good listener.
 
 
	People who score in the average range are likely to possess and display a mixture of the traits and behaviours  associated with both high range and   low range scores.  A well balanced mix of the best of both ranges. 
People who score in this range are unlikely to be 'extreme' types.
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	People who score in the high range:
~ enjoy competition and challenge.
~ are goal orientated and want to be recognised for their efforts.
~ aim high, want authority and are generally resourceful and adaptable.
~ are usually self-sufficient and individualistic.
~ may lose interest in projects once the challenge has gone and they tend to be impatient and dissatisfied with minor detail.
They are usually direct and positive with people, enjoying being the centre of attraction and may take it for granted that people will think highly of them. They may have a tendency to be rather critical of others. Consequently, other people may tend to see them as being rather domineering and overpowering. 
 


INFLUENCE           Your Score: 
	Low Range   0 > 30
	Average Range   31 > 68
	High Range  69 > 100

	People who score in the low range:
~ are usually socially passive.
~ quite frequently have an affinity for things, machinery and equipment.
~ are generally comfortable working alone.
~ frequently have a tendency to be analytical and once they have sorted the facts out they communicate them in a straightforward direct way.
~ tend to take little at face value.   
 
They may well have learned and developed good social skills but they only bring these into play when logic dictates such tactics. 
	People who score in the average range are likely to possess and display a mixture of the traits and behaviours  associated with both high range and   low range scores.  A well balanced mix of the best of both ranges. 
 
People who score in this range are unlikely to be 'extreme' types.
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	People who score in the high range:
~ are strongly interested in meeting and being with people.  
~ are generally optimistic, outgoing, and socially skilled.
~ are quick at establishing relationships.   
 
Sometimes their concern for people and people’s feelings may make them reluctant to disturb a favourable situation or relationship. 
 
  


STEADINESS           Your Score: 
	Low Range   0 > 30
	Average Range   31 > 68
	High Range  69 > 100

	People who score in the low range:
~ tend to enjoy change and variety in their work and non-work life.  
~ are expansive by nature and tend not to like routine and repetitive work/activities.   
 
They enjoy stretching themselves intellectually and physically.
	People who score in the average range are likely to possess and display a mixture of the traits and behaviours  associated with both high range and   low range scores.  A well balanced mix of the best of both ranges. 
 
People who score in this range are unlikely to be 'extreme' types.
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	People who score in the high range:
~ are usually patient, calm and controlled. 
~ have a high willingness to help others particularly those they consider as friends.   
 
Generally they have the ability to deal with the task in hand and to do routine work with patience and care.


COMPLIANCE           Your Score: 
	Low Range   0 > 30
	Average Range   31 > 68
	High Range  69 > 100

	People who score in the low range:
~ are independent and uninhibited.  
~ resent rules and restrictions.  
~ prefer to be measured by results and are always willing to try the untried.  
 
Free in thought, word and deed, they long for freedom and go to great lengths to achieve it.
They feel that repetitive detail and routine work is best 'delegated'. 
 
	People who score in the average range are likely to possess and display a mixture of the traits and behaviours  associated with both high range and   low range scores.  A well balanced mix of the best of both ranges. 
 
People who score in this range are unlikely to be 'extreme' types.
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	People who score in the high range: 
~ are usually peaceful and adaptable.
~ tend not to be aggressive. 
~ tend to be cautious rather than impulsive.
~ avoid risk-taking.  
~ act in a tactful, diplomatic way and strive for a stable, ordered life.  
~ are comfortable following procedures in both their personal and business life.   
 
They prefer sticking to methods that have proved successful in the past.  They have a high acceptance of rules and regulations. 
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Back to Guide for Testing
 
Back to autocareerz Home Page
If you are interested in completing more tests please visit
  http://www.testsonthenet.com/ when you have finished visiting this site.
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Figure 4

Plan of Action and Commitment Timetable
(Adapted from Empowering the Leader Within, by Rick Brocato, Joan and Marc De Simone)

Skills/Behaviors:
Determine which skills/behaviors need attention by referring to the results of the relevant self-assessment instrument and your
responses to the plan of action questions.

Personal Mission Statement:
Write a statement that focuses on what you want to be (managerial character) and do (achievements and/or contributions) for the
skills/behaviors you are developing.

I want to be (e.g., an active listener)

So that | can (e.g., better diagnose problems as a coach)

Goals:
Write S.M.A.R.T. goals (specific, measurable, attainable, realistic, tangible/timely) for each area of improvement.

Short-Term (six months to one year):

Midterm (three to five years):

Change Strategy:
List the specific actions you will take, in order from easiest to hardest, to accomplish the changes and/or reach the goals you desire:

Specific Action Start Date End Date

2

2

3.

a,

Visualization:

Form a clear mental image of each goal as though it is already actualized. Imagine yourself in a hot-air balloon; you are looking
down on yourself one year from now. Picture a perfect environment. How improved are your coaching skills/behaviors? How is
your team doing? How is your organization doing?

Affirmation:
Write a sentence stating a specific reality about your future self, improvement, benefits of the change, etc., as though the reality
already was factual. Finish the statement: As a result of positive action, | am beginning to realize...
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