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Extended DISC

Sales Manager Assessment
This assessment is based on the responses given in the online questionnaire. This assessment should not
be the sole criterion for making decisions about this person. The purpose of this assessment is to provide
supporting information for the respondent and their manager. Note: This assessment is based on Extended
DISC Methodology



Introduction

This Behavioural Assessment  does not provide results that classify people.  There are no good-bad categories
and the system does not rank people in any way.

All of the information in this report is derived from your "natural behavioural style".  It is a behavioural style that
takes the least energy and effort, requires the least amount of concentration, and is usually the most comfortable
to you. It is the mode that you normally use to react and is most frequently exhibited outwardly in your behaviour.

This Behavioural Assessment divides all of the different behavioural styles into four main styles.  These styles
are not better or worse.  Each of the styles has its own advantages and disadvantages.

Dominance - D styles are competitive, aggressive decisive and results-oriented, but can also be impatient,
overbearing and even rude.

Influence - I styles are talkative, sociable, optimistic and friendly, but can also be inattentive to detail, overly
talkative and emotional.

Steadiness - S styles are calm, helpful, patient, modest and laid back, but also need stability and security
and, therefore, help with change.

Compliance - C styles are precise, logical, matter-of-fact, analytical and careful, but can also focus too much
on details and lose the big picture.

How to Identify the Behavioural Styles
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Styles and the Extended DISC Diamond

Extended DISC identifies and reports on 160 behavioural styles. The below graphic shows the diamond and
adjectives associated with 10 of these behavioural styles.
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Extended DISC - Profile

The following profiles are a visual representation of your behavioural style. They are based on your responses to
the online questionnaire and have been calculated by your "most" and "least" selections into a frequency
distribution of each of the behavioural styles - D, I, S and C.

Profile I - your adjusted style (conscious behaviour) shows how you believe you must adjust to meet the
demands of your present environment.

Profile II - your natural style (unconscious behaviour) remains fairly stable, but not rigid, over your lifetime. It is
the style that is more comfortable to you and uses the least energy.

There are no good or bad profiles. Just different.

Your Natural Behavioural Style is:

Your DISC style is: IDS

Profile I - Perceived Need to Adjust
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Flexibility Zones

The Flexiblity Diamonds visually display the behavioural styles are the most natural to you and the styles require
the most energy from you.

Diamond 

The Extended DISC Diamond includes generic test related to the various customer service behaviours of the
different DISC styles.  

The individuals most natural behavioural style is represented by the coloured area. 

The remaining shadings demonstrate the behavioural styles that you are most likely to shift to or where you can
easily develop.

The white areas of the Diamond illustrate the behavioural areas that require a more stronger conscious
adjustment of behaviour and therefore most energy, effort and concentration from you.

The further you move from your deepest shade, the more energy required.
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Motivators

You are more likely to respond positively if these motivators are present or increased in your workplace:

Good and lively friends
Positive and excited atmosphere
Freedom in how to take care of responsibilities
People who are easy to get involved
Openness in communication
Freedom from detailed tasks
Opportunity to join in
Free discussion
Lofty ideas and changes to work with them
Having own opinion been heard
New opportunities
Positive way to promote things

Strengths

These strengths come easily and naturally to you and take little energy:

Is competitive in a people-oriented way
Can keep people motivated
Doesn’t crush others when changing things
Takes notice of emotions
Can generate ideas
Has a longer perspective in perceiving things
Can sell one’s ideas to others
Dares to work without instructions
Is encouraging and positive
Can be patient
Does what is best for the team
Likes people
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Situations that reduce motivation

Your motivation is likely to decrease if these situations are present or increased in your workplace.

Dryness and boredom
Dull routines
Being separated from people
Progressive changes being prohibited
Detailed instructions
Losing popularity
Own team breaking up
Coldness and toughness
Restrictions
Facts-oriented thinking
Getting stuck in one place
Bad team-spirit

Development areas

These reactions to pressure situations may become more evident when you are under pressure or over
enthused.

Makes inaccurate assessments
Operates superficially
Allows emotions to influence oneself
Tries to please too much
Doesn’t behave directly
Doesn’t always expose one’s real opinions
Needs popularity
Spends too much time with people
Makes mistakes by being inaccurate
Thinks about oneself a little bit too much
Gets excited without proper analysis
Wants to retain friends at any cost
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How you may come across to others:

This page is a description of how you are typically seen by others. While this page describes your typical
behaviour, a person can modify their conscious behaviour to suit a particular situation. When reading this page, it
will help you to develop an overall picture of yourself.
Note: It is important to understand that the following comments do not take into account “learned behaviour” as
you may have addressed many of the issues a person might observe in your behaviour.

Attributes

Social, pleasant, sociable, thorough, organised, goal-oriented, ambitious, independent, emotionally unyielding,
nice, easy to approach, people-oriented.

Motivators

Sam is motivated by social human contacts, good human relationships, acceptance in the team and co-
operation. Actually he is not a person who could work for others, but he likes to create good environment and
enjoys putting people in a good mood. He likes independence inside an organised company. Sam also needs a
certain amount of freedom.

Tries to avoid

This type of person does not like strict instructions nor chains that make his work boring and limited. He does not
like an exaggerated pedantic attitude nor faultfinders. Sam has difficulty approaching people who do not know
how to have fun or cannot enjoy each others' company.

Communication style

This person has sometimes been described as a pleasant, people-oriented but purposeful conversationalist. He
is able to encourage and inspire people, take the team's interest into account and guide his team towards the
goal. He is not so receptive a listener as he seems.

Decision making

He can certainly be a good, deliberate decision maker in his field. In new matters, he may superficially analyse
the facts and to some extent trusts his intuition. Sometimes he can be cheated by involving emotions.

Ideal manager-leader

His manager/leader should be able to stop and move forward purposefully. The manager/leader must be able to
listen, discuss things besides business and be easy to approach. From time to time the manager/leader has to
give him energy, especially when beginning new tasks and when different opinions arise.
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Managing a Sales Team

Each slider below shows your flexibility within competencies related to Sales Management.

Each competency has been graded on a scale from -5 to 0 or 0 to +5. A grade below -1 means this competency
would require more energy. If you score from -1 to 1 this area can be developed comfortably. A score of 2 or
more means this competency requires very little energy from you.

As with the flexibility diamond, this does not mean you are not capable it simply requires more energy. This is not
a "can or cannot" scale.

Not Natural                                                       Natural

Maximum utilisation of the skills of each team
member:

-5 -4 -3 -2 -1 0 1 2 3 4 5 35%

Inspiring the team to achieve challenging goals: -5 -4 -3 -2 -1 0 1 2 3 4 5 100%

Influencing team performance by focusing on
goals:

-5 -4 -3 -2 -1 0 1 2 3 4 5 90%

Holding team members accountable to shared
goals:

-5 -4 -3 -2 -1 0 1 2 3 4 5 80%

Dividing the team tasks in sequential steps to
optimise success:

-5 -4 -3 -2 -1 0 1 2 3 4 5 100%

Building openness and excitement: -5 -4 -3 -2 -1 0 1 2 3 4 5 90%

Goal-oriented motivation and influencing: -5 -4 -3 -2 -1 0 1 2 3 4 5 90%

Analysing details to find patterns and trends: -5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Focusing on reaching the goal step-by-step: -5 -4 -3 -2 -1 0 1 2 3 4 5 55%

Following a step-by-step plan to achieve the
goals:

-5 -4 -3 -2 -1 0 1 2 3 4 5 20%

Bravely continuing to take action when facing
conflict:

-5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Creating a process that minimises the need for
support:

-5 -4 -3 -2 -1 0 1 2 3 4 5 55%

Critically evaluating performance of others : -5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Maintaining strong control over following of
agreed upon processes:

-5 -4 -3 -2 -1 0 1 2 3 4 5 55%

Understanding what skills an organisation needs
and it currently has:

-5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Match Percentage: 58%  Person score  Expectation
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Leading a Sales Team

Not Natural                                                       Natural

Assertively moving a coachee through the
coaching process:

-5 -4 -3 -2 -1 0 1 2 3 4 5 90%

Coaching others to support their development
and reaching goals:

-5 -4 -3 -2 -1 0 1 2 3 4 5 100%

Ensuring that coaching interventions end with a
clear goal or action plan:

-5 -4 -3 -2 -1 0 1 2 3 4 5 100%

Building a team spirit to support each other in
achieving the goals:

-5 -4 -3 -2 -1 0 1 2 3 4 5 100%

Communicating the goal in a way so others can
identify with it:

-5 -4 -3 -2 -1 0 1 2 3 4 5 55%

Demonstrating resilience in overcoming obstacles
to meet and exceed goals :

-5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Emphasising positiveness when keeping people
motivated to achieve goals :

-5 -4 -3 -2 -1 0 1 2 3 4 5 100%

Setting motivating goals: -5 -4 -3 -2 -1 0 1 2 3 4 5 100%

Taking strong, corrective action when observing
poor performance:

-5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Achieving results through and with people: -5 -4 -3 -2 -1 0 1 2 3 4 5 100%

Being a leader who both plans and participates: -5 -4 -3 -2 -1 0 1 2 3 4 5 100%

Discussing with people about the challenging
details in their work:

-5 -4 -3 -2 -1 0 1 2 3 4 5 35%

Treating everyone in a fair manner: -5 -4 -3 -2 -1 0 1 2 3 4 5 35%

Describing the existing process thoroughly: -5 -4 -3 -2 -1 0 1 2 3 4 5 20%

Providing constructive feedback: -5 -4 -3 -2 -1 0 1 2 3 4 5 90%

Developing people's ability to influence other
people:

-5 -4 -3 -2 -1 0 1 2 3 4 5 90%

Match Percentage: 73%  Person score  Expectation
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Analysing a Sales Team

Not Natural                                                       Natural

Diverse, task-focused interactions with others: -5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Acquiring and applying information quickly: -5 -4 -3 -2 -1 0 1 2 3 4 5 100%

Analysing details to find patterns and trends: -5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Asking detailed questions to increase
understanding of the big picture:

-5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Connecting data with goal and learning what
needs to be done next:

-5 -4 -3 -2 -1 0 1 2 3 4 5 65%

Focusing on facts while working step-by-step
towards a goal:

-5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Gathering, analysing, and leveraging data from
many sources to understand the environment:

-5 -4 -3 -2 -1 0 1 2 3 4 5 20%

Monitoring data to identify deviations: -5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Supporting people in analysis of details: -5 -4 -3 -2 -1 0 1 2 3 4 5 55%

Using data to promote new ideas: -5 -4 -3 -2 -1 0 1 2 3 4 5 25%

Using data to sell ideas to others: -5 -4 -3 -2 -1 0 1 2 3 4 5 55%

Match Percentage: 40%  Person score  Expectation
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Ideal Jobs

Below is a list of Sales Manager roles, each with a different focus. Each slider below shows your flexibility
within the job roles related to Sales Management.

Each job role has been graded on a scale from -5 to 0 or 0 to +5. A grade below -1 means this job role would
require more energy. If you score from -1 to 1 this area can be developed comfortably. A score of 2 or more
means this job role requires very little energy from you.

As with the flexibility diamond, this does not mean you are not capable it simply requires more energy. This is not
a "can or cannot" scale.

Not Natural                                                       Natural

Sales Manager / Main focus on compiling and
analysing sales figures:

-5 -4 -3 -2 -1 0 1 2 3 4 5

Sales Manager / Main focus on good planning
and organisational skills:

-5 -4 -3 -2 -1 0 1 2 3 4 5

Sales Manager / Main focus on developing sales
strategies and setting sales targets :

-5 -4 -3 -2 -1 0 1 2 3 4 5

Sales Manager / Main focus on having the ability
to motivate and lead a team :

-5 -4 -3 -2 -1 0 1 2 3 4 5

Sales Manager / Main focus on having the ability
to work calmly under pressure :

-5 -4 -3 -2 -1 0 1 2 3 4 5

Sales Manager / Main focus on need for excellent
sales and negotiation skills :

-5 -4 -3 -2 -1 0 1 2 3 4 5

Sales Manager / Main focus on providing
feedback and coaching to team members :

-5 -4 -3 -2 -1 0 1 2 3 4 5

Sales Manager / Main focus on resolving
customer complaints regarding sales and service:

-5 -4 -3 -2 -1 0 1 2 3 4 5
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Questions relating to the person's expressed emotions

Presently he feels that he wants to / has to be even stronger, bolder and more independent than he naturally is. 
Are you being pressured into generating profit or making decisions?

He feels that he is getting all the attention and feeling of belonging that he wants and does not feel that he should
stay away from people. 
How do you show it when you are no longer motivated?

He tries to be more active than his natural style and may feel that he has to do several things at the same time
and not be able to do them properly. At the same time he may be a little restless. 
What would you leave out of your current responsibilities?

He needs an extremely great level of independence in his own work and does not like chains or restricting rules.
At the moment, he does not seem to have any. 
In making decisions, which issues would you like to keep to yourself?

Questions relating to the person's role

You get along with people very well. What kind of work co-workers would you not want to have? 
You usually see good in all people. What good do people see in you? 
You live through emotions. What do you do if you feel that things are going well and I say that they are not? 
You are not very careful. How can one make sure that you will not make visible mistakes with the customer? 
You are enthusiastic and seek acceptance. Can people sometimes manipulate you? When do you put your foot
down?
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Thank you Sam for completing the Extended DISC
online questionnaire and obtaining this assessment!
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