
Building Relationship by Communicating to Their Personality 
  
The DISC personality profile is a system designed by the American Psychologist Dr. William Moulton 
Marsden. It places people into one of four different personality types;  
 
D – Dominant     I – Influential      S – Steady      C – Compliant.  
 
The DISC personality profile is a personality analysis that can be used to predict the behavior of indi-
viduals when they are on their own and with others. Use this information as basic communication 
guidelines when attempting to build relationships with clients, employees, and partners.  
 
“D” individuals like to be in control. They are confident, outspoken, and say what they feel. It can be 
difficult for them to follow something to its end. They feel a great need for lots of activity. They prefer to 
be given an outline of how to be productive. They won’t come back asking for the details on how to do 
something. A “D” does not interact well with others. They give orders and like to take control. They can 
often be found being busy. They want to achieve, produce, get lots done, and work hard and long hours 
to make money. There are more multi-millionaires that are “D’s” than any other personality type, mainly 
because they get in and have a go and just try something. And they keep on trying with great effect. 
They also don’t try to do everything on their own. They delegate. “D’s” like to be leaders. They like to do 
what no one else is doing. They like to be innovative pioneers. The best way to communicate with them 
is to tell them what they need to be more productive, profitable, and successful and a leader of others. 
Respect them and never make them feel inferior. They need to respect you. Most importantly, they 
need to be confident you can deliver what you say you can. They need to be given the facts and reasons. 
Also, don’t try to be too friendly with them. They want a summary of any features. They don’t need 
details; in fact going over details annoys them. Give a brief outline of different things showing the logic 
of it all. They want to be productive so tell them what you have will help that cause. Tell them they will 
be more successful with the solution you are offering. That’s what they want to know. Give them better 
solutions or ways of doing things. Be blunt if you have to; they don’t mind and they don’t care – but only 
if they have your respect.  
 
“I” individuals like to have fun and be popular. You can recognize them by their outgoing and very 
friendly manner. They want to be people’s friends. “I’s” don’t like to get into too much detail as they 
don’t find that fun. They like to work with others in a changing environment. “I’s” can be recognized by 
their very friendly disposition. They look you in the eye and usually use a lot of tone changes in their 
voice. An “I” will respond quicker because they think you’re like them, so they’ll let you know by giving 
you a friendly response. They will probably want to do what is popular and like to do new things. 
However, this won’t appeal to them unless a few people tell them to do it and it seems popular. Listen 
to them about how they deal with employees. Their personality can cause challenges in managerial 
positions because they won’t want to put people off or make changes that will make them unpopular 
with other team members. They don’t want to do anything that seems like detailed work that will take 
up lots of their time. If it seems boring to them, they won’t want it. When talking about something new 
or different, the best thing you can say to them is it will be a lot of fun. So be happy and spontaneous. 
Get chatty at the start, during the middle and the end of a meeting. They will sometimes want to go off 
on a tangent. Let them do most of the talking. They love to talk about anything, especially other people. 
Be their friend. Talk about what you think and feel is best for them. Be sincere. Be like them and they 
will love you. 



“S” individuals are steady people. They don’t like to rush things. When everyone else is stressing out, 
they remain calm. They are well liked by all personality types because they are friendly easy-going and 
harmless. People admire their cool disposition. They just get in and get the job done, although usually 
not at a great pace. They are harder to communicate to than the “D” or “I.” They like to be steady in 
their decision-making. They don’t like to rush anything – they like to take their time in reaching a 
decision. They don’t like pressure or pushy people. You need to be their friend and build genuine 
rapport with them. Be reserved like they are. Be casual. Outline what you want them to do, and then 
give details. Give them data to make a decision and tell them they need to make it soon. Don’t expect 
quick decisions, though. Explain at the start if you can give them everything they want and expect today, 
and you both agree it’s the best thing, then you’ll outline the steps needed to get the process under 
way. Then ask if it’s OK to do that? Get them to commit to making a decision. Sometimes an “S” won’t 
make any decision at all during a day. Be firm in wanting a decision soon (or today) but don’t be pushy. 
Be reserved like they are. The “S” doesn’t like change, so tell them your solution won’t involve any major 
changes. Tell them it’s a nice slow process. Give them plenty of eye contact. Build rapport and be their 
friend.  

“C” individuals collect collect data, facts and figures. “C’s” like to do things perfectly. However, they 
don’t reference their standards to others (which would be valuable to them because then they would 
learn that their standards are much higher than everyone else’s.) They often create stress in their lives 
by this ongoing striving to live up to their own perfect standards. They can miss out on seeing the big 
picture as they can get stuck on the details. “Cs” are reserved and task-orientated, which means they 
aren’t that friendly in communication with other people, especially non-family and -friends. They 
virtually never rush into anything, especially without considering all the facts, data and graphs. They 
don’t like to be pushed into doing things, as they feel their way is nearly always the best. They like to 
plan things out before lifting a finger. Conditions usually have to be perfect before they proceed. 
Communicating to a “C” can be challenging. A “C” can be very skeptical of anyone who says they have 
something they’ll need, because they often feel what they already have is good. They can often resist 
change because they have their own way of doing things. They won’t consider making a decision unless 
the facts are shown, are valid and there are lots of them. Be prepared to spend a lot of time with them. 
They will ask a hundred questions and procrastinate, because they will be wondering whether they’ve 
covered every detail they need to know about. They will be wary of anyone offering advice or better 
solutions. This is mainly because they have found how to do things without anyone’s help, and a new 
system will mean they’ll need to re-learn. They’re much happier doing what they already know how to 
do. So give them as much data as you can. And give it in graph form, table from, written form, or essay 
from. They don’t care if you are their best friend. They always consider the facts first. Don’t expect a “C” 
to make a quick decision. They like time to think. So give it to them. Talk about facts backed by logic. Get 
back to them another day only if you tell them you’ve given them everything they need to make a 
decision. If you tell them you have a way of helping them do things better and more efficiently, you will 
get their attention. Anything that improves their standards or efficiency they will love.  


