2

PA SHRM ANNUAL CONFERENCE
SEPTEMBER 12-13, 2024
STATE COLLEGE, PA

Using DISC To Improve
Communication, Engage
and Retention

OI,

////4 ConfidentCommunicator.com Wor Lg}hﬁgfeﬂlus EVERYTHING

Training For Leaders, Managers & Teams ‘oFoxe) A Wiley Brand



Today’s Objectives

* The 4 DiSC® Styles
« Communication
 Engagement

 Retention

* New DiSC® Tools For HR
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86%

Of employees and executives cite
lack of collaboration or
ineffective communication for

workplace failures. 7

Salesforce
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3X

Virtual teams are as much as 3x
more likely to engage in
backstabbing, gossip,
undermining, passive
aggression, etc. 4

Vital Smarts Research
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69%

Of managers are not
comfortable

communicating with employees
in general. 2

HR Technologist
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97%

Of leaders agree that
developing emotional
intelligence is crucial

to building an agile 7
workforce.

John Wiley and Sons, Inc.
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#1

Communication is the
top-rated skill sought by
hiring managers (even
higher than teamwork)

MBA.com
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62% |

of respondents
reported a change in
their manager over
the past two years

1

1 © by John Wiley & Sons, Inc. All rights reserved.

96%

of individual
contributors surveyed
agreed that their
manager has an
impact on their
well-being at work

42%

stated they have left a

job in the past because

of their manager

agreed managers
play a critical role in
building an engaged
and connected
organizational culture

EVERYTHING DIS6

How to Stop The
Great Resignation

Hint: It Starts with Managers
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RATE THE FACTORS THAT KEEP PEOPLE IN A JOB

Employee Views Employer Views
1. Valued by organization 1. Looking for a better job
2. Valued by manager 2. Inadequate compensation
3. Sense of belonging 3. Poor health
4. Potential for advancement 4. Development opportunities
5. Having caring and trusting teammates 5. Poached by another company
6. Flexible work schedule 6. Ability to work remotely

18. Valued by manager
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The actual costs of
ineffective teamwork

Employees spend

(7N 7 hours a week
dealing with the effects

of poor teamwork.

AR iors / State of Teams

e Covering for someone else not pulling
their weight

e Discussing problematic team members
with others

e Redoing work because of unclear
objectives.

1%

of respondents said a lack of trust created a
toxic work environment.



Improve Communication,
Improve Engagement, Retention, and Productivity

80%

Of workers feel stressed due to
ineffective company
communication, and

63%

of employees considered
quitting due to frustration
with poor communication.

Dynamic Signal's 2020 State of Employee
Communication and Engagement Study

\
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Top 5

Communication is one of
the top five factors
contributing to employee
job satisfaction (and
therefore retention).

SHRM's Employee Job Satisfaction and
Engagement Report (2016)

3.5x

Organizations with strong
communication practices
are 3.5 times more likely to
outperform their peers.

Quantum Workplace
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DiSC® Review

Training For Leaders, Managers & Teams A Wiley Brand
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https://docs.google.com/file/d/1ZWGBUFqbbGTw4qfI5dBg50uVghYQ6ZHu/preview

Active, Assertive, Dynamic, Bold

Fast-paced & Outspoken

Cautious & Reflective
Moderate-paced, Calm, Methodical, Thoughtful
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Questioning & Accepting &
Skeptical < l - Warm

Logic-focused, People-focused,
Objective, Reserved, Empathizing, Receptive,
Challenging Agreeable
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Faster

Fast-paced/Outspoken

& Fast-paced/Outspoken
Questioning/Skeptical ,&
Accepting/Warm

Facts People

Cautious/Reflective

Cautious/Reflective
& &
Questioning/Skeptical Accepting/Warm

Cautious
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DiSC Map

Each style has different

communication needs and
expectations

Their style may not be yours

Everyone communicates differently
and has blind spots

It's not what you say, but how you
say it

© by John Wiley & Sons, Inc. All rights reserved.

Dominance

Priorities: getting immediate results,
taking action, challenging self and
others

Motivated by: power and authority,
competition, winning, success

Fears: loss of control, being taken
advantage of, vulnerability

You will notice: self-confidence,
directness, forcefulness, risk-taking

Limitations: lack of concern
for others, impatience,
insensitivity

Questioning
Logic-focused
Objective
Skeptical
Challenging

Conscientiousness

Priorities: ensuring accuracy,
maintaining stability, challenging

influence

Priorities: expressing enthusiasm,
taking action, encouraging

collaboration
Active

Fast-paced Motivated by: social recognition, group
Assertive activities, friendly relationships

Dynamic R
Bold Fears: social rejection, disapproval,
loss of influence, being ignored
A\ You will notice: charm, enthusiasm,

sociability, optimism, talkativeness

Limitations: impulsiveness,
disorganization, lack of
follow-through

Accepting
People-focused
> Empathizing
Receptive
Agreeable

Steadiness

Priorities: giving support maintaining
stability, enjoying collaboration

assumptions 4

Motivated by: stable environments,
Motivated by: opportunities to use expertise sincere appreciation, cooperation,
or gain knowledge, attention to quality Thoughtful opportunities to help

Moderate-paced
Fears: criticism, slipshod methods, Calm Fears: loss of stability, change, loss of
being wrong Methodical harmony, offending others
Careful

You will notice: precision, analysis,
skepticism, reserve, quiet

You will notice: patience, team player,
calm approach, good listener, humility

Limitations: overly critical, tendency to
overanalyze, isolates self

Limitations: overly accommeodating,
tendency to avoid change, indecisiveness

EVERYTHING

A Wiley Brand




Pocket Interaction Guide

Dominance
WORKING EFFECTIVELY WITH THE D STYLE WORKING EFFECTIVELY WITH THE i STYLE
When Trying to Connect When Trying to Connect

+ Make efficient use of time + Be open to collaboration

) A n tl C I p ate th e Ot h e r p e rS 0 n ! S 0 f;fg";?s" the topic at hand and avoid going off on » Recognize the value of their energy and enthusiasm

+ Find ways to recognize them so they feel well-liked

+ Expect candor and appreciated
. . When Problems Need to Be Solved When Problems Need to Be Solved
CO l I I I I l u n I Catl O n n e e d S + Be aware that they respond well to bold or daring ideas . ptimistic while d all p ial issues
+ Avoid suggesting unrealistically positive scenarios + Show them that you're open to creative solutions
+ Focus on the big picture and avoid overanalysis + Expect spontaneity
ACTION

When Things Get Tense & 54,’ When Things Get Tense
i a p a S n e e e + Address issues quickly and directly S %, + Avoid personal attacks that could escalate the conflict

+ Resist the urge to give in to their demands just to + Acknowledge the importance of their feelings

regain harmony + Let them know that your relationship is still solid despite
+ Avoid taking bluntness personally your differences

 It's not what you say, but how
you Say it WORKING EFFECTIVELY WITH THE C STYLE

CHAL! LENGE
NoILyy0gy 00

WORKING EFFECTIVELY WITH THE S STYLE

When Trying to Connect - % When Trying to Connect
+ Talk to them about the objective, fact-based aspects of OO(/ QOQ‘ + Show warmth and concern for their feelings
ideas and projects '9“70;, of + Offer your point of view, but take an easygoing approach
+ Avoid pressuring them for an immediate decision STABILTY + Work collaboratively with them
« Expect skepticism
When Problems Need to Be Solved
When Problems Need to Be Solved + Respect their cautious pace
+ Allow them time for careful analysis + Consider other people’s feelings when making decisions
+ Show appreciation for their logic + Set a timeline that fits everyone’s needs
+ Don't let them get bogged down in the details
When Things Get Tense
When Things Get Tense + Address the situation directly without being
+ Support your opinions with logic and facts confrontational
+ Give them space to process the situation before + Avoid forceful tactics or dismissing the conflict
confronting the issues completely
+ Avoid using forceful or emotional tactics + Show that you sincerely care about resolving the issues
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Use DiSC® to Improve
Interpersonal & Workplace
Communication
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The DiSC® Model Helps Us Understand People

DOMINANCE INFLUENCE

* Direct + QOutgoing

« Firm + Enthusiastic

« Strong-willed « Optimistic

* Forceful + High-spirited

* Results-oriented « Lively
CONSCIENTIOUSNESS S STEADINESS
« Analytical - Even-tempered
« Reserved _— « Accommodating
* Precise « Patient

* Private « Humble

+ Systematic + Tactful

. : ' ConfidentCommunicator.com EVERYTHIN
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What’s natural to them

Being
entrepreneurial

Being

aggressive angling

Giving

negative | 2::‘0‘;’1?\9
feedback - Raby
r
oo Remaining
Analysis Patient

Showing restraint

: , ' ConfidentCommunicator.com
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How they prefer to meet

i-styles

+ flourish when given the opportunity to
express personal opinions

+ like to have open dialogue and may want
to utilize chat features

D-styles

+ prefer meetings that are direct with
minimal small talk or side chatter

* appreciate an agenda that everyone
sticks to

C-styles

+ don't respond well to making big
decisions that feel rushed or pressured

* appreciate privacy and may prefer to
have their webcams disabled

S-styles

+ feel comfortable when provided with an
outline in advance

« prefer meetings where everyone has a
chance to be heard

Y . : ' ConfidentCommunicator.com
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Some of their stressors

D-style: i-style:

* Having their ideas or authority challenged * Working in an unsocial environment
* Keeping their opinions to themselves * Having to moderate their pace

* Having little independence * Being forced to give up on bold ideas

C-style: S-style:

* Following inefficient procedures » Making forced decisions

* Relying on illogical people + Giving people negative feedback

* Having to display empathy or emotional support * Having to argue their point of view

. . ' ConfidentCommunicator.com EVERYTHIN
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Decision Making Tendencies

“Let’s get to the root cause.”

Wants to make decisions
Independent

Wants only essential facts
Big picture reasoning
Risk-taker

Quick

“Let’s analyze all the angles.”

Avoids risk

Wants to make the correct decision
Cautious / won’t rush

Follows rules

Focuses on data and details

Influence Stimulation

Being “in"
Progress \ l / Expression
Authority \. s > ./ To be heard
\ /
Control o »
\ P Play

Avoiding
weakness o -

Autonomy/ N
Challenge — o - Optimism
Preservation o
of dignity — ® o — Positivity
Competence/ — g
Credibility L

Adherenceto —
standards

©

- \
Precision . 5 L Harmony

Blamelessness / | \ Familiarity
Predictability Stability Harm avoidance

Understanding =~ i To please

/
Personal space Reassurance

' ConfidentCommunicator.com

Communications Training For Leaders & Teams

Social contact
~

»
= Nurturance

“Let’s talk about it.”

Wants the popular decision
People-focused

Doesn’t need lots of information
Optimistic

Uses gut feeling / intuition
Quick / impulsive

“Let’s make sure we hear all
the perspectives.”

° Considers people close to the
issue / team

° Looks for sounding board /
support for ideas

° Cautious & slower

° Doesn’t want to disappoint

E\/ERYT;IV;{H\BIGd @



Reaction To Lack Of Clarity

Likely to push back and
resist, showing
overconfidence.

Tend to be solitary and may
simply focus on on their own
objectives, deepening the sense
of misalignment

Influence Stimulation
P Being “in"
s e \ l / Expression
—— \0 . 3 ° To be heard
/

Control g
Pl
>, ay
Avoiding
weakness o
Autonomy/
Challenge o

Preservation
of dignity — ®

Competence/ —
Credibility

Adherenceto —
standards

©

Understanding ~~ .

> To please
/ L ]
Personal space L Roassinance
S \
Precision s A o\ Harmony
Blamelessness / | \ Familiarity
Predictability

Stability Harm avoidance

' ConfidentCommunicator.com
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% Social contact
- Optimism
o — Positivity
® — Intimacy

= Nurturance

Prone to impulsiveness and
may be disorganized at times,
so without clear goals they
may simply fail or not follow
through.

May second-guess
themselves and their work,
which may impede their
productivity.
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Psychological -

Needs

Influence Stimulation

Progress \ |
Authority A

Achievement

Control g

N
®

Avoiding
weakness ¢

Autonomy/
Challenge — o

of dignity ~— ®

Competence/ —
Credibility

Adherenceto —
standards

Understanding e

Personal space

-/
Precision

/ e L)

Blamelessness / |

Acc ura Cy Predictability Stability

Communications Training For Leaders & Teams

—

Harm avoidance

Being “in”

i e Recognition
To be heard

Social contact
~

L Optimism
B

o — Positivity
® — Intimacy

B
=~ Nurturance

@
~To please

2
N\
Reassurance

Harmony
Familiarity

Relationships

' ConfidentCommunicator.com
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Catalyst™

e Customized to the individual
e |Learning Modules

o Self awareness

o Empathy

o Mutual Objectives
Podcasts

Videos

Groups

Conversation Starters

Staff Directory

Workplace >

| . ' ConfidentCommunicator.com EVERYTHING
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Hi Mateo 0 Log out

@ Home > Your colleagues > Dominic Perez

Hi Bethany g Log out

WS Dominic Perez m

Preduction | KRT Industries ~

Your maps together

Your colleagues &~
Dominic has a Di style. You might've noticed that =

Dominic is confident and outspoken, enthusiastic about

new ideas and unafraid to assert a position or take risks

Sort (11 people): Name Style Newest Department Your similarities &
differences

’
m ~‘\ 1 to achieve results. And Dominic is probably right at home !:‘-“
g Compare your in the center of the action. That's pretty typical of
i et someone with the Di style.
Styles
+ Dstyles
+ Istfles Rahim Abadi Elena Ali James Davies Working together
+ Sstyles C style S style DC style
4 D Ve O Ve it Dire o AT o0 Py
+ Cstyles Voctorbrest retoroect eetor et Dominic cares about: Pull Dominic in when: Dominic may be stressed
Thoughttul & dependable Upbeat & lical thinker
De”a"""":‘s Takes care to ensure quality Loves group brainstorming Finds creative solutions by:
: :cc:u::am e Friusiastic socsl USRS e Bl e « having independence & control = a conversation needs a candid
« achieving results quickly voice « wasting time
fl " ¢ = o
Reset fiters ) 'I, * being able to express op * ano- pp 1is « getting bogged down in
freely needed routine tasks
+ aninitiative needs drive & « lacking autonomy & authority
determination

Your maps together

To understand how you and Dominic can better work together, start by checking out your DISC® maps side by side.
How do your workplace priorities compare?

ACTION ACTION
&,

o
e“&e
g€

CHALLENGE

CHALLENGE

# Chat with an Expent

I Give Feedback

OLiyyoge o
0l 1yuoge 0%

p . ]
//% ConfidentCommunicator.com
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https://docs.google.com/file/d/13Z2Z2NFUVFB8RsytmCZbyEhioTqOsLu6/preview

Use DiSC® to Improve
Peer to Peer Feedback

. : '% ConfidentCommunicator.com EVERY THING
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Frame Your Feedback For The Individual

e Get to the point ° g;’ perr?ongt)lhe os/affoct I
e Show how it helps achieve their results ACTION ° ow how 1t helps/aliects people
e Keep it brief and direct e Focus on their accomplishments
e Offer a sense of control in the situation ° 'I:rar.réetm the pr?sdltlre'l
e Be prepared for pushback ° vold oo much detal .
e Be prepared for them to gloss over it or
brush it aside
> 5
=~ r
z 2
g 2
= z
(@) =
5 3
e Be logical
e Show how it impacts process, effectiveness, e Slow down
or efficiency e Be sincere & build rapport
e Be formal, possibly in writing e Show how it affects harmony or disruption
e Provide details, examples, and data DEPEND ApiLTY * Explain carefully
e Be prepared to answer questions e Give assurances & support
e Be prepared for sensitivity

| . ' ConfidentCommunicator.com
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Hi Matas @ Log out

What do you need advice about?

To get help working with a colleague, start by choosing a topic.

Connecting Collaborating
Want to build trust with a coworker? Or get Looking to work more effectively with a
more comfortable communicating with a colleague? Or figure out why you both take
teammate? different approaches to a project?
ht : 3
Getting buy-in Managing tension
Want to get a teammate excited about your Are conversations with a coworker leaving
ideas? Or get a coworker to really consider you frustrated? Looking for effective ways to
., your perspective? disagree?
& )

wis

1
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Use DiSC©to Improve
Management
Communications
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Managers’ Blind Spots & What Their Teams Are Really Thinking

We’re burned out

We don’t dare challenge the boss
We don'’t take risks to innovate

We waste energy covering our butts
We hide our mistakes

We don'’t trust the organization

We get bogged down in over-analysis

Lack of shared excitement for our work

We don't feel like our hard work is appreciated
We miss opportunities because we're too cautious
Our processes are too rigid

We don't feel connected to our teammates

@Y

Behavioral

Preferences
Direct
Firm
Strong-willed

Behavioral
Preferences
Analytical
Reserved
Precise

Behavioral

Preferences
Outgoing
Enthusiastic
Optimistic

8

Behavioral

Preferences
Even-tempered
Accommodating
Patient

We don’t have the stability we need

We move too fast and quality suffers

There’s a lot of big talk that goes nowhere
Problems get glossed over

Work feels chaotic

We don’t have the space we need to do our work

Problem behavior doesn’t get called out
We don’t get the resources we need
There’s no sense of urgency

We don’t get the feedback we need to grow
There’s no support for big changes
Decisions take way too long



DiSC Can Help Them Rethink Their Approaches

These leaders can get better results in the
end by showing compassion in the moment.

Not everyone shares their sense of urgency.

These leaders often need to embrace the humanity
of their direct reports on a deeper level.

The people they manage often need more praise,
excitement, optimism, camaraderie, or risk-taking.

@Y

Behavioral

Preferences
Direct
Firm
Strong-willed

Behavioral
Preferences
Analytical
Reserved
Precise

Sometimes these leaders need to take a more
task-oriented or tough-minded approach

Not everyone shares their comfort with

Béliavioral improvisation or emotional expression.

Preferences
Outgoing
Enthusiastic
Optimistic

These leaders would benefit actually inviting
tension and instability into their teams.

Not everyone shares their need for harmony.

Behavioral

Preferences
Even-tempered
Accommodating
Patient



People with the C Style have high standards, tend to think things
through, and want all the information necessary to do their job well.

Drives toward
accuracy
3 D ﬂ
2 : Dante is a C Style Employee

DepgnpaBILITY

E\/ERYT;IV;{H\BIGd @
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https://docs.google.com/file/d/1sGHQO42LFf5sjJK1QuKqDGpYaxVpPwSt/preview

Recognize the C Style’s Needs

B a

Questioning
Logic-focused
Objective /
Skeptical

Challenging N\ S
Conscientiousness
Priorities: ensuring accuracy, /
maintaining stability, challenging

assumptions \
Motivated by: opportunities to use expertise
or gain knowledge, attention to quality Thoughtful
Moderate-paced
Fears: criticism, slipshod methods, Calm
being wrong Methodical
Careful

You will notice: precision, analysis,
skepticism, reserve, quiet

Limitations: overly critical, tendency to
overanalyze, isolates self

1 © by John Wiley & Sons, Inc. All rights reserved. E\/ERYTH'NG
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https://docs.google.com/file/d/1pctibW7uQToDGtJohC3gFPaPl3alrdkP/preview

What was different?

Dante lan

| . ' ConfidentCommunicator.com EVERYTHING
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Understand the C Style

C-Style Tendencies
* Taking care to get things right

e Calling out when something doesn't 3/
work or make sense 5 6
2|
* Tackling in-depth analysis and o\ Q
complex problems h -
* Thinking things through K I
OEpenpaBILTY

| . ' ConfidentCommunicator.com EVERYTHING
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Tips for Adapting to the C Style

=

w

-

-

<

X

O
WORKING EFFECTIVELY WITH THE C STYLE
When Trying to Connect <
+ Talk to them about the objective, fact-based aspects of OO(/

ideas and projects 4’40}’

+ Avoid pressuring them for an immediate decision

S 0§
+ Expect skepticism TABILIT

When Problems Need to Be Solved

+ Allow them time for careful analysis

+ Show appreciation for their logic

+ Don't let them get bogged down in the details

When Things Get Tense
+ Support your opinions with logic and facts

+ Give them space to process the situation before
confronting the issues
+ Avoid using forceful or emotional tactics

EVERYTHING

A Wiley Brand
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Management overview » ("’
DiSC is a valuable tool for managers. It gives you .,O
insight into your own management approach. And
it helps you understand when and how to adapt
your approach to the people you manage. Get a
quick overview of how it works.

EVERYTHING DiSC”®
MANAGEMENT

ON CATALYST"

EVERYTHING @ Catalyst.

by o Wil 2 S, . Alights esrved.

o0

Your management
style »

There's more than one way to be a good manager.
DiSC sheds light on what you bring to this role—
your priorities and preferences, the parts you
enjoy, and the moments that stress you out.

Direct & delegate »

You've got your own approach to directing and .. 'i.
delegating. But the people you manage may have

different ideas about how they want to be

supported and empowered to do their work.

Learn how to bridge the gap.

Your management
style »

There's more than one way to be a good manager.
DiSC sheds light on what you bring to this role—
your priorities and preferences, the parts you
enjoy, and the moments that stress you out.

Direct & delegate »

You've got your own approach to directing and .
delegating. But the people you manage may have

different ideas about how they want to be

supported and empowered to do their work.

Learn how to bridge the gap.

Motivation »

You can't motivate people. They have to motivate
themselves. But as a manager, you can create an
environment where it's easy for people to find
their own natural motivation. Discover how DiSC
can help.




Create Groups

Your Group Insights S0

Fast-paced—-Steady-paced

‘ R : 1@’»'3

Fast-Paced Steady-Paced

' ConfidentCommunicator.com
! © lley &S Al . EVERYTHIN
I@ B L Rt g e e 3P % Communications Training For Leaders & Teams A Wiley B,g A



Use DiSC® to Improve
Productive Conflict

. : '% ConfidentCommunicator.com EVERY THING
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Can you recognize
when your
teammates go to
silence or
violence?

Dominance

Destructive tendencies
insensitivity, impatience, creates
win-lose situations, refuses

to bend, overpowers

others

Productive tendencies:
straightforward with
opinions,acknowledges
tough issues, willingness to
have objective debates

Productive tendencies:
finds the root cause of the
problem, sorts out all the
issues, gives people
space, focuses on the
facts

Destructive tendencies
defensiveness, uses passive-
aggressive tactics, becomes
overly critical, isolates self,
overanalyzes the situation

influence
Destructive tendencies
becomes overly emotional, talks
over others, impulsiveness, glosses
over tension, makes personal
attacks

Productive tendencies:
communicates empathy,
encourages open dialogue,
provides reassurance,
verbalizes emotions

Productive tendencies:
shows flexibility, looks out
for people’s feelings,
communicates tactfully,
listens to others, finds
compromises

Destructive tendencies
withdraws, gives in to please
others, ignores problems, lets
issues simmer beneath the
surface, avoids tension

Steadiness



EVERYTHING

PRODUCTIVE
CONFLICT

D Style
in conflict

Goals: Victory, results,
personal accomplishment

Overuses: The need to win,
impatience, bluntness

Fears: Being taken
advantage of, appearing
weak

| Style
in conflict

Goals: Approval,
understanding, openness

Overuses: Passion,
impulsivity, outspokenness

Fears: Rejection, not being
heard, disapproval

S Style
in conflict

Goals: Agreement,
acceptance, peace

Overuses: Passive
resistance, compromise

Fears: Letting people
down, facing aggression

Goals: Fairness, rational
decisions, accuracy

Overuses: Restraint,
analysis, rigidness

Fears: Being wrong, strong
displays of emotion



o Part One
Your Di1SC® Style in Conflict

Judith, your dot and shading say a lot about how you respond in ASSERTION
conflict. Because your dot is located in the D region, but near the |
reglon, you have a Di style. Your shading indicates your priorities
and where you focus your energy. During conflict, you prioritize
assention, expression, control, and justification.

As someone with the Di style, you're likely driven and ambitious,
which can lead you to be assertive with your oginions, In conflict,
you can often be quite direct and strong-willed. There Is a healthy
side to this trait because It lets others know when a line has been
crossed. However, when you're angry, your assertiveness may tum
into aggressiveness, which can intimidate others. This feeling of
Intimidation can erode trust and discourage your coworkers from
communicating directly with you

WSTIFICATR,,
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Automatic Destructive
thought response

DEFENSIVENESS

Becoming anxious or protective in the face of criticism

For you and others with the CS style, even the slightest hint of criticism or blame may create an
immediate sense of anxiety because it disrupts the stability and predictability that are so important
to you. In fact, you may go out of your way to make sure you're not exposed to criticism. So if your
sense of security is challenged in this way, you're more likely to assume a self-protective stance
than to go on the offensive. When your brain is telling you the stakes are high, it may be tempting to
cover up any vulnerabilities or weaknesses. Since you're unlikely to make a big scene, this behavior
may be so subtle that to others it just looks like you're shutting down.

Automatic thoughts that may lead to this response:
* | shouldn’t be blamed for this
« Thisisn't my fault
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Managing tension with Stephanie E

What do you need advice about? So—what are some of the tendencies that could be causing tension between
' you and Stephanie?

To get help working with a colleague, start by choosing a topic.

Well, first of all, keep in mind that you're somewhat tactful, and Stephanie is

very frank. That means Stephanie may feel pretty comfortable speaking up
. when they have an issue, while you're less likely to be straightforward about

Want to build trust with a coworker? Or get more Looking to work more effectively with a colleague?

comfortable communicating with a teammate? Or figure out why you approach projects differently? problems. YOU may SOmetimeS feel Ilke Stephanie iS being tOO forceful and nOt

taking the time to draw out your perspective.

t i 4) Tactful Frank
[@ 1@ —

Connecting Collaborating

Getting buy-in Mehaging tension You're somewhat tactful. Stephanie is very frank.
Want to get a teammate excited about your ideas? Are conversations with a coworker leaving you
Or convince a coworker to really consider your frustrated? Looking for effective ways to disagree?
perspeativet Mateo's tendencies: Stephanie's tendencies:

« Finds a diplomatic way to convey « Speaks directly and gets right to the

wia

1

information point

Tends to think before speaking « Tends not to hold back thoughts
« May come across as somewhat and feelings

vague or indirect at times « May come across as blunt or

insensitive at times

‘) © by John Wiley & Sons, Inc. All rights reserved. % ConfidentCommunicator.com E\/ERYTH'NG
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Emotional Intelligence
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Dynamic
Initiating action on
your ideas,
influencing people,
and projecting a

K Self-Assured strong social Outgoing 3
. Asserting your presence Establishing and %
opinions and rights, maintaining

projecting confidence
in your ideas and

abilities, and taking

charge of situations

relationships and
expressing your
emotions and
unfiltered thoughts to
others

Resolute Empathizing

under stress), and
«  exercising diplomacy

~ -
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- - ! # Standing your ground = Reaching out with R
: in the face of compassion, seeking
D I S C A I I e E Q ' opposition, speaking to understand people’s
H up about problems, emotional needs and
"‘ and pushing through struggles, and being
’ any resistance b supportive g
Objective % Receptive ',
: Separating facts from ' Staying open to others’ | 3,
: emotions and . ideas and being willing | *
' keeping the .: -"o to compromise or set L
| discussion fpcused & 4 Composed aside your own needs § »
.‘ on logic . Reflecting before and preferences i
Y8 408 acting, moderating o
sy - E your responses (even
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= Beyond your comfort zone

Receptive mindset

Composed mindset Learning about the responses outside your comfort zone will help you understand when
and why to use them. That's the first step in developing the agility to respond effectively to

Chjactiva miacaat whatever situation or challenge you're facing.

Resolute mindset

Self-assured mindset

Receptive mindset

Staying open to others’ ideas and being
willing to compromise or set aside your
own needs and preferences

A learning experience that equips people
with the social and emotional know-how
for more effective interactions at work...

No matter who or where they are.

© by John Wiley & Sons, Inc. All rights reserved.



An EQ introduction

Watch this video to learn more about EQ and DiSC.

What is EQ? >

Emotional intelligence, or EQ, is about reading the
emotional and interpersonal needs of a situation
and responding accordingly. Learn more about EQ
and the different forms it can take.

Your EQ strengths >

Did you know that there are different ways to be

emotionally intelligent? And that we all have
certain EQ strengths? Discover where your
strengths lie.

Beyond your comfort
zone »

<)

If you never stretch beyond what's comfortable,
you're going to miss out on more effective ways
to navigate certain situations. Learning about
responses outside your comfort zone is the first
step to growing your EQ and becoming more
agile.

‘/ Develop your EQ »

/ To develop your EQ, you need to reach for
responses that may be uncomfortable or
unfamiliar. Practice stretching to these responses

/ I with personalized tips and action steps.
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Crafting a
Vision

EXPLORATION
@® Remaining Open

@ Prioritizing the Big
Picture

BOLDNESS
@® Being Adventurous

@® Speaking Out

TESTING ASSUMPTIONS
@® Seeking Counsel

@® Exploring Implications

Ko

Building
Alignment

CLARITY
@® Explaining Rationale

@ Structuring Messages

DIALOGUE

@® Exchanging
Perspectives

@® Being Receptive

INSPIRATION
@ Being Expressive

@® Being Encouraging

.....
- -
- ~e

-
fhnanw"”

d Championing
\ Execution !

MOMENTUM
@ Being Driven

@ Initiating Action

STRUCTURE
@ Providing a Plan

@ Analyzing In-Depth

FEEDBACK
@® Addressing Problems

@ Offering Praise




DAN KAPLAN

Alignment > Clarity

HOW CLARITY DRIVES ALIGNMENT

When communicating with others, it's important to deliver a rational,
structured message. Some leaders have trouble translating their great
ideas into words. Others struggle to stay on topic or fail to relay the most
important points. When people don't understand your vision, how can you
expect them to get on board?

+ Clear communicators explain the reasoning behind their ideas.
+ When people understand a message, they can more easily buy in.
+ Consider thinking the message through all the way to the end.

EXPLAINING RATIONALE & STRUCTURING MESSAGES

When we talk about driving alignment with clarity, we can look at two important behavioral continua, as illustrated
by the graphics below. First, some leaders have a tendency to explain their rationale, and others offer their intuition.
Also, some leaders tend to deliver structured messages, while others tend to deliver impromptu messages. In the
context of clarity, the behaviors on the right-hand side of these scales are leadership best practices. Any movement
toward explaining your rationale and structuring your message will help when you need to be clear to get people's
buy-in.

Offer Intuition @ + - @ ————o Explain Rationale

Dan, you tend to explain the rationale behind your ideas, so it's probably easy for you to convey a compelling
message when it's time to gain others’ buy-in. People probably appreciate being able to understand your logic and
reach the same conclusion. Because you take the time to explain the data and reasoning behind the vision, people
are more likely to trust what you say and understand how your decisions are in the best interest of the group.

Impromptu oo Structured
Messaging Messaging

You tend to structure your messages, and this probably helps you communicate a vision with clarity. You're
intentional about how much detail to include, and you tend to keep distractions from your main message to a
minimum. Leaders with your structured communication style usually take the time to fully develop and organize
their thoughts before conveying them. Because you only include the key points and deliver them as clearly as
possible, people are more likely to understand you, and this is an important step toward gaining buy-in.

Since you see yourself as inclined to explain your rationale and structure your messages, you may already be doing
a good job of providing the clarity that others need.

© by John Wiley & Sons, Inc. All rights reserved.
J Reproduction in any form, in whole or in part, is prohibited.
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DAN KAPLAN

Alignment > Dialogue

HOW DIALOGUE DRIVES ALIGNMENT

One of the simplest ways to get others aligned around the vision is to
engage them in a rich dialogue about the “who,” “what,” “why,” “where,”
“when,” and “how” questions. When leaders involve others in two-way
conversations like this, it not only increases buy-in, but also gives leaders
invaluable information.

+ True alignment requires openness to others' ideas and concerns.
+ People want the chance to ask questions and share their insights.
+ Dialogue helps leaders identify potential problems or disconnects.

EXCHANGING PERSPECTIVES & BEING RECEPTIVE

When we talk about driving alignment with dialogue, we can look at two important behavioral continua, as
illustrated by the graphics below. First, some leaders have a tendency to exchange perspectives, and others present
information. Also, some leaders tend to be receptive to input, while others tend to challenge new ideas. In the
context of dialogue, the behaviors on the right-hand side of these scales are leadership best practices. Any
movement toward exchanging perspectives and being receptive will help when creating an atmosphere of open
dialogue.

Present
Information

Exchange
Perspectives

. t L ad

Dan, when conversing, you often encourage people to comment or ask clarifying questions. Rather than presenting
information in a way that suggests no room for discussion, you gain people’s alignment by going out of your way to
solicit their opinions and feedback. Since most of your decisions as a leader affect everyone in your group, a two-
way exchange of perspectives is likely to make people feel included and engaged.

Challenging @ t + €@ —© Receptive

You tend to be open-minded about others’ ideas. People probably trust that if they bring their opinions and concerns
to you, you won't criticize their ideas or make them feel incompetent. Because you're so receptive, you may help
create a culture where people feel comfortable engaging in candid dialogue. When you remain open to ideas and
concerns, not only are people more likely to give you honest feedback when you ask for it, but you're more likely to
gain their alignment as well.

Since you see yourself as inclined to exchange perspectives and as receptive to ideas, you may already be doing a
good job of facilitating the dialogue that others need.

© by John Wiley & Sons, Inc. All rights reserved.

ey (O




GROUP SUMMARY
What comes naturally to this group?

EVERYTHING @

Below are estimates of how naturally each leadership driver comes to this group. These estimates are based on
aggregate data, so specific individuals may differ from the group score. Furthermore, keep in mind that each of
these leadership areas is also influenced by factors beyond the aggregate tendencies of its members.
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Communicating Change
(& Cascading Messages)

’ , : '% ConfidentCommunicator.com EVERYTHIN
' i Dol vl Ll T /% Training For Leaders, Managers & Teams A Wiley Bg A




The Change Curve

Integration
& :
Confusion NEW NORMAL
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é +  Problem Solving
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MORALE

The Change Curve



https://docs.google.com/file/d/1DeD4HheRH1y6fyJ54R10ty1urDN4ZqjO/preview

MORALE

The Change Curve
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+* Problem Solving
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A voice in the conversation

Maintaining status

Freedom & authority

Outlet to state objections

Autonomy

CONTROL & AGENCY
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Expression

Relationships

Inclusion

Acknowledgement of stress

Reassurance & support

Familiarity

CONNECTION

E\/ERYWII\BIGd @



Justification for the change

Logical decision making

Information about the situation

Plans to return to normalcy

Clear expectations

Clear system

INFORMATION & UNDERSTANDING
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CONTROL & AGENCY CONNECTION

* Freedom & authority * Expression

* Maintaining status * Relationships

* A voice in the conversation * Inclusion

* Outlet to state objections » Acknowledgement of stress

* Autonomy * Reassurance & support

» Familiarity

INFORMATION & UNDERSTANDING STABILITY & SAFETY

* Clear systems * Predictability

* Clear expectations » Confidence things will work

* Plans to return to normalcy * Privacy & space to adjust

« Justification for the change * Freedom from pressure

* Logical decision making
* Information about the situation
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Your maps together

To understand how you and Stephanie can better work together, start by checking out your DiSC® maps side by
side. How do your workplace priorities compare?

ACTION

ACTION

-~ &,

No11yogy 02

Stephanie’s D style

Your SC style

At work, Stephanie tends to prioritize: At work, you tend to prioritize:

« Results « Stability

« Action « Support

« Challenge « Accuracy
« Action

EVERYTHING

A Wiley Brand



Access Catalyst™ for $49

Normally $99

A Wiley Brand

E\/ERYTHING@ ’ Catalyst.

A learning experience that equips people
with the social and emotional know-how
for more effective interactions at work...

No matter who or where they are.

© by John Wiley & Sons, Inc. All rights reserved
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Free 2 Minute Daily Communications Tip
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Lk L e\ P
Compassion vs. What to do when the 8 rules of fair The virtual elevator  Stepping backintoa If you're
empathy other person isn’t fighting pitch tough conversation  overwhelmed, take a

fighting fair break

A

R/ | LN
7 tactics of unfair Interrupt gracefully 3 ways to end an Can I remain in Mutual respectisup  Mutual purpose is
fighting - argument dialogue with to you the super-intention
o 5 productively someone | don't tar 03, 20 y

respect?

{
VY

How to be vulnerable 5 reasons you lack Learning soft skills
‘ confidence, and 1 \
rule to get it

Intention influences  An apology can keep What's my style
everything you in dialogue under stress?
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