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Welcome 
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 8 cards 

 Concentrate on your behaviour in a working environment 

 Isolate those 2 cards which appeal least to you 

 6 cards – swop your cards for cards which appeal best to you 

 Isolate those 2 cards which appeal least to you 

 You are left with 4 cards 

 

Ice breaker 

Systematisch 

Enthousiast 

Stabiel    
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Ice breaker 

 Have a look at the cards the others have 
abandoned 

 If one or these cards appeal more to you, 
swap! 

 Keep those 4 cards which describe you best in 
a professional environment – write down 

 Give your colleague one card which describes 
him/her best 

Systematisch 

Enthousiast 

Stabiel    
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 How has this characteristic helped you to be 
professionally successful? 

Reflection 
Your nr 1 characteristic 

 

 How has this characteristic been a handicap in 
obtaining professionally success? 

  



Speeddate 

What  

gives me energy? 
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What  

annoys me? 
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Treat others like you want to be 

treated  

Golden Rule 

Do unto others as you would have 

them do unto you  

+ 

+ 



8 

Golden Rule – Spirit 

+ 
 

Treat others like they want to be 

treated  



Just a story… 

Marnix 
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Marc 
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DISC 

Discover Four Styles of behaviour and Explore 

the General Preferences of Your Style 



Horizontal axis 
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Assertiveness - Pace 

 (Pro)Active  

 Direct  

 Externally oriented 

 Daring 

 Expressive 

 Competitive 

 Lead rather than being lead 

 Impatient 

 Act (immediately)  

 

Assertive 
Faster Pace - “Extroverted” 

 

 

Receptive 
Slower Pace - “Introverted” 

 Cautious 

 Methodical 

 Careful, avoid risks 

 Reactive, calm 

 No surprises 

 More conservative 

 Patient 

 React  



Vertical axis 
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Openness - Relations 
 Logical  

 Practical  

 Objective  

 Factual arguments  

 Sceptical  

 More detached, aloof  

òChallengingó 

 Follows own ideas  

 
 

 
 Feelings, Emotions  

 Empathy  

 Friendly  

 Trusting 

 Approachable  

 Agreeable  

 Relaxed  

 Appreciates 

good relationships  

 

Task Oriented 
Controlled 

Relationship Oriented 
Open 



Combining the 2 Axes 

Faster Pace  

Extroverted 

Assertive 

Slower Pace  

Introverted 
Receptive 

Controlling 

Task 
oriented 

Open 

Relationship  
oriented 
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DISC Model 
Baseline 

 

The Dominance type 

The Influence type The Stability type 

The  Conscientious type 

Shape the environment by 

conquering opposition and 

challenges by exercising 

power 

Shape the environment 

by convincing and 

influencing others 

Working within a known 

framework and rules to 

achieve quality and 

accuracy 

Assertive 

Faster Pace 

Extroverted 

Accepting 

Relationship 

 oriented 

Receptive 

Slower Pace 

Introverted 

Task oriented  

Controlled 

… reaching stability by 

collaborating with others 

D 

I S 

C 



D 

I S 

C 

DISC Model 

The Dominance type 

Measures how others 

tackle challenges and 

solve problems by 

exercising power  

The Influence type 

Measures how people 

influence and convince 

others through 

interaction  

The Stability type 

The  Conscientious type 

Measures how others 

deal with change, 

variation and pace  

Measures  how 

people react to rules 

and procedures 

imposed by others  

Stronger than  

environment 
Less strong than  

environment 

Unfavourable 

Environment 

Favourable 

Environment 



DISC Model 
The 4 P’s 

Assertive 

Faster Pace 

Extroverted 

Receptive 

Slower Pace 

Introverted 

Task oriented  

Controlled 

Accepting 
Relationship 

 oriented 

Problems: Measures how 
one tackles problems and 
challenges 

People: Measures how one 
influences and persuades 
people 

Pace: Measures how one 
deals with change and 
pace 

Procedures: Measures how 
one reacts on rules and 
procedures imposed by 
others 

Direct (Dynamic) 

Inspiring (Interactive) Social (Stable)  

Correct (Conscientious) 

D 

I S 

C 
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Under pressure 
Autocratic, overruling, breaks the rules 

Biggest Fear 
To be abused by others, loss (of control) 

Basic emotion 

Anger (short fuse) 

Style Description:  

High D(ominance) 

Goal 
Results, here and now 
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Under pressure 
Attacking, biting, accusing  

Biggest fear 
Rejection – social isolation  

Basic emotion 

Optimism 

Style Description:  

High I(nfluence) 

Goal 

Recognition 
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Under pressure 
resigned, hides emotions 

Biggest fear 
Loss of security, change 

Basic emotion 

(showing) no emotion 

Style Description:  

High S(tability) 

Goal 
Stability  



Under pressure 
Avoiding, giving in 

Biggest fear 
To be criticized 

Basic emotion 

Fear 
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Style Description: :  

High C(onformity) 

Goal 
Accuracy, perfection 



Some CEOs 
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‘Marc heeft een geniaal gevoel voor timing. Hij heeft opnieuw bewezen als 

geen ander zijn moment te kunnen kiezen. Coucke slaagt telkens weer in 

het ondenkbare. Maar een goed manager? Nee, dat zou ik niet zeggen. Hij 

kan wel zo de showbizz in.’, òeen vriendó, 8.11.2014 



DS, 29.07.15 



De Tijd, 29/08/2015 

U bent wel al bezig sinds uw 18de. 

Verhulst: 'En dan? Ik heb eigenlijk alleen maar leuke momenten.'  



Per dag doe ik vier van onze winkels aan,  samen met onze sales 

coach. Terwijl zij vooral de cijfermatige kant van de zaak bekijkt, maak 

ik tijd om met de personeelsleden te babbelen zonder de smartphone 

boven te halen.’ – DS 23.07.2015 



Meten is weten. De ingenieursachtergrond van Cornu treedt op de 

voorgrond. Jaren van zinloze ideologische strijd worden nu 

geobjectiveerd. En Cornu doet dat systematisch en grondig. –  

De Tijd 12.05.15 



Rood v Rood… 
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Als je een landgoed in 

Toscane hebt, kun je 

daar wellicht veel 

vluchtelingen opvangen'  

òDe Wever vertelt racistische praat ' 



28 

Herman Van de Velde 

geeft aan dat een 

aantal kenmerken 

belangrijk zijn: het zich 

kunnen inleven in het 

familiebedrijf, het 

aanvaarden dat men 

een familie naast zich 

heeft en het vertrouwen 

van die familie winnen, 

en een zekere 

bescheidenheid 



DT, 19/09/2015 
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Examples  

Team wheels  
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DISC 

Team Wielen 
“een KMO ergens uit (Oost-)Vlaanderen 
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Betekenis van de grafieken 
Grafiek 2: Basis Gedrag 

ÅNatuurlijk gedrag 

ÅStabiel 

ÅJezelf zijn 

ÅStress – Jezelf goed voelen 



Betekenis van de grafieken 
Grafiek 2: Aangepast Gedrag 
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ÅGemaskeerd 

ÅVeranderend 

ÅFocus-op-werk-vereisten-grafiek 

ÅBewust 



Betekenis van de grafieken 
Wijziging Basisgedrag – Aangepast gedrag - Intensiteit 
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Voorbeeld Bedrijf 



Voorbeeld Bedrijf 



Voorbeeld Bedrijf 



Team foto “dienstenbedrijf” 
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P 

 

 

TEAM 1 

BASIS -> 

RESPONSESTIJL 



SP TEAM 2 

BASIS -> 

RESPONSESTIJL 
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DISC Wiel GVL 



Interesse? 

ÅGRATIS 

òGedragsassessmentó ð 

laat 

ògedragsvoorkeurenó 

zien 

Ådirk@improve-ment.be 
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DISC Wiel Basisstijl 
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DISC Wiel Responsstijl 
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DISC Wiel Basis en Responsstijl 
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DISC Wiel GVL 
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DISC Wiel GVL 
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DISC Wiel BVL 
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DISC Wiel BVL 
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DISC Wiel BVL 



Basisgedrag 
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12 

13 



Responsegedrag 
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12 
13 
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