
D in disc – dominant people  I in disc- influence  

Forceful/direct/ no nonsense types 
  
They might be perceived as aggressive and 
blunt. Not personable. They tend to do better 
in the corporate ladder as they push out their 
ideas.  Like power and authority. Tend to get 
promoted.   
 

Cheerful and  friendly, energetic  and 
outgoing. They are people persons. Sales 
people. Club leaders. Connectors. 
 
They think out loud.  They want to see the 
facial expressions.  They hate their desks. 
 
Like to stroll round office and like informal 
chats.    
 
High I’s might be perceived as avoiding 
work.  They never seem to get into the big 
projects but seem to do well.  
 
They are connectors and sometimes do well 
as a result of the relationships and 
connections they make over time. 
 
They love your approval and will seek it.    
They want to be friends with people who 
they work with.  
 

Verbal clues Verbal clues 

When they ask questions. It usually starts 
with ‘What?’ – ‘What needs to be done?’  The 
D’s focus on the facts 
 
They tend to tell rather than ask- ‘Tell me 
where we are.’   
 
Make demands rather than asking questions  
 
They talk more than they listen.  Very 
focussed on the here and now.  
 
Not a fan of small talk 
 

They love to tell stories.   
Monday morning- ‘You won’t believe what 
happened this weekend.’  They talk so fast.    
 
Very comfortable sharing how they feel. 
They are ok with you disagreeing with them 
and very open.  
They see the world as people and the work 
is just attached to people.  Very people 
focussed. 
D’s and I’s are more outgoing and forceful 
than C’s and S’s (next blog).  
 
I’s tend to use lots of slang words ‘jeeez oh/ 
aw you’re kidding me’ when expressing 
thoughts. 
 
You see more D’s and I’s at the top as they 
are more forceful and don’t mind taking 
risks.  
When trying to tell you a story, they can go 
off on tangents and give you sideline 
stories.   
Time is a very loose concept for high I’s.    
 
They are very comfortable laughing.  
 



High I’s tend to interrupt people.  
 
They think there should be more humour in 
the workplace.  
 

Vocal 
-  

Vocal 

They use a lot of vocal variety and can be 
loud. Come across very authoritative.   Tend 
to speak very quickly.  
 

Vary pitch and pace. Talk louder and faster.  
Lots of exclamation points.  They are willing 
to interrupt people when they are talking.    
 
They don’t seem to take breaths when 
talking.  
 

Visual  Visual 

Firm and fast handshakes.   
 
Direct eye contact, lean back in chairs at 
meetings and spread up.  
 
Love to make big gestures.   
 
Roll their eyes when impatient and make it 
obvious.   
 
Will answer emails or being on the phone 
when you are talking to them.   
 
They are focussed on results.   
 

Firm handshake.   
 
Great eye contact.  
 
A lot of facial expressions.  Lot of smiling.  
 
Raise their eye brows.   
 
Love to dress modern, flashy, lot of colours. 
Comfortable wearing bright white in the 
winter. A lot of coordinated colours. Latest 
fashions. Like to be looked at.   
 
Love brainstorming sessions. Very 
spontaneous.  
 
Big gestures.  
 

How to interact with a D type How to interact with an I type 

Be brief.    
 
Specific.   
 
Don’t start with a generic opening-  ‘hey how 
are you? i’d like to chat about something if 
that’s ok’  D’s will be like- ABOUT WHAT?  
That will frustrate them. Get straight to it. 
Don’t expect chit chat. 
   
They don’t need a half hour briefing.   
 

Approach them informally.  ‘Hey i’d like to 
chat about an upcoming project’.  
 
High I’s love to be praised.  They love public 
recognition. Show you appreciate what they 
have done. If you do that to a high D- its not 
appropriate, they will think you are sucking 
up.   
 
Don’t be afraid to start talking about the 
weekend.   High I’s want to share and 
expect you to share as well.  Once you chat 
to them informally drop in the ‘Oh by the 
way- where are you on the project?’ 
 
Ask them how they feel.    
 



High I’s love enthusiasm. They will judge 
your focus based on your energy you bring 
to a project.   
  
Don’t give I’s the detail.  They tend to let 
deadlines slip. 
  
People focussed. Prioritisation is people- on 
the to do lists they will list ‘call the banker’ 
rather than the task focussed types, they 
would say ‘sort out finance’.   
 

Giving feedback to a D Giving feedback to an I  

Rarely do they want complemented, they 
want their ideas complemented. So feedback 
to their work rather than them personally. 
   
High d’s – Like to know their work drives the 
team forward/ helps us produce better 
results.  
 
More task focussed.  
 

Should be about their activities on how it 
affects their own popularity and prestige. 
 
Show them how others will view their work- 
what the organisation will think, what the 
team will think. 
 
 What matters is what changes their 
behaviour.  The organisation is an entity not 
a person.  Talk about how their work affects 
them rather than the results they aim to 
achieve.  
 
I’s need to be stroked- ‘I knew i could count 
on you’ – (D’s don’t need this). 
  
I’s won’t read through long lengthy emails.  
They don’t like detail.  They won’t read 
attachments.   
 
If you are emailing a high I, start with their 
name and end with your name.  High I’s 
tend to use smiley emoticons on their 
emails.   
 

 


