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Paul Persuader

How Paul Persuader Tends to Manage

This section describes how Paul may tend to manage based on his natural behavioral tendencies.  Some of
these key management behaviors may have been modified due to life experience and Paul's values system
and, therefore, represent only potential behaviors.  Some of the behaviors may appear contradictory as
they represent the different behavioral tendencies that comprise Paul's style.  Review and discuss the list,
determining which behaviors are most effective in this management environment.

COMMUNICATING

! Likes to communicate frequently in person or on the phone in an informal, friendly manner, mixing personal talk
with business discussions

! Tends to be spontaneous and emotionally expressive
! May have difficulty in communicating negative information directly, leaving other people unclear or confused as

to the real issue or the seriousness of the problem
! May have many discussions with people but may fail to complete written documentation for follow-up
! Tends to be direct, factual, bottom-line oriented
! Tends to avoid wasting time on small talk or social amenities
! May be perceived as blunt, cold, or uncaring

DELEGATING

! Likes to delegate tasks requiring attention to detail and follow-through
! Tends to give general assignments which may lead to misunderstandings in terms of who is responsible for

what and when
! May fail to check back on progress of delegated work
! Tends to be optimistic in his expectations of others and may need to spend more time finding out about actual

skills
! Tends to delegate to others the responsibility for follow-through on details
! May be so non-specific and results-oriented in assigning tasks that others have difficulty finding out how to do it
! May have difficulty delegating authority to go with the responsibility because he wants to maintain control

DIRECTING PEOPLE

! Directs people through verbal inspiration, emphasizing the positive
! May tend to become friendly and involved with people
! May have difficulty being "tough" when situations require a direct, assertive approach
! May attempt to cajole or placate people who are resisting or arguing
! Tends to tell people what to do in a forceful, direct manner

D i S C
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Paul Persuader

How Paul Persuader Tends to Manage

--Continued--

How Paul Persuader Tends to Manage (Continued)

! ! ! ! Likes to control the results
! May be so direct and forceful that people have difficulty asking questions, clarifying understanding, and pointing

out potential problems

DEVELOPING PEOPLE

! Likes to present the "big picture" with enthusiasm and positive expectations
! May over-estimate someone's ability and fail to provide sufficient, specific direction
! Tends to offer lots of verbal encouragement
! Tends to put people to work right away believing that "hands-on" involvement on the job is the best way to learn
! Prefers self-initiating, self-directed learners and tends to be impatient with having to provide instruction
! Values practical experience highly

DECISION-MAKING

! Tends to use an emotional approach to decisions, basing them on a "gut-feeling"
! Tends to be optimistic in expectations of people and situations
! May avoid making decisions which involve interpersonal conflict, losing approval, or "looking bad"
! Tends to be quick, decisive, independent, and firm
! Tends to be bottom-line oriented, assessing the short-term impact
! May fail to consider long-term consequences and fail to include all factors in complex situations

MANAGING TIME

! Tends to prefer open-ended structures and flexible schedules
! May spend more time on people and process than on task
! May have difficulty limiting time spent with people and in meetings
! Others may need more structure and predictability to get tasks done
! Tends to operate with a sense of urgency, taking short-cuts wherever possible
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Paul Persuader

How Paul Persuader Tends to Manage

--Continued--

How Paul Persuader Tends to Manage (Continued)

! ! ! ! Tends to take pride in efficient solutions that allow him to pack a lot into a day
! May underestimate time involved in some activities, resulting in cutting things short, potentially missing

deadlines
! May be critical of others who do not share his sense of urgency or work at the same fast pace

PROBLEM-SOLVING

! Likes to involve others in the problem-solving process by "bouncing ideas" off them or "brainstorming"
! Tends to approach problem-solving from a subjective, emotional approach, and may become impatient with a

more methodical approach
! Tends to prefer simple, practical, easy-to-implement solutions
! May have difficulty involving others in the problem-solving process because of his impatience and desire for

immediate solutions

MOTIVATING OTHERS

! Tends to use positive, enthusiastic verbalization
! Provides public recognition praising the positive and down-playing the negative
! Tends to create competitive challenges
! Sets short-term goals and recognizes achievement of results
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Paul Persuader

Management Style Worksheet

After reviewing the section on How Paul Tends to Manage, evaluate the appropriateness and effectiveness of his
natural management style based on the needs of the current work environment.  Use your knowledge of the specific
needs of the work environment and your direct experience with Paul's management behaviors to develop strategies for
reinforcing those behaviors that are most effective and modifying those that are least effective.  It may be helpful to
use to use a simple formula of Start, Stop and Continue.  For each management category, what behaviors does Paul
need to START using more of, STOP using so much of, and CONTINUE using to be effective as a manager in this
work environment.

1. What would be the most effective behaviors for Paul to use in COMMUNICATING with others in this work
environment? (start, stop, continue)

2. What behaviors would be most effective for Paul when DELEGATING to others in this work environment?
(start, stop, continue)

3. What behaviors would be most effective for Paul to use when DIRECTING others in this environment?
(start, stop, continue)

4. What behaviors would be most effective for Paul to use for DEVELOPING people in this work environment?
(start, stop, continue)
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Paul Persuader

Management Style Worksheet

--Continued--

5. Given the specific nature of this work environment, what DECISION-MAKING behaviors would be most
effective for Paul to use? (start, stop, continue)

6. What TIME MANAGEMENT behaviors would be most effective for Paul to use in this work environment?
(start, stop, continue)

7. What PROBLEM-SOLVING behaviors would be most effective for Paul to use in this work environment?
(start, stop, continue)

8. What strategies for MOTIVATING OTHERS would be most effective for Paul to use in this environment?
(start, stop, continue)
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LIMITED WARRANTY and DISCLAIMER

The PROGRAM and the accompanying written materials are provided "as is"  without
warranty of any kind.  The entire risk as to the content, results,  and performance of the
PROGRAM and printed output is assumed by  you.  Inscape Publishing, Inc.  and The Gary
Little Company, Inc. specifically  disclaim all other warranties, expressed or implied,
including but not  limited to, implied merchantability and fitness for a particular  purpose with
respect to the PROGRAM, disk(s), and written or printed  materials.

In no event shall Inscape Publishing, Inc. or The Gary Little Company, Inc.  be liable for any
loss of profit or any other commercial damage,  including but not limited to special,
incidental, consequential,  or other damages arising from the use or inability to use the
disk(s),  written or printed materials of this product even if Inscape Publishing, Inc. or The
Gary Little Company, Inc. has been advised of the possibility  of such damages.

©1998 by Inscape Publishing, Inc. All rights reserved. Original version ©1994 by Inscape
Publishing, Inc.

©1998 by The Gary Little Company, Inc.  All rights reserved. Original version ©1994 by The
Gary Little Company, Inc.

Copyright secured in U.S. and foreign  countries.  Printed in the United States of America. 

This Publication may not be reproduced or used in any forms or by  any means, electronic
or mechanical, including photocopying,  recording, or by any other information storage
retrieval system, or by  any other means, without permission in writing from the publisher: 
Inscape Publishing, Inc., P.O. Box 26428, Minneapolis, MN  55426-9946.

"Personal Profile System" and "DiSC" are registered trademarks of Inscape Publishing, Inc. 
Other  product names mentioned herein may be trademarks and/or registered trademarks
of their respective companies.
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