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 Personal Style Intent

Each of us carry our style with us where ever we go.  Do we intentionally impose our style on others? Yes, we do.  So what is the impact?  In this exercise, discuss the natural intent each style has, along with the Unintended Consequences that can occur, and how we can achieve the Intended Consequences (style flexibility).

	
	Natural Intent
	Unintended Consequences
	How to get Intended Consequences
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Team Building Exercise

The following exercise provides several deliverables:

1. Where a team exists on the Team Building scale

2. In depth understanding of the DISC styles

3. How styles react differently to the various stages teams go through

4. The opportunity to provide team development through a plan of action
Instructions for the exercise
1. Provide copies of the following pages to all participants

a. Group Stage Challenges

b. Team Development Stage Descriptions

c. DISC Styles in Team Stages

2. Discuss the four stages of team development

3. Ask the team which stage they feel they are in

4. Ask the team how they want to progress and what they need to do to get to what they feel is the next level (record their answers for an action plan)

5. Discuss the page, DISC Styles in Team Stages, and ask the group to fill in the blanks.  They will be trying to determine how each of the D,I,S, and C styles relates to each of the four stages of development; or what is the normal reaction of each style in each of the four stages of development.  A typical answer sheet (Exercise Results) from a group going through the exercise is also provided for the facilitator.  

6. Pass out the Exercise Results page after the group has their answers. Then have a discussion with the group on any differences.  There is no “one” answer.

7. Facilitate a discussion for the development of an action plan as a result of their discussion

Group Stage Challenges


Team Development Stage Descriptions

Stage One:  Forming 
Theme: Awareness

· Allow time for members to get acquainted

· Provide essential information about content and process

· Emphasize new skills required

· Identify and relate key team values to current task

· Share stories of past accomplishments and celebrations

· Create a team vision of outcome

· Set goals to achieve outcome

Stage Two:  Storming
Theme:  Conflict

· Act assertively and set parameters for the team

· Listen attentively to all viewpoints

· Use mediation, negotiation, and arbitration

· Consider new perspectives and alternatives

· Suggest and solicit optional ways to view the problem

Stage Three:  Norming
Theme:  Cooperation

· Provide opportunity for involvement by all

· Provide opportunity for members to learn from and assist one another

· Model and encourage supportive behavior

· Open communication lines

· Provide positive and corrective task-related feedback

· Add some humor and fun to the work setting

Stage Four:  Performing
Theme:  Productivity

· Reward and recognize performance outcomes and positive work relationships

· Involve the team in group problem solving and futuring

· Share decision-making opportunities

· Examine how implementation will affect the team and the rest of the organization

· Use delegation to foster professional development

DISC Styles In Team Stages

Exercise

What should the major role of team players be in each stage of team development?
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DISC Styles In Team Building Stages

Exercise Results  
Developed By A Group / 8-17-01

How do the different styles function in each of the four team building stages?

1) Forming

a) D / Give orders; take charge

b) I / Social, fun, everyone knows everyone; socialize

c) S / Quiet, reserved, questions format, purpose-anxious; supporting

d) C / Asking question, cautions, why are we here?; processing

2) Storming

a) D / Fix Problems

b) I / Seek harmony; show off; emotional; creative; pull all together

c) S / Try to calm team; mediate conflict; compliance check without making waves; start to speak up

d) C / Uncomfortable; data collecting; trying to understand; organizing “can get stuck”

3) Norming

a) D / Bored; efficient; compromise to get done

b) I / Include everyone; make everyone comfortable; pulling team together

c) S / Listening skills; create congruency; “Glue”; support, agree

d) C / Quality; defining; providing lots of detail; make it real

4) Performing

a) D / Others do their part; manage; criticize; delegate; “move to next task”

b) I / More visible; recognition of others and themselves; be cheerleaders; throw a party; promote it

c) S / Become foot soldiers; getting it done; follow thru; support…

d) C / Focus on the details

The Number Game

The Number Game is a very old exercise that was originally for individual use only, but has been adapted to a very good team exercise that provides numerous processing points.

The exercise takes approximately forty five minutes to one hour.

Pass out three sheets to each individual.

Give the following instructions.  “We are going to do an exercise that will challenge you to concentrate on productivity.  Place your pen or pencil on the number 1 and when I say GO, draw a line to 2, then to 3, and so on.  The objective is to get to 60 in one minute.  You will get three times to do this.”  Say GO and when 60 seconds has passed, STOP.  Ask how high they were able to get. They will generally get in the 20 to 30 area.  Do the exercise a total of three times individually.  They will then realize that they cannot get to 60 by themselves.  Then assign them to work in groups of five.  Tell them they now have to work as a team and only one person can draw, but they have to figure out how to use the talents and energy of each team member.  All must be involved. Ask them to practice Style Flexibility.  Give them a few minutes for planning and then give them a trial.  After four or five tries, one group will probably get to 60.  After the first team try, ask them to share with each other information they have found.  If one group gets through before others, ask them to continue to better their time as the other groups are attempting to get to 60.  The best record to date is less than 30, being held by International Paper Wood Product Division in Camden, Texas.

If a group just cannot get it, let the time go for an extra ten seconds or so, but do not let them know that.  You want all groups to have a WIN.
From a DISC standpoint, notice that when the groups are focusing on their work, their styles go away, allowing much more productivity, no conflict, team success, and numerous other positives.  Point this out to the group before they do their last trial so they can be aware of their style and “ultimate” style flexibility.  The last sheet is for the facilitator only to help in understanding what the groups will generally figure out during the solution of the problem.
After completion, there are several points that can be made, but ask for this information from the groups.  Typical answers are:

Teams can accomplish more than individuals.

We should use people in areas where their skill is best.

We have to learn to play different roles.

Planning and communication are very important

When we focus on our work, we forget our styles.

A clear goal helps the group.

Team goals come before individual goals.
When we learn our roles well, we can excel at work.
The Number Game


The Number Game
Approaches to Problem Solving Exercise

Brainstorm two positive and two negative characteristics of each style as they participate in a problem-solving meeting.

	Positive Characteristics

___________________________________

___________________________________

Negative Characteristics

___________________________________

___________________________________

                                                                              

                                             
	     Positive Characteristics

     _________________________________

     _________________________________

     Negative Characteristics

     _________________________________

     _________________________________


	Positive Characteristics

_____________________________
_____________________________

Negative Characteristics

_____________________________

_____________________________


	     Positive Characteristics

     __________________________________

     __________________________________

     Negative Characteristics

    __________________________________

     __________________________________




Team Meeting Exercise

Make name tents or head bands with a D, I, S, and C on them for each participant so the others will know what role that person is playing.

Provide the team a simple problem that would be typical of one they might have in their workplace. It could relate to the break area being messy, organizing a team party, etc.

Assign each person a D, I, S, or C role to play during the session.  Do not assign a role to a person that relates to their natural style. 
After a ten to fifteen minute period, stop the team and discuss the difficulty they had working through the problem.  Also discuss any difficulty individuals had in playing a role that was not their natural style.
Let the group come to additional conclusions on how they will conduct future problem solving meetings and how they will use their own style productively.
Brainstorming Exercise
Discuss how each of the different styles react to the brainstorming process?
The four rules of brainstorming are:
• Permit no criticism of any kind.

• Encourage the quantity of ideas.

• Think of the wildest ideas possible.

• Build on the ideas of others.
Case Study Objectives
 
Objective: To apply what you’ve learned about styles to hypothetical cases.
 

The following case studies describe four different situations.  In groups, first read the case studies and determine each person’s primary behavioral tendency, and if appropriate, secondary tendency.  Then discuss the questions that accompany the case studies, using the identified work tendencies as guidelines.  Select a person in your group to share your conclusions with the large group. 
Case Study A: Pat
Pat is the CEO of a family owned construction company. In recent years, the company has grown significantly resulting in increased revenue and increased problems with communication between the office staff and the field staff. Pat is considered a laid back manager who is patient and takes his time when making decisions. He praises good performance enthusiastically and encourages his employees to come to his office with suggestions and problems, as well as to share personal news. However, when conflict issues are raised among the employees, he prefers to hand these issues off to his Assistant Director since he avoids conflict whenever possible. 

 

Recently, Pat has been approached by another firm interested in buying out his company. Pat is nearing retirement age and is interested in their offer. However, he is not sure about the impact on his employees. His employees have become aware of the offer and want to know where things stand. Several employees have requested an all staff meeting to discuss the issue. Pat does not respond and is absent from the office more and more. 
1.   What is Pat’s primary style and what information did you use to determine it?

       ________________________________
2.    What is Pat’s secondary style and what information did you use to determine it?

       ________________________________
3.    How should we communicate with Pat?

       __________________________________________________________________
4.    What should we avoid doing?

       __________________________________________________________________

Case Study B: Sally
 
Sally is an office manager at a doctor’s office.  She is personally very serious, conscientious and to the point.  She requires her staff to keep precisely detailed, accurate and current patient charts.  Because of the large number of patients, frequent interruptions and emergencies, the reports are sometimes sloppy and incomplete.  Often they are not finished on time.

 

Sally is normally a pleasant, friendly and patient supervisor.  However, she has become openly and sharply critical of employees whose reports she considers to be beneath her expectations.
1.   What is Sally’s primary style and what information did you use to determine it?

       ________________________________
2.   What is Sally’s secondary style and what information did you use to determine it?

       ________________________________
3.   How should we communicate with Sally?

       __________________________________________________________________
4.    What should we avoid doing?

       __________________________________________________________________

Case Study C: Gene
Gene is often praised for his take charge attitude in the office. As the Director of Contract Negotiations for Minyan Mining Company, he is known as a hard-driving negotiator who can close a deal in record time. He loves a challenge and prefers to take on the more difficult assignments when possible. His greatest challenge to date is his interaction with the office staff. The company has many policies and procedures that Gene does not agree with. In fact, he often opts to go around these policies in order to close a deal quickly; sometime to the detriment of the company’s long term interests. 

 

Recently, Gene failed to turn in documentation for his trip to Mexico. When confronted about the paperwork, he claimed he was too busy making money for the company to deal with paperwork.
1. What is Gene’s primary style and what information did you use to determine it?

                  ________________________________
2. What is Gene’s secondary style and what information did you use to determine it?

                  ________________________________
3. How should we communicate with Gene?

                 __________________________________________________________________

4.  What should we avoid doing?

                 __________________________________________________________________

Case Study D: Jamie
Jamie is the sales manager for a computer company.  She’s charming, friendly, and is admired for always listening to other people’s ideas.   Her staff looks forward to brainstorming with her, developing innovative ways to approach prospects, and solving their marketing needs.  Sometimes, though, they find it difficult to follow through on the many promises that accompany each of Jamie’s sales, which she “hands over to them” as soon as they’re made.  Frequently they don’t get enough information to do a complete job, and the deadlines she promises are almost always unrealistic.  Occasionally they’ll find that Jamie has promised the client things that were not stated in the contract and she has forgotten to mention it to them.  Although everyone likes Jamie and enjoys working with her for a while, many people are leaving her department. 

1. What is Jamie’s primary style and what information did you use to determine it?      __________________________

2. What is Jamie’s secondary style and what information did you use to determine it? ________________________
3.  How should we communicate with Jamie? _______________________________________________________

4.  What should we avoid doing?       ______________________________________________________________ 

Case Study Answers

Case Study A: Pat

 
Primary “S” and secondary “I”  

 

Clues: “S”:  patient; takes time to listen; is extremely uncomfortable with interpersonal conflict; praises good performance, encourages employees to come to his office with suggestions.  “I” clues:  enthusiastic; encourages employees to come to his office with information. 

 

Personal actions could include:  being more up-front now, being supportive, not trying to avoid the situation, not allowing his own stress about the unknown and his loss of interpersonal warmth to cause him to withdraw from his people. 

 

Obviously every type would have some reaction.  Patterns with high “D’s” would be less affected by the unknown, but would not appreciate Pat’s lack of directness.   

Patterns with high “I’s” would not like the fact that Pat is not open and is avoiding them.  

Patterns with high “S’s” and “C’s” would be uncomfortable not knowing about the future and be uneasy about the changes.  

The high “S” would not like the instability as well as the lack of opportunity to interact with Pat and would feel his lack of support at this uneasy time.   

The high “C” would also feel the potential change, but would be more concerned about the outcomes and how well those had been thought out. 

 

From the above discussion, you know that both the high “D” and “I” primary pattern individuals would be less affected.  However, one must also look at the secondary highs in making this analysis.  

Case Study B:  Sally
 

Primary “C”; Secondary “S”

Clues:  “C”: very thorough; conscientious; orderly; precisely detailed, accurate, and current patient charts.  “S”:  Normally pleasant; friendly and patient.  “C”:  openly and sharply critical of reports below expectations. 

 

Each co-worker’s style would have some conflict.  Some more and some less.  

For the primary “D” pattern types the conflict would be less.  “D’s” generally are more able to deal with conflict.  

The primary “I” patterns would be more concerned with loss of Sally’s approval and would take her remarks personally.  The secondary styles affect how each individual would deal with her criticism.   

The primary “S” styles would have more difficulty with letting her down and would take her criticism to heart in an attempt to improve.  Again, the secondary tendencies would play an important part in the reaction.   

The primary “C” patterns would of course fear her reaction because of the criticism of their work effort.  Again, watch the secondary tendency influence.   

Sally’s personal actions could include: differentiating between reports that are really critical (it is possible that her own need for perfection is indiscriminately applied to all reports); she could also specify the key details which absolutely must be included and the key standards which must be complied with for her “D” employees.  For her “I” employees the above information might also be helpful.  However, she might also include some assistance in organization of the reports for these employees.  She also might indicate how much better all relationships would be if the reports were to be more accurate and timely.  For the “S” types she will need to say less.  However, she might investigate a system that would make the report completion easier.  She could also respond with praise and sincere appreciation to every effort her primary “S” employees make.  For the primary “C” types, she probably needs only to provide assurances that she is working to reduce the patient load.  The “C” types are more than likely as upset about the situation as Sally is. 

Case Study C:  Gene
 
Gene is a high “D”

Clues:  hard-driving; assertive; likes to be in charge.  Enjoys challenge; willing to risk; Gene tends to push.  The predominant work style of his staff is high “C”. 

 

Gene could discuss why he does not want to complete the paperwork; he could offer other alternatives if possible or flex his style to allow for more “C” behaviors. He could build trust between himself and his staff; he could let his staff see his past track-record, particularly if his record reveals his success in positive outcomes. 

 

Case Study D:  Jamie
 

Jamie is a high “I”

Clues:  outgoing; enthusiastic; responsive; staff enjoys brainstorming with her; difficult to follow-through on her many promises; promises are many times unrealistic; promised work not in contract and forgotten to mention. 

 

Possible actions to be more effective:  maintain positive relationships with her staff, but become more structured and organized; Jamie must become more aware of her verbal and impulsive promises; her actions must be more considerate of her co-workers; perhaps if she was more aware of the staff effort it takes to fulfill the contracts, she could structure promises better; she needs to become more realistic about time. 

 

Co-workers who would be likely to experience more conflict with Jamie are:  the patterns which have a primary “C” and those with a primary “S”.  All of these patterns have, to a more or less degree, depending upon their secondary tendency, a more orderly (C) or structured (S) work methodology.   

For the primary “C” pattern individuals, the lack of accuracy and precision, lack of following procedures of the contract, would be stressful.  

For the primary “S” pattern individuals, the lack of customer service (as promised) and follow-through would be stressful, as would the constant time-crunch that Jamie imposes.  Other primary “I” patterns would find Jamie’s actions less stressful as would patterns that have a primary “D”. 

 


DISC Car Part Exercise

1. Divide the class into D, I, S, and C groups.

2. Tell each group to think of a car. You can either describe one for them or let them be creative.  Ask each group to discuss different parts of the car.  Ex. steering wheel, brakes, seats, tires, radio, etc.
3. Have each group come to consensus on what part of the car best describes their behavioral style.  

4. Select a spokesperson and have that individual tell the class about their behavioral style and why they chose the particular part of the car they did.  Some examples: D – steering wheel or the accelerator because they want to be in control: I – vanity mirror, radio/CD player or car phone; S – brakes, mirrors, seatbelts; C – speedometer, etc.  

DISC Flag Exercise

1. Divide the class into D, I, S, and C groups.  

2. Give each group a large sheet of white paper and colored markers

3. Tell each group to draw a flag that best represents their behavioral style to others.  The flag should contain: a symbol or drawing; a motto; 3 words or phrases that best describe their style.
4. Have each group select a spokesperson.  Have that person describe the flag to the group. Also have each group explain how they like to communicate with others AND how they would like other people to communicate with them. 

 Biblical Characters 

& 

Representative DISC Patterns
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For more information contact:

Leadership Resources & Consulting

800-746-1656
www.disc-report.com
Biblical Characters &

Representative DISC Patterns
HIGH “D” 

Primary D
Solomon
Very independent in seeking solutions to problems;  Innovative problem solver; able to directly influence others’ actions; Fear of losing control; Blind Spot – not seeing the need to be accountable to others.

(Ecc. 2:1-11; 1 Kings 3:16-18; Joshua 2, 6;1 Kings 2: 13-25; I Kings 11:1-13)

D/I


Joshua


Strength of character; Takes personal charge; acts as catalyst to carry out difficult assignments; Fears slowness of accomplishing a task; Blind Spot – seeing where actions contribute to negative consequences

(Joshua 1: 1-18 & 24: 1-16, 31; Gen. 16:1-3) 

D equal I
Stephen


Strong drive to control environment by persuasion; gifted with verbal skills; can be intimidating; Fear of not having authority to control events; can misrepresent the facts; Blind Spot – understanding how aggressive style can cause others to resort to covert action. 
(Acts 6:8-14 &7:2-60 & 16:13-15 & 18:24-28)
D/C

Paul 


The front-runner in developing new concepts; The instrument in bringing about changes to make old systems better; Fear of others failing to measure up to standard; Blind Spot – understanding that grace is a critical factor in implementing standards and principles.
(Gal. 1:15-16; Gal. 2:1-6; Acts 15: 1-29 & 36-40)
HIGH “I”

Primary I
King Saul & Aaron


Creation of a favorable, friendly environment; quick of tongue, special ability to affirm and encourage others; Fear of facing social rejections; Blind Spot – connecting commitments to action when encountering social pressure.


(1 Sam. 15:1-27; Exodus 4:28-31 & 24, & 32:1-6)

I/D

Peter


Reaching out to strangers, sincere desire to help people; influencing others with verbal persuasion; poised speaker; Fear of being rejected by friends; Blind Spot – remembering past commitments in an unfavorable environment. 


(Acts 3:1-26; 4:7-12 & 4:12; Matthew 26:31-35; Galatians 2:11-12; Luke 22:54-62)

I/S

Barnabas & Abigail


Projecting encouragement; Maintaining peace and harmony; Sees the potential in people in spite of their flaws; Fears disappointing friends and disharmony; Blind Spot – knowing when an abusive situation is critical enough to confront. 
(Acts 4:36-37; 9:26-27; 15:36-39; Gal. 2:13; 1 Sam. 25:2-36)

I/C

David


Being innovative with flair; Working through people and having fun; Fear of coming under public criticism and made to look bad before peers; Blind Spot – being rational when under emotional pressure. 


(I Sam. 17:26-54; 18:20-30; II Sam. 11:1-27; I Kings 2:8-9; Psalm 32)
HIGH “S”

Primary S
Isaac 


Controlled, secure environment; honoring those in authority; maintaining traditions; Fear of being strong and confronting others; Blind Spot – being confident in knowing there is strength in character. 



(Genesis 22:1-9; 24:63-67; 26:7-33; 28: 1-5)

S/D

Nehemiah & Joseph


Diligence in taking ownership of task; follow-through in completing tasks and administrative duties; Fear of non- compliance to standards; Blind Spot – awareness that relationships are as important as completing tasks.  


(Nehemiah 2:5-10; 6:15; 13:10-25; Genesis 39:1-6)

S/I

Abraham


Security of family and maintaining peace and harmony; showing hospitality, being loyal to friends; Fear of dissension and conflict; Blind Spot – being able to free oneself of security blankets. 


(Genesis 13:7-9; 14; 18:1-8 & 22-33; Genesis 11:31; 12:1-5; I Sam. 1:17-38 & 2:11)

S/C/D

Jacob & James (Acts 15)


Determination and tenacity; steadily working through complex problems; Fear of having to publicly match wits with strong personalities in selling ideas; Blind Spot – being preoccupied with worry. 



(Gen. 30:25-43; 31:1-7 & 26-31; Gen. 32:24-30; 33:1-4)

HIGH C

Primary C
Luke


Being cautious, follows instructions; attention to details, validation, loyal, follows the rules, diplomatic; Fears the unknown or undefined; Blind Spot – being too cautious and concerned with details.



(Luke 1:1-4)

C/S/D

Moses 


Doing things right, being accurate; steadiness in completing the assigned task; Fear of criticism; Blind Spot – unrealistic expectations cause the decline in promising opportunities. 


(Exodus 24:1-18; Deut. 1:3; 4:1; 5:1; 6:1; 8:1; Numbers 11:10-15)

C/S/I

Elijah


Intense desire to maintain quality; conscientious in communicating quality standards; Fear of criticism of personal effort or work; Blind Spot – making logical thinking impossible. (I Kings 18:1-40; 19:1-14)
C/S

John


Compliant, cooperative; team player, good follow-through, dependable, and conscientious; Fears surprises and illogical thinking; Blind Spot – being preoccupies with having to resolve every experience logically. 


(Luke 1:26-56; John 19:26-27; Luke 2:7-19) 



Understanding High D Blended Patterns



	
	
	
	
	

	
	
	
	
	




	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	




Understanding High I Blended Patterns



	
	
	
	
	

	
	
	
	
	



	
	
	
	
	

	
	
	
	
	



	
	
	
	
	

	
	
	
	
	




	
	
	
	
	

	
	
	
	
	




*  Tendencies include a pattern, but not enough scriptural content to make a confident association.


Understanding High S Blended Patterns


	
	
	
	
	

	
	
	
	
	





	
	
	
	
	

	
	
	
	
	



	
	
	
	
	

	
	
	
	
	



	
	
	
	
	

	
	
	
	
	




* Tendencies include a pattern, but not enough scriptural content to make a confident association.


Understanding High C Blended Patterns



	
	
	
	
	

	
	
	
	
	



	
	
	
	
	

	
	
	
	
	



	
	
	
	
	

	
	
	
	
	



	
	
	
	
	

	
	
	
	
	


                    * Tendencies include a pattern, but not enough scriptural content to make a confident association

Guide to the Family Relationship Process
Although families are often referred to as single units, they are actually communities of individuals with common interests.  Family members draw support from each other to meet their needs for survival, safety, love and achievement.  The Family Relationships process is designed to help family members improve their ability to support each other in meeting their individual and collective needs. 

The Family Relationships Process does this by assisting families to improve their understanding, communication and relationships with each other.  Each individual in a family is unique.  A prerequisite for positive family relationships is respect for each other’s differences. 

The Family Relationships questionnaire generates a report on each individual’s behavior and communication style.  In order to gain the most benefit from the process, each family member must complete a Family Relationships questionnaire.  You can complete the Family Relationships questionnaire by clicking on the GET STARTED button.  After all family members have received their Family Relationships report, you are ready to 

begin the Family Relationships Debrieing Process.

There are 4 Easy Steps in the Family Relationships Process:

1.  Each family member reads their Family Relationships report

2.  Each family member completes the attached debrieﬁng guide as you read your Family Relationships report

3.  Hold family discussions on The Family Relationships reports

4.  Make commitments for improving the communication and relationships

Creating the Right Environment for Family Relationships

The family discussions about the report can be the catalyst for many positive changes within the dynamics of 

family relationships.  When family members begin to understand and respect the differences in each other’s 

unique behavior and communication styles, conflicts can be anticipated or avoided and relationships will improve. 

Family discussions, however, must be held in an appropriate environment in order to be meaningful.  The following suggestions will help to create the proper environment:

1.  All family members who have completed a Family Relationships report should commit to participate.  It is 

    recommended that family members negotiate when they will meet and how much time they will spend 

    during the Family Relationships meeting and then honor those agreements.  If the family has spent all the 

    time allotted, they can negotiate additional meetings.

2.  Remove or minimize all distractions.  Turn the television off.  Music can be either a positive or negative

    factor and should be played only if all family members agree on the selection.  Get agreement from family 

    members to ignore or turn off the telephone during Family Relationships.

3.  The purpose of Family Relationships should be clear to all family members: to improve understanding,

    communication and relationships.  The purpose of Family Relationships is not to resolve all family issues.

    The information in the Family Relationships reports will, however, be extremely valuable in helping family

    members to understand the source of some of their conflicts with each other. 

4.  It is recommended that Family Relationships take place around the dining room table, a coffee table or any 

    place that allows everyone to be together in one place and maintain eye contact with each other.  Family 

    members may wish to enjoy a favorite snack or beverage during Family Relationships, however, the focus of 

    the discussion should remain on what they are learning. 

5.  Family members may wish to establish ground rules for Family Relationships discussions.  For instance, family 

    members may want to establish a rule that only one person gets to talk at a time in order to give the

    person talking the respect they deserve.  Family members may wish to establish a method for keeping the lid 

    on discussions that turn into arguments.  When family members begin to engage in an argument, someone 

    can knock on a table to signal to the family that the discussion has reached a level where it is no

    longer productive. 

6.  It is recommended that family members agree to reinforce any positive changes that occur in their

    relationships.  Family members should make a concentrated effort to congratulate each other on any 

    improvements they notice in their understanding, communication and/or relationships with each other.

    Positive reinforcement is always encouraged.

Go to: www.ttifamilyfirst.com to download the entire guide and take the Family Relationship Report free.
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Ecc. 2:1-11


Ex. 4:25


1 Kings 3:16-28


Joshua 2, 6


1 Kings 2:13-25


1 Kings 11:1-13




















Joshua 24:1-16, 31


Joshua 1:1-18


Gen. 16:1-3





Gen. 16:1-3




















Acts 18:24-28


Acts 16:13-15,40


Acts 7:2-53


Acts 7:54-60


Gen. 29:15-25


Gen. 29:26-30


Gen. 31:26-31


Acts 6:8-14











Gal. 1:15-16


Gal. 2:1-10


Gal. 2:15-16


Acts 15:1-29





Gal. 2:11-14





Acts 15:36-40
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Solomon, Rahab*, Zipporah*





Very independent in seeking solutions to problems


Innovative problem solver; able to directly influence others’ actions


Loss of control


Seeking the need to be accountable to others








Joshua, Sarah*





Strength of character


Takes charge; acts as catalyst to carry out difficult assignments


Slowness, especially in seeking a task or goal accomplished 


Seeing where their actions contribute to negative consequences

















Strong drive to control their environment by persuasion


Gifted with verbal skills; can be intimidating


Not having authority to control events; can misrepresent the facts 


Understanding their aggressive style can cause others to resort to covert action





Paul, Rachel*, Michal*





Being the front-runner in developing new concepts


Being the instrument in bringing about change to make old systems better


Others failing to measure up to their standards


Understanding that grace is a critical factor in implementing standards and principles





Appolos, Stephen, Laban and Lydia*





* Tendencies include a pattern, but not enough scriptural content to make a confident association.
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Primary D





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:














D/I





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:

















D=I





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:














D/C





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:














1 Samuel 15:6-13





Exodus 4:28-31


1 Samuel 15:15


1 Samuel 15:19-27


1 Samuel 15:1-3


Exodus 24,32:1-6

















Genesis 24:54-58


Acts 3:1-6


Acts 3:12-26,4:4


Acts 4:7-12


Galatians 2:11-12


Matthew 26:31-35


Luke 22:54-62














Acts 4:36-37


1 Samuel 25:13-35


Acts 9:26-27


Acts 15:36-39


Galatians 2:13


Acts 15:38-39


1 Samuel 25:2-3,19,36














1 Samuel 17:26-54


1 Samuel 18:20-30





1 Kings 2:8-9





2 Samuel 11:1-27


Psalm 32














Primary I





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:

















I/D





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:














I/S





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:














I/C





1 – DRIVE:


2 – PERSONAL


GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:








King Saul, Aaron





Creation of a favorable, friendly environment


Quick of tongue; special ability to affirm and encourage others


Having to face social rejection


Connecting commitments to action when encountering social pressure











Peter, Rebekah*





Reaching out to strangers, sincere desire to help people


Influencing others with verbal persuasion, poised speaker


Being rejected by friends


Remembering past commitments in an unfavorable environment








Barnabas, Abigail





Projecting encouragement; maintaining peace and harmony


Sees the potential in people in spite of their flaws


Disappointing friends; having to continually experience disharmony


Knowing when an abusive situation is critical enough to confront.











Being innovative with flair


Working through people and having fun





Coming under public criticism; made to look bad before peers


Being rational when under emotional pressure
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David, Mary Magdalene*, Miriam*














Genesis 24:63-67


Genesis 22:1-9


Genesis 28:1-5


Genesis 26:7-23


Genesis 26:26-33























Nehemiah 2:5-10


Nehemiah 6:15


Genesis 39:1-6


Nehemiah 13:10-25


Luke 10:38-42


John 11:20-28

















Genesis 14


Genesis 18:22-33


Genesis 18:1-8


1 Samuel 1:17-38; 2:11


Genesis 13:7-9


Acts 7:2-3


Genesis 11:31;12:1-5














Genesis 32:24-30


Genesis 30:25-43





Genesis 31:1-7.26-31





Genesis 33:1-4
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Primary S





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:

















S/D





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:











S/I





1 – PRIMARY DRIVE:


2 – PERSONAL    GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:














S/C/D





1 – PRIMARY DRIVE:


2 – PERSONAL      GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:








Isaac, Dorcas*





Controlled, secure environment


Honoring those in authority; Maintaining traditions


Being strong; confronting others


Being confident in knowing their pattern has strengths














Nehemiah, Joseph, Martha*





Diligence in taking ownership of tasks; industrious


Follow-through in completing task, administrative duties


Non-compliance to standards


Awareness that relationships are as important as completing tasks








Abraham, Hannah*





Security of family, maintaining peace and harmony


Showing hospitality, being loyal to friends, expressing kindness


Dissension and conflict


Being able to free oneself of security blankets





Jacob, James (Acts 15), Anna*





Determination and tenacity


Steadily working through complex problems


Having to publicly match wits with strong personalities in selling ideas


Being preoccupied with worry
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Miscellaneous Exercises &


Applications
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Luke, Esther*





Being cautious, follows instructions


Attention to details, validation, loyal, follows the rules, diplomatic


The unknown or undefined


Being too cautious and concerned with details














Moses, Thomas*, Naomi*





Doing things right, being accurate 


Steadiness in completing the assigned task





Criticism directed toward them


Unrealistic expectations cause them to decline promising opportunities














Elijah, Deborah*, Ruth*





Intense desire to maintain quality 


Conscientious in communicating quality standards


Criticism of personal effort or work


Incongruence of feelings making logical thinking impossible











John, Mary*





Compliant, cooperative


Team player, good follow-through, dependable, and conscientious


Surprises and illogical thinking


Being preoccupied with having to resolve every experience logically
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Esther 2:15-22


Luke 1:1-4


Esther 4:15-16; 5:1-4


Esther 4:10-17


Esther 5:5-8


Esther 7:1-10




















Exodus 24:1-18


Deut. 1:3; 4:1


Deut. 5:1; 6:1, 8:1


Numbers 11:10-15


Exodus 3:7-22; 4:1-13


John 20:24-29




















1 Kings 18:1-19


1 Kings 18:21-40


Judges 4,5


1 Kings 19:2-4


1 Kings 19:9-14




















Luke 1:26-38


Luke 1:39-56


John 19:26-27


Luke 1:28-34


Luke 2:7-19














Primary C





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:

















C/S/D





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:

















C/S/I





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:














C=S





1 – PRIMARY DRIVE:


2 – PERSONAL     GIFTEDNESS:


3 – INSTINCTIVE FEARS:


4 – BLIND SPOT:
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