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THERE IS A WAY OF BEHAVING WHICH YOU FEEL IS RIGHT,
GOOD, AND NORMAL. THIS REPRESENTS YOUR
" TEMPERAMENT COMFORT ZONE."
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7 - As an author, trainer and keynote speaker, Dr. Cocoris has a unique ability
M for clear, informative communication. Since the mid-1970's, he has devel-

oped the temperament model of behavior for use in business and counsel-

Profile Dynamics
ing. He has worked with a variety of companies giving seminars for training

Profile Dynamics was founded managers and sales people. He has been on the radio and has been
in 1984 by John T. Cocoris t0 | featured numerous times on COPE, a national cable television talk show.
research, develop and promote
the Temperament Model of

. Dr. Cocoris developed the DISC Il Temperament Assessment, which is now
Behavior.

being used by major corporations through IHD Corporation for the hiring and

el development of new employees.

Temperament is the inborn trait
that causes you, in part, to do what
you do.

Because a person's temperament
represents such dominant needs no
one can hide or deny their tempera-
ment for very long.

A person's behavior will usually rep-
resent their primary temperament
70% of the time.
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Thetemperamentblend youwere born
with remains throughoutyour life-span.

Each person will naturally excel at
certain tasks while being natur
deficient in performing other t¢  s.

History has recorded many attempts to expls why =ople are different.
One of the first systems developed was As’ .ogy, .chlo :d outside of
man. Hippocrates (470-360 B.C.), howeve. Insidr . man to explain
the differences in people. He believed that beha determined by the
presence of an excessive amount of one of four fluids or humors: yellow
bile (Chlor), red bile (Sangis), w ile (Phlegr and black bile (Melan).
The insightful observations ~f Hip, ~c ad the foundation for the

temperament model of be’ ...

Since Hippocrates ider. ' four temperaments, numerous men have
refined, added to 7 “rance ~oncept that people are born with natural
tendencies. One tn, rioneers, William M. Marston, scientifically

identified th. same 1. qrou, of tendencies in 1928 and coined the terms
Dominar ... rady and Compliant. Marston’s terms and
descriptions 'ate to w1e original four humors identified by Hippocrates.
The DISC Il Temp.  «ent Assessment is based on Marston’s work as well
e ., ce from years of research, thousands of interviews and
tes sir . 1974,

Tempe.  2ntis a cluster of inborn traits that causes you, in part, to do
Ju do and has nothing to do with your character or level of maturity—

itic noyou are, naturally.

In-any rorm
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No one is totally deficient in any one
of the temperaments. We all have
some traits of each of the four. This
enables everyone to function to
some degree in a particular tem-
perament when the need arises.

A pattern represents a particular way the  Jar temperaments are arranged
on the graphs in the DISC Il Temperar tAsc .sment. The description of
the Executive pattern represents y has” ind o0 all daily approach to
people, events, etc. Although many this end, every person is a
unique expression of the tendencies repre ad, and not everyone will

express them to the same ‘'egree.

Your temperament p7 AUSe .n behavior that may be described
as aforcereprese .igvs Jstendencies that produce an urge and drive

within. Eachter ~me’ Jattern has specific needs that are different from

the other te mperc vatterns. These various “needs” will endure
throughov . ~slite un. Your temperament blend will never change,
althoughitc Me. ‘lled and modified.
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Because a person's temperament
represents such dominant needs,
no one can hide or deny his tem-
perament for very long.

Noas~wNE

/
P —
Everyone has traits of all four temper- ents
Each temperament has natural stre’ nsa weak’ sses.
Everyone has a primary and seco’  “tf peramr .t
Strengths and weaknesses represe. temr aments.
Strengths and weaknesses vary in deg: . ¢ .ensity.

Strengths can be developed and weakness.

can be overcome.

Temperament is developed according to 7 ~erson’s response

to the variables in his en ment.

A. Early home enviro~—=nt. ~e  _onsistent love, discipline,
and praise. We eed compared, condemned, or
criticized, whi ofter is an adverse effect on the develop-
mentof ab  (thyse mage.

B. Peers.” "ase. *nciate with have strong influence upon
the dr ent . Yeliefs and value system.

C. Whereyv erc ad. The geographical location in the
" “Morfo. 1 country where we were reared has great

at we think is right, good and normal.

D. Wi ~ were reared. Each decade seems to have a unique

set of . es that exert strong influence upon individual develop-
“*~ese issues help form our beliefs and values.

E _-ducation. It is not just the amount of education we obtain,
but what schools we attend that is important. Educational
institutions differ widely in beliefs and values.

F. Groups. In general, beliefs and values are developed from
association with the family, schools, churches, clubs, etc.

G. Gender. Males and females are motivated, in part, by

different needs. These motivations cause us to respond
differently to our environment.

8. Temperament is an inner force that pushes and pulls an individual.

Temperament influences everything you do, including your will, purpose
and mode of achieving. Knowing about your temperament will raise
your awareness of what you are doing, the impact your behavior has on
others and how others perceive you. Once you understand these things,
you must decide to control your strengths and weakness or be
controlled by them.

@8, John T. Cocoris » Al rights reserved. No part of this material may be reproduced or transmitted in any form or by ;E@.
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There are many factors thatmake up
the total personality of a person.
Temperamentis only one of the many
parts.

Extroverts

Choleric (D) (Asks "what") Sanguine (I)  (Asks "who")
Result-Oriented People-O°  ted
Dominance A Inf" e
Driver g 3 F essive
1% (+) *10% +) .3
9 —t
ﬁ Phlegmatic (S)  (Asks "how") Melancholy (C) |
Service-Oriented Quality-C
\ ‘ Steadiness Comper.
Amiable @ Analytical
l () *25% %
Introverts "ateﬂn d populaion.
Dr crip’
Choleric (D) Sang' )| “matic (S) Melancholy (C)
Direct Impu. Patient Conscientious
Daring Influent. 3sive Cautious
Decisive 'mpressic R \redictable Competent
Demanding Possessive Compliant
Domineering “MOouw.. Procrastinates Critical
Determined tic Tolerant Systematic/accurate
Doer En. N Loyal Needs facts, logic
Confic = Optimiz Needs routine Needs time to think
Like 2 Dependent Needs plan/privacy
Wan  sults - rollow-through  Supportive Anticipates problems
Vision. Charming Deliberate Likes quality
Goal-on Needs to talk Harmonious Inquisitive
Casily bo. Likes to play Closed Indecisive
Easily annc Likes to win Team-player Perfectionist
T ‘on Sociable Accommodating Pessimistic
S5 sure Approachable Holds grudges Guilt feelings
Needs  nallenge Unorganized Quiet Diplomatic
Prob'  solver Generous Indecisive Restrained
aKer Poised Stable Analytical
ependent Persuasive Resists change Avoids conflict
Self-reliant Personable Agreeable Likes details
Energetic Trusting Complacent Evasive

oy any |
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The temperament model of
behavior suggests that people
perform best when the needs of
their natural tendencies are
consistently met.

People who have a predominant Choleric (° ¢ Me’ .choly (C) tempera-

ment are driven to get the task done. The 7 oleric J) war  (he task done

quickly, and the Melancholy (C) wants the .. ne cr  ctly.

People who have a predominant Sanguine (I) or "hlegmatic (S) tempera-

o

3

ment are driven toward people. , aguine (" ants to enjoy others, and
the Phlegmatic (S) wantsto* " ser. aers.
Extrovert
~ric T Sanguine (1)

Phlegmatic (S)

®

Introvert
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The way people communicate with
others is the way they want others
to communicate with them.

The Choleric (D) is an extroverted, hot-tempere” yuick-thinking, active,

practical, strong-willed and easi.. ~ved pers . They are self-confident,
self-sufficientand veryindeps- '~ntn. ' ° eyare decisive and opinion-
ated and find iteasytor .cau  ions fo. (hemselves as well as others.

They leave little room nego .ng. The Choleric (D) is a visionary and

seems to never run out . ,, plans and goals, which are all usually very
practical. They dr auire ‘ch sleep as the other temperaments, so
their activity seel.  ~n. Their activity almost always has a purpose

because th~ are by fure _zsult-oriented. They usually do not give in to
the pres’ 5 think unless they see that they cannot get the
desired resu. ~ay can be crusaders against social injustice. (They love
to finht for a ca. j. The Choleric (D) is both direct and firm when
I VR 's. They are slow to build relationships because results
ter b .aore important than people. They do not easily empathize with
the 1gs of others or show compassion. They think big and seek

r~~itio.  Jf authority.
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There is a way of behaving which
you feel is right, good, and normal.
Thisrepresents your "temperament
comfort zone" of behavior.

The Executive tends to & v impatie and will often take a win/lose
approach to life. They ~ = nrac ~r use direct methods to get quick
results but still shor .1 estinp ople. They are goal and bottom-line

oriented and car :very .suasive in promoting their ideas. They want to

be in charge becc .onfidence in their ability to make decisions. They
have bounr nerg, ‘eed activity and results or they become bored.
Theyneed. ‘v ~qes and others willing to listen to them and carry out

their nlans. T.  versc e, eager, self-starter is very competitive. To be

hir 'y need freedom, the opportunity for advancement and
inforn.. that will help them get results. They like having power and
authority. 1.  c£xecutive fights for what he thinks is the right way to

- Je goal, but he can accept momentary defeat and tends not to
he cudge holder. They dislike weakness.
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"We all inherited a temperament
that produces our 'style." No one
style is better than another, but
each fits different kinds of work
better than others. Management
would be advised to spend more
time discovering an employee's
temperament so he can train him
for the work for which he is best
fitted."
Tim Lahaye

The Executive is a hard driving, think big,* e charge, get-the-job-done now
person. They are result-oriented. ~ 2y w' usually expect the same

approach from those with whom th  ~re 7 ociatr
The Executive will usually try to run ever, J. They like to get others
involved to do the actual wr "k. They may sf ct strong subordinates but not

allow them to function free

When in a positior . leac ;hip they will be confidentand may...

m ¢ nect. Jiate results
L . ~sut. . details
=L o ~struct

talk  “ not listen
AT aer than guide
- too brief
= be oo direct
oe domineering and

antagonize others




The Executive tends to not take the time - uild many relationships that are

DI SC strictly social, although they will have rew ~ se friends.
o | |-
R»\ . They tend to build only relationships ti. “hen’ . them professionally or
L \"\ personally. In relationships, they will be...
L e
The Graph isfrom the DISC I = Drief and direc. “what* ythink and feel

Temperament Assessment

= too brief - not .ricient information

= toobu ©bu personairelationships

. . = eas’ "nov with others
A person's style of relating to

others is a reflection by their basic " irtimioe > others
temperament blend. Just as in . . linge  ers
every other aspect of life, a person . s -t listeners

has both strengths and weaknesses
in this area too.

imp  nt and blunt

Because a person's temperament represents
such dominant needs, no one can hide or
deny his temperament for very long.
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Decide to use your
strengths and
overcome your
weaknesses.

The Primary Need is to Get Results

The Executive will shape hisen® .nme oy
overcoming opposition to accc ~ o sults.

The Secondary Need is to Be Accepted «  ally

The Executive will als. ~e his er’ onment by
bringing others into ~'lianc ~c plish results.

Either need  domi (e behavior depending

on the reqt” ~nts  the situation.
Descriptic
= drive ‘in, v < and control
*~ ¢  asocial involvement
me.., .lon
= ‘v annoyed but easily calmed down

= impe. at, likes quick results
aker, may change careers often

requires little sleep

4 egotistical

=  can be overbearing

s |ikes to influence others

= very energetic

= competitive

= forceful, domineering

= |ikes personal challenges

= dislikes details

Uniqueness
The Executive is more forceful and sociable than the other
Choleric (D) blends. They are very impatient and take a win/lose
approach to life.
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Decide to use your
strengths and
overcome your
weaknesses.

Strengths

These tendencies promote the F .cutiv . effe /eness
in relationships and productive .eer:

= directness

= self-motivation
= decisiveness

= confidence

= desire fr

= practic prob! | solving

= gsoc’  ills
Weakness

Theseter  1cie.  .en getin the way of the Executive's
~e« relationships and productive in his
ﬂr

=, atient
asily annoyed
= explosive
= desire to dominate others
= may be very abrupt and blunt
= may lack compassion
= may lack empathy

Fears

Fear tends to create anger. Fear is a primary emotion, and anger
is asecondary emotion. The Executive may respond with anger
if any of the following fears are realized:

m  others taking advantage of them
= |ack of results
= |oss of influence
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Decide to use your
strengths and
overcome your
weaknesses.

Responseto Pressure

When under pressure or stresst’  Exer e
will likely do one or more of thr W

= become abrasive and impatie.

= release frustration by a sudden
outburst of an ar activity

= be very abrupt b

= pbecome v~ “tato.

Traits Needed F  3alar

In order '~ be « balanced person, the Executive needs
to incc the 1. 1g into their behavior:

= a. mm. ng attitude = consistent effort
arg. ation = more detail planning
L I and compassion

Keys To n 1g to The Executive
meet the needs of your temperament,
it will increase the possibility of a favorable

response."

Executives will likely respond favorably to you
if you meet their temperament needs by...

= being brief, direct and to the point
asking "what" questions instead of "how"

= speeding up your responses

= being confident and practical

= being result-oriented

= helping them save time

= focusing on goals, objectives and ideas

= being prepared for aggressive responses,
even explosive behavior
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Decide to use your
strengths and
overcome your
weaknesses.

= being organized when preser .g a new idea:

giving alternatives, stating~ Jr pr- rence,
then asking for their opir 1
= discussing how to get « = .faste zsults

= tolerating their assertive na.
Key Words to Use
Il to the following words:

The Executive uses ~nd rc le

® savet @

= res’
= p-oduc
n
u VN
n QL
Dri. TV AL e Will
Executiv  nave a very strong determination to accomplish

8.
«cal Responses
he Executive will usually be...
= prief, direct and to the point
= socially active
®  arisk-taker in personal and business life
Emotions, such as love, fear, anger and sadness, etc., may cause

a temporary change in the normal way they respond to others and
events.
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Environment Needed

bl sc The Executive appreciates the or  rtuni’ o:

e | |
& have difficult assignme..

be challenged
have lots of activity
have freedom from meticulous ~eiails
set his own gr

\
»
e
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Influences Others Bv

The Executive  i1say itive impact upon others

) because he
Decide to use your
strengths and ] niratic = willing to take a risk
overcome your u ~tivale = practical problem solver
weaknesses. . C. decisive = competitive (high needto win)
= e ton. d = pace setter
cor,  nt
Sugy s Fu. sest Performance

People v. « well in an environment where their ability
erament match the task.

ne Executive works best with a direct, straight-forward
supervisor with whom he can talk openly and negotiate. They
like options from which to select, and they usually respond well
to a challenge.

They need:

® 3 task that is challenging and has
the possibility of getting quick results
diversification
a heavy work load
freedom and opportunity
to improve procedures
to negotiate
options
incentives and material rewards
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Decide to use your
strengths and
overcome your
weaknesses.

Concerns

Executives may be impatient an* ritab” when  ngs do not
happen fast enough or go thei. T .ytenr , have little time
for details, unless they believe it win “e' sccomplishresults
quicker. They may sulk and be trouble . .ers when not in

the limelight. They tenr' to overstep pre ~gatives.

They tend to suffer f=~m 1. _ m  _r early in their career
because they ar ‘ng fo,  .nething to keep them
challenged. T" ymay se interest in a project once the
challenge ir e 0 .eresults are not coming fast enough

and may
u LV ~oendent
= |a cens. toothers
San ot
oo ect authority
~ve sudden outburst of anger
=, nidate others

ct without explaining why
= operate on, "the end justifies the means”
= try to change everything
= be easily annoyed

Causes of Procrastination

Executives will likely procrastinate because they fail to see
how doing the activity will help them accomplish their goals or
get results. They also tend to promise too much and forget to
follow through.

To avoid procrastination, Executives needs to see how the
activity will enable them to accomplish their goals and get
better, faster results.
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"A man would do nothing, if he
waited until he could do it so well
that no one would find fault with
what he has done."
Cardinal Newman
1801-1890

When Confronted
When confronted, the Executive ayhs .asu’ :n
burst of anger. This will often © yan

usually not meant to be taken pers.

The Executive responc -~ best when ar -sonis firm, direct

and to the point. They *hers to  .nonstrate strength.
The Executive @ _ . nindv. s taking issue with their
work but will "y res ad aggressively if they are criticized
personally.

Theyr “well . ; are shown that different behavior
will get ‘e ~r results.

~t.  ~hould consider if the information given
2 Ol .onting can be used to improve something
inti, .




The _Execu_tive Pa
ric-Sanguine(D/

Circle the highest number that describes your tendency:
DI S C Primary Choleric (D)
Strengths
o~ I |- Like Me Not Like Me
R, - Action oriented 10987 547 .1
AN Direct 10987 ,524 21
\. Problem-solver 10 9 ¢ ° 5 321
| *’\” Independent 10 9 8 +32
T Confident 10987 ¢ R A
Decisive 10987 65 1
The Graph isfrom theDISC |1 Commanding 10987654 ._.21
Temperament Assessment Efficient 1098765 321
Disciplined 9876" 321
Weaknesses
Not Like Me
Do not focus on what others Secretive 0987654321
should do for you. Focus only on Insensitive 10987654321
Arrogant 10987654321
what you should do for others. Unfeeling 10987654321
Overbearing 10987654321
Angry 0987654321
Non-listeni 10987654321
Demanding 10987654321
Stubharn 10987654321
3econdary Sanguie (1)
Stre.
Like Me Not Like Me
Enthusiastic 10987654321
Con 10987654321
. 10987654321
Frie .y 10987654321
C g 10987654321
«culate 10987654321
arming 10987654321
ntaneous 10987654321
\ C timistic 10987654321
Weaknesses
‘ Like Me Not Like Me
Undependable 10987654321
Loud 10987654321
Irresponsible 10987654321
Impulsive 10987654321
Too sensitive 10987654321
Proud 10987654321
Dramatic 10987654321
Disorganized 10987654321
Undisciplined 10987654321
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nperaments.co

A temperament need represents
what is important and highly
desirable in the core of an indi-
vidual. A need is a drive that urges
one to behave in such a manner
untilitis fulfilled. Meeting tempera-
ment needs is critical to a person's
feeling of self-worth and sense of

value.

23.
24.
25.

6.

-

-9.
30.

32.
33.

COX®NoOUMWNE
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Your selections represent what you need from others.

| need...

1

g,

CHECK M ONLY 10
| need...
...direct communication 34.
...democratic relationships 35.
...to be led gently 36. O
...feedback 37. O
...brief answers
...freedom
...to know I'm appreciated 38. O
...freedom from details
...a challenge N
...to know the big picture 4c
...low—key correction 41. O
...to tell people what ~k 42. O
...time to think 43. O
...todothetask’ ‘"~arn
...visual aids 44. O
..to have freq.. e 45. O
..to be by mysei.  =n. ~d 46. O
...direct Answers 47. 0
...socie “~nyv. my friends
...cle “ue. 48. O
...personal . an 49. O
...to express fec
envad 50. O
AU e
okr  why 51. O
v show me first 52. O
« tell me how 53. O
to  free from boundaries 54. O
recdom to speak 55. O
0 ask questions
‘to be with people 56. O
...a stable environment 57. O
58. O
...you to not hang over
my shoulder 59. O
60. O

oo

Select 10 of the following statements.

...things done exactly right
...facts logically given

..ap’ onaler onment
tc . inforr
‘tle co untation
t .ne whatyou
thn. n't beat around
the hush)
..tc «about what's

.nering me
.me to adjust to change
..you to allow me
to make decisions
...help organizing
...to lead others
...to know the results expected

...precise communication
...to have no sudden changes
...to set goals
...to know exactly
what is expected
...freedom from guilt feelings

...to know that I'm doing
the job right

...to know that there will
be no surprises

...a flexible schedule

...information

...help handling rejection

...to know | belong

...help to say "no" to what
others want

...you to tell me only once

...help to do things right

...activity

...you to not push me
...you to help me get
results quickly

e A AT |
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The temperament model of
behavior is based on the concept
that people are born with natural
tendencies, possessing both
strengths and weaknesses. These
natural tendencies represent vari-
ous "needs" and willendure through-
outaperson'slife span. This model
suggest that people perform bes*
when the needs of their natura
tendencies are met.

Temperament knowledge i
a machine—it maker

Never use thisinformation to excuse

your natural tendencies so that you may .

o life what oil is to

.run  noother!

lavior .stead, use ittoidentify

.plan to use your natural

strengths and overcome your natural weaknesses. Decide now to build on

your strengths and overc:

‘our weakr

,SES.

Each person will naturally excel at certain tasks
while being naturally deficient in performing other tasks.
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John T. Cocoris
Profile Dynamics

7209 Verdi Way
McKinney, Texas 75070
Phone # 972-529-9150
Fax #972-529-9150

johncocoris@sbcglobal .net

www.fourtemperaments.com

Books:

= The Temperament Model of Behavior; Born With Natural Tendencies

= The Problem Person In Your Life; Understanding People of Extremes

Manuals:

= AGuide To Understanding The Temperament Model of Behavior

= ATherapist’s Guide To The Temperament Model of Behavior

= How To Supervise People Using The Temperament Model of Behavior

= Howto Sell Using The Temperament Model of Behavior

= DISCIlI Temperament Assessment

m  User Guide To The DISC Il Temperament Assessment

®m  User Guide To The Personal Profile System

=  Disc Il Library: 15 Pattern Series

Books to be released:

m 7 Steps To A Better You; How To Develop Your Natural Tendencies

m 4 Reasons People Go To Counseling; A Biblical Perspective




