
Understanding Your Audience
Discuss different personality types while gaining tips to communicate 

effectively and help improve teamwork and productivity in the workspace.



Introductions
Name: Dan Oberg (Moderator)
- Director of Business Services, Community High School 
District 94

Name: Lindsey Helton (Speaker)
- Business Development Manager, Midwest Mechanical 
Group, INC.

Name: Joe Jensen (Speaker)
- Business Development Manager, Skyward

Name: Cassidy Tarpey (Speaker)
- National Business Development Representative, F.H. 
Paschen



Understanding Your Audience
Agenda
• Take the DiSC Personality Test
• What do these results mean?
• How can you better 

communicate with others 
based on results?



Taking the DISC Test
• Free DISC Personality Test / DISC Assessment 

(crystalknows.com)
• Take the next 10 minutes to take the 

personality test to determine what your 
personality type is.

https://www.crystalknows.com/disc-personality-test


• Cassidy: IS – The Harmonizer
• Lindsey: ID – The Influencer
• Joe: DI – The Initiator 
• Dan: S – The Supporter

What did you get? What does this mean?

Results



Types of Behavior That Impact Communication
• D: Dominance
• I: Influence
• S: Steadiness
• C: Conscientiousness



Characteristics of the High D 
(Dominance) Profile

• Results-oriented
• Direct-quick to the point
• Risk taker
• Takes charge – a natural leader
• Comfortable making many quick decisions
• Does not follow the rules – but makes them
• Not analytical
• Has poor listening skills



If you’re a D Personality, you might be 
like…



• Strengths
• Direct communicators
• Results-oriented
• Motivates others with competition
• Operates with sense of urgency

• Blind Spots
• Doesn’t always involve others
• Omits details for sake of brevity
• Having urge to criticize others who do not 

have same sense of urgency / can cause 
others stress  



Characteristics of the High I 
(Influencer) Profile

• Relationship/team-oriented
• Great small talker
• Meets people well – outgoing
• Makes favorable impressions
• Quick on their feet
• Smiles a lot
• Knows everyone
• Not attention to detail
• Does not follow traditional process



If you’re an I Personality, you might be 
like..



• Strengths
• Prioritizes relationships
• Facilitates group brainstorming to find 

solutions
• Understanding how to motivate others
• Brings energy and sense of fun

• Blind Spots
• Overly optimistic
• Spends more time interacting with others 

than completing tasks
• Distracted by new ideas
• Avoiding decisions that involve losing 

approval



Characteristics of the High S 
(Steady) Profile

• Traditional / Systematic
• Supportive of others thoughts & feelings
• Conservative – risk averse
• Comfortable with routines and standard 

procedure
• Great team player
• Cool and reserved
• Listens extremely well
• Follows directions
• Resists change



If you’re an S Personality, you might 
be like..



• Strengths
• Following up, being available to help
• Responds with patience and 

understanding
• Attentive to needs of others

• Blind Spots
• Not direct when communicating negative 

information
• Too passive when assertiveness is needed
• Avoids confrontation and not giving 

feedback when necessary



Characteristics of the High C 
(Conscientious) Profile

• Detail-oriented
• High attention to quality correctness
• Likes controlled atmosphere
• Critical
• Dislikes sudden change
• Constantly asks why
• Conservative – risk averse
• Has reasons for everything
• Analyzes everything
• Slow to change



If you’re an C Personality, you might 
be like..



• Strengths
• Takes time to think things through
• Provides clear defined procedures
• Comfortable analyzing large amounts of 

information
• Blind Spots

• Seeking a perfect solution instead of 
workable solution

• Analysis paralysis
• Criticize people who don’t meet their 

standards for quality / accuracy



Character Trait Clues to Profiles





Behavioral Drivers



Tips for Working With a High D
• Give them choices
• Plan a short, brisk meeting
• Give brief answers
• Stay on track – get the point
• Outline results expected
• Stick to the facts



Tips for Working With a High I
• Appeal to social needs, be personable
• Allow plenty of time (small talk)
• Expect delays
• Avoid overuse of details
• I’s like public recognition
• Show personal approval
• Be optimistic and inclusive 



Tips for Working With a High S
• Have a reference
• Stress consistency
• Do not describe features and 

benefit as new
• Stay on subject
• Have them make periodic decisions
• Do not be aggressive
• Provide plenty of reassurance 
• Ask questions to find out where 

clarification is needed



Tips for Working With a High C
• Prepare detailed & technical materials
• Provide written info for documentation
• Ignore critical comments
• Assure them of quality & service
• Address their questions, even if they 

seem irrelevant
• De-emphasize change











Questions and Answers
We thank you for your time!



Presenters:
MODERATOR INFO:

Dan Oberg, Director of Business Services 
Community High School District 94
(630) 876-6220; doberg@d94.org

PANELISTS INFO:
Lindsey Helton, Business Development Manager K12

Midwest Mechanical Group, LLC
(224) 297-5261; lindsey.helton@midwestmech.com

Joe Jensen, Business Development Manager
Skyward

(715) 972-4704; josephje@skyward.com

Cassidy Tarpey, National Business Development Rep
F.H. Paschen

(847) 323-2785; ctarpey@fhpaschen.com
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