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DiSC®-Powered Selling

TJSC Smith Consulting
12345 Alphabet Way

Count, CH 98765
www.tjscsmith.com

612.6126.6126

http://www.tjscsmith.com/
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Welcome to 
DiSC®-Powered Selling
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Reduce miscommunication 
and lost sales

Develop positive relationships 
with all types of customers

Session Goal

Identify and adapt to the 
differences in customers

Adapt for better results



4

The Process

Discover the needs and preferences of 
customers with different styles

Explore what works and what doesn’t 
when communicating 

Practice adapting to all four customer 
styles

Recognize how much we need to 
adapt to a key customer
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Icebreaker: 
Identifying Your 

Selling Approach
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Telling in a strong, direct manner. 
Expecting the buyer to quickly decide
based upon key data and perceived 
benefits and results.

Asking in a calm, accepting manner. 
Expecting the buyer to progress 
steadily toward a decision as the 
relationship develops.

Asking in a controlled, logical manner. 
Expecting the buyer to decide after all 
the facts are available and results have 
been projected.

Supportive, 
Cooperative

Expressive, 
Relationship

Analytical, 
Deliberative

Direct, 
Results-oriented

Telling in an expressive, accepting 
manner. Expecting the buyer to be 
quickly influenced by the relationship.

Selling Approaches
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Getting Familiar with 
Your DiSC® Style 
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Your DiSC® Graph

Active & Questioning:
direct, competitive, and 
strong-willed 

D
Active & Accepting:
enthusiastic, sociable, 
and lively 

i
Thoughtful & Accepting:
accommodating, patient, 
and even-tempered 

S
Thoughtful & Questioning:
private, analytical, and 
task-oriented 

C
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Your Highest DiSC® Dimensions
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Introduction to Different 
Customer Needs
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