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Introduction

Introduction

Let me start with a confession: most sales manuals are trash. There, | said it. They're

the kind of documents you flip through once, nod politely in a training session, and then



use as a coffee coaster. Why? Because they’re written as if your client was a

spreadsheet and your job was to push buttons until “SALE” lights up on the screen.

But you and | know better. Sales isn’t about scripts or magic phrases. It's about people.
Messy, unpredictable, emotional people. And people, unlike spreadsheets, don’t behave

logically.

Think about your week:

On Monday you call a client who screams, “Cut to the chase, what's the ROI?”

before you even say hello.

On Tuesday you’re with one who spends 15 minutes telling you about their dog’s
birthday party.

On Wednesday someone won’t commit until they’ve seen a 40-slide deck with every

decimal point checked.

And by Thursday you meet the kind soul who nods at everything you say, but still

won’t make a decision without consulting their entire family tree.

Welcome to sales.

The problem is, most salespeople try to handle all these characters with the same
approach, their approach. Big mistake. You don’t get to sell your way. You get to sell

their way.

That’s where DISC comes in. Think of it as a cheat code for human behavior. It doesn’t
turn you into a psychologist. It doesn’t make your client a saint. But it gives you a
framework to figure out what drives them, what scares them, and how to talk to them so

they’ll actually listen.

Here’s how it works in plain English:



Some people are Dominant (Red). They want results now. They’ll bulldoze through

you if you let them.

Some are Influencers (Yellow). They want energy, recognition, connection. They’ll

happily chat your ear off and forget why you even met.

Others are Steady (Green). They want trust, safety, and zero surprises. Push them

too fast and you’ll lose them forever.

And then you’ve got the Conscientious (Blue). They want facts, data, precision. If

you don’t have your numbers straight, they’ll tear you apart with a polite smile.

Now here’s the fun part: once you start spotting these styles, you can’t unsee them. It’s
like getting x-ray glasses for human interaction. Suddenly, that rude client isn’t rude,
they’re just Red. That indecisive one isn’t weak, they’re Green. That nitpicky nightmare?

Pure Blue.

And because you’ve got the map, you stop fighting their behavior and start surfing it.
You adapt your pitch, your tone, your timing, and boom, things click. Deals move

forward. Meetings feel smoother. Clients trust you faster.

But wait, there’s more. DISC isn’t just for closing deals. It'll sneak into the rest of your
life. You'll start recognizing why your colleague always wants detailed reports (yep,
Blue). Why does your boss only care about big wins (hello, Red). Why your friend loves
telling long stories (Yellow, obviously). And maybe even why your partner rolls their eyes

when you rush decisions (probably Green).

That's why this manual isn’t just a guide to selling more. It's a survival manual for

dealing with humans, those unpredictable creatures we all have to face daily.

And if that’'s not enough, here’s the twist: we're also going beyond DISC. You won't just

learn to react to people’s styles. You'll learn to predict them. That’s right, by the time



you’re done here, you'll have the tools to anticipate what a client will say, want, or fear
before they open their mouth. It's like DISC with a crystal ball.

So, if you're tired of cookie-cutter advice, if you've had enough of “always be closing”
slogans that never work in the real world, if you want a framework that actually respects

the fact that your clients are human beings, then welcome.

Grab a pen, highlight the hell out of these pages, laugh at the examples, and most
importantly: try this stuff out. Because once you start selling in color, trust me, you'll

never go back to selling in black and white.



Before we start

1. Before we start

1.1. A short, curious story about how DISC began

Picture this: it's the 1920s, Harvard University. In a world full of men in stiff suits, one

psychologist, William Moulton Marston, is obsessed with a question:



Why do people blow up in anger while others stay calm? Why does one person rush to
act while another freezes? Why is one obsessed with people and another obsessed

with numbers?

He grabs a notebook and starts sketching. Faster vs. calmer. People vs. tasks. He
crosses the two axes and suddenly, there it is: four basic styles of behavior. The DNA

of how humans react.
That was the birth of DISC.

But here’s the kicker: Marston wasn’t just a nerdy academic. This was the guy who
invented the lie detector (yes, the polygraph) and, plot twist, he also created Wonder
Woman. A scientist who built both a superhero and a machine to reveal truth? That’s

the same mix you'll find in DISC: power + clarity.
It's not theory. It's a superpower, if you know how to use it.

1.2. Why this matters to you

Fast forward 100 years. You’re on a sales call.

Client #1 cuts you off after your second sentence:
“Get to the point. What's the ROI?”

Client #2 spends ten minutes telling you about their dog’s birthday party before even

mentioning business.
Client #3 asks you to send a spreadsheet so detailed it looks like NASA’s launch plan.
Client #4 smiles, nods politely, and says they’ll “get back to you”... forever.

Same you. Same product. Four wildly different reactions.



Why? Because each of those clients is speaking a different “behavioral language.” And

unless you adapt, you’'re doomed to sound foreign.

That’'s where DISC comes in. It's not magic. It's not psychology 101. It's a translation
device for human behavior. You stop pushing your own way of selling and start selling

their way.
1.3. What you’ll walk away with
Imagine walking into a meeting and, in less than five minutes, knowing:
Which client wants bullet points only, no fluff.
Which client needs you to smile, nod, and connect before they’ll even listen.
Which client will never sign without a clear process and documentation.
Which client you can push, and which one you absolutely can't.
This isn’t guesswork. It’s training your eyes and ears to see the colors of behavior.

Once you see them, you can’t unsee them. And once you act on them, sales becomes

less of a gamble and more of a game you know how to win.

1.4. The first impression

Let me give it to you straight: your product isn’t the first thing your client buys. You are.

If you walk in fast-talking and high-energy with a calm, cautious buyer, you've already

lost. If you arrive slow and careful with a hard-charging Dominant, you’re toast.

DISC is your insurance policy against blowing that first impression. It's the difference
between looking like ‘“finally, someone who gets me” or ‘ugh, just another pushy

salesperson.”



And in sales, as you already know, you never get a second chance at a first impression.



What DISC is and why it matters to you

2. What DISC is and why it matters to

you

2.1. The model in plain English

Forget psychology textbooks. DISC is basically a map of human behavior. It tells you how
people prefer to act, decide, and communicate. Instead of drowning in complexity, DISC boils it

down to four styles, each one tied to a color:

Dominant (Red — D): Fast, bold, decisive. Wants results, control, and speed. They thrive on

challenges, and they hate wasting time.



Influencer (Yellow - I): Energetic, talkative, social. Loves recognition, fun, and connection.

They thrive on attention, and they hate feeling ignored.

Steady (Green — S): Calm, patient, loyal. Values security, trust, and harmony. They thrive on

stability, and they hate sudden change or pressure.

Conscientious (Blue — C): Precise, logical, structured. Seeks data, accuracy, and high

standards. They thrive on rules and systems, and they hate sloppy work.

That'’s it. Four colors. Four “languages of behavior.” Everyone has a mix, but usually one or two
stand out like neon lights.

2.2. The two axes that make it all work

The beauty of DISC is how simple the engine is. Two axes, four quadrants:

Fast-paced vs. Calm-paced

Reds and Yellows: quick, energetic, impatient.

Greens and Blues: slower, reflective, thoughtful.

Task-focused vs. People-focused

Reds and Blues: care more about goals, rules, and results.

Yellows and Greens: care more about people, relationships, and feelings.

Put them together and you’ve got the full map. Think of it as a compass you can carry in every

meeting: one glance at someone’s behavior and you know which quadrant you're in.

Without it, you're blind. With it, you’re a GPS for human interaction.

2.3. Meet the four in real life

Let’s bring it to life.



The Red client: “I don’t care how it works, just tell me how it saves me money. And hurry.”

They interrupt, they push, they dominate the room. If you waffle, they eat you alive.

The Yellow client: “Oh my God, this reminds me of that time we...” and suddenly you’re in a
20-minute story about their holiday in Ibiza. They’re fun, warm, but if you get too serious

too fast, they zone out.

The Green client: They smile, they listen, they nod. You think you’ve nailed it... until weeks
later they’re still “thinking about it.” They hate being rushed and want reassurance at
every step.

The Blue client: “Can you show me the data behind that claim?” They want the Excel file,

the case study, the process. If you make one mistake, they’ll spot it instantly. They won't

buy unless every i’ is dotted and every ‘t’ crossed.

Sound familiar? You've already met them all. DISC just gives you the labels and the playbook.

2.4. Why most salespeople fail without DISC

Here’s the ugly truth: most salespeople fail not because their product sucks, but because their

communication mismatches the client’s style.

You talk too slow for a Red and they lose patience.
You bombard a Yellow with spreadsheets and they switch off.
You push a Green too hard and they vanish.

You give vague promises to a Blue and they stop trusting you.

It's not about being good at sales “in general.” It's about being good at switching gears

depending on who's in front of you. DISC gives you that gearbox.

2.5. Why this matters to you personally



Here’s the kicker: this isn’t just about selling more. DISC will sneak into every part of your life.

At work: You'll finally get why your boss only cares about results (Red), why your teammate

always asks for detailed instructions (Blue), and why another always plays peacemaker

in meetings (Green).

At home: You'll see why your partner gets frustrated when you rush decisions (Green) or

why your friend dominates the dinner table with stories (Yellow).

In yourself: You'll understand your own defaults, why you react the way you do under stress,

why some clients trigger you, and how to control that instead of letting it control you.

It's like switching on the lights in a dark room. Suddenly, you can see the furniture. You stop

bumping into things.

2.6. The big promise of DISC

By the time you master this, you'll:

Walk into a room and instantly know how to talk to who’s there.

Adapt your style without feeling fake.

Win clients faster because they feel you “get” them.

Handle objections before they even surface, because you already know what's coming.

Build stronger relationships everywhere, not just in sales.

DISC won’t make you a superhero. But it will give you the closest thing to a superpower in

sales: the ability to read people and make them feel understood.

And in a world where buyers are bombarded with pitches, the one who makes the client feel

understood always wins.



Know Yourself First



3. Know Yourself First

Before you become a pro at reading clients, let’s start with the most crucial person in any sales
interaction: you. You’ve got a default style—whether you know it or not—and it's working

beautifully with some clients and failing catastrophically with others. Let’s fix that.

3.1. Two-for-Two: Your Strengths and Blind Spots by Style

Here’s a quick visual cheat-sheet that shows where each DISC style shines—and where it can

trip you up during a sale:

Style Your Strengths Your Blind Spots (Watch Ot

Red (D) Decisive, assertive, goal-driver  Tendency to bulldoze, impatien

skipping listening

Yellow (1) Charismatic, engaging, energiz  Can ramble, lose focus, forget
close
Green (S) Calm, trustworthy, patient Hesitant under pressure,

avoidance of conflict

Blue (C) Precise, reliable, data-driven Overloads client with detail, car

come across as cold or slow

Use this as your self-mirror: know what you’re already good at, and prepare to soften the parts

that might push your client away.



3.2. Your Self-Assessment Options: Find Your Color

Want to know your DISC profile with a bit more rigor? Here are several tools—some free, some

premium—across reputable platforms:

Free or Freemium Options

DISC Personality Testing — A quick 12-question assessment that gives you an immediate

DISC color estimate. Very fast and zero cost. discpersonalitytesting.com

Professional Leadership Institute — A free 25-question adaptive assessment (10-15
minutes). Includes instant summary of strengths, challenges, and behavior tendencies.

Value-filled. Professional Leadership Institute

Truity DISC Test — Free basic report; more detailed results available for a small fee. Based

on solid psychometric design. Truity

Tony Robbins DISC Assessment — Free version that gives you a full profile instantly;

highly accessible. tonyrobbins.com

Premium, Validation-Focused Options

Everything DiSC® by Wiley — Industry-leading paid assessment with in-depth insights,

profiles for teams, sales, leadership, plus certifications. EverythingDisc

Extended DISC® — A robust, custom-tailored assessment suite used by global
organizations. Offers repeated reporting across contexts from one questionnaire.
Extended DISC

Taking any of these is better than guessing—especially when you start working your colors into

your pitch, your messaging, and your mindset.



3.3. Action Plan: What You Do Next

Step 1: Pick one of the free tools above and take the DISC assessment now. Be honest—your
results are your best friend.

Step 2: Refer back to the Two-for-Two table and reflect: When did your style help you win?
When did it cost you a deal?

Step 3: Book a mini coaching session with yourself—or better, a peer. Practice: “How do |

adapt when I'm selling to the opposite color of myself?”

You're about to level up your self-awareness—and that, my friend, is the most powerful step you

can take toward mastery in sales.



Learn to read your client in minutes



4. Learn to read your client in minutes

The real magic of DISC isn’t in knowing your own color. It's in spotting the client’s color, fast,

accurately, and with confidence, so you can adapt on the fly.

Here’s the truth: clients rarely tell you, “Hey, I'm a Dominant Red, please keep it short.” Instead,
they give you hints in their tone, words, body language, and even their emails. Your job is to

catch those signals before they even realize they're sending them.

If you master this, you’ll never again walk into a meeting blind. You’ll walk in with a map.

4.1. What to watch for in voice, words, and body language

Every color has signature tells. Think of yourself like Sherlock Holmes: your job is to notice the

obvious that everyone else ignores.

Red (Dominant)

Voice: firm, loud, direct.

Words: “results,” “fast,” “nhumbers,” “bottom line.”

Body language: sharp gestures, little patience, leans forward, often interrupts.
Yellow (Influencer)

Voice: animated, enthusiastic, rises and falls like a rollercoaster.
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Words: “fun,” “amazing,” “team,” “people.”

Body language: smiles, open gestures, expressive face, sometimes a bit scattered.

Green (Steady)

Voice: calm, steady, soft.

[T ”

Words: “trust,” “support,” “reliable,” “together.”

Body language: relaxed posture, nodding, makes eye contact but not aggressively.
Blue (Conscientious)

Voice: measured, precise, sometimes monotone.

Words: “data,” “accuracy,” “process,” “quality.”

Body language: reserved, takes notes, little expression, controlled movements.

Your antenna should be up from the first hello. People broadcast their style constantly, you just

need to tune in.

4.2. Tells in calls, meetings, and emails

Here’s your quick-scan matrix. Read across by situation (columns), down by DISC color (rows).

Color On Calls In Meetings In Emails



Red Impatient, cuts you off,
(D) “Get to the point.”

Yello
w (1)

Chatty, laughs, tells

stories, high energy.

Green Calm, steady tone, long
(S) pauses, few questions.
Blue Structured questions,

(C) precise language.

Takes control, dominates

agenda, interrupts.

Builds rapport, goes
off-topic, expressive

gestures.

Listens quietly, nods,

avoids conflict.

Asks for data, checks

details, takes notes.

Very short, blunt: “Send

proposal today.”

Warm, friendly, lots of

exclamation marks/emojis.

Polite, relational: “Hope

you're doing well...”

Long, detailed, bullet

points, attachments.

This table is your radar screen. Learn it, and you’ll be able to recognize styles in less than 60

seconds.

4.3. How to place your client in a color quickly

Here’s the two-question hack that professional DISC trainers use:

Is this person fast-paced or calm-paced?

Fast-paced = likely Red or Yellow.

Calm-paced = likely Green or Blue.

Is this person more task-focused or people-focused?

Task-focused = Red or Blue.

People-focused = Yellow or Green.



Cross the answers and you’ve got your quadrant. Simple, fast, powerful.

Example: Client is fast-paced + task-focused — Red.

Client is calm-paced + people-focused — Green.

Think of it as a compass in your pocket.

4.4. What to do when a client mixes styles

Real life isn’t always neat. Some clients blend styles. For example:

A Red/Blue mix: decisive but wants data. They want both speed and accuracy.

A Yellow/Green mix: friendly and loyal, but not quick to change. They want connection but

need time to trust.

Tip: go with the dominant color first, then feed the secondary one once trust is established.

4.5. Real-world scenarios

Let’s put this in action:

Scenario 1: The Red CEO
You've got 30 minutes on the calendar. She walks in late and says: “You've got 10
minutes. Convince me.”
What do you do? Skip the chit-chat, hit the business case, outline ROI. Leave the
details in a handout.

Scenario 2: The Yellow Marketing Director
He starts the meeting with: “Did you see the game last night?” Fifteen minutes later,
you're still talking sports.
What do you do? Enjoy the chat, then pivot: “You know, this reminds me, our solution

helps teams like yours...” Use stories and energy, not dry slides.



Scenario 3: The Green HR Manager
She nods, listens, asks about long-term support. She never interrupts.
What do you do? Slow down. Reassure her. Share testimonials. Map out

implementation step by step. Don’t pressure her for a quick decision.

Scenario 4: The Blue CFO
He asks: “Can you show me the last 12 months of comparative data?”
What do you do? Stay calm, deliver the numbers, show transparency. If you don’t know,

admit it and promise to send it later.

These scenarios aren’t theory. You’ve already seen them. Now you know how to handle them.

4.6. Advanced tips: reading groups

Sometimes you're not selling to one person, you're in a boardroom with five. Here’s how to
handle it:

Spot the dominant voice (often a Red).

Don’t ignore the quiet ones (often Greens or Blues). They might be the true decision

makers.

Balance your communication: open with high-level results (for Reds), sprinkle in energy (for

Yellows), show security (for Greens), and back it with data (for Blues).

If you master this, you’ll own the room.




4.7. Wrap-up of Chapter 4

Reading your client isn’t optional. It's survival. DISC gives you the lens, but your job is to use it

in real time.

Watch their words. Watch their pace. Watch their emails. Then place them on the DISC map

and adjust instantly.

Do this right and your clients will feel like you “get” them before you’ve even pitched. And when

people feel understood, they buy.

That’s the power of reading your client in minutes.

@ Quick Reference: Spotting DISC Styles in Minutes

Task-Foc

used

People-Fo

cused

Fast-Paced

Red (D) Voice: firm, loud, directe
Meetings: takes control, interruptse
Calls: impatient, “get to the point”

Emails: short, blunt, no fluff

Watch for: Impatience, power moves

Yellow (I) Voice: animated,
enthusiastice Meetings: rapport, goes
off-topice Calls: chatty, stories, laughse
Emails: friendly, exclamation marks,

emaojis

Watch for: Lack of focus, too much

small talk

Calm-Paced

Blue (C)- Voice: precise, measurede
Meetings: detailed, data-driven, takes
notese Calls: structured, specific
questionse Emails: long, bullet points,

attachments

Watch for: Perfectionism, skepticism

Green (S)- Voice: calm, steady, warms
Meetings: listens, nods, avoids conflicte
Calls: long pauses, thoughtfuls Emails:

polite, relational, “hope you’re well”

Watch for: Resistance to change,

indecision



The Dominant client (Red - D)

5. The Dominant Client (Red — D)



When you face a Red, you'll know. They come in hot, they take space, they want results, and
they don’t have time for your life story. If you don’t adapt, they’ll steamroll you. If you do adapt,
you can win their respect, and once you have it, they’ll stick with you as long as you keep
delivering.

5.1. How to recognize a Red

Fast-paced, high energy, always in a rush.

Direct, blunt, sometimes aggressive.

Strong handshake, firm tone of voice, piercing eye contact.
Loves control: they want to run the meeting.

Typical phrases: “Let’s cut to the chase,” “What’s the ROI?”, “Bottom line is...”

You won’t mistake them for anyone else. Reds make themselves impossible to ignore.

5.2. What a Red wants and what motivates them

Results: They live for outcomes, not processes.

Speed: They hate waiting and value efficiency.

Control: They want to feel in charge of the deal.

Challenge: They respect people who stand strong, not those who bend too easily.

<~ Translate this into sales: if you can show them quickly how your product saves money, saves

time, or gives them a competitive edge, you've got their attention.




5.3. What | never do with a Red

Never waste their time with small talk.

Never overload them with details at the start, they’ll tune out.

Never appear hesitant or weak.

Never take their bluntness personally, it's style, not hostility.

5.4. How | win a Red in prospecting, discovery, and closing

Prospecting: Be bold. Short subject lines, punchy messages. “Save 20% costs in 30 days”

will get a Red’s attention. “Hope you’re doing well” will not.

Discovery: Ask powerful, results-driven questions. “What’s your biggest obstacle to hitting

your targets this quarter?” Don’t beat around the bush.

Presentation: Start with the big picture. ROI, time saved, market advantage. Details can

come later if they ask.

Closing: Be confident. A Red respects strength. Say: “Based on what you’ve told me, the

logical next step is X. Let’s set a start date.”

5.5. Examples of tailored communication

Sample call opening:
“Hi Alex, | know your time is valuable, so I'll get straight to it. We help companies like

yours cut processing time by 30%. Does that sound relevant for you?”



Sample email subject line:

“Increase revenue by 15% in 90 days, let’s talk”
Sample meeting pitch:

“‘Here’s the ROI you get in 3 months. Here’s how you beat your competitors. Here’s

what it takes to start.”

< Notice: short, clear, powerful. No fluff.

5.6. Quick checklist for dealing with a Red

Do’s

(4 Be direct and confident.

74 Lead with results and outcomes.
{74 Match their pace (don’t drag).

("4 Give them options so they feel in control.

Don’ts

> Don’'t ramble or tell long stories.
> Don't bury them in details upfront.
> Don't appear weak or indecisive.

X Don't take their bluntness personally.

5.7. Predictive layer for Reds

Here’s what a Red is likely to do next, so you can be ready:

If they’re silent: they’re losing patience. Expect them to cut in.
If they ask: “What’s the bottom line?” — They’re about to decide.

If they lean forward or interrupt — They’re engaged (yes, really).



If they push back hard on price — They’re testing your confidence, not rejecting you.

<~ How | prepare in advance:

Have ROl numbers at my fingertips.

Be ready with a bold, confident recommendation.

Limit slides or handouts to 3—4 main points max.

Prepare a strong closing line: “Here’s what makes sense now...”

5.8. Real-life scenario

You walk into a Red CEOQ’s office. She checks her watch, says: “You've got ten minutes.

Convince me.”

If you start with a story about your company’s history, you’re dead.

If you dive straight into ROI, savings, and competitive advantage, you win her respect.

Later, she might say: “/ like it. Send me the contract.” Don’t overcomplicate. Don'’t try to soften it.

Just close.

5.9. Wrap-up of Chapter 5

Reds are tough, but they’re also predictable. They’re not here to chat. They’re here to win. If you

give them clarity, results, and confidence, they’ll respect you, and respect turns into deals.

Sell to a Red like this: fast, bold, outcome-driven.

Sell to them any other way, and you'’ll be out the door before you finish your second sentence.






The Influencer Client (Yellow - |)

6. The Influencer Client (Yellow —I)

If Reds are the bulldozers of the business world, Yellows are the sunshine. They’re fun, social,
full of energy, and sometimes, exhausting. They’'ll tell you about their weekend, their kids, their
hobbies, and maybe their neighbor’s dog before they get to business. But here’s the thing: if you

make them feel good, they’ll love you. And when they love you, they’ll buy from you.

6.1. How to recognize a Yellow



Fast-paced, animated, talkative.

Big smiles, open gestures, lots of eye contact.

Voice goes up and down like a rollercoaster.

Storytellers: everything comes with a story or anecdote.

Typical phrases: “This is exciting!”, “That sounds fun!”, “We’d love to try it.”

If the meeting feels like a party, congratulations, you've got a Yellow.

6.2. What a Yellow wants and what motivates them

Connection: They need to feel a personal bond with you.

Recognition: They want to be seen, valued, appreciated.

Excitement: They crave fun, new, and inspiring ideas.

Influence: They want to feel their voice matters.

<~ Translate this into sales: if you make them feel important, enthusiastic, and part of the story,

you’ve got them hooked.

6.3. What | never do with a Yellow

Never be boring.

Never shut down their energy or rush them.



Never drown them in spreadsheets.

Never ignore their need for recognition.

6.4. How | win a Yellow in prospecting, discovery, and closing

Prospecting: Use enthusiasm in your tone and words. Subject line: “I've got something

exciting for you”. Show energy.

Discovery: Let them talk. They'll tell you everything you need if you just listen. Use stories

and examples instead of dry facts.

Presentation: Make it engaging. Pictures, stories, analogies. Ask for their input: “How would

this work for your team?”

Closing: Frame the close as a fun opportunity. “/magine how your team will celebrate when

this is live.” Make it feel exciting, not transactional.

6.5. Examples of tailored communication

Sample call opening:
“Hi Maria, | just spoke to another company like yours and they’re thrilled with the results

we got them, | thought of you immediately. Can | share the story?”

Sample email subject line:

“Exciting idea for your team «””

Sample meeting pitch:
“Let me tell you what happened with a client just like you... their whole team was

buzzing after the launch.”



<~ With Yellows, facts tell, but stories sell.

6.6. Quick checklist for dealing with a Yellow

Do’s

{74 Be energetic and positive.

4 Use stories, metaphors, and humor.

"4 Recognize them personally (“That’s a great idea, | love it”).

"4 Keep it interactive.

Don’ts

> Don't overload with data.

>{ Don't be too serious.

>{ Don't ignore their need for attention.

¢ Don’t cut them off too quickly, you'll lose them.

6.7. Predictive layer for Yellows

Here’s what a Yellow is likely to do next:

If they’re excited — They'll say “yes” quickly, but may not follow through.

If they suddenly go quiet — They’re losing interest. Time to re-engage with energy.

If they’re talking non-stop — They’re comfortable. Use it to get personal insights.

If they promise everything — Expect delays, they’re enthusiastic, not always reliable.

<~ How | prepare in advance:

Collect success stories and anecdotes.

Use visuals and colorful slides.



Plan checkpoints after the meeting, Yellows say yes easily, but need reminders to act.

6.8. Real-life scenario

You're meeting a Yellow marketing director. Within five minutes, you’ve heard about their

vacation, their kids’ school play, and their new favorite restaurant.

What do you do? Smile, enjoy it, connect, but then pivot:
“That reminds me, a client of ours had a very similar experience when we launched this

solution...”

By tying their story into your pitch, you keep the energy while steering toward business.

6.9. Wrap-up of Chapter 6

Yellows are a joy, but they can also drain your time if you’re not disciplined. They'll buy because

they like you, because they feel inspired, because they feel connected.

So sell to them with energy, stories, and recognition. Make them the hero of the conversation.
Keep it light, keep it exciting, and they’ll reward you with their enthusiasm, and their signature

on the dotted line.
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7. The Steady Client (Green - S)

Greens are the quiet force in business. They won’t storm into a room like a Red or dazzle you
like a Yellow. They’re calm, loyal, and supportive, but also cautious and resistant to change. If
you pressure them, you’ll lose them. If you respect their pace, you'll gain one of the most faithful

clients you’ll ever have.

7.1. How to recognize a Green

Calm, soft tone of voice, often slower in pace.
Body language: relaxed, open but not showy, lots of nodding.

Polite and warm in communication, avoids conflict.



Prefers listening over speaking; they rarely interrupt.

Typical phrases: “We need to think about it,” “Let’s take our time,” “It's important the team

feels comfortable.”

If the client makes you feel at ease and not rushed, chances are you're with a Green.

7.2. What a Green wants and what motivates them

Security: They want stability and predictability.

Harmony: They value relationships, teamwork, and trust.

Consistency: They’re motivated by long-term reliability, not quick wins.

Support: They want to know you'll be there after the sale.

<~ Translate this into sales: a Green buys when they feel safe, supported, and confident that

nothing will “rock the boat.”

7.3. What | never do with a Green

Never pressure them for a quick decision.

Never create tension or conflict in the meeting.

Never change direction suddenly without explanation.

Never ignore their need for reassurance.




7.4. How | win a Green in prospecting, discovery, and closing

Prospecting: Be warm and respectful. Use relational messages: “I'd love to learn more

about your team’s challenges and how we might support you.”

Discovery: Ask questions that let them share their perspective. Show empathy: “How would

this affect your people?”

Presentation: Focus on how easy the transition will be. Share success stories of other

clients who felt secure making the change.

Closing: Don’t push. Use reassurance: “We’ll be with you step by step, and you’ll never feel

left alone.”

7.5. Examples of tailored communication

Sample call opening:
“Hi Ana, | understand how important it is for your team to feel supported. That’'s why |

wanted to share how we help companies make smooth, stress-free transitions.”

Sample email subject line:

“A safe and steady solution for your team”

Sample meeting pitch:
“‘Here’s how the process looks, step by step. Notice how each phase has built-in

support, so you’ll never feel rushed or unprepared.”

7.6. Quick checklist for dealing with a Green

Do’s
(74 Be patient and empathetic.

74 Show consistency and reliability.



{4 Share stories of successful, safe transitions.

[74 Involve their team and highlight harmony.

Don’ts

> Don't pressure for quick decisions.

> Don't create conflict or drama.

> Don't skip over the implementation details.

> Don't surprise them with last-minute changes.

7.7. Predictive layer for Greens

Here’s what a Green is likely to do next:

If they keep nodding and smiling — They’re comfortable, but not necessarily ready to buy.
If they delay — It's not rejection, it's their need for safety. Be patient.
If they ask about long-term support — They’re moving closer to “yes.”
If they ask for the team’s input — They’re serious, but won’'t move forward alone.
<~ How | prepare in advance:
Bring client testimonials that emphasize reliability.
Prepare a simple, step-by-step plan.
Think of objections in terms of security, not money.

Plan follow-ups: Greens need nurturing.

7.8. Real-life scenario



You're meeting a Green HR manager. She listens quietly, nods often, and says: “This looks

good, but I'll need to talk to the team before moving forward.”

What do you do? Reassure her:
“Absolutely, that makes sense. I'd be happy to join a session with your team to answer their

questions. Here’s a simple plan we can review together.”

If you respect her pace, she’ll trust you. If you push her, she’ll back away.

7.9. Wrap-up of Chapter 7

Greens are not flashy, but they’re gold for long-term business. They’ll reward your patience with
loyalty and steady growth. Treat them with respect, reassure them with safety, and you’ll have a

client who sticks with you for years.

Sell to a Green like this: calm, safe, supportive.

Sell to them any other way, and you'll trigger their worst fear: uncertainty.
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8. The Conscientious Client (Blue — C)

If Yellows are sunshine and Reds are fire, Blues are ice: calm, precise, and logical. They don’t
care about your stories or your energy, they care about facts. They want to know the numbers,

the process, the risks, and they won’t move until every box is ticked.

For many salespeople, Blues are frustrating. But if you learn how to work with them, you’ll
discover a client who values professionalism, accuracy, and reliability above all else. Win them

once, and they’ll rarely leave you.

8.1. How to recognize a Blue

Calm, measured, sometimes monotone voice.

Reserved body language, controlled movements.

Precise, logical questions, often detailed and technical.

Writes long, structured emails with bullet points and attachments.

Typical phrases: “What'’s the process?”, “Where’s the evidence?”, “Can you show me the

data?”



8.2. What a Blue wants and what motivates them

Accuracy: Facts, numbers, and proof.

Structure: Clear processes, step-by-step plans.

Quality: High standards, no shortcuts.

Transparency: Honesty, even if it means admitting a flaw.

<~ Translate this into sales: Blues buy when they’re convinced your solution is reliable,

precise, and trustworthy.

8.3. What | never do with a Blue

Never exaggerate, they'll catch it instantly.

Never give vague answers or “wing it.”

Never pressure them for a quick decision.

Never make promises you can’t back up with evidence.

8.4. How | win a Blue in prospecting, discovery, and closing

Prospecting: Be professional, structured, and clear. Subject line: “Case study: how X

company saved €200k in 6 months.”

Discovery: Ask precise, thoughtful questions. Don’t rush. Take notes to show discipline.



Presentation: Use data, case studies, graphs, and references. Provide supporting material

they can review later.

Closing: Offer guarantees, processes, and contracts with no grey areas. Say: “Here’s the

implementation timeline, here are the safeguards, here’s the support plan.”

8.5. Examples of tailored communication

Sample call opening:
“Hi Thomas, I'd like to share some data with you on how companies in your sector
reduced their costs by 12% using our platform. I'll keep this structured so you can see

the numbers clearly.”

Sample email subject line:

“Case study & data: measurable impact in 6 months”

Sample meeting pitch:
“Here’s the three-step process we use, the quality checks at each stage, and the ROI

proven by other clients in your industry.”

8.6. Quick checklist for dealing with a Blue

Do’s

"4 Be structured and precise.

4 Provide written material, not just talk.

"4 Admit when you don’t know and promise to follow up.

74 Show case studies and references.

Don’ts

>{ Don’t improvise or “wing it.”



X Don't try to charm them with stories.
> Don't pressure for speed.

> Don't gloss over details.

8.7. Predictive layer for Blues

Here’s what a Blue is likely to do next:

If they ask detailed questions — They’re interested, not blocking. They’re verifying.
If they say “I'll need to review this further” — Expect a long decision cycle. Plan for it.
If they point out small errors — Don’t get defensive. Correct them, thank them, and move on.
If they delay — It’'s not indecision, it's due diligence.
<~ How | prepare in advance:
Triple-check data and numbers.
Bring handouts, reports, and references.
Be ready to back every claim with evidence.

Plan for multiple follow-ups before closing.

8.8. Real-life scenario

You're in a meeting with a Blue CFO. He sits quietly while you present, then says: “Do you have

independent data to verify this claim?”

If you answer: “Trust me, it works,” you've lost.

If you say: “Yes, here’s a case study and the source of the data,” you’ve won his respect.



8.9. Wrap-up of Chapter 8

Blues are demanding, but fair. They don’t want hype, they want proof. If you give them

precision, data, and professionalism, they’ll see you as a trusted partner.

Sell to a Blue like this: calm, structured, detailed.

Sell to them any other way, and they’ll quietly close the door, forever.
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9. Practical DISC Tips for Your Everyday
Life

DISC isn'’t just for selling. Once you start seeing people in colors, you’ll notice it everywhere: in
your office, at the dinner table, even at the gym. And the more you use it outside sales, the more

natural it will become inside sales.

So here are practical tips, real, everyday hacks, for using DISC to make your life easier,

smoother, and more connected.

9.1. How DISC helps you relate better to colleagues

With a Red colleague: Be brief and clear. Don’t waste time, come with solutions. They'll

respect you if you stand your ground.

With a Yellow colleague: Take a minute to connect personally. Ask about their weekend.

They’ll work harder with you if they feel liked.

With a Green colleague: Be patient. Show appreciation. They're the glue of the team, and

they’ll support you if they trust you.

With a Blue colleague: Double-check your facts before presenting anything. Accuracy

earns their respect more than charm.

< Quick tip: When preparing for a meeting, ask yourself: “Who’s in the room and what colors

are they?” It will save you headaches.

9.2. Using DISC at home, family, and personal relationships



Partner is Red: They want quick decisions. Don’t drag out arguments, get to the point.

Partner is Yellow: They love attention and energy. Surprise them with fun ideas and

appreciation.

Partner is Green: They need reassurance. Say, “We’re in this together.” Routine and

stability make them feel loved.

Partner is Blue: They value plans and organization. Don’t spring last-minute changes, give

them structure.

<~ Imagine avoiding half your relationship fights just by realizing your partner isn’t “stubborn”,

they’re just a Blue who hates chaos.

9.3. Managing conflict with DISC in and outside work

With a Red: Stay calm and factual. Don’t challenge their authority unless you’re ready for a
fight.

With a Yellow: Remind them of the relationship. They’ll cool down if they feel valued.

With a Green: Avoid pressuring them. Give them time to process and reassure them you

want harmony.

With a Blue: Stick to facts. Admit mistakes if you made them, credibility matters most.

Conflict often comes from style clashes, not real problems. Spot the style, adapt your approach,

and half the conflict evaporates.

9.4. How to give and receive feedback depending on style



Red: Keep it direct. “Here’s what worked, here’s what didn’t. Next time, do X.” No

sugarcoating.

Yellow: Start with praise and recognition. Keep it positive, encouraging.

Green: Be gentle. Frame it as support: “I know you care about doing this well, here’s how

we can improve together.”

Blue: Use data. Be specific: “Last report had 3 errors; here’s how to fix them.”

<~ Feedback isn’t one-size-fits-all. Tailor it and people will actually listen.

9.5. Tips for working in teams with mixed profiles

Reds drive urgency.
Yellows bring energy.
Greens maintain stability.

Blues ensure quality.

A winning team needs all four. If a project feels unbalanced (too chaotic, too slow, too cold, too

fiery), check which color is missing from the process.

9.6. How to use DISC to understand yourself in daily stress situations

Stress brings out the extremes of your color:

Red: Becomes aggressive, pushy, intolerant.

Yellow: Becomes scattered, unreliable, careless.



Green: Becomes passive, indecisive, resistant.

Blue: Becomes nitpicky, critical, paralyzed by analysis.

Knowing this means you can catch yourself before your stress style hurts others, or a deal.

9.7. Bonus tips: networking, friendships, and social situations

At a networking event:

Spot the Red who wants quick wins.

Spot the Yellow holding court with stories.

Spot the Green listening more than talking.

Spot the Blue asking serious, technical questions.
At dinner with friends:

Reds choose the restaurant.

Yellows tell the stories.

Greens keep the peace.

Blues complain the bill isn’t split fairly.

9.8. Wrap-up of Chapter 9

DISC isn't just a sales model. It’s a life model. Use it with colleagues, friends, family, and

strangers. The more you practice in daily life, the more natural it will feel in your sales meetings.



When you start seeing the world in colors, you stop fighting differences, and start working with

them. And that, in the end, makes you not just a better seller, but a better human.
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Process

10. Use DISC Across Your Whole Sales

Process

DISC is not just about knowing people. It's about using that knowledge to sell smarter at every
stage of the process. From the first email to the final signature, adapting to your client’s color

multiplies your chances of success.



Let’s break it down stage by stage.

10.1. Prospecting — first touch that fits each style

Red: Be bold and to the point. Subject line: “Cut costs by 20% in 30 days.” Show results, not
fluff.

Yellow: Be energetic and personal. Subject line: “Exciting idea for your team %””. Mention

something social or creative.

Green: Be warm and reassuring. Subject line: “A safe, proven solution for your team.”

Stress stability.

Blue: Be professional and factual. Subject line: “Case study: how X company achieved
measurable ROI.” Data first.

<~ First impressions stick. If you get the color wrong, you may never even get the reply.

10.2. Discovery — questions that unlock each profile

Red: Ask big-picture, results-driven questions.

“What'’s your #1 priority this quarter?”

Yellow: Ask about their ideas and experiences.

“What would make this exciting for your team?”

Green: Ask about their people and their concerns.

“How would this change impact your team’s daily routine?”

Blue: Ask for their process and criteria.

“What specific data do you need to make this decision?”



<~ Adapt your listening style too. Reds want quick exchanges, Greens need patience, Blues

want precision, Yellows want enthusiasm.

10.3. Follow-up — cadence and tone that keep trust

Color Follow-up Style Best Timing Message Tone
Red Short updates, no fluff  Quick, don’t delay Confident: “As agreed, here’s the
next step.”
Yellow Keep it light and Frequent but brief Friendly: “Just wanted to share
engaging another cool success story...”
Green Gentle reminders, Allow space, don’t Supportive: “I'm here whenever
reassurance rush you're ready to move forward.”
Blue Detailed, structured After they've had time  Professional: “Here’s the data
recap to review summary with all references
attached.”

<~ Follow-up is where many deals die. Matching style keeps you alive in their mind.

10.4. Proposal — how | frame value for each color

Red: One-page executive summary. ROI, timeline, competitive edge. No fluff.

Yellow: Visually appealing, with highlights and stories. Emphasize excitement and

recognition.
Green: Step-by-step plan, showing stability and support. Highlight low risk.

Blue: Detailed document with annexes, case studies, clear methodology. Precision is key.




10.5. Closing — signals and moves that work by style

Red: Push confidently. “Based on what we’ve discussed, the smart move is to sign and start

next week.”

Yellow: Make it fun. “This will be a great win for you and your team, imagine the

celebration.”
Green: Reassure. “You won't be alone; we’ll be with you every step.”

Blue: Validate with evidence. “Here’s the final risk assessment and data, everything checks

”

out.

<~ Each color closes for a different reason:

Reds close on results.
Yellows close on excitement.
Greens close on safety.

Blues close on certainty.

10.6. Fast reference table — predictive triggers and best timing

Color Trigger to Close Best Timing Warning Sign
Red ROI or competitive As soon as they show If they go silent, you lost
advantage clearly proven interest their patience

Yellow They feel enthusiastic and Close while energy is If their energy drops,

recognized high they’re already moving on
Green They feel safe and After several If they feel rushed, they’ll
supported reassurances back out
Blue Every detail checked and Only after thorough If you're vague or sloppy,

verified review you lose them instantly



Wrap-up of Chapter 10

Selling without DISC is like fishing without bait. You might get lucky once in a while, but mostly
you’ll waste your time.

Using DISC across the sales process is about anticipating, adapting, and aligning at every
stage. From first touch to close, you’re not changing who you are, you're changing the way you
deliver your message so it lands.

Because in sales, the best pitch isn’t the one you love saying. It's the one your client loves
hearing.



What | never do with DISC

11. What | never do with DISC

This chapter is a guardrail. It's the difference between using DISC as a precision tool versus a

blunt weapon. If you truly master this section, you'll sell more and you’ll lead and collaborate

far better—without burning trust.

I'll speak in first person so it's memorable and non-negotiable: these are rules | never break.

11.1. | never put people in a box

Trap: “He’s Blue, so he’ll always need 20 slides.”

Reality: People are situational. Roles, stakes, mood, culture, and context shift behavior.



My move: | use DISC as a hypothesis, not a verdict. | validate quickly with questions and

adjust in real time.

Micro-script:

“Just so I'm aligned—would you prefer a quick exec summary first or a deeper dive

into the data?”

11.2. | never treat DISC as “the truth”—it’s a map

Trap: Acting like DISC predicts everything.
Reality: DISC explains communication preferences, not competence, values, or IQ.

My move: | keep reminding myself: map # territory. | still do discovery, | still qualify, | still test

for business fit.

11.3. | never skip discovery because “l already know

their color”

Trap: Speeding to pitch because you think you’ve “read” them.
Reality: Color helps me tune the how; discovery reveals the what and why.

My move: | run a color-adapted discovery (pace, tone, depth) without skipping the hard

questions.

Color-adapted examples of the same discovery question:

Red: “What’s the #1 result you want this quarter?”



Yellow: “What would make this exciting and visible for your team?”

Green: “How would this change impact your people day to day?”

Blue: “What specific criteria must be met to approve this?”

11.4. | never fake a personality

Trap: “Mirror them at all costs.”
Reality: Over-mirroring feels manipulative; people smell it.

My move: | keep my core and adjust surface levers—pace, structure, level of detail, and

order of information.

11.5. | never assume one interaction defines the style

Trap: Labeling someone after a single rushed call.
Reality: Stress, time pressure, or politics distort behavior.

My move: | sample behavior across calls, meetings, and emails before | lock in a working

hypothesis.

11.6. | never confuse style with intent or values

Trap: “She’s Red, so she’s rude.”



Reality: Reds are direct; Yellows are expressive; Greens are cautious; Blues are exacting.

None of those equal good/bad.

My move: | translate style into need (speed, connection, safety, certainty), not into moral

judgment.

11.7. | never weaponize DISC

Trap: Using DISC to push buttons or win zero-sum games.
Reality: Short-term wins, long-term mistrust.

My move: | hold an ethical line: adapt to make it easier for others to decide well—not to

corner them.

My ethical checklist:

Am | clarifying, not coercing?
Am | revealing information, not hiding it?

Would | be comfortable if my approach were recorded and shared?

11.8. | never ignore culture, role, and stakes

Trap: Treating a German CFO and a Brazilian CMO the same “because both are Blue.”

Reality: Culture, seniority, risk exposure, and function modulate style.



My move: | add context filters: industry norms, decision risk, local business etiquette.

11.9. I never use DISC as the sole basis for hiring,

promotion, or performance decisions

Trap: “We need Reds for sales; hire Reds.”
Reality: High-performing teams are mixed ecosystems; role fit # single color.

My move: | combine DISC with skills, experience, KPIs, references, simulations. DISC

informs how to coach, not whether to keep.

11.10. | never let biases hitch a ride on DISC

Common cognitive traps and my antidotes:

Confirmation bias: | actively ask for disconfirming evidence of my color guess.

",

Halo/Horns effects: | separate style from outcomes (“direct” # “competent”; “warm” #

“reliable”).

Fundamental attribution error: | consider situational pressures before attributing traits.

11.11. | never breach privacy or label clients to their

face



Trap: “You're such a Blue!” (said out loud).

Reality: Labels can feel reductive or disrespectful.

My move: | keep color internal to the team and write neutral CRM notes: “Prefers concise

exec summaries; wants data pack afterward.”

11.12. | never forget the lifecycle: pre-sale,

implementation, renewal

Trap: Adapting only during the pitch.

Reality: Color needs shift during onboarding and adoption.

My move:
Red: keep momentum post-signature (quick wins).
Yellow: maintain touchpoints and recognition.
Green: over-communicate support and stability.

Blue: track SLAs, evidence, and quality gates.

11.13. | never assume “my color is the best”

Trap: “I'm Red; that's why | win.”

Reality: Every color wins when aligned to context; every color loses when overused.



My move: | build a flex muscle—especially toward my opposite quadrant.

11.14. | never let DISC replace strategy, value, or

product fit

Trap: Perfect adaptation that sells the wrong solution.
Reality: Adaptation is a delivery amplifier, not a substitute for fit.

My move: | hold the line on qualification, value hypothesis, ROl logic, and next-step

clarity.

11.15. | never leave a misread un-repaired

Trap: Digging in after a bad guess.
Reality: Repairing builds trust.

My move (repair script):

‘I may have rushed into detail. Would it be more helpful to start with a one-minute

overview and then choose where to dive deeper?”

11.16. Two-by-Two guardrail matrix (pace x focus)

Use this when you feel yourself drifting into bad habits. Read across by focus and down by

pace.



Fast-paced
(Red / Yellow

energy)

Calm-paced
(Green / Blue

energy)

Task-focused

What | never do: Dump details on a
Red or try to “out-control” them.
Repair move: Lead with outcomes;
give choices to preserve control.
Micro-script: “Two paths: quickest
ROI vs. lowest effort. Which do you

prefer?”

What | never do: Rush a Blue or
bluff an answer. Repair move: Slow
down, structure, cite sources,
promise follow-up. Micro-script: “I'll
send the full data appendix by 5 pm

and highlight assumptions.”

People-focused

What | never do: Kill a Yellow’s
energy with a dry monologue. Repair
move: Tell a 60-second success
story, then ask for their take.
Micro-script: “Quick story from a
team like yours... How would you
adapt that?”

What | never do: Force a Green into

a snap decision. Repair move:
Show the step-by-step plan and
support. Micro-script: “Here’s the
rollout in three calm steps; we'll be

with you at each.”

11.17. “Never do” — “Do instead” quick table

Never do this

Announce a color to the

client (“You’re Blue”)

Over-mirror mannerisms

Skip discovery because you

“read” them

Assume first impression is

final

Why it’s a trap

Feels reductive; risks

offense

Reads as

manipulative

Misses facts and

stakes

Context distorts

behavior

Do this instead (practical swap)

Keep labels internal; describe
preferences: “Would you like a brief

summary first or the full detail?”

Adjust pace, structure, and order;

keep your authentic voice

Run a color-tuned discovery (same

questions, different delivery)

Validate across
calls/meetings/emails; look for

stable patterns



Use DISC to justify bias Erodes trust; poor

decisions

Push a Green fast/ starve a  Mismatch Kkills
Blue of data / bore a Yellow/ momentum

bury a Red

Sell any means necessary Short-term win,

long-term loss

Separate style from skill/fit; seek

disconfirming evidence

Use the Chapter-specific playbooks

(pace, proof, reassurance, energy)

Keep the ethical line: clarity over

pressure, consent over coercion

11.18. Personal “tripwire” checklist (I run this in my

head)

Am | assuming instead of asking?

Did | adapt my pace to theirs in the first 60 seconds?

Have | separated style from substance (values, fit, ROI)?

Did | overuse my color just now?

If | misread them, did | repair it explicitly?

11.19. The DISC pledge | keep with myself

| adapt to be understood, not to manipulate.

| treat styles as preferences, not labels.



| prioritize fit and value over theatrics.

| protect privacy and dignity—no color tagging in front of clients.

| constantly validate, adjust, and repair.

11.20. Bottom line

DISC is a power tool. Used carelessly, it strips the screw. Used well, it builds cathedrals.

When | refuse to box people, keep ethics front-and-center, and adapt without losing
authenticity, | earn something rarer than a signature: trust. And trust is what closes today,

renews next year, and sends referrals for years to come.

Tools You Can Use Today



12. Tools You Can Use Today

DISC isn’t just a framework to know. It's a system to do. And the best way to lock in the

habit is to have tools you can grab in the middle of a busy sales day.

This chapter gives you those tools, so DISC moves from “good idea” to “daily muscle.”

12.1. One-pagers: Do’s and Don’ts by color

Every salesperson should carry these four quick one-pagers (digital or printed). Each

includes:

How to open a call
How to present

How to close



Biggest Do’s

Critical Don’ts

<~ Example:
Red (D)

Do: Be bold, short, results-first.

Don’t: Ramble, overload with detail.

Opener: “I'll be direct, here’s how we cut costs by 20%.”

Blue (C)

Do: Be precise, provide proof, structure.

Don’t: Overpromise, improvise.

Opener: “Here’s the case study and the methodology we followed.”

12.2. Comparison matrix — the “cheat table”

Color They want They hate Winning

move

Red Results, speed, control Wasting time ROI-first pitch
(D)

Losing move

Long stories



Yellow Recognition, excitement, Boredom, Storytelling + Too much

() connection coldness energy data

Green Safety, stability, Pressure, Step-by-step  Rushing the
(S) reassurance sudden change  support close

Blue Accuracy, detail, quality = Vagueness, Data + “Trust me, it
(C) sloppiness process works”

This single-page matrix is the quickest reference your team will ever need.

12.3. Pre-meeting checklist by client profile
Before every meeting, ask yourself:

Do | know their likely color?

Do | have the right opener prepared for that style?

Am | matching my pace to theirs (fast vs calm)?

Am | balancing task vs people focus appropriately?

What’'s my backup plan if | misread them?

+~ This turns adaptation from reaction into preparation.

12.4. Role-play exercises



Nothing builds mastery like practice. Run these exercises in team training:

Speed round: Partner A acts like a Red, Partner B has 2 minutes to adapt. Switch

roles.

Story vs Data: One seller pitches with enthusiasm (Yellow), the other with details

(Blue). Team spots which color each one is targeting.

Conflict drill: Simulate a tense situation with a Red or a stressed Green. Practice

“repair moves.”

These role-plays are low risk, high learning.

12.5. Email templates tailored by color

Ready-to-use structures your team can adapt:

Red:
Subject: “Cut costs by 15% this quarter”
Body: 3 short bullets, CTA: “Let’s talk tomorrow at 10.”

Yellow:
Subject: “An exciting idea for your team "

Body: Short, friendly, story-driven, CTA: “Let’s explore together.”

Green:
Subject: “A safe step-by-step solution for your team”
Body: Emphasize reassurance, smooth implementation, CTA: “Happy to walk

you through the plan.”

Blue:

Subject: “Case study: measurable ROl in 6 months”



Body: Structured with bullet points, data, references, CTA: “Here’s the full report,

can we review Thursday?”

12.6. Call openers library
Quick first lines for each color, so your team never freezes:

Red: “I'll be direct: here’s how we impact your bottom line.”

Yellow: “l just heard a great story from a client like you, can | share it?”

Green: “| know stability is key, so let’s walk through how we make transitions safe.”

Blue: “I've prepared the numbers and methodology so you can evaluate the facts.”

12.7. Side-by-side comparison of seller vs. client

One of the most powerful tools: a table showing how your style clashes or aligns with

theirs.

If ’'m... And clientis... Risk Adjustment | make
Red Green | rush, they shut down Slow down, reassure
Yellow Blue | get too chatty, they get annoyed Stick to structure, cu

fluff



Green Red | hesitate, they bulldoze me Be assertive, take

initiative

Blue Yellow | drown in data, they lose interest Use stories, keep

energy

< This helps your team see where their natural style creates friction.

12.8. Quick “rescue phrases” for when you misread

Sometimes you guess wrong. Here are repair scripts:

To a Red: “Let me summarize in one sentence.”

To a Yellow: “That’s a great point, tell me more.”

To a Green: “No rush here. Let’s go step by step.”

To a Blue: “Good catch. I'll get the full data for you.”

12.9. Exercises to build the DISC muscle daily

Daily reflection: After each call, write: What color were they? Did | adapt?

Weekly buddy system: Pair up, review each other’s calls, give DISC feedback.



Monthly challenge: Pick your opposite color and deliberately practice selling to it

for a week.

12.10. Wrap-up of Chapter 12

These tools are your DISC gym. Use them daily and your “adaptation muscle” becomes

automatic. The goal isn’t to check a box, it's to make DISC so natural that in the middle

of a high-stakes call, you adapt without even thinking.

Because the best tools aren’t the ones you read. They’re the ones you use.



Beyond the Sale: How DISC Also Grows

you



13. Beyond the Sale: How DISC Also

Grows You

Most salespeople pick up DISC because they want to close more deals. Fair enough.
But here’s the real secret: DISC doesn’t just make you a better seller. It makes you a

better communicator, colleague, leader, partner, and even a better human being.

Because once you understand how people tick, and how you tick, you stop fighting

differences and start working with them.

13.1. Why it’s bigger than sales

Think about it: every deal is temporary. But your relationships, with your team, your
boss, your clients, your family, those last far longer. DISC is the bridge that helps you

build trust faster, reduce conflict, and create smoother connections in all those places.

It's not just about closing the deal. It's about opening the relationship.

13.2. How DISC changes the way you see others

Before DISC, it's easy to judge:

“He’s arrogant.”
“She’s too chatty.”
“He never decides.”

“She’s a nitpicker.”



After DISC, you translate instead of judge:

Red = fast, results-driven.

Yellow = social, expressive.

Green = stable, careful.

Blue = precise, cautious.

And suddenly, what used to frustrate you becomes predictable and manageable. You
don’t take things personally. You adapt. You lead the interaction instead of being

dragged by it.

13.3. How DISC changes the way you see yourself

The first time you realize your color in action, it's uncomfortable. You see your blind

spots:

Reds bulldoze.
Yellows get distracted.
Greens avoid conflict.

Blues overanalyze.

But that awareness is power. You start catching yourself before you lose the deal, the

argument, or the relationship. You build emotional intelligence on demand.




13.4. Beyond sales: DISC in leadership, teamwork, and family

As a leader: You stop managing everyone the same way. You coach Reds by
setting bold goals, Yellows by giving recognition, Greens by providing stability,

Blues by giving data. Result? Your team works harder for you.

As a teammate: You stop misreading colleagues. That “cold” colleague is just Blue.

That “pushy” one is Red. You handle them better, they respect you more.

At home: Your partner’s quirks stop being “annoying habits” and start making
sense. Greens crave reassurance. Reds want fast decisions. Blues need

structure. Yellows want fun. Suddenly, fights turn into conversations.

13.5. Why DISC gives you resilience

Sales is tough. Life is tougher. But when you see behavior through DISC, setbacks
become less personal. A client’'s “no” isn’t about you, it's their style, their needs, their

timeline.

Instead of burning out, you adapt. Instead of fighting, you flow. That’s resilience. And

resilience is what keeps good salespeople in the game long after others quit.

13.6. The bigger payoff

Here’s the truth: yes, DISC helps you close more deals. But its real payoff is this:

You become someone people trust instantly.



You build stronger relationships everywhere.

You reduce conflict and stress in your life.

You grow as a communicator, leader, and human being.

That’'s why | say: the best deal DISC ever closes... is with yourself.

13.7. Wrap-up of Chapter 13

If you only read one chapter of this manual, let it be this one. Because DISC isn'’t just a

sales tool. It's a life tool.

It makes you sharper in business, stronger in relationships, and calmer under pressure.
It doesn’t change who you are, it helps you bring out your best, while understanding the

best in others.

And that, in the end, is bigger than any deal.



Predictive Behavior for Sellers

14. Predictive Behavior for Sellers

DISC gives you the map. Predictive behavior gives you the forecast.

If DISC tells you who they are, predictive behavior tells you what they’ll do next. And in sales,

being one step ahead is the difference between chasing clients and leading them.



14.1. Why predictive behavior matters

Clients rarely say what they’re truly thinking.
Decisions come from patterns, not isolated moments.

If you can anticipate the next move, you keep control, and that’'s where deals are won.

This isn’t mind-reading. It's pattern reading: color + stage = forecast.

14.2. Predictive patterns by color

Red (D — Dominant)

Next moves: interrupts, pushes for decision, tests your confidence.

Objections: “Too slow,” “Where’s the ROI?”

Insight: silence = disengagement; pushback = test of strength.

Yellow (I — Influencer)

Next moves: tells more stories, gets distracted, says “yes” too fast.

Objections: “Love it!” (but doesn’t follow up).

Insight: enthusiasm = close now; delay = forgotten.

Green (S — Steady)

Next moves: delays, consults with team, nods politely.

” W

Objections: “We need more time,” “The team must align.”



Insight: pressure Kills trust; reassurance moves them forward.

Blue (C - Conscientious)

Next moves: asks for more data, checks for flaws.

Objections: “We need to verify,” “This isn’t precise enough.”

Insight: details = progress; silence = doubt.

14.3. Predictive matrix: style x sales stage

Stage

First call

Discovery

Proposal

Closing

After-sale

Red (D)

Wants ROl in 2

mins

“What's the

bottom line?”

“Make it short”

Quick yes/no

Demands quick

wins

Yellow (I)
Storytelling,
jokes

Excited, jumps

ahead

Loves visuals,

stories

Emotional yes
(needs

reminders)

Wants

recognition

Green (S)

Polite, listening

“How will this affect

the team?”

Wants reassurance,

testimonials

Delays for

consensus

Needs ongoing

support

Blue (C)

Structured,
precise

questions

Notes details,

cross-checks

Needs full
report

Long review,

contracts

Monitors KPls

14.4. How to train predictive thinking

Pattern spotting: After each call, ask yourself: What’s their next likely move?



Scenario mapping: Role-play client behavior and predict next three actions.

z

CRM tagging: Write notes like: “Green — likely delay — prepare reassurance plan.’

14.5. Predictive objections, and how to prepare

Color Likely Objection How to Prepare

Red “Too slow / show ROI.” Prepare hard numbers, bold
summary.

Yellow “Sounds amazing!” (but doesn’t  Lock next step while energy is

act). high.

Green “We need more time.” Bring reassurance + step-by-step
plan.

Blue “Not enough data.” Provide detailed reports, admit

limits, follow up.

14.6. Advanced tip: spotting stress behavior

When stressed, colors amplify:

Red — aggressive, impatient.
Yellow — scattered, careless.
Green — passive, resistant.

Blue — hypercritical, paralyzed by analysis.



<~ Anticipate stress behaviors = de-escalate before the deal collapses.

14.7. Wrap-up of Chapter 14

DISC tells you who they are. Predictive behavior tells you what they’ll do.

By forecasting objections, timing your closes, and preparing the next step before they even think

of it, you transform from a reactive seller into a strategic guide.

That’s not just sales. That’s chess. And in chess, the player who sees three moves ahead

always wins.
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15. Bibliography and Recommended

Resources

15.1. Foundational Works

Marston, William Moulton (1928). Emotions of Normal People. Harcourt, Brace and
Company.

— The original work where DISC was born.

Geier, John G. (1970). Personality Style: A Practical Guide to Understanding Yourself and
Others.

— Early adaptation of DISC into a practical tool.



Alessandra, Tony & O’Connor, Michael J. (1996). The Platinum Rule: Discover the Four
Basic Business Personalities—and How They Can Lead You to Success.

— Popularized DISC in sales and leadership.

Scullard, Mark & Baum, Jeff (2015). Everything DiSC Manual. Wiley.

— The modern, research-based application of DISC in organizations.

15.2. Professional Platforms & Assessments

Everything DiSC® (Wiley) — The gold standard for validated DISC assessments, with

specialized versions for sales, leadership, and teams. www.everythingdisc.com

TTI Success Insights — Extensive tools and assessments for behavior, motivation, and

skills. www.ttisi.com

Extended DISC® — Widely used in Europe and Asia; includes custom-tailored reporting.

www.extendeddisc.org

Truity DISC Test — Free and freemium versions available. www.truity.com

Tony Robbins Free DISC Test — Accessible introduction to DISC with instant results.

www.tonyrobbins.com/disc

15.3. Sales-Oriented Resources

Alessandra, Tony (2013). The New Art of Managing People, Updated and Revised:
Person-to-Person Skills, Guidelines, and Techniques Every Manager Needs to Guide,

Direct, and Motivate the Team.

Scullard, Mark (2019). Whitepaper: Adaptive Selling and DISC (Wiley).



Huthwaite Research Group: SPIN Selling (while not DISC, it complements predictive

behavior).

15.4. Online Learning Resources

YouTube — Search for DISC Sales Training; recommended channels:
Simon Sinek (communication, leadership — complementary to DISC).
Tony Alessandra (Platinum Rule, DISC in business).
Wiley Everything DiSC Official Channel.
Podcasts:
The Selling with Social Podcast — Episodes on adapting sales communication.
Coaching for Leaders — Regular content on DISC, leadership, and influence.
Linkedin Learning

Courses on DISC profiles, adaptive communication, and sales psychology.

15.5. Recommended Next Steps for Practice

Take a DISC test (free or premium).
Print the quick matrices from this manual and use them in your next client calls.

Read The Platinum Rule for sales-focused application.



Follow Everything DiSC and TTI on LinkedIn for case studies and whitepapers.

Watch a 10-minute YouTube talk on each color to “see” them in action.

15.6. Wrap-up

This bibliography and resource list is not homework, it's a treasure chest. Every link, every

book, every video is there to deepen your understanding and sharpen your use of DISC.

If DISC is your new sales GPS, these resources are the map updates that keep you current,

relevant, and always one step ahead of the competition.

Epilogue - The Real Deal



Epilogue — The Real Deal

If you’'ve made it this far, you've already proven something: you don’t just want to sell. You want

to grow.

You've walked through the colors, the patterns, the playbooks, the tools. You've seen Reds who
push, Yellows who shine, Greens who hold steady, and Blues who guard the details. You've
learned how to spot them, how to serve them, how to close them. But here’s the twist: along the

way, you've also been learning about yourself.

Because DISC isn't really about them. It's about you in relation to them. Your ability to flex.

Your willingness to adapt. Your courage to face your blind spots.

And that’s the deal no one tells you about sales: it's not just the product on the table. It's you.
Clients don’t buy features, they buy trust. They don’t buy decks, they buy people. And DISC

gives you the gift of becoming the person they want to buy from.

So let’s be honest: will you always get it right? No. You’ll misread a client. You'll rush a Green,
bore a Red, drown a Yellow in data, or charm a Blue when they just wanted facts. But now you

know how to repair it. Now you know how to adapt. Now you know it’s not failure, it's feedback.

That's the beauty of DISC. It's not a manual you leave on the shelf. It's a compass you carry in

your pocket. And the more you use it, the more it becomes second nature.

When that happens, selling becomes easier. Conversations become smoother. Relationships
become stronger. You stop fighting resistance and start guiding flow. And suddenly, you’re not

just another salesperson. You're the one who makes people feel understood.
And people buy from those who understand them.

So take this manual, not as an end, but as a beginning. A toolkit, a lens, a new way of seeing.
Use it in your calls, in your meetings, in your team, in your family. Use it until it's no longer

“using DISC”, it’s just how you are.

Because the best sale you'll ever make isn’t the one that hits your quota. It's the one where you

sell yourself on becoming better: sharper, calmer, more adaptable, more human.



That’s the real deal. That’s the sale that pays for life.



