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Session Goal and Process

Our goal is to understand how our selling tendencies
compare with our customers’ needs so that we can adapt 
our styles for better results. 

In this way we can

� Identify and adapt to the differences in customers

� Reduce the likelihood of miscommunication and 
lost sales

� Develop positive relationships with all types of 
customers

The DiSC® Learning Model will inform each step of 
today’s process.

� Discover the needs and preferences of customers 
with different styles.

� Explore how to effectively communicate with each of 
the different DiSC styles.

� Practice the skills required to adapt our approach to 
all four customer styles and to actual key customers.

� Create action plans to apply our new skills.

My personal goals for this session:






















