
General Strategies: Show how your ideas minimize risk; provide reasoning/data/proof; demonstrate
your interest in them; offer outline and instructions as you personally “walk them through”; give
them personal assurances; allow them to service or support others; provide a relaxing, friendly
atmosphere; acknowledge their easy-going manner, steady follow-through, and helpful efforts.
Sales Strategies: 1. Talk warmly and informally; focus on building trust. 2. Explore their work and
relationship needs; ask tactful, open-ended questions that draw them out. 3. Emphasize harmony,
safety, teamwork; ask how they feel about your recommendations. 4. Provide direction and assur-
ance; makes collaborative decisions.

General Strategies:Approach them in a non-threatening way; show your reasoning; give it to them
in writing; provide explanations and rationale; compliment them on their thoroughness and correct-
ness; tactfully ask for clarification and assistance; allow them time to think, inquire, and find the best
or “correct” answer within available time limits; explain “why” and “how.”
Sales Strategies: 1. Avoid social talk; appeal to their logical side. 2. Explore their expertise, objec-
tives, and concerns; questions should be short and fact-oriented. 3. Emphasize accuracy, quality, and
reliability; present obvious disadvantages. 4. Provide documentation of all relevant options; makes
deliberate decisions.

General Strategies: Show them how to win; display reasoning; provide concise data; agree on goal
and boundaries, then support them or get out of their way; vary routine; look for opportunities to
modify their work-load focus; compliment them on what they’ve done; let them take the lead but
give them parameters; if necessary, argue with conviction on points of disagreement, backed up
with facts.
Sales Strategies: 1. Focus on the task; be prepared and organized. 2. Explore their desired results
and time constraints; alternate asking questions with giving information. 3. Emphasize results,
efficiency, and making money; present a concise analysis of needs. 4. Provide options with cost/
benefit summary; makes decisive decisions.

General Strategies: Show them that you admire and like them; behave optimistically and provide
upbeat setting; support their feelings and ideas; avoid involved details—focus on the “big picture”;
interact and participate with them; vary the routine—avoid requiring long-term repetition by them;
keep a fast, lively pace; don’t poke holes in their dreams; compliment their accomplishments.
Sales Strategies: 1. Show enthusiasm; let them set the pace. 2. Explore their motivations and
dreams; balance information gathering with personal stories. 3. Emphasize uniqueness, prestige,
and saving effort; involve as many senses as possible. 4. Provide testimonials and incentives; makes
spontaneous decisions.
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