
SELLING TIPS
This section provides suggestions on methods which will improve Suzanne's communications when selling to 
different styles.  The tips include a brief description of typical people in which she may interact.  By adapting to the 
communication style desired by other people, Suzanne will become more effective in her communications with them.  
She may have to practice some flexibility in varying her communication style with others who may be different from 
herself.  This flexibility and the ability to interpret the needs of others is the mark of a superior salesperson.  

When selling to a person who is ambitious, forceful, decisive, strong-willed, independent 
and goal-oriented: 

• Be clear, specific, brief and to the point.  

• Stick to business.  Give an effective presentation.  

• Come prepared with support material in a well-organized "package."  

Factors that will create tension: 

• Talking about things that are not relevant to the issue.  

• Leaving loopholes or cloudy issues.  

• Appearing disorganized.  

When selling to a person who is magnetic, enthusiastic, friendly, demonstrative and 
political: 

• Provide a warm and friendly environment.  

• Don't deal with a lot of details, unless they want them.  

• Provide testimonials from people they see as important.  

Factors that will create tension: 

• Being curt, cold or tight-lipped.  

• Controlling the conversation.  

• Driving on facts and figures, alternatives, abstractions.  
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When selling to a person who is patient, predictable, reliable, steady, relaxed and modest: 

• Begin with a personal comment--break the ice.  

• Present yourself softly, nonthreateningly and logically.  

• Earn their trust--provide proven products.  

Factors that will create tension: 

• Rushing headlong into the interview.  

• Being domineering or demanding.  

• Forcing them to respond quickly to your questions.  

When selling to a person who is dependent, neat, conservative, perfectionist, careful and 
compliant: 

• Prepare your "presentation" in advance.  

• Stick to business--provide fact to support your presentation.  

• Be accurate and realistic--don't exaggerate.  

Factors that will create tension: 

• Being giddy, casual, informal, loud.  

• Wasting time with small talk.  

• Being disorganized or messy.  
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