
How to Identify Prospects’ Styles

Now that you have identified your own style, the next step is to identify the styles of your prospect so that you
may then make the most effective adjustments to yours. This is a skill that takes practice, but is easy to learn.

As you become more familiar with the DISC-styles, you will find some people are easy to identify. You will
quickly think to yourself: “She is a D-style” or “He is an S-style.” These individuals are predominantly one style
and can be identified easily.

 

The rest of the people you encounter will take a little more effort. However, it is a simple, three-step process of
identifying your prospect's style:

     Step 1.  Observe
     Step 2.  Assess
     Step 3.  Recognize

 

Step 1: Observe

When you meet a prospect, pay attention to traits such as:

what the person talks about
how he/she says it – type of words (e.g. “I” vs. “We”), type of questions (e.g. “what?”, “why?”)
body language
tonality

You will discover that observing behaviors will become second nature. Soon you will observe behaviors without
thinking.
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