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Table 6.6 Statements Used to Measure the Sales Priorities from the Salesperson's Perspective

Everything DiSC Sales {E55IHAIFTIR - tHEARNAE

Action
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Showing the customer that you can make things happen quickly and easily
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Helping customers see how they can use your product/service immediately
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Inspiring customers that your product/service can help them right away
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Enthusiasm
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Getting the customer excited about your product/service
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Creating enthusiasm in the customer
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Having fun with the customer
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Relationships
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Developing a comfortable, friendly relationship with the customer
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Building a personal connection with the customer
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Being friendly, warm, and personable
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Showing that you care about the customer as a person, not just as a customer
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Showing the customer that you empathize with his/her needs and concerns
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Sincerity

Showing that you're sincere
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Showing that you're genuinely looking out for the customer's best interest
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Showing that you truly care about the customer's problems
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Dependability

Showing that you and your product/service are a dependable choice
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Showing that you'll be available to provide support after the sale

s REREHERRGRIRASF
Showing that you're thorough and careful
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Explaining the quality of your product/service
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Quality Showing that you can back up your claims with evidence
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Making sure customers get all the information they need to make an informed decision
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Demonstrating your expertise on the product/service you're selling
MRS AT AT /AR SS AU B L ADIR
Showing the customer that you're an expert in your field
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EESD Showing customers that you can get things done without wasting a lot of their time
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Backing up claims with specific information
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Showing customers how you can get them immediate, practical results
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Results Showing customers that you can have an impact on their success
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Getting the customer to see the benefits of your product/service
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