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‘80% of sales are made between the 
5th and 12th contact yet, 90% of 
sales people make 3 contacts or 

less…’



1. If they wanted to buy, they would have 
come back to me

2. If I follow up too often, I might annoy 
the prospect and put them off buying 
from us



• How to build an effective follow up 
system?

• Asking the right questions

• Tapping into their pain

• How can DISC profiling help you 
understand your prospects better
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should 
keep going or take them off 
your pipeline





1. Talk about their needs instead 

of your solution

2. Always ask for specific 

examples 

3. ‘Act dumb and dig deeper’

4. Sell less, listen more

5. A good question often makes 

you feel uncomfortable 





• What is the biggest challenge you are currently 
facing?

• How is it impacting the business?
• What takes up most time in your day?
• How is this problem affecting you?
• What has prevented you from solving this 

problem in the past?
• What are you doing currently to solve it?

And my favourite one:

WHAT IS THE COST OF DOING NOTHING 
ABOUT IT?





• Introduce DiSC to you

• Help you understand a bit more 
about DiSC

• Demonstrate how DiSC can improve 
your chance of success in a sales 
environment

Today I’m Going To



• Have you ever pitched to prospective 
customers or clients and they just 
haven’t engaged with your 
presentation?

• Did you KNOW that your product or 
service was perfect for them, but 
they still said no?

• Where was DiSC when you needed it?

What Problems Are We Trying To Solve?







• Detailed, in-depth information?
• High-level bullet points, in summary 

form?
• Using images, animation or video 

pieces?



• Do you adapt it to their preferred way 
of receiving information?

• Do you have different templates for 
tenders that represent different ways 
of receiving information?

• Are your company’s tender packs 
only prepared in your company style?



• Use a direct style of communication

• Focus on results

• Testimonials will be good (evidence 
of success)



• Bring out how that person is feeling

• Present with energy and enthusiasm

• Come prepared with summaries –
they can get easily distracted



• Do not take the relationship as 
transactional

• They want security and dependability

• They want to feel like you are 
interested in them as a person not 
just a potential source of revenue



• They want as much detail as possible

• They are wary of making mistakes 
and certainly don’t like spelling 
mistakes

• They will want to make decisions 
with the most complete set of criteria



• Know who you are and how 
your DiSC style influences your 
behaviour

• Understand your prospective  
customers or clients

• Adapt to their preferences

• This applies to presentations, 
communication and follow up



The more they engage with you, your 
product or your service, they more likely 

they are to become your next customer or 
client.








