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BEHAVIOURAL PROFILING IN MANAGEMENT AND SALES 

Using DiSC® to Drive Your Sales Success        ©Harrison Consulting 2019 

 

 

Introduction 

 

In situations where the fundamental sales and negotiation skills are already honed to an appropriate 

level, it can be challenging for management to provide their sales team with further tools to 

maintain competitive advantage.  “Best-in-class” companies are constantly searching for added 

value in their learning environment; value which can be readily leveraged into bottom line results. 

 

Both sales teams and their managers must deal effectively with a great diversity of education, 

background and personality within their various stakeholder groups: 

 

• externally (customers, influencers, specifiers, channel partners etc) 

• internally (managers, coaches, colleagues, subordinates, dotted line relationships, etc) 

 

It is widely accepted that a deeper behavioural insight into self and others assists greatly in all 

aspects of modern life.  Various tools exist to help build this insight, and to “open the doorway of 

communication”.  These instruments include the well-known (but complex) Briggs Myers® Profile, 

the less well-known HBDI®, and many others. 

 

In the area of sales and sales management, one of the most versatile and powerful of these tools is 

the DiSC® Behavioural Profiling System. 

  

It is in this context that this paper is written.  As illustrated in the testimonial below, behavioural 

profiling adds significant value for management and sales teams alike. 

 

 

Posted 

Comments: 

As a National Sales Manager of a Multi National Company, and recently completing 

an Excellent Management course with Clive Harrison, which also included DiSC, I 

now have a better understanding of my colleagues DiSC profiles (and more 

importantly) my own profile. This has allowed me to discuss the behavioural 

differences with the other managers who completed DiSC and learn how to adapt my 

own style to get along with others, improve communication, and understanding the 

dispositions and priorities of the team (just to name a few) Highly recommended. 

Posted By: Peter / 1 Apr 17 

   
Thanks for the comments Peter, it was a pleasure working with you and your team. 

Peter has highlighted the value of DiSC in terms of internal and team based 

communication styles and preferences. One further aspect that appeals to most 

salespeople is the ability to "read" (or intuit) customers` behavioural preferences. This 

can add enormous value to your sales presentations, which will hit the right note. 

Posted By: Clive / 7 Apr 17  
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What is DiSC? 

(Please see Appendix A for DiSC® Dimensions) 

 

DiSC® measures behavioural preference, not personality, and as such, these behaviours are (to 

varying degrees), malleable and changeable.  Personality is much less so, if at all – in fact, many 

psychologists believe our personalities to be essentially set by the age of fourteen! 

One of the most relevant and important aspects of DiSC® is that the insights gained can be applied 

immediately to change selected behaviours in a targeted manner. 

Appendix A summarises the fundamental dimensions and basic styles generated by the DiSC 

analysis.  This appendix also shows the sales behaviours prioritised by these styles when functioning 

in a relationship building or purchasing mode.  During our installation workshops (see below), we 

provide our “People Reading Guide”, which gives critical guidance on how best to structure a 

concept, sales proposal or story for a particular “customer” or colleague. 

 

DiSC in Sales 

(Please see Appendix A for DiSC® Sales Dimensions) 

 

In its particularly useful sales version, DiSC® helps salespeople to connect better with their 

customers.  Countless sales people have significantly improved their customer relationships by: 

• Understanding their own DiSC® sales style 

• Identifying and understanding their customers’ DiSC® buying styles 

• Adapting their DiSC® sales style to meet their customers’ needs. 

 

DiSC® is loved (not too strong a word) by sales people for its relative simplicity (when compared with 

many of the complex personality and psychometric instruments which are available).  The highly 

interactive and engaging discussion of the personal reports provided to each individual produce 

many “aha” moments of new insight. 

Even more importantly, it provides a simple framework to interpret other people’s behaviour.  In an 

example from the world of packaged goods, it explains why some retail customers might require a 

detailed, facing by facing breakdown of how a new planOgram is to be re-set, while others may 

simply say “Give me a “hoy” when it’s done!” 

 

Footnote 

DiSC® is marketed in various versions and formats, but Harrison Consulting exclusively uses instruments 

developed by Inscape Publishing (now Wiley), widely recognised as the most valid and reliable DiSC® products 

available.  Substantial validation studies and reports have been published for all of these profiling tools, so you 
can be confident of their relevance for your management/team. 
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A Typical Approach 

 

 

This is a core competence for Harrison Consulting.  As accredited DiSC® facilitators, we are certified 

to deliver workshops around the DiSC® profiling tool, but our clients also benefit from customisation 

of the content due to our knowledge of their industry and their business, as well as 30 years 

experience in sales and management training. 

We generally recommend a course of action such as the one below (based on a real life project): 

Step One:  Scoping meeting(s) to crystallise the needs and learning outcomes clearly, and to collect 

information for illustration and practical discussion at the workshop.  We also decide exactly at this 

time how we will integrate DiSC® with the model or concept of selling preferred by the client. 

Step Two:  We provide each individual with a confidential password code and web link for them to 

go on line and complete their personal profile.  We expect management to reassure the group that 

this is not a “psyche-test”, and that their individual profiles can remain as confidential as they wish. 

Step Three:  The third party provider (Wiley’s exclusive Australian master licensee, Integro Learning) 

provides the profiles in electronic form directly to us, as their approved facilitator.  We produce 

them as hard copy for each individual, and we hand them to participants at the appropriate point in 

the program.  This delivery phase is handled carefully to ensure realistic expectations and 

interpretation. 

Step Four:  We prepare and deliver a one day workshop supported by handouts and copies of 

selected PowerPoint slides.  Our preferred style of learning for the group is one of high interaction 

and discussion, in a relaxed environment to stimulate discussion.  A suggested agenda is attached as 

Appendix B.  Note that this agenda was designed to reinforce selling skills as well as installing DiSC. 

Step Five:  On the assumption that the program is well received, management can then make the 

decision to “roll-out” the program to other states/teams/functions.  We recommend that group sizes 

be kept to around 8 to 12 if possible, for optimum interaction, learning and traction. 

Investment Required: The above steps (1 to 4) generally requires two days of consulting/training 

time, to cover the initial preparation and first time run of the workshop: 

• Preparation of customised material for workshop: $2750.00 plus GST (once only) 

• Conduct of installation workshop:   $2750.00 plus GST (per occasion) 

Expenses are usually minimal since our clients provide training facilities and bulk photocopying from 

a master file provided by Harrison Consulting. 

Provision also needs to be made for third party costs associated with the on-line profiling process, 

database creation, and production of the hard copy profiles.  This requires a fee of $120-$175 per 

person, plus GST, depending on the version of Everything DiSC® which is chosen. 
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(Traditional DiSC Dimensions) 

 

 

 

 

 

 

 

 

 

 

 

 

Appendix B 

(Modern DiSC Dimensions – “Everything DiSC”® Assessment Tool) 
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Appendix A (Contd) - Management Behaviours Prioritised in “Everything DiSC® – Workplace” 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Appendix A (Contd) - Sales Behaviours Prioritised in “Everything DiSC® – Sales” 
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Appendix B (Example Outline Agenda – “Client A”, retail/trade supplier of security products) 

 

Please note: 

This outline agenda is for illustration only – it covers broad topics and sequence, but does not detail all of the activities and 

syndicate group work which would be incorporated.  These aspects are finalised after various meetings. 

 

Refresher on “Client A” Selling Approach 

Warm-up Session: Review of Business Communication and Non-Verbal Messages 

Buying and Selling “Psychology” – How and Why People “Buy” 

• Buying processes in Corporates and Independents 

• The “mission critical” Selling Skills in Retail Hardware 

• Skill-sets for our other channels 

 

Developing Your Knowledge, Skill, Attitude and Self-Awareness 

• Your Relationship with You! 

 

The DiSC® Behavioural Profiling Tool 

• Review of your DiSC® profile and its implications 

• How to use the People-Reading Guide 

• Interpersonal comfort and sales adaptability 

• What can happen under pressure? 

 

The Sales Cycle and DISC® – Application Workshop Sessions, Customised to Client A 

• DiSC® and Call Planning 

• DiSC® and Question Technique (eg SPIN® or OPEN® methods) 

• DiSC® and Presenting Solutions 

• DiSC® and Meeting Objections 

• DiSC® and Negotiation 

• DiSC® and Closing for Commitment 

 

Personal Action Plans and Commitments 

• What to start doing 

• What to keep doing 

• What to stop doing 

 

Close 

 


