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Unlocking Sales Team Behavior: 
When a business focuses its sales strategy on understanding its salespeople's communication styles and, 
more importantly, their customers, success through increased sales and long-term relationships is 
significantly increased. 

 

People's approach to buying is changing. Customers are better informed; they have a mass of research 
available to them to inform their decision-making before any purchase. 

 
It is important to review your sales approach strategies 
regularly. The traditional approach to selling is changing. 
People want relationships through collaboration and 
communication. They want to have a conversation with 
someone who knows their subject. They expect the 
exchange to confirm what they have already decided to 
buy or to persuade with informed discussion a better 
option. 

 
Selling based solely on volumes won’t sustain a business. But knowing customers’ life goals and how 
they want to be communicated with enables behaviorally smart industry leaders to focus on their most 
valuable prospects to deliver cutting-edge services or products. 

 
One of the best approaches to building a successful sales strategy is matching sales teams to customers 
based on communication styles. But first, you need to get the message right. 

 

Get the Message Right: 
Every time you make a pitch, presentation, or proposal to try to influence anyone to do anything, your 

audience’s first impression will be fully formed in less than three minutes. 
Source: Brant Pinvidic. The 3-Minute Rule 

In just three minutes you have engaged your customer or lost them. Assuming charm or relentless pushy 

behavior gets the sale doesn’t work anymore. Regardless of the communication style of your sales team 

having a couple of sentences that clearly and succinctly set out the service offering is the starting point. 

How the message is delivered can 

then be fine-tuned to the individual 

communication style. A salesperson 

and a customer will broadly fall into 

four communication quadrants. The 

DNA Behavior Natural Discovery 

process reveals the inherent 

communication style and gives 

insight on the most effective 

approach to each style. 
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Salesperson and Customer Communication Keys 
and Learning Styles 

Goal-Setting Provide Quick Fixes  
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based 

Sensory learner 

Allow them to feel it 
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Once a sales team understands their own behavior, they will be better positioned to identify their 

customers communication approach and flex their behavior and the tone of their sales message to 

match the needs of the customer. 
 

Manage the Differences to Get the Sale: 
Ideally, customers should also complete the DNA Behavior discovery process, and many organizations 

already take this approach at the first touchpoint of customer engagement. 

As an aside, the DNA Behavior Communication Discovery is a real-time application taking just 2-5 

minutes to complete and available on any device. So, it’s not a stretch for a salesperson to open the 

customer engagement using the completion as a conversation ice breaker! Just a thought. 
 

 
CDNA: Strengths for EachStyle 

Key Insight: Customize your visual and verbal architecture to align with your marketing and communications strategies. 

Armed with this comprehensive 

insight, the selling conversation can 

begin. 

If the salesperson falls into the Goal- 

 

• Goal-setting 

People with this primary style are very good 

at directly articulating their point of view. They 

naturally like to direct and lead conversations. 

They are able to see the big picture and quickly 

identify the key points that are important to 

achieving the goal and accomplishing bottomline 

results. They excel at problem-solvingdiscussions. 
 

• Information 

People with this primary style are naturally good 

at understanding the detailed steps to performing 

specific tasks. They typically are good at asking 

questions and uncovering important details or 

potential issues and risks. They are naturally good 

linear thinkers and like to understand the steps to 

get frompoint A to point B. They are good at 

uncovering “why” things are happening andwill 

be good at using data andfacts. 

 

• Lifestyle 

People with this primary style are natural 

people “connectors.” They have a very friendly 

and engaging communication style. They are 

interested in and are good at remembernames 

and what people do. They are good atnetworking 

and seeing how to connect people to the high- 

level vision. 

• Stability 

People with this primary style are naturally warm 

and empathetic. People tend to gravitate to 

stability people since they have naturally good 

listening skills. They also are good at identifying 

the practical application, identifying potential 

issues and risks, as well as understanding how 

people will feel about a communication. 

Setting communication style and the 

customer is in the Stability quadrant 

– a hard sell will simply turn them off 

and the sale will be lost. Given that 

the Goal-Setting salesperson has 

their 3-minute message polished 

they simply have to soften their 

approach to their Stability customer. 
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As I write this, I’m reminded that as I fit into the Information quadrant, I’ve been known to leave a 

boutique when the overenthusiastic Lifestyle salesperson wants to chat, sell, know all about me. Sale 

lost. Had they any insight into their and my communication style, they would have greeted me, offered 

to answer any questions, and then left me alone. 

It’s simple when behaviors and communication styles are known and understood. Sales are made or lost 

depending on how behaviorally smart sales teams are. 

The sales professionals who stand out know their inherent behaviors and communication style and how to 

manage them to engage the customer and make the sale. 

 
No amount of sales training will work if it doesn’t focus on understanding the importance of managing 

behavioral differences. 

 
Every individual has communication challenges. When salespeople are under pressure to produce 
results and meet sales targets, behaviors can become struggles and work against the sales process. 
Below is an example of what those struggles might be. DNA Behavior delivers deep insight into the 
behaviors that work against the sales process. Further, it offers strategies for understanding and 

   

    

  

 

 

 

 

  

 

    Goal-Setting  
 

Speaks directly and candidly 
 

Direct – WHAT? 

What has been a success 

for you recently? 

 Lifestyle  
 

Open and engaging 
 

Enthusiasm – WHO? 

Who have you connected 

with lately? 

 
    Information  

 
Provides specifics and details 

 

Logical – WHY? 

What is a new idea you 

have read about lately? 

 
 Stability  

 
Shows empathy and warmth 

 

Serving – HOW? 

How do you spend time with 

your family and community? 
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manage the differences that arise between individuals with opposing behavioral styles. This insight 
raises the sales success considerably. 

 

 

CDNA: Struggles for Each Style 
 

 

Key Insight: Use customization to overcome the barriers inherent in standardized communications tools. 

 
A strength over-used can become a struggle. A 

struggle not addressed can become a weakness. 

 

• Goal-Setting 

Goal-setters can sometimes be too direct and 

it may be perceived as rude or insensitive by 

relationship oriented styles or be perceived as 

poor listeners and lacking in key knowledge of 

the details by people who are more thoughtful 

and thorough with their responses and actions. 

They benefit by realizing that people withdifferent 

communications are needed to accomplish their 

goals. 

 

• Information 

Information styles may have trouble connecting 

with others. They may be perceived as slowing 

down success by fast-paced people because 

they ask detailed questions that aren’t perceived 

as necessary to accomplish the goal. They 

could potentially miss some opportunities due 

to a desire to minimize risk and ensure a quality 

product. Fast-paced people will tend to believe a 

timely decision is better than the perfect decision. 

 

• Lifestyle 

Lifestyle communicators may know a lot of people, 

but they could be perceived as beingshallow 

due to the lack of depth of their interactions and 

their fast-paced nature. They may dominate 

conversations. They might not have enough 

patience, structure or understanding of the details 

to be able to completely follow through with 

tasks. They will tune out or not read instructions if 

too many details and not enough graphics are 

presented. 

 

• Stability 

Stability styles may have their feelings hurt 
1 
0 more easily by the other styles’ fast-paced or 
7 

impersonal communications. They could be 

perceived by results-oriented styles as spending 

too much time talking about their personal lives 

instead of focusing on the work that has to be 

done. They may struggle to have their ideas and 

opinions heard or be perceived as focusing on 

“unimportant” details and/or following up with 

repeated communications. 

 

Struggles for Each Style 
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Organizations should not underestimate the importance of their salespeople understanding 
behaviors. Sales teams play a vital role in the company’s growth. Not only do they increase 
revenue they also play a significant role in the brand reputation. One bad salesperson can ruin 
business reputation. 

 

Sales Culture Starts at the Top: 
Selling is stressful. Salespeople are constantly under the pressure of rejection, quotas, 
competition. Even success can be stressful because success can become rivalry. A tough sales 
culture encourages competitiveness that very often leads to a culture of conflict and tension in 
teams as senior management encourage competition in the hopes of increasing sales. This 
approach leads to low morale within teams and a damaged reputation with customers. In 
order to function as a true team, the group needs a common and shared purpose and goals 
that can only be reached if everyone contributes. 

 

Culture is the foundation of every successful business. Leaders have a responsibility to create a 
positive environment to keep their teams motivated and engaged. 

 
When a culture around the importance of getting communication right exists, people respond in 
positive ways. Sales increase. Relationships with customers and within sales teams are built up 
and healthy. 

 
DNA Behavior has validated behavioral tools and techniques to improve sales communication. 
Contact us to find out more. We’re here to help. 

 

 

To learn more about DNA Behavior International and the solutions 
we offer, please visit: www.dnabehavior.com 
 
If you have any questions or would like to discuss with an executive 
on our team, please email us at: inquiries@dnabehavior.com  
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