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Professional Selling with DiSC
Introduction
Professional selling with DiSC is a sales strategy 
that applies the behavioral assessment methodology 
of DiSC to enhance the sales process. DiSC is a 
tool that aids salespeople in understanding both 
their own and their prospects' behavioral styles, 
enabling them to customize their sales strategy to 
meet the specific demands of each client. This 
strategy places emphasis on the significance of 
comprehending the customer's priorities and 
purchasing behavior and using that knowledge to 
establish rapport and trust.

Salespeople can enhance their communication 
abilities, forge closer bonds with clients, and 
ultimately close more deals by introducing DiSC 
principles into the sales process.

This course will examine the fundamentals of 
professional selling with DiSC and how they may be 
used to enhance the sales process.

*For the complete course content and quotation, please reach out to us at 
info@irs-training.com or kavitha@irs-training.com .

Technique Of Seeking Out New Key 
Account For Focused Marketing
● Marketing concept and strategic 
Planning

● Maintaining a constant flow of new 
customers

Process Of Preparing Winning Tenders 
And Quotations
● Preparing the tender or quotations 
● The ‘Winning Factors’

Concept Of ‘Management Sweet Talk’
● What is Sweet Talk
● How to persuade?

Connecting With Customers 
● Process of attracting and retaining 
customers

● Customer Relationship Management

Apply E-Commerce And Website To 
Search Out For New Customers
● How to participate in the Forums?
● Working on Pay per Click Ads 

Company Leverages And Limitations
● Competitive analysis and strategy
● SWOT Analysis

Apply The Past And Future Sales 
Trend Analysis
● Product line analysis
● Analysis of past and current 
marketing data

Course Content: Highlights

Method Of Retaining Existing 
Customers
● Why are customers loyal
● Components of Wheel of Loyalty

Process of Planning And 
Implementing Sales Campaign
● Marketing and sales objective
● Sales forecast and budget

Technique of Developing And 
Managing Sales Team Effectively 
● Territory Management
● Plan, Actions and Results

Method To Coach And Counsel   
Sales People 
● Coaching Plan: A sample 
● Keys for effective counseling
● The confrontation process

Method To Develop Sales    
Incentive Programme 
● Developing compensation plans

Lead And Motivate Sales Teams    
To Achieve Target 
● Techniques to lead and motivate 
sales team

● Ways to keep salesperson 
informedTarget Participants

Managing Director,Chief Executive Officer, Executive Director 
as well as Sales and Marketing Directors, Managers, and 
Executives

Key Learning Outcomes
By the end of the course, participants 
should be able to:

● Identify the principles of DiSC 
behavioral assessment and its 
application in professional selling.

● Identify and adapt to different 
behavioral styles of prospects and 
customers.

● Build effective communication and 
rapport with customers based on their 
DiSC profiles.

● Apply consultative selling techniques 
using DiSC principles to find the best 
possible solutions for customers.

Duration
3 Days


