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Here are the results of your assessment:

Green 7 [N

Yellow 6
Red 3

As you can see from your results, your Sales interactions are influenced by more
than one Color Style, in the percentages shown. How high those percentages
are, relative to one another, will offer a clue to your attitudes and behavior in
this particular aspect of your life - the higher the percentage, the greater the
Color Style influence.

This report will first give you detailed information about your Primary Color, the
strongest influence, and how this affects your Sales style. This is followed by
information about your Secondary Color, which also influences your basic Sales
personality. How you view life and live it will be the result of your unique color
blend in all areas.

You will also learn in this report how your Color Style interacts best with other
colors in Sales, and how you can use Color Style techniques effectively to
improve all aspects of business relationships in this area.

YOUR PERSONAL COLOR COMBO IS: GREEN/YELLOW






GREEN IN SALES

Goal:




YELLOW IN SALES

Goal:




Vw0l gel all yie oo i (...

if you help enough other people
get what they want.
-Zig Ziglar

COLORS IN SALES




The 7-Point Checklist for Sales Success
Know your "Why."
Be authentic, poised and mindful.
Be engaging attitudinally.
Connect energetically with a lot of people.
Match actions to focused intention.
Formulate specific goals.

MasterMind weekly.

SKILLFUL CONNECTING WITH COLOR STYLES

THE UNSKILLED SALES SCENARIO
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the most wonderful place in the world,
but it requires people to make the dream a reality.
-Walt Disney

FOLLOW THE CLUES TO DETERMINE COLOR STYLE

HOW TO APPROACH THE FOUR COLORS

If you have an opportunity to meet face to face with your customer, or to speak



Here are some useful questions:

Can you identify the Color Style from the following answers?

e Volunteer, check in on my neighbors and help people out.

e Free time? I like to do research.

e Free time? I'm too busy working on my career.

e My free time is filled with anything goes from hanging out in a hammock, to
skydiving.



COLOR HINTS THAT GIVE YOU VERBAL CLUES:

"Oh you go first." (Blue)
"I just want to take notes.” (Green)
"I will go first." (Red)
Already talking. (Yellow)

BODY LANGUAGE CLUES
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Green Prospect

Red Prospect




Yellow Prospect

What you say can mean 4 different things...

As you can now understand, what you say can mean as much as four different
things based on a person's Color Style taking into account that which every Color
Combo you are getting in that moment is the one you go with.



Speak their language, keep yourself in a neutral attitudinal space about whatever
they are doing and saying, and you create synergy and rapport with them.

SKILLFUL vs. UNSKILLFUL APPROACHES

It's interesting to note the natural differences in Sales approach by each Color,
and how each can benefit by tailoring the message to the customer's own Color
Style. Here, in the context of an invitation to a NETWORK MARKETING
BUSINESS OPPORTUNITY meeting, are several scenarios, where the first color
is giving a sales presentation to the second:

A BLUE giving a sales presentation to a GREEN:

Unskillful:

The Green is thinking:

Skillful:

The Green is thinking:

A BLUE giving a sales presentation to a RED:

A BLUE giving a sales presentation to a YELLOW:
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GREEN giving a sales presentation to BLUE:

A GREEN giving a sales presentation to RED:
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A GREEN giving a sales presentation to BLUE:
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A RED giving a sales presentation to a BLUE:
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A RED giving a sales presentation to a GREEN:
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A RED giving a sales presentation to a YELLOW:
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A YELLOW giving a sales presentation to a BLUE:
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A YELLOW giving a sales presentation to a GREEN:

A YELLOW giving a sales presentation to a RED:




BLUE IN SALES

GOAL FOR BLUES




RED IN SALES









