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A LITTLE EVERY DAY Dermatological Company
Started 1953
Australian Made and Owned

Employ over 450 staff,

worldwide
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mbti.

Launched Feb 2012

Relationship
Building tool

60 participants (sales and
marketing)

5 additional
sessions (2-3 hrs)
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MBTI® Sessions

H 5 ¢



[|\/| BTI® — creating a long term presence in any organisation]

J MBTI® & Selling (2)

Checking In

3%
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SeSS I O n MBTI® & Selling (2)
Progression

Checking In

Perceptions & Self Awareness
MBTI® and Selling

Identifying traits in others, modifying behaviour

MBTI® Introduction and Splitting Exercises
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/" Thinking "\

Sees things as an
onlooker from

outside a situation —

\objective view

)

Sees things as a
participant from within
a situation —
empathetic view
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SeSS I O n MBTI® & Selling (2)
Progression

Checking In

Perceptions & Self Awareness
MBTI® and Selling

Identifying traits in others, modifying behaviour

MBTI® Introduction and Splitting Exercises
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ldentifying Personality Types

 Verbal Cues
 Non verbal cues
e Demeanour

* Actions

» Decision Making
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Softly spoken TRAITS

Reserved

Speak slowly and deliberately
Listen more than talk

Reflective

Think before they speak

May respond slowly to a suggestion
Private

Respond carefully and thoughtfully
Dislike distractions

Are comfortable with silence
Pauses in answering or giving information

|T||'::-tl 17
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Take them away from distractions COMMUNICATION
Provide information ahead of time TIPS

Give them space

Demonstrate your enthusiasm in a
refined way (tone of voice)

Don’t be concerned with moments of
silence

Be careful when exploring personal
Information
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Behaviour Cues to Customer Preference

Action Points
Customer :

MBTI :

Extraversion

[ Introversion
[ Think It Through

Tallk It Out

/. Sensing | Intuition

E Specifics _|-\— The Big Picture
Thinking

Logical Implications

E Feeling
Impact on people

Extraversion [ Introversion

Talk It Out Think It Through

O Energetic, Arimated, Bpressive O ottty spoken

[0 Talks more than listens [0 Listensmore than taks

Od Speaks quickby and loudhy O Pausesin anzwerng of ghing irfomation

O intermupes O Refhects silerth

O  sociabke [ Thinks befare they speak

D Pppears to "think alowd” D Resenied

|/~ Sensing N Intuition

= Spedifics | The Big Picture

[T Likes tacts andfigures O Imaginaive, genemtes ideas

O Agks forstep-by-step information O Taksin generd tenmms

O Fractical and realistic [0 Looks for different ways to dothings

O consenative, msismntta change O Boredor mpaient wih details

O uses precize descriptions ] Opento posshilities

Od Responds to concmte examples Od Jurmps acrozs topics in cormersaion
Thinking Feeling
Logical Implications Impact on people

[ Provides honest =nd frank fesdback O wwizm and fierdh

O Debates and chalknges nformation gheen O shares personal informiation

D Impersonal wih yourself and athers D iy tak about what they walue

D Uses canzefafiet reazoning W this, thentha” D Pesaszes the mpact of decisions on people

O Tests wou and your knawledge Od Suppottive of what you present

[ Task and business focused a Responds postivelyto praise & appreciation
Judging Perceiving
Jow of Closure Joy of Processing

Od Erpect ar appolrtmert [ Fppoirtments

|:| Szems qupasked and s e matc |:| Delays making decisions

[ Time conschan - 52t deadihes and timelhes [0  seems bid back and sl

[0 s oguckt deckle on propose d actions O  sporanecus

[ makes ke [0  FResponds negatively to timelines , deadlines

[0 uses *.a words, booked, compare d, e valvated O Uses i wards , locking, comparng, ac

Judging
Joy of Closure

E Perceiving
Joy of Processing

3%
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SeSS I O n MBTI® & Selling (2)
Progression

Checking In

Perceptions & Self Awareness

MBTI® and Selling

Identifying traits in others, modifying behaviour

MBTI® Introduction and Splitting Exercises
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Stages of the Selling Process (MBTI®)
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Stages of Sales Process Aspects of type salesperson attends to

Initiating the relationship

OPENING
} ; o |

Investigating needs
PROBING

v

Suggesting a course of action
SUPPORTING

v

Obtaining agreement and
closing
CLOSING

m 551 grow: @
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SeSS I O n MBTI® & Selling (2)
Progression

Checking In

Perceptions & Self Awareness

MBTI® and Selling
Identifying traits in others, modifying behaviour

MBTI® Introduction and Splitting Exercises
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The customer’s
perception is your

reality.

~ Kate Zabriskie

www.sheliabutler.com
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Trait Negative Perception

E Sociable Space invader

| Reflective Indecisive

S Detail minded Overly analytical

N Imaginative Dreamer

T Honest, frank Cold

F Empathetic Soft, weak

J Structured Inflexible

P Casual Unprofessional
£
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Group Activity

Softly spoken
Reserved
Speak slowly and deliberately
Listen more than talk
Reflective
Think before they speak
May respond slowly to a suggestion
Private
Respond carefully and thoughtfully
Dislike distractions
Are comfortable with silence
Pauses in answering or giving information

3%
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I

[

Name:

Profile:

Possible pitfalls or perceptions

53| grow: &
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SeS S I O n MBTI® & Selling (2)

ProgreSS|on Checking In

Perceptions & Self Awareness
MBTI® and Selling
Identifying traits in others, modifying behaviour

MBTI® Introduction and Splitting Exercises

29
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MBTI® - General Insights

‘I feel Like | can be move
SUPPOYELVE andt customLse the
way that [ interact with
colleagues so that we can
work together tn a mutually
veneficlal way”
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#-a-

S- N

i

‘Cauren Ls a high s and | am a high
NL L ean see the frustration she has
with wmy great big pleture tddens. | am
really working havd to put a bit more
meat on the bones of these big Loeas”
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Session MBTI® & Selling (2)
Progression

Checking In

Perceptions & Self Awareness
MBTI® and Selling
Identifying traits in others, modifying behaviour

MBTI® Introduction and Splitting Exercises
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Which cars would you buy?

Vehicle Type Key words Rating Top 2
1 Audi RS V10 &g | Evolution on the outside,
Revolution on the inside.
i M - | Sometimes you have to go
2 Lincoln MKC m back, to move forward.
3 1965 Acadian w1 | Plenty of room, economical,
= | well made, solidly built.
4 Sub.Outback n Made for Australiana.
5 Merc Benz E | ﬁ;rI]ezT;tgr?re is one thing you
6 Dodge > :LI ;23? matters is what's
7 Holden The car that has always turned
heads, now changes minds.
8 Tesla = | Reinvention out of the box

oy
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Which clip in which magazine?
Clipping Magazine ?? Why?
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Salesperson Considerations

ST

Customer

SF
Customer

=
Customer

Salesperson should

NT

Customer

Be factual

Be practical

Keep it short, sweet
and businesslike
Use fewer personal
words

Use step by step
directions

Prepare to be tested

* Use personalised
facts

*  Emphasize loyalty

* Use more personal
words

e Build the
relationship first
before “business”.

*  Maintain the
relationship

»  Show appreciation

* Use personalised
possibilities

* Focus on the bigger
picture and avoid
detail

* Paint a picture with
words that reflects
your customer

* Provide links,
patterns

Provide a business-
like approach,
demonstrate
competence

Project into the
future

Treat them as unique
Talk about the pros
and cons

Prepare to be tested

Remember

State the facts

* Give personal
service

*  Support the
customer’s vision

Provide and support
logical options

il

| &
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ST SF NF NT

PHARMACIST OWLY
EEEEEEEE
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Session MBTI® & Seling (2
Progression

Checking In

Perceptions & Self Awareness
MBTI® and Selling
Identifying traits in others, modifying behaviour

MBTI® Introduction and Splitting Exercises
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Activities for
Engagement &
Reinforcement
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GAME

Pick that
personality trait

X7
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Table :
Song Song Title Artist MBTI Type Points
1 Space Invaders
2 Cold As lce
3 Don't Stand so close to me
4 Dreamer
5 Iwill wait
6 Praise You
7 A little less conversation
8 I'm so excited
9 Spare me the details
10 All the small things
11 Standing on the outside
12 One step ahead
13 Urgent
14 He's gonna step on you again
15 Take it easy
Total

3%
=i
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of MBTI®

|

Application
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Off job
Workplace raining
Learning Others

(coaching,
10:20:70 remon

20%

On job
experiences
and practice

70%

(Edward Jennings —expert in business training)

= v
2
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—

£ sale ]?)rce .

-, o
_—

Manager/Supervisor

Checklist

MBTI

Extraversion / Introversion

Did the representative . w..?

D Provide an approprizte level of energy to matchthe customer.

D Deliver informationwith the required verbalvolume and speed.

I:I Providethe appropriste degree of socia / personal interaction.

D Listen effectively to what the customer was saying

I:I Provide the approprigte time frame for information to be considered.

Sensing / iNtuition

Did the representative........?

I:I Provide the appropriste level of detail when communicating.

I:I Maintain the appropriate focus on solutions for either now, or for thefuture.
D Consider other options for moving the business forward.

I:I Impart information and structure the call with logical sequence, when required.
D Accommodate diversions when they were presented by the customer

l:l Find the right balance, through either presenting concrete exam ples based on reality, or by
dscussing possibiities based on deas or theories.

Thinking / Feeling

Did the representative,
I:I Allow an acceptable amount of tmefor social/personal dscussion.
D Provide an appropriste focus from a " peoplev business' perpedive
I:I Deliver praise and demonstrate appreciation when required.

I:I Apply anapproprise level of sssertiveness, or engage in difficult discussions when the need arose.

Judging / Perceiving

Did the representative.

I:I Provide an appropriate level of structure in the calls

D Demonstrate the gppropriatediligence in seeking closureto discussed proposak and future steps.
I:I Display flexibility to the proposed agenda if the customer diverted discussions.

I:I Arrive on time for the call, when required.

D Make future appointments with those who required it

3%
=i
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o Sales & Marketing
¢ QC

0. e Scientific Affairs
e |T

 International Dept

v

the science . Marketing Services
 Wholesale

of healthy skin* Managing Director

_ | growi e
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MBTI® for the long haul

 Develop a long term plan

» Sell the plan

 Ensure a longer term presence is
part of any agreement

» Explore opportunities to go wider
and deeper within the organisation

| | 2A | "
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