
ADMIN KIT

Improving Sales Effectiveness  
with Versatility

Audience: Trainers and Facilitators

Type: Facilitator Guide & Admin Kit

Assessments Available:  

Multi-Rater for Sales Professionals  

Self-Perception for Sales Professionals

Uses:  �The Improving Sales Effectiveness 

with Versatility (ISEV) Admin Kit is a 

“how-to” resource for teaching a workshop 

using TRACOM’s ISEV Concepts and 

Applications Guides. It provides everything 

needed to teach a sales-focused SOCIAL 

STYLEsm class.

INTERPERSONAL SKILLS:  
ESSENTIAL FOR 
SALESPEOPLE 

In any type of workplace interaction, 
interpersonal skills are important. But 
for individuals in sales and business 
development, the ability to effectively 
communicate with the customer is 
absolutely critical.

Recent participants in TRACOM’s 
SOCIAL STYLE and Versatility 
training overwhelmingly said their 
SOCIAL STYLE training was markedly 
effective in increasing sales and 
developing more productive customer 
relationships.  

As a result of TRACOM’s SOCIAL 
STYLE and Versatility training:

n �92% developed more positive 
customer relationships  

n �87% increased their ability to 
influence or persuade customers.

n �79% improved their ability to gain 
ongoing sales

n �58% closed sales they otherwise 
might not have

Product description

TRACOM’s Improving Sales Effectiveness with Versatility Admin Kit is a single 

resource to enable trainers and facilitators to quickly teach a SOCIAL STYLE class 

using the ISEV Guides. It provides relevant SOCIAL STYLE background, information 

about SOCIAL STYLE, the SOCIAL STYLE Model,™ and sales-specific assessments. 

You’ll learn how to use the Model and Guides to bring these powerful concepts to 

life in the classroom.

It includes recommended course content for two-hour and four-hour training 

courses, but is flexible so you can select content to create your own course if 

preferred.

The ISEV material covers the information necessary for salespeople to develop 

mutually productive relationship with their customers and prospects. The Admin 

Kit includes sample SOCIAL STYLE and Versatility questionnaires, course teaching 

aids and a resource CD.

Facilitating a Workshop 

Using the Improving Sales 

Effectiveness with Versatility Guides
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Suggested Workshop Timing

suggested timing for the two-plus-hour workshop

SEGMENT 

TIME

ACTIVITY

BASIC
2 hrs.

Section I: Introduction, Overview, and Self-Perception Questionnaires

0:10 Introduction, Objectives, and Overview

0:10

0:10 The SOCIAL STYLE and Versatility Self-Perception Questionnaires
0:20

Section II: SOCIAL STYLE Fundamentals

0:05 Behavior vs. Personality

0:25

0:05 Observable Say and Do Behaviors

0:30

0:20 Dimensions of Behavior, Assertiveness, Responsiveness

0:50

Section III: SOCIAL STYLE Model

0:05 The Four SOCIAL STYLE Positions

0:55

0:05 Your SOCIAL STYLE Position

1:00

0:10 Style Highlights

1:10

0:05 Key Characteristics of Style

1:15

0:05 SOCIAL STYLE Summary

1:20

Section IV: Tension Management

0:15 Tension Management

1:35

SECTION V: Versatility

0:05 Selling in the Third Dimension

1:40

0:05 The Four Sources of Versatility

1:45

0:05 Your Versatility Score

1:50

0:05 Improving Your Effectiveness with Your Customers

1:55

0:10 Program Summary and Next Steps

2:05

Remember: you can add or delete exercises to meet the needs of your participants. 
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Exercises 

STRENGTHS AND WEAKNESSES OF EACH STYLEPurpose
• The purpose of this exercise is to allow participants to 

learn more about their Style and to encourage them to 
begin thinking about how they can use their Style to be 
more effective in selling.Recommended Time

• 30 minutes
Materials Needed
• Handout: Strengths and Weaknesses of Each Style (available on Resource CD)

• Flipchart
• PowerPoint slide: Strengths and Weaknesses (PPT #21)
Directions
1. Give participants about 10 minutes to read more about each of the Styles in the Concepts Guide. 

(Driving Style: pg 13, Expressive Style: pg 14, Amiable Style: pg 15, Analytical Style: pg 16)

2. Divide class into groups by Style. 3. Distribute the Strengths and Weaknesses handout and ask the groups to (1) create a list of their 

perceived strengths and weaknesses when it comes to selling, (2) create a Style bumper sticker, and 

(3) identify songs appropriate for their Style.You may want to read aloud the task described on 
the handout to make sure everyone understands it. 
(Feel free to modify the terms of the task to  t your 
organization. Just be sure that it includes a fairly 
signi cant task and that it involves meeting with 
customers face-to-face within a set period of time.

4. After about 10 minutes, ask each group to share its results 
and ask members of the opposite Style to provide feedback.

Available on Resource CD

© The TRACOM Corporation.  All Rights Reserved   

Strengths and Weakness of Each Style 

Strengths and Weaknesses of Each Style 
Read about your Style in the Concepts Guide and then, working with others who have the same Style 

as you, identify the strengths and weaknesses of your Style given Task described below.  

Finally, create a “saying” or “bumper sticker” and identify some popular songs (past or present) that 

appropriately describe the theme of your Style. Be prepared to share your group’s results. 

Style: _____________________________________________________________________  

Task:
A small manufacturer has decided to offer a new, extended service/maintenance agreement to 

customers who sign-up by the 10th of next month. The extended agreement is not inexpensive and 

will require face-to-face selling. Now, everyone in sales must get up to speed on the terms of the 

offer and then contact their current and past customers to get the sales process going, fast! 

Assess the strengths and weaknesses a person with the assigned Style would have in approaching 

and accomplishing this task. 
Strengths: ______________________________________________________________  

_______________________________________________________________________  

_______________________________________________________________________  

_______________________________________________________________________  
Weaknesses: ___________________________________________________________  

_______________________________________________________________________  

_______________________________________________________________________  

_______________________________________________________________________  
Bumper Stickers or Sayings: ___________________________________________________  

__________________________________________________________________________  

__________________________________________________________________________  

__________________________________________________________________________  
Popular Songs: _____________________________________________________________  

__________________________________________________________________________  

__________________________________________________________________________  

__________________________________________________________________________  



Benefits
n �Learn key concepts of 

SOCIAL STYLE Model™ 
and Versatility.

n �Understand how to administer and 
score SOCIAL STYLEsm Assessments.

n �Receive detailed, timed outlines 
for two-hour and four-hour  
SOCIAL STYLE classes.

n �Develop skill in teaching 
SOCIAL STYLE classes.

Introduction

Workshop Overview

History

Roots of the SOCIAL STYLE Model
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