Communication Styles Quick Tips

These color-coded tips include a brief description of typical people with whom you may interact in a personal
or professional setting. By adapting your communication style to that of others, you’ll become more effective
in your communication with them. You may have to practice varying your communication style with others
who may be different from yourself, but, this flexibility and the ability to interpret the needs of others is the
mark of a superior communicator.

Use these examples (or your own) of Famous People’s communication styles to help you
identify and recognize the style of those you interact with on a daily basis.

Private and analytical, people who prefer this
communication style value accuracy and
standards and tend to be moderately-paced
and task-focused.

e Bill Gates (businessman)

e Colombo (TV character)

e Mr. Spock (TV character)

e Albert Einstein (physicist)

e Tom Brokaw (news anchor)
e Vijay Singh (athlete)

e Allen Greenspan (economist)

Direct and forceful, people who prefer this
communication style value action and
achievement and tend to be fast-paced and
task-focused.

e Donald Trump (businessman)

e Margaret Thatcher (politician)

e General Patton (historical figure)
e Capt. Kirk (TV character)

e Charles Barkley (athlete)

e Simon Cowell (TV personality)

e Robert De Niro (actor)

Even-tempered and loyal, people who prefer
this communication style value cooperation
and predictability and tend to be moderately-
paced and people-focused.

e Jimmy Carter (former President)
e Mahatma Gandhi (civil rights)

e Mr. Scott (Scotty) (TV character)
e Michelle Obama (First Lady)

e Mother Teresa (religious figure)
e Mr. Rogers (TV character)

e Mark O’Meara (athlete)

SalesPlus MVP Coaching & Training

860-243-9757

Lively and social, people who prefer this
communication style value relationships and
enthusiasm and tend to be fast-paced and
people-focused.

e Oprah Winfrey (TV host)

e Bill Clinton (former President)

e Carol Burnett (actor)

e Eddie Murphy (actor)

e JayLeno (TV host)

e Lee Trevino (athlete)

e Dr. McCoy (Bones) (TV character)
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Communication Styles Quick Tips — page 2

Communication Style Tendencies and related Observable Behaviors

This person is looking for: Information
Observable emotion: Fear/ Concern
Quick Observations: Introverted, task-oriented
Body Language:
e Stance - Arms folded, one hand on chin
e Walks - Straight line

e Gestures - Very reserved, little or no
gestures

Communication Clue: Asks detailed questions
Communication “Do’s”
e Presentideasin a logical fashion.

e Provide facts and figures that back up
claims.

e Stay on topic.
Communication “Don’ts”
e Don't be disorganized or random.
e Don't rely on emotion to gain agreement.

e Don't force a rapid decision.

This person is looking for: Results
Observable emotion: Anger/Frustration
Quick Observations: Extroverted, task-oriented
Body Language:
e Stance - Forward leaning, hand in pocket
e Walks - Fast, always going somewhere

e Gestures - A lot of hand movement when
talking, big gestures

Communication Clue: Doesn’t want others’
opinions, only facts

Communication “Do’s”

e Be prepared - State your points clearly,
briefly, specifically.
Communication “Don’ts”
e Don't make idle conversation, ramble, or tell
long stories.
e Don't be too detailed unless they ask for it.

This person is looking for: Security
Observable emotion: Non-Emotional
Quick Observations: Introverted, people-oriented
Body Language:
e Stance - Leaning back, hand in pocket

e  Walks - Steady, easy pace
e Gestures - Will gesture with hands

Communication Clue: Has a “poker” face.

Communication “Do’s”

e Connect on a human level FIRST, and then
present ideas deliberately and clearly.
e Check for agreement before moving on.

Communication “Don’ts”
e Don't dive straight into business.

e Don't be demanding or abrasive.
e Don't assume "silence means consent."
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This person is looking for: The “Experience”
Observable emotion: Trust/Optimism
Quick Observations: Extroverted, people-oriented
Body Language:
e Stance - Feet spread, two hands in pockets
e Walks - Weaves, people focused, may run
into things
e Gestures - A lot of big gestures and facial
expressions when talking
Communication Clue: Talks with hands
Communication “Do’s”

e Give them the big picture before going into
details, and then give them a chance to
share their ideas.

e Bewarm and friendly

Communication “Don’ts”

e Don't dwell on details and facts.

e Don't tell them what to do without giving
them an opportunity to respond.

e Don't allow them to ramble too long.
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Teamwork is the
ultimate competitive
advantage.

Steve conducting a training workshop

What is SalesPlus MVP?

Combining the best practices of coaching, consulting, mentoring, and training to provide the
ultimate resource for business owners, leaders, and professionals.

* A partner to help businesses run better, grow faster and make more money

e A facilitator to help leaders and their teams achieve higher levels of performance
¢ A sounding board for their most pressing challenges and compelling opportunities
e A trusted colleague who’s committed to their success and personal fulfillment

How do | work?

PUSH

Push you further.
Step out of comfort zones.

PARTNER

Celebrate wins.
Conquer obstacles.

PLAN

We develop YOUR plan.
One page, not 100.
Brainstorm new
directions.
Unveil your blind spots.

Discuss tough subjects.
Approach the
unapproachable.

Make it simple.
Make it actionable.

Why Steve?

e 25 years business, sales and leadership experience

¢ 15 years working with owners, executives, and teams

* 6 years as Hospital Corpsman — Surgical Technologist, U.S. Navy
e Client engagements throughout the US

e Member of the International Coaching Federation (ICF)

Business & Executive Coaching | Leadership Development | Team Effectiveness
Training Workshops | Meeting Facilitation | Talent Retention | Assessment Services | Career Transition
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How I help my Clients

Sales and Leadership
Marketing Development

Team
Effectiveness §

Communication
Skills

Time
Management

Assessments
Tools
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Strategic
Planning

Performance
Improvement

Talent ' . Training

Retention Partnership Meeting Workshops
Development Facilitation

My Best Referral Sources

® Business Services: e Individual Services:
Financial Professionals Image Consultants
Insurance Professionals Personal Organizers
Small Business Attorneys Wellness Consultants & Trainers
Recruiters & HR Consultants Therapists & Life Coaches
Marketing & Sales Professionals Stylists

Web Designers & Writers
Graphic Designers

I do not advertise. All of my business comes from

recommendations and referrals.

Contact Steve for a complimentary consultation
steve@salesplusmvp.com | 860.243.9757 | salesplusmvp.com



A Good Referral for me: Jore
' A Business Owner

Our programs can help them and their team stay focused,

motivated, and ready for ongoing success.

A Professional
A leader looking for a trusted partner to brainstorm, produce alternatives,
| and help deliver action and results.

An Organization or Company
Steve is an energizing speaker and offers interactive training programs that

Steve canoeing the Connecticut River  ha|n provide direction and motivation for employees.
People need me when they say:
“I'm doing
everything myself”

“Hard to “We need to make more money”
find the right

people”  “My team is falling apart”
“I'm spinning “We need more clients!”

my wheels”
y wheels “I don't know
“I never have who to turn to
enough time” for help”

What to say:

e “Ever thought of hiring a professional?”
e “How about working with a coach?”
e “Let me see if | can get you a free session with Steve. He’s a good friend”

How can | help you?

e If | see a clear fit, | don’t hesitate to let them know about a great business

¢ | only recommend people & companies | trust - that goes a long way with my clients

e Be assured when | give you a lead, my clients will be very receptive to you

e Let’s connect: linkedin.com/in/steveporcaro | facebook.com/14AllCoaching

e My Linkedin is YOURS - | have over 4500 Linkedin connections and run 6 Linkedin groups with
over 100,000 members

Business & Executive Coaching | Leadership Development | Team Effectiveness
Training Workshops | Meeting Facilitation | Talent Retention | Assessment Services | Career Transition



Sucess Stories

“One of the most effective coaches”

Steve has worked with my company as a business coach and has been one of the most effective
coaches | have worked with. His enthusiasm and persistent emphasis on quality and his ability to
motivate leaders is what differentiates him from other business consultants. Steve is especially
strong on the sales and marketing side and has helped our company develop a solid sales force. |
highly recommend him to any business looking to improve sales and to help motivate employees.

Bob Delisa | President | Cooperative Systems

“I've done a lot of marketing I have never imagined”

When | contacted Steve the first time my business had no cyber presence. | had only one marketing
idea and was rather timid about approaching people. Since working with Steve | have developed
much more confidence. | am learning ways to communicate with manufacturers and other
professional people. My business is now on Facebook, LinkedIn, and | have a website. Steve has
helped me develop a virtual office which allows people to call me toll free. | have been able to refine
my brochures and instruction sheets. | have done a lot of marketing things that | never imagined
myself doing; such as trade shows, craft fairs, and Facebook ads. | would highly recommend Steve to
anyone who wants to grow their business.

Katherine Miles | Owner/founder | Ruby Slipper Car Seat Cover

"An absolute valuable cornerstone to any great team”

It is very relieving to have Steve coach and guide the team on communication, in these moments
to make sure that progress is not hindered, and help guide that passion to produce the greatest
benefits for the company. Steve’s patience with a difficult team, along with his insight and
intuitiveness to each individual on the team was critical to getting the best out of them. | would
absolutely recommend Steve to others. He is an absolute valuable cornerstone to any great team.

Joseph Raymond, CNIM, MBA, OHCC, CHCO
President | Axis Neuromonitoring, LLC

“Get a great result”

Steve is a great coach, very supportive and caring. Steve makes me feel so comfortable and
successful while preparing for the interview. He helps me build on my strengths and conceptualized
in my mind how to fit in medical device industry and be marketable. Steve has a warm personality,
and | am always happy to work with him. | would recommend Steve as a business coach/trainer to
get a great result.

Margarita Shub | Faculty Instructor | Lincoln Technical Institute
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Contact Steve for a complimentary consultation
steve@salesplusmvp.com | 860.243.9757 | salesplusmvp.com
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