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Module Purpose:

When this module is completed you will know the focus and agenda of
the program. You will also understand the crucial role of interpersonal
adaptability in achieving sales success.
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Please contact us (or click on the links below) for samples of other Facilitator & Participant
Resources, including:

Adventures in Attitudes — Facilitator Manual & Participant Guide
Biblical Personal Profile System — Facilitator Manual
Coping & Stress — Volume 1 & 2

®
DiSC Classic - Volume 1 & 2

®
DiSC Management Strategies - Facilitator Manual & Participant Guide

DiSC® Sales Strateqgies — Facilitator Manual & Participant Guide
Dimensions of Leadership Profile — Volume 1 & 2

Discovering Diversity Profile® — Volume 1 & 2

Personal Learning Profile — Volume 1 & 2

Personal Listening Profile® — Volume 1 & 2

Team Dimensions Profile® Facilitator Kit
Time Mastery Profile® — Volume 1
Work Expectations Sourcebook

Sample of Online Profiles:

o Team Dimension Profile

DiSC’ Classic Profile
Discovering Diversity Profile®
Time Mastery Profile®

Work Expectations Profile
Personal Listening Profile®
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