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Aligning Your Sales Talent for High – Performance Using the Relationship Selling Secret 

 

Sales is one of the most unique professions there is. It’s not always easy to predict success 

recruiting salespeople due to all the intangibles in the profession. Sales is based on 

relationships. People buy from people and there are a lot of factors that go into building long-

term trusting relationships that result in repeat sales year over year. 

In my just released book, The Relationship Selling Secret: The Sales Leader's Guide to 
Empowering Your Team to Increase Their Influence and Generate More Profitable 
Connections   I discuss the importance of aligning your sales team by the natural strengths of 

each of the four personality styles – Blue, Gold, Green, and Orange. Each style has its own 

unique set of strengths that can predict the success of the salesperson by understanding the 

type of sales environment that aligns with those strengths. Also, of great importance is for the 

leader to identify and leverage the strengths of each individual team member and help them 

use those strengths to their advantage. 

In any position, there are several key performance factors that should be considered to help 

salespeople be successful. Sales leaders should consider if their salespeople have: 

• A positive attitude 

• Drive 

• Goal-orientation 

• Teachable and coachable frame of mind 

• Dexterity or agility – can they think on their feet? 

These attributes are sometimes hard to determine in an interview. Some of these are more 
natural abilities, but anyone that wants to be successful will strive to have these attributes by 
working at it.  Having a positive attitude is backed up by data too! Optimistic sales pros 
outperform pessimists by 57%. That’s true even when pessimists have better selling skill sets. 
(Forbes, Seligman*) 

In my workshops, I ask salespeople which personality style is most successful in sales, and 

almost without fail, all four styles shout out their own style. The fact of the matter is that all 

four styles are successful for different reasons.   

Some of the factors to consider for success include decision making skills, communication and 

presentation skills, values, listening skills, and motivation, which is what drives them to 

succeed. When the sales leaders understand their people best, they can help each individual 

focus on the strengths that can have the most impact on their success. You can also predict 

what type of sales environment gives each salesperson the greatest chance for success. 
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Typical Sales Positions 

There are several critical positions in every sales organization. Putting your people in the right 

position will help maximize team performance and reduce sales turnover. It will also increase 

revenue and new business. The following is a list of the more common sales positions in larger 

sales organizations: 

• Sales Development Representative (SDR). This person is typically the first contact to a 

prospect trying to set up a meeting or a demonstration. The SDR is considered a hunter 

and spends most of their day making cold calls to set up the initial meeting. 

• Account Executive (AE). This person will conduct the demonstration or have the initial 

meeting with the prospect to qualify and see if there is a need and an opportunity for 

business. This person is also a hunter and sometimes after they establish the relationship 

with a new customer, they can become the farmer, or account manager, nurturing the 

account for the long-term, becoming the customer’s primary contact. 

• Customer Success (CS). This person is typically part of the support team that handles the 

ongoing needs of the customer to ensure the solution is working to their satisfaction. The 

goal of CS is to have the customer renew and add on new products and services over time 

based on great service, advice, and trust. 

• Sales Executive (SE). This person typically handles large enterprise accounts and acts more 

as a consultant to the customer. They are the go-to person for any needs the client may 

have. This salesperson acts as hunter, farmer, and trusted advisor. This is typically a long-

term position and is someone within the sales team with vast experience and expertise in 

the industry and with their company’s products and services. 

In any successful sales organization, there is a balance between prospecting for new business 

and nurturing existing business. It’s much easier to increase revenues with existing customers 

than bringing on new business which takes more time and resources. 

As you evaluate the profile of your sales organization and share my Four People Personality 
Style Assessment at https://www.stuschlackman.com, you can see a pattern of success for 

which personality styles succeed in the various sales positions. Let’s first review the strengths 

of each style as it relates to selling. 

Selling Strengths of Each Personality Style 

• Blues – The Relator: People with a dominant Blue Personality Style are excellent 
communicators and want to build trusted relationships. This is important because the data 
shows that successful reps are 10x more likely to use collaborative words like “us,” “we,” 
and “our” and avoid words like, “I” and “me.” (Chorus*) They sell themselves to the 
customer. They are nurturing and intuitive by nature. Their strengths are creativity, 
empathy, and enjoy serving customers. They are good listeners, put the customer’s needs 
first and foremost, and put honesty and integrity as a priority. Blues are strong in customer 
service, follow through, and pleasing the customer. They make excellent Account 
Executives. 
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• Golds – The Director: People with a dominant Gold Personality Style are the most 

organized, thorough, timely, and disciplined when it comes to meeting the needs of the 

customer. They sell their company first, its reputation and presence in the marketplace. 

Golds are good at presenting a total solution and showing a strong return on investment. 

They are thorough at asking questions, good listeners and are typically strong in the sales 

executive (SE) and consultative role. 

• Greens – The Detective: People with a dominant Green Personality Style are great 
problem solvers and excellent at asking relevant questions. This is especially important 
because research shows that asking questions about your buyers’ goals and pain points 
leads to more sales. (Gong*) They sell the solution first. Greens are inquisitive by nature, 
and they are experts at what they do. They are great at generating ideas, challenging the 
status quo, and are visionary in their thinking. Greens make excellent consultants and are 
good at going after new business. Greens like a good intellectual challenge and are very 
good at staying up to date on the latest trends. Greens are detailed oriented and think 
outside of the box. They are particularly suited for the position of Sales Executive, and they 
do well in the large corporation with developing enterprise solutions.  

• Oranges – The Activator:  People with a dominant Orange Personality Style sell your 

unique advantages and are very good at building relationships and leveraging the benefits 

of their solutions against the competition. Oranges are speculative and imaginative, 

looking for ways to differentiate their company. Oranges enjoy the thrill of the hunt and 

therefore make good hunters to prospect for new business. They love a good challenge and 

aren’t afraid of rejection or resistance. Oranges are persistent and never give up. Building 

strong relationships is something they thrive on and usually have a large network of 

contacts. Even though Oranges can be good at account management they’re more likely to 

enjoy going after new business opportunities using their imagination to get their foot in the 

door. Oranges are bigger picture than detailed and will harness the company’s resources to 

win the business. The Orange Personality Style does well in the roles of Account Executive 

and Sales Development Representative. 

 

Great sales leaders are known for their ability to leverage the strengths of the members of 

their team. They are excellent communicators, have high emotional intelligence, are decisive, 

good listeners, possess high integrity, clear vision, and are servant leaders putting the needs of 

their people first. 

As a sales leader, aligning your teams’ talent will maximize your team’s performance. 

Understanding the personality styles of your people will help you in developing their sales 

acumen and maximizing their performance.  

 

 

 

mailto:Stu@StuSchlackman.com


StuSchlackman.com Stu@StuSchlackman.com © 2022 

Aligning Personality Styles with Sales Positions 

Let’s look at each of the sales positions and match them with the Personality Style that they 

naturally perform well…based on my experience with several large corporate sales teams in 

the software solutions arena. 

• The SDR (Sales Development Role) – We have seen that the Gold and Orange Personality 

Styles do very well with the initial prospecting calls to set up appointments. That’s because 

these personalities are more aggressive in nature and typically do not get distracted by 

rejection. Golds like routine and are good at scheduling their day, while Oranges love to 

win over the prospect and see each day as a challenge and a competition. Both 

personalities are known to move at a fast rate. 

• The AE (Account Executive) – All four Personality Styles can succeed in this role. For the 

initial meeting playing the role of hunter, you can see more of the Green and Orange 

Styles. For those that become the account manager, you can see more of the Blue and the 

Gold styles that are very good at developing the long-term relationship. Blues are good at 

building one on one relationships and Golds are very good at harnessing the resources of 

their organization to support the customer. You will also see more Blue and Green styles 

on the Customer Success team as they support the ongoing needs of the customer. 

• The SE (Sales Executive) –we see the Gold and Green styles excel in this position, 

especially for large enterprise accounts. Both are consultative by nature. Golds are good at 

developing the high-level relationships and bringing in the appropriate resources at their 

company to support the customer, while Greens are great at being visionary and 

uncovering the future needs of the customer. Both are detail oriented and good at staying 

up to date with the industry and the solutions they offer. 

 

There are many tools in the marketplace that predict job fit and performance. Just a word of 

caution that any tool should not be the sole reason for hiring people into certain positions. 

These tools can indicate some probability of success, but they aren’t absolute.  

As I mentioned earlier, there are attributes in sales that are hard to uncover in one interview. 

How will the person interact with others? Are they optimistic by nature, are they driven or 

persistent? Are they teachable and coachable as mentioned? 

As a sales leader your most important responsibility is to coach your people to be successful. 

When you know the personality styles of your people, you know what’s most important to 

them and what their strengths are. Remember, it is easier to improve a strength (which is 

natural) than to improve a weakness.  Focus on the strengths your salespeople contribute to 

the team and you will be successful as a sales leader. 

As a reminder, each personality style leans towards their natural strength. Blues are great at 

building relationships for the long-term. Golds are great at showing financial proof and results 

to the customer. Greens are consultative and inquisitive by nature and will uncover the extra 
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ordinary. Oranges are about action and winning. When you give your salespeople 

challenges/assignments that focus on their strength it will boost their motivation and success. 

This is the relationship selling secret – knowing and using you and your team’s personality 

style to improve overall team performance.  

 

* Source: https://zety.com/blog/sales-statistics 

 

 

To learn more about the Four People Personality Styles and how taking and using the 

Assessment can help you build a powerful and productive sales team, please visit 

www.StuSchlackman.com, or email Stu@StuSchlackman.com. 

 

 

Stu Schlackman is the Relationship Selling Expert.  
 
After more than 20 years in corporate sales, Stu formed his sales training firm to focus on 
helping his clients achieve superior sales results. Leveraging his competitive nature, he 
focuses on training and coaching sales and service teams to reach peak performance. 

Before starting his own company, Schlackman was instrumental in increasing revenue and 
growing the client base of large corporations such as Capgemini, EDS, and the former Digital 
Equipment Corporation. His focus on relationship building led his sales teams to exceed sales 
projections by more than 30% percent annually. 

Today, Schlackman uses his Four People Personality Styles Assessment to help companies 
build high performance teams and increase sales by connecting with the four different 
personality styles.  

Follow me on 
• Facebook 
• Twitter  
• LinkedIn 
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