
SPEAK THEIR 
LANGUAGE

Shape-Shift Your Communication Style to Win More Business























THE STAKES

Lost sales

Frustration

Inefficiency

Poor reviews



THE PLAN

IDENTIFY ADAPT + CONNECT CLOSE BY STYLE



TROY ADAMS
“gets a little too excited at this”

• 2025 NACE Speaker of the Year

• Owner, Carolina DJ Professionals

• Founder, Make Your Business Dance

• 20+ years industry / DJ experience

• The Knot Worldwide WeddingPro Educator

• BizBash Top 500 Most Influential Pros

• 33% avg yearly growth last 5 yrs

• Sales team closes 77%

• 80% retention rate of new hires

• Over 3,000 five-star reviews

• Former golf pro, GM, TV sportscaster

• Husband, father, son of a teacher/coach

• Mainer & part-Canadian

• Favorite artist: OAR

• Walking conflict & Over-sharer



TEXT: MYBD

to 66866







IDENTIFY YOURSELF
IDENTIFY OTHERS





LET ME SEE YOUR ID

● PACE  (slow/fast)

● FOCUS  (people/task)

● LEARNING STYLE  (visual/auditory/kinesthetic)

● LOVE LANGUAGE  (gifts, service, touch, WoA, QT)



HOW TO ID:

● PACE + WORDS they use

● LENGTH + FOCUS of conversations

● BODY LANGUAGE and appearance

● ANSWERS to your questions



QUESTIONS

What do you enjoy

most/least about this?

What does success 

look like?

How did you come to 

that conclusion?





















WORLDWIDE % OF STYLES

● D – 9% 

● I – 29% 

● S – 32% 

● C – 30% 

● Only 1% are 100% one style



ADAPT & CONNECT





HOW TO ADAPT

● Mirroring









HOW TO ADAPT

● Mirroring

● Active Listening





HOW TO ADAPT

● Mirroring

● Active Listening

● Questioning Strategies



QUESTIONS

What do you enjoy

most/least about this?

What does success 

look like?

How did you come to 

that conclusion?



HOW TO ADAPT

● Mirroring

● Active Listening

● Questioning Strategies

● Acknowledge Differences





HOW TO ADAPT

● Mirroring

● Active Listening

● Questioning Strategies

● Acknowledge Differences



“Personally, I am very fond of 

strawberries and cream, but I 

have found that for some 

strange reason, fish prefer 

worms. So when I went fishing, 

I didn't think about what I 

wanted. I thought about what 

they wanted.”

Dale Carnegie
How To Win Friends & Influence People



CLOSE BY STYLE









GAME-CHANGING TECHNIQUES

● Go for No

● Softening Statements & Silence

● Get a “That’s Right.”

● How do you buy?



“How do I earn 

your trust?”



THE PLAN

IDENTIFY

PACE

FOCUS

LENGTH

SEE, HEAR, TOUCH

ADAPT + CONNECT

MIRROR

REPEAT

QUESTIONS

ACKNOWLEDGE

CLOSE BY STYLE

DISC

GO FOR NO

SOFTEN + SILENCE

THAT’S RIGHT



SPEAK THEIR 
LANGUAGE

Shape-Shift Your Communication Style to Win More Business
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