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The readings and videos from this lecture talked mainly about personality types and treating the people you are trying to sell to with genuine interest and honesty. These are qualities that people value and make them feel like you are not just there to try to make money off them but rather you are there to help them with a problem they have or in some cases even help them with problems they didn’t even know they had. 

From the LinkedIn Learning video titled “Advanced Persuasive Selling: Persuading Different Personality Types”, by Brian Ahearn (2019) there are certain psychological principles that pertain to sales that help you build rapport, the ones from that section that I found the most interesting was the principles of liking and principle of reciprocity. I always knew that people are more likely to say yes when they like you, but the hardest part is making someone genuinely like you without them sensing that it is fake. However, what Brian said in his video about going into it with the mindset of “I want to like this person” makes sense and I will apply it at my current job at State Farm. The other one he talked about is the principle of reciprocity, it made me think how this can be applied in everyday life not only in sales. I believe this principle is really important because it helps you build a natural connection with people and makes a great first impression, in my opinion, life truly is about the people you meet and the connections around you and sometimes doing something nice for someone goes a long way. 

Additionally, when Brian was talking about Scarcity, I found myself sitting at the Toyota dealership again with my dad next to me and the sales manager sitting in front of us. I had told him I was going to think about the deal he had proposed on a Toyota Corolla 2026 SE, he looked me in the eyes and said, “But why would you that?” and he proceeded to tell me all the benefits Toyota has that other car dealerships, he assumed I would be going to, do not have. He also mentioned that the car will probably not be there at that exact same price If I came back the week after. He knew to me price was the most important thing, but he also knew I cared about how long this car will last me. That conversation is the reason why today I have a Toyota Corolla 2026 SE in my garage right now and I don’t regret it one bit so yes scarcity does help you close deals.

Another very interesting section from Brian’s LinkedIn Learning video was the DEAL personality types. I think I am an expressive and as I am writing this, I am actively thinking about the people I know and what type of personality type they fall under. Overall, this section was very insightful because in the future I want to work in business-to-business sales where I will encounter multiple people that fall under these personality types and knowing how to deal will them is going to be the most essential part of my job. Knowing how to approach them and doing it effectively will determine the future of the sale and the relationship from it if I end up closing the sale. I enjoyed how easy the DEAL acronym is to remember and how simple Brian made it to understand and apply in situations you might encounter yourself in real life. From this video I believe I might have challenges interacting with Drivers and Logical since they are not as focused on relationships as I am, that is the way I connect with people so I will keep that in mind. 
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