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Communicating With Clients, 
Businesses, and the Community
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Why Understanding Communication is 
Important
•People have varying ways of understanding others and 

expressing themselves.
•The better our communication skills are, the better we 

will be able to understand and be understood by:
•Members/clients 
•Employees and co-workers
•Community members
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Communication Styles

•There are many different methods of defining various 
personality types and how best to communicate with 
them.
•The DISC method is one of the more common ones. 
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DISC Task-Oriented People-Oriented

Outgoing Outgoing
Reserved Reserved

People-OrientedTask-Oriented

Dominance Influence

Compliance Steadiness
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D - Dominance

•Outgoing and Task-Oriented
•Take control, be in charge, and get things done
•Don’t tend to care about people’s feelings

•How to work with them
•Put them in charge of projects
•Keep discussions short and to the point
•Present what you need in the form of a choice
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I - Influence

•Outgoing and People-Oriented
•Charismatic, social, caring, and want to be liked
• Impulsive and fear being laughed at or ignored

•How to work with them
•Give the opportunities to be in the public eye
•Publicly praise them for doing things well
•Always allow them to save face
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S - Steadiness

•Reserved and People-Oriented
•Nurturers, like routine, hate conflict & eager to cooperate
•Can get walked over and taken advantage of, and may act 

as an enabler to avoid conflict
•How to work with them
• Show them appreciation
•Give them roles where they can support others
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C - Compliance

•Reserved and Task-Oriented
•Value quality, accuracy, and are detail driven
•Can be negative, critical, and unsociable

•How to work with them
•Allow them to work on their own
•Give them opportunities to learn and grow
• Focus on facts and details of tasks at hand
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DISC Assessment

•No one is simply one quadrant. We are each a mixture. 
There will be a dominant quadrant and traits but note 
the other areas of strength. This can be a map as to 
how best to communicate and work with others. 

•Try it for yourself. Free DISC and other personality 
assessments can be found at www.truity.com
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The Importance of Understanding Personality 
Styles
•Understanding our own personality style helps us to 

know what filter we are seeing others through

•Understanding others’ personality styles allows us to 
approach them in ways that are most meaningful to 
them
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Communication: Styles of Listening

• In relationships, whether personal or professional, the 
ability to truly listen is essential.
• In one listening styles model (Hardman, 2012), 

listening is broken down into eight styles.
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8 Styles of Listening

1) Inactive Listening – is hearing without really 
understanding or retaining what is being said. Really, 
just not listening. i.e. boring party talk
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8 Styles of Listening

2) Passive Listening – is hearing but not listening. Just a 
notch up from inactive, you hear and could probably 
catch the drift of what is being said, but not subtleties. 
Like background music, you hear it. You might like it 
being there, but you’re not really listening. 
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8 Styles of Listening

3) Selective Listening – can also be called selective 
hearing. It’s when people hear what they want to hear. 
i.e Lego and Toys-R-Us thrown into sentences
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8 Styles of Listening

4) Competitive Listening – is when someone listens just 
enough to then jump in and talk about themselves. It’s 
like a status challenge. 

*be careful trainers, sometimes in showing that you 
understand you me come off as “one upping” your 
client. “Your shoulder is sore? I understand sore 
shoulders. When I had my shoulder replaced…”
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8 Styles of Listening

5) Combative Listening – is similar to competitive 
listening as a status challenge but diminishes others by 
attacking what has been said. i.e. “That’s a stupid idea!” 
“That will never work!”
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8 Styles of Listening

6) Attentive Listening – is taking interest in what is being 
said and trying to understand but not engaging with the 
person speaking. It’s like being an audience member.
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8 Styles of Listening

7) Active Listening – is attentively listening and 
additionally asking open-ended questions for deeper 
understanding and acknowledging what is being said 
with short phrases such as, “I see.” or “I understand.”
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Styles of Listening

9) Reflective Listening – is similar to active as we listen 
and ask open-ended questions. It also layers in reflection 
of what is being said and can help the speaker clarify 
his/her thoughts. This is another way of letting the 
speaker know that they are being heard and understood. 
“So, if I’m understanding you, improving your health is 
very important to you because you want to live to see 
your grandchildren grow up.”

19

Styles of Listening

If we care about the person who is speaking, only three 
of these eight styles of listening are appropriate. 
Attentive, active, and reflective styles are the best at 
helping to understand others, with reflective being the 
most helpful.
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Styles of Learning

Most of us in the fitness industry have realized that 
people learn differently and that we have be able to 
explain things in different ways to reach them. 
There are various schools of thought on the ways that 
people learn. I can most identify with the VAK/VARK 
models of learning which are sensory classifications of 
learning.
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Styles of Learning

•VAK = Visual, Auditory, and Kinesthetic
•VARK = (an adaptation of VAK that adds Reading and 

writing into the mix)

*Like DISC, no one is just one classification. They will be 
dominant in one with varying levels of the others.

22

Styles of Learning

•Visual learners respond well to:
•Pictures/images
•Video
•Color
•Diagrams
•Demonstrations
•Visualization
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Styles of Learning

•Auditory learners respond well to:
• Lectures
•Group discussions
•Phone conversations
•Conference calls
•Audio books, lectures, and podcasts
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Styles of Learning

•Reading and writing learners respond well to:
•Understand better when presented in the written 

word. Books, articles, journals, etc.
•Writing things down helps them learn so they tend 

to be avid note takers
•When addressing this group, be sure to allow time 

for them to take notes
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Styles of Learning

•Kinesthetic learners respond well to:
•Doing an activity and they prefer the hands-on 

approach
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Using VARK When Teaching Others

•Tell, Show, Do, Apply
•Tell: the auditory message
• Show: the visual element
•Do: the kinesthetic/hands-on element
•Apply: a combination of sensory learning as they try 

to use the concepts in a different situation.
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Communication Summary

Communicating effectively is a combination of:
•Understanding personality types and the filters they 

see through.
• Listening to understand others and make them feel as 

if they are heard
•Being able to identify and utilize the learning methods 

that are best suited to the individual learner
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Upcoming Discussions: Learning & Applying 
Business Skills 
•Communicating With Clients, Businesses, and the 

Community ✓
• Identifying Options for Outsourcing Your Tasks
•Growing Your Business
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