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ABSTRACT:

This case study examines the impact of adaptive selling techniques on the sales performance of a struggling insurance sales representative, John, under the guidance
of his sales manager, Stephen. John, who hails from a poor family with a dependent widowed mother and two college-going sisters, had been underperforming in
his monotonous promotion approach. Recognizing the need for change, Stephen introduced John to the concept of adaptive selling, which involves altering sales
behaviors based on the perceived information about the selling situation.

The study explores the implementation of adaptive selling techniques by John and its subsequent effects on his sales performance. Through adaptive selling, John
was able to dynamically adjust his sales approach, tailoring it to the specific needs and preferences of each customer interaction. This customer-centric approach
aimed to build rapport, establish trust, and effectively address the unique concerns of potential clients.

The results indicate a significant improvement in John's sales performance following the adoption of adaptive selling techniques. By adapting his selling behavior
to the individual customers, John was able to better meet their needs and provide personalized solutions. This approach not only increased customer satisfaction
but also resulted in higher conversion rates and an overall boost in sales performance.
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Prologue:

In a small town nestled amidst rolling hills, a young man named John stood on the precipice of a new chapter in his life. He had recently graduated from
college, armed with a degree in finance and a relentless drive to carve out a prosperous future for himself and his family.

John had always been a pillar of support for his widowed mother and his two younger sisters. With his father's untimely passing years ago, the weight of
responsibility had fallen heavily upon his young shoulders. Determined to lift his family out of their financial struggles, John had set his sights on a career
in the insurance industry—a realm of opportunities where he could not only provide for his loved ones but also make a difference in the lives of others.

After countless hours of studying, networking, and job applications, John's perseverance paid off. He received an offer from a prestigious insurance
company in the bustling city of Bangalore—an opportunity that seemed like a beacon of hope in the midst of uncertainty.

The news filled John's heart with a mix of excitement and nervous anticipation. It was a chance to step into the professional world, armed with the
knowledge he had gained throughout his college years. But beyond his personal ambitions, he saw this job as the key to unlocking a brighter future for
his mother and sisters, allowing them to lead lives free from financial constraints.

As he prepared to embark on this new adventure, John felt a surge of gratitude for the unwavering support of his family. His mother, a source of
unwavering strength, had sacrificed her own dreams to provide for them, and now it was his turn to carry the torch of responsibility.

With a sense of determination burning in his eyes, John bid farewell to his small town and set off for the bustling metropolis of Bangalore. It was a city
of dreams and possibilities, where he hoped to not only build a successful career but also discover his own place in the world.

Little did John know that his journey was about to unfold in extraordinary ways, taking him on a path of personal growth, professional triumphs, and the
realization that the power of family would be his guiding light through every twist and turn.
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And so, with a heart filled with ambition and love for his family, John embarked on the adventure that awaited him in the world of insurance sales, ready
to embrace the challenges and opportunities that lay ahead.

In a heartwarming turn of events, a widowed mother finds solace and joy as her son secures a job in insurance sales in the bustling city of Bangalore. The
news not only brings a sense of relief but also fills her with immense happiness, knowing that her son will now take on the responsibility of caring for
her and their two younger sisters.

After the loss of her husband, the widow had been shouldering the burden of providing for her family single-handedly. The financial strain weighed
heavily on her, making it increasingly difficult to meet the needs and aspirations of her children. However, the recent development has significantly lifted
her spirits and infused renewed hope for a brighter future.

The widow, with tears of joy in her eyes, expressed her gratitude for her son's achievement, acknowledging the immense sacrifices he had made during
the arduous job search. She firmly believes that her son's new position will not only provide financial stability but also pave the way for his personal
growth and career prospects.

With her son now based in Bangalore, the widow mother can finally breathe a sigh of relief, knowing that he will be there to take care of her and their
two younger daughters. This sense of security allows her to focus on building a better life for her family, offering them opportunities they could only
dream of before.

In the competitive world of insurance sales, where success hinges on the ability to effectively engage and persuade potential clients, as a newly joined
sales representative, John,found himself struggling to make a mark. Coming from a poor family with a dependent widowed mother and two college-going
sisters, the pressure to succeed was not just personal but also financial. However, despite his earnest efforts, John's sales performance remained lackluster,
leaving him disheartened and questioning his abilities.

In the early stages of his career in insurance sales, John diligently followed the readymade approach taught during his training program. However, despite
his efforts, he struggled to increase sales and achieve the desired results.

Eager to make a mark in the insurance industry, John initially embraced the strategies he had been taught, approaching each client with the same
readymade approach. However, he soon discovered that this standardized approach failed to resonate with clients and did little to differentiate him from
other insurance agents.

As days turned into weeks, John noticed stagnation in his sales figures, which left him feeling frustrated and disheartened. Then there was regional
meeting in the company.

During a regional meeting that brought together the entire salesforce, frontline managers, and top executives, John found himself in a unique position to
overhear conversations among his colleagues and managers. That explored the valuable insights and perspectives he gained, opening his eyes to new
strategies, ideas, and possibilities within the realm of insurance sales.

As John attended the regional meeting, he quickly realized the wealth of knowledge and experience present in the room. Amidst the bustling energy of
the event, he couldn't help but overhear snippets of conversations among his colleagues and managers, inadvertently becoming privy to invaluable insights.

From seasoned sales professionals discussing their effective client engagement techniques to frontline managers sharing success stories and strategies,
John found himself absorbing a wealth of information. These impromptu exchanges provided him with a fresh perspective on various aspects of the
insurance sales process, uncovering innovative approaches and creative problem-solving techniques.

One of the key takeaways for John was the importance of building strong relationships with clients. Overhearing conversations about nurturing long-term
connections and focusing on customer satisfaction, he realized the need to go beyond mere transactions and cultivate meaningful partnerships. These
insights fueled his determination to prioritize client needs and tailor his approach accordingly.

In addition to client-centric discussions, John also caught glimpses of conversations surrounding effective sales strategies, negotiation tactics, and market
trends. These snippets of information gave him a glimpse into the ever-evolving landscape of the insurance industry. He became aware of emerging
opportunities, potential challenges, and the importance of staying abreast of industry developments.

Furthermore, overhearing discussions between top management and frontline managers shed light on the company's vision, goals, and strategies for
growth. John gained a deeper understanding of the organization's direction and the role he played in contributing to its success. This newfound clarity
instilled a sense of purpose and motivation within him..

Senthil - Experienced Insurance Sales Representative

Aparna - New Insurance Sales Representative

[Formal start of dialogue during breaks in meeting]

Senthil: Good morning, Aparna. I've been reviewing your sales approach, and | believe there's room for improvement. Have you heard of adaptive selling?

Aparna: Good morning, Senthil. Yes, I've heard the term before, but I'm not very familiar with it. What exactly does adaptive selling entail?
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Senthil: Adaptive selling involves recognizing that different customers require unique sales approaches. It's about being flexible and willing to alter your
approach during interactions to meet their specific needs and preferences.

Aparna: That sounds interesting, Senthil. How can | develop adaptive selling skills?

Senthil: First, you need to have confidence in your ability to use a variety of sales approaches. Each customer interaction is an opportunity to experiment
and find the approach that resonates best with them. You should collect information to facilitate adaptation by asking open-ended questions and actively
listening to their responses.

Aparna: | see. So, it's about understanding each customer's individual needs and tailoring my approach accordingly.

Senthil: Exactly, Aparna. You should also be open to trying new sales approaches and experimenting with different strategies. Adaptability is key in this
industry. If you feel that your current approach is not working, be willing to change it during the interaction.

Aparna: That makes sense. | want to be more flexible in my sales approach, but sometimes | find it challenging to modify my presentation style or alter
my planned approach.

Senthil: It's normal to face some challenges initially, Aparna. However, with practice and experience, you'll become more comfortable adapting your
sales style. Focus on understanding how each customer differs from another and be sensitive to their needs. This will enable you to modify your
presentation effectively.

Aparna: I'm willing to put in the effort to improve my adaptive selling skills. Are there any specific strategies or techniques you recommend?

Senthil: One effective strategy is to vary your sales style from situation to situation. Pay attention to the buyer's cues and adapt accordingly. Additionally,
try to understand the unique characteristics of each customer and feel confident in your ability to change your planned presentation when necessary.

Aparna: I've been treating most of my buyers the same way, assuming they have similar needs. | now realize the importance of treating each customer
uniquely.

Senthil: That's a crucial mindset shift, Aparna. Remember, adaptive selling is about building strong relationships and meeting individual customer needs.
By tailoring your approach and being sensitive to their preferences, you'll build trust and increase your chances of success.

Aparna: I'm excited to implement adaptive selling techniques and see the positive impact on my sales performance. Thank you for guiding me, Senthil.

Senthil: You're welcome, Aparna. I'm here to support your growth. Let's continue working together, and I'll provide you with feedback and additional
strategies to enhance your adaptive selling skills. | have confidence in your ability to excel in insurance sales.

This case dialogue between Senthil, an experienced insurance sales representative, and Aparna, a new insurance sales representative, emphasizes the
significance of adaptive selling in insurance sales. The dialogue explores the facets of adaptive selling, including recognizing the need for different sales
approaches, having confidence in adapting, collecting information, and utilizing different approaches based on individual customer preferences. By
embracing adaptive selling, Aparna is equipped with strategies to tailor her approach, build relationships, and meet customer needs which will lead to
improved sales performance.

Armed with these insights, John returned to his work with a fresh perspective and renewed enthusiasm. He planned to implement the lessons he had
learned, adapting his approach to align with the best practices and innovative ideas he had overheard for increase in sales and strengthening client
relationships.

Then Stephen visited his territory for joint work with John. Recognizing John's potential and the need for a change in approach, his sales manager,
Stephen, took it upon himself to mentor and guide him. Having observed John's monotonous promotion methods, Stephen identified the crucial missing
ingredient in his sales strategy — adaptive selling. Understanding that customers are unique individuals with varying needs, preferences, and concerns,
Stephen believed that adapting sales behaviors based on perceived information about the selling situation could lead to more successful customer
interactions.

With this in mind, Stephen decided to introduce John to the concept of adaptive selling. He explained how adaptive selling involves altering sales
behaviors during customer interactions to meet the specific requirements of each individual. By doing so, sales representatives can establish better rapport,
gain customer trust, and provide tailored solutions that address customers' unique concerns. So Stephen have taken him to tough customers and set positive
role modelling of adaptive selling approach and convincing customer for their product. Following two cases are best examples.

Instancel

In a bustling medical clinic, a busy doctor had always been reluctant to allocate more time to representatives promoting insurance products. However, a
recent encounter with Stephen, a representative known for his adaptive selling behaviors, proved to be a turning point. Despite spending less time,
Stephen's approach impressed the doctor and resulted in a significant sales breakthrough.
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The doctor, constantly pressed for time due to a demanding schedule, had grown weary of lengthy promotional visits. He believed that these interactions
often resulted in repetitive information and wasted valuable minutes that could be dedicated to patient care. However, Stephen approached his visit with
a different mindset, understanding the importance of adapting to the doctor's preferences.

During his visit, Stephen swiftly recognized the doctor's need for efficiency and tailored his presentation accordingly. He succinctly conveyed the key
features, benefits, and value propositions of the insurance products, all while maintaining a high level of professionalism. Stephen's adaptive selling
behavior ensured that he captured the doctor's attention, providing relevant information in a concise and engaging manner.

Impressed by Stephen's approach, the doctor not only appreciated the brevity of the interaction but also recognized the value in the insurance products
being offered. Stephen's ability to effectively convey the benefits and address the doctor's specific concerns demonstrated his deep understanding of the
doctor's needs and priorities.

As a result, the doctor expressed genuine interest in the insurance products, engaging in a productive dialogue with Stephen. Together, they explored how
the insurance offerings could benefit both the doctor and their patients, fostering a sense of trust and mutual understanding.

The breakthrough moment came when the doctor, convinced by Stephen's presentation, made a substantial purchase of insurance products. This
unexpected success caught the attention of both Stephen's colleagues and the company's management, who recognized the significance of his adaptive
selling behaviors.

The doctor's positive experience with Stephen's approach ignited a ripple effect throughout the clinic, leading to increased interest and subsequent sales
from other medical professionals. Stephen's ability to adapt to different situations and cater to individual preferences not only drove sales but also fostered
long-term relationships built on trust and understanding.

This case serves as a powerful example of the impact adaptive selling behaviors can have in a busy and time-constrained environment. By recognizing
and respecting the doctor's time constraints, Stephen not only captured their attention but also showcased the value of the insurance products efficiently.
His adaptive approach, combined with his deep understanding of the doctor's needs, resulted in a breakthrough sales opportunity and a potential avenue
for continued success.

In conclusion, Stephen's ability to adapt his selling approach and respect the doctor's time constraints proved instrumental in securing a significant sales
breakthrough. This case highlights the importance of understanding and adapting to the preferences and priorities of busy professionals, ultimately leading
to fruitful sales outcomes and the cultivation of strong professional relationships.

Instance 2

During their prospecting efforts, they came across a teacher known for her attentive listening and genuine interest in exploring solutions that catered to
her unique needs.

Recognizing the teacher's receptive nature, Stephen and John decided to adapt their sales approach to maximize the potential of their interaction. They
understood that rushing through a typical sales pitch would not suffice; instead, they needed to create a personalized experience by actively listening and
responding to the teacher's concerns and preferences.

Adaptive Sales Approach:

Stephen and John started the conversation by asking open-ended questions to gain a deeper understanding of the teacher's insurance needs. They patiently
listened to her challenges, aspirations, and specific requirements, acknowledging the importance of tailoring their offerings accordingly.

During this process, they adapted their language and presentation style to match the teacher's communication style, ensuring clear and effective
communication. By actively listening and responding empathetically to her concerns, they built rapport and trust, which proved instrumental in capturing
her attention and keeping her engaged.

Furthermore, Stephen and John showcased their expertise by providing insightful information and explaining the advantages of the insurance products in
a way that resonated with the teacher's unique circumstances. They emphasized the potential benefits, such as financial security and future planning that
aligned with her goals as an educator.

Extended Time and Remarkable Results:

Thanks to their adaptive sales approach, Stephen and John's interaction with the teacher extended beyond the usual timeframe. They invested additional
time in addressing her inquiries and demonstrating how the insurance products would provide comprehensive coverage for herself and her family.

Their attentiveness and willingness to devote more time paid off in a significant way. The teacher recognized their genuine commitment to understanding
her needs and appreciated the tailored solutions they presented. Consequently, she not only made a substantial insurance purchase but also recommended
Stephen and John to her colleagues, resulting in a surge of leads.

The success of Stephen and John with the teacher highlights the power of adaptive selling behaviors and the impact of active listening in the sales process.
By adapting their approach to the teacher's needs, they demonstrated their commitment to providing tailored solutions and building a meaningful
connection.
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Through their adaptive sales approach, Stephen and John effectively captured the teacher's attention, gained her trust, and secured a notable sale. The
additional time they spent with her allowed for a deeper exploration of her needs and aspirations, ultimately resulting in a mutually beneficial outcome.

This case study serves as a testament to the effectiveness of adaptive selling behaviors, emphasizing the importance of actively listening and adapting
strategies to meet the unique requirements of each prospect. By employing such an approach, sales professionals can foster trust, generate leads, and
achieve remarkable success in the insurance industry and beyond.

Teaching Notes

Synopsis

This case study examines how adaptive selling techniques transformed the sales performance of a struggling insurance sales representative named John,
who worked under the guidance of his sales manager, Stephen. John, coming from a financially challenged background with a widowed mother and two
sisters in college, had been struggling to achieve success using his traditional promotion methods. Recognizing the need for a change, Stephen introduced
John to adaptive selling, which involves modifying sales behaviors based on the perceived information about the selling situation.

Case Positioning:

This case study highlights the importance of adaptive selling and effective communication in the insurance sales industry. It showcases real-life examples
of professionals who recognized the need to adapt their approaches to meet the unique needs of their customers. The case positions adaptive selling as a
strategic tool that leads to improved sales performance, customer satisfaction, and enhanced business growth. It emphasizes the significance of active
listening, personalized solutions, and building strong relationships to achieve successful outcomes in the insurance sales context.

Case Setting:

The case is set in the context of the insurance industry, specifically focusing on sales representatives, managers, and professionals who engage with
customers. It explores the challenges faced by these individuals in promoting insurance products and highlights the breakthroughs achieved through
adaptive selling behaviors, innovative strategies, and collaborative efforts. The case setting encompasses various scenarios, including fieldwork
interactions, formal meetings, digital platforms, and communication channels, where professionals adapt their sales approaches to maximize customer
engagement, generate leads, and achieve sales targets. It showcases the importance of aligning sales strategies with the specific needs and preferences of
customers in order to succeed in the dynamic insurance market.

Key Learning Objectives:

Understand the importance of adaptive selling behaviors in the sales process.

Explore the role of active listening in building rapport and trust with prospects.

Recognize the benefits of tailoring sales approaches to meet the unique needs of individual customers.
Discover how an adaptive sales approach can lead to increased sales and generate valuable leads.
Case Positioning and Setting:

This case study is designed for students and professionals in sales, marketing, and business-related disciplines. It focuses on the power of adaptive selling
behaviors and the role of active listening in driving successful sales outcomes. The case study explores how Stephen, a sales manager, and John, a
representative, adapt their approach to engage with customers.

The case is set in the context of the insurance industry, where Stephen and John are seeking to expand their client base and generate new leads. The doctor
and teacher represents a potential customers who value time, personalized attention and has unique needs. The case study highlights the challenges faced
by sales professionals in time-constrained environments and emphasizes the importance of adapting strategies to meet individual customer preferences.

Discussion Questions:
1. Whyis it important for sales professionals to adapt their approach to each customer's needs?
2. How does active listening contribute to building rapport and trust with prospects?
3. Inwhat ways did Stephen and John tailor their presentation to meet the Doctor and Teacher's specific requirements?
4. What benefits can an adaptive sales approach bring to both the salesperson and the customer?
5. How can spending less time or more time with a prospect contribute to a more successful sales outcome?
6.  Can you think of other industries or professions where an adaptive sales approach would be beneficial?

Classroom Activities:
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1. Role-play: Divide the class into pairs and assign one student to play the role of Stephen or John, and the other student to play the role of the
Doctor or teacher. Have them act out a sales interaction using adaptive selling behaviors and active listening. Afterward, facilitate a discussion
to analyze the effectiveness of their approach.

2. Group Discussion: Divide the class into small groups and provide them with a hypothetical scenario where they must apply adaptive selling
behaviors. Each group should discuss how they would adapt their approach, identify potential challenges, and brainstorm strategies to
overcome them.

3. Case Analysis: Ask students to individually analyze a different case study or real-life example of adaptive selling. Have them identify key
elements of the adaptive sales approach used, evaluate its effectiveness, and discuss lessons that can be learned from the case.

Suggested Answers for Discussion Questions:

1. Why is it important for sales professionals to adapt their approach to each customer's needs?

Answer: Adapting the sales approach to each customer's needs is crucial because it demonstrates a customer-centric mindset. Customers have unique
preferences, challenges, and priorities. By adapting the approach, sales professionals can address these specific needs, offer tailored solutions, and create
a personalized experience. This approach fosters a stronger connection with customers, increases their trust in the salesperson, and enhances the likelihood
of successful outcomes.

2. How does active listening contribute to building rapport and trust with prospects?

Answer: Active listening is a key component in building rapport and trust with prospects. By actively listening, sales professionals show genuine interest
in understanding the customer's concerns, desires, and goals. This not only allows them to gather valuable information but also demonstrates empathy
and respect. Active listening helps establish open communication, fosters a collaborative relationship, and makes customers feel heard and valued. It
creates a positive impression, enhances credibility, and lays the foundation for a long-term trusting partnership.

3.In what ways did Stephen and John tailor their presentation to meet the Doctor and Teacher's specific requirements?

Answer: Stephen and John tailored their presentations by actively adapting to the Doctor and Teacher's specific requirements. They paid attention to their
unique concerns and preferences, asking open-ended questions to gather insights. Based on the information received, they adjusted their language, content,
and pace to match the Doctor and Teacher's communication styles. They highlighted the relevant features and benefits of the insurance products that
addressed the specific needs and aspirations expressed by the Doctor and Teacher. By personalizing their presentations, Stephen and John ensured that
the information resonated with the Doctor and Teacher, increasing the likelihood of engagement and sales.

4. What benefits can an adaptive sales approach bring to both the salesperson and the customer?

Answer: An adaptive sales approach offers numerous benefits to both the salesperson and the customer. For the salesperson, adapting the approach
demonstrates professionalism, flexibility, and responsiveness, enhancing their credibility and building strong relationships. It enables the salesperson to
better understand the customer's needs, making it easier to provide tailored solutions that meet specific requirements. This, in turn, increases the likelihood
of closing sales, generating referrals, and building a positive reputation. For the customer, an adaptive sales approach ensures that their unique needs are
addressed, resulting in a personalized experience and increased satisfaction. They feel understood, valued, and more likely to trust the salesperson, leading
to a stronger partnership and improved customer loyalty.

5. How can spending less time or more time with a prospect contribute to a more successful sales outcome?

Answer: The success of spending less or more time with a prospect depends on the context and the customer's needs. Spending less time can be
advantageous when the sales professional can deliver a concise, targeted message that captures the customer's interest and addresses their key concerns
efficiently. This approach respects the customer's time constraints and allows for a quick, focused interaction. On the other hand, spending more time
with a prospect provides an opportunity to delve deeper into their needs, build rapport, and provide a more comprehensive solution. It allows for a
thorough exploration of the customer's requirements and fosters a sense of trust and confidence. Ultimately, the key is to strike the right balance between
time efficiency and providing a personalized experience that aligns with the customer's expectations.

6. Can you think of other industries or professions where an adaptive sales approach would be beneficial?

Answer: An adaptive sales approach can be beneficial in various industries or professions where customer needs and preferences vary. Some examples
include:

Real Estate: Sales professionals need to adapt their approach to cater to different buyers, understanding their unique preferences, budgets, and desired
locations.

Hospitality: The ability to adapt to guests' preferences and anticipate their needs is essential for delivering exceptional customer service and ensuring
guest satisfaction.

Financial Services: Sales professionals in banking or investment sectors must adapt their approach to different clients, understanding their risk tolerance,
financial goals, and personal circumstances.
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Retail: Sales professionals in retail must adapt their approach to customers with diverse shopping preferences, offering personalized recommendations
and assistance.

Consulting: Consultants need to adapt their approach to each client, understanding their specific business challenges, goals, and organizational culture.

In these industries and professions, an adaptive sales approach helps build stronger customer relationships, increases customer satisfaction, and improves
overall sales effectiveness.

Positive Outcomes for the Actors in the Case Study

Stephen (Sales Manager):

Stephen, the experienced sales manager, achieved a significant milestone in his career through the successful application of adaptive selling behaviors.
His ability to adapt his sales approach to meet the specific needs of the teacher resulted in a notable sales breakthrough. Stephen's success not only earned
him recognition within the company but also showcased his expertise in adaptive sales techniques. This accomplishment opened doors for further
professional growth, increased opportunities, and solidified his reputation as a skilled sales manager.

John (Representative):

John, the representative in the case study, demonstrated exceptional adaptability and active listening skills during his interaction with the teacher. His
ability to tailor the presentation to meet the doctor and teacher's specific requirements earned him praise and appreciation. John's adaptive sales approach
not only led to a significant sale but also generated a multitude of leads through word-of-mouth recommendations. This success boosted John's confidence,
reinforced his belief in the power of adaptive selling, and positioned him as a valuable asset within the sales team. It opened doors for personal growth,
increased responsibilities, and the potential for future successes.

The Doctor (Customer)

Stephen and John's adaptive sales approach demonstrated respect for the doctor's busy schedule. Through the tailored presentation, Stephen and John
were able to highlight the specific advantages of the insurance products that aligned with the doctor's profession and lifestyle. The doctor gained a deeper
understanding of the benefits offered, including financial security, coverage options, and peace of mind. This increased confidence in the insurance
solutions led to a higher likelihood of the doctor considering and purchasing the products, ensuring their personal and professional needs were met and
provided an opportunity for future referrals. This potential for referrals not only contributes to the growth and success of Stephen and John but also
reflects the doctor's confidence in their expertise and the value they offer.

The Teacher (Customer)

The teacher experienced positive outcomes as a result of Stephen and John's adaptive sales approach. Their active listening and tailored presentations
created a personalized experience that addressed her unique needs and concerns. The teacher felt valued and understood, leading to increased trust and a
strengthened professional relationship. The insurance products she purchased provided her with the financial security and coverage she desired.
Additionally, the teacher's positive experience with Stephen and John prompted her to recommend them to colleagues, showcasing her belief in their
expertise and generating a sense of satisfaction that she had made a valuable referral.

Epilogue

In the aftermath of their successful engagements, the actors in the case study experienced positive outcomes that solidified their reputations as skilled
sales professionals. Stephen, the sales manager, achieved a career milestone through adaptive selling, opening doors for further growth. John, the
representative, garnered praise and generated leads through tailored presentations. The doctor and teacher benefited from personalized approaches, gaining
confidence and trust in the solutions offered. These positive experiences created long-term partnerships and led to future referrals. The success stories
spread through word-of-mouth, establishing Stephen, John, and their company as trusted professionals. The case study highlights the lasting impact of
understanding customer needs and delivering personalized solutions. As the case study concludes, Stephen and John continue to utilize their adaptive
approach, propelling their own growth and providing value to their clients. The case study serves as a reminder of the transformative power of adaptive
selling and customer-centric approaches in sales and customer relationships.
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The adaptive selling scale (ADAPTS)

Each customer requires a unique approach.

When | feel that my sales approach is not working, | can easily change to another approach.
I like to experiment with different sales approaches.

I am very flexible in the selling approach I use.

| feel that most buyers can be dealt with in pretty much the same manner.

| don't change my approach from one customer to another.

| can easily use a wide variety of selling approaches.

I use a set sales approach.

It is easy for me to modify my sales presentation if the situation calls for it.

Basically, | use the same approach with most customers.

I am very sensitive to the needs of my customers.

| find it difficult to adapt my presentation style to certain buyers.

I vary my sales style from situation to situation.

| try to understand how one customer differs from another.

| feel confident that | can effectively change my planned presentation when necessary.

I treat all of my buyers pretty much the same



