
 

Special Report:  The Real Estate Agent’s Guide to Personality Types  

 

 
 

 Working in and with the public is no easy task, and as a real estate agent, you have one 

of the most interactive jobs on the planet and able to build relationships with a diverse group of 

individuals.  It can be extremely difficult navigating and mediating the different personalities 

when dealing with buyers and sellers.  Thankfully, there are a number of resources that you can 

use as a real estate agent to educate yourself on the different types of personalities you are 

likely to encounter.  The “DISC” system, based on theories by psychologist William Moulton 

Marston, has proven to be an easy, encompassing way to learn about different personalities and 

how to cater to them to meet your sales goals. 

 

 An easy way to get started is to take a DISC personality test.  A quick Google search 

reveals a number of free tests to determine under what category you fall in.  Once that is known, 

and you learn your own personality traits and weaknesses, you will be able to use them to your 

advantage. You can then figure out how best to adapt your personality to match or to counter 

https://en.wikipedia.org/wiki/Personality_psychology


your client once you figure out under which type your client falls.  According to Marston, 

personalities can be categorized into the following four types: 

 

● Dominant - Direct, Demanding 

● Influential - Intuitive, Inspirational 

● Steadiness - Sweet, Soothing 

● Conscientiousness - Conservative, Cautious 

 

 
 

 

https://www.discprofile.com/what-is-disc/overview/


 

I provided a list of adjectives for each type that start with the letter that describes the type so 

that they’ll be easier for you to remember.  If you can’t remember them, this is something that 

you should print and cut out or jot down on an index card and carry with you to each listing 

appointment and open house. 

 

 There are a number of ways to determine what type of personality your client(s) 

possesses. Taking your client(s) out for coffee is easy enough of an activity to arrange, and a 

perfect way to learn about their personality.  By closely watching how they interact with the 

barista and other people in the cafe in addition to you, you’ll be able to tell their DISC type in no 

time at all!  Here are some ideas of what to look out for:  

 

■ Pick up on clues - This is where your observation skills are key!  What type of 

tone do they use to speak to you and other people?  Are they curt and direct with 

their answers or do they take their time to gather their thoughts?   

 

■ Study body language - Is the client(s) expressive with their face and hands?  If 

so, it’s a good sign that they’re an influencer.  Conscientious types may come off 

as dead-pan or critical, but really, they are trying to analyze the various elements 

of the moment and what the right response is.  The people that fall under 

Steadiness will lean in, nod, and maybe even have light physical contact 

whatever is needed to fully connect with their surroundings.  They are extremely 

empathetic to those around them and will try to make everyone feel comfortable.  

Dominants will be focused and have excellent posture and make eye contact 

when they speak to you. 

 

■ Look at attire - Dominant types like to display their power, they tend to favor 

expensive labels and flashy accessories. Influencers can usually be spotted in 

bright colors and trendy styles. Steadiness’s stay relaxed in comfortable clothing 

with a relaxed fit.  Conscientious types dress smartly and in conservative, well-

tailored pieces. 

 

  

■ Study the path a person makes through an event or meeting - When they 

enter a room and interact, do they tend to lean towards social activity and 

conversation or do they head immediately to start whatever task they are there 

for?  By notating whether the prospective client is active or passive in their 

activity, and whether they’re people or task oriented, will also give you a huge 

clue.  

 

Active and task-oriented reveals they are probably a dominant, direct D personality.  Active but 

also people-oriented usually associates itself with an I, the intuitive influencers.  Passive, 

people-oriented is a strong clue they will most likely be a steady and sweet S.  A passive and 



task-oriented series of behaviors leans in favor of a C style, conservative and cautious 

personalities.   

 

 So now that you have determined what personality type your client(s) is, the next step is 

to figure out how to orient your type to fit a prospect’s personality style and real estate needs.  In 

a perfect world, you and the client will form an immediate bond and be in the same mindset as 

to how to achieve your goals to buy or sell the property, but unfortunately this is rarely the case!  

This is the time to hone in and use your research to seal the deal.  You are selling yourself and 

your success with this task will determine whether the client(s) thinks that you have the ability to 

handle their selling and purchasing needs. 

 

● S-type Sellers: S-type sellers, the soothing, sweet types, need to feel security from you, 

and that you have their best interest in mind at all times.  Be sure to spell out your 

services and what they can expect from partnering with you.  In your interactions, be 

prepared for a lot of “How” questions.  “How will you market the property in the 

community?”  “How will we talk about features that may need some work?”  “How will do 

you determine what steps need to be taken if it doesn’t sell in a month?  3 months? 6 

months?”  Photos of satisfied clients and slowly explaining previous, successful 

techniques is a great way to bring assurance to S-types.  As they explain what they hope 

to gain from this experience, be prepared to comment gently, always in a reassuring 

matter in a way that builds trust and constantly reinforce security throughout your entire 

interaction. 

 

● S-type Buyers: Steadfast S-types “how” questions will be oriented to determining that 

you will work to locate the property and interact with the seller to ensure that they are 

getting the best deal possible.  They want, as stated above, to know with full confidence 

that you are on their side, reflecting their steady, warm character traits.  Be sure to 

emphasize how you will address common hiccups that can occur in the home buying 

process.  Photos of properties that fit their needs and desires are a great way to 

reinforce that you are listening to their needs, that you care about what they want, and 

that you are applying all of this knowledge to the experience.  

 

● C-type Sellers: C-sellers will be cautious with a capital “C.”  They will show you how 

well-researched and prepared they come.  Be ready to look at their prepared facts and 

figures and to of course show some of your own.  They are highly analytical and 

numbers will ease their conservative, cautious manner.  Talk about how you will utilize 

logic and formulas in your sales techniques. Their questions will be the “Why” type.  Why 

do you need to advertise a house for sale both online and in print?  Why are snacks 

important at an open house? To know the reasoning in advance and have proven 

examples ready to go of why your methods will be successful will be the only thing that 

will get you through a meeting with a C-type seller Your conversation should also include 

how every dime that is invested in marketing utilizes proven methods that will ensure an 

efficient sales process that is respectful of the client’s time and money.   

 



● C-type Buyers: When showing conservative natured C-type buyers a property, be sure 

to be ready with numbers besides just the price.  What is the average utility bill over the 

last year?  How much will that bill  increase in the winter with the heaters on and in the 

summer with the air conditioning?   How much are property taxes?  C-type buyers are 

fearful of criticism and need assurance that their choices are the best according to the 

facts and statistics.  Like the buyers, be prepared to hear a lot of “why” as they try to 

learn as much as possible about the properties that you view together.  Realize that their 

overnanalysis of situations can be one of their weaknesses, so be well-researched on 

what concerns they may have for  a potential property and whether it is feasible that it 

can be fixed within their budget limits. 

 

● D-type Sellers:  Always be prepared to take notes and listen to the guidelines that direct 

D-type sellers want you to operate by.  They expect a quick sale, but will not want to give 

full control to you.  Navigate suggestions discreetly and in a way that fits in with the 

process and goals that they envision.  Details that give their property an edge on the 

market will be welcome.  They generally want to know answers to “what” questions.  

“What are the places that you will market the home?”  “What kind of time frame do you 

anticipate for the first showings and our first offer?”  “What should I do to prepare for an 

amazing open house?”  Always be very complimentary of a D-type, recognize how great 

they look in their clothing or how successful their business is or whatever they take pride 

in to gain their respect by recognizing their hard work.  Being easy going and adaptable 

will be key when dealing with this type of person. 

 

● D-type Buyers:  The demanding D-type buyers are on a mission, they will tell you what 

they want and they expect you to deliver quickly.  Working fast is key, they do not like to 

putz around and wait for the right property to come along.  They need to feel like they 

are in control and they will expect you to keep up with their demands.  Houses that show 

status will be key and be sure to point out those elements or the potential of when 

viewing properties with them.  D’s love things like curb appeal, large garages, and 

swimming pools, things that reflect their dominant personalities and aspirations, and will 

choose them over more sensible features.  Just like with D sellers, D-type buyers will 

ask a lot of “what” questions.  “What is the neighborhood and school system like?”  

“What are stand out features that make this property special both in the neighborhood 

and in the larger community?”  It can seem like a lot of pressure to deliver to a D-type 

buyer, but you will be prepared! 

 

● I-type Seller:   Intuitive I-type sellers are looking for the latest and greatest methods to 

sell their property.  This is the type of buyer that will appreciate a great photoshoot and 

social media savvy to use in the sale of their property, methods that will give an 

influential appeal to the process.  They want to know who you envision will be looking at 

their property.  Who is going to come to their open houses?  They will want to prepare 

for market in a way catered to a specific buyer, so knowing who the primary buyers are 

in the region and what the key features they are looking for is a great advantage.  I’s are 

extremely creative and will be the perfect client to try your think-outside-of-the-box ideas 



on.  They admire doing things differently, and are extremely appreciative of using 

technology.  I’s are more patient than D’s, but they will probably be discouraged if the 

property does not sell after a showing, so be full of encouragement and reassurance that 

just because that person did not want to buy does not mean the perfect buyer is not out 

there. 

 

● I-type Buyer: When gathering information about what the I-type buyer anticipates 

buying, be in the know about what is trending when it comes to real estate both locally 

and nationally.  They want to feel inspired (and in turn inspire others) and need a home 

that can match these aspirations.  Are there any neighborhoods in the area near popular 

communing areas (parks, restaurants, bars) that your client might be interested in?  I-

types are open to suggestion as long as you make it seem on or ahead of the trend.  

They will want to know who their neighbors are.  Research what types of households 

populate the neighborhood, is it a multi-ethnic neighborhood?  Are the people more well-

to-do?  Are there a lot of families?  The answers to these questions will be the key to 

them choosing a property.  Be sure to point out elements of the house that are on or are 

ready for whatever the current home design trends are.  Knowing what they will be on 

the lookout for will help with a smooth buying process. 

 

As an agent, one of your top skill sets should always be communication.  It’s not only important 

to be able to express your needs and the needs of your client to the property owner, listing 

agent, seller’s agent, or potential client, but it’s also extremely important that you be able to deal 

with a variety of different people -- sometimes all at the same time.  Sometimes, you may get a 

pair of clients who are married (or in another type of partnership) who may be completely 

different personality types.  In that case, it is important to remember that each member may fall 

under a different personality categorization.  It is important to acknowledge and be accepting of 

both persons so they feel as if the real estate buying or selling process is tuned to their needs 

as an individual and not just to who may be the more domineering personality.  If a conflict 

arises between the clients, have respectful, compromising solutions at the ready.  This can be a 

very tense and stressful process for couples and whatever you can do to prevent or ease 

differences of opinion will be met with gratitude.  You can read more about the different DISC 

combinations and what to expect when encountering them here. Be prepared to easily cater to 

multiple types at a moment’s notice and cater your tasks to meet in the middle is key and you 

will get better with time and practice. 

 

 Communication is such an important part of what we do as agents.  If you aren’t an 

effective communicator, you’ll never get ahead in this business.  For more information on 

communication including verbal communication, electronic etiquette, body language, and more, 

you can visit Cindy Bishop Training for more training courses and tips to help your business get 

to the next level.  

 

Cindy Bishop is the Managing Director for the Real Estate School Cindy Bishop Worldwide. You 

can reach her by using the contact form at www.cindybishoptraining.com. You can also email 

her directly at info@bishopteam.org.  

http://blog.extendeddisc.org/disc-communication-styles
http://www.discmastery.com/research/DemystifyingDISCCompatability.htm
https://www.cindybisohptraining.com/
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