
 

(IN YOUR OWN INTROVERT WAY)

WORK your biz  
LIKE A BOSS!



 
Introverts Defined 

Many think of introverts as quiet and shy best suited for wok 
that’s doesn’t require much human interaction or public 
speaking. This really is a shallow idea of introversion. 


The base definition of an introvert is one who gets energy 
from being alone meaning you must have time alone to 
recharge and regroup. And you enjoy it. An extrovert gets 
energy from being with people.


The Four Flavors 

There are four types of introverts or what I call flavors. 


Social introvert. This is the most common introvert flavor 
and what most think of when they hear the word “introvert.” 
Social introverts prefer small groups with close friends and 
family with some time alone with a good book, walks, or any 
other solitary activity. Social introverts are not shy meaning 
anxiety isn’t the root of their preference for being alone or 
with small groups.


Strengths:  
• Comfortable around people

• Naturally curious about people, a great listener and 

insightful

• Seeks out meaningful connection between people and 

ideas

• Has many interests for stimulating conversation

• Ability to develop a clear vision to best help your client 

and then decisive and organized in how to carry it out


Weaknesses: 
• Starting a conversation can be challenging

• Small talk might be annoying because like to jump right 

into meaningful matter

• Large crowds and strangers can cause some anxiety and 

withdrawal

• Quietly forceful which can intimidating


Tips: 
• Practice opening statement and interaction
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• If possible, present product or service in small groups or 
one-on-one


• But practice presenting to larger crowds

• Attend networking events

• Don’t use phone or take a friend to networking events

• Create a story toolbox

• Be self aware of intensity


Thinking Introvert 

This introvert flavor doesn’t typically mind social events but 
is thoughtful, introspective, and self-reflective and can be 
caught daydreaming at events, especially if bored. And this 
flavor isn’t Chatty Cathy unless it’s something you’re 
passionate about. 


Strengths:  
• Comfortable around people

• Not anxious about social events

• Possesses a higher level of emotional intelligence 

because self-reflective and more sensitive to others’ 
emotional states


• Lives and conducts business by a well-developed value 
system


• Great listener

• Laid back and puts clients at ease

• Creative and original thinker that loves ideas and theories 

leading to strategic thinking and solutions


Weaknesses 
• Can come off unsocial at times because get lost in your 

thoughts, especially at social events

• Idealistic outlook causes increased pressure to be perfect

• Can become rigid or tense when values are violated

• Can be overwhelmed with all your ideas and theories so 

might procrastinate or not finish things

• Some ideas are not real-world applicable


Tips: 
• Avoid zoning out into your own thoughts and disengaging 

with others in conversation and at events


“HI, I’M SHERRI,” ALONG 
WITH A GENUINE SMILE 
AND CONFIDENT 
HANDSHAKE.  

FOLLOW UP WITH, “WHAT 
DO YOU DO?” OR “WHAT 
BROUGHT YOU HERE 
TODAY?
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• Head nods, questions, and the “hide and seek” method 
can help you stay focused


• Engage with others instead of sitting alone in thoughts

• Pursue excellence not idealism

• Be aware of core values so you respond instead of react

• Keep a notebook of ideas and test them before offering 

them to clients


Anxious Introverts 

Bless your heart! An anxious introvert feels anxiety before, 
during, and after social events and seeks out solitude 
because feels awkward and painfully self-conscious around 
others. 


Strengths: 
• Your able to see the “what ifs” that others miss to avoid 

problems later

• You seek a peaceful and secure way of life and business

• You’re responsible, dependable, and thorough

• You’re sensitive and kind and will put the needs of others 

above your own


Weaknesses: 
• Your ability to see the “what ifs” can cause anxiety and 

hinder you from making decisions and taking risks

• You can seem withdrawn due to anxiety making it hard 

for others to approach you

• You tend to avoid conflict and dealing with situations and 

people that are harming you and your business

• Your kind nature makes you vulnerable to people taking 

advantage of you


Tips: 
• Learn to say “no” 

• Use a “what if” and “what could be” process to help you 

make uncomfortable decisions

• Avoid the “what I should’ve done” and “could’ve done” 

torture

• Utilize the opening statement and interaction method to 

avoid awkwardness in meeting people

• Face conflict with courage and fear

• Be confident in your product/service because it’s not in 

your nature to be pushy


THE HIDE AND SEEK 
METHOD IS HOW I KEEP MY 
MIND FROM WANDERING 
DURING CONVERSATION.  

BASICALLY, YOU SEEK OUT 
HIDDEN NEEDS AND 
DESIRES OR TOPIC IDEAS 
AND GEMS DURING 
CONVERSATION THAT YOU 
CAN USE TO QUESTION OR 
CONTINUE THE 
CONVERSATION. IT’S A 
GREAT WAY TO BE HELP 
OTHERS WITH YOUR 
EXPERTISE. 
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Reserved Introvert 

A restrained introvert is a reserved introvert. You’re like the 
James Bond of social events—mysterious, curious, and cool 
as a cucumber. Ok. That might be a little exaggerated. But 
your natural quietness can make you seem either 
mysterious.


Strengths: 
• You do things right the first time

• You’re logical, practical, and work steadily toward goals 

without being distracted

• You dot your “i’s” and cross your “t’s”

• You’re orderly, organized, and like following the rules to 

avoid problems later

• You’re independent, determined, and turn theories into 

solid action plans

• You have high standards for yourself, your team, and your 

business


Weaknesses: 
• Takes a while for you to get going

• Your need to do things right can slow you down and 

cause you to miss time-sensitive opportunities

• You can tend to overwhelm clients with too much 

information 

• You can be too hard on yourself, your team, and even 

your clients

• You can second guess your abilities leading to analysis 

paralysis

• You can isolate yourself and not ask for help when you 

need it 

• You can be perceived as detached and hard to read


Tips: 
• Go with your gut and trust it when opportunities are time 

sensitive

• Avoid overwhelming others with details, especially if their 

personality hates that

• Don’t allow high standards to blind you and not provide 

yourself, team, and business space to mature

• Ask questions when you don’t know something

• Use facial and hand gestures when talking

• Learn from others even if not up to your standards

YOU’LL NEVER ATTAIN YOUR 
GOALS WITHOUT TAKING 
RISKS, WHICH REQUIRE 
UNCOMFORTABLE 
DECISIONS AND ACTIONS. 
YOU HAVE TO GET USED TO 
DOING THINGS AFRAID. 

A HARVARD UNIVERSITY 
FORUM ASKED A GROUP OF 
CEO’S HOW MANY 
DECISIONS THEY MADE 
USING INTUITION (KEEN AND 
QUICK INSIGHT). SIXTY-FIVE 
PERCENT OF THEIR 
DECISIONS WERE INTUITION 
BECAUSE IF THEY TRIED TO 
ANALYZE ALL THE DATA 
FIRST, THEY’D LOSE DEALS. 
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Building Trust 

Aristotle said, “We like those who resemble us and are 
engaged in the same pursuits. We like those who desire the 
same things we do.” 


The key to building trust is to adapt yourself in such a way 
that your client feels you resemble her. And the easiest way 
to do this is to know how she think and speak her 
language.


You’re NOT changing who you are, but you’re temporarily 
using verbal and non-verbal communication similar to your 
client’s to build rapport and trust. I do this all of the time and 
can usually inspire trust within 10 minutes. 


Note: Using the DISC profile for each client type. 

The Bottom Line Client (D Personality) 

To the bottom-line client, results are most important. And 
they want those results as quickly and competently as 
possible. Also, SIGNIFICANCE is important meaning if they 
don’t feel important to you, you’ll lose them. 


Other characteristics: 
• Direct, results-oriented, firm, strong-willed, and forceful

• Fast-paced—talk fast, make decisions fast, and on to the 

next thing

• Task focused vs people focused

• Want to know WHEN and WHY


Trust Currency: 
• Require STRAIGHT-FORWARD and RESPECTFUL 

communication


The Life of the Party Client (I Personality) 

Recognition is important to the life-of-the-party client. They 
want you to laugh at their jokes, be interested in their stories, 
and enjoy visiting with them. 


MAKE SURE YOU’VE TAKEN 
YOUR PERSONALITY 
ASSESSMENT AT 
WWW.TONYROBBINS.COM/
DISC 

http://www.tonyrobbins.com/disc
http://www.tonyrobbins.com/disc
http://www.tonyrobbins.com/disc
http://www.tonyrobbins.com/disc
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Other characteristics: 
• Outgoing, enthusiastic, optimistic, high-spirited and lively

• Fast personality

• Extremely expressive—flamboyant, colorful, unusual 

clothing, jewelry, hair, and/or socks

• People focused vs task focused

• Love visiting, motivating others, working with people

• Want to know WHEN and WHO


Trust Currency Language: 
• Require OPEN communication and ADMIRATION


The Slow and Steady Client (S Personality) 

This client type is the salt of the earth of all the types! If 
you’ve ever found yourself baring your soul to someone (and 
it’s not like you at all!), you’ve probably been with this type of 
client. They make you feel at ease and accepted.


Other characteristics: 
• Even-tempered, accommodating, patient, humble, and 

tactful

• Slower-paced—prefer slower interaction, time to think, 

and time to make decisions

• People focused vs task focused

• Want to know WHO and HOW


Trust Currency Language: 
• Require ACCEPTANCE along with SAFETY and 

CONNECTION


The Certainty is Safety Client (C Personality) 

For this client type, certainty and making the right decision is 
so important that they will likely ask you bajillions of 
questions and research everything for about…oh, let’s see…
at least one year! Don’t get frustrated! Safety is in certainty 
for this client.


Other characteristics: 
• Analytical, reserved, precise, private, and systematic

• Slower-paced
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• Making the right decisions is very important to a C so are 
slower in decisions and research everything to be 
accurate and certain


• Task focused vs people focused

• Want to know HOW and WHY


Trust Currency Language: 
• Require RELIABILITY with STANDARDS that insure 

CERTAINTY (use words to convey certainty like 
warranties and ongoing support)
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Sales Mastery 

Today’s culture has more isolation than ever due to social 
media, texting, and emailing. This unique time in history is 
perfect for introverts because an effective sales person must 
research to understand your client, listen to truly understand 
your client’s needs, and respond and adapt as needed. 
Doing these three things along with understanding how you 
are designed, your client’s type, and a few simple techniques 
you’ll learn now will create an experience of connection for 
your client, which sets you apart in today’s culture.  


The Two Musts 

But as an introvert, you must have “two musts” in order to 
be successful. 


1. You must really love and believe in your product or 
service because introverts aren’t very good at “faking it 
until you make it.” If you doubt at all, you won’t have the 
needed motivation to build your business confidently.


2. You must develop your own sales style. There’s not just 
one way to sell. Don’t copy another’s style that doesn’t fit 
you.


Common Introvert Hindrances 

• Feeling rude or insensitive: Introverts tend to be 
sensitive to others’ needs and feelings and hate to seem 
rude or insensitive by pitching a product or service.


• KEY: Realize your product or service can benefit 
your client’s life and solve her problems.


• FACT: Not sharing your product or service is 
actually a disservice.


• TIP: Share in a way that you know both of you will 
be comfortable and enjoy like in a home, at a 
coffee shop, or over lunch. 


• Hesitant: This one is similar to the previous one but can 
also come from not knowing if your client really wants to 
hear what you have.


• KEY: You might be surprised who buys from you.

• FACT: There’s really no way to know for sure so 

don’t prejudge.




 

The Four Types of Introverts                                                                                                                                                5

• TIP: Asking is the best policy. You can approach 
your client with, “I don’t know if you know, but I’m 
an entrepreneur,” which will immediately create 
questions leading to a very easy way to introduce 
your product or service. Or you could say, “I 
recently started a business…”


• Body Language: Introverts are notorious for closed body 
language—crossed arms, hands in pocket, lack of facial 
expressions and gestures, nervous gestures, and not 
smiling.


• KEY: You must break these bad body language 
habits.


• FACT: People view people who are expressive and 
gesture as more friendly.


• TIP: I’ve got more tips later, but the main thing is 
break any closed body language habits.


• Not closing the deal: Fear of rejection is a HUGE reason 
for not finishing your presentation with a straightforward, 
“Do you want to sign up?” or “Are you ready to get 
started?” 


• KEY: You’re just going to have to bite the bullet 
and confidently ask.


• FACT: You just spent your time and your client’s 
presenting your product. Not asking for the sale 
because you don’t want to be pushy is a waste of 
everyone’s time.


• TIP: Find your sales style to help you be more 
confident. Use your client’s personality style trust 
currency.


• Afraid you’ll run people off: Most of us start with family 
and friends and fear running them off. But, quite frankly, 
I’ve never seen or heard of an introvert doing this.


• KEY: People know those who truly care about 
them.


• FACT: As you keep the goal of solving your 
clients’ problems a priority, your clients will feel 
that and appreciate it.


• TIP: A straightforward statement can solve this 
hindrance in 30 seconds. It’s, “If you’re truly not 
interested, just tell me. You’ll not hurt my feelings 
at all.” 


• Lack of passion: We’ve talked about this already but 
here are a couple of more things.

BUT LET’S BE REAL. “NOT 
WANTING TO BE PUSHY” IS  
REALLY AN EXCUSE TO 
AVOID A POSSIBLE “NO.” 



 • KEY: You must treat your business like a business 
not a hobby. 


• FACT: Many try to build a business with a little 
here and a little there not realizing hard work and 
doing hard things is the only way to succeed.


• TIP: Get a plan and execute it with determination
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Creating Presence 

Presence is personal power that comes from your internal 
environment instead of focusing so much on your external 
environment.


Signs of personal power are:


• Free and in control

• Unthreatened

• Safe

• Behavior unrestricted from social pressure

• Attuned to opportunity instead of threats


Signs of powerlessness are:


• Insecurity

• Anxiety

• Discouragement

• Defeat

• Physical signs like sweating, dry mouth, stomach 

butterflies

• Loss of confidence and ambition


The Paradox of Powerlessness 

All of us have felt powerless in personal and professional 
social settings. The problem is that feeling powerless makes 
everything worse several ways:


• Heightens our sense of potential danger disabling us 
even more than natural introvert tendencies even more 
than natural introvert tendencies 


• Impairs thought

• Causes feelings of being closed in and restricted (like not 

firing on all cylinders)

• See challenges as ominous threats and that we don’t 

have all of the tools needed to deal with the threats

• Stops pre-frontal cortex area as anxiety skyrockets 

undermining executive function like reasoning, task 
flexibility, and attention control


• Lose lucidity

• Less able to update mental information, inhibit unwanted 

impulses, and plan future actions


MANY CALL PRESENCE 
CHARISMA, WHICH SOME 
POSSESS NATURALLY. BUT 
IT’S ALSO A LEARNED 
SKILL.  
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Social Power vs Personal Power 

Social power is power over, the ability to exert dominance or 
control the behavior of others. 


Personal power is freedom from the dominance of others, 
the ability to control your own states and behaviors. It’s 
access and control over your limitless resources—skills, 
abilities, personalities, and what makes you exceptional. 


Both are needed but you must have personal power first. 

The Surprising Reality 

People are NOT thinking about you as much as you think 
they are EVEN when you’re the center of attention! 


Here’s the reality: Most are thinking about themselves 
because we are each the center of our own world.  

The Body Shapes the Mind 

What you’re about to learn is amazing! Research suggests 
that your body shapes your mind meaning you can use body 
language to inspire confidence. This is powerful for us 
introverts!  

Ninety-three percent of communication is non-verbal using 
gestures, facial expressions, voice tone, and more. Your 
client’s brain will believe your body language over your 
words. And if they contradict each other, the conflicting 
messaging can cause automatic distrust in your client even if 
she doesn’t know why. Adopt powerful movement to inspire 
confidence in yourself and your client!


The Powerful vs Powerless Movement 

• Power walking is expansive and with a longer stride. 
Powerless walking is restrictive with shorter stride and 
stationary head. What’s interesting is in interviews with 
serial killers, researchers discovered that every serial killer 
picked their victims by how they walked—like victims).



 

The Four Types of Introverts                                                                                                                                                5

• The powerful initiate speech more often, make more eye 
contact, speak more slowly, take their time, pause, and 
speak with a strong voice. Just doing this will inspire 
confidence in your clients and yourself fast!


• The powerful take up space with their body while the 
powerless shrink by tightening and wrapping themselves 
to look smaller, the chest caved in and shoulders 
slumped. Cell phone use is causing this as well. 
Shrunken body language lowers your confidence and 
your client’s brain can tell if your body language is from 
being an introvert or using your cell phone so be 
expansive!


• The powerful are expressive in their face and use 
gestures.


• A huge sign of feeling powerless is wrapping your hand 
around your neck. It’s instinctual because the carotid 
artery is there and if injured, almost guarantees death. 


Keep Calm Doesn’t Work 

“Keep Calm” is everywhere! Coffee mugs, t-shirts, etc. But 
research reveals that telling yourself or others to keep calm 
doesn’t work. In fact, it can heighten anxiety by alerting 
yourself to how NOT calm you are! Not only that, anxiety is a 
high arousal emotion and impossible to abruptly deescalate. 
However, you can reframe it.


Reframing is changing a negative arousal state to a positive 
instead of from high to low. For example, you can reframe 
anxiety to excitement. 


Amy Cuddy, the author of Presence, wrote about an 
experiment to see if it worked. Subjects were randomly 
assigned to say or do one of three things before an anxiety-
producing event like singing in front of people. 


They could:


1. Say “Keep calm.”

2. Get excited.

3. Do nothing.


Those who reframed anxiety as excitement out performed all 
others because excitement reframes the situation as an 
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opportunity instead of a threat. 


Other ways to help with anxiety include: listening to an 
update song, read the newspaper, or do the two-minute 
power posing (coming up next). The more you shift anxiety, 
the more confident you become and over time permanently 
decrease anxiety levels. 


Fake It Until You Make It 

Introverts aren’t good at faking it. But that’s exactly what you 
need to do! At least at first. Remember, your body language 
shapes your mind meaning you can use body language to 
shift your thinking and inspire confidence before anxiety-
producing events. One of the quickest and most effective 
ways is power posing.  


The two power poses are the Superman or Wonder Woman 
pose and the Victory Pose. Before the event, find some 
privacy (like a bathroom stall) and strike the pose and hold 
for two minutes. 


Over time, doing these poses creates lasting change of your 
thought processes that leads to nervousness because it’s 
harder to hold onto negative beliefs while using dominant 
body language and expansive gestures make you feel 
powerful. Basically, you’re using a power poses to create 
lasting confidence and presence. 


Remember this: the way you carry yourself unlocks 
personal power, the key to presence, or reinforces 
feelings of powerlessness.  

Now this next discovery is incredible! Research has revealed 
that quadriplegics and other physically disabled individuals 
can produce the same effect by imagining these poses! 
Yes, you read that right. 


Imagining the power poses activates the same regions of the 
brain as those who physically perform them. This is good 
news because you might not always be able to find a private 
place to strike the power pose. Instead, you can imagine 
yourself doing them and have the same results.
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This is about fooling yourself a little bit at first and can feel 
weird and less than genuine, but like Amy says, “Begin to be 
now what you’ll be later.”


More Power Pose Benefits 

1. More aggressive at solving problems

2. More persistent

3. Decreases physical pain levels

4. Increases pain tolerance

5. Increases assertiveness

6. Your clients see you as confident and competent


Go ahead. Strike a pose!


