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Overview 

s a good fit for a consultative Physical Therapy/ Trainer role because high S/C supports patient consistency, 
quality, and follow-through, and very high Theoretical supports technical credibility and education, but NOT ideal for a high-
pressure, quota-heavy cash-pay sales environment because very low D and high Aesthetic can reduce urgency, closing 
intensity, and tolerance for conflict-heavy selling. 

is a strong fit for roles requiring: 
● Building trust with patients over time 
● Explaining treatment plans and exercise logic clearly 
● Consistent follow-up, documentation, and care-plan compliance 
● Retention and relationship-based client growth 

is NOT the best fit for environments requiring: 
● Aggressive same-day closing and constant price-pressure conversations 
● Rapid-fire change with little structure or process 
● Hard-driving, confrontation-heavy, quota-first sales culture 

DISC Summary 

● D: 14 / 10: Deliberate, low-urgency, careful decision maker who avoids forceful confrontation 
● I: 67 / 67: Friendly, talkative, approachable, and able to build rapport without needing to dominate 
● S: 99 / 53:  Extremely steady and patient naturally; can adapt to more pace, but too much change will drain energy. 
● C: 77 / 53:  Quality-minded, precise, and process-aware; likes clarity, detail, and doing things the right way 

Values (if available) 

● Economic: 36 
● Individualistic: 56 
● Altruist: 50 
● Regulatory: 35 
● Theoretical: 76 
● Aesthetic: 70 
● Political: 31 

 
Big takeaway: is driven more by learning, mastery, quality, and balance than by money, status, or competition, so 
the role must frame sales as helping clients commit to carenot just hitting numbers. 

Strengths 

• Client + Team Communication-  is friendly, easy-going, and approachable, which helps patients feel safe 
and heard during consults, treatm ,  follow-up. 

• Follow-Up + Consistency-   High S/C supports dependable routines, steady communication, and strong plan-of-
care follow-through, which is valuable for retention and compliance. 

• Quality + Process-Friendly-  is likely to care about accuracy, clean systems, thorough documentation, and 
delivering treatment the right way e irst time. 

• Calm Under Stress-   He brings a stabilizing presence with upset, frustrated, or anxious patients and usually does 
not create drama. 

• Relationship Instinct-   He is more naturally consultative than pushy, which works well for trust-based client growth, 
repeat visits, and referrals. 

 



Areas of Continual Improvement 

• Urgency + Speed-  may move more carefully than the role requires when quick lead response, decisive 
recommendations, and same-day commitment asks are needed. 

• Production / Deadline Pressure-  In a cash-pay clinic, revenue goals, close rates, and follow-up deadlines may 
feel draining if expectations are not very clear and measured. 

• Detail Overload Under Pressure-   Under stress, he may want too much information before making a firm 
recommendation, which can slow conversion. 

• Overcommitting / Saying Yes Too Much-   High S can make him overly accommodating with patients, 
coworkers, or schedules, which can hurt boundaries and efficiency. 

• Practical Thinking / Common Sense Execution-   This is not a lack of intelligence; the risk is leaning too far into 
theory, quality, or perfection instead of moving quickly to the next best action. 

• Handling Rejection / Pushback-   Price objections, skepticism, and direct pushback may feel personal and can 
reduce consistency in asking for the commitment. 

 

QUESTIONS 
 

Interview Questions  Physical Therapy/ Trainer Role 
(Ask process questions that prove they've done it before  tailored to the target role) 

1. Walk me through how you take a new lead from first contact to evaluation to paid plan of care. What steps do you 
personally own? 
2. Tell me about a time you converted a hesitant cash-pay prospect into a committed client. What did you say, what 
objections came up, and what happened next? 
3. How do you explain the value of treatment to someone who is comparing your program to doing it on their own or 
going somewhere cheaper? 
4. Give me an example of how you kept a client engaged through a full treatment plan and turned that relationship into 
repeat visits or referrals. 
5. When a client becomes inconsistent with visits or home exercises, how do you re-engage them and keep them 
progressing? 

Questions Around Continual Improvement Areas 

(Ask the "pressure test" questions that expose weak points) 
1. Tell me about a time you had to ask directly for the sale or financial commitment even though the person seemed 
unsure. How did you handle it? 
2. Describe a situation where you had several warm leads at once and had to move quickly. How did you prioritize and 
keep urgency high? 
3. When do you know you have enough information to recommend a plan instead of continuing to analyze? 
4. Tell me about a time you received critical feedback from a manager. What was the feedback, how did you react, and 
what changed afterward? 
5. Describe a time you faced repeated rejection or price objections. How did it affect your energy, and what did you do to 
stay effective? 

Final Thoughts 

is a good fit for: 
● patient-centered Physical Therapy/ Trainer work 
● retention-focused, consultative sales from provided or warm leads 
● structured clinics that value quality, education, and follow-through 

BUT...  They will struggle in a high-pressure cash-pay clinic that expects aggressive same-day closes and constant hunting 
unless clear sales structure, coaching, and expectations exist because: 

● low D with high S/C naturally favors caution, harmony, and method over urgency and confrontation 
● high Theoretical and high Aesthetic can prioritize mastery, quality, and balance over revenue intensity and nonstop sales 

grind 

Bottom line should do well on the care delivery, relationship-building, retention, and referral side of this 
role. He is a conditional fit for the sales/conversion side and is most likely to succeed if the sales process is 
consultative, scripted, measurable, and coached not aggressive or purely quota-driven. 
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