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Definition of a  

CEO Accelerator 
 

CEO Accelerators Win by Having the Energy within to Change the Game, 
Undertake a Cause that Inspires Dreaming, Have the Courage to Ask 

“What If” and “If When” and Possess the Faith to Act Daily. 
 

 
“One sound idea is all that one needs to achieve success.”  

Napoleon Hill – Think & Grow Rich 
  

 
 

6 Keys that  

Open D.O.O.R.S  
to Success 

 
“WHEN RICHES BEGIN TO COME THEY COME SO QUICKLY, IN SUCH GREAT ABUNDANCE, THAT ONE 

WONDERS WHERE THEY HAVE BEEN HIDING DURING ALL THOSE LEAN YEARS.”  
Napoleon Hill – Think & Grow Rich 

 
 
Key #1: OPEN Your Mind – Think to Win 
Key #2: Dream – More Time & Money 
Key #3: Opportunities – Build on Those You Can Convert 
Key #4: Obstacles – Address Those You Can Control 
Key #5: Resources – Utilize Those You Have Now 
Key #6: Steps – Take Daily in Faith 
 

Take Steps Today that Build on 
Your Opportunities, Address Your Obstacles, 

Utilize Your Resources to Reach Your Dream of 
More Time & Money 

 

 

 



 

Building Relationship by  

Communicating to Their Personality 
  

Mandatory and volunteer social distancing is our new normal, which has created a "New Economy," a 

completely different economy both during and after COVID-19. CEOs need to create a modified or 

even a new profitable and sustainable money-making model for this NEW Economy.  

 

To survive then thrive, CEOs must do three things: 

1. Follow those spending money (money doesn't evaporate, it just moves)  

2. Solve known problems in the New Economy, better, faster or cheaper than others 

3. Communicated their way (those that are spending money)  

 

Social distancing has changed the behavior of people, both buying behavior as well as their working 

behavior. Your Employees/Subcontractors are your most significant resource. We always needed 

to treat people as a "Whole Person" for empowerment and engagement, but in this social distancing 

world, it is even more imperative. Watch this video: 

 

YouTube: The Whole Person Paradigm  

 

One of the critical aspects of the "Whole Person Paradigm" is how to communicate has changed. We 

prefer to communicate with people our way, based on our style. It's easier to talk our way. It's hard 

work to converse the way another person wants to be.  The more we approach people their way, the 

more successful we will be, this is true if they are our customers or employees. The more we are 

willing to do the hard work to determine their way, the more likely we are to survive then thrive.  

 

With customers and employees, we need to "Play Chess Not Checkers." What is the difference 

between chess and checkers? In checkers, every piece is the same, moving in one direction. Winning 

requires little strategic thinking.  In chess, each chess piece has a unique characteristic, each with 

different strengths and weaknesses.  

 

Winning in business requires much strategic thinking for each piece to be placed in their strength and 

protect their weakness. Your employees and subcontractors have their strengths and weaknesses. 

Winning requires you to open your mind and think about how to use your people to win. Are your 

people aligned to win or lose? Visualize being a chess piece yourself on a game board, working in the 

business. From that point of view, you at best see the pieces immediately around you. You cannot see 

everyone and how there alignment with the pieces around them. From that vantage point, you are 

entirely guessing.  Winners Don't Guess, They Think. To win, you must, at times, remove yourself 

as a chess piece (from the business) and think strategically from the vantage point of seeing everyone 

on your team, customers, and your competitors. From a sales perspective, we try to close a sale before 

the sale is even open.  

 

When you communicate, make sure you are from their personality, learning style, generation, and 

place. For example, don't send a 75-year old Facebook message. It might be easy for you, but it is not 

the "Place" most 75-year olds hang out.   

 

https://youtu.be/tuxghgT4168


A tool to determine someone's personality and how to best approach and communicate with them is 

using the DISC personality profile. DISC is a system designed by the American Psychologist, Dr. 

William Moulton Marsden. It places people into one of four different personality types;  

 

D – Dominant     I – Influential      S – Steady      C – Compliant.  

 

Using DISC is one tool, not the only tool.  

 

The DISC personality profile is a personality analysis used to predict the behavior of individuals when 

they are on their own and with others. Use this information as basic communication guidelines when 

attempting to build relationships with clients, employees, and partners. All of these are very general 

statements. Each person has some of all four styles within them, but people have a dominant 

personality.  

 

"D" is both "Task" oriented and "Active: Out-Going / Fast-Paced." These Dominant individuals like to 

be in control. Other words to describe them are Direct, Demanding, Determined, and Decisive. They 

are confident, outspoken, and say what they feel. It can be difficult for them to follow something to its 

end. They feel a great need for lots of activity. They prefer to receive an outline of how to be 

productive. They won't come back asking for the details on how to do something. A "D" does not inter-

act well with others. They give orders and like to take control. They can often busy. They want to 

achieve, produce, get lots done, and work hard and long hours to make money. More multi-

millionaires are "D's" than any other personality type, mainly because they get in and have a go and 

just try something. And they keep on working with significant effort. They also don't try to do 

everything on their own. They delegate. "D's" like to be leaders. They like to do what no one else is 

doing. They want to be innovative pioneers.  

 

The best way to communicate with them is to tell them what they need to be more productive, 

profitable, and successful as a leader of others. Respect them and never make them feel inferior. They 

need to respect you. Most importantly, they need to be confident that you can deliver what you say you 

can. You must give them facts and reasons. Also, don't try to be too friendly with them. They want a 

summary of any features. They don't need details; going over more information annoys them. Give a 

brief outline of different things showing the logic of it all. They want to be productive, so tell them 

what you will help that cause. Tell them they will be more successful with the solution you are 

offering. That's what they want to know. Give them better answers or ways of doing things. Be blunt if 

you have to; they don't mind, and they don't care – but only if they have your respect. A pro is that they 

will generally adopt, agree, or adapt quickly, but a con is they will rapidly abandon to move on to 

something else.  

 

"I" is both "Out-Going / Active: Fast-Paced" and "People" oriented.  These Influential individuals like 

to have fun and be popular. Other words to describe them are Inspiring, Inviting, Interacting, and 

Interested. You can recognize them by their friendly and amicable manner. They want to be people's 

friends. "I's" don't like to get into too much detail as they don't find that fun. They like to work with 

others in a changing environment. "I's" can be recognized by their likable disposition. They look you in 

the eye and usually use many tone changes in their voice. An "I" will respond swiftly because they 

think you're like them, so they'll let you know by giving you a friendly response. They will probably 

want to do what is popular and like to do new things. However, this won't appeal to them unless a few 

people tell them to do it, and it seems popular.  

 



Listen to them about how they interact with employees. Their personality can cause challenges in 

managerial positions because they won't want to put people off or make changes that will make them 

unpopular with other team members. They don't want to do anything that seems like detailed work that 

will take up lots of their time. If it seems boring to them, they won't want it. When talking about 

something new or different, the best thing you can say to them is it will be a lot of fun. So be happy 

and spontaneous. Get chatty at the start, during the middle, and the end of a meeting. They will 

sometimes want to go off on a tangent. Let them do most of the talking. They love to talk about 

anything, especially other people. Be their friend. Talk about what you think and feel is best for them. 

Be sincere. Be like them, and they will love you. Similar to a "D," they will generally adapt quickly, 

but they will leave to move onto something new and exciting.   

 

"S" is "People" oriented but "Passive: Reserved / Methodical." These Steady individuals don't like to 

rush things.  Other words to describe them are Stable, Supportive, Shy, and Status-quo. When 

everyone else is stressing out, they remain calm. All personality types well like them because they are 

friendly, easy-going, and harmless. People admire their gentle disposition. They just get in and get the 

job done, although usually not at a high pace. They are harder to communicate to than the "D" or "I." 

Unlike "D" and "I," they like to be steady in their decision-making. They don't want to rush anything – 

they like to take their time in reaching a decision. They don't like pressure or pushy people. They will 

be slower in adopting, but be more hesitant to abandon. You need to be their friend and build genuine 

rapport with them. Be reserved like they are. Be casual. Outline what you want them to do, and then 

give details. Give them data to make a decision and tell them they need to make it soon.  

 

Don't expect quick decisions, however. Explain at the start if you can give them everything they want 

and expect today, and you both agree it's the best thing, then you'll outline the steps needed to get the 

process underway. Then ask if it's OK to do that? Get them to commit to making a decision. 

Sometimes an "S" won't make any decision at all during a day. Be firm in wanting a decision soon (or 

today), but don't be pushy. Be reserved like they are. The "S" doesn't like change, so tell them your 

solution won't involve any significant changes. Tell them it's a pleasant slow process. Give them plenty 

of eye contact. Build rapport and be their friend.  

 

"C" is "Passive: Reserved / Methodical" and "Task" oriented. These Compliant individuals collect 

data, facts, and figures. Other words to describe them are Compliant, Correct, Calculating, and 

Concerned. "C's" like to do things correctly. However, they don't reference their standards to others 

(which would be valuable to them because then they would learn that their standards are much higher 

than everyone else's.) They often create stress in their lives by this ongoing striving to live up to their 

perfect standards. They can miss out on seeing the big picture as they can get stuck on the details. "Cs" 

aren't that friendly in communication with other people, especially non-family and -friends. They 

virtually never rush into anything, especially without considering all the facts, data, and graphs. Don't 

rush into doing things, as they feel their way is nearly always the best. They like to plan things out 

before lifting a finger. Conditions usually have to be perfect before they proceed.  

 

Communicating with a "C" can be challenging. A "C" can be very skeptical of anyone who says they 

need something because they often feel what they already have is good. They can often resist change 

because they have their way of doing things. They won't consider deciding unless the facts are valid, 

and there are lots of them. Be prepared to spend much time with them. They will ask a hundred ques-

tions and procrastinate because they will be wondering whether they've covered every detail. They will 

be wary of anyone offering advice or better solutions because they have found how to do things 

without anyone's help, and a new system will mean they'll need to re-learn. They're much happier 



doing what they already know how to do. So give them as much data as you can. And give it in a 

graph, table, or essay format. They don't care if you are their best friend. They always consider the 

facts first. Don't expect a "C" to make a quick decision. They like time to think. So give it to them. 

Talk about facts backed by logic. Get back to them another day only if you tell them you've given them 

everything they need to make a decision. If you tell them you have a way of helping them do things 

better and more efficiently, you will get their attention. Anything that improves their standards or 

efficiency they will love.  

 

You and your staff could take a DISC Personality profile from a certified vendor and receive a full 

report. Giving your customer's a test is typically not an option. A simple approach to assess someone's 

DISC Personality is to visualize these four personalities (D, I, S, and C) walking into a swimming pool 

area. The "D" is going to jump into the pool--the purpose of a pool is to swim.  

An "I" is immediately going to organize a fun activity, such as a volleyball game, to get everyone 

involved. An "S" will want to play volleyball, but make sure everything and everybody is safe first. 

The person that announces the pool safety rules is the "C."  

 

A technique is to think: based on what I know about the person, what would they do if they walk into a 

swimming pool area. Based on that answer, it begins to inform you how to communicate with them. 

Then listen to how they are reacting to information and adjust accordingly.  The key is to start with 

what you know about them and listen. All people, regardless of their personality, seek first to be 

understood. Once people feel understood, they are more willing to understand.  

As the Greek philosopher, Epictetus quotes, "We have two ears and one mouth so that we can listen 

twice as much as we speak." The steps to build relationships spells the acronym, LISTEN 

 

Look at Goal 

Interested: lean forward – even virtually 

Silence: only reflective  

Thoughtful: avoid distractions   

Expression of other's feelings 

No Advice, unless requested 

 

A summation of the DISC profile, watch:  

 

YouTube: How DISC Profiles Can Behave In Real Life 

 

Remove yourself from your business to see the company you want to create in this New Economy. 

Focus on that dream, and you will amazingly begin to recognize the customer you need to realize that 

dream. See what your people can do for your business, not neccasialy what they were hired to do. 

Listen to your customers and employees and communicate with them as a whole person.  

 

 

 

       

https://youtu.be/PquFBAskYjs

