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WHAT WORKED:
DISC PROFILE INSIGHTS: UNDERSTANDING FAST-PACED VS. ANALYTICAL
STYLES HELPED WITH TEAM DYNAMICS AND ROLE CLARITY.
PRE-CALL PLANNING: USEFUL FOR DECIDING WHETHER TO LEAD WITH
LOGIC, RESULTS, OR RELATIONSHIP-BUILDING.

WHERE IT FELL SHORT
FORCED PERSONALIZATION: AI-SUGGESTED MESSAGING OFTEN LACKED
AUTHENTICITY AND SOMETIMES CLASHED WITH MY NATURAL TONE.
TOO PRESCRIPTIVE: I FELT LIMITED BY THE TOOL WHEN I TRIED TO FOLLOW
ITS GUIDANCE EXACTLY — IT TOOK AWAY FLEXIBILITY AND SPONTANEITY.
INCONSISTENT ACCURACY: THE PERSONALITY READOUTS DIDN’T ALWAYS
MATCH HOW PEOPLE ACTUALLY BEHAVED IN CONVERSATION.

See Appendix for more

PROS & CONS



WHERE IT MADE A DIFFERENCE
RP TEAM ASSIGNMENTS:
 I USED DISC STYLES TO ADAPT HOW I
COLLABORATED — ESPECIALLY WITH MY MORE
INFLUENTIAL PARTNERS. THIS IMPROVED 
PLANNING AND REDUCED CONFLICT.

EMAIL STRATEGY (MIXED RESULTS):
 IN PROSPECTING, I TESTED AI-RECOMMENDED MESSAGES. THEY FELT STIFF — WHEN I
SWITCHED BACK TO WRITING IN MY OWN STYLE, I GOT BETTER ENGAGEMENT.

CONCLUDING THOUGHTS:
 IT HELPED ME THINK, BUT WHEN I FOLLOWED IT TOO CLOSELY, IT HURT CONNECTION.



SELF-REFLECTION 
I IDENTIFY MORE AS AN “S” (STEADY):
 ALTHOUGH HUMANTIC LABELED ME “CDS,” I DON’T
STRONGLY RELATE TO THE “D” TRAITS. I VALUE
RELATIONSHIPS AND COLLABORATION, WHICH WEREN’T
FULLY REFLECTED. 

THE MESSAGING DIDN’T MATCH ME:
 FOLLOWING HUMANTIC'S SUGGESTIONS FELT TOO
ROBOTIC. I FOUND THAT MY OWN TONE — WHICH IS WARM,
THOUGHTFUL, AND PEOPLE-FIRST — WORKED BETTER IN
BOTH INTERNAL AND EXTERNAL INTERACTIONS.
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INSIGHTS & THOUGHTS

9 INSIGHTS WERE INCONCLUSIVE, MAKING IT UNCLEAR HOW TO TAILOR MY
MESSAGING OR APPROACH.



Use Humantic for mindset prep, not message-writing. Don’t let AI override your instinct or personality.

Reference DISC insights to guide communication
style.

Don’t assume the profile is always accurate or
complete.

Use it to better understand team dynamics and
collaboration styles.

Don’t rely solely on Humantic for understanding
someone’s preferences.

Adapt tone and structure based on recipient traits. Don’t sacrifice authenticity to match AI-suggested
language.

Let it support your planning, not replace your
creativity.

Don’t ignore your own voice and selling style

TIPS FOR FUTURE PROSPECTING
+
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APPENDIX 1: HUMANTIC AI USE
APPENDIX 2: TRACKING
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ABOUT THE TOOL:
 HUMANTIC AI ANALYZES PERSONALITY TRAITS TO HELP SALESPEOPLE TAILOR
COMMUNICATION AND ENGAGEMENT STRATEGIES — OFTEN USING DISC OR BIG 5
FRAMEWORKS.

HOW I USED IT:
PARTNERED WITH RP TEAMMATES BY COMPARING OUR DISC PROFILES.
ASSESSED BUYERS AND PROSPECTS TO “PERSONALIZE” MESSAGING.
CONSULTED PROFILES BEFORE OUTREACH EMAILS AND CALLS IN PROJECTS.

OBSERVATION:
 WHILE THE DISC FRAMEWORK WAS HELPFUL, THE MESSAGING RECOMMENDATIONS
SOMETIMES FELT OVERLY FORMULAIC — AND NOT ALWAYS TRUE TO MY VOICE OR THE
REAL PERSON ON THE OTHER END.

HUMANTIC AI USE
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Appendix 2

"C:\USERS\ANNA0\DOWNLOADS\JOHNSON_ANNABELLE_AISPREADSHEET.XLSX"

HUMANTIC AI SPREADSHEET


