Contact with Confidence workshop # 2 with Lynn Conway 
The Art of relationships 

Enough contacts- when you have enough contacts to have a successful business. 

· A sustainable business 

· Visibility 

· Satisfaction0wanted to be of service to people who need something 

· Stress relief- do not be pushy 

· Being available 

What are you communicating? 

Verbally 

Need to have an attitude that I have something to offer and not be selfish 

Non verbally 

Smiling- You would be surprised what a smile gets you in the business world. 

What stops me/You? Fear of rejection, fear of being told no, fear of not knowing what to say, perception 

“ If you don’t’ feel a little fear means your not out side of your comfort zone.” 

Mumble something if they want to talk to you they will say something back 

Fear of being pushy 

What stops you? 

Not knowing what to say 

Appearing Pushy 

Fear they won’t respond 

What is your desirable Result? 

For you?  Be Present, Be Open, Be of Service, Be Comfortable in any situation 

How comfortable are you? 

Don’t wait till you feel comfortable and act like the person you want to be. 

How do you find out? 

Be willing to take a risk- can ignore you or be rude to me 

A fresh spin on the 3ft rule- looking for the people who will truly respond 

Make a good impression- look professional, make your self re-memorable 

Take responsibility for making that contact and follow ups. 

Key to Contact with Confidence 

Never Assume- The other person is going to inciate contact- learn how to. 

Pay Attention to details- Their accent, hair styles, shoes, outfit, logo clothing etc… 

As good questions- open ended questions 

Explore

Expand- Ask logical questions 

Really listen- learn to have a poker face and pay attention to what is being said to you. 

Talk to yourself- learn how to listen to yourself, get good at calling yourself, get comfortable on the phone, get used to talking on the phone. 

Force yourself- be the one to open yourself  a little bit 

Circulate & Cultivate 

Go in 

Dare yourself 

Become a friend finder magnet 

Work a room

Referrals – Who do you know, who could use my service right now? 

People at your cooking shows- get informed- ask if they work outside of the home, do you have children, talk to guest, shake their hand. 
Spend time at the order table-

Use the time at the show-

Follow up

Key to relationship building- takes time 

Take good notes 

Mirror your prospect 

Establish trust 

Stay viable 

Relationships’ building takes time 

Make time to make 3 contacts a day 

Use the way home from work or school 

MAKE THREE CONTACTS A DAY!!!! ( 

