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You have just taken your next step towards creating a business you love.  

Your homework for this portion of the Success is Intentional Online 

Masterclass is below.  Once you have viewed the video you will be ready to 

get started.   

One of the areas business owners routinely share is they struggle with 

developing a customer base of sufficient size to support their revenue needs.  

Most of us are not naturally salesmen but meeting people and 

instantaneously development rapport is a skill that can be learned.   

Since the success of your business in such a large part hinges on the 

numbers game each of us must become masters of this skill.  I know with 

certainty that some of you find it hard to meet new people with ease and for 

others you have no idea why it is hard for the rest of us. Whether you find it 

easy or hard, it is a critical success factor and will be something that will 

need your attention for the life of your business.  The prime directive of 

CUSTOMERS FIRST can never be ignored or taken for granted.   

Good news! There is no magic formula to memorize.  Despite what you think 

others know that you don’t, all you need is to start with the basics and work 

up from there. Getting and keeping customers is conceptually easy but takes 

practice.  Meeting people and creating new relationships is one of the things 

that business owners truly come to love about their businesses (and their 

lives).  With persistence and repetition, YOU WILL GET GOOD AT IT and find 

enjoy it tremendously.   

You will use these skills every day.  Make a point to introduce yourself to 3-5 

people a day and you WILL PRODUCE some pretty amazing results.  A 

business without customers is NOT a business.  Marketing is the strategy 

and process by which you will get known but creating customers is up to 

you.  It is the prime directive – CUSTOMERS FIRST.   
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HOMEWORK ASSIGNMENTS: 

 

If you don’t already have business cards, GET THEM!  

 

Write out your 30 second pitch.   

You are looking to be able to tell those you meet who you help (identify 

their needs or their pain) and what benefits they will get.   

YOUR 30 SECOND ELEVATOR PITCH SHOULD ANSWER THREE QUESTIONS BUT 

leave the listener wanting to know more. 

Who I am (my name and the name of my business):   

 

 

What I do (product or service)  

 

 

Who I help (their pain, their needs, what they care about).  

 

 

What benefit my products or services provide      
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Create your MEET AND GREET marketing plan for customer 

development since many of your prospective customers DON’T EVEN 

KNOW YOU YET!  Look at your community and find 2-3 events per 

month to go to where you will have an opportunity to meet people 

and get them on your calendar.   

Step #1:  Find an inspirational quote to help you get in an emotional space 

where you are ready to meet others.   

Step #2: When you go to an event, go with intention of meeting people.  

Relax and then go on to Step #3:     

Step #3:   

 - Smile warmly. 
- Greet with sincere enthusiasm. 

- Make eye contact  
- Shake hands. 

 

This is something you will practice until you can do it with confidence and 

ease.  As you develop your skills in the meeting and greeting arena, you can 

also add these strategies to instantaneously build rapport.   

-  Offer a compliment 

-  Ask an open-ended question (one that cannot be answered yes 

or no – look at the next option for guidance on this one) 

-  Find something you have in common (sports, family, food, 

health, community, environment, etc. – look for a way to 

connect on a human level) 

At this point you should be able to comfortably do your 30 second 

introduction and exchange business cards.   

- Ask if they would like your business card (a sure-fire way to find 

out if they have any interest). Be sure to reiterate what you do.  

 
- Follow up in a few days by phone or email.  ASK if they would like 

to know more or if they know someone who could use your 

services.  No need to be pushy but by all means be persistent! 

Do this over and over until you can comfortably do it.  You are going 

to come to love this part of having a business!  


