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Strategies for Rapport and Dynamic Sales
- The Sales Strategy of Knowing Yourself —

By the end of the presentation, participants will be able to...

Define tle type of indilidual tlat you are

How to use “Rapport” to build common ground

[earn tl e [ |Basic [eople [ ypes

Cind out what “Personality Style” [lou are

I mportant [ lements to Rapport Building

Learn the 3 “V’s” to Communication

Discover what “N — [1— P is and how to use it

Cearn tl e [[][ualities of [lop [erforming Sales [eople
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Bob Barker

Robert “Bob” Barl er[a professionally certified speal er and entertainer for more tlan [ ]years[|
"as [een a education prolider and consultant to tl'e [lity of [Justin[TJestle[Tlorporation[ I lortel
Uommunications! DISD [Dallas (ndependent Scl ool Districtl [ riental [rading [lompany[tle

State of [lelas and [ime[Trend [lomputers( [ e [as presented for [ Cand (11000
[lcademies! [ e [as supplied pullic and prilate seminars for [Jareer( rac!land [ted [ryor
Seminars as one of tleir top performing presenters and speal ers’tral eling across tl'e country as
lell as to ol er [ [ /foreign countries! delil ering seminars on customer serlicel tec/ hology!!
leaders[ ip[ sales and mar! eting| |



Strategies for Rapport Building and Dynamic Sales
with Bob Barker

Strategy = 000000000000 00000000000O0DODODOOO000000000000 googot
Rapport=0000000000000000000000O00000O0O0DOOODOOOOOOOOO goooot
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Rapport is t[e feeling tllo people [ale [len tley feel tley can relate to one anotler(’

Rapport could e called (LTI E T

'f you [ant to create rapport [it[ lsomeone [ [T TTTTTTITTTITITTITITTTT O HOOHOHHD gou

"1 Len you enter tLeir [lorld you [ill see tlings from tleir
perspective, feel the way they do and once you’re there you

Till Ce alle to dynamically affect teir life and treir Corld[]

There is a World of different People out there...

...and to [Tuld rapport TJit(]t[em e [ale to go into eacllof tleir different [orlds[ I Ind t[is
includes knowing the one we’re from as well.

1 order to do a good [0l lat [nilding rapport[ e need to [nol | more alout ourselles as [ell as

tCe indiidual [Te are attempting to estallisla relations[ip [Jit[TTIetler it is [usiness or social [
(s il Cetter Celp us create a [etter enlironment for [uilding[’

KNOW
THYSELF

[1Tatmales youtie [lay you arel] [] [at males you react to
otlers tl e [lay tlat you dol | Do you really [hol ][]

Let’s find out, shall we?
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Let’s look at who we are, and then at one of those we want to build a better rapport.
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More “easy going”
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Let’s find out where we are — where we ‘want’ to be and where ‘they’ are?

Where -
Am 0 How
I 0 do
today 0 |

and /8] get to

|

where 0123 ﬁ\u/ﬁ 00 01| where
do | N |
want to 3 want
be in 2 to be
1 .
the v in the
future? future?
0 CCCCOD (00 (00 OO OO
O OO IO O COCT I O CEO T T T O T

What can you be doing to be a more ‘centered’ individual?

What are my action steps?




The first step to work effectively with new people is to establish rapport,
unfortunately most people don’t even know what rapport is much
less how to establish it with a new client or customer.

to Effective

3 Important Elements
Rapport Building

1. Show Consideration

2. Show Interest

3. Ask Questions

Important Vs to
Communication




Good Communication Skills also require the ability to use great Tact!

Tact O

Tact O

What is N.L.P.

or 2

Steps to Better
3 Rapport

Building

1 Mirroring

1 Listening

3. Asking Questions




NOW that you have Great Rapport — What do you do with IT?
Put the Customer at EASE with Great Rapport

Start your ldea List here

1 O ualltles
Salespeople

1 6
2 7
3 8
4 9
5 10




