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Welcome to another episode of legendary leaders. Now, how do you build rapport? Well,
first, what in the heck is rapport? You've heard the term is thrown around, you hear it from
time to time. But what does it actually mean? Well, building rapport means you create a
connection with someone, a connection of understanding. And so I guess the next
question now that you understand what it means to build rapport, what rapport is defined
as building a connection, where you understand each other, then how do you actually do
that? Because you hear a lot in business? Well, I need to build rapport with that person, if
I'm going to close this deal, or I'm going to need to build rapport with that person. If I'm
going to solidify this team, that word is used a lot, right? And now that we know, again, it's
a connection of understanding, how do you build rapport? And how do you do it quickly?
Especially if you've got something on the line, like a business deal? Or, you know, you
really need to get people aligned? Because you need to get execution happening quickly?
How do you do it? How do you do it with vendors that support your business? Right, you
probably have that if you have your own business, you probably have a connection, you
understand each other, you know, what you need, your vendor knows what you need, and
they deliver you have that common understanding, it probably took a little bit of time to
accomplish that, though, probably took a little bit of time to build rapport with the team
that works for you and reports to you. And so we're used to booting rapport, but we're
used to doing it over a couple of weeks, right? or multiple interactions. But what if you
have to actually build rapport quickly? What if you have to do it in such a way that you
have to very quickly, and you have to create a powerful connection.
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Let's say for example, you have a business deal, you need to close, and you have never
met this individual before. Okay, you know, your sales team's been talking to their sales
team or whatever, you've had negotiations happening. But now it's time for you to step in,
and have the final conversation with the other leader. And you've never actually spoken
with them before. And you're not certain of anything, really, you're not sure what this
person likes, or how they speak or if they're aggressive, or if they're passive, you know
nothing about their personality. And so how do you build rapport quickly? Well, I want to
give you a few simple tips that you can use to build rapport quickly in that scenario, now,
you may not be closing a business deal, that's fine. But maybe you're having to go with
your spouse to an event for for that individual. And you just need to quickly build
relationships in the room as part of supporting your spouse, right? Could be that simple.
So let's talk about the simple tips. Number one, observe the individual you want to build
rapport with. Now, I know that sounds sort of silly, but it's true. Observe that person. In this
instance, it would be the person that has the power in the deal. It's really important here,
you're observing the person who has the power. Now the person who is going to make the
decision may or may not have the power, the person who actually may sign on the dotted
line for the deal that I'm using in this example, may not have the power, it may be that
they're looking to someone else in the room to finalize and say, yes, this is the pathway to
go down. And they'll say, Okay, well, because this person agreed, I'm going to sign off on
it. So in that instance, you're not trying to actually build rapport with the person who's
signing on the dotted line, you do want to build some sort of connection, but ultimately,
you're trying to find the person with power in the room, and you want to build rapport
with him or her. Okay, so what you're going to do is figure out who you need to build
rapport with the most important person to build rapport with quickly, and you're going to
start to observe that individual, okay? And you're going to figure out not only who it is,
and observe them, but you're going to say to yourself, okay, what do they do? How do
they move? How do they speak? How do they position their bodies that cross their legs
that they leave their feet fat or flat on the floor? Did they lean back in their chair? Do they
make eye contact? Are they constantly take notes? What is it that they do? This is what
you want to learn very quickly? How do they move, speak, act carry themselves? This is
what you're observing. That's number one. Number two, the next thing you're going to do
is mimic and mirror them. It's only two steps really simple. You're going to mimic and
mirror them now, not immediately. Now what do I mean by not immediately. Now as soon
as they uncross their legs, you're not immediately going to crawl across your legs. You're
not 100% a mirror, you're going to do more mimicking with the end result being the mirror.
So if they uncross their legs, for example, about 15 to 30 seconds later, you're going to
uncross your legs. Make it be comfortable, make it just be part of the process, don't
immediately do what they do so that it looks like they're looking in the mirror and they
grab their glass, you grab your glass, you observe them, wait 20 seconds, then you pick up
your glass, take a sip, sit it down. If they walk their mouth, you wipe your mouth, very
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similar movements, okay? If they start to use a certain word over and over and over, use
that same word, start to mimic and mirror them. And so what will happen is they will start
to be drawn to you. And the reason why is because people want to connect with other
people who are like them, or who they think are like them. And so we naturally gravitate
to people who are like us or who we think are like us. So what you're doing is you're
mimicking that individual, and you are acting like you are like them. And so now they're
connected to you, they're drawn to you. They don't know why. They won't know why. But
they will feel a connection with you. And that's what you want.
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Okay, so that's report. That's the connection. Right? And so once you connect, and they
feel that connection with you, then they're going to start saying, Okay, why why does this
person because they, they're like me, so they probably think like me, which means this
deal is safe. And once you have that connection, you should be able to close that deal.
Because the goal here remember, this is really important. When you're building rapport.
It's not to get them to like you for who you are, you don't have time. Okay? You are trying
to get them to like you because you lie You look like and appear to be like them. And
that's how you build rapport very, very quickly, in situations where you have to do that. It's
pretty cool. You should go try it. Now I know that we're in lockdown. And I know you can't
travel around and do too many things. But you can still practice it over zoom or any of
the other meetings. Watch how people move pick up on the words how they laugh, mimic.
If you can do that you'll build rapport very quickly. So I want you to try that. That is the
focus for today. As always go and be legendary.
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