
Buildi�g tru�t � rapport

Key course elements

Around 2 hours  • Face-to-face or virtual   •  Typically 4-15 participants   •  Supported by course notes   •  Interactive

Establishing and building rapport, from the �rst point of contact, is the skill that distinguishes exceptional business people from

the rest. This module focuses on forming e�ective relationships, building trust and developing tools and techniques to achieve and

maintain rapport. Participants will enhance their ability to adapt their style to control meetings, overcome objections and develop

sustainable relationships.
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Gain a �ying start by making a great �rst impression

Understand their own strengths in rapport building and
understand how people will value that approach di�erently

Flex their style comfortably to match the other person’s
preferred style

Use techniques that will improve rapport building

Reposition themselves as part of the solution

Control the meeting and move the discussion forward 

Understand how to respond to objections

Handle tough clients and retain good rapport through di�cult
and challenging parts of the discussion
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First impressions
Having a positive impact at every meeting
Reading the room and other tell-tale signs
Establishing an individual’s character quickly

Building trust
Attending to the right component of the trust formula 
Adapting your style to their values while maintaining authenticity

Developing rapport and controlling the meeting
Matching, mirroring and other techniques
Becoming part of the solution
A practical tool to manage meetings e�ectively 

Room 101
Identifying and developing strategies for your worst customer 
Managing di�cult people and challenging conversations
Re-establishing rapport if it is beginning to slip away

Objections
Techniques to overcome objections while maintaining rapport

“Very useful and interesting
insight into people's
personalities and
behaviours.” 
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