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How to Connect with Your Listeners
By Judith Filek –President 
Impact Communications, Inc.

Most people feel they are unique. Before they can 
be receptive to your ideas or recommendations, 
they need to know you “get them.” As you speak 
to any individual or group, apply or link your 
points to the things they care about- and do it of-
ten! Do it at the beginning, middle and end of 
your conversation or presentation. Here are some 
tips and examples.

At the beginning:

  Those first few minutes are critical because 
listeners make instantaneous decisions. The 
mistake that many presenters make is to be-
gin by announcing what they want to discuss, 
their agenda. If you have ever said something 
like this, you missed an opportunity to con-
nect. “Good morning, today I am here to talk 
to you about…. Beginning a conversation in 
this manner says it’s all about you, not them.  
A better way to open might be to say some-
thing like this, “Good morning, we all know 
the economy has been brutal in Europe, and 
it has taken a big bite out of your profits.” 
However, as I review the numbers, I can see 
that there is a lot in your pipeline for this up-
coming year. Is that still correct?” If you close 
even a small number of deals, because of their 
size, you will be on plan. Do you agree? If 
it makes sense, let’s use this time together to 
brainstorm how you might move these deals 
forward and how headquarters can help you.” 
Starting in this fashion definitely shows you 
have done your homework and are up-to-date 
with what has been going on in their worlds.

In the middle:

  It is not sufficient to connect with your listen-
ers only at the beginning. You must remind 
yourself to link to their key concerns over and 
over as you explain your solution, product or 
service. Before you launch into a hard sell or 
start preaching about a new process, ask a lot 

of questions. It shows you are really trying to 
understand, and it is essential to relationship 
building. For example, “Can you share with 
me what your chief concern is about…?”

  In the middle of a conversation, it is also likely 
you will get questions. Before you answer, ac-
knowledge the questioner’s point of view. It 
will increase credibility. After you finish your 
answer, link what you have said to a benefit for 
your listener. “Yes, I totally see why you would 
ask that. I also wondered about whether we 
need a designated sales team in certain key 
countries. I have put together some numbers 
on this slide of what the scope of the op-
portunity might be. I believe with additional 
people, your teams can be designated to par-
ticular verticals. Your customers will be better 
able to see you as subject matter experts.”

As you close: 

  Your summary statement is your last oppor-
tunity to cement the relationship. Even if you 
are out of time, always summarize in a sen-
tence or two with a statement about what you 
are recommending and a clear call to action. 
However, don’t forget to stress how your rec-
ommendation will benefit your listener. “To 
wrap it up, I definitely believe 2013 will be a 
better year, given what we are now seeing in 
the economy. I encourage you to meet with 
your teams and identify those key customers 
who are likely to close. Your European Lead-
ership Team will make themselves available to 
accompany you on these calls as often as they 
possibly can. By concentrating on the right 
targets, you will see the numbers you have 
been working so hard to achieve.”

While creating a great product or service is impor-
tant, your focus on who and what your listeners 
care about is critical. People buy from people they 
like and can relate to. Don’t miss those opportuni-
ties to develop rapport and personally connect. 
It’s your key to success as a presenter or someone 
selling an idea.
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Question: What is the best advice you have for con-
necting with your listeners? We’re interested in your 
reaction to this article. Click here – to comment on this 
article, share your concerns or ask questions. Judy 
will respond to all questions.

Impact Communications, Inc. consults with indi-
viduals and businesses to improve their presentation 
and telephone communication skills. It is not what 
you know but how you communicate it that makes 
a difference. When you have to have impact, phone 
(847) 438-4480 or visit our web site, www.Impact-
CommunicationsInc.com.
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