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Objectives:

orcciviy '
creates your

“reputation”
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Transactional
V'S
Relationship
building

What is the difference
heree










How can
we bulld
that

relationship
¢




All's Top

Show

Ask

Share

Offer

Take

Uncover

Show your personality

Ask interesting questions

Share your knowledge

Offer advice

Take the time to have a REAL conversation

Uncover problems and offer solutions




#% Linkedin

What tools are

O Jeslseere available to use

Website

Email

On the phone




LinkedlIn

What are you doing on Ll¢

How oftene

What results do you gete

Are your clients hanging out there?¢

Are your candidates there?

@« & ORI RIIOENES

Are people in the organisation hanging out
theree







Do you have the information you
need for posting on a job board?

& What is the relevant content for a
potential candidatee¢
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People

Do you know who all the key people are
in the business?

Do you only have the one contacte What
would happen if they lefte

Who else might you need to make
contact with?

Knowing who all the relevant decision
makers are increases your effectiveness
within an account

How are you going to make contact with
them?

Can you use your Promoter to help you?



Post work — start to think
about your touch plan for
your confacts
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What is the
science of

persuasion? THE S CIENCE OF

\ZUIeEE) ROBERT CIALDINI




Recriprocity

& Personalised

®Unexpected

Be the first to
givel




Scarcity

& What are the benefitse
& What is unique@

¢ And what can they lose?




Authority
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® You need to get other
people to say it for you

¢ E.g. LinkedIn testimonials
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DRIVE

LIKE YOUR

KIDS

LIVE HERE.

DRIVE LIKE ¥ OUI K DS LIVE HERE O

WWW. DrlveleeYourKidsleeHere com

Consistency

¢ Voluntary
& Acftive
® Public commitment — in writing

& Small yes's lead to bigger ones!



Like

Similar

Compliments

Cooperate towards mutual goals
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Find mutual interests



\ Consensus

¢ How can we create this?¢

& What are others already
doing/ similar otherse

& How can this link to you/ your
business/ your role?

& E.g. clients

Candidates




Ll

What else would you
Include here?

Summary of the session




ANy
questionse




Post work — start to think about
your touch plan for your
eERIaETs

AND

How can you incorporate The Science
of Persuasion into recruitment and your
reputation?

Watch the Video!




