
 

SalesGym Written Examples 
Personal Introductions 

 
 

Overview 
To create a best in class introduction, remember there are three main steps:   

 
 
 

Build interest and curiosity with interesting headlines! 
Your introduction can be built around interesting and curiosity building phrases that ideally 
prompt that … “hmmm, I’d like to hear more” response.  These are often used in the middle 
portion of your introduction of Step 2 where you describe your role and/or talk about the typical 
client you work with.  Below are some examples of how that might sound in the context of your 
conversations. 
 
 

 

Examples of possible “What You Specialize In” attention getting headlines 
I specialize in helping fast-growing companies stay on top of their IT equipment needs by 

giving them the tools they need to obtain all of their customized hardware configurations in 
a fraction of the time. 

I help our clients lower their total cost of ownership by providing unique solutions that free 
up thier IT team’s bandwidth, lower shipping and  other installation costs, but most 

importantly save them time. 
Our clients rely on us to help them filter through all the news and information in the 
industry to find the right solutions that meet their needs while staying as efficient as 

possible. 
I focus on providing my clients with the capabilities they need to balance moving at the 

speed of their business, with a level of customization and flexibility that they come to rely on 
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Examples 
Here is an example of an introduction that would be appropriate at a networking event: 
 

1  Name, Company, 
Role 

Thanks for asking...My name is Jane Sizemore and I am an account executive at 
Business IT Source.   

2  What You 
Specialize In 

We specialize in helping fast growing companies meet their IT infrastructure 
needs.  Personally, I help our clients lower their total cost of ownership by 
providing unique solutions that free up thier IT team’s bandwidth, lower 
shipping and other installation costs, but most importantly save them time.  

3  Transition  So that’s just a little about me, but I’d love to hear more about what you do in 
your company? 

 
Here is an example of what an introduction might sound like in a meeting where you are 
introducing yourself to a prospective client for the first time. 
 

1  Name, Company, 
Role 

Hello everyone...My name is Bill Jenkins and I am an account executive at 
Business IT Source.   

2  What You 
Specialize In 

As a company, we really focus on helping our clients find the technology 
solutions that meet their needs in an as efficient way as possible in as short of 
time frame as we can.  Where I fit into the picture is I spend a lot of time with 
you to really understand your business and then help you filter through all the 
news and information being flooded into the marketplace to identify the right 
options that meet your needs while balancing all of the unique variables that 
matter to you. 

3  Transition  Susan, I’d love to understand more about your role at company XYZ? 

 
 

Coaching Scenarios 
The two scenarios that you should be thinking about as you create your own examples of a 
personal introduction are: 
 

1 

 

You are at a social event and luckily for you, a friend of yours introduces you to a person that runs 
an IT department at a large biotech firm.  After her introduction, she asks you: 

“What kind of work do you do?” 

Your goal is to give a credibility and curiosity-generating response that focuses on what you 
specialize in doing, the type of clients you work with, and an easy, non-threatening open-ended 
question at the end.  Ideally, you create the “tell me more” response. 
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2

 

In this second scenario, let’s imagine that a week ago, you had a good conversation with this 
procurement team member from a manufacturing firm, who is potentially looking for a new 
vendor to assist with purchasing over 1,000 iPads for their field sales force.  In the meeting today, 
there are two other team members (that you have never meet) and after a few minutes of 
preliminary pleasantries, the procurement lead says: 
 

“To get us started, let’s go around the table with some brief  
 introductions and perhaps we can start with you first.” 

 
She is looking and gesturing for you to start it off.  Give an introduction of yourself that is effective 
in this situation. 

 
 
 
 

What to do next... 
In preparation for your 1-on-1 practice session with your SalesGym Coach: 

❏ 1st: If you have not already, be sure to read the “Concept Overview” guide to make sure 
you understand exactly what we are looking for. 

❏ 2nd: Review the written examples above. 

❏ 3rd: Listen to the custom audio example in the next step. 

❏ 4th: Download the worksheet from the online learning platform and using the two 
scenarios from above, create your own version of what your introduction could sound like 
in each instance. 

❏ 5th: Call into your live practice session with your SalesGym Practice Coach and be ready 
to practice this new skill.   
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