
 

SalesGym Concept Overview 
Personal Introductions 

 
 

Overview 
Every new personal or business relationship begins with an introduction.  Whether you’re 
meeting someone at a networking event or trying to generate interest in an appointment 
through phone calls, your introduction can have a big impact on creating or reducing the 
potential for opportunity.  Ideally, you introduce yourself in a way that creates credibility and 
curiosity.  An ideal reaction to your introduction should be, “...hmmm…that’s interesting, tell me 
more…”   
 
You need to be creative and effective to build curiosity and project credibility.  A good way to do 
this is to talk about what you specialize in doing and share something interesting about how you 
work with your clients.  As you learned with sales messaging, headlines that punch out your 
message are an important part of effective communication. 
 

Common Situations Requiring an Effective Introduction 

Network Building 
Situation 

This could be at a networking event, on an airplane, or a social event 
where you explain what you do to someone that might be helpful to 
you in finding new business.  Ideally a good blend of credibility and 
curiosity building. 

At a Scheduled  
Meeting 

Often, at scheduled meetings or conference calls, there are new people 
at the meeting you haven’t met and you need to introduce ourselves to. 
These introductions typically emphasize credibility more than building 
curiosity. 

 
Top performers introduce themselves using three simple steps to ensure that their introduction is 
concise and compelling.  Those three steps are: 
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An introduction needs focus and context…  
Your introduction is ideally concise and interesting.  You cannot cover everything you do in a short 
introduction and, instead, should focus on one or two areas you specialize in that are likely to be 
interesting and curiosity-piquing to the person you’re meeting.  The depth and breadth of your 
introduction is totally dependent on the context of the interaction.  That said, an introduction 
should almost never be more than 60 seconds in any context.  Let’s break down these 3 key steps: 
 

 

Step 1 - Name, Company and Role 
A common mistake sellers often make when they first introduce themselves is that 
they go so fast over their actual name that other people in the room/meeting don’t 
really hear it.  Take an extra second and clearly state your name...this is especially true if 
you have a unique name that is not common...there is no need to rush.  Once you’ve 
clearly stated your name, it’s usually a good idea to say the company you work with 
and your role.  If it is clearly obvious what company you work for (for example, if you are 
the third person from your team introducing yourself...etc) then skip right to your role. 
Finally you want to tell them your role in the organization. 

 

 

Step 2 - What you specialize in 
When it comes to your role, don’t assume that your title automatically means 
something to the person you are speaking with.  A great rule of thumb is to quickly 
and succinctly explain how you help those you work with accomplish their goals.  Just 
like in other components of sales messaging, centering your statements around a 
curiosity building headline helps you stand out.  Remember we don’t need to over-sell 
here, but giving the person one or two benefit-oriented statements and often 
incorporating the typical types of clients or projects you work on helps bring this to life. 

 

 

Step 3 - Transition 
This step is very context specific...if you are the last person to introduce yourself, then 
you should ask a question to start the conversation off on the right foot.  If you are not 
the last person, then seamlessly invite someone else in the meeting to give their 
introduction. 

 
 
 

What to do next… 
Now that you understand the concept, the next step is to look at some specific examples that 
top communicators in your company use when communicating with customers. 
GO TO YOUR COMPANY’s EXAMPLES 
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