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THE PROBLEM & THE SOLUTION

The problem: Not enough prospects
in your pipeline.

The solution: Two Coffee Shop Interviews 
and one 3-way call a day.



With the Coffee Shop Interview, the goal is to build a relationship FIRST 
because with building a relationship comes TRUST.  Use the F.O.R.D. 
model (family, occupation, recreation, dreams.)  You will find out:

1.Who they are

2.What is important to them

3.What is missing in their life
• It is important to have NO "AGENDA."  You are there to serve THEM 

and to see if your company will be a fit.

THE COFFEE SHOP INTERVIEW



Most people are agenda driven and listen from a place of 
“what can I get.”
We know that if we are willing to be truly INTERESTED in 
another human being and listen from a place of SERVICE 
instead of selling, that everyone wins.
What this means is that you have to GO DEEP in the 
relationship and that takes an immense amount of courage, 
vulnerability and time.

Talk AT no one, listen TO everyone.

HERE IS THE DIFFERENCE-



FIND OUT 
WHAT 

THEY ARE 
LOOKING 

FOR…

Most people are needing
something in their lives.
What people are REALLY
looking for is HOPE.



The Coffee Shop Interview is a skill you practice,
then a habit you develop which then

becomes a lifestyle of service. 



THE PROBLEM & THE SOLUTION

The problem:  You don’t realize the true 
power of your circle of influence.

The solution:  “Humanize your address 
book” by CONTACT MAPPING everyone 

you meet. Network on purpose.



“What people love most about me is how much I 
remember about THEM!”

-Tom Chenault



People just want to be remembered.



WHAT IS WORKING FOR US
We created a FaceBook group where people-
➤ Are held accountable to do two CSI’s and one 3-way 

a day for 66 days
➤ Are praised and encouraged
➤ Feel a part of a positive community
➤ Rewarded for RIGHT action



After 66 days of 2 Coffee Shop Interviews a day, you would have 132 
new prospects in your pipeline. 
Your new problem…FOLLOW UP!
The stat is that 80% of YES’ occur only after at least 5 follow ups. You 
need at least 5 “touches” as you build your relationship. 
Please do not STALK, PESTER, MANIPULATE, or BADGER under the 
“guise” of following up. Be creative, do different things: FB, email, text, 
phone call, send a card, etc.  But do it PERSONALLY to the prospect.

THE NEW PROBLEM…



“True ambition is the deep desire to live usefully 
and walk humbly under the grace of God.


