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Conversations To Remember

Jeffrev Meshel, a master network-
er, has 5.000 people in his personal
database. And it's growing by the
day.

“Younetwork well by puttingyour-
self on someone’s radar screen,”
said Meshel. author of “Ope Phone
Call Awav.” “You have to make an
imprint cn others in ashort amount

2 up fruitful conversations
with VIPs. Mashel uses a two-step
Tirst hewillintroduce him-
) ~ress sincere praise in
the fo-m of 2 firsthand observation.
Examnls: “Tve seen dramatic im-
in vour company’s cus-
c2 in the six months
ved.”

ows his compliment by

vour cpinien hefore limplementit.”

~If vou're Tving to impress some-
one. don't o to make an appoint-
ment o s2ll something” he said. “In-
stead. express admiration for them
and then 23k for a meeting to get
their input. That will make them
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feel special.”

The best way to make yourself
memorableis to drop intriguing bits
of personal information into the con-
versation. If someone asks what you
do for a living, never give a one-sen-
tenceresponse. Instead, Meshelsug-
gests that you “create breadth and
dimension” by citing two or three
different aspects of yourself,

Rather than reply, “I sell insur-
ance,” you can say, “I specialize indi-
saster protection. Katrina was a
hiige challenge. Talsojust joined the
board of a big nonprofiz agency and
I serrve on the city council.”

This way, you make it easier to
draw people into the conversation.
You give them several openings to
ask questions or talk about them-

selves —perhaps by sharing their ex-
perience as aboard member or their
views about Hurricane Katrina’s im-
pact,

As people reveal facts about them-
selves, make every effort to retain
whatthey say. Meshel will jot notes,
often on the back of the speaker’s
business card.

“T'll say to the person, ‘T hope you
don’t mind if 1 take notes, I want to
remember what you tell me,’” he
said. “Thatimpresses people.”

When he returns to the office,
Meshel enters the information in
his database, As a result, he stores
biographical tidbits on many of his
contacts. This provides useful data
for future contacts.

Another way to enrich your con-
versations is to disagree diplomati-
cally. Instead of saying, “You're
wrong,” use phrases such as,
“That's interesting. But I have adif- |
ferentview” or “Thearyou.I'dbecu-
rious what you think of my take on
this.” i

If you can respect others’ opinions
while being provocative and stimu-
lating, you can forge a connectionby
disagreeing with them. Just make
sure you possess enough knowl- -
edge to support your position, i
Meshel says. Morey Stettner i



