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Introduction


HOW DO YOU DO?


Watch the clock for seven seconds. What can you do in that amount of time? Not a lot, right? In fact, in just seven seconds you will make a lasting impression on the person you are meeting for the first time. If you are meeting in the hope that they will give you a job, secure a major business deal for your company, work with you for the good of your country, or become your partner in life, then that first impression means everything and you want it to be great.


Even before you speak a word, the way you walk, shake hands, make eye contact and connect with the other person will tell them so much about you. Your body language will show if you are confident or if you are sincerely interested in meeting them, or perhaps it will give away the fact that you wish you were somewhere else meeting someone else. You may show that you are nervous or anxious, or that you regard the other person as your equal and respect them.


Imagine having a sure-fire way to build rapport and create a win-win situation first time, every time. Feeling confident and ready to meet someone, and showing a genuine interest in them, will establish a strong foundation for what can happen next – in a meeting, in negotiations or even on a date. Central to that first meeting is the way you shake hands. I call it the Million Dollar Handshake.


In the first year of running my training company, we signed up a million dollars’ worth of business. It all grew from positive, face-to-face meetings with potential clients, and each meeting began with a conscious, confident handshake. Over the past twenty years of working for large corporations, running companies, observing people, studying, teaching and building a successful international enterprise, I use everything I learnt back in that first year. Whenever I meet someone for the first time I draw on these skills, which I’ll share with you in this book. I’ll give you the tools to hack your meet-and-greet so you can make a positive and lasting first impression.


The Million Dollar Handshake is about more than making money, as you will see in the true stories throughout this book. It is also about helping you feel a million dollars, and showing you how to make your customer or client feel a million dollars too. It’s about shaking a million hands and completing a million successful negotiations and deals. It’s about making people feel good about themselves and about working with you. Giving someone a smile and shaking hands can show that you genuinely care about them; it can make someone feel well regarded and important. They might not be your million dollar customer but they will appreciate your respect for them, and who knows, perhaps one day they will be. They may even refer you to your million dollar deal.


A poor first impression – due to a poorly executed handshake – can immediately build a barrier between you and the person you are meeting. This problem can be overcome and eventually you can both laugh about it, but it will take you many more encounters and follow-ups to create likeability and make up for the initial negative impression. You may even need to start again. Why block opportunities when you don’t know where they will lead or what you and the other person can offer each other? Make that first meet-and-greet a success and you will instantly open channels of communication. Maximise this situation and optimise your results knowing that your first seven seconds count and that you may not get this opportunity again.


We live in the age of the handshake. All around the world people start an interaction with a handshake, from the markets in Bali to the boardrooms in New York. It’s an important tool in the international business world. In fact, the handshake is an ancient tradition but, rather than fading over time, it has persisted and become commonplace. It’s an act that can convey trust, or give away your true intentions or insecurities. Think of the attention paid to US President Donald Trump’s handshakes with other world leaders and the speed at which clips of him shaking hands go viral on YouTube and Facebook. We wonder: Will they shake hands? Will he pull the other person in? Will he be overlooked? Has he done it the right way? Does he like the person and want to build a relationship? Or is he simply trying to show he’s dominant?


Handshakes tell us so much about each other, and at the start of a professional association that information can be invaluable. The person you are meeting wants to know that they can trust you, work with you, and move forward together, and you want to know the same about them. We want to create a positive impression right from the start, which will set the tone for the relationship.


What’s the correct way to shake hands? That’s the subject of Chapter 1, in which I’ll explain how to shake hands with confidence and respect. In Chapter 2 we’ll look at all aspects of body language in the initial meeting and how it can lead to success. In Chapter 3 we’ll look at our patterns of behaviour and I’ll highlight how we each behave in particular ways. Do we sometimes need to modify the way we behave? When we take away verbal and non-verbal language we are left with people’s raw behaviour styles, and this is where the magic of conscious connection begins. Chapter 4 delves into the Million Dollar Mindset and the way we look at the world – are you confident or does your attitude or your perception make it hard for you to reach your goals? In Chapter 5 I’ll share my own experiences working around the world and help you prepare for business meetings across cultures. In Chapter 6 we’ll explore the Conscious Connection Framework and learn how to be mindful of ourselves, our surroundings and others to help form long-lasting beneficial relationships.


At the end of each chapter there is a QR code, which is your ticket to unlocking bonus online content including videos, worksheets and presentations.


This book is for businessmen and businesswomen. It is for graduates leaving school or university and going for their first job interview. It will help sales people who want to show their customers and clients that they are interested in them, and that it’s not ‘all about me’. I have written it for people who, in their daily lives, will meet with others and want to make a favourable impression. Think of sales people greeting their customers, business people connecting, doctors shaking hands with their patients, new colleagues who are just meeting, and sports teams at the start of a game. How to powerfully connect is relevant for Australians on their first business trip to China or, for example, an entrepreneur from Singapore coming to a meeting in Australia and wanting to make a good impression in their first seven seconds.


In The Million Dollar Handshake I will take you step by step through the ritual of shaking hands. What should you do? What should you say? How do you want to make the other person feel? How can you make a genuine connection? How can you show someone through your handshake that you are trustworthy and that you trust them? I will give you the tools to get through an initial meet-and-greet that goes wrong or crushes your self-confidence. Importantly, I will help you to become conscious of what you are doing, to gain confidence and to understand how you can build successful relationships. It’s time to hack your meet-andgreet. It’s the first step in the process: meet me, like me, trust me.


Let’s begin.




MY OWN STORY


The markets in Bali could not have been more different from the supermarkets and department stores I was used to at home in Queensland, Australia. As a 19-yearold travelling overseas I found them fascinating. One morning, sitting at a tiny market café with a glass of sweet milky coffee, I watched the shopkeepers doing business with the tourists, and I started to wonder why they would sell a piece of craftwork or fabric to one person for around five dollars, half that price to another, and double to someone else. From that morning on, I began to study these negotiations.


The shopkeepers would say hello, shake hands with and ask the name of just about everyone who came over to their stall. Then it seemed they would set a price according to how the tourists responded to them. I would sometimes see tourists walk away crying, and once heard a shopkeeper screaming, ‘Get out of my shop! Don’t buy.’ So many different things happened and I realised that nearly all were in response to the way the customers and vendors connected in the first few seconds of meeting. Almost immediately, the shopkeepers would decide how they were going to sell. If a tourist was impatient, abrupt or rude, they would often end up in an argument with the shopkeeper and walk away. In these situations I could see that the tourist didn’t care that the other person was left feeling angry or upset. In turn, the vendor would lose respect for the visitor and decide that they wouldn’t sell to that person. On the other hand, I noticed that sales would go well when both people were polite and engaged in friendly conversation, even if it was brief.


In particular, I watched the tourists who were ready to return a vendor’s handshake and how they shook hands. Then I would go to a stall and the vendor and I would shake hands, they would ask my name and where I was from, and in turn I would ask them about themselves and we’d smile. I might not have gotten the best deal every time but I’d get a pretty good deal, and we would both finish the sale feeling good.


That is where I started to see how important handshakes are, in all sorts of situations, and all around the world. I’m someone who enjoys meeting people, finding out about them and making connections, so I really valued the lessons I learnt in the markets in Bali.


At the time I was working for the Commercial Bank of Australia in customer service. I loved this job because it gave me the opportunity to talk to so many people every day. This was just when it was merging with the Bank of NSW to become Westpac, and I was brought on to the merger team. I’d work with staff in various branches around Queensland and would always make sure to greet the customers, talk to them about what they needed and ask if they had any problems or issues. As a result I would sell a lot of products. My colleagues would say, ‘They have been my customer for 25 years, why didn’t they buy it from me?’ and I’d say, ‘Did you talk about the product? Did you ask questions?’


I’d find out everything I could about the latest products and pass this information on to the customers, so I made sure they always had the best service and products available from the bank to suit their needs. By speaking with the customers, I’d find out what they were doing and what they needed, and then it would be a matter of matching the appropriate product with their requirements.


A customer might say, ‘I’m going on holiday.’


‘Oh, fantastic. Do you have the right currency to take with you?’


‘No.’


‘Do you have your travel insurance?’


‘No.’


‘Have you booked your trip?’


‘No.’


‘Well, we can do all that for you.’


I was genuinely interested in the customers and in selling products and services for the bank. By the age of 22 I was topping sales for the state of Queensland each month, and then I topped the sales for Westpac nationally. I moved into the training centre and was training my colleagues in customer service and product knowledge.


By then I was starting to wonder why I could make an immediate and powerful connection with people while so many others couldn’t. I thought back to the shopkeepers in the markets and knew that it had to do with body language, with your mindset and whether you were willing and able to interact with people as soon as you met them. This led me to study body language and I did my Masters in Neuro-linguistic Programming (NLP). With this knowledge, as well as my own experience, I began working with people to help them get their mindset right and be aware of their body language, so that body and mind would connect and they would achieve great results.


But I felt there was still more I needed to understand and use in my training, and that’s when I discovered that the most important tool in helping people communicate is to be able to recognise each person’s style of behaviour. That is, the way we each behave in any situation, every day. Are you confident, or are you quiet and thoughtful? Do you want to be the centre of attention? Do you like to chat or get straight to the point? It’s not esoteric or hard to identify. This is practical knowledge and it gives a clear view of how people operate and how their behavioural style will affect communication.


For each of us, our body language matches our behavioural style unless we consciously modify it. Understanding a person’s mindset, behavioural style, and how they both determine one’s body language helped me to identify, use and refine the Million Dollar Handshake. In my first year of owning my own business we signed over a million dollars’ worth of contracts through face-to-face meetings and using a winning handshake. I’ve been training people in this ever since.


But I’m getting ahead of myself. I have one more story to share with you. After leaving the bank I joined my husband, John, in his real estate agency, which I loved. But life threw some pretty big hurdles our way and we had to sell the business. I became the sole breadwinner, supporting our three gorgeous children, John and myself. I had to get my new training company up and running – fast. I took a call from a potential client in Brisbane who wanted to meet to talk about a contract … or so I thought. I gathered all my paperwork and promotional material, put on my best suit, thought, This will be a good day, and John drove me from our home on the Sunshine Coast 50 kilometres south to Brisbane.


Within minutes I realised that the meeting was set up purely for this man to find out everything he could about training, as he wanted to become a trainer and work for me. I left feeling that I’d wasted a day and lots of energy.


John met me and we went for coffee in a shopping centre before heading home. I’m not sure what it is about cafés and me, but as we sat there I looked around at the shops and the staff working in them and thought about how they do business. Like the shopkeepers in Bali, every sales person was interacting with their customers. I asked John to wait for me, picked up my folder and walked into a travel agency I’d noticed next to the café. I put out my hand, gave the manager a smile and a confident handshake and asked her if she needed help with staff training.


Surprised, she told me that she had been reviewing prospectuses from a few training companies that morning. She invited me to tender for a contract. We had made a strong connection within the first seven seconds of that informal meeting, and her agency and others in that travel company became my first clients.


That day I completely understood the power of connection and good communication, and the Million Dollar Handshake was born. I used all the skills I’d acquired 15 years earlier plus my new knowledge to make powerful connections and understand in seconds who I was working with. Times change, technology changes, but humans’ basic needs and behaviours essentially remain the same. Thank goodness for that because by understanding how we communicate and make connections I have created a thriving business, working with clients from all cultures to help them achieve amazing results and growth in their business. And it is great news for you too, as you’ll discover as you work your way through this book. These tools will lead to positive results in your communication, sales and service, and carry you successfully into the future. Who will you make feel a million dollars today?







CHAPTER 1


The Million Dollar Handshake


How to powerfully connect




A great handshake precedes great actions.




Is it really do or die in seven seconds? Do you feel a million dollars when you go into a meeting? Are you making the other person feel a million dollars when you shake hands? We shake hands with people almost every day without giving much, if any, thought to the interaction. But do you realise how important this first connection can be?


How you shake hands may determine whether a client or customer will do business with you, and it can make or break your negotiations or your deal. In this chapter we are going to hack the meet-and-greet and help you to develop your Million Dollar Handshake.


You will be judged by your handshake. We all do it – it is an innate mechanism to judge friend or foe. What do you think if someone gives you a limp handshake? Or gives a crushing handshake? Are they being conscious of what you are feeling? What can you learn about them in this initial meeting? What are they telling you through their handshake?


In our fast-paced world we’ve grown used to making decisions quickly. That includes the conclusions we immediately make about each other. As you walk up to greet someone you are already forming an opinion about them – this can be based on how the person stands, the energy revealed in their posture and facial expression, how they look at you, and how they reach out to you through their eye contact, voice and body language. You can be sure that the other person is making an instant assessment of you too, even if it might be subconscious. When we first meet, our non-verbal messages can be far more important than the words we say.


The way we stand, what we do with our hands, the sound of our voice, how we walk and the expressions on our face, especially in our eyes, can support and enhance what we say, or contradict it. A positive first impression leads to a positive meeting and interview, a sale or successful negotiations. Conversely, when we don’t pay attention to our non-verbal signals, we often send mixed messages to the other person, or let ourselves down altogether and have to find other ways to build a connection over time. Take control of the messages you send by always being conscious of your non-verbal language. A good place to start is with your handshake.


The way you shake hands can be powerful and revealing. Remember that the handshake is usually the only time we make physical contact with someone in a business situation. It can communicate confidence, warmth, interest, a genuine concern for the other person, and create a feeling of strength or gentleness. It can also communicate over-excitement, nervousness, arrogance, indifference and weakness. Developing a professional handshake is one of the most valuable business skills you can cultivate. Handshakes are so important that John F. Kennedy, during his presidential campaign, commissioned a study into the most effective way to shake hands.


When shaking hands you want to convey something about yourself, without giving too much away. Your handshake should put the other person at ease, make them feel confident about you, show that they can trust you and that you are interested in them. You might think this is too much to expect from one gesture but consider the impression it makes when a person gives a limp shake with their fingertips, or such a strong, pumping shake that it pulls you in and makes you feel that you are not on equal footing. Watch politicians from around the world shaking hands and notice the degree of warmth or dominance in each style. What does it make you feel about that person? Do you admire their strength or do you feel they come across as arrogant and bullying? Does a warm handshake with direct eye contact make you feel that this leader is ready to work with the other person to achieve the best outcome?


In Ancient Greece a woman would shake her husband’s hand when he was leaving for war. The Ancient Romans would clasp each other’s arms just below the elbow as a greeting and to check the other person wasn’t carrying a concealed weapon. The right hand has always been used for shaking hands as the left was used for personal cleaning. Today, a handshake is recognised as a greeting, a way to say congratulations, wish good luck or say goodbye. We shake hands as a sign that we are committing to a deal. Let’s shake on it. So how should you shake hands?


THE MILLION DOLLAR HANDSHAKE


Start, if you can, by walking over to the other person with your head up and shoulders back – your head, shoulders and hips should align. Look them in the eye – in a friendly way – and smile. You are not trying to stare them down. Focus on them entirely, even if it’s only for a few seconds. Maintaining eye contact shows that you are alert and giving the other person your full attention; it shows trust and interest. Don’t look over their shoulder to see who else is in the room, and don’t glance sideways to see whose hand you will shake next. Looking away can be perceived as shy, or worse – it could show a lack of respect, or could make you seem deceptive or disinterested. In the handshake study commissioned by John F. Kennedy, the researchers discovered that eye contact is almost as important as the handshake itself. So, look the other person in the eye and make a connection with them. Of course, if you are doing business with someone from a culture that doesn’t encourage eye contact, then act accordingly. We will cover cross-cultural communication in more detail in Chapter 5.


Smile


When you’re about to shake hands, a smile works well to break the ice, and helps you relax and build rapport with the other person. If it’s appropriate to the situation and the culture, then smile when you extend your hand. But avoid smiles that are fake or forced. They are usually held much longer than authentic smiles and tend to be confined to the lower half of the face – that is, the smile is not reflected in your eyes. Fake smiles can make you seem insincere or cold, and won’t help the other person to feel at ease.
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