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Hi Hi Hi Hi     

I’m Kate Rigby and I’d like to thank for downloading the 3rd in my series of 10 Top Tips for Your 

Success to help you build better business relationships. 

HHooww  ttoo  BBrreeaakk  RRaappppoorrtt  

Rapport is money! We need it most in business when we have least of it.   

Over the last 30 years working with corporate companies, it is the skills of winning, keeping and 

nurturing customers that I have been asked to develop most in staff.  

Before we start there’s something I have to tell you.  

These Top Tips are for you; not for your client, your customer or anyone else; I’ve chosen them for 

you. I want you to avoid the negative thinking that costs you serious amounts of wasted emotional 

energy, needless anxiety and unnecessary effort because you don’t know a few priceless tips about 

running your brain.  

 

Why Do I Need to Know How to Break Rapport?  

Sometimes we need to! I’m sure you’ve experienced that pivotal moment when someone sits down 

opposite you on a potentially long train journey. They arrange their belongings, smile , catch your eye 

then launch into immediate conversation?  Some travellers lift up newspapers or focus on books and 

seem oblivious to the newcomer. Others don’t. Are you that person with I WILL LISTEN TO YOU 

scrawled across your forehead.... then read on! 

We’ve looked at skills to gain rapport over the last 2 editions and some say that to break rapport 

elegantly and on purpose is a challenge. In this edition, I’m sharing tips on: 
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1. How to break rapport inadvertently: in a client meeting, during negotiations or a sales 

conversation ... and what to do to re-establish it. 

 

2. How to choose to break rapport deliberately, with elegance and skill when it suits you and the 

situation.  

 

My 10 Top Tips 

 
1. Avoid Telegraphing 

You have super efficient Accounts Dept, commonly known as the Sales Prevention 

Department, who litter their emails and letters with clauses that send clients running towards 

your competitors’ open arms.  These phrases telegraph negative messages about what it is like 

to do business with your company. They trigger suspicion, mistrust and loss of respect – never 

mind being pretty much incomprehensible! 

• Should payment not be received by the due date, we shall have no option but to 

instigate legal recovery procedures.  

2. Avoid Mind Reading 

You pre-suppose what your prospect / customer is going to say and start your conversation 

with: “I know what you are going to say...” This is disrespectful and really irritating.  
 

 

3. You Talk at the Speed of a Runaway Train  

Be careful of talking too quickly – it’s understandable if you are nervous, keen to impress and 

often happens at the start of a conversation. If you keep it up, it puts you off balance and 

breaks rapport with your prospect. So .... pause .... notice and approximate your prospect’s 

pace and speed of delivery and consciously slow your own.  Never mimic. 

 

4. Avoid Energy Overload 

If you relate with too much energy, hand gestures and passion while your prospect relates in a 

low energy, low emotional leakage and low-key way you will overload them.  So .... pause .... 

notice and approximate your prospect’s energy levels and physical movements then 

consciously adjust your own.  Again approximate - don’t copy exactly.  
 

 

5.  Match their Energy Levels  

Unless you are extremely skilled, aim to match their energy levels rather than observe and 

copy the way they sit, or cross their legs. We are often told by body language experts to do 

these things. However, done without subtlety they are clumsy and spell the kiss of death to a 

relationship. If you really want to do some matching, then for example, observe when they 

pick up a coffee and ‘match’ by leaning forward slightly yourself or pick up your pen from the 

desk.  
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6. They are Rushing for the Bus 

You are a ‘coffee and a chat’ person; they just want to ‘Catch the Bus.’ For them, chatting 

comes after the bus and only if there’s time! Have a coffee before you go in if must have a 

drink! Making you coffee and having a chat takes precious business time for some people! 
 

 

7. You are Rushing for the Bus 

They are a ‘coffee and a chat’ person and you have timetabled the meeting so tightly there is 

no time. You want to Catch the Bus’ and they want get to know you better first.  Slow your 

own pace and expect the meeting to take longer. If you really can’t stay.... recognise you need 

to invest more time in building the relationship and propose another meeting.  

8. They Need Time to Reflect  

You are an ‘I want it yesterday’ Action person and they are an “I want background, facts, 

figures and time to take your information away” Reflector. They need to think about the 

meeting - you insist on a decision. Big mistake! These people hate to be rushed or bounced.  

9. Finishing their Sentences for Them 

Want a good way to break rapport..... this one is pretty much guaranteed. Nothing irritates a 

slow, reflective thinker more than an action person, finishing their sentences for them. Listen, 

be patient, don’t interrupt and don’t finish their sentences... it’s intensely disrespectful.  

10. What’s Important to Them 

You haven’t taken the time to find out ‘Their VALUES’ in the context of your product or 

service. In other words ‘What’s Important to them’. So you work to your own values instead. 

Mis-matching your prospect’s or customer’s values is an excellent way to break rapport.  

Armed with this knowledge you will be 100% aware of what is happening and able to change your 

own behaviour to achieve the outcome you want.   

 

Enjoy, apply and notice the difference! 

SSiiggnn  uupp  nnooww  ttoo  lleeaarrnn  mmoorree  ooff  tthheessee  ppoowweerrffuull  tteecchhnniiqquueess..  

  

LLooookk  oouutt for my next collection of 1100  TToopp  TTiippss  on Rapport Building Skills !  

www.katerigbyassociates.co.uk 

kate@katerigbyassociates.co.uk  


