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The 9 LAWS OF RAPPORT

The Law of Association

People tend to like and trust others who they
associate with positive experiences or attributes.
For example, having a hobby or belief in common .
This is about creating positive connections
between yourself, your company, and the clients
interests and aspirations.

Repeat Exposure

The old adage familiarity breeds contempt is not
true when building rapport. In reality it's the
opposite. Numerous studies show that the more
you interact with someone the more they will like
you.

Reciprocal Affection

We tend to like others that like us. When we find
out that someone thinks well of us, we are
unconsciously driven to find them more likeable
as well. Therefore let people know you like them.
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Similarities

It is not true that opposites attract. We actually
like more those people who are similar to us and
who have similar interests. When speaking to
someone always try to find common interests.

How you Make Someone Feel

How someone feels about you is greatly
determined by how you make them feel about
themselves. Being the person who makes people
feel good will go a long way towards people
finding you likeable and thus worthy of
establishing a relationship with.

Matching & Mirroring

Just as we tend to like someone who shares our
interests, we are also subconsciously driven to
like a person when they appear as we do. This
means that when someone makes gestures,
movements, words or phrases in a way similar to
ourselves, we tend to find them more likeable.
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Helping Someone

A great way to build rapport quickly is to either
help someone (do them a favour) or better still,
ask them to help you or do you a favour. It is
proven that when we help each other, it helps
build rapport.

Were Only Human

Again contrary to popular belief we do not want
to form a relationship with someone who's
perfect. We like people who are human, who make
mistakes and do embarrassing things. More
importantly we like them more when they do
make mistakes but are able to smile at themselves
and not take themselves too seriously. This shows
real confidence and we do like confidence in
people.

Positive Attitude

Have a positive mental attitude. We want to form
relationships with people excited, passionate and
happy about themselves and what they do.
Positive people attract positive people
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