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Some hate them. Others 

love them. Interviews, 
introductory meetings, 

taster sessions... call them 

what you like, these 

meetings trigger all sorts of 

reactions with different 
professionals. A "first 

meeting" is never a trivial 

event.  
 

For some, it's a chance to "strut 

their stuff", perform and shine. 

For others, it's a nerve-wracking 

recipe for sleepless nights 

beforehand.  

 

How do you view first meetings? 

Do you strive for more of them? 

Do you prepare intensively, or 

hardly at all? Are your tempted to 

postpone them... or live in dread 

that they will be cancelled at the 

last minute? Do you feel 

vulnerable? Or excited? Or 

perhaps a mix?   

 

This article attempts to map out 

three of the uncommon mistakes. 

I'm going to skip the obvious stuff, 

such as preparation or getting 

your story straight. There's plenty 

written about that. Here's some 

of the more subtle ways in which 

professionals regularly "blow" a 

first meeting. 

 

1. Being interviewed, right 

from the start. Even in an 

interview, why keep all your 

questions to the end? "Just before 

we start..." is a very powerful 

moment: use it to ask a couple of 

great questions and enhance your 

credibility.  

 

2. Talking too much about 

you, your stories, your 

successes, your solutions. 

Stories can however be used to 

illustrate insights, as springboards 

for great questions that you can 

ask them.  

 

3. Many make the mistake of 

selling themselves in a single 

meeting. This is usually a mistake 

in today's economy, because there 

is nearly always another decision-

maker to be consulted who is 

probably not in the room and has 

not met you. It's probably more 

effective to get a second meeting - 

involving them - before you start 

writing a proposal.  
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