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Relationship building questions 

These questions are designed to help you determine if your contact could be a 
potential client or a referral source for potential clients. Add to this list as you find other 
questions that are helpful to gather the information you seek. They are not presented in 
any particular order. 

Remember to use the active listening approach: 

1.   Ask an open-ended question. 

2. Listen fully to the answer. 

3. Probe further based on what you hear.   

And in all cases, be ready and willing to share your own personal and business 
information to help establish rapport. 

Sample personal questions 

1. How to learn about your contact's hobbies/interests outside of work: 

  What do you like to do when you're not working? 

  What do you wish you had more time to do? 

  How are you involved in your community? 

  ______________________________________________________________ 

  ______________________________________________________________ 

2. How to learn about your contact's family: 

  If they have children: 

 Where do they go to school? 

 What activities are they involved in? 

 Tell me more about your children. 

  Where is your family? 

  Where were you raised? 

  How are your relationships with your siblings?  

  ______________________________________________________________ 

  ______________________________________________________________ 

3. How to learn about your contact's dreams: 

  Where is your favourite vacation spot? 

  What is your retirement plan? 

  If you won the lottery tomorrow, how would it change your life? 

  ______________________________________________________________ 

  ______________________________________________________________ 
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Sample business-related questions 

1. How to learn about your contact's organization and their role: 

  What's your role in your organization? 

  Who are you naturally aligned with in your organization? 

  What do you like most about your role?  Least? 

  How long have you been in your current role? With the company? 

  Where do you see your company's biggest growth opportunities? 

  ______________________________________________________________ 

  ______________________________________________________________ 

2. How to learn about your contact's challenges/industry trends:   

  What are some of your biggest challenges right now? 

  What do you see as some of your biggest future challenges? 

  What industry trends are affecting your business/your approach to marketing? 

  ______________________________________________________________ 

  ______________________________________________________________ 

3. How to learn about your contact's career path and future goals: 

  How did you get to where you are now? 

  What' s your career path been like? 

  Did you ever think you'd end up in this career/field/market? 

  What are your future career plans/goals? 

  Where do you see your biggest growth opportunities? 

  How can I help? 

  ______________________________________________________________ 

  ______________________________________________________________ 

Follow up 

When you've determined that your contact could be a potential client, and/or a referral 

source to other clients, make sure you agree on next steps: 

1. Based on our conversation today, I think we should talk some more about 
<subject>. When's the best time to do that? 

2. We're clearly aligned/have some synergies on <subject>, I'd like to connect with 
you again to talk more about it. What's the best way to follow up with you? 

3. _________________________________________________________________ 

4. _________________________________________________________________ 


