
 

 
How to Get Others to Introduce You  

How to Get Those You Know to  
Introduce You to Those You Want to Know 

One of the areas you are probably not levering in your business in in asking for email 
introductions. I know the pain of not doing this as well as I was very uncomfortable doing this at 
one point. 

This is why it's crucial you learn to pitch your coaching, training and mastermind programs using 
my pitch process so that you gain the confidence to know: a) what you do; b) in the context of 
what your competitors fail to do; and c) then know what you are really looking for using this 
email introduction template. 

This is very important to leverage one of the most strategic ways to get you foot in the door to 
reach new clients and close more deals. 

This does require you to have some social capital with others (unlike the formula for connecting 
with high flyers over coffee which doesn’t require you to have any social capital) and know them 
well enough that you feel comfortable in asking. However, as per the example below, you will 
always give them the right to refuse if they don't feel comfortable.  

Why is "the email initation template" important? 

Simply put: When you don't respect the time and circumstance of everyone involved (Yours as 
well as those you are reaching out to for the email introduction), it makes you look 
unprofessional...and people will be a lot more resistant to making email introductions for you in 
the future! So you want to make sure you do this properly. 

However, if you follow this template, you don't have to fear! Here is a very effective format for 
asking for email introductions.  
Step 1: Initial Request for an Email Introduction 
You've identified that someone in your network (LinkedIn, G+, Facebook, mastermind group for 
example) is connected to the person you're trying to reach. Send this person a brief initial request 
for introduction to gauge the congruence of their relationship, and their willingness to connect 
you with that person directly.  An example script: 
______________________________________________________________________________________________________________ 
 
Hi [Broker’s Name], 

I am looking to get introduced to [prospect’s full name] from [company name] and saw you were 
connected to him/her. Not sure how well you are connected to NAME, but if the relationship is 
good  
 
and you are comfortable, I'd really appreciate an intro to discuss about potential ways to work 
with my [Undertaking X]. Please let me know if you feel ok making this email introduction for me, 
and I'll forward over a proper request for introduction that you can forward to her/him. 
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By the way you can use my template for your own business connections when asking for a 
request if you like as it works really well. 

Thank YOU, [broker’s name]! 

Respectfully,  

Glenn 
______________________________________________________________________________________________________________ 

 
Key Components of this Email 
The Request for Connection- "I am looking to get introduced to [prospect full name] from 
[company name] and saw you were connected to him/her." 

If you're asking for an introduction, skip all the fluff (do not talk of weather, kids et cetera) and 
assert clearly and precisely what you want. People want to help, but they absolutely want and 
need a clear understanding of how someone can help which is always appreciated. (You will be 
playing to their ‘status’ desires.) 

Consideration of the Connecting Parties Relationship - "Not sure how well you are connected to 
NAME, but if the relationship is good and you are comfortable, I'd really appreciate an intro to 
discuss about potential ways to work with my [Undertaking X]. Please let me know if you feel 
ok making this email introduction for me..." 

As the person being asked for an intro, I never like to make introductions when I don't know if 
both parties will benefit. That means I have to know both people well! 

Personally, this means that if I don't know someone well enough or it simply seems awkward, I 
will not connect someone to someone else. Alternatively, maybe I do know the person well, but I 
just had a non-congruent happenstance with him/her. The last thing I would do is ask this person 
for a connection to another person.  

This means that there are many people I don't feel comfortable making an introduction. As I get 
asked a lot, I wanted to make sure to address this. Framing (Ah, the importance of this concept 
rears its strategic head again!) the request with this in mind protects the integrity of the process 
and is a good posturing practice. 

The Purpose - "...discuss about potential ways to work with my [Undertaking X]." 
 
The purpose provides me clarity and the ability to decide whether both parties will benefit. 
Everyone has demands on their time especially in today’s market place, so it is very important as 
a brokering party to make sure you're adding value when connecting someone. Remember, one 
of the  
 
great controllers of human behavior is the status of being important to connect someone. That is 
a huge driver of human behavior. 

Make It Easy for the Connecting Party - "Please let me know if you feel comfortable making this 
email introduction for me, and I'll forward over a proper request for introduction that you can 
forward to him/her." 
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The connecting party whom you are reaching out to is doing you a big favor by making an 
introduction. The very least you can do to ensure the greatest success is to make it easy and quick 
for the brokering person to accomplish this task of connecting for you.   

No one wants more work, so you will want to make sure you create the script for them.  Sending 
something that they can forward along with appropriate context limits the work and makes the 
connecting person feel super important.  

Be A Person of Value (Always) - I always like to be a person of value. If I ask someone for 
something I like to make sure that I also provide value to a person. So telling the person they can 
use the Proper Request for an Email Initiation template I send this person means the brokering 
person gets an added benefit with permission to use one of my systems. 

Step 2: Proper Request for an Email Introduction 
After you have received confirmation that the connecting party feels comfortable making an 
introduction for you, now you send the 'Proper Request for an Email Initiation template.  

This email contains very similar components to the first one, but with some additional context 
because it will be forwarded to your target. Here is an example script/template: (Yes, I like 
scripting as it forces me to practice ahead of time and takes the guess work out of what to say.) 
______________________________________________________________________________________________________________ 
 
Hi [Broker’s Name], 

I was hoping that you might be able to introduce me to [prospect full name] from [company name]. 

I wanted to connect with him as editor-in-chief of Lifestyle Entrepreneur Magazine™. I was 
interested in getting his/her content featured in the magazine and to be a part of an exclusive 
group of coaching and consulting leaders. 

We have done this with a lot of coaching and consulting leaders. Just recently we featured Keld 
Jensen in October's issue of Lifestyle Entrepreneur Magazine™. In fact, Keld flew in, along with 
other coaching/consulting leaders from around the world, to meet me and be a part of a recent 
business acceleration intensive I did at The Canadian Lake Home™. 
 
Any assistance is much appreciated! 

Thank YOU, [Broker’s Name]. 

Respectfully, 
 
Glenn 
______________________________________________________________________________________________________________ 

 
Key Components of This Email: 
Decisive Ask - This indicates to the target that someone approached them about connecting. 

Compelling Context Why - Here you should expand upon why this person should spend time 
connecting with you. This serves to legitimize the request from the connecting party and 
provides context for the target to assess whether connecting is worthwhile. Your goal is to put 
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your best foot forward in a concise manner. The power of using your mastermind or business 
intensive is a great way to create the context for momentum. 

Strengthening Example - I always like to ask in the context of something that is so motivating 
the person I want to reach out to has the ability to see clearly other leaders doing something 
exclusive. (In this case mentors of my magazine having their content featured AND flying in 
attend a business acceleration intensive.) It is always effective to showcase past success and how 
someone benefitted. It provides credibility for you and provides intrigue and allure for the 
person you want to connect with.  

A 'Thank YOU' - Remember, the broker (connector) is doing you a huge favor so make sure you 
thank the connector. As well, the connector knows he/she is going to benefit by using the 'Proper 
Request for an Email Initation template. 

At this point, the hope is that the target person you are reaching out to through the connector 
indicates the person is interested in connecting leveraged via the connector (broker)! 

I like this methodology because it respects the time and circumstances of all parties.  

Because you've given each party the option to opt in, obligatory feelings are limited (to the extent 
they can be). This makes for a better conversation with the prospect and relationship with the 
person you're asking an introduction from. 
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