
“10 Steps to Building Your Epic Team”
(Refer to Video #5 of the Epic Team Builder Module in the Epic Pro Academy for more details)

1. Be interested. Your job when networking is to be inquisitive and interested in everyone that you meet. 
Ask questions and listen to the answers. Be interested.

2. Wait to talk about yourself. As tempted as you may be to share about what you do, wait until you are 
asked “So, what do you do?" to share about yourself. Be clear and authentic with your answer. Don’t 
overdo it and bore people. If they are interested in what you do, they’ll ask more questions.

3. Exchange information and leave a favorable impression. If you feel there has been a connection, 
exchange information and end the conversation with something like:

"As you can probably imagine, I meet a wide variety of people in my line of work. If I should come across 
your ideal client, how would I know and how would you want me to introduce them to you?" This a 
powerful (and memorable) closing statement showing your willingness to give and not just receive.  

4. Take notes. Make a note (either mental or written) of what you learned about the person to input, along 
with their contact information, in your database later.

5. Follow up. Follow up the next day with the people you could see yourself potentially doing business 
with in the near, or far, future.

6. Book a meeting. During your follow up calls, your intent is to arrange a meeting, one-on-one face-to-
face, in order to learn more about each others' business to determine if it would make sense to stay in 
touch.  

7. Lead the meeting and get recommendations. During your meeting, again... be interested. Take the 
lead and get to know as much about that person, what they do and what they need to further their 
business. Somewhere near the end of the conversation, ask these two questions:

1. “Now that you know a little more about what I do, who do you know that I should know?”  
2. “If you were in my shoes and had the same vision of success, what would you do to make 

that vision a reality?”

8. Follow through. Call anyone that the individual recommended that you should know and set an 
appointment to get together. You might begin that call with something like:

“Hi (the referred), my name is (your name) and we haven’t met, but we have a mutual friend in (the 
referrer) and they suggested I give you a call.  Your name came up in our conversation the other day.  
(The referrer) thought it might make sense for us to get together over a cup of coffee and talk shop.  
Would you be open to getting together for a quick chat?”

9. Go deep. If you were given advice to the second question (What would you do if you were me?), go do 
it. Then call the person back that gave you the advice and share with them the results of what happened.  
Then ask, “Do you have a suggestion for what I should do next?”

10. The last step of this system is simple.  Go back to step one and repeat the process.  Repeat it 
again, and again.  Don’t stop until your team is complete.


