


GENERATE SALES AND BUILD THE FOUNDATION FOR 
YOUR BUSINESS IN 30 DAYS.

When I started my business, I had one marketing idea, and that was having 100 cups of coffee 
in 100 days with 100 business people, to see if I had enough knowledge and stamina to go 
into business for myself.  After 38 cups of coffee, I had several projects and multiple clients. 
Being willing to meet with someone new every day, and stacking those meetings up in a short 
window of time with the right focus, helped me build a consulting practice that’s well into it’s 
6th year. This idea had merit, and started becoming a movement among my contacts. I realize 
that 100 Days (essentially 5 months worth of business days) is daunting for most people.  

For that reason, I broke this down into a foundational test for anyone that wants to grow their 
network, build a stream of sales, and create great relationships. You can do this while 
simultaneously developing a way to promote others and have a ‘pull marketing’ strategy that 
will make doors fly open for you. (See the unexpected benefits at the end of this ebook).

To break through the marketing noise and blather of features and benefits, it’s critical to build 
strong relationships. In a hyper-saturated world, authenticity is what we are craving as a society. 
The 30 Day Sales Generator will help you do that.  Follow this program, put your phone down 
and REALLY listen to what people are telling you and then find ways to help them. 

I have known Jason for several years and have always enjoyed his story of how he took 100 cups 
of coffee and transformed his business. When I opened my own Real Estate and Auction firm, I 
called him and asked if I could use his approach to growing my business. I was so excited when 
he agreed, and off I went.  

What I can say is the immediate growth in my work was phenomenal. Simply sitting down with 
folks I either did not know, or knew a little about, was an amazing way to expand my network. 
However, the focus was never about me and my business, the key was to focus on them and 
helping them grow their business. By turning the focus of the conversation on what they did, the 
immediate return was found in making new connections. Each connection led to another, and 
before you knew it, our business was growing.  

Jason's simple plan of growing your business one cup at a time is ground breaking, personal, and 
effective. I highly recommend Jason to anyone who is looking to grow both in their professional 
and personal lives! - Ray Carman, Priority One Real Estate and Auctions 

READ ON TO GET STARTED
HIGH PRESSURE SALESMANSHIP IS OVER. BUILD YOUR 

BUSINESS, BY BUILDING RELATIONSHIPS.
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1. WHO TO MEET

Jason, who should I meet with? 

This is the question I get the most when I talk to someone that’s interested in trying their 
own version of my “100 Cups of Coffee in 100 Days” plan. Who you should meet with 
truly depends on your goals, however, here’s a tip that will help you build a meeting 
strategy. 

Who to Meet 
The first thing to do is to get out a handy sheet of paper and pen and make a list. This 
list will consist of names and basic contact information. Email, phone number, and if they 
are a social media friend or not… These aren’t just any names though. These are the 30 
most influential people in your current network. If you just thought to yourself “I 
don’t know anyone that is influential” I’m calling bull on that. 

• If you are a student, your teachers or professors are people of influence. 
• Do you go to a church or house of worship? The leader, pastor, father, deacon or key 

volunteer would be a person of influence. 
• Are you a stay at home dad or mother? Think for a moment of the parent in your circle 

of friends that seems to have it together. They are a person of influence. 
• Are you a mortgage broker?  You have a network full of talented real estate agents 

and relocation specialists. 
• Maybe you are new to an area, and truly know nobody. Look up some local networking 

groups, attend a meeting – show up early and pay attention to the person that most 
people are listening to – they would be the most influential person in that group.  

• If you HAVE recently moved to a new area, asking for help from your old network – 
(the one you just left) would be an excellent idea. Use social media for this. Make a 
post on Facebook or Twitter – ( or whatever social media platform you use) and ask 
who you need to meet in your new area. 

• Are you a real estate agent needing good service people?  Make a list of inspectors, 
mortgage lenders, pest control companies, codes experts, and community leaders you 
respect. 

• Do you sell carpet cleaning services to small businesses?  Perhaps you need to meet 
with other people that have small businesses as a customer.  Credit card processors, 
insurance agents, lawn companies that are focused on small businesses would be 
targets. 

• Are you a food blogger?  Connect with chefs, product distributors, food critics and 
kitchen device manufactures.



2. WHERE TO MEET AND WHY 

Starbucks had a mission to become the “third space” for business people,  
meaning the ‘office away from the office. Perhaps they were ahead of the 
remote workforce movement? Perhaps they just know that corporate offices 
can feel stuffy. Meeting at the “coffee shop” has many advantages.  

The first advantage is that there 
are SO MANY OPTIONS. If you 
look at this map, every red dot is 
representative of a ‘coffee shop’ 
or a restaurant that sells coffee. 
This is indicative of almost every 
city where business is conducted.  
(There are 3 coffee options in 
walking distance from my house.) 

Other Advantages of a Coffee Meeting: 
• You can build better relationships when people have their guard down. 

“Meeting for coffee” is less formal, therefore people tend to relax and be 
more authentic.  

• Even CEO’s meet for coffee. You can get someone away from their office to 
meet at a coffee shop, much easier than you can get them to meet you AT 
their office. Use this to your advantage.  

If the meeting is going well, you can typically stretch it.  There isn’t anyone 
coming into that person’s office saying “Ms. Brown, your next appointment is 
here”.  If the meeting isn’t going well, you can end it sooner than normal too.  
It’s WAY less expensive than getting lunch somewhere. (If you invite someone 
to coffee, you better buy!) You can knock out a half dozen coffee meetings in a 
day, without driving all across town. Use a technique called “Stacking” and 
‘stack’ your appointments on top of each other.  As an example, in a series of 4 
hours, you can stack up 4 one hour coffee meetings.  Half a typical workday will 
be over and you’ll have the other half of the day to work on anything else you 
need.  In the old days, you would drive across town to meetings from business 
to business, and could spend hours on your commute. Stop it!



3. OPENING QUESTIONS 

The people most successful at sales become ‘Professional Question Askers”.  
In your meetings, spend time asking open ended questions and listening.  
REALLY listen, not just to respond - but to hear the heart of the person with 
whom you are meeting.  Put your phone down, close the laptop lid.  When 
was the last time you had an hour long conversation with someone with no 
distractions?  It's truly refreshing!  

Stories are part of our DNA.  My current home city of Hendersonville, Tn is 
just north of one of the largest group of great story tellers… Nashville 
Tennessee!  There are incredible songwriters in Nashville and they tell fantastic 
stories in less than 4 minutes.  The movie industry is one of the largest 
industries in the world – we love watching other people’s stories.   

I heard someone talk about our lives dating back to when we lived in caves.  At 
the most basic level we were worried about killing food to eat and avoiding 
animals that would eat us, and yet we would take the time to paint on the walls 
of caves.  That it was important enough to tell stories that we would sacrifice 
the necessities like hunting and protection to make sure the story was told.  “I 
know there is a tiger at the door of the cave, I’ll be done with this painting in a 
minute.” 

 

On the next page, you will find several open 
ended questions to get you started… 
 



3. OPENING QUESTIONS (CONTINUED) 
 
Get People Talking! 
• So, tell me your story!  The response many times is "what story do you 

mean? Work or life?" I usually follow this up with 'start with how you got 
to where you are right now.'  It's amazing how quickly you can get to the 
heart of an individual when you ask for their stories.   

• What did you do before this? This gives you an idea of their interest in new 
things or growth with their current scenario.  

• Tell me what people think about you? This question isn't something 
people get to answer, but it's fun to think about. Their answer will help guide 
the way you deal with them.  

• We're just getting to know each other but describe for me your ideal 
day and week. This questions will give you insights into things they like to 
do as hobbies. 

• What do you love about your current job/business? This is a great gauge 
of the person's happiness and opens doors to additional stories about them 
helping someone or perhaps providing for their family. 

• What do you know about what I do and what do you wish people in my 
industry knew about your business?  You want to know how they perceive 
your profession and/or experiences.  This will help you avoid their perceived 
pitfalls for your business and could give you critical information on how to 
work with them moving forward.  

In any meeting, remember the 70/30 Rule of Communicating. Always 
Always Always talk only 30% of the time, and use open ended questions to 

get people talking 70% of the time.  

There were multiple studies done that suggest people feel like the know you MORE 
if you let THEM talk a great percentage of the time in a meeting.  

That’s right… YOU talk 30%, 
THEY talk 70% and they feel like they know you better. 

70/30 RULE OF COMMUNICATING



4. MEETING STRUCTURE 
 
Now that you know who you are going to meet with and what to say, 
let’s dive in to how to best structure your meetings. Here are 5  
essential tips for in person meetings.  
• Make it easy to find you. Have you ever 

walked into a new meeting space and 
wondered what the person you are meeting 
looks like? If you have the opportunity, text 
that individual a picture, or at the very least 
tell them what you are wearing. It’s frustrating 
and/or embarrassing to walk up to people and 
say “are you Logan? No? Ok, sorry.” Make it 
easy and you can even add some humor.   —>  

• Remove distractions. Consider parking and the 
coffee (or whatever) ordering/buying process. I 
used to go to a local Panera for lots of meetings, 
but I found after some new management, there 
was ALWAYS a line of people getting coffee.  It 
wasn’t because the food/drink menu created a rush, it was because the 
process was rough.  My new favorite coffee shop brings your drinks to the 
table after you order.  Getting to a location and having to wait for an order 
can significantly cut into your meeting time.  

• Get there early. This should be a given… Especially in an introduction 
scenario.  Time is SO critical, you don’t want to waste time or look 
uninterested by being late to a meeting. In fact, you want to be early, get 
your coffee, scope out the best seating arrangement and take a minute or 
two to clear your thoughts. 

• Set precise expectations. Right away, let the other person know “in the 
interest of being up front, I wanted to let you know I have another meeting at 
_________”.  Always give yourself an out if you need to wrap up the meeting, 
and it also puts you in control. 

• Know your goal. You are there to ask great questions, learn the other 
person’s story and understand how you can best help them. A bonus goal 
would be a referral. 



CLOSING QUESTIONS 
 
I was training with the owner of an advertising company for my first 
job out of college, and we had just closed a big sale at a music 
instrument company. On the way out the door, I turned around to the 
business owner that just signed up for our program, and ask him if he sold a 
certain type of saxophone that I had played in high school. This question 
had no bearing on the outcome, I was just trying to find any way to connect 
with him. As the owner started explaining that my brand of saxophone was 
really a ‘student model’ and not a ‘great player’ my boss said “well thanks, 
we gotta run” and gently pulled my arm as he lead me down the hallway to 
the exit.  He told me when we got in the car, that the meeting was over, the 
sale was done and I needed to stop talking. Finishing well is as important as 
opening a meeting well.  

• Be flexible but thorough. Every coffee meeting is opportunity to build 
relationships, give referrals, offer support/help and make introductions. 
Sales and deals will come organically if you build relationships and people 
understand how you can help them. One of my favorite closing questions 
is What question should i have asked you that i didn’t? If the person 
you are meeting with really wanted to ask you something and got 
sidetracked, this is where that information will come up. So many times 
I’ve heard “yes, the reason I wanted to meet with you in the first place 
was to ask you __________”.   

• Be helpful. A question that will truly position you as a resource is “Is there 
anyone in my network that you want to meet?” As you have more meetings 
you will start to see connections and be able to be a better resource for 
others.  

• Set Expectations and next steps "How can I help you before we meet next 
time?"Is a fantastic closing question if you want there to be a next time.  
Reiterate this with an action statement… "So, my followup for you then is to 
introduce you to _________ and send you that article we discussed."  You will 
be surprised how many times the person you are meeting with will then ask 
YOU the same question, which is worth gold. Your generosity and willingness 
to help, just opened a door for you to receive help.



FOLLOWUP 1 
 
You’ve had your meeting, you are prepared and using these 
techniques. Now what? To get the most out of every meeting, you need 
to follow up.  It’s interesting that simply following up today is such a big 
deal, but it’s a lost art that needs finding.  Follow these tips to solidify your 
meeting relationships.  

• Social - During every 
coffee meeting, get a 
picture of the person 
you are with. Ask them 
to be friends with you 
on Facebook or the 
social media platform 
that’s relevant and tag 
them with that picture.  
 
Mention something 
interesting that you 
learned during your 
discussion. You can also share a link to them or talk about something they 
are involved in. There are so many benefits to doing this consistently.  
Those benefits are featured on page 15 and 16.  Name this process 
something. A friend in New Zealand called hers the ‘Cuppa Challenge’. I 
call mine 100 Cups and use a corresponding hashtag #100Cups so I can 
review them easily.  



FOLLOWUP 2 
FOLLOWUP 1 
Make an introduction.  

• Digital Intro- During your meeting, take notes and if there is anyone in 
your network that could be a helpful connection, send an email or 
introduce through other messaging platforms (text, FB Messenger). Do 
this within 24 hours whenever possible.  This process gets easier as your 
network grows.  
 
When making an introduction, make sure you tell the two individuals WHY 
you are making the connection.  If you are funny, use humor.  Be sure to 
give some background on both individuals when possible.  Below is an 
example: 



FOLLOWUP 3 

48 Hour Checkin.  

• Make Contact - Send a text, share an article on email or social media, 
share a story! You can do a quick Google Search on their industry, 
business or some of their specific interests. Look at some recent 
publications from their industry and find something unique.  

• Google Alerts/Talk Walker - If you believe you will be working with this 
new contact (or really want to) you can set up a notification system to help 
you. Google Alerts and Talk Walker are two services that will send you 
emails when articles are posted about any topic you add. 

https://www.google.com/alerts
http://www.talkwalker.com/en/alerts
https://www.google.com/alerts
http://www.talkwalker.com/en/alerts


FOLLOWUP 4 

Ask for an Introduction.  

• Do It - You’ve had your meeting… You’ve asked your questions.  You 
followed up and made an introduction and sent some handy information. 
You were authentic, and helpful. You are a resource to your community 
and everyone you meet understands this. It’s ok to ask for a referral!  
 
Here are some questions: 
• Who do you know that you should introduce me too?  
• Is there someone in your network I should meet with? 
• Is there someone in your network that I should be helping?  
• Who do you know that needs my help? 
• If you were me, who would you want to meet with? 

If you work this program and are authentic, the referrals 
will come organically. However, don't wait.  

It's OK to ask for referrals and introductions.  

The more people you meet the more valuable you become 
to everyone in your network including your family and 

your banker!



HIDDEN BENEFITS 1 

Regular Testimonials  

• Constant Stream of Positivity - When you tag and say something nice 
about someone on social media, the Law of Reciprocity will take over and 
you will get nice comments and responses from your audience. You may 
be surprised at how often that happens at first, but later you will actually 
come to expect it.   
 
**One thing I’ve done is taken those ‘testimonials’ and baked them into 
my proposals!   

Kevin’s response is one of the best testimonials I’ve ever received and it 
was said on Facebook in front of a ton of people, and now has been seen 
on every proposal I’ve created since then! This will happen to you as well!  

 



HIDDEN BENEFITS 2 

You become a goto connector, enhance your brand and gain exposure.  

• Your platform becomes a networking tool. - You will make lots of 
introductions and people will follow what you are doing. This program 
creates attention and it’s exciting to be a part of a moving train. Your 
social media platforms will be connection tools themselves.  

Many of my contacts are now working with each other. This is actually one benefit 
of working with me. I call this ‘White Noise Value’ and you can read more about it 
here.  I’ve profited very little financially from this directly, but my network 
continues to expand, and the referrals continue to arrive.  Also, when a potential 
customer looks at 2 options, me vs. someone else, I’m getting the nod because of 
my OTHER value - a strong network.  
 
The “30 Day Sales Generator” attracts a crowd. There have been countless 
messages I’ve received where the potential client says “Jason, I’ve got a new 
service that I want to discuss with you, can I be your cup of the day?” 

http://100cups.coffee/relationship-tips/adding-white-noise-value-to-your-client-relationships/
http://100cups.coffee/relationship-tips/adding-white-noise-value-to-your-client-relationships/


CONCLUSION 

There is too much data available for consumers today, therefore we are not 
buying the same… However we are still being taught to sell the same way. 
Today, the consumer has just as much information as their local car dealer, real 
estate agent, social media expert, retail establishment, or manufacturer…  

We don’t buy the same as we used to either.  We do our own research now and 
can get a couch delivered from Amazon THE.NEXT.DAY. The difference makers 
today are relationships and trust. People STILL buy from people they “know, 
like and trust” but our ability to know others has been reduced to social media 
rants and kid pictures. When was the last time you listened to someone for an 
hour.  

Exchange business cards and know someone’s name.  Exchange stories and 
know someone’s life.  There is a movement happening right now, and good 
business is being done at a heart level. The 30 Day Sales Generator, with 
consistent meetings, great questions, and an excellent follow up process will 
allow you to build lasting relationships, tap into this movement and have 
lifelong client relationships.  The other truth you will come to realize is that 
business doesn’t have to be conducted with JUST spreadsheets and margin 
and ‘bottom line’ focus. That is important yes. However more important right 
now is connecting at a deep level with your customers.   
 
I believe in this plan with all of my heart, I’m living it every day. I believe in you. 
 
If you are like me, you know, deep down that the best business is authentic 
business. Get to it!  
 
If you’ve made it this far, reach out to me at jason@100Cups.Coffee and let me 
know your thoughts, and if you want to get coffee, hit me up! http://
100cups.coffee/contact/ 

mailto:jason@100Cups.Coffee
mailto:jason@100Cups.Coffee



