
Wolfgang Marketing 

Best way to Get 
New Local Leads 
FAST! 



CONGRATS! 
You’ve just taken a huge step in the right direction. 

You’ve decided that your business is worth investing in. 

And you won’t regret it.  

Are you ready to get more local leads? 

LET’S GET STARTED! 



Coffee and Three 

Coffee and Three 

When I decided to start my own marketing and website design business I really wasn’t sure 
where I would start to get clients.  

I asked around and I was told to start going to networking events. 

I went to a few and met some nice people and even got one job, but it wasn’t reliably 
bringing in new business or leads.  

One day I read an article about how a very young guy won a local mayoral election.  

He was asked how he did it. He shared a few insights.  

Then he told a story. 



He attributed most of his success to this idea I’m going to share with you. 

I thought it was brilliant and I thought it could work for my business and it did. I started 
doing it and I met so many more people than I ever did at those networking events.  

The idea is as simple as inviting people to coffee. Everyone can do it. 

This will work for anyone in any type of business.  

This young aspirational mayoral candidate set out to meet the people in his city.  

He found a few people he knew were influential and asked them to coffee. He asked them 
a few questions about the city, past mayors, governments, ideas, and their problems the 
city should be taking care of.  

As the conversation started to wind down he would ask for the names and phone numbers 
of three people who he should meet with.  

And he would repeat this process until he heard no new names.  

And by the time he was done he had listened to all of the problems of all of the cities most 
influential people.  

He won his election taking 74% of the vote. Four years later he got 80%.  

He showed the people he cared just by listening. Not talking. 

You can apply these principles to your business, and use it to start getting a lots of local 
leads and referrals. 

So, I started to do this. I invited people to coffee and asked them for advice in my business. 

And the results were amazing! 

Let’s break this down into a few simple steps. 

Step 1: Find a few people who would be influential in your industry or line of work.  



When you invite them be upfront; tell them you need advice in your business and that they 
are the type of person you are trying to attract.  

If you want to be a portrait photographer start inviting influential moms out for a coffee. 

If your business primarily sells products or services to other businesses - find influential 
people that would likely be your customers and ask them to coffee to give you advice on 
your business.  

People love being asked for advice.  

It makes them feel important.  

They already are important you are just acknowledging it. 

Step 2: Turn off your inner sales person and really ask them their opinions about the 
industry or the space.  

Start the conversation simply by saying something like, “I’m trying to dive headfirst into this 
business idea, and I heard you were the one I should talk to. I think you could offer me 
some advice on how to get it really going strong in this area.” 

You need to remember you are not there to sell them anything. You can even say that. 

You truly need to be there to get their opinion and advice. 

All businesses need business advice, right?  

You wouldn’t have downloaded this guide if you didn’t need advice! 

Inevitably they will probably ask you about your business.  

When they do be frank, tell them the good and the bad. You don’t have to tell them 
everything, but you can still be honest.  

Step 3: Ask them engaging questions that will show them you care about them, their 
problems and what they have to say.  



Steer the conversation back to them and their ideas. You want to talk less in this 
conversation and listen more.  

People who talk less and listen more are often thought of as wise - even if it isn’t true. 

Ask them about their story; how did they get to be where they are today? 

Ask them if they were in your shoes what would they do? 

Ask them what they would look for in a business like yours.  

Ask them about similar services they’ve used in the past.  

Ask them what there frustrations are with your industry. 

Ask them what they would do with your business. 

Step 4: When the conversation begins to wind down. Ask them for the names and 
numbers of three people who they would recommend you get advice from. 

Say goodbye, and from your car email, call or text the three names you were just given, 
simply say this, “Hi, I’m [say your first name]. I’ve been running a [say your type of business], 
and I just had coffee with [say the name of the person you just had coffee with] and they 
thought you might be able to offer me some business advice. When would have you time 
to meet?” 

Be short and sweet. They are busy.  

Chances are within a week you should be able to get meetings with two out of three.  

Ask the same questions. Ask them how they know the person that referred you to them. 

Then… 

Step 5: Repeat 

Every time you meet with someone ask them for a few new names. And keep meeting 
people. 



You are going to meet a lot of influential people. And you are using the good name of 
those you’ve already met to meet with those people.  

Step 6: Encourage Referrals 

Eventually, one of these people will ask you for business. In my experience this is 
inevitable.  

When it happens and you get the job. Send a card and an Amazon gift card to the person 
you recommended you meet.  

Doing these 6 steps shows influential people in your area that you care about the them, 
the local area, and your business.  

Many of these people will start to recommend you.  

Many of these people will call you for business. 

This will activate some word of mouth buzz about you and your business. 

This method is a far better way to meet people who would be clients than any after hours 
or luncheon group. 

Start today, find some local influential people to invite to coffee! 

And if they never give you business at least you get coffee!


