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If you’re going to ask someone to do an introduction. 
 
The purpose of this article 
Identify some things for you to think about before you ask someone to do an introduction for you. 
 
What made me wonder about the introduction process? 
1) Recently a friend of mine asked me to do some introductions for his daughter, who has just finished 1st year 

university and is looking for a summer job.  I asked some relevant people I know. Many of whom agreed for me to 
do an electronic introduction, leaving it to the daughter and the people I know to then connect directly. 

2) But that made me wonder.  Why did I do the introduction?  No financial benefit to me.  Why did people accept?  
Each of them said there were no jobs available for the summer.  No financial benefit to them. 

 
Who are the three people involved in the introduction process? 
1) The seeker – the person seeking an introduction e.g. my friend’s daughter. 
2) The introducer e.g. me . 
3) The introducee e.g. the person or people I know. 
 
Why is the seeker asking for an introduction? 
1) Address a short-term financial need.  E.g. need a job, need a sales lead. 
2) Address an information need.  E.g. learn how to find a job, learn how law firms recruit lawyers. 
3) Build new relationships which might be of value in the future.  Each individual relationship will not be of value but 

the pool will be. A relationship implies long-term communications and interaction. 
 
Why does the introducer agree to do any introduction? 
1) Knows the seekers and is will doing to do favour. May also believe that the seeker will then “owe a favour”. 
2) Believes the introducee may be able to help the seeker in some way. 
3) Believes the introducee might learn something. 
4) Knows that the introducee has a current problem or issue for which the seeker might have insights or be able to 

solve. 
5) Believes the introducee might have a future need for someone like the seeker. 
6) Some seekers pay for introductions. E.g. sales leads. 
Often there is not short-term value to the introducer. 
 
Why does the introduceee agree to the introduction? 
1) As a favour to the introducer. 
2) Believes may be able to help the seeker in some way. 
3) Believes might learn something. 
4) Has a current problem or issue for which the seeker might have insights or be able to solve. 
5) Might have a future need for someone like the seeker. 
6) Some seekers pay for introductions.  That is not my model. 
Often there is not short-term value to the introducee. 
 
Why will the introducer decline to make an introduction? 
1) The relationship with the seeker is seen as too little value to warrant any effort. 
2) Too busy. 
3) Believes there is no value to the introducer or introducee. 
4) Cannot think of a single potential introducee. 
5) Does not want to help for a wide range of reasons. 
 
Why will the introducee decline the introduction? 
1) Too busy. 
2) Believes there is no value to the introducee. 
3) Perceives the introduction as a “sales call”. 
4) Does not want to help for a wide range of reasons. 
 



 

If you're going to ask someone to do an introduction     © Koor & Associates    Page 2 of 2 

What might an introduction process look like? 
1) The seeker determines why they are looking for an introduction, the type of introduction, the characteristics of a 

potential introduce, the potential value to the introducee, and potential introducers. 
2) The seeker asks a potential introducer to make one introduction. It’s only one, in order to minimize the effort of the 

introducer. 
3) The seeker prepares for the introducer, perhaps in an email: 

a) Why seeking an introduction and with whom; 
b) A few sentences about the seeker. 
c) A link to the seeker’s LinkedIn profile. 

4) The introducer asks one introducee they know if open to an introduction. The information is point 3 above is 
shared with the introducee. 

5) The introducer then sends one email to the seeker and introduce, thus allowing them to connect directly with no 
further effort on the part of the introducer.  The introducer should include a sentence or two about the introducee. 

6) The seeker needs to thank the introducer. 
Not every introducer will make an introduction for you.  Not every potential introduce will tell the introducer that it’s ok 
for an introduction. 
 
Your next steps. 
Prepare your own introduction process. 
 


