
 
 

 
The Greenlight Dining Guide 
For your meal with a Client 

 
 

What We’re About 
 
In collaboration with Restaurant.com, the Keith Ferrazzi team has done a lot of research to find out what 
kinds of thoughts, questions, and topics will help you and your client deepen your relationship during a 
dining-out experience. Our goal is to provide you with concise and empowering information for an 
enjoyable and transformative time.  
 
We have aimed to create material that is as deep as it is concise to help you seize this moment with your 
client, and we’re curious to see how this helps you to unwrap the gift of human connectedness that is at 
the core of every relationship!  
 
 

1. Set the Tone 
 
Be transparent and clear about your participation in this project. Before your meal, let your client know 
that you want to make this meal special and that you’re using the guidance of relationship experts to 
help strengthen and deepen your relationships. If you like, send them the link to this video in which 
Keith Ferrazzi explains the essence of a Greenlight Dining Guide. We’ve also provided you an email for 
you to pass on to your dining companion to briefly let them know what this is about. 
 
Finally, before going into the meal, take a moment alone to close your eyes and think about how you 
want things to go after the meal. How do both of you look? How will both of you feel more positively 
about your relationship? What will you be thinking? 
 
 

2. Connect with Each Other’s Past, Present, and Future 
 
Now, here are some questions and topics you can use to steer your conversation towards developing a 
deeper relationship during your meal.  
 

 Learn What Led Them To Their Work:  
 
Tell me about how you got into what you are doing- which aspects are you most passionate about?  
 

 Find Out What Else They Like to Do:  
 
What kinds of things do you like to do on weekends?  
 

 Discover What They Care About:  
 

http://www.youtube.com/watch?v=6KrSoR8A7K4&feature=related


What do you value most in the people you do business with? Any particularly great business experiences 
you’ve had in the past you want to share?  
 

 Ask Your Own Question: 
 
Think of something you like about your client or prospect. It could be something you have in common 
that you haven’t discussed yet, or something you appreciate about the person in general. Keeping this 
quality in mind, think of a question you think will help you and your client—or prospect— connect better. 
(We’d love to know what you ask!) 
 
 

3. Keep This in Mind 
 

 Take Turns: All of the questions and topics should go both ways.  

 

 Be Patient: The other person hasn’t finished speaking until he or she exhales.  

 

 Be Concise: We can usually say all we need to answer a question within a minute or two.  

 

 Be Curious: Ask your own follow up questions in order to build a real conversation.  

 

 Care: Remember that your words are important- every word you say has impact and lasting 
continuity beyond the moment you speak- so care.  

 

 MOST IMPORTANTLY, Be Yourself! People can tell when you are not, and ultimately you won’t 
be happy with whatever result comes from pretending to be anything else.  

 
 

A Final Word 
Restaurant.com and Keith Ferrazzi would like to thank the following communication experts for their 
wonderful contributing insights:  
 

Veronica Berenstein, PhD; 
John Gottman, PhD; 
Mark Goulston, MD; 
Dave Joseph, LICSW; 
Ramdas Menon, CHt; 

Ziggy Yoediano, MD, MBA. 
 

For any questions on this content or to share about your experience using it, please email 

GreenlightDining@ferrazzigreenlight.com .  


