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“How to Speak to Someone You Don’t Know” 

Michael Allawos, Principal Consultant 

Have you ever found yourself visiting a 

business establishment where the 

customer service was less than 

professional or simply out right rude and 

disrespectful? Unfortunately, this is more 

commonplace than you may think.  Social 

norms and mutual respect has been 

deteriorating for years and has become 

acceptable in our society.  

 

Those business owners that can see this 

trend and provide a “cut above” service will 

win the day and hopefully send a strong 

positive message to our society. It may not just be the pressures of life or the breakdown of 

society that is the cause (cell phones and social media has not been the best in keeping things 

civil).  

 

Many people simply find it uncomfortable to talk in front of people who they simply don't 

know. Some people find a difficult audience to be someone who they know because they may 

be judged in a more hurtful and critical manner due to familiarity. For those who speak or give 

a sales pitch in front of others that they are not familiar with often give a better presentation. 

It’s the notion that you don't know these people and you could care less of what they think of 

you motivating you to develop and deliver a good presentation. Some find it a blessing to speak 

to someone who you have never met or know well which defies common sense. 

 

The first thing that you should keep in mind is to check your baggage at the door.  Whatever 

issues are going on in your life they are your issues and not anyone else’s issues, they have 

their own to deal with.  Get comfortable with the other person and try to learn a little bit about 

that person. This way you can reduce the stress and pressure of the encounter that typically add 

roadblocks in communicating.  

 



Being comfortable and fostering two-way communication is the key to disseminating 

information and idea that will build trust. Before you know it, you’ll provide the necessary 

information into the conversation providing the level of service that is anticipated and will 

bond the two of you. Maintaining mutual attention and engagement is the key to a satisfied 

customer. You will want to think about communication tools that you may want to use to break 

the ice, the best is to be cognizant of your tone. attitude and always speak with a smile; stay 

away from jokes at all costs.  

 

If you are paying attention and providing great service, you will know what someone is 

thinking about you and your performance before you even ask. In fact if you read their body 

language you will be able to tell right away. If you notice that they are getting tired of talking, 

you may want to give them a chance by asking them what they think. You may also want to 

pick up on cue signs. When you begin to drag things into tiny details, you will see it on their 

face; use their body signs as cues to gage if you are giving the correct information and the 

appropriate level of service.  

 

There are many other tools that you may use regardless if you know the person or not. The 

basis that you will need to focus on is creating and keeping the bond with the person that will 

help and enhance your communication and customer satisfaction. The key is to stay calm 

before and during the entire presentation. Breathing techniques can be of a great help to keep 

you calm, focused, and stress free. You will want to experiment and find out what works for 

you and what doesn't work for you. There are many ways that you can keep your cool 

throughout your presentation, or sales pitch, being confident in your materials is extremely 

important.  

 

When it comes to delivering the presentation, if you make any mistakes, they probably will not 

notice unless you bring it to their attention. When you make a mistake, take it with stride and 

move on, don't try to correct what you just said. It was once said to me from a wise mentor “no 

one knows what you are going to say but you”. 

 

Be calm, leave your baggage at the door, breath, put a smile on your face when talking and be 

kind no matter what! 

 

 

About Allawos & Company, LLC       

 

Allawos & Company is a comprehensive global management business-consulting firm, tuned 

to enable organizations to identify and exploit opportunities through creative engagement built 

on a foundation of decades of senior management experience. 

We are a global management consulting firm specializing in business plans, business 

development, corporate development, contract negotiations, employee surveys, strategic 

planning, and turnarounds.  

 

We service the aerospace industry to healthcare, semiconductor to farming and most industries 

in between. Our comprehensive consulting services improve the client’s condition and leaves 

behind the tools for growth. 



Sincerely, 

  

Michael Allawos 

 

Allawos & Company, LLC 

Global Management Consulting Services 

Michael Allawos 

President 

1200 E. Route 66 - Suite 201 

Glendora, CA 91740 

(626) 335-5015 

(626) 824-4546 Cell 

Skype: Michael.Allawos 

www.allawosandcompany.com 

michael.allawos@allawosandcompany.com__________________________ 

More information is available at 

http://www.allawosandcompany.com 

or by calling (626) 335-5015 or (626) 824-4546 

[JOIN OUR NEWSLETTER] http://www.allawosandcompany.com/news/join/ 

_________________________ 

Copyright 2021 Allawos & Company 

Michael Allawos 

President & CEO 

Principal Consultant 

California, USA 

Lei Wang 

Senior Consultant 

Corporate 

Development 

California & China 

Ambassador Werner 

Brandstetter 

International Diplomat & 

Strategist, Vienna 

Albert van Rensburg 

Senior Consultant 

International Bus. Dev. 

Gauteng, South Africa 

James Kohlhaas 

Senior Consultant 

Systems Integration 

Washington DC, USA 

Dennis Alfieri 

Senior Consultant 

Real Estate/Gov. Affairs 

California, USA 

Stephanie Jones 

Senior Specialist 

Employee Relations 

California, USA 

Jim Shivers 

Senior Specialist 

Water Treatment 

California, USA 

Magnus Caspar 

Senior Consultant 

Basel, Switzerland 

Dr. David French 

Senior Consultant, Human 

Development 

California, USA 

Alex Kam 

International Trade 

Specialist 

China & Hong Kong 

William (Bill) Dykes 

Senior Business Consultant 

And Oil Expert 

Texas, USA 

 

mailto:michael.allawos@allawosandcompany.com__________________________

