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WHY NETWORK?

A solid, properly maintained network can deliver numerous benefits.

Listed below are some of the reasons people give for networking, broken down into several categories. Researchers have documented each benefit with both quantitative and qualitative supporting data.

Some may surprise you, even if you already believe strongly in the power of networking as a success tool.

	Career Benefits

	If You Are (or Want to Be) 
an Employee
	If You Are (or Want to Be) 
Self-Employed

	· To find a job
· To find a better-paying job
· To find a more satisfying job that you’ll stay with longer
· To have a cushion in a volatile economy
· To get promoted faster and at a younger age
· To save money for your company or branch
· To increase your general effectiveness in business
· To succeed when taking charge of a new situation
	· To promote your services
· To build your client base

· To forge strategic partnerships with competitors and colleagues in related fields
· To develop professionally

· To receive advice on setting up, running, and building your business

· To fight isolation (e.g., to get a pep talk when you’re discouraged)

	Personal Benefits

	· To help friends, family, community (charities/causes)
	· To enjoy better physical health

	· To feel happier and more satisfied in your personal life
	· To enjoy better mental health

	· To expand your circle of friends (and maybe even find 
the love of your life)
	· To live longer


THE FOUR BIGGEST MYTHS ABOUT NETWORKING
· Nice folks don’t network.
· You need the “gift of gab” to be good at networking.

· Good networkers are never shy or scared.

· Networkers are born, not made.
What DOES “Networking WITH INTEGRITY” MEAN?

Not... 
But...

A quick fix or 
Persistent groundwork and
a one-time effort

continuous maintenance
An inborn talent
A learned/learnable set of skills

A substitute for ability,
A complement to capability
quality, or good service

and to superb service

Effortless
Relentless (but rewarding) effort


Not... 
But...

Selling/persuading
Informing
Smooth talking
Active listening
Not... 
But...

A fear-free process
A “do-it-anyway” process


Not... 
But...

Who you know
Who knows you...and who knows


what you know/can do (expertise,


enthusiasm, resources)

Take, take, take
Give (early and often)

Just joining associations
Joining judiciously
or attending meetings

and getting involved
Collecting and distributing
Making real connections,
business cards

(not cardboard ones)
SOME DEFINITIONS OF NETWORKING
THAT EMBODY INTEGRITY

“Networking is the exchange of information and services in such a way as to create relationships.” 

Baber and Waymon, Great Connections, p. 128
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“[Networking is] simply giving and getting  
information. ... You are telling, not selling.” 

Putman, Marketing Your Services, p. 171
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“Networking is building in the people I meet an understanding of how I can help them.”

Tom Stoyan, Canada’s Sales Coach
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“Networking ... is the active process of building and managing productive relationships —a vast network of personal and organizational relationships.”

Baker, Networking Smart, p. xiii

TOP Ten tips for Networking with integrity

1. At meetings and other events, arrive early and stay late.
By doing so, you increase your chances of finding ways to make yourself useful to the organization’s movers and shakers during set-up or registration. And folks who are still there at the end of a meeting often wind up going out together for a casual coffee, drink, or meal. A lot of relationship-building occurs in these less-formal situations.

2. Get involved in an association’s activities. 

Working regularly with others toward specific goals (even if you’re “just” stapling handouts and making name tags for meeting participants) provides a low-key context in which people can get to know you. Your “soft skills”—e.g., reliability, cheerfulness, attention to detail, initiative, ability to work as part of a team, etc.—will be noticed, appreciated, and remembered. People like to do business with (or refer business to) people they like and trust.

3. Consciously seek out (just) a few new contacts at each meeting. 

It’s tempting to hang out only with folks you already know. Try to balance meeting new people with reconnecting (to maintain already-established relationships). Don’t overdo it, though: at most meetings, two or three new connections are the most you can realistically forge.

4. Be there because you care: be interested in more than money. 

Join only those organizations whose goals and activities you genuinely support (e.g., because the cause is dear to your heart, or because you’re learning something at every meeting). If you’re there for the sole purpose of drumming up business, people can “smell” your insincerity: they’ll soon begin giving you a wide berth.

5. Refer business to the people in your network. 
Of course, you’re under no obligation to refer business to someone you believe to be incompetent, dishonest, or otherwise unsavoury. But all else being equal, referring business to others is one of the greatest ways to encourage them to refer business to you.

6. Don’t expect too much, too soon. 
People may or may not be willing or able to help you right away. Be prepared to spend time building relationships before expecting contacts to hand over the names of people in their networks. I want to know that you’re not going to embarrass me—say, by annoying the person I refer you to, or by turning out to be less capable than you claim to be—before I give you the numbers of my clients or friends. And that (unless you’ve come to me on a referral from someone whose judgment I trust) generally means that I must have more than one conversation with you before I open my address book to you.

7. Help people to help you. 
Know what you’re selling, and know why prospects might want to buy it—and buy it from you. Be able to express what you do and to describe your ideal client briefly and clearly. If you learn to do this well, people in your network will learn to “sell” you to their contacts. And that “friend of a friend” connection is the most effective word-of-mouth marketing tool that exists. (See also p. 8, “Putting Your Network to Work: How to Ask for Help from a Networking Contact.”)

8. Never behave in ways that might reflect badly on someone who refers you to someone else, or who refers someone to you. 
When you’re given a referral, work extra hard to be worthy of it: treat the prospect with kid gloves, provide five-star service, be punctilious about following up, and make sure to thank the person you’re referred to for any help you receive. Negative word-of-mouth can trash your reputation and your chances of receiving further referrals from your original contact.

9. Avoid ruts; make an effort to connect with people you might not ordinarily converse with. 
Most of us travel in relatively limited circles: our colleagues, family, and friends—even other members of our church or synagogue—tend to be much like us. So go out of your way to talk to taxi drivers, your hairstylist, people you meet on trains or in bank lineups, children: they’re more likely to know things and people you don’t. And you may find the fresh perspective enlightening and stimulating.

10.  Cover all the bases. 

Effective marketing requires a strategy that includes more than one type of activity. If you’re job-hunting, don’t depend entirely on networking: also look at classified ads, surf the Net, go to job fairs, register with employment agencies, and so on. Spot an ad that interests you? Now check your network for people who work there, used to work there, or know someone in either category. Inside info can help you get or ace the interview. Similarly, if you’re promoting your business, learn what other marketing approaches work in your industry (e.g., direct mail, publicity, free samples/demos, etc.). Just make sure that networking forms a substantial slice of your “marketing pie.”

GIVE AND LET GIVE

This may be the best-kept secret in networking: Effective networkers give as much as they get.
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They give their interest in and their attention to
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who the other person is, and what s/he cares about
SYMBOL 183 \f "Symbol" \s 18 \h
what the other person knows
SYMBOL 183 \f "Symbol" \s 18 \h
what the other person needs
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They give information (and sometimes ideas or support)
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And they give others a chance to help them 

What’s more, they give freely. They don’t expect an immediate, tangible return on their “investment” (for example, in the form of business or referrals). In fact, they don’t expect to get anything back, ever, directly from the person they’re giving to. They do get something (the satisfaction of helping someone else) every time. And they trust that sooner or later, what they give out will come back to them. But it may come from a totally different direction. They understand that the networking process is much like gardening or farming.

Finally, when they do receive (in big or small ways: help, advice, referrals), they give prompt, appropriate, and enthusiastic thanks.

PUTTING YOUR NETWORK TO WORK: HOW TO ASK FOR HELP FROM A NETWORKING CONTACT

Whenever you ask someone in your network for help, information, advice, etc., be sure not to misuse the person’s time or energy.
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Ask whether the contact has the time. And be honest about how much time.
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Be as specific as you can.
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Offer to “pay” for the person’s time (at least buy lunch).
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If you’re asking the contact to do whatever it is s/he does for a living, PLAN to offer payment (even if only “in kind”). 
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ACCEPT the help you’re offered. Don’t waste the contact’s time with an unrelieved “yes, but” attitude. 
SYMBOL 150 \f "Wingdings" \s 22 \h
Follow up with a thank-you note or verbal report. Give people the satisfaction of knowing they’ve helped you. Specify what you did with the information the contact gave you, and how it was helpful. Offer help/info/referrals in return. If appropriate, stay in touch (and not always or only when you want help).
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Do the same for someone else. 
WHAT DO YOU BRING TO YOUR NETWORK?

At the bottom of this page, list up to three pieces or types of information you’d be happy to give away today. Then do the same for things or information you’re seeking. Try for at least one pair (i.e., one “Give” and one “Get”). Minimally, you’ll need at least one “Give” item in order to play our game.

Important guidelines: 

· All “Give” items must involve information you can easily and cheerfully give away. Often these items relate to our travels, accomplishments, resources, hobbies, passions, and recent learnings.

· No item in either column may pertain directly to generating any part of your own regular income. So a “used car to sell” entry is okay if it represents a one-time event. But if you sell used cars for a living, leave that item off your “Give” list. Similarly, it’s not cricket to include “a paying client for my editorial services” or “a cushy job in Web design” for yourself on your “Get” list. Helping another person (e.g., your sister, a friend), though, is just fine—see the first item in the right-hand column below. Good “Get” items include things or suppliers you want to find, things you want to learn more about, people you’d like to connect with.

Some examples of items from past participants’ lists:

	Have to Give
	
	Hope to Get

	Names of great, inexpensive restaurants in downtown Toronto
	
	Leads on entry-level accounting jobs for my niece, a recent grad

	Name of an acupuncturist who’ll barter
	
	A reliable designer for my business cards or Web site

	Info on what it’s like to be a freelance editor 
	
	Tips on good Web-hosting services

	Info about a used car (guitar, etc.) 
I have for sale
	
	Names of nice, sane single men for my fabulous single female  (or gay male) friends

	Name of a great housekeeper
	
	Ideas for getting to Kentucky without spending a fortune

	
	
	

	Info I Can Give
	
	What I’d Like to Get

	
	
	

	
	
	

	
	
	



