
50 Networking tips
in 50 days
An opportunity to spend time on yourself  
and turn remote working into remote learning

from Kingsley Aikins



These are challenging times but they will pass. With many 
of us confined to working from home now might be an 
opportune time to work on the skills we are going to need 
when life gets back to normal. As the old Irish saying goes 
“When business is down that’s when you paint the shop”. 
That’s why we, in The Networking Institute, would like to be  
a ‘beneficial presence’ by sharing with you 50 Networking 
Tips that you might consider applying when we are all back  
in action. 

Take this time of self-isolation to work on self-development. 
Turn remote working into remote learning. Now that you 
have some time on your own think about spending it on 
yourself and getting better at something that is always 
important but rarely urgent. And please contribute by sharing 
your best Networking ideas and tips so we can crowdsource 
and share great suggestions from around the world.  



Building your network

“Building a strong and diverse network is not a 
luxury but a necessity and you need to put it front 

and centre of your personal and business life.” 

Building a strong and diverse network is not a luxury but a necessity and you need 
to put it front and centre of your personal and business life. A core truth about 
business is that everything is about connections. Networks are built upon a very 
basic human need - enjoying people. One conversation or one introduction can 
change your life but they don’t happen lying in bed or sitting at your desk. They 
happen when you are in motion. They happen when you talk to people you don’t 
know. So when this crisis passes make sure that you have a networking plan and 
change your routine life so you increase the chance of bumping in to someone 
who can tell you something useful or introduce you to somebody else. 

Just as you need a budget plan, a finance plan and a career plan so you need a 
networking plan. Also make sure to build diversity into your network. We all have 
a tendency to hang around with people just like ourselves but we work with a 
wide range of different sorts of people. All the research shows that  if your network 
does not reflect the economy you operate in and the society you live in you 
underperform. So look to include ‘unlikeminded people’ in your network.

TIP 1



The Brutal Question about your Network

“Ask yourself the key question  
‘Is my network good enough for where  

I want to be in 5 years time?’” 

The only way you will be able to answer that question is to audit your network. 
Take this opportunity of spending time at home to print off your network and 
divide it into 4 categories as follows  -
 
 1.  Contact - a name on your database but, for the life of you, you 

can’t remember who they are. You must have met them at a 
conference or on a flight and exchanged business cards. This is 
pretty weak.

 2.  Connection - if they called you, you would know who they  
are and if you called them they would know who you are.  
There is nothing happening between you but there is a degree 
of familiarity.

 3.  Relationship - you know each other, you are doing something 
together, you like each other and you trust each other.

 4.  Friend - I have people I work with who are friends and I 
have friends who are friends. My definition of this category 
-somebody you could call on their cell phone on a Sunday 
afternoon. I don’t have many in this category.

Doing this audit thoroughly can be a painstaking but enlightening experience. 
Tip No.3 will outline what action you should take.

TIP 2



Action after your Network audit 

“The key now is to take action.  
If nothing happens nothing happens.” 

When you do this audit you will discover a number of things:

 1.  You can clean up your network and get rid of redundant entries.

 2.  You will see where you have some real gaps in your network  
e.g. you know nobody in law, tourism, aircraft leasing, lives  
in London etc. You can then make a plan as to how to fill  
these gaps.

 3.  You had some great connections in the past and you have let 
them slip. Nothing untoward happened - just life got in the way 
and you all got busy. It is worth reconnecting on a regular basis 
with a few dormant connections and you can often continue 
on from where you left off. Set yourself a target, say 2 ‘reach 
outs’ a month, and you will be pleasantly surprised what this 
might lead to. Also, like you, they have progressed with their 
careers and have built up their own networks. There may well 
be some overlaps.

Now you have put some shape on your network, tidied it up, spotted gaps and 
identified redundant contacts to reconnect with. Prune your network and watch  
it grow. This is a very valuable and worthwhile exercise and will help you assess 
your network and indicate where you need to take action. 

TIP 3



Networking - the difference maker  

“In a very competitive world you need every 
advantage you can get and having a strong and 
diverse network can make all the difference.” 

Life is a game of inches and the difference between success and failure can be 
tiny but the implications can be massive. I used to work for IDA Ireland and when 
we won an FDI (Foreign Direct Investment) decision for Ireland it was fantastic. 
When we came second, even by the slimmest of margins, we got nothing, nada, 
zilch....!!!! We see it particularly in sport where winning margins can be miniscule. 

Your network can help ‘tip’ a deal in your direction. It can be the nudge factor in 
a very competitive world where very often decisions can be 50/50. You need to 
identify people in your network who can become ‘tipping agents’. It is all about 
making marginal gains and over delivering in everything you do. Every person 
and every business can apply this principle. Break down everything you do into 
its constituent parts and see how each one can be improved. A 1% improvement 
every day is 100% in 3 months. The trick is not to focus on the grand goal but 
rather the next 1%.

TIP 4



Networking - not about any one single thing  

“Networking is about  
a lot of small things as well as  

3 fundamental shifts.” 

Networking is not about any one single thing but lots of small things which, when 
done on a daily basis become habits and,eventually, rituals and become the way 
you lead your life. It is also about changing your attitude to become relationship 
driven rather than transaction driven, altering your behaviour and learning some 
new skills. At first it seems daunting - a bit like picking up grains of sand one at a 
time but over time they become bucketfuls. 

Every week you have 5 opportunities to network - breakfast, lunch, dinner - a 
cup of coffee during the day or a drink after work. If you just take two of these 
opportunities a week it amounts to 100 a year and begins to build up. There is 
a price to be paid for being an average networker and without a good network 
your progress will be tapped. So proactively set weekly targets for Networking 
opportunities and keep track of them.

TIP 5



Networking and Your Personal Brand

 “People pay more for a brand than a product 
and their favourite brand is like their best 

friend - they never let them down.” 

Everyone has a personal brand - you can’t opt out. And not having a personal 
brand is having a personal brand. If you let others decide your personal brand it 
may be a brand that you are not happy with. So what you have to do is to identify 
your personal skills, characteristics and strengths that you believe go to make up 
your personal brand. Decide on your key message, make it memorable and stick 
to it. Your personal brand is not what you say it is - it’s what others say about you. 

Successful people are successful brands. You need to get out and about and 
get known - known not famous. Social media means you can craft a powerful, 
purposeful brand that is authentic and an integral part of your career plan and get 
it out to a wide audience. Linkedin has over 700 million members globally so in 
terms of personal branding it is the current epicentre. So spend time and effort 
cultivating a strong Linkedin identity which will help you expand your network.

TIP 6



 
 

Networking and Performance

 “As your career progresses the 
skills that you need will change.” 

US writer Harvey Coleman has become famous for developing the PIE theory of 
career progress. The P stands for Performance and he claims that how well you do 
in your career has little to do with how well you do your job. He says performance 
only contributes 10% to career progress. Doing a great job is mandatory and the 
minimum - lots of people do a great job. You wouldn’t have got into the company 
unless you did a great job. It’s the price of entry and gets you on the ladder but  
not up the ladder. If everybody is pretty good then you have to figure out a way  
to differentiate yourself. Coleman says you get paid on performance but you  
get promoted on what other people think of your potential. This introduces those 
pesky two words ‘other people’. What that means is that your career progress  
will be decided by ‘other people’ when you are not in the room. This has 
implications. 

TIP 7



 
 

Networking and Image

 The importance of reputation. 

The I of the PIE theory stands for Image and contributes 30% to career progress 
according to Harvey Coleman. This revolves around what other people think of 
you and what’s your reputation which is defined as what people say about you 
when you are not in the room. Do you look, act and sound like a future leader – 
when people look at you can they see you at the next level? Do you have strong 
executive vocal presence? People tend to be very judgemental and often have  
a view of you even before they meet you. How do you come across when people 
first meet you? Are you aware of your non-verbal communications?  
First impressions count. Your image can shape the trajectory of your career.  
Every interaction counts so make sure they are all positive. This is not about 
whether you can do the job or not – that’s a given. It’s what separates you from 
other professionals.

The E of the PIE theory, according to Coleman makes up 60% of career success. 
To find out what E stands for check Tip No.9.

TIP 8



 
 

The ‘E’ of the PIE theory

 “This makes up a massive 60%  
of Career Progress.” 

The E of the PIE theory stands for Exposure and accounts for 60% of career 
progress and refers to who has seen you in action, who knows you and what you 
do. What does your boss think of you and what does your boss’s boss think of 
you? How well known are you within and outside the organisation? What are you a 
‘go-to’ person for? Do you have a life bigger than your job? How good are you  
at public speaking? Future leadership of your organisation will not be by unknown 
people. You won’t be promoted until influential people know what you are 
contributing to corporate success which means being intentionally visible  
not invisible. When people know you and what you do they will recommend you 
to others. 

The implications of all this are significant. It means that in your network you need 
to have a mentor - somebody who will speak to you but you also need to have a 
sponsor - somebody who will speak about you when you are not present.  
Nobody is told all this at school or college and it often comes as a harsh lesson.

TIP 9



 
 

Networking - The word

 “Despite its importance 
Networking has a negative image.” 

Let’s be honest - one of the great problems with Networking is what people think 
of it. Most people hate the concept and feel it conjures up images of high energy, 
slick, obsequious, noisy, pushy people flicking out business cards at a ferocious 
pace at a networking event. They think that networking is an unfair activity that 
you do when you need something like a sale or a new job. They think it is all about 
going to an event where they know nobody and don’t want to be. They dispute 
that there is a real return on networking and wonder why they should bother. 

They don’t realise that you can’t get anywhere in life on your own and you have  
to network your way to success. Great networking is all about giving, not getting 
and is based on a very simple premise that you more you give to individuals the 
more it comes back from the network. Think, then, how you can put your network 
to work for other people. You can achieve more in life by helping other people  
get what they want rather than expecting them to help you get what you want.

TIP 10



 
 

Networking - Not taught

 Networking as a key soft skill. 

Everybody says that Networking is really important but it is not taught at school 
or college and organisations don’t have strategies for it. At the same time 
everyone agrees that it is a really critical factor in personal and business success.  
Companies have strategies for finance, marketing, HR etc. but not for Networking. 
Also, it is not a KPI and employees are not assessed, rewarded or compensated for 
it. This sends out a message that it is not regarded seriously. Also it does not show 
up in the recruitment process. People often say ‘it’s not my job - I wasn’t hired to 
network.’ One of the challenges is that it is difficult to measure and yet is a key 
‘soft’ skill that is hard to perfect. Increasingly, soft skills are getting recognised as 
key employee attributes that companies need to nurture. Soft skills refer to the 
interpersonal skills and attributes that enable someone to identify, connect and 
interact effectively with other people. So focus on Networking which is a skill that 
is transferable  across careers, industries and cultures.

TIP 11



 
 

Networking in a changed world

 “The nature of work and careers  
is fundamentally changing.” 

Given current events it has never been more true that today we don’t know what 
tomorrow holds. Previously lives were permanent and predictable. Now we 
are living in a rapidly changing world where technology and globalisation are 
wiping out whole industries and disruption is the norm. Technology is eliminating 
lower level skills while steadily upping the skill level of new jobs. Creativity and 
innovation are replacing raw materials, labour and capital as the key source of 
economic value. Artificial intelligence will be as transformative for us as electricity 
was for our ancestors and the impact enormous. Companies have to become 
career ‘docking stations’ where people spend time and increase their skills. 

Organisations now have to fashion themselves around people. Companies want 
to ‘hire and wire’ - hire the best people with the best networks and wire them into 
their value chain. This is the world we live in where it is not about what you know, 
or even who you know, but who knows you. 

TIP 12



 
 

Networking and the changing 
face of work

 “The job for life concept is over and we have to take 
control and responsibility for our own futures - relying 

on others to look after your career is dangerous.” 

Formerly we made things but now 80% of work is in the service industry where 
there is a premium on relationships. Many people don’t know how to use 
Networking as a business tool in building these relationships and don’t appreciate 
that the goodwill others have for them is a network resource. The old idea - work 
hard, keep your head down and keep out of trouble - the classic parental advice  
to graduating offspring  - is flawed. Now you have to work harder, be seen, 
regularly reinvent yourself, keep learning and educate yourself through lifelong 
learning. Traditional lifetime career structures are over - the typical ‘escalator’ 
model of careers is now the exception. The old days of a job for life are gone. 
Lifetime employment for lifetime loyalty is a thing of the past. At the extremes 
employers are unreliable dictators and employees are promiscuous job hoppers.

TIP 13



 
 

Networking and your career ‘playbook’

 “Use your network to shape  
your career.” 

Now you have to develop your own ‘career playbook’. It is your responsibility to 
train yourself as you will have many different jobs in your future. Lifetime careers 
are being replaced by short term performance based contracts up for perpetual 
review.  Searching for a job only when you are fired or unhappy has been replaced 
by being always looking for and generating opportunities. Intelligent Networking 
has become the career lubricant and accelerator which will involve risks. However 
if you don’t take risk it will find you. Company structures are altering and the 
typical world of hierarchies is being replaced by a horizontal world of networks. 

The top down, command and control structure is being replaced by ‘teams 
of teams’ - pyramids being replaced by circles. Employers want well rounded 
individuals who have shown their ability to learn new skills and are open to new 
ideas. They are hiring not just those with appropriate skills for today but those  
who will continuously acquire new skills for the future. 

TIP 14



 
 

Networking and sociability

 “Don’t mix them up.” 

We tend to confuse networking with sociability and assume that the most sociable 
person is the best networker but that is often not the case. Quiet, seemingly 
introverted people can be very effective networkers. That is because they are 
authentic and network with decency, honesty and integrity. They ask questions 
and they listen and they think before they speak. They have strong powers 
of concentration and are not necessarily shy – they just prefer less external 
stimulation and prefer quiet places in which to think. Extroverts get energy from 
being out and about whereas introverts need time and space to recharge. About 
30% of people are introverts, 30% are extroverts and the rest are ambiverts – 
somewhere in the middle. 

Whatever you are you can still network – you just need to do so in a way that works 
for you. As well known TED speaker, Susan Cain, put it “the secret to life is to put 
yourself in the right lighting. For some it’s a Broadway spotlight, for others a lamp 
lit desk.” In terms of networking that means taking an approach that reflects the 
real you. Don’t find excuses not to network.

TIP 15



 
 

Network your way to success

 “You can’t go it alone – the cultural 
myth of individualism.” 

Many people make the mistake that going it alone is the prescription for success 
and that everyone succeeds or fails based on individual effort or ability – they  
can survive and thrive alone. But opportunities don’t float around on clouds – they  
are attached to people. If you are looking for an opportunity you are really looking 
for people. Creativity in business is not a solitary business – it happens within 
networks especially when talented people come together. It is a cultural myth  
that success is an individual matter. Individualism closes off all the great 
possibilities of life and stops you tapping into the hidden resources that will make 
you more successful.  

The problems that the world faces, as current events show, will only be tackled 
and resolved in a spirit of communication, connecting, collaborating and co-
operating and that means people getting on with people. The reality is that few 
people can survive without networks – world class professionals build networks to 
help them navigate the world.

TIP 16



 
 

The key to Networking

 “Contrary to what many people  
think Networking is all about giving  

not getting.” 

People make the mistake that the only reason to network is to get something for 
themselves such as a sale or a new job. They see Networking as something to 
benefit them and help them get what they want. In fact, Networking can be much 
more effective if you think, first, about what you can give other people and how 
you can put your network at their disposal. The great paradox is that the more you 
help other people the more it comes back to you. So don’t keep score – just make 
helping other people part of your own personal ‘house style’ and watch it rebound 
to your favour. 

On a regular basis think what you can do to help people in your network even 
before they ask you. What projects are they currently involved in that you 
might be able to help. Share information that you have come across that you 
think might be useful to them. Take the lead an expect nothing in return. Look 
for opportunities to add value to other people. We are wired for connection – 
something intrinsically natural to all of us.

TIP 17



 
 

Networking and supporters

 “Mentors and Sponsors - people who will 
speak to you and people who will  

speak about you.” 

Your Networking will benefit from having two types of supporters who will 
champion your ideas, give you good advice, help you meet the right people and 
speak well of you when you are not around. First is your mentor–somebody who is 
respected in the organization and is held in high regard by key people. Essentially 
their role is to listen, guide and advise you. They provide you with a safe space 
and somebody to talk to. You also need to have a sponsor who is your internal 
champion. Mentors listen to you–sponsors talk about you.  Sponsors will help you 
seek out informal opportunities to engage and spend time with senior executives 
and help you to identify the people who will be important  to your advancement. 

Their key role is to talk about you positively and defend your best interests when 
you are not there. The harsh reality is that your ability to move up an organization 
is a function of somebody else’s judgment. You will not progress without a 
sponsor-a critical relationship in your career.

TIP 18



 
 

Networking and Social Capital

 “You are going to need three types  
of Capital in your career – 

Human, Financial and Social.” 

The key to making Networking work is to build ‘Social Capital’, defined by 
writer Wayne Baker as ‘ the resources available to us in and through our personal 
and business networks’. These resources include information, ideas, business 
opportunities, influence, goodwill, trust and cooperation. Developing social 
networks leads to happiness, growth, satisfaction and a meaningful life.  
The information age was about human capital – the networked age is about  
Social Capital. 

There are two types of knowledge – knowledge that you have and knowledge 
that you can access. The knowledge that you have is human capital – intelligence, 
skills, competencies, qualifications and experience. Knowledge that you can 
access is Social Capital – information and resources that you can get only through 
personal, business and professional networks. Each needs each other. We tend  
to overestimate the role that we play in our own success and underplay the role 
that family, community, networks and society play.

TIP 19



 
 

Networking and Listening (1)

 “The number one key to being a successful 
Networker is to be a world class  

listener – nobody can resist the power 
 of rapt attention.” 

Networking is all about giving and the most generous thing you can give is your 
full and undivided attention - a profound act of generosity. Most people think that 
talking is more important than listening but you learn nothing when you are talking 
– you learn everything when you are listening. Many people assume that speaking 
represents action, power and being in control and listening connotes weakness, 
apathy and not being an expert. They equate speaking with influence and only 
listen to give themselves time to get ready to speak. 

They don’t understand that what is most important about communication is what 
isn’t being said. Listening is a learned skill that involves energy and discipline. It 
has to be seen as an activity and not something that happens passively. Much of 
business involves selling. Sales people who listen get the sale – they listen intently 
to the needs of their prospects and then respond by meeting those needs.

TIP 20



 
 

Networking and Listening (2)

 Nine key listening tips to turn you  
into a great Networker 

1.   Listen without interruption – become an interesting 
conversationalist by saying hardly anything.

2.   Listen to hear not to prepare what you are going to say next.

3.    Think of listening not as mere silence but as a form of activity  
and a form of creativity.

4.   Hearing is not listening - listen not just to what somebody  
is saying but for what they are going to say next.

5.   By listening intently you hear what isn’t being said.

6.  Watch for body language – words tell you what people say  
and body language tells you what they feel.

7.   People who know how to listen are also people who know  
how to learn.

8.   Use interrogatives – who, when, where, how and why.

9.    Reflect what you are hearing with phrases like ‘Sounds like  
you are saying’ - ‘What I am hearing is’ – ‘In other words’.  
By summarizing what is being said  you are forcing yourself  
to listen intently.

TIP 21



 
 

Networking and Serendipity (1)

 “The Role of luck in finding things  
and people you weren’t looking for  

and opening up opportunities.” 

We all tend to underestimate the role that luck plays in both our personal and 
business lives. The reality is that you can make random chance happen in a non 
random way by doing certain things, going certain places and hanging out with 
certain people. You can increase the probability of luck happening and you can 
shape it. Most people think that serendipity is blind luck – it’s not. In other words 
serendipity doesn’t happen in a serendipitous way and it certainly doesn’t happen 
when you are sitting at your desk or lying in bed. I happens when you are out  
and about and when you are in motion.

You can make luck happen for you in a systematic way by your choices, behaviour 
and dispositions. So see serendipity as a gentle wind always at your back rather 
than a bolt of lightning out of the blue. Create chance encounters. Lucky people 
increase their chances of being in the right place at the right time. Position 
yourself where random ideas, people and places collide.

TIP 22



 
 

Networking and Serendipity (2)

 “Make serendipity happen in a 
methodical and systematic way by your 

choices, behaviour and attitude.” 

TIP 23

1.  Be open to the unexpected – look for accidental chance 
encounters and seek out diversity. Design your life with 
serendipity in mind instead of always engineering for known 
outcomes.

2.  Budget time for randomness. See planning as the tip of the 
iceberg.

3.     Accept that reciprocity is an important element of serendipity 
and be open to it. Help other people without expecting 
anything in return.

4.        Take every opportunity to put your accomplishments on display. 
Make yourself visible and easy to find. Become a ‘go-to’ person 
on a topic. If you impress people will be attracted to you. 

  5.      Hang around good Networkers. You are the average of the 
people you hang around with. Their skills and talents will rub off.

6.   Be ‘out and about’. Do stuff. Choose environments where there 
is a likelihood you will encounter people who share  
your passions.

7.      Attend events where you have the chance to talk to people who 
don’t know. Regard your name-tag as a permission device to 
talk to strangers.  



 
 

Habits of great Networkers

 The 7 key characteristics that distinguish 
people who are good at Networking 

TIP 24

1.    They are humble, don’t brag and work hard at it and don’t keep 
score  - it is part of who they are.

2.    They are quietly confident that Networking works and think like 
farmers who plant a seed in spring, waters, nurtures and looks 
after it and knows that there will be a harvest in the autumn.

3.    They are curious. Curiosity drives improvement and enables 
people to become smart, well rounded, creative and innovative.

4.    They understand that they can’t know everything and the way  
to information they don’t know is through people they do know.

5.  They know the difference between formal information which  
is readily available to everybody through written reports and 
the internet and informal information in the form of advice, tips, 
suggestions etc. which comes only from their network.

6.    They appreciate the difference between being the most 
connected and being the best connected.

7.  They understand the power of asking and the power of  
being referred.

 



 
 

Harsh Realities of Business

 Why your Network is going to be 
critical in a post-Covid19 world. 

TIP 25

1.  People do business with people they like and trust. Sales is 
about selling to people and if people don’t like you they won’t 
want to do business with you.

2.  Business does not come in – it has to be gone after.

3. Business is not given it has to be asked for.

4. Business is not deserved – it has to be earned.

5.  If you are not asking your customers for business your 
competition is.

6.  Face to face asking is your biggest marketing tool.

7. Your desk is a dangerous place to view the world.

8.  You only have to be a bit better at Networking for two reasons. 
Firstly, most people won’t make the effort so if you try and over 
deliver in everything that you do you will be ahead.  
The second reason is that ‘life is a game of inches’. The 
difference between winning and losing can be tiny but the 
implications enormous. Often, coming second, means getting 
nothing. So your Network can be the difference maker,  
the nudge factor and ‘tipping agents’ can nudge a deal in  
your direction.

 



 
 

Hi-tech and Hi-touch

 “The advent of technology  
has drastically altered how  

we connect.” 

TIP 26

Technology is having a profound effect on how we connect and has dramatically 
reduced the cost of connecting. Great networkers understand the power of 
technology and how the traditional three degrees of separation is just one click 
away. However there is a sense that technology is on a relentless march to replace 
people. People are messy and expensive and they make mistakes but what people 
are good at is getting on with other people. People understand empathy – the 
ability to put themselves in the other person’s shoes and see the world from 
their perspective. The explosion of social media has seen a massive increase 
in the number of ‘connections’, however it has also brought a rapid increase in 
‘disconnection’. Social media is one way communication – Networking is two way. 

We are all connected with everybody everywhere but we are all alone in front  
of a screen. So be hi-tech AND hi touch and seek out face to face meetings.  
See technology as a way of supplementing rather than substituting. 



 
 

The Hi-tech and Hi-touch  
balance conundrum

 7 ways to get the balance right. 

TIP 27

1.  Reclaim conversations, develop verbal fluency, be good at  
small talk, seek out face to face meetings and be curious.  
Bump into people and chat . There is no water cooler on the 
internet or coffee station on the web.

2.  Pick up the phone and call. Dump the default option  
i.e. sending electronic messages. Return emails with a call.

3.  Remember something small about everybody you meet –  
some seemingly trivial piece of information that could be about 
family, holidays, hobbies sports teams etc. When you repeat 
that back at a later date it shows that you listened and that  
you care.

4.  Send handwritten notes and clip articles and send with a note. 
Send thank you letters and cards.

5.  Contact people for no particular reason. Ask them how you can 
help them.

6.  Develop friendships and look to build a wide array of diverse 
acquaintances. Seek out ‘unlikeminded’ people.

7.  Don’t give up on devices – just develop a more self aware 
relationship with them. Use them intentionally and deliberately 
spend time without them.  



 
 

The Four Step Networking Process

 Follow the precise process to help  
build your network.

Step 1 - Research 

TIP 28

As outlined in Tip no 2 this first phase involves segmenting your database into  
4 categories – Contacts, Connections, Relationships and Friends. This is based  
on the idea that not all people on our database have equal ability or interest to  
do business with you. The benefits of doing this exercise is that you can tidy up 
your database, spot and fill in the gaps in your network, rediscover and refresh 
lapsed relationships and remind yourself to reach out to important people with 
whom you should connect. You can also qualify and categorize your existing 
network using two criteria – 

 a.  Rate people on a scale of A to E based on their capacity to 
do business with you. Do they have sufficient resources and 
wherewithal?

 b.  Rate them on a scale of 1 to 5 based on their propensity to do 
business with you. Do they care about you and do they have the 
interest and willingness to engage. 

 



 
 

TIP 29

The Four Step Networking Process

 Follow the precise process to help  
build your network.

Step 2 – Cultivation 

Nobody was born loving you or your organization. This cultivation phase is all 
about bringing someone on a journey from total ignorance of you and your 
organization to passionate advocacy. This journey takes time and patience.  
It means bringing people through a series of phases from ignorance to informed 
understanding to genuine interest to trusting you to committing to you to 
championing you and referring you. This journey doesn’t happen overnight  
and requires multiple interactions, many of which take place in person. You have 
to allow people get close to you and develop friendships through conversations

Cultivation is about the left side of the brain and the right side of the brain.  
The left side wants plans, budgets and business models and the right side wants 
emotion, meaning and visions. The left (rational) side leads to conclusions and  
the right (emotional) side leads to action.

 



 
 

TIP 30

The Four Step Networking Process 

 Follow the precise process to help  
build your network.

Step 3 – Solicitation 

This third phase is about asking and is based on the premise that if you want to get 
you have to ask. If you don’t ask you don’t get. It logically follows the other two 
previous steps. The key is knowing when to ask, who to ask and for what to ask. 
The previous phases involved lots of asking but not for business. You may have 
asked for advice, ideas, suggestions, introductions or referrals. Now is the time to 
ask for a specific piece of business. You organise the appropriate circumstances 
and environment and set up the meeting. You ask in a clear and confident way 
with a direct request. And then – silence. The cliché is that the next person to 
speak loses the sale. This is an emotional moment, the culmination of much work. 

Every sinew of your body wants to ‘soften’ the apparent harshness of the ask. 
Don’t. You have done the hardest thing of all. Now listen the sale. Conclude the 
meeting and follow up promptly with a written confirmation of the ask and details 
of the next meeting. 

 



 
 

TIP 31

The Four Step Networking Process 

 Follow the precise process to help  
build your network.

Step 4 – Stewardship 

This fourth and final phase is  a bit like after sales service and is based on the 
belief that an initial piece of business, if handled correctly, could lead to a lifetime 
of support. Regard every sale as a down payment on the next sale. Research 
has shown that the number one reason why people stop doing business with 
an existing company is that they detect and feel a sense of indifference. Their 
loyalty and business has been taken for granted. Frankly, we don’t make enough 
fuss about them. Avoid this by having a written down formalised thank you and 
stewardship strategy. Reward people for long term support. Recognise certain 
targets when they are reached. Make people feel important and appreciated. 

Personalise the connection. Focus on the customer experience. Break it down  
into every constituent element and see how each one can be improved. 
Overdeliver in every interaction and make people feel they belong.

 



 
 

Takeaways

 The following 10 Takeaways 
summarise the Tips so far. 

TIP 32

1.  Make a decision and take daily action. Small daily changes 
become habits and then rituals and the way you lead your life.

2.  Audit your Network. Segment your Network into 4 categories – 
Contact, Connection, Relationship and Friend.

3.  Remember Harvey Coleman’s PIE theory – your career 
progress only depends 10% on how well you do your job.

4.  Develop your Social Capital – to go with your Human Capital 
and Financial Capital.

5.  Become a world class listener by asking questions in a world 
where most people don’t listen.

6.  Manage serendipity and make luck happen for you – one 
introduction or one conversation can change your life.

7.  Be Hi-tech and Hi-touch – get the balance right.

 8.  Use Networking to create your own career playbook and 
develop your personal brand.

9.  Follow the Four Step Networking Process of Research, 
Cultivation, Solicitation and Stewardship.

10. Use your Network to survive and thrive post Covit19. Eventually 
this crisis will pass and you will need your Network more than ever.



 
 

Networking and Trust

 How trust is the cornerstone  
of everything we do. 

TIP 33

Trust is paramount as is evidenced by how different countries have handled the 
Coronavirus issue. However trust is not an event. Trust is not deserved – it is 
earned. You don’t meet somebody today and trust them tomorrow. You can’t 
go from anonymity to trusted confidante overnight. Trust is won by doing what 
you say you are going to do and doing that consistently and regularly. Trust is a 
fundamental component of how the world works. It is a leap of faith – a belief that 
what we expect to happen will actually happen because somebody did what they 
were supposed to do. 

Trust can take years to win and can be lost in a second. When damaged, trust can 
take a long time to win back. When you build a reputation for being trustworthy 
people will then refer you to others. From short term transactions come longer 
term relationships. Trust is not some soft, vague, mysterious element of human 
relations but is the foundation of everything we do – it is a hard edged economic 
driver. It saves money and it makes money.

 



 
 

The 3 key questions

 “In every interaction with everyone 
in your network remember the three 

key questions to ask as follows – ” 

TIP 34

1.  What can I do for you?  
Not what can you do for me. This is based on the simple idea 
that the more you give to individuals the more it comes back to 
you from the network. Think of the other person first and how 
you can help them.

2.  If you were me what would you do?  
This is paying respect and deference to the other person and 
their experience and wisdom. People often like giving advice 
which can be invaluable and free. When you ask this question 
you then have a chance to practice your listening skills and ask 
open ended questions.

3.  Who do you know who....?  
Here you are asking someone to open up to you their network 
and put their name and reputation on the line for you by making 
an introduction. They won’t do that unless they trust you and 
like you. Referrals are a key part of Networking. Your objective 
here is to never cold call. Replace cold calls with hot coffees.

 



 
 

Misconceptions

 5 things Networking is not.  

TIP 35

1.  For people who are desperate or needy or who only network 
when they want something for themselves such as a sale or  
a job.

2.  About being the life and soul of the party glad-handling all they 
meet and always wanting to be the centre of attention.

3.  Only for people who are ‘natural’ networkers or great public 
speakers. Sometimes described as being ‘born networkers’.

4.  For people who always think ‘what’s in it for me?’ and who  
keep score. People like that get a reputation, are easy to spot 
and avoid.

5.  Best done by very sociable outgoing people who are 
extroverts. We mix up Networking and sociability.  People 
often mistake these people as being great networkers and 
quiet, more reserved types as being poor networkers. Often 
the opposite is the case. Introverts and ambiverts can be terrific 
networkers as they network with decency, authenticity and 
integrity. They listen and they ask questions and are genuinely 
interested in other people. Very sociable extroverts can come 
across as scheming, insincere and manipulative always looking 
for somebody they consider more interesting to talk to.



 
 

The new normal Post – Coronavirus

 “Why Networking will be critical. ” 

TIP 36

People do business with people they like and trust. Sales is about selling to people 
and if people don’t like you they won’t buy from you. If they don’t trust you they 
won’t deal with you - you can’t trick them into it. The global communications 
company Edelman in recent research in 10 countries found that 65% of people 
interviewed agreed with the following  two statements  “How well a brand 
or organisation responds to this Corona crisis will have a huge impact on my 
likelihood to buy that brand in the future”. “Companies that put profit before 
people will lose my trust forever”. People are watching and companies and 
individuals who don’t do the right thing during the crisis will be punished. 

Business does not come in  - it has to be gone after. Business is not deserved – it 
has to be earned. Business is not given – it has to be asked for. If you are not asking 
your customer for business your competitor is. People who don’t know you won’t 
refer you. And, finally, you will have to be ‘out and about’ – a bad day on the road 
beats a good day in the office.



 
 

Hire and Wire

 The power of your Network.  

TIP 37

Companies want to recruit connected people. They want to hire the best people 
with the best networks and wire them into their value chain. This is based on 
the belief that it’s not only what any individual knows that provides competitive 
advantage  but the unique connectivity, inside and outside the company, that 
provides advantage. So now, when you are being interviewed, companies not 
only want to know about your qualifications and experience they also want to 
know who you know. We now operate in a world where it is not just what you 
know or who you know but who knows you. You need to become known not 
famous. An individual’s career can accelerate based on the quality of their network 
– an asset that companies would like to see utilised for them. Although the days of 
lifetime employment are over the days of lifetime relationships are not. 

There is also the phenomenon of ‘boomerang’ employees who return to 
companies that they used to work for. That’s why companies like to develop 
‘alumni’ networks, the best in the world at this being McKinsey who have 
developed a global network of 37,000 alumni.



 
 

Networking and Homophily

 “Birds of a feather flock together.”  

TIP 38

Homophily, which literally means ‘love of being alike’ refers to the tendency we all 
have to associate and bond with people like ourselves. Individuals in homophobic 
relationships share common characteristics (beliefs, background, values, 
education etc.) that make communication and relationship formation easier. In 
short we like to hang around people just like ourselves. We are the average of 
the people we spend time with. These people tend to confirm rather than test 
our core beliefs. We go to school with them, go on holidays with them, work with 
them, socialise with them, marry them and produce more of them....!!!! 

Nothing wrong with all that of course but it does not reflect the diversity of 
the world we live in. Research shows that companies that do not reflect the 
diversity of the societies in which they operate underperform. Thus we need to 
make sure we work and interact with people who think differently and seek out 
variations in perspective, experiences and ways of thinking. We need to seek out 
‘unlikeminded’ people. If not we will fail to see what is coming.



 
 

Networking and Stranger Danger

 “To build a strong and diverse  
network you have to find a way to talk  

to strangers.”  

TIP 39

One of the great fears in life that people have is to walk into a room where they 
know nobody. However talking to strangers is essential to Networking. This runs 
counter to the traditional parental advice to children. (Incidentally, statistics show 
that children are at much greater risk of harm from friends and family than from 
strangers). In fact, aside from families, everybody we know and love in life were 
once strangers. Strangers are the key to lucky breaks so we need to organise our 
lives that we constantly connect with people we don’t know. 

That is why conferences, Chambers of Commerce, business events, school, 
sporting, religious and cultural and non profit involvement are all important ways 
to meet strangers. At events see name tags as ‘permission devices’ to talk to 
strangers Set yourself weekly targets, alter your expectations and attitudes to 
speaking to people for the first time. Be the first to strike up a conversation or 
initiate an exchange. You just never know where it might lead to. Believe  
in randomness.



 
 

Networking & the Myth of Individualism

 “You can’t go it alone – you have to 
network your way to success.”  

TIP 40

A person who knows nobody has a very different life from a person who knows 
a lot of people. There is a cultural myth that everyone succeeds or fails based on 
individual effort or ability. The focus is on the individual rather than the group. 
Consequently many people think they can survive and thrive alone. They make 
the mistake that going it alone is the prescription for success. But opportunities 
don’t float around on clouds – they are attached to people. If you are looking for an 
opportunity you are really looking for people. Creativity in business is not a solitary 
business  - it happens within networks when passionate people get together. 

The problems that we face in the world today, and the Coronavirus has 
rammed this home, will only be tackled and resolved in a spirit of connecting, 
communicating, collaborating and cooperating. World class professionals build 
networks to help them navigate the world. They realise that relationships allow 
them to tap into other resources and magnify individual characteristics.



 
 

Networking and Dale Carnegie

 Warren Buffett’s 
smartest investment 

TIP 41

Probably the best investor in the world today is Warren Buffett and he believes the 
most astute investment he ever made was to do a Dale Carnegie course and it is 
the only certificate on the wall of his office. Although written in 1935 Carnegie’s 
book “How to win friends and influence people” is still a best seller. The principles 
are timeless and completely relevant and usable today.

My favourite seven – 

 1.    The sweetest sound that anybody ever heard is the sound of 
their own name.

 2.  The smile on your face means more than the clothes on  
your back.

 3.    You will have fun and more success when you stop trying to get 
what you want and help other people get what they want.

 4.  People handing skills are more important and more valuable 
than any actual professional ability.

 5. A really good question beats a really good comment.

 6.  the people you are talking to are a hundred times more 
interested in themselves and their wants and problems than 
they are in you and your problems.

 7.  To be interesting be interested – talk about what other people  
care about.



 
 

Networking and Curiosity

 “Good networkers are good  
connectors and good connectors  

are curious people.” 

TIP 42

Successful people are curious people. However there often appears to be a 
cultural bias against curiosity and it can sometimes be regarded as a disturbance 
or nuisance. Despite this it should be seen as much of our culture as  concepts 
like creativity and innovation. Curiosity is the way to build a reservoir of ideas 
and points of view. Curiosity comes alive in questions which shouldn’t be seen 
as an admission of ignorance but as a way to get smarter. Curious people don’t 
always accept the first answer they get – they dig a bit deeper. Curiosity drives 
improvement and is the engine that fuels people to become more knowledgeable 
and creative. Curiosity can happen anytime, anywhere – you don’t have to make 
appointments and it can be with strangers in spontaneous random situations. 

At a time of accelerated disruptive trends curiosity is the way to move away from 
status quo thinking. Your best friends are the words who, what, when, where, why 
and how.



 
 

Networking and Weak Connections

 “It is essential to build bridges  
to other worlds.” 

TIP 43

Most people know the people within their own industry and social group and 
little more but to be an effective networker you need to know as many people 
as possible from as many different worlds as possible. The strength of your 
network derives as much from the diversity of your relationships as it does from 
the quantity or quality. Weak ties offer strong rewards. The ‘cage of similarity’ 
narrows our vision of the world and our options. We become more extreme and 
entrenched in our views when we are only involved in a tight group that shares 
them. In tough times the tendency is to focus on our strong ties – understandable 
but no longer sufficient to support us. Weaker ties outside of our inner circle bring 
us breadth and reach as well as new perspectives and experiences. 

Through this you can source valuable knowledge which is highly distributed and 
often in the hands of people not well known and difficult to identify. This helps 
you build your knowledge flows that go with your knowledge stock and helps you 
build your personal network ecosystem.



 
 

Networking and First Impressions

 “The power of non verbal 
communications.” 

TIP 44

You will be judged by others, like it or not, by first impressions. The cliché is that 
you don’t get a second chance to make a first impression. The majority of first 
impressions are based on non verbal communications. Communications are 
made up of the words you use which makes up 7%, tone of voice 38% and body 
language 55% (known as the Mehrabian formula). People make a decision about 
you within seconds of meeting you and, from then on, everything is viewed 
through that filter and they look for signs to reinforce their first impressions. 

Four suggestions on how to make a good first impression – 

 1. Smile – put across a feeling of warmth. People will smile back.

 2. Repeat the person’s name.

 3.  Make eye contact – raise your eyebrows and open your eyes 
slightly more than normal.

 4.  Lean in slightly and, if not inappropriate, gently touch the other 
person on the arm.



 
 

Networking and Optimism

 “Attitude as the difference maker” 

TIP 45

Be optimistic and use positive vocabulary. People like to spend time with 
optimists. If the people around you are upbeat, enthusiastic, authentic and 
generous you will be too. Optimism rubs off. Pessimists suck the life out of people 
and events. We are the average of the people we hang around with. Withdraw 
from energy sapping relationships and replace them with people who always see 
opportunities even in challenging times. As writer Maya Angelou said “People will 
forget what you said, people will forget what you did but people will never forget 
how you made them feel”. 

Networking is an emotional business and involves the left side and the right side of 
the brain. The left side wants plans and strategies and budgets and the right side 
wants ideas, concepts and dreams. The left side leads to conclusions and the right 
side leads to action. When facts come up against emotion then emotion wins. As 
Martin Luther King said “I have a dream” – he didn’t say “I have a strategic plan”.



 
 

Networking and Attitude

 “Seek out people with  
positive energy.” 

TIP 46

People often say that attitude is everything which is simply not true. However 
attitude can be a key differentiating factor. Thus attitude can be the difference 
maker. Attitude is the outward manifestation of inner feelings and these feelings 
come from your thoughts. If your thoughts are negative, so your feelings will be 
negative and thus your attitude. The key to networking is to change your attitude 
from being transaction driven to being relationship driven. In business this can 
be challenging as we are usually assessed, compensated and rewarded on 
transactions. According to a Stanford Research Institute study, the path to success 
is comprised of 88% attitude and only 12% education. 

Your attitude develops from your own personal experiences and interactions 
throughout life and it can be learned. Negative attitude hinders growth and 
success – positive attitude nurtures it. A consistently negative attitude drives away 
referrals which is such a key part of building a network whereas a positive attitude 
acts like a magnet.



 
 
  

Networking in lockdown

 So what can you do if you can’t 
connect with anybody? 

TIP 47

Some tips

 1.  Audit your network - reach out to at least 100 people and let 
them know how you are responding to the crisis.  

 2.  Imagine that all your future business will come from only 25 
people. Who are they? Make a short list of 5 things you can do 
to strengthen the relationship.

 3.  Pivot. Deliver in other ways. Can you do the same only differently.

  4.  Build an online community and tribe. Decide what you can give 
away for free. Be generous and share. Do or run webinars.

 5.  Write stuff. Become known. Build your Linkedin profile and post 
articles and comments.

 6.  Do ‘low-tech’ stuff. Call 3 people every day  and send articles by 
mail with handwritten notes.

 7.  Think what your job, sector and industry will look like in 1,3 and 
5 years.

 8.  Build your Social Capital and practice Ark’s – acts of random 
kindness.

 9.  Think about the company you now head “- Me-Inc”.  Craft your 
own career path. Don’t rely on your boss or your bosses’ boss.



 
 
  

Networking and Google’s Project Oxygen

 The 10 characteristics that make  
a great leader according to Google. 

TIP 48

Back in 2008 Google’s started Project Oxygen to find out what makes an effective 
manager. It was called Project Oxygen as Google saw people as the lifeblood of 
the organization. The research was updated recently and Google found that a 
good manager has 10 qualities as follows – 

 1. Is a good coach 

 2. Empowers the team-does not micromanage

 3.  Creates an inclusive team environment, showing concern for success 
and well being

 4. Is productive and results oriented

 5. Is a good communicator – listens and shares information

 6. Supports career development and discusses performance

 7. Has a clear vision and strategy for the team

 8. Collaborates across Google

 9. Is a strong decision maker

 10. Has key technical skills that help them advise the team

The expectancy that technical skills would be the most important attribute proved 
to be incorrect. They found it doesn’t necessarily follow that if you have good 
technical skills you will also have the people skills that make great leaders.



 
 
  

Networking and Public Speaking

 “Being a good public speaker will 
help build your network.” 

TIP 49

Surveys show that 90% of people think that being able to speak well in public 
plays an important part in career progression. Yet it is one of people’s greatest 
fears. The truth is that being a good speaker will give you confidence, build your 
reputation, attract trust, inspire your audiences and colleagues and help you 
become a better leader. Competent speechmaking attracts attention – poor 
speechmaking also gets you noticed. If you can speak authentically, persuasively 
and eloquently about your cause or industry then you are perceived to be more of 
a capable expert than one who has equal skills but who can’t speak well. 

Key to remember is that the presentation is not about the speaker but about the 
audience. Very early in a presentation, audiences will decide to ‘run’ with what the 
speaker is saying or not. Audiences want to know what you and your presentation 
can do for them and that they will learn something new that will improve their 
lives. The need an answer to a simple question ‘why should I care?’.



 
 
  

Watch out for our next  
Networking Initiative

 Help us Crowdsource 100 Global 
Networking Tips 

TIP 50

  We are looking for volunteers to send a 30 sec to 
1 minute video from your phone sharing your best 
Networking Tip.  Got a minute to spare and some 
ideas to share? 

 Contact us and we will be in touch.
 claire@thenetworkinginstitute.com

 Online course discount
  Check out our Online Networking Course which 

has a 20% discount for the ‘Tips’ followers - Just pop 
the coupon code Tips2020 in after accessing Show 
Purchasing options. / Have a coupon?


