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Introduction
What is networking?
Definitions:
American Heritage Dictionary: To cover with an openwork fabric or structure.
Dictionary.com: A supportive system of sharing information and services among individuals and
groups having a common interest.
Wally Drangmeister: A systematic method of developing, deepening and maintaining valuable
business relationships.

A Deeper Look:
Systematic Method: ___________________________________________________________________
_____________________________________________________________________________________
Method goes far to prevent trouble in business: for it makes the task easy, hinders confusion,
saves abundance of time, and instructs those that have business depending, both what to do
and what to hope. - William Penn
Developing: __________________________________________________________________________
_____________________________________________________________________________________
Deepening: ___________________________________________________________________________
_____________________________________________________________________________________
Maintaining: _________________________________________________________________________
_____________________________________________________________________________________
Valuable Business Relationships: ________________________________________________________
_____________________________________________________________________________________
_____________________________________________________________________________________
_____________________________________________________________________________________
When networking is done properly it is: enjoyable, fun, purposeful, powerful, important, straight
forward, profitable, ongoing, adapting, changing….
wally@PathThreeMarketing.com
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What networking is not?
Networking is Not Top Ten
10. ______________________________________________________________
9. _______________________________________________________________
8. _______________________________________________________________
7. _______________________________________________________________
6. _______________________________________________________________
5. _______________________________________________________________
4. _______________________________________________________________
3. _______________________________________________________________
2. _______________________________________________________________
1. _______________________________________________________________
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What is the system and how do I implement it?
A child of five would understand this. Send someone to fetch a child of five. - Groucho Marx

Systematic Approach to:
Growing: Meeting and gathering information about the people you come
in contact with. The interactions can be planned as well as opportunistic.
Everything from a chamber of commerce breakfast networking meeting
to you own special event and everything in between.

Deepening: Giving them something of value as a result of your
interactions. Value can be as simple as asking them questions and
intently listening, or as comprehensive as a coordinated system of
keeping in-touch that includes phone calls, mailed newsletters,
electronic newsletters, pod casts, informational seminars, special
offers, birthday cards, holiday cards, etc., etc....

Maintaining: Your database, system and processes for keeping intouch with intangible and tangible items of value. It can be as simple
as a note pad, a stack of business cards from people you have met,
some note cards and a roll of stamps. It can be as comprehensive as
an integrated customer and prospect contact and marketing system that coordinates
an extensive series of ongoing in-touch activities.

Valuable Business Relationships: The customers, prospects,
suppliers, supporters and promoters of your business that know you,
like you and trust you.

Start with the level of detail and sophistication that make sense
for your business and upgrade as time and resources allow.
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Why implement a networking system?
High achievement always takes place in the framework of high expectation. – Charles
Kettering
Implement a networking system if it is consistent with your overall business and marketing efforts
and there is a strong expectation of a substantial return on investment. If not, don’t.

Return on Investment:
§ Investment:
o This course
o Time to learn skills and system
o Time to implement system
o Time to operate system
o Out of pocket costs
o Opportunity costs of other activities
§ Return:
o Increased sales
o Reduced customer turnover
o Reduced costs
o Increased business effectiveness
o Easier hiring of sales professionals
o Better retention of sales professionals
o Improved image
o Efficient use of time
o Increased effectiveness for other sales and marketing activities
§ Return on investment looks different to different parties:
o Business owner
o Sales manager
o Sales professional
o Other employees

Implementation Considerations:
Complete implementation is better.
Or is it? It could just be that………Pigs get fat and hogs get slaughtered.
Sometimes successes happen almost immediately, while other times successes
can take a little longer.
Implement as much as you can as fast as you can without blowing a gasket.
Some people see things that are and ask, Why? Some people dream of things that never were
and ask, Why not? Some people have to go to work and don't have time for all that. - George
Carlin
wally@PathThreeMarketing.com
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Module 1: Networking basics
Who should I attract to my network?
Attitude is more important than the past, than education, than money, than circumstances,
than what people do or say. It is more important than appearance, giftedness, or skill. - W. C.
Fields

Valuable business relationships revisited (past, current and potential):
customers, prospects, suppliers, regulators, politicians, family members, employees,
professionals, other business owners, those who refer business to you, those who give you
recommendations and referrals to other businesses, those who give you recommendations
for better ways of conducting your business, those who watch for threats to your business,
those who watch for opportunities for your business, those who are looking to buy what you
sell, those who are looking to sell what you want to buy, those who can help you in virtually
any way possible.

Valuable business relationships from their point of view
You should seek to attract to your network anyone that finds your ongoing offerings and
activities to be very valuable. The people who find your offerings and activities to be
valuable have good potential to become customers, supporters or promoters of your
business at some point in the future.

Valuable business relationships from your point of view
You should seek to attract to your network anyone who has a reasonable chance of directly
or indirectly impacting your business in a positive manner currently in at any point time in
the future.

What if you don’t know?
I know a “guy” who knows a “guy.”
I don't know the key to success, but the key to failure is trying to please everybody. - Bill Cosby

wally@PathThreeMarketing.com
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Who should I attract exercise
Ideal Customer: ___________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
Ideal Prospect: ___________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
Ideal Supplier: ____________________________________________________
_________________________________________________________________
_________________________________________________________________
Ideal Source of Referrals and Recommendations: ______________________
_________________________________________________________________
_________________________________________________________________
Ideal Promoter of Business: ________________________________________
_________________________________________________________________
_________________________________________________________________
To get you started:
What do they do? What organizations do they belong to? Where do they live? What do
they read? How do they like to be communicated with? Who are their advisors? What are
their hobbies? What is important to them? When are they receptive to receiving
information? Who do they trust? What is their level of education? ...
wally@PathThreeMarketing.com
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Where should I network?
Organizations that provide venues for networking:
§
§
§
§
§
§
§
§
§

Chambers of Commerce
Industry Associations
Social, Service and Fraternal Organizations
Religious Organizations
Political and Political Cause Based Organizations
Hobby and Interest Based Organizations
Cultural Organizations
Educational Organizations
Your Business

Levels of involvement with an organization:
§
§
§
§
§
§

Attend events
Become an “associate” member
Become a full member
Become a board member
Volunteer to help organization
Other

Strategies for selecting where to network (pick a mix from several categories
and modify based on experience):
§
§
§
§
§
§
§
§

Go where everybody else goes.
Figure out where you should go that nobody else does.
Big fish in a small pond.
Small fish in a big pond.
Go where you’ve gone before with a new plan and attitude.
Go where you’ve never been.
Go where they already are aware of the value you bring.
Go where they have no idea about what you do.

Don't let your ego get too close to your position, so that if your position gets shot down, your
ego doesn't go with it. - Colin Powell

My general strategies
§ Find new opportunities and centers of influence at general organizations like
Chambers of Commerce.
§ “Own” more specific categories that make sense for your business.
§ Have fun and enjoy the journey.
Weed hopper, be patient and you will be rewarded.

wally@PathThreeMarketing.com
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Where should I network exercise
Business Organizations: ____________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
Social, Service, Religious Organizations: ______________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
Hobby, Interest, Cultural, Educational Organizations: ___________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
Other Organizations or Categories: __________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________
_________________________________________________________________

To get you started:
Large, open, friendly, well-known, fun, informative, small, difficult to get in, reserved,
serious, technologically savvy, low tech, young, middle-aged, old, industry-specific,
established, new, stable, dynamic, stodgy, formal, casual, low turnover, high turnover, local,
regional, statewide, national, single location or chapter, multiple locations or chapters…
wally@PathThreeMarketing.com
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What should I do and say?
What we’re here to do:
§ Meet people
§ Make a favorable impression
§ Find out as much as you can about the other person
§ Briefly describe your business
§ Get their business card and any permissions you desire
§ Enter information into your system

Skills:
§ Preparation: objective, nametag, business cards, pen
§ Focus on other person
§ Introduction
§ Handshake
§ Conversation and questioning skills
§ Focused listening
§ Brief description of your business
§ Ending conversation and getting business card

Special Situations:
§ Junior High School Dance: You don’t know anybody there!
§ Big Man (Important Woman) on Campus: This is your turf and you spot a
newcomer.
§ The round table
wally@PathThreeMarketing.com
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What are the rules of networking?
There are different rules for different situations:
Business: ______________________________________________________________________
Social: ____________________________________________________________________________
Community: ________________________________________________________________________
Casual: _____________________________________________________________________________
Other: _____________________________________________________________________________
The man who will use his skill and constructive imagination to see how much he can give for a
dollar, instead of how little he can give for a dollar, is bound to succeed. - Henry Ford

General Rules
Give first and often
Reciprocate
The power of a thank you
Seek out those with integrity

Be a Networking Genius!

Level of Integrity
Low
High

Knows and Follows the Rules
No
Yes

wally@PathThreeMarketing.com
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Essential follow-up and keeping in-touch

At a minimum you should do three things:

Put the information into your contact system.

Acknowledge the person in a memorable manner.

Follow up in the future in an appropriate manner.

wally@PathThreeMarketing.com
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Practicing our Skills, Structured Networking Session

__________________
__________________
__________________
__________________
__________________
__________________

__________________
__________________
__________________
__________________
__________________
__________________

__________________
__________________
__________________
__________________
__________________
__________________
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Practicing our Skills, Follow-up Cards
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Follow-up examples
Email:

8” by 3.5” card plus business envelope:

Harold, It was great to meet you at the chamber of
commerce networking event last Tuesday. I enjoyed hearing
about your plan to greatly expand your business. As we

discussed on Tuesday, I have Added you to my electronic
newsletter list. Let me Know what you think.
Smith Business Solutions
7700 Uptown Ave., Suite 200
Silver Crown, New Mexico 88098
wally@PathThreeMarketing.com
(212) 333-5959
www.SmithBusinessSolutions.com
george@SmithBusinessSolutions.com

regards,

george
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Module 2: Keep in-touch upgrades
Choosing and implementing the right technologies

Virtually any task that can be performed ________________________ can either be
_______________________, __________________________ or _________________________.

Definitions and resources:
CRM: ________________________________________________________________________
Contact Management Software:___________________________________________________
Examples: _______________________________________________________________
Electronic newsletter production and hosting resources: _____________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
Automated mail out cards and postcard services: ____________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________

As your network becomes bigger, ____________________________ becomes more valuable.

A word about integration:
You need __________________________ and __________________________, but there is no
such thing as ______________________ ______________________ (and there never will be).
wally@PathThreeMarketing.com
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Getting out the right information
The pen is mightier than the sword, and considerably easier to write with. - Marty Feldman

Newsletters and other information services
Direct topics: __________________________________________________________________
Examples: _______________________________________________________________
_______________________________________________________________
_______________________________________________________________
Indirect topics: ________________________________________________________________
Examples: _______________________________________________________________
_______________________________________________________________
_______________________________________________________________
Newsletters can be done by ______________ ___________________ or ________________
_______________ of businesses.
Strive for newsletters that are ___________________,___________________________,
_______________________, _________________________, and ___________________.

Information clearinghouse ideas: _________________________________________________
______________________________________________________________________________
______________________________________________________________________________
Ideas for newsflashes and alerts: _________________________________________________
______________________________________________________________________________
______________________________________________________________________________
wally@PathThreeMarketing.com
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Event notification and invitations
Your business events: ___________________________________________________________
General business events: ________________________________________________________
Non-business events: ___________________________________________________________
Notifications and invitations need to have standards: ________________________________,
_______________________, ___________________________, _________________________.

Greeting Cards
Holidays: _____________________________________________________________________
Birthdays: ____________________________________________________________________
Anniversaries: _________________________________________________________________
Other: _______________________________________________________________________
Business related: _______________________________________________________________

wally@PathThreeMarketing.com
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Module 3: Wholesale network growth tools
Growth events
What are they? ________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
What are the different types of events? ____________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
Examples: ____________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________

Referrals and testimonials
You ____________ ______ __________.
Decide what you want and when you want it. Examples: _____________________________
______________________________________________________________________________
______________________________________________________________________________
Put systems and procedures in place to relieve _______________________ and to take away
________________________.
wally@PathThreeMarketing.com
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Centers of influence
Definition: ____________________________________________________________________
______________________________________________________________________________
Centers of influence can be a business _____________________ _______________________.
They can be ________________________ or _____________________________.
How to find them: ______________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
How to develop them: __________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
What to do for them: ___________________________________________________________
_____________________________________________________________________________________

Affinity partners
Definition: ____________________________________________________________________
______________________________________________________________________________
Generally not legal partnerships, but ______________________ _______________________
are advisable.
Examples: ___________________________________________________________________________
_____________________________________________________________________________________
_____________________________________________________________________________________

wally@PathThreeMarketing.com
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Networking system implementation check list
Item

Required Steps

Person
Completion
Page
Responsible
Date
Reference

Who will I attract

Where/how often will I network

What will I say and do

How will I follow up
Process

Procedure

Supplies and Materials

Valuable Content

Technology

What growth events I will use

How I will seek and use referrals

How I will develop centers of influence

How I will develop affinity partners
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