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BUILDING AND MAXIMIZING

YOUR NETWORK

It s not what you know but who you know
theres truth in this business maxim.
Knowing the right people those who can
help your business thrive is the payo from
successful networking.

Most of us understand the importance
of building a network. However, those that are
making the most of this vital business resource
take a systematic approach to nurturing their
network and treat it as a regular business
function alongside their other marketing and
sales initiatives.

Networking is not about chatting
with strangers, and it s not just about nding
new business. Instead, networking is seeking
out people current or former customers, old
classmates, former work colleagues and friends

who can help you nd new or better vendors,
provide advice on business management, and
yes, refer leads or even become customers. And,
of course, networking means doing the same for
them. e actual process of building relationships
can actually be exciting because it consists of
meeting people and talking about your business.
At the same time you are learning about (and
helping) other business owners.

Where the strategy component comes
into play is in the preparation and follow-up.
Once connections are made, it is important to
make a commitment to nurturing the initial
contact and keeping relationships productive.

ese tips can help you to maximize
the business-building value of your network.

SET GOALS
Having a clear idea of what you want
from your networking e orts will help you
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decide who should be part of your network. s
prioritization will help you select events to attend
as well. Chances are you will have many more
opportunities to network than you have time for,
SO prioritizing is key.

Consider creating a networking action
plan. Set realistic, measurable goals.  ese can
include the number of events you hope to attend
in a given time period, how many people you
hope to speak to and the goals you hope to
achieve from your e orts.

CHOOSE EVENTS CAREFULLY

To determine which places to go to
meet the people who will become part of your
network, focus on depth over breadth.
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