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TOP 10 NETWORKING TIPS

1. Be present. Woody Allen said "70% of networking is
being there!' Make sure you not only get there, but
you are fully ‘present’.

2. Check your expectation of networking, is it realistic?

3. See the networking meeting only as the first step.
Relationships need time to grow, but you can start by
getting to know one person a little better, rather than just
finding out what they do.

4. Ask people open questions, be interested in them.
You may not feel you need (or need to know) an
accountant, but discovering that you might be sharing an
interest may help you to ‘connect’ anyway. If you can build
a relationship built on a genuine interest in people as well
as trust, it is far more likely that you will be referred on.
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"Coming together is a beginning,
keeping together is progress,
working together is success."

Henry Ford

5. Listen carefully. Active listening involves concentrating
www.successnetwork.org.uk and listening ‘with purpose’. This will help you to learn
more about the other person and understand them better.
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6. Offer help, advice or support whenever you can.
01628 - 780126 As you network and connect with people, always think
#07729 - 212299 about how you may be able to help them by connecting
them to people already in your network.
If you help others, invariably they will help you!

10. Remember the good
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you, particularly when tempting, try not to give it all up just because you are too
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even if it doesn't result in

£m business deals. 8. Don't be afraid to ask for what you want. Whether you
are looking to change your work, or want to work with
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