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Introduction



As someone who attends
conferences professionally, I have met countless individuals who
tell me that the key benefit of attending is the awesome networking
opportunity. It's about the people they meet in the corridors,
during lunch and dinner and in the bar at three in the morning.

However, so many
of these intelligent, experienced and successful business people
feel very uncomfortable about walking into a room of strangers.
They realise the need to do it, but often feel gut-wrenchingly
awkward about it. Initiating conversations frightens them. They
don't know what to say. They worry about not remembering people's
names. They know they need to circulate, but need some pointers on
the art of conversation, and never feel good about extricating
themselves when those conversations have come to a natural end.

If this describes
you - guess what? All of these 'afflictions' are more common than
you would imagine. If you are a sufferer - trust me - you are in
the majority. Therefore there is nothing wrong with you!

Originally
intended to help men and women in business this eBook is equally
relevant for those who want to become more confident meeting people
in a purely social setting.

Some like to
believe that technology can and does replace the need to meet
‘real’ people. I don’t agree. You can never fully replace
meeting people face-to-face. Although technology is a fantastic way
to re-connect with people, as I’ll discuss later. In the meantime,
if you have ‘All the gear but no idea’ when it comes to talking
with strangers in business or social settings - this is definitely
the book to read.

And if you
identify with any of the following comments, you will gain even
more from what this eBook offers;

"I don't like
the idea of 'schmoozing' at events."

"I feel a bit
uncomfortable talking to strangers."

"I only go to
events when I absolutely have to. They tend to take up too much
time - and I never get anything out of them any way."

"I tried
'networking' last Wednesday - it doesn't work!"

"Events are a
great opportunity to meet up with old friends - I don't need to
meet any 'new' people."

'Networking',
'schmoozing' and 'working a room' have become dirty words,
conjuring up images of insincere, self-serving 'sharks' circling
their prey. It's not nice when a stranger moves in on you and opens
with, "What would your wife live on if you died suddenly?"
(That happened to me once.) Those people are really bad at
networking. Inexperienced salesmen throughout the business world
(not just insurance salespeople) fail to grasp the difference
between a crass form of selling and networking. Selling in this way
devalues them and fellow professionals within their industry, and
influences the way their victims will feel about reaching out to
meet new people in the future. Their approach is the equivalent of
face-to-face junk mail. 99 out of 100 reject their offer. There is
a better way.

This is why you
will find hundreds of practical ideas in this handy eBook, arranged
in simple, easy and quick to read bullet points. Master these tips
and you will improve your effectiveness at meeting new people at
business and social events. I guarantee that.

Whatever beliefs
you have about networking and meeting new people will determine the
decisions you take, the way you respond to opportunities and how
you behave at networking events and parties. Perhaps you are a
'quiet' type. If so, you have even more potential to be good at
this stuff.

Everyone involved
in putting together conferences, events or parties puts massive
time and effort into making it worth you being there. The most
professional event organisers endeavour to leave nothing to
chance.

And then we all
turn up and spoil it all!. Ultimately, what you get out of an event
is largely down to you. Your attitude and expectations can have a
profound impact on the 'take home' value you receive.

Do you think ahead
about what you want from it - or do you just show up - and 'see
what happens'? A laid back approach certainly has its appeal but it
won't necessarily help you - or those paying for your attendance.
Events can be extremely costly to stage. The pressure is on to
ensure they deliver tangible benefits to you and the
organisers.

Business 'leaders'
realise something that 'followers' don't; ‘know who’ is more
important than ‘know how’. The most successful people are almost
always the best connected. When you know the right people, you can
always get the most up-to-date and relevant information. Followers
mistakenly believe that the quality of their work is enough. It
isn't any more. Mistakenly, too many bright people are convinced
that their intelligence, education, skill, ambition and knowledge
is all they need. What they fail to realise is that so many others
within their chosen professions are also bright, skilful and
equally ambitious.

Another huge
career mistake is to believe there isn't enough time to build
relationships with colleagues, customers and others in your
industry. Find the time, get out more and apply this knowledge.

Your human capital
(qualifications, experience and skill) is certainly important - but
your social capital will open doors for you, quicker and more
easily than through 'official' channels. It's all about who you
know and who you can influence - your customers, clients,
colleagues, competitors, suppliers, influencers, advisers and other
contacts. And if you’re looking to meet someone for a more personal
relationship, it’s all about letting a large network know that
you’re available.

Social online
media is now so prevalent in society, millions interact more with
their 'friends' virtually than they do face-to-face. It feels
‘safer’. I call it ‘arms-length intimacy’. Since this pocketbook
was first published in 2002 in paper form, there was no Facebook,
LinkedIn or Twitter or any of the other social media sites. And who
would have even considered dating a stranger they 'met' on a dating
website? How times change - and SO quickly.

Although no eBook
of this size can include everything, it has been designed to be
read in less than one hour and will show you how to become someone
who is better known, liked, trusted and valued - at a human level.
An excellent personal and professional reputation will precede you.
You will be known as someone who respects others and will be
perceived as someone who is worth knowing. If you’re carrying this
with you on a phone or tablet, refer to it often to remind you to
get out more. Good luck.

Roy Sheppard.

Bath, Somerset,
England May 2011






Benefits to You and Your
Company


Being proactive about building relationships is often perceived as
a personal skill, but it's far more. It's an organisational
competence. A large and diverse network of contacts will increase
the sales of your company, whilst saving time and money. Just
imagine the power if all your colleagues did the same. Poorly
connected companies (internally and externally) are at a
disadvantage, believing they are too busy. They lose out and are
slower to respond to market needs.

You don't get to
the top, other people put you there. As your career develops,
qualifications and intelligence aren't always enough to reach the
top or achieve your career goals. Your ability to relate and
connect with others is far more important.

The good and the
great become so because other people recognise their goodness and
greatness. Talent doesn't set these individuals apart, it’s the
focus they have placed on developing a reputation with key
influencers from the earliest stages of their career.

Building a
reputation indirectly through networking is an essential part of
building your reputation directly in the field you work. Networking
provides a profile and the resources for future use. Be a long-term
thinker, not just a short-term doer.

Want up-to-date
information about a major competitor? When you are well-connected,
you always know who to call.

Every time you
meet someone new, your access to potentially valuable new people is
multiplied by the number of people they know.

You can never know
too many people - those you know today and meet tomorrow have the
power to transform your personal and business life. And you can do
the same for them.

Your contacts can
provide you with guidance, support, inspiration, financial help, as
well as access to powerful and influential people. Tapping into the
knowledge within your network will make your life easier and more
fulfilling.

Predicting many of
the resources you will need in the future, and using a clearly
articulated relationship strategy, can find key suppliers and other
resources before you need them. Doing so will enable you to
negotiate better terms.

With excellent
connections you will hear about employment opportunities first.

Better contacts
give you access to information, clients or jobs.

A Dutch study
showed that well-connected managers earned more, were promoted
faster and at a younger age than individuals who were not so well
connected. Such people build reliable networks before they actually
need them, when they need advice they almost always get a quick
answer. They effectively "Dig their well before they’re
thirsty".

Personal
connections improve the chances of securing a more senior, better
paid or more fulfilling job.

During an economic
downturn or when companies are downsizing, your contacts will be
your lifeline to other opportunities.

People with good
networks can better handle a crisis. A well-maintained and diverse
network provides not only basic support, but access to an extensive
range of resources providing answers or responses quickly enough to
avert full-scale disasters. Their networks help them adapt more
smoothly to change, they are far less likely to have to struggle on
their own, be ground down by the weight of responsibility, or
stressed out about the consequences of their decisions.

At a conference
where my talk was aimed at facilitating better internal networking
for a large global consultancy, the partners accepted how essential
their business systems were to the success of the company. When
asked "How do you gain most of your clients?" the answer was
"Through the people we build relationships with." "If that's the
case, why is there no company system for this?" I asked.
Silence.

Companies that
lack a systematic approach to relationship building are demoting it
to the status of a random variable - a self-propelled force capable
of producing positive and negative outcomes - not a good way to run
a business.

The great paradox
of networking is that, although it brings great benefits, you
cannot go after these benefits directly. They come from investing
in people and relationships. By contributing to others you will be
helped in return, often far in excess of what you would expect or
predict - but not necessarily from the same people.

If your overture
towards people is simply to get business, you will close far more
minds than you will ever close deals.






Pause for
Thought

When you know exactly
who you want to meet or the particular type of people or services
you are looking for, you will be far more ready and likely to
network productively, than if you wander aimlessly into a sea of
people.

Before you attend
your next event, ask yourself these simple questions:

• Why am I going?
If you were forced to attend - move to the next question!

• What would make
it worth the investment of my precious time?

• What new
information will be most useful to me?

• What questions
do I want answered by the speakers?

• Who can I
contact ahead of time to arrange a brief meeting?

• What do I need
to know about the key people there?

• What information
will my non-attending colleagues appreciate?






A Few Pointers Towards
Success


Decide to be more proactive about meeting new contacts. If
necessary, get out more - invest the time to do it. Although some
of these tips may be obvious, ask yourself "What do I do with
this knowledge at the moment?"

Set out to achieve
a target to meet, say, three new people before leaving any event
and increase this number as your confidence and/or expertise grows.
Remember, meeting people is always about quality not quantity.

Stop spending the
majority of time at events with people you already know. It’s
called ‘clumping’. Don't shun any of your colleagues and friends,
but focus more of your energies on meeting new people.

Sit next to people
you don't know at conferences - especially at events organised by
your company.






Engage Others in Conversation


When meeting someone new, savvy people ask themselves "How
useful is this person to my entire network?" A poor networker
asks "What can this person do for me?" The interesting point
is: good networkers not only build an admirable reputation, they
benefit more than those who take a self-centred approach.

Demonstrate that
you are someone who is or could be worth knowing.

• What do you need
to do to be someone who is thought of as a great person to have
around? Is it you or your position in the company that gets the
invitations?

• Who do you know?
And who knows you?






What to do
Next

At certain events, between
10-20% of delegates/ guests don't turn up. Event planners refer to
them as 'No shows'. Woody Allen said "80% of success is simply
showing up." If you say you're going to be there - be there.
Your reputation is important. Become known as someone who is
reliable. If you really can't attend due to something unavoidable,
contact your hosts ahead of time to let them know.

Once you have
confirmed you will be attending an event, request a list of
attendees. Most organisers will oblige, especially if you have paid
to attend. Don't do this under the misguided belief that it will
help you decide if it’s worth going - that’s very rude.

Scan the delegate
list for those you know already.

Identify
individuals you don't know but would like to meet. Call or email
the people you know to say that you're looking forward to meeting
them at this event, and ask if they know those you would like to
meet. Be honest and upfront about it. Offer to do the same for
them. Repeat this to a few of your contacts and you will almost
certainly have introductions to a few of the individuals you have
identified.

Do some research
about them - ask colleagues. Visit their company website. You will
appear far better informed if you can weave some of this
information into conversation, but don't use your new-found
information to bombard them with facts about themselves - you could
come across as a 'stalker'!

Preparation will
help ease any pre-event jitters you may have.

Even if
introductions are not promised, you have made a connection and
offered help to someone who will appreciate your consideration and
you will be more likely to look forward to the event.

If it's a social
gathering, ask the host/ess who will be there? Who do they
recommend you meet? Why? Would the host be willing to make an
introduction?

If you are
attending as a team member, prepare and share mini-biographies on
your 'targets', check and agree the three messages you wish to
convey about your firm and, if possible, what information you wish
to gather.

Determine to find
out enough about those you meet to help them in some way. This does
not mean selling them your products or services!

Think through what
you would like help with. What advice/information are you looking
for? New suppliers perhaps?






What to Take With
You

• Business cards -
lots of them. Obvious, but so many people 'forget' to take them to
networking events.

 



Visit: http://www.smashwords.com/books/view/62158
to purchase this book to continue reading. Show the author you
appreciate their work!
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