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ALSO BY SUSAN ROANE

 

How to Work a Room

 

The Secrets of Savvy Networking

 

What Do I Say Next?

 

 


Dedicated to those natural networkers who

make our lives work better by being in them.

You know who you are . . . and so do we!
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INTRODUCTION



BEYOND THE BUZZWORD:

NETWORKING

The term is NETwork—not netOVERwork. Yet, that’s what so many people have done and continue to do and that’s what has given the process now known as “networking” a really bad name and heightened it to “buzzword” status . . . which is unfortunate.

It amuses me that so many people regard this verb, formerly a noun, as a “new” route to business success. It has been around since the beginning of time. “No room at the inn, could you perhaps recommend a barn with a manger?” Throw in three wise men, some cherished spices, and a bright star from Bethlehem and . . . well, you know the story. People helping people—and people who need people are the luckiest people in the world, according to Barbra Streisand and the songwriters.

The world belongs to the people who can, will and want to help others both in business and in their personal lives. The savvy networkers are the ones who “get it” and know how to behave. Even the cubicle crowd is looking for new and better ways to work, hangout, and relate.

Then there are the others who don’t get it, don’t like it, don’t know how to do it, and don’t want to network. In the Greta Garbo tradition, they “vant to be alone” . . . with their charts, chat rooms, T1 lines, Myst™, Doom™, and the ever-popular solitaire.

The reality is that the world belongs to the person who is aware of the concept, practices the actions, and firmly believes that networking is only about helping others and letting them help you. We humans need each other. The scientific term is INTERdependence. Period.

End of story? Not quite!

Networking isn’t about what we do—although that is a subtext. NETWORKING . . .  Beyond the Buzzword is about who we are.

It’s a lifestyle, not a work style. Yet our careers and businesses benefit from our personal and professional interactions and networking.

Before he wrote The Millionaire Next Door, Thomas Stanley was a professor at Georgia State University who had studied the habits of millionaires since the early 1980s. The one thing he found that millionaires had in common was a huge Rolodex that they used for the benefit of others as well as themselves. They cross-referred, made phone calls on behalf of others and knew the people in their Rolodexes and could talk to them easily when they made the call. Nothing has changed. Effective, powerful people know a lot of other people who they can contact, interact with, and make things happen.

At MIT in the mid 1980s, Dr. Robert Kelley studied the scientists of Bell Labs to identify which skills identified the most effective and successful scientists. He found that they were STAR networkers. They knew colleagues in other companies, classmates, coworkers, professionals, and cronies. When they had a problem or question and placed



a call, it was taken—or returned—within twenty-four hours. They had a network in place by virtue of being involved before they had problems that required support, information, or advice. Ultimately, their networks allowed them to fix problems quicker and be more effective on the job. The next level of scientists was good but their calls weren’t taken immediately. Consequently the information or solutions they needed were delayed by several days.
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CONCLUSION:

Having a network that knows us makes us more efficient, effective, and perceived as powerful.
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FACT: We all have networks. We were born into them, went to school with them, participated in after-school activities and clubs, attended camps, played sports, went to religious school, worked, volunteered for charity and lived in neighborhoods with other people. We still do.

 

FACT: We all have the necessary talent or skill to share in our networks.

 

FACT: Respect, common sense, and common courtesy are the three-point foundation of networking.

 

FACT: What you know is important, who you know is even more important. But who knows you is the key. Even more important is who wants to know you. We may know someone who isn’t at all interested in being associated with us—let alone referring us to a job lead, client, or even their auto mechanic.

 




My goal is to help make you comfortable in your own skin in the myriad situations of your professional and personal lives. And that you know how to network with ease, comfort, aplomb, and success, creating connections that are meaningful and beneficial to others as well as to yourself.

While the Internet has changed our world so dramatically and the computer chip has made communicating across the globe the price of a local call, people interact primarily for the same purpose: to stay connected to each other.

As with my first three books, this one will have quizzes, surveys, assessments, quotes, case studies, and quips. It’s practical, easy to implement, and doable. If you have a good sense of humor, this is for you. If you don’t, it is definitely for you!

As you read through the chapters I’ll define what networking is and is not; why we have to be involved; when, where, why, and how to network, and how not to. In addition, you’ll learn how and who to let in your network—and how and who to let go.

By the end of chapter 12, you’ll be a better, savvier communicator who relates to others in ways that are beneficial to you and to the people in your network.




 

 

CHAPTER 1



WHAT IT IS, ISN’T,

AND IS NOT ONLY

There are some so-called experts who treat the process of networking as a science. It is not a science. It is an art! The art of communication. There is no university where the science department offers Networking 101.

Those who are the very best at networking don’t know they are doing it, they’re just being “real”—connecting, referring, supporting, and staying in touch. They are beyond the need for tips, techniques, and strategies because they embody the concept and its spirit.

By Definition

So, let’s define what networking is. By definition, according to Sally Livingston, networking is a personal process that is reciprocal and mutually beneficial, in which people share ideas, leads, information, and support in both their personal and professional lives. In business, it’s the essence



of collaboration, cooperation, and alliance building—and it’s the foundation of teamwork.
Networking is a way of life. It’s not a business tactic—although there are those who think it is. We recognize them by their transparent words, behaviors, and attitudes.
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TENET:

Networking is a lifestyle that encompasses work, not a workstyle that encompasses life.
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A Helping Hand

What we now call networking could, like the musical star, Prince, have a different name: “The Process Formerly Known as Helping.”

When we get right down to it, distilling it to its finite form, networking is helping others, both in our personal and professional lives, and most of us would gladly do so.

P. J. Livingston, an insurance industry CEO, grew up on a farm.“Helping each other was a way of life. Remember, the phrase is ‘the farming community’ and that’s what we were: a community. The barn-raisings were part of the culture, part of our nation’s history . . . not just an episode of Little House on the Prairie.”
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When we have woven our web, it’s a safety net that consists of leads, lifelines, and linkages. We weave this web, this safety net of colleagues, cronies, coworkers, classmates, and casual acquaintances as we live our lives. In The Secrets of Savvy Networking, I used the spider’s web as a symbol. Today, it’s a symbol of the World Wide Web, an intricate configuration that grows, overlaps, and links much like our ever-growing, reshaping personal and professional networks.

Some of us are totally stymied by the term “Networking” for any number of reasons. Perhaps it’s a belief in the bootstrap theory: “Pull yourself up by your own bootstraps.” Or maybe we were taught that asking for help obligates us to return it. Or perhaps we are uncomfortable requesting help. Or, we feel we’re imposing on others. In reality, some people who think they’re networking are actually imposing and they cause us to back off.

None of these thoughts is inherently bad. However, not being part of the process rules out participation in the benefits—information, sources, leads, and support—so we are always reinventing the wheel. That’s a colossal waste of time.

O.P.E.: A Perk

In the National Speakers Association, we have an expression: O.P.E.—Other Peoples’ Experience. O.P.E. is a great teacher and infinitely less costly than having to learn from each and every one of our own mistakes!

When you have a network, you get to learn from the mistakes of others. What a super time, money, and aggravation saver! Unless you enjoy making your own bona fide and costly mistakes, having the network of O.P.E. is a gift and we must treat gifts with appreciation, respect, and value. Knowing what networking is—and being able to participate in the process—is crucial to anyone starting, managing or changing a career or building a business.

What Networking Is Not!

It’s important to know what networking is but it’s equally important to have a firm grasp on what it is not.

It is not:


	A workstyle;

	A sales plan;

	A science;

	A means merely to receive and deceive in order to achieve.






Networking isn’t the same as working a room. You can mingle successfully and be lousy at the behavior, attitudes, and follow-up critical to great networking. You can be great about sharing leads, support, referrals, and providing timely follow up, but, at the same time, be terrified at just the thought of entering a room full of people, let alone approaching, schmoozing, and talking to anyone.

Being an artful conversationalist isn’t the same as either of the other two skills. It is the ability to have an exchange of words, ideas, information, and thoughts. (That’s why I’ve written separate books, one on each topic: How to Work a Room, The Secret of Savvy Networking, and What Do I Say Next? ). But if we work on developing all three skills—mingling, conversation, and networking—we will increase our personal and professional “luck” factor and success.

Option: We can use the following list as a checklist, the outline of an action plan for what we need to do, or as goals we want to achieve.

Networking is not only:


	
Joining an organization



	
Attending networking events



	
Mingling



	
Schmoozing



	
Exchanging business cards



	
Reconnecting with old acquaintances



	
Referring



	
Matchmaking a colleague with a client



	
Supporting others



	
Motivating a protégé



	
Behaving with respect



	
Mentoring a new employee



	
Being mentored






	
Asking for assistance



	
Tutoring a student



	
Offering assistance



	
Getting things done



	
Listening



	
Teaching a concept or skill



	
Brainstorming



	
Creating connections



	
Helping



	
Forming alliances



	
Acknowledging others



	
Making friends



	
Writing thank you notes



	
Solving problems



	
Sharing resources



	
Identifying people in our life



	
Selling to friends



	
Following up



	
Doing the right thing





It is beyond any one of these because it is a combination of all of them!
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ROANE’S REMINDERS


	Networking is another word for helping.

	It is an informal process based on sharing which is mutually beneficial.

	It is an essential process we must master.

	It comes from a place of assisting others and being assisted.

	What we share are leads, ideas, information, referrals, and support.
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CHAPTER 2



WHO’S ON FIRST?

Before we can go beyond the networking buzzword, we need to know who is currently in our network. So many people tell me “I don’t have a network.” Nonsense! We all do. Our network is our family, friends, coworkers, classmates, and neighbors. These people fall into categories—and there is nothing wrong with having people in our network who are in more than one category.

Dan Maddux is a client who now is also a very dear friend. You may have a coworker who has become a close personal friend. Or you may have a dear friend who became a client. Our lives, our categories, and our contacts are not static; there is overlap. And it’s in this overlapped gray area where connection, chemistry, and communication occur.




Gray Matters
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