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Foreword


by Chris Bones,
Dean of Henley Business School


Networking has become one of the buzz words in modern career management. It is however quite a nebulous concept and one that holds just as many negative connotations as positive. Like it or not, however, effective networkers do better and if you are looking to develop your career it’s important to understand why.


Whilst having good people skills sits at the heart of what makes the difference, effective networkers understand how the people they meet could benefit as much from the encounter as themselves. They are interested in adding as much value as they take and in building long term relationships where their knowledge and contacts are at the disposal of those they meet. This is not a selfish and self-serving activity.


This book covers the key aspects of effective networking giving sound tips and advice about making an impact and using the often quite short time available when you first meet people to maximum advantage. It also, most importantly spells out the pitfalls and the problems. Above all it reminds all of us that being authentic, remaining true to our own values and beliefs and being willing to challenge – just as much as charm – the people we meet will deliver the best outcomes.




In my view, once you’ve broken the ice, it’s important to be yourself and not someone you think others would want to meet. Adopting ideas and points of view that just reflect those of the person you meet in order to get their support is one of the worst things you can do. Of the many people I meet every year, the ones who stand out are those who are confident in their own world view and where that view differs with my own, are quite happy to let me know. They make the world a more interesting, stimulating and enjoyable place which is, after all, what makes meeting new people so much fun.











Introduction


[image: image]


Picture us both in the heart of the Andalusian countryside, having lunch with our Spanish friends. As usual, there were about 25 people sitting chattering over one another around an overflowing table. Out-of-the-blue, someone shouted across the room to us:




‘So what’s this new book called that you are both so busy writing?’






We told them the title and immediately a deathly silence filled the air. It hung about embarrassingly until a kind someone rescued us with a change of subject. We were shocked. Normally, our new projects prompt a warm, enthusiastic response and endless questions. When the Spanish editions of my books appear, they speed around the hill town of La Puebla de los Infantes where we have had a house for 15 years.


So why did the news of this particular book fall so flat with our friends in Spain? We think it was because networking just isn’t an issue there – it’s a way of life. It’s taken for granted. It is, after all, the only way anyone ever can do successful business or establish a paying career in this small, rural community. Indeed, survival itself depends upon having and maintaining a strong, mutually supportive web of social relationships. The means of doing this from customary lengthy street chats through to elaborate community rituals are firmly ingrained in everyday life. That’s why the ‘strange’ idea of reading a book on the subject stunned our friends into unusual silence. No doubt we would have met a similar reaction in small, interdependent villages and towns all over the world.


In contrast, in our other life in the competitive and cosmopolitan heart of London, we have experienced no difficulty in explaining our reasons for writing this book. Here, as in most large urban cities, cradle-to-grave jobs no longer exist; employers are sometimes 8,000 miles away and neighbours might not know each other’s names, let alone be willing or able to help each other with business or work contacts. On the other hand, the business gurus and career coaches are saying loud and clear that who you know is fast becoming even more important than what you know. Recent research has revealed, first, that the foundations for business and other kinds of career success now depend more than ever on having a strong web of both internal and external work connections. Secondly, it has indicated that the ability to build and maintain such a web is one of today’s key competencies for successful career development.


So, not surprisingly, in such relatively socially isolated working environments there is a growing thirst for knowledge on how to network. My husband, Stuart, being immersed in the career transition world, was ahead of me in spotting this trend. Moreover, as an outgoing extrovert, he welcomed it. He was thrilled to have the excuse to spend more time in his element. After some heavy nagging, he succeeded in dragging me (an introvert and so less naturally inclined) along to one of the bumper networking events that are now a growing feature of London business life. I was reluctantly impressed. The buzz was infectious and real. This was not just schmoozing and boozing for hedonistic pleasure. Significant meaningful relationships were being formed and enjoyed. I could not deny that networking was making a big difference to vast numbers of people’s working lives. I heard success story after success story about how ideal jobs and new customers had been found, mutually beneficial business alliances forged and difficult recruitment problems solved. (Not to mention the development of great new friendships.)


After several months of attending events, networking on internet clubs and reading extensively around the subject, the seeds of this book began to sprout. I was keen to understand what kind of people made good networkers and wondered if self-confidence was an issue. So, I set about meeting hundreds of dedicated and successful people of all ages and in many different areas of work and at differing stages of the career track. I questioned many hundreds of successful and enthusiastic networkers about what they considered to be key distinguishing characteristics of good networkers. I also talked to people who found networking challenging about what particular aspects they found daunting and what they thought might make it easier for them to do.


I was surprised to observe and learn that personality predisposition was not a predictor of success. Effective networking could obviously be enjoyed and done just as well by both outgoing extroverts and shy introverts. They just did it differently. But I did, however, find that personal confidence appeared to be a crucial make or break factor. It soon became apparent that those who excelled in this new, internationally connected world were super-confident. These were the self-assured, charismatic networkers who glided effortlessly into great relationships with anyone with whom they chose to connect. Their style of interacting might vary according to their personality, but they all shared some basic characteristics of highly confident people. For example, they had strong self-belief, were socially competent and also knowledgeable.


In contrast, those people with less psychological poise and social flair were either staying on the fringes or hadn’t joined this bandwagon at all. When I talked to them about networking, I found many assumed that it could never work for them. Typical explanations they gave were:




‘I could never be any good at it because I don’t have the right personality for it. I’m just not gregarious or confident enough.’


‘I’m naturally timid and find any kind of socialising too nerve-racking. That’s just the way I am.’


‘I never know what to say or when to say it – I am useless at making conversation. I always seem to end up saying something stupid or embarrassing so I don’t do myself any favours. You are either good at that sort of thing or you’re not.’


‘I hate it – it is my idea of hell! I’ll always avoid it like the plague even though I know I’m supposed to do it. You are not going to convince me to go again.’





After spending a career leading workshops and writing books on how to build and maintain self-confidence and communicate effectively, this was a challenge I couldn’t resist. And neither could Stuart. He was concerned too. Through his specialist experience as a leading networking expert, he knew that psychological factors as well as interpersonal skills and know-how were holding back so many of his clients. Even those who are at the most senior executive level are frequently fearful of stepping outside their small circles of comfort to extend their web of connections.


So in spite of the potential risks to our marriage of working closely together, we embarked on this project jointly. We are now so pleased that our passionate joint determination to level the networking playing field for the less confident, superseded our fears of business meetings in bed and top-dog marital battles. We believe that by pooling our individual reservoirs of expertise in confidence and networking, and by drawing on our differing personality perspectives, we have designed a unique and highly effective self-help programme. We hope you agree after reading and working through it!


Do you need to read this book?


Here is a quick test you can do to see how near you already are to being a confident networker. Score each of the following statements using a scale from 5 down to 1, as follows:




5 = Strongly agree


4 = Agree


3 = Neither agree nor disagree


2 = Disagree


1 = Strongly disagree







	 
	 5  4  3  2   1




	I enjoy meeting strangers from all walks of working life
	[image: image]




	I am continually making great new and useful relationships
	[image: image]




	
I understand the difference between an ordinary social relationship and a business networking relationship
	[image: image]




	If I wanted or needed a change of job or career, I have an address book full of names of well-connected people whom I could easily contact and who would be willing and able to help me
	[image: image]




	I enjoy starting conversations with potentially interesting people
	[image: image]




	I like to volunteer to speak at events or conferences
	[image: image]




	I’m always finding new ways of making my network more diverse
	[image: image]




	I offer suggestions for ways of improving communication in my organisation
	[image: image]




	When meeting new people, I’m able to quickly convey my specialism in a matter of seconds
	[image: image]




	My contacts all clearly understand what I can offer
	[image: image]




	I can readily bounce back from brush-offs and rejections and my own faux pas and mistakes
	[image: image]




	
I am not the kind of person who puts on an act to impress others
	[image: image]




	I regularly engage with people from worlds of work other than my own
	[image: image]




	I use the internet frequently to converse with people outside my immediate circle of friends and colleagues
	[image: image]




	I can easily name at least three on-line business or social networks
	[image: image]




	I stand up for myself in a calm and polite way when people are rude to me
	[image: image]




	Feedback I get indicates that I’m seen as a good listener who can understand and take account of other people’s points of view
	[image: image]




	I am someone that people turn to when they need a useful contact
	[image: image]




	I would seize an opportunity to talk to a CEO or someone famous
	[image: image]




	I am often being approached by people who have heard about me and my work
	[image: image]




	One of my biggest challenges is keeping up with the tide of new business referrals or new opportunities that I am continuously receiving
	[image: image]











Now add up your score and check out where you stand currently:




	

If you scored over 95, it is highly likely that you are already a super-confident networker and the envy of many! But, to double check, you could ask somebody else to rate you for a second opinion! If the score remains the same, then you may not need this book.





	

If you scored between 80 and 94, you are already a good networker, and if you embrace the refinements suggested in this book it could convert you to a great networker.





	

If you scored 79 or less, please stay with us throughout. We assure you that this book will help you a great deal.








How will this book help you to become a more confident networker?


This book will guide you step-by-step through a self-development programme that will build the specific aspects of inner and outer confidence plus the knowledge successful networking demands. In Chapter 1 you will gain a clear understanding of what networking is and what it isn’t, and become aware of the different forms it can take. You will learn all you need to know about that crucial component for success – confidence. Finally, you will find out how your career and working life can benefit from effective networking.


The three main sections form the basis of the self-help programme designed to build the personal qualities, the social competence and the know-how of a super-confident networker. Each of the six chapters in the three main sections will contain some motivating discussion on each topic, followed by an abundance of tips, exercises and inspiring real-life stories. If you have already flicked quickly through the book, you may have noticed the presence of some strange creatures that don’t usually inhabit business books. We use three animals as our ‘role models’ for each section: Cool Cat, Buzzy Bee and Wise Owl. We did this partly to add some fun to the programme, and partly to use their symbolism to make the key elements of confidence easier to remember. These creatures now feel like our friends and we hope you grow to love them too! Here’s a brief overview of each of the three sections.


Cool Cat Qualities


[image: image]


In these chapters you will learn how to build and maintain your inner confidence. You will find out which are the key psychological strengths that you need to keep inwardly cool through the ups and downs of a networker’s ‘hunting’ life. Our tips will show you how you can counter even the most deeply ingrained negative attitudes and lifestyle habits, so that you can rely on being able to stay positively motivated and bounce back from setbacks. Cool Cat Qualities are those that form the backbone of confidence, and your work on developing them will create a firm inner foundation of self-assurance and poise:




	

sound self-belief





	

incorruptible integrity





	

resilient drive





	

genuine generosity





	

unashamed humility





	

calculated courage.








Buzzy Bee Skills


[image: image]


In these chapters you will be working on your outer confidence. You will learn how to develop the core social skills you need to confidently ‘cross-fertilise and pollinate’ with others and buzz effortlessly around so that the connections you need and enjoy can blossom and bloom.


This is by far the longest section in the programme, but don’t be daunted. The process of learning Buzzy Bee’s skills is in fact much easier than it may at first appear. (And, it may also be a good deal quicker than making the more fundamental personality changes that are sometimes required for being a Cool Cat.) We have unpicked the secrets of the confident networker’s charisma and interpersonal behaviour and developed easy strategies to enable you to do the following:




	

impact instantly with a lasting impression





	

converse with confidence





	

e-connect with magnetism





	

proactively build relationships





	

assertively protect yourself and others





	

build a distinctive reputation.








Wise Owl Know-how


[image: image]


These chapters will show you how to acquire the knowledge that you need to stay wised-up about the resources and opportunities available to help you network efficiently and, as a result, become even more confident. This is the shortest section of the book, but that doesn’t mean it will necessarily be the shortest in your self-help programme. It is essentially a guide to further learning and the resources you could access. How long you will need to spend on it will depend on how wised-up you already are in each of these following six areas:




	

where to connect





	

secrets of efficiency





	

how to help others





	

what helps organisations become well connected





	

how to keep learning





	

how to network strategically.








How you can make the most of this book


We suggest that you skim-read the whole book first and mark the sections that have particular resonance for you. Half the battle in any kind of learning programme is won when you know where to start and what particular areas you need to focus on.


Once you have done this, read the book again – this time slowly, over a few months. Give yourself time to do the exercises and try out the tips and practise the strategies. Unfortunately, you cannot develop confidence or networking competence just by reading a book. You must take a great deal of action as well. But if you do both, you will be surprised at how at easy it can be to become a super-confident networker. Once you are, you too can look forward to having a personal web of diverse and stimulating relationships that you will be able to turn to at any time in your career for advice and valuable connections. And, as if that wasn’t enough, a vibrant network guarantees that you will be less bored and have more fun and true friendship in your working life, as well as increased success and satisfaction.


Gael Lindenfield
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What networking is (and what it isn’t)


OUR UNDERSTANDING OF A NETWORK is that it is a web of relationships that have the potential to be mutually helpful and mutually trusting. When you are networking, you are either building or maintaining these relationships by interacting socially with others. In business networking these relationships can appear to be very similar to social friendships, but there are some underlying differences and expectations because of the potential for them to become commercial in some form or other. In chapter 11 of the Buzzy Bee Skills section (Proactively build relationships), we shall be examining this aspect of networking in some detail.


An off-putting misconception some people have about networking is that it is a ‘schmoozy’, underhand form of selling. It isn’t. Think of our Andalusian hill town as mentioned in the introduction. People there, as in other small, self-contained communities, do not use their network of social relationships to push their products or services on to each other. But useful commercial exchanges, working alliances and career tip-offs are continually happening within it. People have grown up knowing who does what and whom they can trust. Information about each other is also regularly updated and relationships strengthened because there are so many community activities. Furthermore, social chit-chit is a ‘compulsory’ prerequisite before the possibility of any deal is even discussed.


The best business and career networks function in basically the same way, even though their membership may span the globe. They all provide both formal and informal opportunities for the development of long-term social relationships between colleagues, clients and competitors. They encourage the sharing of personal and work-related information, which will build trust and facilitate the successful exchanges of goods and services whenever such needs arise. They also function as insurance against a rainy day. When you are part of such a strongly connected web of mutually supportive relationships (even internet-only based ones), you have a greater sense of personal security. You know that there will always be someone there to advise and help you meet unwelcome as well as welcome challenges.


These kinds of networks (the kind we want to help you build) are not arenas where hard-sells and manipulative marketing take place. Indeed this kind of behaviour would not be welcome at all. Experienced networkers know that it pollutes the very atmosphere that keeps their valued web of connections alive.


On the other hand, these networks are arenas in which people continually find goods and services that they want to buy, people they want to recruit and jobs and contacts they need. This is because they are a great resource of trusted information about people and what they have to offer. Members of such networks are transparently and continually on display to one another. You are expected to openly and honestly share your strengths, talents, skills, creative ideas and successes and give information about what you have available to sell. So, when any member has a need, they can quickly and easily access trustworthy advice, products and services.


Unconscious networking


It is important to be aware that networking and this kind of useful exchange of information about people can happen anywhere and at any time. It can even take place without any conscious effort on your part. For example, a chance encounter might ‘throw’ you together with someone and then a mutually rewarding relationship could simply evolve as you continue to have contact with each other. You almost certainly have this kind of network already, even though it may not yet be quite as good or as extensive as it could be. Consider this example. Gill, a florist, only a week ago, opened a new shop in an area she didn’t know. The illustration (overleaf) shows that she already has a potentially rewarding network, without even trying to build relationships. You can see that just through coming into contact with a few people during the last week, she has a web of contacts made up of people who know people. This network could help her to find new customers and be a great new resource for many people who have previously had to buy inferior flowers from the local garage.




[image: image]


Gill’s wide network after only one week in business arises from three contacts: her electrician, the lady from the sandwich shop next door and her first customer.


Strategic networking


Alternatively, you can build a network more consciously and purposefully, as you will be doing throughout this programme. As you read this book we hope that you will be actively seeking out people with whom you would like to connect and purposefully nurturing those relationships. You may do this in an ‘informal’ way by becoming more careful, focused and skilled about the way that you interact with people you already know or will meet in your everyday life. For example, if Gill the florist wants to establish more contacts, she could invite the local business community into her shop for an opening celebration or she could attend a church event and ask to be introduced to the flower arrangers. Once she had built relationships with these people she could then ask them for other contacts who might like to know about her new shop and set about building relationships with these people too.




Networking organisations


Additionally, Gill (like you!) could also make use of one of the growing numbers of special networking organisations or events that are specifically aimed at helping people widen their circle of connections. For example, she could join her local Chamber of Commerce, the local club of an on-line business or social network or her local Women in Management or Women in Business group. (You will find more suggestions in chapter 14 of our Wise Owl Know-how section.)


In the last few years, the expanding world of the internet has opened new opportunities for strategic networking: from email to discussion forums and instant messaging. Gill could create her own website or add her profile to the websites of local trading associations to make herself visible to a wider community. (You will find much more on this in chapter 10 of our Buzzy Bee Skills section.)


Creating a networking tree


Last year, a client sent us a wonderfully creative picture of his web of contacts drawn as a tree, which he called ‘101 Cappuccinos’. Mark had taken voluntary redundancy from his job and we advised him that his best hope of finding a new post was through networking. Mark took some convincing at first but then became a big advocate of networking and did the illustration to help encourage others. His tree illustrated the network he built, which eventually produced contacts that gave him the job he enjoys today. The names on the trunk of the tree were contacts that Mark already had. The others were contacts he made when he actively and strategically started to network. The ringed names were those that offered Mark opportunities. These were outside Mark’s immediate circle.


Why not try drawing a simple diagram or tree, as in the example on page 18, to illustrate some of your own contacts right now? Start with some of your own key personal contacts and then add branches for their friends and colleagues, and then the contacts all these people have and so on. We hope that you will be adding more and more contacts to your diagram or tree as you work through this book and begin networking more intensively.


What real confidence is (and what it isn’t)


In our experience, we find that many people also have misguided ideas about confidence in relation to networking. They think that the most confident networkers are the big talkers and charismatic leaders and innovators. It is a common assumption that they are the people you would see chatting animatedly to all and sundry in a room of 1,000 strangers. The truth is that highly outgoing networkers such as these could be confident, or they may not be. From our experience of having had hundreds and hundreds of confidential consultations with just such people, we know that it is likely that a fair number of the ‘big talkers’ in such situations will not be truly confident. Indeed, they may be inwardly terrified. They could be simply bluffing their way around the room, desperately trying to bolster up their shaky self-esteem by getting more and more people to like them or look up to them. (We are sure you would agree that this is hardly the best basis on which to build a mutually supportive network of long-term trusting relationships!)


[image: image]


Networking tree – inspired by Mark Pyman’s ‘101 cappuccinos’. (Circled names produced job opportunities.)


The most self-assured people in this imaginary room of 1,000 strangers could well be those interacting in the shadows of the limelight. They could have confidently chosen to stay glued to a corner and engage in deep oneto-one conversation with a carefully selected new contact because that is how they know they network best. In contrast, such people, although they may be considered ‘quiet types’, would not be driven by inner fears and personal insecurity. They would know what they want to gain from networking and have the self-belief and social competence to use the strengths of their introvert personality to build the kind of relationships they need.


True self-confidence develops when you are repeatedly successful while at the same time genuinely being ‘yourself’ and being the kind of person you can respect. Your successes can be large or small and your style of operating can be highly conspicuous or not. It can also involve great numbers of people or just a very few.


But having said how different confident people can be, there are some characteristics that they do share. Inwardly, they feel at ease with themselves and take pride in who they are and how they act – in spite of knowing they are not perfect. They know what they want and what they are capable of achieving and believe they will meet with success.


Externally, confident people radiate positive energy. They appear calm, in control and approachable and they communicate clearly and openly. They also directly ask for what they want and will unhesitatingly and effectively both promote and defend themselves whenever they choose to do so.


We are sure that you have felt and acted like ‘a confident person’ at least once in your life. This quick exercise will remind you how it felt. Read the instructions through and then close your eyes to do the visualisation.






	

Think of a time in your life when you faced a challenge that you knew you could meet and, indeed, you did. This could be at school, work or in your personal life. It doesn’t have to be a major one, but just one that you are proud of having risen to well. Relive it in your mind for a moment or two.





	

Imagine now that you have been asked to face a very similar challenge.





	

Visualise yourself talking to a group of unknown people and calmly convincing them of your proven ability to meet their demands.





	

While continuing to watch yourself confidently talking about this challenge, notice the feeling that you are experiencing.











That feeling that you have just recreated is inner confidence and some of the behaviours you saw yourself using were self-presentation and assertive communication, which are two of the key social skills that characterise outer confidence. When a person is consistently both inwardly and outwardly confident, we would describe them as a super-confident person. That is your goal!


Some people are lucky enough to have acquired some of the key ingredients of super-confidence quite ‘naturally’ on their passage through life. But, there are others who do understand how difficult being a confident networker can be. The shy business tycoon and self-promoter par excellence Richard Branson is a famous example. He has had to learn, as have thousands of others we know, how to be outwardly confident. Others have had struggles with their inner confidence and problems of self-belief.


So remember, becoming confident enough to network well may be harder for some than others, but it is never impossible for anyone – including you! Read on to find out how much you have to gain from becoming a super-successful networker.


The benefits of effective networking


We firmly believe that becoming a more effective networker will make a big difference to your working life. That’s why we wrote this book! If you tick any of the Yes boxes for any of the following questions you need to be a confident networker. If you aren’t, you will dramatically reduce your chances of having the working life you want. We hope that you will be further inspired and convinced by reading what some of the leading voices in the world of career development and business have to say on the subject.


Answer Yes or No to the following questions by ticking the appropriate boxes:




Do you want to change the direction of your career?


Yes [image: image] No [image: image]




‘The networks we rely on in a stable job are rarely the ones that lead us to something new and different… it is important to conduct our “role rehearsals” for our new working identity outside our usual circles because the old audience tends to narrowly typecast us.’


Herminia Ibarra,Professor of Organisational Behaviour at
INSEAD and author of Working Identity





After reading Herminia’s book a client of ours started to network. Previously he had been a very successful IT director but as a result of meeting new people his eyes were opened to different aspects of himself and new possibilities. He is now enjoying life as a school teacher.


Are you looking for a new job?


Yes [image: image]No [image: image]




‘Across all industries and age groups, 66% of professionals in transition secured re-employment through networking.’


Career Choices of People in Transition – DBM Report 2003





And we know that these findings are already out of date. Fewer and fewer jobs are being advertised and employers are relying more and more heavily on networking. This is not just to save money; they find that word of mouth referral is a more effective way of recruiting.


Are you keen to be promoted?


Yes [image: image]No [image: image]




‘What distinguished high performers were larger and more diversified personal networks than those of average performers. This is consistent with other research findings, in which more diversified networks are associated with early promotion, career mobility, and managerial effectiveness.’


Rob Cross and Andrew Parker,The Hidden Power of
Social Networks (HBS Press 2004)





Having access to a wide range of contacts beyond your immediate work circle is essential in a world that is becoming increasingly interdependent. It is now hard to be successful without a diverse network to amplify your own experience, skills and knowledge.


Do you want to reach the very top?


Yes [image: image]No [image: image]




‘Leaders who can’t network can’t lead effectively. I am always struck by the fact that most important business decisions have been made before the meeting by people talking and linking in with others who share their view.’


Derek Wood –London Centre for Leadership





We regularly see and hear these kinds of decisions being made at social networking events!


Are you seeking new ways to expand your
customer base?


Yes [image: image]No [image: image]




‘The best prospect is the client who has already dealt with you. The second best is the one referred to you by a client who has dealt with you previously. The third best is the one referred to you by another trusted professional or friend.’


Marilyn Jennings,author of Championship Selling





As we said earlier, networking isn’t a direct form of selling but it is an excellent tool for raising awareness of your products or services and establishing trust.


Do you want to set up a new business or
charitable project?


Yes [image: image]No [image: image]




‘For a start-up or small business, networking can provide a lifeline of support and business generation through benefits such as benchmarking; comparing and developing ideas; knowledge of best practice; staff exchanges; joint skills development to save costs; raising your business profile; generating business contacts and establishing overseas partnerships.’


Department of Trade and Industry (DTI) –Business Link
introduction to services





And we know that it works. A recent business initiative of one of our clients is a great example of the success we regularly witness. Kevin, owner of a new logistics business, found that 13 of his 16 major client assignments came from his networking contacts. Similarly, we have seen many charity fundraisers successfully tout for support over a glass of Chardonnay!




Are you searching for investors?


Yes [image: image]No [image: image]




‘Having recently entered into the world of venture capital, I have been struck by the considerable extent to which industry relies on networking.’


David Gilbert is the former chief operating officer of Dixons
Stores Group and managing director of Waterstone’s Booksellers.
As well as pursuing his venture capital interests, he acts as an
adviser to the Arts Council.





Here is an inspiring example we saw reported just today on the net: ‘Oxfordshire Investment Opportunity Network raised £12 million for more than 40 innovative ventures over the last 3 years.’


Are you looking for partners with whom to forge strategic alliances?


Yes [image: image]No [image: image]




‘Effective networking at both the personal and business to business (B2B) level is a critical competency for today’s leading business executives. It allows them to build adaptable and flexible communication/influence structures which are resilient to change and valuable sources of innovation through diversity.’


Mike Nevin,founding chairman of the Association of
Strategic Alliance Professionals (Europe) Ltd





When we decided to look for people to partner up with us to build a new Confident Networking business, our first thought was to explore the potential of both our networks. Through contacts of our contacts we found interested people within days.


Do you need to insure your career against
a ‘rainy day’?


Yes [image: image]No [image: image]




‘Networking is income insurance. It is also employability insurance and I believe emotional health insurance and spiritual insurance… you pay your health insurance premiums every month that you aren’t sick. Networking is no different: you pay your premiums by making your 1,000 meetings.’


Thomas Power,chairman of Ecademy business network


Networking is one of the most important means by which you can take responsibility for your own career. It is very gratifying for us when ex-clients who have once been through a career shock let us know they are not sitting on their laurels ever again and are still networking in earnest.


We hope you ticked a few of the ‘Yes’ boxes and are now also inspired to work hard at becoming an energetic, super-confident networker. We will now move on to show you how you can be as inwardly confident as Cool Cat, as outwardly confident as Buzzy Bee and as knowledgeable as Wise Owl.












PART ONE
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Cool Cat Qualities


[image: image]


In this section we will show you how to build and maintain your inner confidence. You will be working on developing the six key personal qualities that Confident Networkers commonly share. Just like our Cool Cat, they don’t doubt their right to be noticed and respected because they like and value themselves. They have a great sense of personal balance, which gives them the poise to be able to assess opportunities calmly and pounce when they need to seize the moment. They also have the courage to hunt for what they need while ensuring they still have plenty of time to lounge luxuriously and recover their personal poise and appeal after a setback. Finally, they are also sensitive to others’ needs and will even generously share their favourite cushion.
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Sound self-belief


SELF-BELIEF IS THE HEART OF inner confidence. It’s the psychological quality that pumps the very essence of life energy into us. Without it, our primitive urge to survive and thrive is weaker. If you network while your self-belief is shaky, you could be undermining the potential of all your strengths, skills and achievements, for the following reasons.


Firstly, you will play too safe. You will probably narrow your field of vision to people you already know. Or, to avoid getting rejected, you could stick to talking to the small minority who are so nice that they wouldn’t give a brush-off to a fly sitting on their nose.
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