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Praise for Your Network Is Your Net Worth


“Be authentic, follow your passions, nurture relationships, and use technology to improve and accelerate your connections. This is a great read with insightful stories and lots of practical tips. Not to mention that Porter has executed this, not just talked about it.”


—Gary Vaynerchuk, author of Crush It! and The Thank You Economy; founder VaynerMedia and Winelibrary.tv


“This book could not have come at a better time. Today, when our networks are more valuable than ever before, Porter offers the tools that will help us tap into our connections in a way that effortlessly brings exponential returns to our lives and relationships.”


—Randi Zuckerberg, CEO and founder of Zuckerberg Media


“In a time when we all need to learn how to unlock our human potential and make meaningful connections, Porter masterfully articulates the pathways. This is a must-have-read.”


—David Mayer de Rothschild, British adventurer/environmentalist and author


“Like a modern-day Dale Carnegie, Porter unpacks the power of connections that will help all of us unleash the full potential of our professional careers and personal lives. This is the book I wish I had at the start of my career!”


—Eric Ryan, cofounder of method


“In a connected society, we are defined by what we say, what we do, and who we know. As in the real world, social capital is now the measure of one’s standing in these digital communities. Porter Gale explains how each of us can more productively contribute to this social economy.”


—Brian Solis, digital analyst, sociologist and best-selling author


“Look at the names on and in this book. Porter’s title isn’t just a cute quip; she’s built a priceless collection of friends, colleagues and contacts using it as a mantra, and so can you.”


—Ryan Holiday, director of marketing, American Apparel


“Porter’s book defines one of the most important and critical missing components of the digital age. That no matter how advanced or powerful or connected our digital equipment is, at the end of the day we are human, and that in itself is the most useful tool we have to create the world we want to live in.”


—Nick Graham, founder of Joe Boxer


“Porter’s a connector. In fact she’s introduced me to more people than I can count. Her book includes the recipe and the secret sauce for networking.”


—Michael Mina, celebrity chef and owner of eighteen restaurants


“Finally, someone has offered real, practical advice on how to grow and flourish as a person amongst all the social technology that surrounds us. Your Network Is Your Net Worth is a must-have guide to success in today’s connected world.”


—Courtney Buechert, CEO of Eleven, Inc.


“They say it’s who you know, not what you know. While this is not entirely true, your network is in fact a crucial tool in advancing toward your own personal goal line. Porter’s advice is built on real-life success. Your network is your net worth.”


—Jason Felts, CEO of Virgin Produced


“Wonder how to ‘be’ in social media? First you have to know who you are. Candid yet caring, Porter Gale unlocks the secret of social media success by sharing a core truth: It’s what you give to the experience that determines what you get. With Porter’s counsel, you’ll learn how helping others—people, issues, products—in whom you truly believe will develop a rock-solid foundation for your own social media brand.”


—Lisa Stone, cofounder and CEO of BlogHer Inc.


“Want to bring value to the people you connect? With currency, credibility, and unvarnished honesty, Porter creates a brilliant model of networking for a meaningful purpose. Relating stories of personal challenge while driving efforts at some of the world’s most valuable brands she derives and shares hard-earned tools that anybody can put to work.”


—Jennifer Aaker and Andy Smith, authors of The Dragonfly Effect


“In a noisy and busy world, Porter’s book helps you focus on the opportunities that matter and act on them. Her advice comes to life through her own fascinating anecdotes as well as in interviews and stories with the key players of Silicon Valley.”


—Bill Clerico, CEO of WePay


“This book is a must-read for anyone who wants to thrive in today’s connected culture. Networks are exponential, and networked people are exponentially successful.”


—Jon Bond, marketing thought leader and cofounder of Kirshenbaum Bond Senecal and Partners


“A thoroughly absorbing and enjoyable book that challenges the contemporary conventions of networking, while leaving the reader wanting more. This book makes one thing abundantly clear: Porter Gale is a renaissance woman whose literary vision is as dynamic and impactful as her entrepreneurial track record.”


—Tomorrow Knight (aka @2morrowknight), social media specialist


“I’ve seen Porter rise and network herself from a junior account executive to one of the most well-respected advertising executives in the United States. If you want to know how to connect your way to success, read this book and start increasing your net worth!”


—Richard Kirshenbaum, CEO of NSG/SWAT, author of Madboy: Beyond Mad Men and Tales from the Mad, Mad World of Advertising; and cofounder of Kirshenbaum Bond Senecal and Partners


“Porter highlights the significance and value of strategically building your network to improve your personal and professional prosperity.”


—Jeffrey Hayzlett, global business celebrity, bestselling author, CEO of The Hayzlett Group


“This is the first book that addresses the ‘me’ in social media. Porter is one of America’s most successful creative thinkers, and in this generous book full of inspiring stories and easy-to-follow tips and exercises, she teaches us all how to think like marketers and how to build more productive lives filled with purpose, passion, and creativity.”


—Patrick O’Hara, founder of Table Consulting
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Foreword


Appropriately, I met Porter on Twitter. We initially connected through a project for Virgin America and then I started running into her at book signings, speaking events, conferences, and fund-raisers. She once brought a busload of people, in a ride looking like a roving disco, to a benefit for the 49ers Foundation, and my wife and I joined her group. She brought her mom to an event at our house and somewhere along the way we became friends.


With her energy and gift for making meaningful connections, it makes perfect sense that Porter’s book is about networking. This book isn’t a rehash of stuffy, old-world networking ideas. It’s about sharing passions and sensibilities to create authentic, enchanting, and long-lasting connections. Porter’s book touches on the ideas that I’ve embraced in my writing: Be kind. Be passionate. Be enchanting.


Your Network Is Your Net Worth will show you how to establish, grow, and strengthen your connections with others—both online and offline. It is both a primer and a storybook, which will inspire you with amazing stories of well-known business icons and everyday people who have transformed their lives through networking.


In these pages you will learn how to use the best available tools and methods to help you achieve remarkable results. Enjoy!


Guy Kawasaki


Author of Enchantment and former chief evangelist of Apple





Introduction


Chances are that if you are reading this book you are currently in a process of assessment. You may be facing a challenge—a career interruption or transition, a new life stage, or perhaps a financial difficulty—that you are trying to overcome. Or you may be working toward a specific goal in your personal or professional life and need to find the missing link that will take you into the final stretch.


If you are one of the millions who are aspiring to do better—in work, relationships, and financial growth—you have probably found that the process of assessment is a constant companion, and making a change in one area of your life inevitably calls for an evaluation of others. I have gone through this process enough times, during career moves and relationship bumps, to know that in order to make a positive change you need to have a sense of your overall net worth. And by “net worth,” I don’t mean the status of your financial accounts.


I believe in the power of social capital to improve your productivity, expand your professional options, and raise your overall quality of life. I believe that seeking out and working in collaboration with others who share your interests and values will provide a stronger foundation, enabling you to reach a higher level of success than you would on your own. I believe in the power of connections, not just between people but between passion and productivity, between value and profit, between authenticity and purpose, and ultimately between your heart and your wallet. Therefore, I believe that your “net worth” will be based not on the size of your portfolio but on your ability to define and stay true to your passions and values and that working with other people who share them will allow you to build a strong and enduring interpersonal safety net that will carry you through any financial calamity to greater output and personal fulfillment.


In Your Network Is Your Net Worth, I will show you how to unlock the hidden power of connections. And I will show you why your social capital, or your ability to build a network of authentic personal and professional relationships, not your financial capital, is the most important asset in your portfolio. I will show you why your net worth should be measured based on relationships, happiness, productivity, and job satisfaction and not solely in dollars and cents.


I will explain why strengthening and growing your network is the fastest way to improve your real net worth. For years, net worth was a quantified number or a collection of assets. In Your Network Is Your Net Worth, I will show you why investing in your network is the new model for improving your real net worth.


This kind of worth—wealth as interpersonal creative riches—is at the heart of my approach to networking. Fortunately, the postindustrial, information-age economy that has so profoundly altered the way we build our worth has also provided us with countless new tools to do so. In this book I will show you how I, along with other entrepreneurs and business leaders, have used these tools creatively to build our networks to achieve happiness, success, and true wealth.


In Your Network Is Your Net Worth, I will give you clear steps, tools, and ideas to use to build and grow your network. The process of connecting to like-minded people for pleasure and profit, though timeless in concept, has, since the rise of information technology, altered dramatically in methods and potential. The days of mandatory reading of the daily newspapers or bestseller lists to impress someone at a cocktail party, sharing the latest office gossip to bond with a colleague, or controlling your subordinates as you claw your way to the top are past. We’ve entered a new era where shifting cultural values and improved technology enable us to network in vastly improved, more focused, and more enjoyable ways that are more in tune with our personalities and passions.


The old way to network involved climbing a ladder while pushing others down or to the side for individual benefit. The past was about competition, pursuit of materialism and “keeping up with the Joneses.” Networking was all about your position in the game and the number of degrees on your résumé or titles placed after your name. This process worked for some people, to be sure, but not for most. Thankfully, networking has evolved from a transactional game into a transformational process. It’s not just about “who you know,” it’s about “who you are becoming as a person.” The new way to network and build your true net worth is about charting your own course, living life based on your passions, and being the best you can be. In today’s world, what’s important is no longer about power plays but more about what you value and how—and with whom—you want to get there.


Another reason that having a strong network is important is that how we work, along with the role of the employer, has been completely transformed. Globalization, changes in digital technology, and a wavering economy have made tens of millions of corporate positions more contingent and less secure. A 2010 Deloitte survey found that nearly half of all employees say a loss of trust in their employers will cause them to look for a new job when the economy improves. What’s more, between 1999 and 2010, the share of workers who said they were satisfied with their job dropped from 59 percent to 25 percent. The reality is that no matter how much you like your job or your company, you can, at any given time, be forced into unemployment.


With few workplace guarantees, it’s important to recognize your best path to job security is yourself. The more adaptive, flexible, and agile you are, the more you’ll succeed. Look internally, not externally, for happiness and job security. Build your skill sets, improve your network, ask questions, and don’t assume that others will take charge of your career.


There is a bright lining to the new model of networking, employment, and globalization. Millions of determined professionals are now creating and fueling a dynamic and innovative new culture of entrepreneurship and virtual teams free from the constraints of the old corporate culture. In Your Network Is Your Net Worth, I will share stories that demonstrate how technology has accelerated how we connect and reduced the degree of separation between people. Whether you are excited or discouraged by the bewildering array of social media choices, Your Network Is Your Net Worth will illustrate how and why technology and social media can help improve your networking productivity and how you can use them wisely.


When I learned to express my own voice and started using today’s tools, I broke through to a new level of creative productivity. Having confidence in who we are and why we matter prepares us to actualize more of our potential by creating a complex, rich web of relationships. These possibilities are richer than ever before in our globally linked, mobile world.


In Networking Smart, Wayne Baker states, “The term networking elicits strong feelings, positive and negative; some people swear by it, others swear at it.” The approach you’ll learn in Your Network Is Your Net Worth throws many of the existing ideas about networking out the window. If you are willing to focus first on your passions and purpose, I will show you how to reorganize your networking methods, as well as your entire life, around your true beliefs. When you do this, you will discover the kinds of lasting relationships, personal transformation, and, ultimately, tangible wealth that are the only foundations for happiness and success.


If this approach seems overwhelming or foreign, don’t worry. Most likely, you are adapting to the digital and social evolution and you can thrive with a values-based, transformational approach to networking. The core of the approach is looking inside first, outside second. This approach to connecting should not feel like work; instead, it should be life-enhancing and collaborative and ultimately bring you joy and greater prosperity.


Connecting with others with similar values and passions can also increase your feelings of happiness in most cases. An article in Scientific American titled “Your Brain on Facebook: Bigger Social Networks Expand the Size of Neural Networks” by Gary Stix noted, “Lots of ‘friends’ drive the growth of gray matter in areas linked to processing social information.” James Fowler, a professor at UC San Diego, stated in an interview with NPR, “We find that people at the center of the social network tend to be happier . . . . We think the reason why is because those in the center are more susceptible to the waves of happiness that spread throughout the network.”


Connecting and building my network have changed my life. Because of the lessons I’ve learned, I have more friends than I ever imagined possible. I have thousands of Twitter followers and unlimited business contacts, and I’m more productive than ever. What happened? I turned my weaknesses into opportunities for personal growth. I built my personal brand and started sharing my opinions.


If you are thinking “I’m not like you” or if connecting overwhelms you, you’re not alone. Networking wasn’t always easy for me. When I was younger, I used to hide behind a wineglass and would avoid gatherings if I didn’t feel perfect. In my twenties, I’d stare glassy-eyed at Lifetime docudramas for hours on end, a cone of Ben & Jerry’s in one hand and a cocktail in the other. But then I began to change my life. When I hit thirty, I started first to identify the habits of mind and actions that were holding me back. With self-reflection, practice, and focus, I learned how to authentically connect and build my social capital.


In my story, the straw that broke the camel’s back was a heated argument with a boyfriend at a Halloween party seventeen years ago. I was drunk. He was late. What happened next included an argument, and the end of the night wasn’t pretty. At that point, I did a lot of soul-searching. I went to therapy, and I made changes. It wasn’t always easy, but it’s always been worth it. I had to first learn to value myself and understand the importance of my interests and passions. I had to turn off the docudramas, and I dropped the cocktails. You don’t necessarily need to toss out your Jack Daniel’s to sharpen your connection skills, but you must understand what is holding you back, because if you’re not where you want to be, an honest assessment of the reasons why should come first.


Your path to transformational networking may not be as dramatic as mine, but chances are you’ll relate to some if not my entire story. Your Network Is Your Net Worth details the lessons and skills I have learned on my journey and in twenty-plus years of work experience, rising from an intern to the general manager of an advertising agency and from my post as vice president of marketing at Virgin America to an in-demand consultant and writer. In addition to my own experience, in this book are inspiring stories about a twenty-year Internet entrepreneur, a military wife, a film director, a young woman battling leukemia, a philanthropist, the CEO of a Major League Baseball team, a politician with dyslexia, a celebrity chef, an art gallery owner, and more.


In Your Network Is Your Net Worth, you will learn how to (1) develop a transformational attitude, (2) build a values-based team, and (3) cultivate fields of creativity. I hope my book and my approach to networking will inspire you to transform the way you make connections and help you thrive for years to come.


In the first part, I will show you how you can transform your networking by developing a transformational attitude. It introduces five core concepts: finding an authentic foundation, defining a purpose with the Funnel Test, networking with positive productivity, having a Give Give Get attitude, and the benefits of shaking it up. This section focuses on strengthening your inner confidence and self-esteem so you can nurture stronger values-based relationships.


In the second part, you will learn about building a values-based team. It introduces four concepts: using three degrees of separation, building your core circle, identifying power pockets, and connecting with hub players. This part details how technology has changed how we communicate, exponentially raising the rate of our interactions and reducing the degree of separation between connections. It shows why unlocking the power of connections is not a solo pursuit but one where you can benefit from understanding the dynamics of your core and secondary relationships.


The final section of Your Network Is Your Net Worth includes four chapters designed to help you cultivate fields of creativity, thus transforming your networking success. This section shows how everyone is a producer, the power of reaching critical mass, the ask, and how to know what is most important, your head, heart, or wallet.


I hope Your Network Is Your Net Worth will help you find the happiness, focus, prosperity, and success that I have found. Whether you’re looking to improve your connecting skills or secure a new job or just want to understand the benefits of social media, this book is filled with stories, exercises, and tips to help you flourish in today’s evolving world. Remember, building and strengthening your network will help you improve your happiness, productivity, and true net worth. In this global, networked economy, don’t let your social capital lie dormant. Reinvest it!





Part I


Develop a Transformational Attitude


The privilege of a lifetime is to become who you truly are.


—C. G. JUNG





1


Find Your Authentic Foundation



To Discover Where to Go, Know What’s Holding You Back


Transform your networking by assessing the thoughts and behaviors that are holding you back. Do you need to break a habit or routine? What is keeping you from connecting or reaching your goals?


On a spring day in 2012, a former coworker named Jennifer Larson and I met at an Italian eatery to chat about life and business. With a smile she said, “The old Jen smoked, and her job was to clean the crap, including Cheetos, out of people’s keyboards when their PCs were stuck. The old Jen went to bars wearing jeans two sizes too big and oversized shirts and a pager on her belt. The new Jen is a runner, has a great marketing job at Visa, and is working on her own start-up.”


To put it mildly, Jen’s transformation has been remarkable. I first met Jen five years ago, when I poached her from the IT department at Virgin America. We shared many closed-door discussions about career paths and job titles, but ultimately Jen’s success resulted because she eliminated the barriers that were holding her back and defined her passions. Now Jen networks confidently, builds relationships, and works on projects that just several years ago were beyond her wildest dreams.


She explained, “I was always the principal’s daughter. In college, I had freedom, there were cute boys, lots of beer, and I worked hard but not hard enough. I decided that the first class I received an A in would be my major. I ended up graduating in management information systems.” After college, Jen took a job in IT at Frontier Airlines, where she was going to stay for six months. “I left seven and half years later. I was working too much. I didn’t take care of myself, and I didn’t feel good mentally. My path didn’t feel right.”


Next Jen joined the start-up team at Virgin America. “There were all these displaced people. It was a wild ride. I was still in IT and used smoking as a way to network with the guys and to get answers. But I felt my situation still fell short of my expectations for myself,” she told me. Just after the launch, Jen joined my team in marketing. “I noticed people were a little edgier, put together, and I was forced to be social on many of my projects. I put down the cigarettes, signed up for a half marathon, and decided there was no reason for me to treat my body that way again,” she explained. Her focus on fitness continued, and she did a race “where I ran 13.7 miles, climbed two peaks in Squaw Valley, jumped headfirst into an ice bath, climbed through mud, and did an obstacle course.” Jen realized, “I was sleeping better. I felt like I fit in. I was energized, and I think endorphins had a role.”


After five years at Virgin, Jen left for a new position to spread her wings. “In hindsight, I realize how great my experiences have been and how much I’ve learned. I now have balance, and I’m even working on a start-up outside of work.” She shared the story of calling a past coworker, Sarah, for brunch. “We talked for three and half hours about innovation and business.” The next day the contact sent Jen an invitation to a Harvard Business School Business Plan Contest where people were pitching business concepts for funding. “I put on a black wrap dress and grabbed a yellow purse. It was a color that gave me confidence and helped me stand out. I kept my head up, made eye contact, and had a goal to talk to at least five people,” she said. She left the event with numerous business cards and later connected with new contacts from the event. “Now I always talk to people and ask for help. The worst thing that can happen is that they can say no,” she told me with a smile.


Your Network Is Your Net Worth is about Jen, about me, about you, about your friends, and even about your neighbor. Your first step in this new way of networking is to assess and define the barriers that are holding you back. Jen put down the cigarettes, picked up running shoes, and found a confidence within that gave her the strength to shed the limits of her old identity.


In the old model of networking, Jen might have stayed in IT and focused her sights on climbing the rungs of her department ladder. The goal of old networking was a transactional meeting, not a transformational process. For example, career growth happened when a superior left the company and vacated a seat, not because of personal growth. If the wait for a promotion was too long, one might have dusted off a résumé or tried to make a move. The new model of networking, as in Jen’s story, is based on a foundation of self-discovery and the pursuit of long-term relationships based on shared values and mutual interests and not on changes happening at your office or with superiors.


In the new model you connect via values and interests—not job titles—to build stronger, more productive, and more relevant relationships. In fact, job titles are often irrelevant. Today’s intern might be tomorrow’s CEO. As a result, it’s very important to treat people respectfully and do your best not to burn bridges.


Consider my connection to Dennis Crowley, the founder of Foursquare, a location-based mobile company with more than a hundred employees and millions of users around the globe. When I met Dennis at a conference in Tahoe, I learned that we had overlapped working at the same advertising agency. As he described it, “I read the Snapple fan mail and was the first new media hire in the New York office.” I was the general manager of the San Francisco office right around the same time. In the age of transformational networking you are more likely to run into someone you’ve worked with under unpredictable circumstances, so always remember to treat your contacts as equals and respectfully.


In this chapter you will take an inventory and assess the barriers that are holding you back from achieving your personal and professional goals, a process I call creating an authentic foundation. If you’re like me, finding your foundation will require some moderate shifts in conduct and planning. Other changes may be larger and more complicated as you remap attitudes and behaviors that require renewed attention, focus, and self-awareness. Through the process, you will develop a list of your potential barriers. If you have a long list, don’t worry. Just focus on one at a time.


Common challenges include addiction, loss of self-esteem due to unemployment or taking time off to raise children, fear of change, feeling anxious over one’s physical appearance, financial problems, social awkwardness, and so forth. Addressing them will help you experience positive change and make connecting with others an easier and more enjoyable process. Before we begin, I want to share a bit about my background and some of the barrier breaking I did to get where I am today. My barriers included:


• Using alcohol for escape


• Having feelings of being “less than”


• Never asking for help from others


• Battling periods of depression


I worked hard to break those barriers, and you can break yours too. To give you a little more background, I’m a regular girl who was born in Minnesota to a probation officer mom and an industrial designer dad. Neither of my parents talked about networking or the power of relationships. My mom was fanatical about sending thank-you notes and always said, “Education is important,” but we never talked about the value of people in your network or how to make it in a competitive world.


My parents divorced when I was five, and my mom married a man who spent most of his time in his La-Z-Boy chair. My own dad, when I saw him, sat, day after day, at a drafting table drawing oddities. He was creatively content but not financially focused. He had a penchant for patents but died without a dime. He designed toy building blocks, a floating calf feeder, a swivel chair, a snowplow, and a plastic device you could put on a motorboat so your beer wouldn’t spill.


Thanks to my mom’s frugality and a grandfather who did well in business, I was able, at the age of eighteen, to move east to attend Boston University. If you are one of those people whose friendships date back to college or if you’re the first to sign up to attend your high school reunion, that’s not me. When I was younger, my world was small. I wanted to break out, but I had an overwhelming fear of meeting new people and always felt inadequate in some way.


Academically, I did okay, but I wasn’t a superstar student. I wasn’t an athlete. I wasn’t skinny. I wasn’t Jewish. I wasn’t Catholic. I didn’t know where or how to fit in. Rather than asking for help in college, I simply stuck to my arbitrary goal of finishing in four years because I convinced myself that this was what everybody did and if you didn’t you’d be seen as a failure. The idea that my potential classmates might support me or that I could support them in the future didn’t occur to me.


It’s hard to say why I had so many barriers, but I’m quite sure a history of alcoholism ran in my family. Growing up I also recall some chaotic times: there were multiple divorces, our house burned down, fights erupted between my two older step-siblings, I became a regular underage drinker, and the entire family used the television to escape. That aside, I believe strongly that every situation provides an opportunity for learning. Without the barriers and hurdles, I might not have taken the inner journey to find my true self.


In the past, I didn’t have the self-awareness to realize that I was the one holding myself back. My barriers were self-inflicted and self-perpetuating. Pouring out the cheap chardonnay was the first step to removing a barrier that stood in the way of my ability to connect to others and to be the architect of my own happiness. I went through many years of self-discovery during college and beyond, deliberately doing a lot of barrier breaking over the years, and my life has changed dramatically because of that.


Another barrier that I’ve worked to overcome is a mind-set of “feeling less than.” I recall a time when I dated a journalist who had a charming habit of reading the dictionary and putting a red dot near every new word he read. But charm aside, his literary book club friends intimidated me. I convinced myself that he and his friends were smarter than I was. If I could turn back the clock, I would see a book club gathering as a perfect opportunity to learn about unknown authors or topics. If you change your perspective, overwhelming situations can be transformed into learning opportunities—as it was for me back then, but I didn’t see it that way. Now when I experience negative thinking, I take a walk, read, or lounge in the bath, which helps to reset my point of view.


Or perhaps you can identify with a story shared by Matt Van Horn, an executive at the social media company Path. Several years ago, Matt had just moved to the Bay Area and he attended a networking happy hour. “I remember feeling very shy. I felt like an outsider,” said Matt. He called his wife and said, “I want to come home; I am not enjoying myself,” and she said, “Get out there and meet people, have a glass of wine, and don’t come home until you have ten business cards.”


Matt followed his wife’s advice and started approaching people. By the end of the night, he had ten cards in hand and four follow-up meetings planned. He didn’t let his inner voice hold him back, and he turned what could have been a missed opportunity into a valuable evening.


Regardless of if you want to make major or minor shifts in your networking, it’s important to learn to work outside your comfort zone and explore uncharted situations. Take action, start a conversation when you’re feeling uncomfortable, or ask someone to join an activity: the results may happily surprise you.


Step 1: Assess the barriers that are holding you back.


In Step 1, you will complete three exercises. The first is an exercise called “old conversation/new conversation”; the second is creating a “barrier list”; the third is sharing your list with a trusted friend or adviser.


Throughout Your Network Is Your Net Worth, I provide optional “tune-up tips” that you can do at your leisure. There are also sample exercises in Chapter 14 that have been completed by others who are looking to build or improve their networks. These can be reviewed for direction as you complete your steps and exercises.



Exercise 1: Write your old conversation (old self-perception or attitude) and new conversation (desired self-perception and attitude).


Begin your journey toward authenticity by completing the exercise we call old conversation/new conversation. Your “old conversation” consists of any negative thinking or attitudes you’d like to remove. Ask yourself, “What is holding me back from meeting new people and breaking out of my routine and limitations?” Grab a journal or a notebook and write down any negative statements that come to mind. It may seem odd to write down your thoughts and feelings, but do not worry—there are no right or wrong answers. Consider these examples of old conversations:


• I don’t want people to feel sorry for me.


• I’m not good (smart, pretty, etc.) enough.


• I don’t know what to say.


• I don’t have the right experience or training.


• I don’t have time or money to meet people.


Writing down fearful and anxiety-provoking thoughts helps us become conscious of and identify hardwired reactions that feed our negative self-talk; by writing down those fears, we become more aware of their origins and their effects on us. By talking to others about a negative issue, setting a positive goal, and working toward that goal by tracking our actions, we introduce behavioral change.


Then, when you’re ready, shift into a new conversation. The “new conversation” list should focus on your positive qualities and aspirations. Ask yourself, “What qualities do I have or want to have that will help me meet people and expand my opportunities for change?” Write down your positive current and desired new conversations, desired attitudes, or desired behaviors, such as:


• I’m a great conversationalist.


• People like being around me.


• I have insights and ideas that can help others.


• My life is full of relationships that bring me joy.


• I deserve and am worthy of making new connections.


The next exercise in transformational networking involves taking an inventory of wasteful behaviors that soothe your pain in the short term but mask the underlying challenges that expand over time. Consider Jen’s smoking or my drinking and how our addictions limited our ability to connect and network with our peers. The first step we both had to take was to acknowledge those habits as barriers. There are two types of barriers: those that you can change and modify on your own and those that may require more work and guidance from others. Before you make your list, here are some true stories of individuals and the barriers they overcame to reboot their lives with authenticity.


Addiction: From Homeless to Helpful, the Power of InvisiblePeople.TV


From 1990 to 1994, Mark Horvath was on the production side of the television business, responsible for getting Wheel of Fortune and Jeopardy to your television set. “I never met Vanna White, but I had a good job. But after twenty years of bad decisions and drinking and doing drugs I ended up homeless on Hollywood Boulevard.” Prior to losing his job, Mr. Horvath was the director of distribution services at Starcom Television Services. He managed a film and video vault, was in charge of a fleet of drivers, and managed a duplication lab. Mr. Horvath, who is known on Twitter as @hardlynormal, related that after he was let go, he ended up homeless in front of Grauman’s Chinese Theatre, with his six-foot iguana named Dog on his back. “I was suicidal and scared. It’s hard to describe the hopelessness I felt. My head was buried in my hands, and my elbows were on my knees. I thought I’d have to deal drugs, beat up little old ladies and take their purses, or turn tricks. I never wanted to be homeless.”


Mr. Horvath added, “At that moment, a bus of Asian tourists circled me and asked if they could photograph Dog. Without looking up I said, ‘For a dollar,’ and they all held out dollar bills. And after that, that’s how I survived. I became the Lizard Man of Hollywood Boulevard. It was crazy.”


Soon after, a church took Mr. Horvath in, and he lived there for eight years throughout his recovery. He went to Alcoholics Anonymous, to church, and back to school to study psychology, all of which helped him rebuild his life. He said, “I was a garbage head. My favorite drug was whatever you had. I’d swallow the pills and then ask what they were. After I got sober and I went from being homeless to having a credit score of 780, it was amazing.” But in November 2007, Mr. Horvath lost his job when the recession hit. “I was hurting, depressed, and scared I’d be homeless again. Then I saw this book called Finding Grace that was filled with black-and-white photographs of homeless people. I thought, ‘I could do that.’ I always say, ‘Don’t waste a crisis,’ so I grabbed an old camera and started a video blog on homeless people.”


At the time, Mr. Horvath was looking for employment but kept focused on empowering homeless people in his blog InvisiblePeople.TV. “It helps me, and it helped put my problems in perspective. Then I started using Twitter to bring people with me on my journeys. I was eating dollar pizzas from Ralph’s, getting feedback from people, and the miracles started to happen,” he said.


In Baton Rouge, a tugboat operator shared a story about fifty homeless kids without shoes, and donations of shoes poured in. In Arkansas, a farmer donated forty acres of land that is now used to feed 150 people a week. And in Calgary, a fifty-eight-year-old homeless man with cancer was reunited with his family and spent his last thirty-three days with them before he passed away. Mr. Horvath now works at a homeless shelter during the day and works on his blog and video efforts in his spare time. He’s also a frequent speaker, was invited to provide a keynote speech at the Geneva Forum on Social Change, and his efforts were featured on the YouTube home page. I asked Mr. Horvath why he believes his efforts have made an impact. “I try to give people my positive intention,” he said, “and I share stories in an authentic way. I don’t look at the people as homeless; I look at them as friends.” He added, “No matter what is going on in my life, if I’m of service things stay in perspective.”


Mr. Horvath has also turned down lucrative work. “I don’t want to sit at a desk if I can help people get off the streets. Everything matters. We need to be human, be real, and treat every day like it’s the Super Bowl. I’ll keep doing this until the day it stops having an impact,” he said.


Mr. Horvath addressed the barriers that were standing in his way and built a network and community to support his passions and purpose.


Self-Limiting Thoughts: Raise Your Bar, and Don’t Let Age Be a Barrier


Suhail Doshi’s story is radically different than Mr. Horvath’s, but it also demonstrates how our own thinking or actions are often our greatest barriers to success. In 2006, Mr. Doshi enrolled at Arizona State University and started working on an undergraduate degree. “I went to ASU because it was cheap and I didn’t want to burden my parents. My assumption was that the undergraduate school you attended didn’t matter. I’d get good grades and then would try to get into Stanford to get a master’s degree. I figured I’d be an electrical engineer, would get an entry-level job at Intel for $90K, and would work my way up from there.” But immediately he knew that ASU was the wrong environment for his studies. “My assumptions were my own barriers, and I started to realize that I had set my bar too low. People around you can perpetuate your beliefs, but you can do anything if you’re ambitious and work harder.”


In August 2006, Mr. Doshi read a BusinessWeek cover story called “How This Kid Made $60 Million in 18 Months.” The story concerned the Internet entrepreneur and Digg.com founder Kevin Rose. In that moment, Mr. Doshi reset his bar and decided, “I want to do that. It was a wake-up call. I didn’t want to sit in front of a computer all day, I want to build things.” He described how he would rush through his homework “as fast as possible” so he could work on his passion projects. While in school, he said, “I made every mistake I could, and I cared about stupid things. Sometimes I dropped projects too soon as I was trying to chase a gold rush. I learned that execution is everything and commitment means a lot.”


He also learned that there was an inverse correlation between the number of projects he was launching and his grades at university. “Indian parents don’t like you getting Cs and Ds; my parents were supportive, but my grades were dipping, and it was really depressing.” Mr. Doshi kept building projects and launched everything from a site he described as the “Wikipedia of opinions” to apps called Super Fortune Cookie! and The Verb.


In May 2008, his career took a fateful turn when he interned at Slide, a company founded by Max Levchin, the former CTO and cofounder of PayPal. “At Slide, I wanted to test if the world would reward hard work or if life is really political and bureaucratic,” he said. Over time, Mr. Levchin started to take notice of the work Mr. Doshi was doing with a product manager named Adora Cheung. “One day at an all-hands meeting, Max said, ‘You should take a look at Slide TV and see what Adora and Suhail are working on.’ I realized he was taking notice,” said Mr. Doshi. Over the course of the internship, Mr. Doshi pitched several ideas to Mr. Levchin, and he learned that they both found joy in “cracking applications and breaking games” and that they both knew a low-level programming language called Assembly. “He became my biggest mentor. I’ve learned a lot from him, and he’s always there for me,” added Mr. Doshi.


In 2009, Mr. Doshi turned down a full-time opportunity at Slide and decided to take a leave from university. He launched an analytics platform for Web and mobile called Mixpanel, where he now employs thirteen employees, has raised $11.75 million and is running a profitable company. “I started this company when I was twenty. I wasn’t of legal age to drink, but it felt natural to start a business. I had nothing to lose, and my confidence built over time. I try to empower people and delegate, and I know interns are valuable. You should never think you’re better than them, since soon they might be running a company.”


Mr. Levchin is an angel investor in and adviser to Mr. Doshi’s company. “I think Max is the best angel investor in the Silicon Valley; if he invests in you, he’ll do anything for you. I realize now my reward for my hard work at Slide was the relationship I built with Max.”



Physical Barriers: From Nerd to Male Model


Another barrier to finding your authentic self comes from choices you make about your physical fitness, well-being, and personal appearance. Experts tell us that carrying a great deal of extra weight or ignoring a chronic health condition will manifest itself in a range of psychological and health implications ranging from shame and embarrassment to lack of energy, distracting you from your daily work and longer-term goals. They can also impede your personal and business relationships if you act out in anger or despair from the effects of your untreated issues (think of chronic back pain, high blood pressure, and headaches, as well as being overweight). First impressions matter, but what’s more important is to feel confident and happy about who you are on the inside and out. Losing five or ten pounds isn’t necessarily going to be easy or magically change your life, but learning to love yourself and adopting healthy lifestyle decisions can turn a half-empty glass into a half-full one.
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