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�� Alter your perspective on networkingAlter your perspective on networking

�� Discover The Hub FactorDiscover The Hub Factor

�� Tap into your charisma Tap into your charisma 

�� Come away with new strategies, new Come away with new strategies, new 
relationships, new understanding of relationships, new understanding of 
your personal power and charismayour personal power and charisma
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�� 75% of us are uncomfortable with 75% of us are uncomfortable with 
networkingnetworking

�� The most successful people spend 54% The most successful people spend 54% 
of their time building & maintaining of their time building & maintaining 
relationshipsrelationships

�� ItIt’’s the number one social anxiety in the s the number one social anxiety in the 
United States!United States!

�� ItIt’’s the foundation of your successs the foundation of your success
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�� An agendaAn agenda--based based 
sales pitchsales pitch

�� ItIt’’s pushing too hards pushing too hard

�� ItIt’’s all about s all about ““MEME””

�� It  doesnIt  doesn’’t work t work 
todaytoday
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�� Creating Creating 

collaborative, collaborative, 
mutually beneficial  mutually beneficial  
relationships relationships 

�� Becoming a valued Becoming a valued 
resourceresource

�� Leaving people Leaving people 
largerlarger

�� EveryEvery conversation conversation 
you have you have 
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�� Diversity in the workplace and in the Diversity in the workplace and in the 
general populationgeneral population

�� Worldwide market place Worldwide market place 

�� Changing approaches to doing businessChanging approaches to doing business

�� People are less tolerant of hard core People are less tolerant of hard core 
selling styles and tacticsselling styles and tactics
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Networking is all about Networking is all about 
creating a space where  creating a space where  
others feel valued and others feel valued and 

powerful in our powerful in our 
presencepresence……which makes us which makes us 

feel valued and powerful! feel valued and powerful! 
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�� Your NameYour Name

�� Your recreation/ playYour recreation/ play

�� YouYou’’d Never Guess That Id Never Guess That I………………
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�� Transactional : Determine pecking order Transactional : Determine pecking order 
first, build relationship through business first, build relationship through business 
and over time, hierarchy important.  and over time, hierarchy important.  
CCreate deals first reate deals first 

�� Relational: Determine relationship first, Relational: Determine relationship first, 
do business over time, do business over time, ““whole person.whole person.””
CreateCreate ““personalpersonal”” connections first. connections first. 

+," -+," -
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Ritual questions:Ritual questions:
�� WeatherWeather
�� Sports Sports 
�� EnvironmentEnvironment
�� SpeakersSpeakers
�� CityCity
�� SurroundingsSurroundings
�� Celebrities Celebrities 
�� PetsPets

�� ComplimentsCompliments
�� FamilyFamily
�� SchoolsSchools
�� Special eventsSpecial events
�� EverybodyEverybody’’s talking s talking 

aboutabout……
�� TodayToday’’s newss news
�� Clothing Clothing 

item/jewelryitem/jewelry

So, what do So, what do you you dodo……??

You need a You need a 

Value Proposition!Value Proposition!
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Not the 30 Not the 30 
second sales second sales 

pitch!!!pitch!!!
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�� 33--11 words (preferably 311 words (preferably 3--5 words)5 words)

�� Your version of Got Milk? Or Just do it!Your version of Got Milk? Or Just do it!

�� Expresses what you do for your clientsExpresses what you do for your clients

�� Invites a question or two Invites a question or two 

�� Earns you the right to do your Earns you the right to do your 
capabilities statementcapabilities statement
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�� What solutions do you offer?What solutions do you offer?

�� What problems do you solve?What problems do you solve?

�� How do you improve your companyHow do you improve your company’’s or s or 
clientclient’’s market position?s market position?
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WhatWhat’’s your greatest passion?s your greatest passion?
�� Give me an example Give me an example ……..

What intrigues you most?What intrigues you most?
�� Explain that moreExplain that more……

WhatWhat’’s your biggest challenge?s your biggest challenge?
�� Tell me more aboutTell me more about……....



9

� � 	 
 � � 2 	 �� � 	 
 � � 2 	 �

Is how others feel Is how others feel 
about about 
themselves themselves 
when they walk when they walk 
away from away from 
youyou……
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�� Listen with intent to Listen with intent to 
understand understand 

�� Make them the Make them the 
center of the center of the 
conversationconversation

�� Let them feel Let them feel 
powerful and valued powerful and valued 
in your presencein your presence



10

� � 	 
 � � 2 	 � � � � � 	 � � $ �� � �� � 	 
 � � 2 	 � � � � � 	 � � $ �� � �
	 � � 	 � � � $ 	 � 
 � �	 � � 	 � � � $ 	 � 
 � �

2 � � � 	 � � � � �2 � � � 	 � � � � �

/ � � � � � �  � � � � � � � � %� ��� �/ � � � � � �  � � � � � � � � %� ��� �
	 � � � $ 	 � 
 �	 � � � $ 	 � 
 �

�� Enough timeEnough time
�� Enough moneyEnough money
�� Enough opportunityEnough opportunity
�� Enough of Enough of 

everything to go everything to go 
aroundaround

�� Give of themselves Give of themselves 
to help others to help others 
succeedsucceed
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�� If you met someone If you met someone 
who impressed you, who impressed you, 
tell that person and tell that person and 
BE SPECIFIC BE SPECIFIC 

Person receiving:Person receiving:

just say just say 

THANK YOU THANK YOU 
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�� Your Your ““bankbank”” of of 

contacts and contacts and 
knowledgeknowledge

�� Everyone you knowEveryone you know

�� Everyone they knowEveryone they know

�� Your ability to Your ability to 
transform peopletransform people

�� ““TitheTithe”” it to people it to people 
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�� II’’m really good at: m really good at: 

�� II’’m celebrating:m celebrating:

�� I could use help with (BE SPECIFIC): I could use help with (BE SPECIFIC): 
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