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Alter your perspective on networking
Discover The Hub Factor

Tap into your charisma

Come away with new strategies, new
relationships, new understanding of
your personal power and charisma




75% of us are uncomfortable with
networking

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

It’s the number one social anxiety in the
United States!

It’s the foundatien ef your SUCCESS

An agenda-based
sales pitch

It's pushing too hard
It’s all about “ME”

It doesn’t work
today




Creaeiting
collzinorative,
miutuzally beneficial
relationsnips
Becorning a valued

esolrce
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Diversity ir the workplace and ir

gerneral population

Worldwicle market place
nanging approaches to dolrg pusiness

PeopJe are less tolerant of hard core
selling styles and EEIC"[]LS



Networring is all about
creziing a space where
otners feel valu erl cigle
oowerful In r

rce... Whichn rmeakes us
'feel valued zind powerfull
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Your Nerne

{our recreation/ play

You'd Never Guess Tnat l.........



EB & EB ) Pieie
Transactional : Determine pecking order
first, build rela‘ugnsmo througn business
and over ume Jerrlrr ny Irnportant,

Relational: Deterrnine relationsnip nrJ_,
do business over tirne, “wnole persor.”
Create “personzal” connections first,



Rﬂuqu lestions:

D

Wesither
Sports
Environrment

Spearers
Clty
Surroundings
Celebrities
Pets

So, what do you do...?

You need a

Vel oposition!
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Cornplirnents

Farnily

Schools

Special events
Everybody's talking
about

Todzay's news
Clothing
itern/jewelry

'(




3-11 words (preferanly 3-5 words)
Your version of Got Millk? Or Just do il
Expresses what you do for your clients
Invites a question or two

Ezirns you the rignt to do your
capabilities staternent
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What solutions do you offer?

What groblerns do you solve?

— 4

Flow cdo you irmprove /Jur COrMpany's or
client's rnarket position?

What's your greais

est passion?
Glv
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Wheatt Intrigues you rrnost?
Explain that more...

What'
Tell rr

5 YoL ouges ellemge?
ne rrore 200
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powerfu
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Is now otners fegl
200U
thernselves
wriern tney walk
awely frorn
YOLU..
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Enough tirme
Enough rmoney
Enough opportunity
Enougn of
everytning to go
arouricl
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If you met sorneorie
WO irmgpressec J/Oll
tel] i

E SPECIFIC
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THANY YOU

Your *pank” of
contacts and
knowledge
Everyone you krow
Everyorie they ¥now
Your ability to
transform people

“Titne” it to people

i
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I'rn really good at:
' celeprating:

I could use nelg witn (

)
D

E SPECIFIC):
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