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Why is Networking Important? 4

❖ Networking is not about selling you or your company.

❖ Networking builds relationships.

❖ Networking is expected.

❖

❖ Networking is good for you.

❖ Networking can further your career.

❖ Networking is a virtuous circle
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FINANCING YOUR  

GROWTH

Undoubtedly; the essence of networking is the 

building of relationships.

For this to happen successfully; three fundamental 

steps need to take place:

❖ Getting to know people.

❖ Getting them to like you (and you them).

❖ Getting them to trust you (and you them).

The very Essence of Networking.
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FINANCING YOUR  

GROWTH

❖ Getting to know people

❖ Getting them to like you (and you them)

The first two steps can take no time at all. We all know about first 

impressions,which,although not always accurate,

tend to become long lasting.



Getting people to trust you (and you them)7

❖ There is little argument that ‘people buy people 'before they buy 

services and products.

❖ The trust takes much longer to build; we have to earn trust and that 

can only be done through the investment of time and by keeping in 

touch.



What differentiates a networking event 
from a social gathering?
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The game of numbers7

❖ Networking is ultimately all based on numbers.

❖ The more events we go to, the more people we get to know and the 

more ‘ahaa’ moments we hear.



The Pipeline of Networking 7

The Pipeline of Networking 

Invitation
Meeting

people
Building

relationships
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questions
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After the event / following up – Maintaining 
relationships

7

At this point you have everything that you have 

been working towards;

❖ you accepted the invitation,

❖ you met some nice people,

❖ you found some potentially interesting 

opportunities 

❖ and now you are having a meeting to talk it 

through.



After the event / following up – Maintaining 
relationships

7

Now you’ve got the meeting in the bag, it is important you 

plan and prepare properly. Just like before going into the 

event, and before making the phone call, its imperative you 

prepare ;

❖ When and where are you meeting?

❖ Who is going with you?

❖ Are you taking material with you?

❖ What do you want to achieve?

Be Prepared



After the event / following up – Maintaining 
relationships

7

What are the usual excuses for failing to follow up?
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Personal Traits

FINANCING YOUR  
GROWTH

❖ Be enthusiastic 

❖ Be organized 

❖ Be a nice person 

❖ Be generous 

❖ Be reliable to build trust 

❖ Be persistent 

❖ Be patient 

❖ Ask the right questions 

❖ Listen actively 

❖ Get your timings right
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FINANCING YOUR  

GROWTH

The actions of effective and confident networkers

❖ Always bear in mind the following. Confident and effective networker:

❖ Are awake, alive and alert, and recognize opportunities everywhere;

❖ See all new contacts as potential business prospects;

❖ Have a giving mentality;

❖ Make the first move when meeting new people;

❖ Have an interesting opening statement, explaining how they help their clients;

❖ Understand the power of remembering names;

❖ Are good listeners – and let the other person do most of the talking

❖ Know that small talk is the most important talk.

❖ Ask for other people’s business cards

❖ Follow up and are persistent without pestering



Quote10

Do the things that you fear 

doing; and the fear will 

disappear’ 
Anonymous


