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Introduction

Successful people do not achieve success on their own. Instead, they surround themselves with well-developed, sophisticated support networks. In a world of growing complexity, networking is necessary not only for high achievement but also just for survival.

The central principle of networking is a spiritual ideal common to all the world's great moral systems: the concept of gaining through giving. Master networkers live that ideal. They do not turn on their networking prowess in the morning and switch it off when they go home at night. 

They believe it, they breathe it, they live it - every day, all day.

They believe in co-operating with others and helping others achieve success. They have discovered how being supportive in a human relationship will help them achieve professional success and live satisfying personal lives.

In Megatrends, John Naisbitt defined networks as "people talking to each other, sharing ideas, information and resources." The important thing is not the network itself but the process of getting there - the communication that creates linkages between people and clusters of people.

Deepak Chopra: the Law of Giving

The second spiritual law of success is the Law of Giving. It could also be called the Law of Giving and Receiving, because the universe operates through dynamic exchange. Nothing is static.

Every relationship is one of give and take. What goes up must come down; what goes out must come back. In reality, receiving is the same thing as giving, because giving and receiving are different aspects of the flow of energy in the universe.

What is most important is the intention behind your giving and receiving. The intention should always be to create happiness for the giver and receiver, because happiness is life-supporting and life-sustaining. The return is directly proportional to the giving when it is unconditional and from the heart. That's why the act of giving has to be joyful – your frame of mind has to be one of feeling joy in the very act of giving.

Practicing the Law of Giving is actually very simple. If you want love, give love to others. If you want attention and appreciation, learn to give attention and appreciation. If you want material affluence, help others to become materially affluent. The easiest way to get what you want is to help others get what they want. This principle works for individuals, corporations, societies and nations.

The best way to put the Law of Giving into operation - to start the whole process of circulation - is to decide that any time you come into contact with anyone, you will give him or her something. It doesn't have to be a material thing. It could be a flower, a compliment or a prayer. The most powerful forms of giving are non-material.

Fran Tarkenton: Networking

Fran Tarkenton, the former NFL star quarterback, has been told that he is lucky - that his business success has been fuelled by the fact that he's a well-known sports figure and everybody wants to talk to him.

But Tarkenton learned selling the same way he learned football - by practice. He started working in the off-season for Wilson Trucking in Sioux Falls, S.D., for $600 a month. Quickly he learned that winning sales wasn't a matter of cost. It was a matter of service and relationships. Your customers must have confidence in your ability to meet their needs.

He also learned that business was about knowledge. People who were serious about doing business with him didn't want to talk just about football. They wanted to talk about the things that concerned them - products, services and money.

Over time, he built his own business by building relationships that led to opportunities. His game plan off the field has three elements: 

· Be curious. Ask questions and listen to the answers. People love a good listener who is interested in what they do.

· Learn from everybody. Talk with people at all levels, because everyone can teach you something.

· Cultivate contacts with people in power who can bring you ideas, support and opportunities - people who enjoy making money and whose hearts and interests are like your own.

Anna Banks: Learning to Brag

We know that effective advertising makes the difference between success and mere subsistence. But many of us have trouble talking convincingly about our own product and service.

Why do so many of us find self-promotion difficult? The reason is that our parents and teachers taught us it's not polite to brag. That is still true in a social setting, but in the world of business we have to blow our own horns to get attention. Modesty will get you nowhere.

Networking works for you when others begin to spread the word about how good your products or services are. But you have to get the ball rolling yourself. You have to let your networking partners know what you do and how well you do it, so they will brag about you to others.

A useful tool is a GAINS profile, on which you record information about yourself and people you network with. Take note of Goals, Accomplishments, Interests, Networks connected to, and Skills. Date it, so when you refer back you will know how recent it is.

Debby Peters: Getting to Know You

Many people view networkers as equivalent to big hairy spiders lurking in the corner of the room, waiting for some unlucky insect to wander by. That's exactly the image you must avoid projecting. Masters of networking know that every good networking relationship - the kind that brings mutual benefit - begins with the discovery of common interests. If you approach the relationship with the idea of letting the other person learn everything about you as quickly as possible, you'll find yourself alone in the corner, perched on your web, waiting to snare somebody who hasn't been warned about you.

Master networkers turn that around. They look for situations where they can be the listener. They start conversations by asking questions, one after another - not as an interrogator but as an interested listener. If they are asked questions, they answer, but quickly steer the conversation back to the new acquaintance. That's because the more people talk to you - and the more you listen - the more they will like and trust you.

There are three levels of business conversation. Only one gets you anywhere in networking.

The first level is like elevator talk, where strangers uncomfortable with silence break the tension by remarking about the weather or last night's baseball game. The underlying feeling is a wish to be alone - there's no desire to make a connection or a commitment.

At the second level, innocent questioning takes place. But it never extends beyond polite probing. "How's business?" you ask. "Just fine," they answer. The relationship remains unfulfilled.

The third level is where common ground is achieved. You are engaged in conversation with a recent acquaintance and suddenly to your surprise you find common ground. It may be a shared interest or experience, such as both of you having visited a certain place. Unconsciously, you both relax. Now that you don't have to search for something to agree on, the thing in common makes it much easier to talk. Your confidence and trust in each other grows.

Master networkers know such common factors aren't rare and finding them need not be left to happy accident. They ask questions. They listen. Sooner or later, they find the key that leads to a rewarding relationship and, not incidentally, abundant referral business.

You don't need to sell your services. You need to find common ground and build a relationship. The new friend will come to you when he or she needs your services or has a friend who does. People do business with trusted friends.

Bob Burg: the Networker's Best Ammunition

If you are networking correctly, the other person will never know you're networking. After you meet somebody and exchange business cards, the key is to invest 99.5% of the conversation asking that person questions about himself and his business. Don't talk about yourself or your business.

Why? Because at this point the other person doesn't care. He prefers to talk about his business - and that is the bridge for you to build a relationship.

Here are 10 networking questions that work every time: 

· How did you get your start in the widget business? This allows the other person to share a personal story.

· What do you enjoy most about your profession? This also elicits a positive feeling and gets the person on a roll.

· What separates you and your company from the competition? This gives permission to brag.

· What advice would you give somebody starting in the business? This allows the person to feel like a mentor - a satisfying feeling.

· What one thing would you do with your business if you knew you couldn't fail? This gives a chance to fantasize - and the person will appreciate you asking.

· What significant changes have you seen in your profession through the years? People like to reflect on what they've witnessed.

· What do you see as the coming trends in the widget business? This invites speculation - and it is gratifying to be asked to play that role in a conversation.

· What is the strangest or funniest incident you've experienced in your business? Everybody loves sharing war stories and you're actually volunteering to listen.

· What ways have you found to be most effective for promoting your business? Again, this accentuates the positive and builds esteem - and shows you how this individual thinks. (Don't ask this question if you're in marketing or advertising, as it will seem too self-serving.)

· What one sentence would you like people to use in describing the way you do business? This will stop the person for a moment because nobody asks it. And by asking it, you're paying a compliment.

You won't be able to ask all these questions during your initial encounter - which is fine, since you don't want to look like an interrogator. Don't go through the questions as if they were a list. Linger, looking for connections and further explanations, through extender questions: "Really?" "Tell me more." The person will usually be happy to oblige.

There is an 11th question, the one that separates the networking pros from the amateurs: "How can I know if somebody I'm talking to is a good prospect for you?"

By asking that, you've separated yourself from the pack. You've just informed the other person that you are interested in his welfare and wish to contribute to his success. You've indicated that you're willing to help him. And that will pay dividends.

Learn that question word for word until you could ask it, as the saying goes, in your sleep. It will serve you profitably throughout your life.

- End -
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