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 NETWORKING
TOOL BOX
Doing what comes unnaturally while networking

By Harvey Mackay


For some people, networking is as natural and instinctive as breathing.  We all know people who are self-confident, radiate optimism, make friends easily and seem to glide through life on winged feet.  They do this stuff without even having to think about it.  


This column is for the rest of us, those not quite so sure of ourselves, perhaps a bit shy, even timid.  We're not out there bowling over everyone we meet with our dazzling smiles or brilliant conversation.  We're not even out there bowling.

For most people networking is a learned behavior, like learning to swim.  It is a gradual – and often painful, even scary – process of trial and error, small incremental steps, and finally a few breakthroughs.

Here are some tried and true techniques for overcoming this fear of trying:

1.  Practice "Let's Pretend."

Aristotle said each thing or idea has a perfect form.  While we can never achieve the ideal form, we should try to come as close as we can by observing and emulating the characteristics of the ideal.  


Let's segue from the ancient Greeks to the modern angst-ridden networker.  There is someone you want to meet.  You have done your homework, you are aware of an affinity, or a shared experience, with this person, but you are afraid to make the first move.


Why not play a game with yourself?  Ask yourself, “What would the ideal networker do in this situation?”  Pretend you are that person.  And do it.  If you are able to do that, you can reinvent yourself.  By pretending you are what you are not, you can actually become what you have pretended to be.

2.  Adopt A Role Model.


Attach yourself to a successful networker and be committed to studying their techniques.  In the best of all possible worlds, your role model also can become your mentor, helping you, advising you, guiding you, even lending you their network as you build your own.


For the shy or anxious person, this method has two advantages:  1) It takes only one good connection to start you on your way; and 2) Your natural shyness and inexperience can help rather than hinder you.  As you gain confidence and skills, your role model will take pride in your progress and be motivated to do even more for you.

3.  Take Lessons.


The first real networking school I signed up for after I graduated from college was Toastmasters International, and it proved so valuable to me that 40 years later I'm still using the concepts I learned at these meetings.  Toastmasters is not just about making speeches.  It's about doing your homework, self-confidence, appearance, and becoming an interesting person and a valuable resource to others.  Toastmasters can help you gain and polish the tools to become a successful networker.


The Dale Carnegie schools are designed to achieve similar goals.  I'm a proud graduate, and I can tell you from my own experience that they are masters at instilling personal confidence, polish, poise, communication and networking skills in their students.  They've been around a long time -- an excellent indication that they are getting results.

4. Keep Taking Lessons.  

Graduation is not the end of your education.  You don’t go to school once for a lifetime.  You are in school all of your life.  It's the foundation, the launching pad, the beginning.  Unless you keep your batteries charged, they will run down.  For an ongoing source of inspiration and motivation, I recommend subscribing to Norman Vincent Peale's publication Positive Living.  A similar publication in more condensed form is Bits & Pieces.

5. Join Up.  

Just about any group offers possibilities for making contacts and achieving personal growth.  Dancing.  Choir.  Health club.  Coin collecting.  Horseback riding.  Art appreciation.  Theater going.  Antique shopping.  Politics.  Great books.  Wine.  Food. 

6. Have A Little Faith.  

In yourself.  Dale Carnegie probably summed it up best:  "You can make more friends in two months by becoming really interested in other people than you can in two years by trying to get other people interested in you.  Which is just another way of saying that the way to make a friend is to be one."

Mackay’s Moral:  Up the proverbial creek?  If you’ve got a network, you’ve always got a paddle.

Top 10 Ways to Stay in Touch with your Network

By Harvey Mackay

Weekly Column - March 30, 2006

In the years since the publication of my networking book, Dig Your Well Before You're Thirsty, I've often been asked about the best ways to stay in touch with people in your network.  Here's a top 10 list:

1. Use your calendar creatively.  Sure, send birthday and anniversary cards, but recognize your network's other special days.  Send St. Patrick's Day cards to your Irish clients.  How about Hanukah, Chinese New Year and Kwanzaa?  Be creative.  When was the last time someone stopped you and said, "Gosh, that was a gorgeous Christmas card?"  Consider sending Thanksgiving or New Year's cards instead.  Never underestimate the power of a simple thank-you note, remembering a date or a place that's important to a member of your network, or a note of congratulations.  Mom was right: little things mean everything.

2. Watch for important community events.  Use your awareness of your network's group affiliations to connect.  Let's say your network includes this year's chair of the local Red Cross drive.  Attend the annual meeting, or send in your donation - without being asked - in his or her name.  By the way, whenever you donate to an organization or political campaign, there's an old bit of street wisdom that goes:  The more hands it passes through, the more people that know about it.

3. Observe organizational/personal/company changes.  Local newspapers, magazines and on-line publications all have business columns that feature significant new hires and promotions. When one of your network members lands on that list, you can be sure most stockbrokers in town will send a card, so hand-write yours or make a phone call.  I have personally sent more than 15,000 congratulatory messages in my lifetime.

4. Get wired.  E-mail is one of the most powerful tools for staying in touch, no matter what your age.  It's so easy to share information or pass along a motivational quote.  But be careful not to overuse email.  And don't forget the awesome power of the Internet to research your network contacts to learn as much about them as possible.

5. Clip and ship.  You can stay in touch with your network just by reading newspapers and magazines.  All you have to do is be sufficiently aware of your network members' interests to occasionally clip an article or a quote that might interest them.  Don't forget to forward pertinent Internet stories (just spare the jokes).

6. Spin to win.  For the first 25 years I was in business, I'd spend a morning each week spinning my Rolodex, calling my contacts to see what was new.  Of course, now I use a contact management system.  It doesn't matter what tool you use, make it a habit.

7. Use your pit stops constructively.  There are active members of your network whom you won't see from one year to the next.  Never neglect them when you're in their area.  Even if it's just a layover at the airport and you can't visit with them personally or take them to lunch/dinner, be considerate and call. 

8. Anyone can call them when they're up.  Remember to call them when they're down.  One of your network members has lost her job.  Now is the time to offer her any help you can in making a new connection.  Sending flowers to someone in the hospital is appropriate.  Sending a hot meal to a coworker who just lost a family member is an especially thoughtful show of consideration.  Two minutes a day reading the obits will tell you more of what you need to know than a lifetime poring over the box scores.

9. Report any major changes in your situation.  You've been promoted or changed companies.  Tell your old network about your new network.  It gives you an opportunity to stay in touch.  It gives them an opportunity to expand their networks.

10. Be there.  Sure you can skip the wedding and send a toaster, but don't.  Always try to attend weddings, funerals, confirmations, graduations, school plays, bar and bat mitzvahs, recitals or the big award.  People always remember who was there and who wasn't.  My mother died in 1955 and I still remember the people who attended her funeral.  As the world changes, one thing will remain constant:  the relationships you develop over a lifetime.

Mackay's Moral:  The more you exercise your networking muscles, the stronger they get - and the easier networking becomes.

Granovetter Study – 1974

In his bestselling book The Tipping Point, Malcolm Gladwell cites a classic 1974 study by sociologist Mark Granovetter that surveyed how a group of men in Newton, Massachusetts, found their current job. The study, appropriately titled "Getting a Job," has become a seminal work in its field, and its findings have been confirmed over and over again.

Granovetter discovered that 56 percent of those surveyed found their current job through a personal connection. Only 19 percent used what we consider traditional job-searching routes, like newspaper job listings and executive recruiters. Roughly 10 percent applied directly to an employer and obtained the job.

My point? Personal contacts are the key to opening doors -- not such a revolutionary idea. What is surprising, however, is that of those personal connections that reaped dividends for those in the study, only 17 percent saw their personal contact often -- as much as they would if they were good friends -- and 55 percent saw their contact only occasionally. And get this, 28 percent barely met with their contact at all.

In other words, it's not necessarily strong contacts, like family and close friends, that prove the most powerful; to the contrary, often the most important people in our network are those who are acquaintances.

As a result of the study, Granovetter immortalized the phrase "the strength of weak ties" by showing persuasively that when it comes to finding out about new jobs -- or, for that matter, new information or new ideas -- "weak ties" are generally more important than those you consider strong. Why is that? Think about it.

Many of your closest friends and contacts go to the same parties, generally do the same work, and exist in roughly the same world as you do. That's why they seldom know information that you don't already know.

Your weak ties, on the other hand, generally occupy a very different world than you do. They're hanging out with different people, often in different worlds, with access to a whole inventory of knowledge and information unavailable to you and your close friends.

Mom was wrong?...it does pay to talk to strangers. As Malcolm Gladwell wrote, "Acquaintances, in short, represent a source of social power, and the more acquaintances you have, the more powerful you are
“How Good Are You At Network Building Skills”

The Harvey Mackay Rolodex Network Builder
1.  I have a large network of people I can call upon when I need help, information, or a resource.

1._____
2._____
3. _____
4._____
5._____

2.  When I meet someone new, I record and file information about that person within 24 hours.

1._____
2._____
3. _____
4._____
5._____

3.  I add someone new to my Rolodex or electronic filing system at least every week.

1._____
2._____
3. _____
4._____
5._____

4.  I follow up with new contacts right away-writing a note, email, making a phone call, or sending a clipping.

1._____
2._____
3. _____
4._____
5._____

5.  I keep track of special things that matter to my contacts like their family, hobbies and achievements.

1._____
2._____
3. _____
4._____
5._____

6.  I can easily find out when I was last in contact with someone.

1._____
2._____
3. _____
4._____
5._____

7.  When I mail something out – a resume, sales letter, change of address - I can count on having correct name spellings, titles, addresses for everyone in my network.

1._____
2._____
3. _____
4._____
5._____

8.  I know about and acknowledge special dates like birthdays, anniversaries, and graduations.

1._____
2._____
3. _____
4._____
5._____

9.  When I want to give a business gift, I can count on my Rolodex file to provide me with an excellent idea of what the person might be like.

1._____
2._____
3. _____
4._____
5._____

10.  I make it easy for others to add me to their network by providing my business card, notifying them of address changes, and informing them about my career progress.

1._____
2._____
3. _____
4._____
5._____

11.  When friends ask me for the name of a good resource, I have no trouble providing one.

1._____
2._____
3. _____
4._____
5._____

12.  When the moment comes, I can really “wow” a customer, prospect or potential employer with special information or an idea that shows I care.

1._____
2._____
3. _____
4._____
5._____

Total the points above and score yourself

0-24
You’re in rough shape.  It’s time to make a change

24-36
You’re doing some things right.  Now let’s get to work.

37-44
You’re off to a great start.  Build on what you’ve done so far.

45-55
You’ve got superstar potential

56-60
You’re already there.  Keep up the good effort!
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The Most Important Things A Network Can Do

“Dig Your Well Before You’re Thirsty”

Harvey Mackay

1. A network replaces the weakness of the individual with the strength of the group.
The idea of the group is to benefit members who have the same race, religion, gender preferences, ethnic background, business, trade and professional interests, economic interests, or personal interests. They are the basic building blocks of any networking system. 
2. Mirror, mirror, on the wall....
Your network can be your sounding board to learn what works and what doesn't. You'll avoid mistakes. 

3. Know thine enemy through thine network.
As Machiavelli admonished, "Keep your friends close, and your enemies closer." 

4. My network can expand your network.
Where to start? Best bet: a family advisor — anyone old, experienced in business, with a wide range of contacts and some personal or professional connection to your family. 
5. A network can enrich your life anywhere in the world. 

6. A network can provide you with new experiences and knowledge. 

7. Networking can help you help others. 

8. Job security? Don't rely on the corporation. Rely on your network.
Establish ties across the entire organization. 

9. A network can make you look good.
To keep your network up and running, freshen up each entry at least once every six months. 

10. A network expands your financial reach infinitely.
Barter, sophisticated modern barter, is networking among individuals. 
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