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W/)g Network?

People like to do business with those theg have met face to face rather than
just resPoncling to a Printecl advertisement.

Networking is not about se”ing and, for many entrepreneurs, it takes a long
time to realise that nctworking is not about sales or sc”ing themselves or their
business.

Networking is about building relationships and meeting the needs of others.
The natural consequence of consistent and sincere networking is the

fulfilment of your needs.
So howdid 1 get into nctworking?

Many years ago | had a long and successful career as a business clcvelopment
manager. My role was remote to the company or “working from home” if you
will. Thad to generate quali?iec] referrals to turn into sales to get my work and
earn my income.

Being money oriented (or greeclgl) made for great motivation to get out there
and “network”. I was networldng in the era when the world was run bg oil
comPanies and grey haired old men, when 5uppies existed and the mobile
Phone was heavier than your briefcase. Not great fora “very” young woman.
Evcry sale | comPleted netted me extra bonus on toP of my salarg. | wanted
that money, it Paid for my “extras” — holidags, motorbike (although it Paicl for
the lessons and the licence first). Now this leads me to an interesting

c{igrcssion and a worrying fact. You can pay for a course, in Englancl, that



allows youto go from never having ridden a motorbike to being 1658”9
licensed and able to bug any size bike you want............ in under a week? To
say I have balls is an understatement. However, to have a taste for risk and
adventure whilst being very aware of those around you is as true for

motorbike ricling as itis for networking.

Money is a great motivator, but if you own your own business, expense

reduction and control and survival also help to motivate the novice networker.

The argument for business

Many businesses, both large and small, do not have a large advertising and
marketing bu&get so what can you do? The smart businesses relg onword of
mouth marketing and networking. The money saved bg attenclinga regular
breakfast at $20 per month ($240 annua”g) vs. media Print ads at approx
$500 per month ($6000 annua”g} is reason alone to read on and learn.

Think about People with whom you do business such as the cloctorJ bank,
accountant and lawger. The chances are gou’re alreaclg using someone who

was rccommenclecl to 9OU.

Networking has been shown to be:
> Nine times more effective in changing attitudes towards a Procluct.
> More effective than third party reviews.
» More PowerFul than the consumer’s own attitude towards a Procluct.
» Customers acc]uired through word of mouth had a |ong~term value;
nearlg twice as high as customers acquirecl through other marketing

channels.

Argumcnt [Of' i'/'lC Pcrsona/ a)oloroach

People remember you for what you give them such as your time, attention,

interest and a genuine desire to get to know them and their business better.

Most towns are now sma”, New Zealand is small and the world, with the
Internet, is small. Your re[:)utation and creclibilitg travel with you through
networking.



Networking is vital to the cxpansion of your Prome and will lead you to those
who can suPPort and guicle you on your ’ourneg. Remember that to maintain
this, you must also introduce others to those who can suPPort and guicle
them.

Even if you do not own your own business but are an emplogee networldng
can still increase your sales oggour Product or service — after all that’s how |
started.

| have met some incredible People who have become very good friends.
Mentors, suPPort — sometimes all three. But, if 1 hadnt sPotted the
oPPortunitg to cxPand mgsehc and “network”, these valuable People would
not have been able to enter my life and change it for the better.

Whilst working for New Zealand’s largest bank as a Commercial Manager | was
introduced to a gcntlcman (3CP | can call you a gcntlcman Michael) who came
to Present to the entire commercial manager team. He owned his own
company, which showed business owners how to save money in their expenses
and increase their bottom line. (lnterestin519 Michael had called his company
The Bottom Line). For me, as a manager, this was great. | could save my
customers money, strengthen their business, look increclibl9 good in the eyes
of my customers and cmploger and sell my customers more with their released
cash. I mean what was not to understand and like? However, it Probablg won’t
sur[:)rise you to know, that out of 120 bank managers onlg 1 (me of course)
realised that. Amazing to me, aPParent19 not so amazing to others who

struggle to communicate with their bank.

159 staging in touch with Michacl, giving him referrals (add value before you
can receive) I gotto know an incredible inte”igent man. We formed a Friendshil:)
but more imPortantlg for me, he became a mentor. Through this relationship
we have now formed a great Friendship and | trulg believe this Frienclshi[:) saved
my life and Potentia”g my marriage a couple of years later. Michael has many
sayings and an incredible network. Problem is most of his sayings are right you
just have to be open enough to listen. “You can lead a horse to water-....... but
sometimes you feel like drowning it when it won’t drink!” (Aclal:)tecl from

Michael www.thler.com).

Networking can find you:
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SuPPort peers

Mentors — both Pcrsonal and business
Coaches

Friends

Fun



