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Networking is not collecting business cards. Networking is creating a pool of sources from which you
can draw clients, resources, referrals and opportunities. This pool of people is called your "sphere of
influence."

Weeks after meeting a travel consultant at an event, I received a huge packet of promotional material
in the mail. This costly packet was sent without a hello note, no business card and no follow−up call.
What a waste of paper, postage and energy! Attractive, innovative marketing materials are far less
important than a smile and a handshake.

Success in business is not about products or services, it is about people −− getting to know who they
are and what they do. Your success is not solely dependent on your product or service. Your success
depends on the width and depth of the people in your sphere of influence.

I attribute my professional success as a business coach and professional speaker to the people that
know me, like me and trust me −− the people in my sphere of influence. These people are my friends,
my clients, my vendors, members of groups I belong to, and anyone else I have ever met that I
maintain contact with. The people in my sphere of influence send me referrals, are a resource for me,
my clients, and are the people I call when I have a question. These are the people I know, like and
trust.

Successful Steps for Creating and Maintain a Large Sphere of Influence
o Increase the number of people you come into contact with. Go to networking events, join a
professional organization or put together a workshop. Set goals for meeting new people each week.
Then, create an action list to meet that goal.
o Tell people you are interested in expanding your sphere of influence. Ask what they do to meet
people, and if they can introduce you to people you would like to meet.
o Create rapport. Put your attention on the person you are talking to. Make eye contact, smile and give
a good handshake. Ask questions about things that interest them, their business, their industry, and
their professional affiliations.
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o People will remember you when you remember them. Make an effort to learn and remember names
and use them in conversation.

o Always get a business card from someone when you meet them. After you leave, note on the card,
write where you met them or something about them that will help you remember them when you look at
their card later. Also note any action items you agreed to do, i.e., follow−up with them next week or
send a brochure.

o After you meet someone you want in your sphere of influence, always send them a handwritten note.
The note need not say more than "nice to meet you." Print note cards with your photo on them to
insure that people will remember who you are, and your note will make more impact. Don't send
someone a solicitation letter.

o Refer people in your sphere of influence to each other. When you put two people together and it
goes well, you become a hero.

o Create a contact schedule. How often are you going to contact everyone in your sphere of influence −
monthly, quarterly, semiannually ? How are you going to contact them ? − by phone, with a note, by
sending a newsletter?

o Consider holding an annual event for your sphere of influence. You could partner with a friend in a
complimentary business and double your sphere of influence in one night.

o When people refer business to you, thank them at least 3 times − with a phone call, with a note, and
by thanking them in person, in public, in front of other people. Everybody appreciates recognition!

o Do not focus on getting business immediately. Focus on creating a solid relationship with people so
they know you, like you and trust you. Eventually, they will refer business to you or become a regular
customer.

o Create a system for keeping track of people either record information that is important to them − their
spouse's name, their professional affiliations, any awards they have won, etc.

o When you want to know someone better invite them to events that you know would be of interest to
them. This is a simple, easy way to build a relationship with someone.

People buy from you when they know you, like you and trust you. Business is not about what you do or
how you do it. Business is about relationships, about helping others overcome their challenges and
meet their objectives, about finding out what needs to be done and doing it. Provide people with
support and you will build a large sphere of influence that supports your business.

Improving Your Social And Business Networking

By Dave Lloyd
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Social networking is not a new phenomenon − people have been meeting together for centuries as a
way of expanding their friendships, increasing their sense of community, and establishing new
business relationships. And even in the last half century neighborhood or city−based networking
organizations have arisen such as the Lions, Kiwanis, and Elks clubs along with those dedicated to
pure networking like Business Networking International and LeTip. But it wasn't until a website called
sixdegrees was created a few years ago that online networking started to take off − sure chat rooms
and listservs had existed in the pre−1995 days but there were never resources online dedicated
exclusively to networking. And while sixdegrees sold off their company's assets to other online
upstarts, the networking craze had begun. Depending on where you look, there are potentially
hundreds of websites where one can network, separated out by interest, industry, and geography and
whether the networking interest is for business or personal reasons.

For more business networking, there are 4 primary sites individuals use to expand their network and
ultimately their income. The granddaddy of them all is craigslist − a San Francisco−based warehouse of
local community news, classifieds, dating options, and job listings started by Craig Newmark that has
content specific to the top metropolitan regions in the US. It's a popular site and useful for many things
− as ebay found out when they recently purchased a 25% share. ecademy is a UK−based site created
by the uber−networker Thomas Power. ecademy requires membership and is set up for pure
networking, particularly on a worldwide basis. The site also enables blogging, industry−specific content
and chats, and is enabled for heavy−duty networking with known and unknown associates. Ryze is a
site focused on business to consumer networking and provides a venue to create a community around
your business and personal interests − unfortunately, Ryze use is not regulated too well so the
connections and content often related to business opportunities, MLM deals, and value−less
connections. LinkedIn is the current disputed leader in the US and worldwide due to its ease of use,
practical benefit, and value added features including providing a testimonial for someone you know,
passing along requests for connections, job listings, and easy networking with those with similar
interests.

Regardless of which site you decide to use, pick one initially and commit to a week or month of
consistent participation in the community and decide how you might benefit the work or personal lives
of others. As with everything else in life, you get out of it what you put into it − so think both of how you
can benefit yourself and others as you participate.

Dave Lloyd can be reached at

and has written an online guide to social

and business networking at
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