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Introduction

To some, networking means simply meeting or calling
someone new for what might be a one-off discussion
or event. In this limited sense, networking is only a
trading relationship in which two parties seek to
discover  whether  they  have  anything  of  mutual
interest to talk about. They either make some sort of
exchange or quickly move on. This makes networking
a highly ‘transactional’ subject, much like buying and
selling or negotiating with someone.

My view is very different, because I believe that
networking has a much wider definition. In fact, it can
be a major social and life skill to be used in both a
business/organisational and personal setting.

Within this compilation of articles that I have published on the subject, I have
endeavoured to share with you my experiences, with the hope that you will
enjoy improving your own networking skills.

Jonathan Farrington
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NETWORK & RELATIONSHIP BUILDING

The ‘relationship building’ aspect of networking is a long-term commitment to
knowing more about yourself and others and what you may be able to do
together that you couldn’t do (or couldn’t do as well) alone.

The reality is that anyone can systematically adopt effective networking as an
individual strategy. It can play a key part in linking you with a wider range of
people who can help you to achieve more – whatever ‘more’ means for you.

The Benefits Of Networking
The benefits of effective networking are many. Some of these are:

● It is the most cost effective marketing tool available
● Networking referrals will typically generate 80% more results than a cold call
● 70 – 80% of all jobs are found through networking
● Every person you meet has 200 – 250 people with whom they connect who

can potentially assist you

Anyone that you might want to meet or contact in the
world, is only five to six people contacts away from
you.

As if these reasons were not enough, a healthy and
active link to a network is a vast resource available to
every individual at a low personal cost. It can help you
to achieve a range of goals that otherwise might be
too hard or out of reach.

A key point to understand is that networking is achieved at low personal cost,
not no personal cost. I am not suggesting that networking is a quick fix, or fad
idea that can be easily adopted to make things better for a while.

The reality is
that anyone can
systematically
adopt effective
networking as an
individual strategy.
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However, it can provide immediate results for those prepared to invest their
time and energy.

The Concept Of Networking
Many of the definitions of networking highlighted in the next paragraph may
surprise some people, in as much as they suggest that networking is an altruistic
activity involving giving and sharing, rather than taking.

In Summary - Networking Definitions
● A power that comes from a spirit of giving and sharing
● A willingness to honour ourselves, our relationship and our connections with

the universal flow
● A way of sending out into the system what we have and what we know, and

having it return to re-calculate continually through the network
● An organised way of creating links, from people we know to people they

know, for a specific purpose
● Giving, contributing to and supporting others without keeping score
● People caring about people
● Fostering self-help and the exchange of information. Seeking to change

society and work life and to share resources
● Ensuring the right to ask a favour without hooks

THE INCREDIBLE VALUE OF NETWORKING

Networking effectiveness starts with a positive personal attitude and an
understanding that successful networking is built on a spirit of giving and
sharing - and not of bargaining and keeping score.

Armed with this knowledge, we can now look at how the process of good
networking actually works in practice.
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The first thing to realise about networking is that
everyone you meet is a useful prospective network
contact. This seemingly simple fact is often overlooked,
as people engage in their own private screening
process before they will talk to anyone.

There is obviously a line to be drawn between talking
to anyone and everyone in the street and talking to
almost no one. However, if you want to network more
and to do so successfully, there are many situations
that qualify as “the right opportunity”.

Taking An Interest in Anybody & Everybody
It is often the case that we don’t really know very much about even close
people around us (let alone distant contacts). Even if we do know a little, we
are less likely to know how far or deep their skill, knowledge or resources extend.
If this is true of your knowledge of others, how much do they really know about
you?

Herein lays the basic secret of networking success
● You have to become interested in anybody and everybody
● You have to share more about yourself than you may have done in the past

It is out this mutual exchange of knowledge that network contacts will connect
and start to offer support, help, advice, favours, referrals and other benefits on
a regular basis.
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Core Processes 
Developing a conscious understanding of this giving and sharing strategy can
take some time and some practice.

In her book ‘How To Master Networking’, Robyn Henderson calls this process
earning the right to ask a favour of another person, or giving without hooks.
Both of these statements imply two processes that operate pretty much at the
same time (and neither of them necessarily out first reaction).

The two processes in earning the right to ask a favour are:
● Giving away information (to be helpful)
● Being open for any help you may need

Let’s look at these two processes in turn.

Giving Away Information
Whether it is accidental or planned, formal or informal, random or structured, in
discussion with other people the effective networker offers his or her
knowledge,  skills,  ideas,  resources,  guidance  or  data  freely –  without  any
‘hooks’ or expectations that repayment is due in any form. In fact, the only

immediate benefit may be the pleasure to be derived
from assisting someone with information that was of
value to them.

Whilst the giver expects nothing in return, the receiver
has a very positive experience and memory of you
upon which they can act (if they so choose) in the
future. If they do, either directly or indirectly, at some
indeterminate time, you may receive some reciprocal
benefit.
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Along with openly offering any possible help and
support, the effect networker does not operate as a
one-way helper or super person/white knight/angel
coming to the rescue of everyone else, but never
personally in need of assistance. He or she also talks
realistically about personal goals, tasks, challenges,
problems and general issues, and acknowledges
feeling vulnerable in not being able to do everything
single-handedly. Being open means being receptive
to help when it is offered and, on occasions, asking
networking contacts if they can suggest ideas,
strategies or approaches that could assist you.

Two-Way Process
These two processes operate at the same time and together to create a cycle
through which ‘favours’ are continually offered to all who participate. These
favours are both offered and taken, in order to keep the network strong and
capable of growing to include more and more people.

This process is called ‘reciprocity’. It simply means that effective networking is a
coin with two sides, rather than just one. You can’t have one without the other.

Successful networking is therefore about:

● Giving and receiving
● Contributing and accepting support
● Offering and requesting
● Promoting other’s needs and promoting your own needs
● Trust and persistence
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HOW TO BEGIN THE NETWORKING ADVENTURE

Whilst family, friends and other easily identifiable contacts are a good place to
start your networking efforts, sooner or later you will need to extend yourself
beyond your familiar surroundings and look to attend relevant meetings and/or
events.

In many ways, the type of meeting or event that you choose is not particularly
important. If your hobby is old model trains, and someone advertises an ‘old
model train meeting and exhibition’, you are obviously likely to meet lots of
people who might become good network contacts. However, this is likely to be
the exception rather than the rule.

In most cases, meetings or social gatherings of people will be much more
general affairs and ones that can only be broadly ‘qualified’ for their possible
relevance.

Start The Networking Adventure
The trick in networking (if there is one) is to treat all meetings or events as an
adventure.

Like any adventure, you may have some fear and
trepidation about facing the unexpected, but you
should also feel some of the thrill of the challenge and
excitement in finding new people with whom you can
really connect. By making time in your schedule to
attend, you can use early opportunities to watch
others networking and to get into the habit of talking to
the people you meet.
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Don’t forget, networking successfully means that we sometimes have to stretch
ourselves to the edges of our comfort zones – hard at first, but much easier with
practice.

Be Prepared
Whether it is a formal meeting or event (with one hundred people) or an
informal gathering (of only ten or less), being ready or open to network is very
important – like the Scout’s motto ‘Be Prepared’.

Even if you are shy, introverted, nervous, bored or tired, you just never know
when you are going to bump into interesting and useful people.

Part of this process of ‘being prepared’ is to have crisp information about
yourself available so that your communication is short, focused and clear - not
totally unlike an elevator pitch. Some of this is provided by a good business
card, however, effective networking is rarely achieved by saying ‘Hello’ and
merely handing over a business card. You have also got to give something of
yourself as a person.

‘So, What Do You Do?’
It pays to think hard about what you could and should communicate in what
might be only a few seconds. It is amazing how many people respond to the
question ‘What do you do?’ with ‘That’s a difficult/interesting question!’ or “I’m
an engineer/analyst/ administrator/co-coordinator/manager!’

Such responses do little to educate the person asking.
It is far better to give some pre-thought to this question
(even if there are two or three versions of reply you’d
like to use) and practice using your answer.
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Keep It Short & Simple
Many of the books on networking advocate specific advice such as
introductions of ’10 words or less’ or ‘no more than two sentences’. However,
although keeping it short is important, it is more critical that you are:

● Clear – use common words, no jargon
● Concise – use short words and sentences
● Personable – use engaging, friendly and warm words
● Interesting – say something different or distinctive

You typically only have about 5 – 10 seconds to cover these four criteria, but this
realistically gives you up to twenty words to use.

Finally - Introduce Yourself
Specific introductions will be very much up to the individual style and
personality. However, once again, this is an opportunity to stretch yourself to
the edge of your comfort zone and present yourself as positively as you can. A
simple example that meets all the above criteria might therefore be:

“Hello, my name is Annabelle Jones. I spend my time
designingand running interactive booklets on
networking.”

Note that this has to cover what you do in practical
terms and not just your name and job title.

Perhaps a more forthright example might be:

“Hello, my name is Annabelle Jones. I produce TV screen advertisements from
script to screen and everything in between the two.”
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Finally, I must highlight the fact that the warmth of your introduction will
determine the outcome of the meeting. Even though you may well be shy and
nervous, it is important to make eye contact and smile – it sends out the
message that you are confident, relaxed and friendly.

How To Reach Potential Contacts
I truly believe that every individual in the whole world is potentially only five or
six contact steps away. This ‘five or six degrees of separation’ shows that even
an entire population of over five billion people is still highly accessible.

However, for practical purposes, we don’t necessarily want or need to meet
millions, or even thousands of people in different organisations, age groups,

religions,  professions,  culture  or  places.  We  are  just
looking to develop a network that will eventually
provide us with additional business.

Ideally therefore, we need some kind of filtering or
research system that will help us to build a set of
relationships of high quality, or a strong network that
can find people and resources both efficiently and
effectively.

First Steps
The first step in the filtering process is to establish what sort of contacts or
relationships you think may be of value or benefit to you (or the organisation of
which you are a part). This is not to run counter to the idea that networking is
primarily about giving, but suggests that some relationships are clearly more
valuable in the long-term for both sides, given careful thought in the first place.
Only you can determine this ‘value’.
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You may already know, or be close to, someone very powerful or influential, but
gain no benefit from association. On the other hand, you may find someone in
the street where you live who can bring you great benefit if you build a
relationship with them. You just need to know what you’d like to achieve in
order to make reasonable assessment.

Networking Pyramid
When you start to network more widely, you quickly realise that there is a
pyramid, or hierarchy of depth or quality in all of your potential relationships.

Pyramid Levels
At the base of the pyramid are what we call ‘suspects’ - these are people who
seem open to an approach to offer support (remembering my earlier point
about giving and reciprocity).

It  is usually better  to  find  out  more  about  suspects
before approaching them in person. Many are often
misidentified and only randomly picked. Only some
suspects (when researched more closely) get to the
next stage of becoming ‘prospects’.

Prospects are individuals who, research confirms, meet
the effective network criteria, and can usually be
approached in person. Once again, initial
conversation may reveal that not all prospects have

been correctly identified. However, the numbers of people at this level are
fewer and you can be much more patient in letting time provide an answer.

Contacts are prospects to whom you have offered support and advice and
whose assistance or guidance you have requested on one or more occasions.
At this stage, you may have discovered only minor opportunities to call, talk or
contact one another, but the potential to do more has been established.

12How to Network Your Way to Success

When you start
to network more
widely, you quickly
realise that there
is a pyramid, or
hierarchy of depth
or quality in all of
your potential
relationships.



Advocates are contacts that are openly promoting or advocating the benefits
of networking (with you in particular) to other prospects and contacts.
Although this may not mean frequent contact, it is likely to be more frequent
than with general contacts in your network.

Partners are the best and most effective networkers than you know, and the
ones you most often call to chat to, to ask advice, or suggest ideas or options.
By this stage, the relationship has generally reached a much higher level of
mutual trust and understanding.

Using The Pyramid To Look For Opportunities
To begin to discover who might be your network suspects at the base of the
pyramid, an excellent place to start is to read for opportunities much more
widely.

This means becoming broadly alert to the many
opportunities to network that may present themselves
every single day. Many of these opportunities will be
posted in newspapers, magazines, on notice boards, in
advertisements, on the Internet and many other
sources.

An increased alertness will count for little unless you
have a well thought through perspective on what you
are looking for. There is no point in networking for the
sake of networking. To an extent, this will depend upon
your overall personal networking aims and objectives.
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Possible networking goals:
● To increase market share/customers
● To find new ideas
● To learn and develop yourself
● To find a job/work/career
● To find new colleagues/friends
● To pursue a hobby or interest
● To gain new perspective on topics of interest to you
● To go into business for yourself

Different Kinds Of Network
Every one of these networking goals is a worthy aim in itself, but it is usually the
case that only one or two goals of this type will apply at any one time.
Consequently, your networking research efforts will be invested quite differently

if your goals are broadly around work or career
options, rather than if they are about starting up your
own business.

Hence, although a few people will have very wide and
diverse interests and a broad array of interesting
contacts, our networking pyramids are built according
to our specific goals and interest areas. This is often
why we talk about a jobs network, a small business
network, an education network and so on.

How To Begin Improving Your Networking Skills
Before you even begin to look at engaging seriously in lots of networking effort,
it is useful to look at your own temperament or disposition. This is the individual’s
internal desire to network and to find value and enjoyment from the whole
process of building relationships.
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For some people, this will be an almost irrelevant issue
to debate. Their motivation to want to talk to people
regularly and to network is naturally high. Talking to
strangers in supermarket queues, at bus/train stops or
even in the elevators is characteristic of such people.
However, even if you really enjoy talking to people, it is
a proven fact that most of us are not highly confident
and highly motivated networkers. In fact, statistics
reveal that:

Only one in ten people is actually comfortable in striking up a relationship with a
complete stranger.

Unfortunately, this means that their own misgivings, fears and doubts potentially
hinder the vast majority of people.

Four Networking Types
In  practice,  you  can  divide  people  who  attempt  to  build  networking
relationships into four distinct types:

● The Loner (little or no networking)
● The Socialiser
● The User
● The Relationship Builder or Networker

Although our aim is to consider the fourth of these in some detail as the role to
which we can all aspire (if we are not already there), let’s briefly look at each of
these types in turn.

15How to Network Your Way to Success

Only one in ten
people is actually
comfortable in
striking up a
relationship with a
complete stranger.



The Loner:
● Likes to do most things by themselves (because they do it faster or better)
● Doesn’t want to bother or worry other people
● Feels that their knowledge and skills are often superior to most people
● Only asks for help as a last resort (and when it may be too late…)

The Loner is an easily recognisable type, because there are times when we all
believe that we will do better ourselves than if we ask others for help. The Loner
will not usually want to bother anyone else, or necessarily see much point in
doing so, believing that others will be slower and will set lower standards.

Unfortunately, the loner attitude is a major obstacle to effective networking.
We need to shift our thinking greatly in this area. We should be more willing to let
others assist, and we should even ask for help more often.

The Socialiser:
● Tries to make a friend of everyone they meet
● Tends to know people’s names and faces but not

what they do
● Is not usually systematic or ordered about follow-up

– contact is random
● May not listen too deeply and is quick to move on

Although the Socialiser may have a wide circle of
friends and contacts, he or she knows little of
substance about personal skills and resources. As a
result, Socialisers do not often share their skills.

The Socialiser is also a random networker, following little or no formal contact
system.

Although the
Socialiser may
have a wide circle
of friends and
contacts, he or
she knows little of
substance about
personal skills and
resources.
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The User:
● Is likely to collect business cards without really connecting with people
● Tries to make ‘sales’ or ‘pitches’ on the first encounter
● Talks and focuses on own agenda rather than ‘together’ information
● Has superficial interactions
● Keeps score when giving favours

Unfortunately, people of this type do network widely, but in a way that creates
little benefit for themselves or others. Even worse, this kind of networker tends to
create a bad impression and therefore can give networking an image of being
about selling, taking, bargaining and keeping score.

The Builder:
● Has a ‘giving’ disposition or abundance mentally
● Is generally happy to ask others for help or guidance
● Listens and learns about people carefully
● Is regularly on the look-out for useful information for which others can also

benefit
● Has a well-ordered and organised networking system

This type of networker is what this article is all about –
an individual who takes a long-term perspective on
relationships with others and thinks more about what
he or she can give or offer, than about the return.

This type is out there for others, or on call to offer help
whenever it is needed. If they cannot help in person,
they usually know someone else who can.

This type is out
there for others, 
or on call to offer
help whenever it 
is needed.
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And Finally - Maintaining High Self-Esteem
Apart from the Builder, one factor connects the other three types in preventing
them from networking more effectively - this is the issue of self-esteem.

The Loner believes in himself or herself, but not necessarily in others (especially
relative strangers). The Socialiser likes people, but also very much wants to be
liked by others (and therefore, does not want to ask for favours). Finally, the User
takes a relatively selfish view of “If I benefit or gain, I might reciprocate -
otherwise I won’t.”

Of course, all of these types fear rejection, obligation, being too pushy or even
looking weak. All of these fears or concerns about networking need to be
lessened or overcome.

In a short article such as this, a topic as largely and
potentially complicated as a person’s relative self-
esteem cannot be covered at any level of detail.
However, it is important to appreciate how low self-
esteem can have a major impact on your networking
efforts if it is not at least basically understood and
addressed.

An individual with high self-esteem is likely to build their
own confidence to want to network by having a
positive, open and ‘can do’ attitude.

Conversely, an individual with low self-esteem is likely to lack confidence to
start with. They will convince themselves (and others) that they have little that
would be of interest to others in any network.

An individual with
high self-esteem is
likely to build their
own confidence to
want to network by
having a positive,
open and ‘can do’
attitude.
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How To Create A Network Map
There is ultimately no better way to start networking
than to try it for real. The easiest way to do this is to
commence with the people you already know, rather
than to find new ones.

One highly beneficial task you can undertake at the
outset is to map or chart your contacts. This mapping
can be done in a number of ways.

Network Mapping Methods
● Write a manual list of who you know and what they do
● Build an electronic database of contacts
● Keep a journal or diary of who you meet, where and when
● Draw (and keep updating) a contacts map

Mapping Your Network
Whilst you may eventually choose to adopt two, three or all of these methods,
in the early stages, it is the last of these options that is often the most helpful and
potentially revealing.

A network map is simply drawn (using squares or circles). You start by putting
your name in the centre of the page in a circle and commence drawing
connecting lines to people you know, before drawing connecting lines from
these people to others that they know.

Mapping Conventions
This very basic map demonstrates how a visual and dynamic chart can be
created, which can help both to record quite complex data (and how it is
related) and reveal possible avenues that were not obvious before.

One highly
beneficial task
you can undertake
at the outset is
to map or chart
your contacts.
This mapping can
be done in a
number of ways.
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One convention is recording four pieces of information for every contact in
your network (apart from their name). These are their location, where or how
you met and any other useful information that you think is relevant. Whilst this
may seem a bit strange and unnecessary for close family and friends, it is
remarkable how useful this will be as you build your network over time.

Don’t forget, these charts can be used three-dimensionally. When one side or
part of it gets too big, transfer a major hub name to the centre of another chart
and start to use all the new space you now have for extra contacts.
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Formerly, Jonathan was the CEO of The jfa Group, which he established in 1994
and sold in 2005.

Prior to that, he earned his spurs in some of the most demanding and
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of Tokyo.
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