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We all know our relationships mean everything in business. But are you using 
the best strategies to build those relationships? You may optimize your health, 
your productivity, even your love life. But when it comes to really working on 
improving the relationships you develop in business, many people don’t give 
it the attention it deserves.

The book you have in front of you, co-written by Jordan Harbinger and networking 
expert John Corcoran, contains some of the best advice from the most well-
-respected experts in professional networking and relationship-building.

These are people who are smart enough to know that “networking” is only a
bad word when you do it wrong. They know the relationships they’ve nurtured 
over years have been critical to building their own successful, lucrative and 
rewarding businesses.

AJ & Jordan Harbinger

MICHAEL PORT | ANDREW WARNER | DORIE CLARK | RYAN HOLIDAY | TIM FERRISS  |  RAMIT SETHI

“Succeeding in business is all about making  connections. It’s all about 
personal contact. You need  to get out and about, meeting people and

developing relationships.”

Sir Richard Branson

Introduction
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I would have done such a better job of keeping in touch with people. 
It’s so simple. It’s so simple but we get – at least I got – focused on meeting 
new people and forgot about the people that I knew. There’s a great expression 
you can’t make old friends. 

All of the friends that you meet now are new. And there’s something very special 
about old friends. That would have been number 1. I would have spent much 

Michael Port is the author of Book Yourself Solid, Beyond Booked Solid, The Contrarian E�ect and 
the New York Times Bestseller, The Think Big Manifesto. A graduate of New York University, 
Michael went on to achieve a modicum of success in television acting roles, including stints 
in Third Watch, Law and Order and Sex and The City. Michael is a regular contributor to 
the Hu�ngton Post, Entrepreneur Magazine and is the founder of the Book Yourself Solid 
School of Coach Training. 

www.michaelport.com

If you had to start over today, how would you go about 
rebuilding your network?

Michael Port

Welcome to The Art of Charm’s 
Social Capital Networking Strategy Guide
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Which principles or philosophy (if any) do you live 
by when you create relationships?

I make commitments and ful�ll them. That’s the philosophy. Because trust is 
built on commitment making and ful�lling. 

I �gure if I meet you and I say hey, John I’m going to do this thing and I do it 
you go oh, I trust that guy based on the thing I said I would do. 

Then I say I’m going to do something else and we do something else and if I 
do these things over time we start to build up a real relationship of trust.

When you create relationships how do you know 
who and what to focus on? So you’re meeting
someone new how do you know what to focus on 
with that person? 

Whatever they’re interested in. 

more time staying in touch with them, doing whatever I could to be compassionate 
to support them, introduce them to other people and share whatever I had or 
knew or could �nd with them that would somehow make their life better. 

I would have done it from the day I was 15 years old. 

www.worksheet title.com
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How do you manage your network now that you’ve 
created it. Are there any certain tools that you use?

Yeah. I have a partnership with Contactually. I have a Book Yourself Solid 
addition of it. It’s contactually.com and I use it every day of the week that I’m 
working. 

Each day I go in there and it helps me focus on who I should be keeping touch 
with based on the length of time that I have not connected with them. 

I will introduce two people who do not yet know each other but might �nd each 
other relevant and if I’m not sure if they want the introduction I’ll ask. 

I say hey, Pete I would love to introduce you to John because I think you guys 
will be relevant to each other because of this. And if Pete says yeah, absolutely 
then I make the introduction. I do the same thing for you in that case. 

Then I also do my best to share some information with one or two people a 
day – not my stu� – like hey I wrote this article here you go no, but something 
that I saw online.

If I know a guy that is an engineer I see this article about this new type of blah, 
blah, blah, that was created which is way above my pay grade I send him an 
e-mail and say listen, I read this article about the engineering thingy it really 
seemed interesting to me and immediately thought of you. I send it to him. I 
say have you read it? If not here it is. What do you think? 

Then I will do something speci�cally to share some compassion with somebody 
to express my gratitude to support them, to acknowledge them, to say I think 
you’re awesome. 
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I have this little card right here that I’m giving to my partner because I just 
want to share my appreciation for the launch and all these things. I have these 
cool posters that I’m giving to my team members because it made me think 
of them. Whatever you can do. That’s internal. 

That’s a small group inside but I’ll do it for people on the outside if I can.
Then I just see the world this way. I see the world as when I go outside I can 
either I can get grumpy and annoyed with all of the hassles of life or I can try 
to help people as much as I can, because then I feel better about myself. 

I try to talk to people wherever I go, I smile a lot so I don’t look like a serial 
killer because when you have a shaved head like me you can look a little scary. 
Then through that I meet people all of the time and last thing I will say is that 
I do this. When I meet somebody I actually don’t carry cards.

I know that seems counterintuitive. But what I do when I meet somebody if I 
want to stay in touch with them I’ll say hey, give me your card I’ll shoot you 
an e-mail on Monday and we’ll talk about this or whatever it was that we were 
chatting about. 

Then guess what I do on Monday? I send them an e-mail. Then we have hat 
conversation and then I say hey listen, I want to contact you in X number of 
days. 

Do I mess it up every once in a while? Yeah sure. But the �rst thing that I do 
is make a commitment. Then the next thing I do is ful�ll it. Then the next 
thing I do is make a commitment. Then the next thing I do is ful�ll it. And the 
relationship develops that way quite nicely.
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www.mixergy.com

I’d do what I’m doing now. I’d interview people I admire and publish the 
interviews online. It’s a winning formula for getting to know my heroes and 
having the world get to know me. 

Andrew Warner is an entrepreneur and founder of Mixergy, which helps the ambitious 
learn from experienced mentors. Previously he founded Bradford & Reed, a company 
that ran a collection of startups. Andrew has interviewed founders of companies like 
Wikipedia, Groupon, LivingSocial, LinkedIn, and over 600 others. 

If you had to start over today, how would you go about 
rebuilding your network?

Get personal. I have people over for drinks or dinner all the time. Do you know 
what they instinctively start talking about? What they do for work. Who gives 
a rat’s ass? I could read that on LinkedIn. 

So I usually shi� the conversation to more personal topics, like when they �rst 
had sex, who’s work they’re secretly jealous of, what they regret not  having 

Which principles or philosophy (if any) do you live by 
when you create relationships? 

Andrew Warner
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done yet, and how much money they make. When we share private things like 
that, we bond and no one is bored. 

When you create relationships, how do you know 
who and what to focus on?

I met a guy who told me he never feels down. When he has a setback, he considers 
it a learning opportunity. Things always go well for him at work. Oh, and he 
wakes up at 4 am every day. And never misses a day of exercise, because it’s 
good for the mind and the body.

He was fat. And his work was a startup that hasn’t gone anywhere for years. He 
wasn’t lying to me. He was lying to himself, instead of admitting that he was 
struggling. 

I focus on people who have the opposite attitude. When things are going well, 
they help me learn from their success. When life gets challenging, they’re open 
about it so I could help them, or just get to know them better. 

How do you manage your network now that you 
have created it? Do you use certain tools? 

I read once that the team behind Basecamp doesn’t keep a list of the helpful 
suggestions they get from customers. They trust that the suggestions that are 
important will keep coming up and won’t need to be written down.

That’s my approach with maintaining relationships. The people I care about
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“I focus on people who have the opposite attitude. When 
things are going well, they help me learn from their success...”
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will keep coming to mind or popping into my life. I’m not saying it’s the best 
approach, but it’s an approach that works without having to work it. 
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www.dorieclark.com

Dorie Clark is a marketing strategy consultant, professional speaker, and frequent contributor 
to the Harvard Business Review, TIME, Entrepreneur, and the World Economic Forum blog. 
Recognized as a “branding expert” by the Associated Press, Fortune, and Inc. magazine, she 
is the author of Reinventing You: De�ne Your Brand, Imagine Your Future. Her most recent book 
is Stand Out: How to Find Your Breakthrough Idea and Build a  Following Around It, was released 
by Portfolio/Penguin in April 2015.

In some ways, I’m in that situation right now, as I moved to NYC this 
summer a�er living in Boston for nearly two decades. 

Relationship building is a two-pronged process; you need to deepen relationships 
with casual contacts you already know, and also meet new people and bring 
them “into the  funnel.” For the former, I’ve focused on organizing dinner parties 
and gatherings at cool bars to bring together 6-8 friends. 

They’re usually excited to come because it’s not only a chance for us to connect, 
but also a way to meet other interesting, new people. To meet new contacts, 
I’m in the process of 

1) reaching out to people in NYC whom I’ve only communicated with online, 

If you had to start over today, how would you go 
about rebuilding your network?

Dorie Clark
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and suggesting a face-to-face meeting; and 

2) asking friends to recommend other folks they know whom they think I 
should meet. 

Most people are very pleased to help facilitate introductions between two people 
they think will enjoy and bene�t from each other. 
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Which principles or philosophy (if any) do you live 
by when you create relationships?

Robert Putnam, the Harvard sociologist most famous for his work Bowling 
Alone, talks about the concept of “bonding capital” and “bridging capital.” 

Basically, this means it’s important both to develop relationships with people 
like you (“bonding capital,” which allows you to connect over shared interests
and experiences) and also people who are quite dissimilar (“bridging capital,” 
which enables you to cross the chasm and learn from others). 

I try to cultivate a mix of both. Mostly, I like to meet interesting people and
consider it a bonus if they’re in a radically di�erent �eld than I am. 

You never know when those relationships will pay o�, or how you can end up 
helping others. A while back, I had to extract myself from a complicated housing 
situation. 

It turns out that several years before, I’d become friends with a legal aid attorney 
who specialized in housing issues; her advice was invaluable. 
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And many friends with interesting stories – a poet who became a management 
consultant, a legal scholar who became a wine expert – became case studies 
in my book, Reinventing You.

When you create relationships, how do you know 
who and what to focus on?

If the person is either 1) very interesting and/or 2) someone I’ll probably be in the 
same professional orbit with, I’ll try to email them or otherwise connect (inviting 
them for co�ee or speaking to them at an event we’re both attending) every few 
months. 

I believe it’s useful to keep in light touch with a lot of people, per Mark Granovetter’s 
“strength of weak ties” research. In terms of who becomes a friend, rather than an 
acquaintance, to a certain extent those people are self--selecting. 

I’ll o�en invite someone out once or twice, and will see who picks up the ball and 
makes a reciprocal invitation and seems interested in making a real connection. 
If we get along and they’re making an e�ort, o�entimes the relationship will deepen. 

How do you manage your network now that you 
have created it? Do you use certain tools? 

Thanks to John’s suggestion, I use Contactually, which sends me a reminder 
every weekday morning of 10 people I should get in touch with. 

Each day, I’ll pick one or two and take a moment to send them a note and 
check in. That’s been incredibly useful; as one example, it reminded me to 
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“...I like to meet interesting people and consider it a bonus if they’re 
in a radically di�erent �eld than I am. You never know when those 

relationships will pay o�...”

www.worksheet title.com
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touch base with the organizer of a conference where I’d spoken the previous 
year. 

As a result of that exchange, he invited me back to speak again, resulting in 
thousands of dollars of revenue. If I hadn’t contacted him, it’s likely I wouldn’t 
have been top-of-mind and the invitation may have gone to someone else. 
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www.ryanholiday.net

Ryan Holiday is a media strategist and prominent writer on strategy and business. A�er 
dropping out of college at nineteen to apprentice under Robert Greene, author of The 48
Laws of Power, he went on to advise many bestselling authors and multiplatinum musicians.
Ryan’s latest book is The Obstacle Is the Way: The Timeless Art of Turning Trials into Triumph. 
He is also the bestselling author of Trust Me, I’m Lying and Growth Hacker Marketing. He is 
currently an editor at large for the New York Observer and contributes to Thought Catalog
from his home in Austin, Texas. 

The �rst thing I would do would be not consciously focus on building a network. 
Viktor Frankl has that line about how happiness ensues and cannot be pursued. 

I think having extensive, fruitful, bene�cial relationships stems almost
exclusively from three things: 

1. doing interesting and successful work
2. having or possessing things (knowledge, access, experience) that people 
want or need 
3. being a pleasant, interesting person.

If you had to start over today, how would you go about 
rebuilding your network?

Ryan Holiday
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Which principles or philosophy (if any) do you live 
by when you create relationships? 

A good rule might be: Don’t be a tool and keep things interesting. I hate when 
people go: “How can I add value?” Like, they literally and explicitly say that. 
Our relationship is not a stock or a business you invest in. 

If you’re an interesting, diverse source of knowledge and experience and not 
a sel�sh, or self-absorbed dick, adding value happens organically. 

You know things they want to know and they know things you want to know. 
They have a problem, you o�er to help. You connect over a shared interest. 
That’s my philosophy and it’s worked well. 

When you create relationships, how do you know 
who and what to focus on?

Whoever you want at the time! You never know with people—somebody 
riding high today could be a loser tomorrow who fucks you over on their way 

If I was starting over tomorrow, I’d focus on those traits—mostly the �rst one. 
A network is inevitable for someone who checks those boxes. Same goes for 
mentors. Sheryl Sandberg has a line where she chastises young people who 
say: “Will you be my mentor?” Instead, when you excel and show promise, 
people line up to mentor you. 

That’s how it works. I think any other strategy is �ghting for table scraps. 

www.worksheet title.com
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“Don’t be a tool and keep things interesting.”
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down, the quiet guy in the corner could turn out to be a generous, friendless 
billionaire. 

This is why I say: don’t be a tool, focus on what is interesting and cool. You sit 
down at a dinner with total strangers, get a good conversation going, and it can 
change your life. 
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Find someone who was once in the limelight but who still are very good at 
what they do. 

If people are currently doing a lot of media [interviews], you’re going to be 
one of the many people trying to get their time, and your chances go down. 

For example, if you’re trying to improve your swimming, don’t aim for Michael 
Phelps. 

Find someone who is a bronze medalist two Olympics ago. Guess what, they’re 
still very good and a hell of a lot better then you are. 

Don’t necessarily aim for the very top. Your response rate will improve.

Tim Ferriss has been listed as one of Fast Company’s “Most Innovative Business People”,
Forbes Magazine’s “Names You Need to Know,” and is the 7th “most powerful” personality 
on Newsweek’s Digital 100 Power Index for 2012. He is an angel investor/advisor (Uber, 
Facebook, Twitter, Evernote, and 20+ more) and author of bestsellers The 4-Hour Workweek, 
The 4-Hour Body, and The 4-Hour Chef

If you had to start over today, how would you go about 
rebuilding your network?

Tim Ferriss
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Which principles or philosophy (if any) do you live 
by when you create relationships?

Follow up appropriately at the right time. Ideally, give it a day or two before 
you follow up: “Thank you so much for the time, here’s what I did, it had this 
result. It really means a lot to me.” 

Do not follow up with an immediate additional request, like seven follow up 
questions or a dinner invitation. Also, follow up very strategically. 

Don’t keep in touch just to keep in touch. These people are too busy for that. 
The last thing you should do is to crowd their inbox with zero substance e-mail. 
A great example was how I built a relationship with Jack Can�eld, creator of 
Chicken Soup for the Soul a�er inviting him as a speaker for an SVASE (Silicon 
Valley Association of Startup Entrepreneurs). 

Over the years, once every few years, I would send him a philosophical question 
about a life decision. 

I would say, “Hi Jack, this is a reminder. This is me. I know you’re super busy. 
If you can’t respond no problem, but I’m facing this one life decision here it 
is I’m considering  A or B. Here’s my thinking on it. If you have any input at 
all, it would really make a huge di�erence to me. I’m a young guy just trying 
to �gure out what my next step is.” Then he would respond.
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When you create relationships, how do you know 
who and what to focus on?

How do you manage your network now that you 
have created it? Do you use certain tools?

Have one truly meaningful conversation with them and ask good questions. 
Do the same about 3 months later and you’ll never have to “keep in touch” by 
bothering him. He’ll remember you. 

I never “keep in touch” by calling or emailing when I have nothing important 
to say or ask. Have fewer deep connections and you don’t need to. 

Be memorable and you don’t need to be frequent. The latter just annoys
important/busy people.

Give them an easy out. Assume that they are busier, more important, more 
successful than you are. 

By demonstrating empathy that you understand that their inbox is more of a 
war zone than your inbox, you’re more likely to get a response. 

I’d like to interview Arnold Schwarzenegger on the podcast, and if I were to 
e-mail him, I would say, 
“I understand you have tremendous demands in your time and if you don’t 
have time to respond, no problem. 
If you do, even a sentence would mean a lot to me.”
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Most people think networking is about being sleazy, slimy, and scammy. They 
imagine the slick-haired business guy �itting around a room, handing out 
business cards, then winking and saying “Catch ya later!” Wrong, wrong, wrong.

This is a false dichotomy people make up to avoid learning how networking
really works. It’s easier to be disgusted by networking than to learn how to do 
it right — a classic pre-emptive defense mechanism. 

Building a network is not about pretending to be interested in them, then 
asking for a job. 

Building real relationships is about investing in them �rst, �guring out what 
they want and love, and then helping them get it — NOT instantly expecting 
a magical job o�er. In fact, most of the “networking” you do will simply be 
helping people and getting nothing back in return.

Ramit Sethi is the bestselling author of I Will Teach You to Be Rich and founder of 
iwillteachyoutoberich.com. His work has been featured by Fortune, the Wall Street Journal, 
ABC News, NPR, Fox Business, PBS, CNBC and more.

If you had to start over today, how would you go about 
rebuilding your network?

Ramit Sethi
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When you change your mentality about networking, understanding that it’s 
about adding value instead of extracting it, you will see massive changes in 
your life.

The next thing you’ll notice is that it’s far more powerful to spend a week trying 
to meet with one person, rather than a week going to random networking 
events to meet a hundred people. In this case, “less is more” — it’s far more 
e�ective to focus and meet interesting, relevant people than to blindly throw 
your business cards into the wind. I don’t even think I have business cards any 
more. 

Finally, if you are a top performer, VIPs WANT you to succeed, and will actually 
send you job opportunities and recommendations…because it’s in THEIR 
interest to do so.
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If you had to start over with your network today, how 
would you go about building it?

I would start by focusing on simply sending a “Hey, I noticed you’re doing 
really interesting stu�” note. I actually started doing this in high school. 

I would be reading a magazine and see an interesting piece about somebody 
doing something cool. I would just send them an email saying, 

“Hey I read about you in Wired. That is really cool, and I’ll be following your 
work.” 

It turns out that even a�er being covered in national press, most people don’t 
get nice emails like that where the person emailing doesn’t want something 
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from them. Later, in college, I would �nd interesting professors and email 
them to ask them more about their work.

Usually, they would tell me to visit them at o�ce hours, and that’s how I got 
lots of mentors and advisors. One key thing you can ask in meetings with VIPs 
is: “Who else should I be talking to?” If you’ve impressed them, they won’t just 
suggest people — they’ll o�en introduce you themselves.

But once you’ve connected with someone you admire — whether it’s via email, 
phone, or best of all, a co�ee meeting — what’s the secret to turning that one- 
time meeting into an ongoing relationship? See, the biggest mistake people 
make when networking is simply not doing it.

But the second-biggest mistake is NOT FOLLOWING UP. Do you know how 
many people have asked me out to co�ee, taken 30 minutes of time to “pick 
my brain”…then I never hear from them again?

What does a VIP want from someone who asks for his advice? He doesn’t need 
your money or introductions. He already has those.

A VIP wants to know that you listened to his advice and actually followed 
through.

Think about it: If I meet with someone, and they write back saying, “Hey Ramit, 
thanks for the time, and thanks especially for pointing out that [GENIUS 
POINT I MADE]. I took what you said and reached out to Beth Jones and Mike 
Smith and found out [AMAZING ACCOMPLISHMENT]. That helped me get 
a $3,000 raise and also get Fridays o�”… 

THAT is worth more than any amount of money he could give me. And it’s 
the �rst step to building a relationship.
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When you create relationships, how do you know 
who and what to focus on?

Let’s say you’re interested in the fashion world. You want to become a designer. 
Where should you start?

Would you email Calvin Klein? No, a top-tier designer gets hundreds of emails 
a day from people wanting things from them.

Start with someone more approachable — perhaps a fashion blogger, or a
freelance writer. They know the space, have connections, and can help you
understand the lay of the land. Notice that this is the hard work that very few 
people do. If it were simply as easy as emailing Calvin Klein (or whoever) to 
get a meeting, everyone would do it.

How do you manage your network now that you 
have created it? Do you use certain tools?

Once you have someone you’ve connected with once, it’s important to build 
the relationship by constantly adding value. 

Who would you like to reconnect to? Who can YOU help and what would be 
most interesting and useful to them? Send them that. Put them �rst — not you. 
When you do, repeatedly showing that you’re investing in them �rst, you’ll 
separate yourself from the everyone else who 

(1) rarely reaches out to anyone for advice or help, and 
(2) only reaches out when they need something.
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Bonus: Ramit’s Closing the Loop Technique

Once you’ve initially connected with someone, here’s a strategy Ramit 
recommends you use to ensure you start the relationship o� strong.

• Same day: Send a Thank You email
• 1 Week Later: Send a “Value Add” email
• 2-3 Weeks Later: Close the Loop email (updates on the advice they gave 
   you and action steps you took)

Watch Ramit’s video about his Closing the Loop technique and learn actual
scripts here. 

Stand out, and you will instantly have more credibility and higher-level 
connections with VIPs, who will want to help you.
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Want to Build a High Value Social Circle that 
Lands New Opportunities in Your Lap Every 
Week?

Introducing The Art of Charm's Social Capital Networking Intensive. 

An 8 week training program that teaches you how to build a life changing 
networking, cra� your own personal high value brand, and develop massive 
in�uence and respect in your industry.

Three Bene�ts of the High-Value 
Social Circle You Will Have A�er 
Completing this Intensive Program:

Having a �awless strategy for approaching new people 
and a format for directing conversations, so you 
con�dently build ties with people of value… no matter 
what level of experience you have.

Discovering how to position yourself so that people 
will want to connect with YOU before you even 
have to approach them.

Transforming yourself into a higher-level master 
at building the social circle of your choosing while 
having in�uence and respect as a person of massive 
value.
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Learn More
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2

3

http://www.theartofcharm.com/socialcapital/

