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I find in my work as a coach, that networking tends to have a fairly bad reputation.  Most people see networking as a nasty business, where the job is to trick others into giving you what you want.
My intention is to plant a seed, that networking can be nice instead of nasty, that the best networking is about generosity, sharing gifts and resources for mutual benefit. By the end of this article, I hope that you will embrace, or at least suspect the truth of what every great businessperson already knows: that networking is not only the most effective way to grow your business, but it can be the easiest and most joyful, too.

I contend that each of us has the power to develop joyful partnerships that can yield referrals, recommendations, resources, and support.  But that can happen only by the declaration of our gifts and goals.  We have to be willing to give and seek help in building our lives and businesses.  We have to be willing to show our gold, the best within us, and to look for the best in others. And at this ‘giving time of year”, it’s the perfect time to offer our unique and wonderful gifts!

What’s a network?
The dictionary definition of “network” says nothing of business. It reads “An openwork fabric or structure in which rope, thread or wires cross at regular intervals.” So applied to business, it seems that people are the threads that cross at regular intervals, a web of connections made and maintained throughout your life that is stronger, and more effective than any single strand. 

Who’s in my network?

People often come to me saying, “I’m not good at business.  I don’t know anyone.  I’m not good at asking for favors.”  Well, I say, “Every business runs on relationships and yours should, too.”  Approximately 70% of all jobs are found through networking. A referral generates 80 % more results than a cold call. (That fact is from the wonderful book, “Power Networking” by Sandy Vilas and Judy Fisher.) It’s not all about who you know.  But you’ll never get to show what you know if you don’t start asking and offering to those you know!  Sharing your goals and services will let people know how you can help them or a valued friend or associate.  It’s just about becoming more conscious about this natural exchange.  
You know more people than you think.  Most people you meet have at least 250 contacts – family, friends, colleagues, your dry cleaner, dentist, doctor, parking lot attendant.  (One of my clients actually met her agent through the parking attendant at her garage!)  So when you meet someone and they meet you, you’re really each meeting 250 people.  If two of you introduced each other to your contacts, you would double your network.  If each of your 250 contacts introduced you to their 250, you’d have 65,000 contacts!
What’s so good about networking?

Consider for a moment the opportunities that you’ve already received through someone in your community. How many referrals have come from someone you know: an audition or interview, job, member of your staff or creative team, advisor or investor? How many resources have you been turned onto: training, space, services, equipment, support organization or other information?
At a party recently, my client, Wanda*, an actor and film-maker, found her executive producer, location scouts, and primary location for her upcoming film.  At one party!

At a fabric shop, Charlene*, a client who’s a designer, met an entrepreneur.  Thanks to that meeting, Charlene designed a great new product that was selling in the trade shows four weeks later.

You’re not good at asking for favors, so DON’T.  Instead, offer your gifts.  Recognize that your work, whether you are an artist or entrepreneur, is your gift and a gift to others – one that can bring inspiration, knowledge, joy, healing, and can support you financially.  (It can do all this for your agent, manager, producer, director, coach, etc…too…!)  Even the request you make can be a gift.  We all want to grow our lives.  Asking for what you want can empower someone else to do the same.  
Recently, a sixteen year old student walked up to her teacher Patricia*, my client. The student said, “I want to be in this production. Here is a list of industry people involved. Do you know them and would you introduce me?” After reviewing the list, Patricia said, “I don’t. But you keep doing what you’re doing. That’s the way to get in.”  My client went right home and called her literary agent regarding submissions.

Give people an opportunity to participate in your life.  I often hear, “I’m not good at getting help, only at giving it.”  Secretly, we’re patting ourselves on the back for our generosity.  And yes – great networking begins with this generosity (sharing resources, connections, and support), but it doesn’t end with it.  Give others the opportunity to take pride in their expertise, and experience the joy of helping you.

Recently my client, Nicola* was looking for a new job. She wanted to move from a focus on purchasing to system research and implementation. After a few weeks of resisting, she talked to the parent of a child in her son’s pre-school, who worked for a company in which Nicola was interested.  Within weeks she had an interview, obtained through this parent. After that interview, her connection, Kathy* called her and said her boss was supremely grateful for bringing her such a wonderful candidate. Two weeks later she had an offer for a perfect-fit job. And Kathy felt great about being the entrée. Wouldn’t you?

Use people. Be of use. What a thought. As George Bernard Shaw states at the top of this article, “to be thoroughly used up …” Let me be used, Let me make use of someone else.  The resources we share will not deplete us but will expand us!

How do I network?
Here are four tools for reaching out to your network “nicely” this holiday season to share your appreciation, resources and vision and invite them to share theirs.  (And since I seem so clearly fond of alliteration, they all start with the letter “P”):
Purpose

People

Passion

Practice

PURPOSE
Purpose is a simple tool – an intention statement which connects you to your most natural, powerful, and generous way of relating to the world.  My clients will recognize this as one of the first and consistent tools we work with. (It was a subject unto itself in the last newsletter article, “The Gift”.)
Very simply, this statement contains two parts:

1.) A verb – an active word that embodies how you relate to people when you are most deeply and powerfully connected: i.e. dare, nurture, delight, tickle, charm, ignite…

2.) The outcome – the daily result you want for yourself and others: i.e. integrity, connection, revelation, action…

You connect the verb with the outcome and – voila – purpose!  Dare people to live with integrity, nurture people to connect, tickle the humanity out of them…

My particular purpose is “to inspire people to embrace life with passion, connection, and creativity.”  I remind myself of my purpose in writing this to you today.  I encourage you to choose a purpose to work with today, and solidify it in the coming weeks.  The purpose statement is your greatest networking ally, whether you seek to gain employment, a client, a collaborator, or an investor.  It will support you in putting people first.  It works because it connects you to the heart.  It works because you first give it to yourself, and model it in the world.  For instance, you inspire yourself first.

PEOPLE

People are the threads that connect at regular intervals.  Put people first and the results follow.  Networking is an exchange.  Know what you have to offer – your service, resources, and appreciation.

~ Your service – Create a simple statement that conveys


the uniqueness of your service.  Be ready to declare it! 

Examples:

“I’m a commercial and legit actor.  My forte is comedy.  I just love seeing people laughing themselves silly!”

“I'm a Corporate Tax Advisor. For over 20 years, I’ve helped major corporations wade through the mire of complex proposals to discover the most exciting and lucrative deals.”
“I just graduated from The American Academy of Dramatic Arts, and I’m already being sent out commercially.  My ultimate goal is to land leading roles in Broadway musicals, so my immediate goal is be cast as the quirky romantic leading lady Off-Broadway and/or regionally.”
[Networking “don’t”: “I’m an actor who – like everyone else – needs a job and an agent…” ]

Inspire us!

When meeting people, have your resources in mind and be willing to share them:

~ Your Resources: - From knowing a great doctor to knowledge of the city, have them at the ready.

~ Your Appreciation: - In Tim Templeton’s book, “Referral of a Lifetime”, he counsels people to build a web of appreciation.  He says to have planned gifts and resources to share on a routine basis, i.e. a thank you gift for a referral, a lovely card, etc.

~ Know What You Need: - Ask for something that can truly build your life and your business. Be ready with a powerful request.
Examples:

 “You know what would really help me out?  Information or leads to Off-Broadway theatre, particularly Playwrights Horizons or The Public Theatre.  I’m really a perfect match for their sensibility.  If you know anyone who may have performed, directed, produced, cast, designed a show there…?”

“I’d love to be introduced to the person who makes the marketing decisions in your company”.
 “I’m looking for a studio on the upper West Side in the $1000 range, so if you know a good rental agent, landlord, or best of all an opening in the building…?”

Be interested in people.  Ask questions.  Listen to them.
~ Find out their interests and concerns.

~ Find out about their service, and what would help them grow.

~ Consciously seek out ways that you may be able to help them.

~ Follow up with a note – always:  The people who get the most out of their networking, know it doesn’t stop with the first meeting.  Follow up when someone asks.  Follow up when someone offers.  Make it easy for people to follow through on their promise to you.  Don’t wait to hold it against them if they don’t do exactly what you need, when you need it! Assume that you’ll have to manage them in the task.

Example:

“Hey, I wanted to call those two prospective clients you mentioned.  Could you give them a call today, and then call me right back on the scoop?  Thanks!”

Passion

~ Sharing the excitement will turn a boast into a share.  Add “It’s an exciting time for me”, before you share that you got that great feature in Fast Money Magazine or review in The New York Times. Or just convey your feedback with enthusiasm, “My teacher, Tony-winner Betty Buckley, told me today that I’m ready for Broadway, and nothing should hold me back!”  Sharing feedback and coverage will give the industry the confidence to want to work with you and/or recommend you. It’s all information.
~ Sharing your goals with passion will convince people of your commitment and encourage them to want to participate in your career.

~ Passionate acknowledgement can turn a seemingly outrageous request into a pleasurable event.  i.e. “I know I hardly know you, but I’m so impressed with your business savvy.  Could I take you out for a coffee and pick your brain about my new film project…?”

PRACTICE

I’m always surprised that people feel that networking is a talent rather than a skill to develop.  It is a small percentage that has a natural skill in networking. Most of us have to practice. Networking is public speaking – it’s just one-on-one instead of before a crowd. You want to make your points purposefully.  You want to reach out with clarity and confidence.  Take every opportunity to practice!  Professional athletes do it all the time.  They “see” their performance before the actual competition.

~ Practice your openings – a simple question or statement.

“I’m new here.  What do you know about the organization?”

~ Practice your career description.

“I’m a filmmaker who enjoys flipping people out.  David Lynch and Quentin Tarantino are my heroes.  I’ve always been inspired by dark, surreal films with a slightly bent sense of humor.  I’m currently in pre-production for a project with___about___”

~ Practice your requests.

“I’d love to get involved on the ground floor of this project.  Could you introduce me to the writer or director?”

~ Practice sharing your resources.

~ Practice your follow-up.  Actually rehearse it with a trusted friend and ally! 

· Imagine yourself relating successfully and comfortably.

· Develop the networking habit through the practice of sharing referrals, resources, and requests.  Like sit-ups, if you do them regularly, they get easier and leave you with great-looking benefits.  They make you feel strong!

Networking Nicely in a Nutshell
Again, networking at its best is all about generosity.  The more you share the more you have.  At holiday time, I like to think of it as inviting everyone to the feast, and encouraging them to share the pie!  (Read “Ten Ways to Share the Pie” in “How Does Your Garden Grow” section of the newsletter for specific suggestions on holiday networking)  
In review - have an intention to make people’s work and life better, to show your appreciation, and to give them the information and confidence to work with you in the 2008!  Be on purpose. Put people first. Share your passion. Practice till it’s practically perfectly in every way. 
And here’s my promise to you:  No more “nasty”.

Networking will be nice…

Happy Holidays, and…
Sow yourself like a seed, Penelope Brackett
It’s not all about who you know.  But you’ll never get to show what you know if you don’t start asking and offering to those you know!  Sharing your goals and services will let people know how you can help them or a valued friend or associate.








