Networking Success From A to Z

( Arrive early for best results.
( Be a good listener.

( Clearly enunciate (name, words, sentences).

( Don’t interrupt.

( Exude confidence in your communication and how you carry yourself.

( Focus on your conversational partner.

( Gather information about others from conversations and observations.

( Help your listener remember what you say and how you say it.

( Inquire about them.  It’s all about them.

( Jump-start conversations with engaging statements and questions.

( Know how you can best help others.

( Listen actively (through the use of using gestures, facial and body language).

( Make and keep eye contact.

( Never stare or crowd your conversational partner(s). Respect personal space.

( Open-ended questions generate valuable insights.

( Presentation skills matter!  Polish yours.

( Questions keep your dialog going.  When it stalls, ask more.

( Respect others time by staying focused.

( Study non-verbal cues of your listener; do they agree, care, understand?

( Think before you speak.

( Uncover their needs, pain, problems that you can solve.

( Value their time by not monopolizing it.

( Write a thank-you note or e-mail to follow up with new contacts you meet.

( X is a variable whose value is unknown. Get to appreciate others true value.

( You are unique.  Showcase it through your style, what you say and do.

( Zzzzzz.  What they’ll do if you can’t keep ‘em awake with mutual conversation!
“Are you NETworking

or NOTworking?”
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