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1.  NETWORKING VS. SELLING: 

 

In selling then, the salesman deals with the client and offers his product/service in exchange for money. 

And if he is "high gear", he will ask for a referral. 

 

Whereas in networking, the client or person in front of you is just a small part of the picture. He is (just to 

make an analogy) the tree in front of the forest. The other trees of the forest are the people he knows 

or the people he is connected to. The networker IS thinking about them and he is ready and willing to 

do business with the person in front of him as well. 

 

2. ALLOW THEM EXPRESSION FIRST: 

Some people easily tend to think that in Networking being a good speaker/talker is very important.  I 

wouldn't say that speaking skills are not valuable. However, being a good listener is WAY more 

important, more useful, and more valuable. In a conversation, would you prefer between someone who 

listens to what you have to say or someone who comes and talks to you without ever allowing for an 

opportunity to squeeze in a word? Now I realize that these are extremes. But I believe that any day we 

will all prefer someone who gives us the chance or opportunity to tell our story or at least to express 

ourselves while giving the other person their opportunity to do same. A balance is an ideal situation. But 

one could let the other person talk to one and happily follow-up getting in that way the opportunity to 

tell one’s story as well. As mentioned above, if you truly listen to them, they wouldn't mind seeing you 

again to hear what you have to offer. 

 

3.  BE INTERESTED in THEM: 

How do you get other people interested in what you have to say or offer? 

We believe this is a very good question. 

 

We all want people to listen to us very well. 

 

But how do you get people to listen to you? One could try begging them to do so or even yelling at them 

or maybe just hope that they will, but it is doubtful that that will work successfully, consistently, or even 

at all. 

 

What could one do then? 

 

Here is something that could help, a natural mechanism: “People respond in kind!” 

 

This simply means if you want people to listen to you or show interest in what you have to offer, then 

listen to them and show (a genuine) interest in them. 

 

4. NETWORK = NET + WORK 

             “It's a bit extravagant having worked this much. Working is not a punishment, working is breathing.” 

Le Corbusier (Famous French Architect 1910-65)" 
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One would notice that NETWORK is made up of 2 words. NET and WORK. These are also ACTION 

words. Then Network  is something one DOES if one is to get its benefits. In today's society “talking” 

about something; gets easily confused with “doing” something. Doing for real is what will get you the 

results/benefits. Even the “figuring it out” is taken care of with the materials covered in this book as it 

has been tested out and is proven workable.  But unless one DOES it, he or she will not get the results 

and benefits of networking. Nothing else for that matter will! Work is something rather 

misunderstood in our society in that it is often considered as the thing one must avoid and sometimes 

at all costs. The problem is if the baker did not WORK at making the bread none of us would see any 

bread at all to eat. So, work we might just quickly recognize is a fundamental, essential, and needed 

activity if we want life to go on. If this were not clear or even accepted the question one could ask is, if 

everyone stopped working, what would happen to the country or the world at large? 

 

THE THREE PARTS OF NETWORKING: 

Then WORK in networking could be broken down into three parts: 

i) Planning/Figuring out the events to go to and SCHEDULING THEM in ONE'S AGENDA at least one 

month in advance. 

ii) GOING there and GETTING THERE EARLY and of course NETWORKING and 

iii) FOLLOWING UP with the contacts made. 

 

5. CONSISTENCY IS KEY, THE KEY IS CONSISTENCY: 

In the words of Bruce Barton, a member of the Advertising Hall of Fame: "In good times people want to 

advertise. In bad times they have to". 

 

“Genius is 1% talent and 99% percent hard work...” -Albert Einstein. 

 

Here is an article that perhaps explains this factor better than anything we have seen. Though primarily 

about sales, it applies just as much to networking:  

“Why 8% of salespeople get 80% of the sales. 

Tenacity results in sales 

Different studies carried out at different times, in different places, by different market research 

companies over several years all reveal that 80% of non-routine sales occur only after at least five 

follow-ups. 

Think about that.  It takes at least five continuous follow-up efforts after the initial sales contact before a 

customer says yes. FIVE! There are some fascinating statistics on this: 

 

 44% of salespeople give up after one "no" 

 22% give up after two "no’s." 

 14% give up after three "no’s." 

 12% give up after four "no’s." 

 

That tells you that 92% of salespeople give up after four "no's", and only 8% cent of salespeople ask for 

the order a fifth time. 

 

When you consider that 80% of prospects say "no" four times before they say "yes", the inference is 

that 8% of salespeople are getting 80% of the sales. 

Introduce a five "no’s" follow-up strategy”! 


