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I recall setting up the Lansdowne Club in Sydney Australia 
which was established as an Irish Business Network. Three 
people attended the first meeting - now the membership  
is in the many thousands. The initial idea to build a network, 
in a country where I arrived knowing no one, evolved into  
a remarkable and fun way to develop connections for both 
personal and business purposes.

The network grew organically from a solid base to an 
expansive group who developed many rich relationships 
over time. Connections and collaborations led to trusting 
and valued relationships between members; the lines 
differentiating business connections from friendships 
became increasingly blurred.

The model of the Lansdowne Club has now been replicated 
by many countries around the world yet the spirit of 
the founding group remains the same. These networks 
have fostered long term hearts and minds sustainable 
relationships that have proven worthwhile time and again.

Kingsley Aikins 

THE 
POWER OF 
NETWORKING
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We live in a rapidly changing 
world where technology 
and globalisation are 
transforming whole industries 
and creativity and innovation 
have replaced raw materials, 
labour and capital as the key 
source of economic value. 
Success in the past is no 
guarantee of success in the 
future and the strategies that 
got us to where we are today 
will not get us to where we 
want to go tomorrow. 

As US management consultant 
Peter Drucker said ‘to create the 
future we have to  be the enemy 
of today.’ 

To survive and thrive in this new 
age of disruptive disaggregation 
we need to change our 
attitudes, alter our behaviours 
and learn new skills. We must 
embrace networking and make 
it work to our advantage.

In 25 years the world economy 
has gone from 500 million to 
5 billion people. In the next 
25 years 3 billion will join the 
middle classes and all will be 
connected by smart telephony. 

Networking is a key skill we all 
ought to have but it is also a 
skill we all should continuously 
develop. Encouraging this 
skill will enable us to achieve 
greater potential in both our 
professional and personal lives. 

This Networking Training 
Programme is designed to bring 
forth our ability to network, 
particularly as we navigate 
today’s ever-changing world. 

Rather than fear this change, 
we need to embrace it. This 
is not easy to do as we are 
conditioned by years of our own 
circumstances. We tend to want 
to do things the way we have 
always done them. Change is 
about discomfort and it takes 
courage to address any change 
in our lives. Waiting until a crisis 
is upon us is too late to adjust.  
Networking is a way to build 
options and to gain alternatives 
before you need them.

The only constant we now live 
with is change. Change, of 
course, has always been with 
us but perhaps not at the same 
pace, velocity and trajectory as 
now. Also, in the past, size was 
all important – the big ate the 
small. Now it is all about speed 
– the fast eat the slow. Agility 
is key and there seem to be no 
speed limits. 

This Networking Training 
Programme will prepare you 
for this change. The course 
emphasises that the key to 
surviving and thriving in this 
new age is to embrace and 
engage in a continuous culture 
of network building.   

Working hard and playing by 
the rules is no longer enough  
We have to work harder, reinvent 
ourselves, engage in lifelong 
learning and play by the rules. 

The old employer-employee 
contract has not survived.  
Lifetime employment in 
exchange for lifetime loyalty  
is over. Companies are now 
career docking stations and 
have to shift from a ‘command 
and control’ approach to one  
in which a company becomes  
a platform for employees to 
make the best possible use of 
their pulling power. Companies 
now want to ‘hire and wire’  
(i.e. they want to hire well-
connected people and wire  
into their networks).

 Now your network is a personal 
asset, which is portable and 
goes with you when you  
change jobs.  
We now live in a world where  
it is not what you know or even 
who you know but who knows 
you and how well you know  
who you know. 
 
ACTION   
Accept, anticipate and react 
positively to change. 

A Changed World

“Genuine beginnings 
begin with us, even when 
they are brought to our 
attention by external 
opportunities.                

William Bridges

“
“ “When you are 
finished changing 
you are finished.

Benjamin Franklin
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What is Networking?

Networking is all about building 
long-term hearts and minds 
sustainable relationships.  
It is also about moving away 
from your comfort zone. We 
are living at a time when we 
are seeing the emergence 
of a more individual form of 
capitalism where the person, 
the networked power of the 
individual, is the new capital. 

As a result corporations  
have to fashion themselves 
around people. Companies  
fear becoming generic where 
price is the only determinant  
of getting the business. 
Customers have choices  
and if price is the only reason  
for winning  the business,  
then options are limited.

Companies and individuals now 
see Networking as the way to:

– Get business

– Win customers

– Find investors

– Attract and retain staff

– Locate suppliers

–  Build prestige, reputation,  
trust and promise

– Get out of your silo

– Find your next job

–  Have better physical and  
mental health

– Live longer and be happier

Prioritise networking and place 
it at the front and centre of your 
lives. Having talent is wonderful 
but you have to be found and 
networking is the way to be 

found. The fact is that lots of 
people have talent so you need 
your network to get yourself 
known. The important thing to 
remember is that everyone can 
be a bit better at networking 
and being a bit better can have  
a significant impact. 

Networking can be the ‘nudge’ 
factor that can become the 
difference between success 
and failure. Life is often a 
game of inches so just  being 
a little better can make all 
the difference. By building an 
invitational mindset you can 
deepen existing relationships 
and use them to make  
new connections. 

One of the challenges is that  
most people are turned off by  
the topic of networking. They 
think it seems a bit sleazy and 

“We are all human beings. 
If you are open minded  
and you send out positive 
vibes that you are willing to 
learn, if you open your self 
rather than close in, you will 
have other people walk into 
your life.                 
Carol Shen, 
MD Estee Lauder, China

“

inauthentic and is all about high 
energy people distributing lots  
of business cards. 

People mistake very sociable 
people as being great 
networkers and quiet, more 
reserved people as being 
poor networkers. Often the 
opposite is the case. Old school 
networking was all about the 
transaction and getting the deal. 

Nowadays relationship builders 
try to help other people and 
don’t keep score. They think 
about relationships all the 
time – not just when they need 
something. They realize that the 
way to people they don’t know 
is through people that they do 
know and they appreciate that 
to succeed they have to build  
a continuous culture of  
network building. 

In every meeting they know  
to remember 3 questions  
as follows…

How can I help you .. ?

If you were me what would  
you do ..?

Who do you know who ..?

Networking is not

–  for people who are desperate  
or needy

– about getting sales

– about you

–  about being the life and soul  
of the party

–  only for people who are 
‘natural’ networkers or  
great speakers

–  for people who always think 
‘what’s in it for me’

Many people’s version of 
networking is social interaction, 
enjoyable but not ambitious and 
often the type that is not very 
productive in business. 

Information is plentiful and 
cheap – through networking 
you can access what is rare – 
trust and insight. Networking 
will help you build a referral 
strategy. However, most people 
in business do not know how to 
use networking as a business 
tool. People rarely ask to be 
referred by happy customers. 
Sales is about people selling 
to people and a referral by a 
respected mutual contact is like 
having a passport at a border.

As the recession ends and 
growth returns to the economy 
there will be a massive global 
war for talent and signs are 
already there. With over 50% 
of employees in most surveys 
saying they are unhappy where 
they are working and are 
planning a move then employee 
‘churn’ is going to become more 
common than in recessionary 
times when people were 
hanging on to jobs. 

Networking will help attract key 
staff and will also help people  
get their next jobs.

Networking is 

–  about being ‘other people’ 
centered

–  about being relationship driven 
rather than transaction driven

–  about giving to the individual 
and getting back from the 
network 

–  about being authentic  
and genuine

–  about fixing people up with  
one another and adding  
value to their lives

–  about quality rather  
than quantity

–  about becoming a  
superb listener 

Business is a contact sport  
and is getting tougher. The 
higher you climb in business 
the more your success depends 
on your ability to communicate 
effectively and build the  
right alliances. 

The skills and abilities you 
needed to get your job become 
less important as you progress 
and your relationships become 
more important. Creativity is not 
a solitary process – it happens
within networks – talented 
people get together and things 
happen. Relationships take over 
from transactions.

ACTION   
Move from a transactional 
mindset to a relationship 
mindset. 
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Characteristics of Great Networkers

Whether we realise it or  
not networks and networking 
play a critical role in our lives.

People who are great 
networkers:

–  Work hard at it.

–  Are humble.

–  Are quietly confident that 
connecting people will result  
in something great even if it  
is unclear what that is.

–  Think like farmers who sow  
a seed in the spring and 
nurture and care for it knowing 
that there will be a harvest. 
They see contacts as a seed 
and relationships as a tree.

–  Understand that they can’t 
know everything no matter 
how good they are and that 
the way to information they 
don’t know is through  
people that they do know.

–  Understand the difference 
between formal information 
which is readily available  
to all and informal information 
which comes from their network.

–  Understand the power of  
asking, and not just for 
business, but advice, 
suggestions, opinions, ideas, 
referrals and introductions.

–  Use technology but also 
Network the old fashioned  
way – face to face. 

–  Pick up the phone and talk.

ACTION   
Identify 3 people who are great 
networkers that you know. 
Spend time with them, ask 
them questions and learn  
from them.

In the 21st century there are 
some harsh realities of doing 
business. The following truths 
underscore why networking is 
so important.

–  People do business with 
people they like and trust.

–  Sales is about selling to people 
and if people don’t like you 
they won’t  buy from you – 
simple as that.

–  Business does not come in  
– it has to be gone after.

–  Business is not given – it has  
to be asked for.

–  Business is not deserved  
– it has to be earned.

–  If you are not asking your 
customer for business your 
competitor is.

–  People who don’t know you 
won’t refer you.

–  A bad day on the road beats  
a good day in the office.

ACTION   
Build trust and friendships.

“Conquering others takes 
force. Conquering yourself 
is true strength. 
Tao Te Ching

“ ““The source of all misery in 
the world lies in thinking of 
oneself – the source of all 
happiness in the world lies  
in thinking of others.      
Buddhist Shantideva

Realities of Business

You can make more friends in two months by becoming 
interested in other people than you can in two years by 
trying to get other people interested in you.

Dale Carnegie

“ ““ “The secret of business success without 
hard work is just that – a secret.                     

Paul Getty
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The definition of Social 
Capital:

‘ The resources available  
to you in your personal  
and business networks.’  
Wayne Baker 

Social in social capital 
differentiates these assets 
from personal assets. No single 
person owns them.

Social Capital depends on  
who you know and how well  
you know who you know. It 
is about the size, quality and 
diversity of your personal  
and business networks.

Capital in social capital  
means that it is productive. 
It is instructive to compare 
social capital with financial 
and human capital. Financial 
capital is what you own, your 
possessions and assets. Human 
capital is what you know – the 
sum of your knowledge, skills 
and experience.

Both financial and human capital 
are within you whereas social 
capital is between you and other 
people and is increased by use 
rather than decreased by use, 
such as financial capital. 

In essence it is a measurement 
of your engagedness and it 
includes:

–  Information

–  Ideas

–  Contacts

–  Opportunities

–  Support

–  Goodwill

–  Trust

–  Reputation

–  Cooperation

Managing social capital will  
be a core competency for 21st 
century companies. In the  
20th  century the function of  
a company’s HR department  
was all about managing human 
capital which was about skills, 
knowledge and experience.  
In the current networked 
economy this content is no longer 
sufficient – you can’t compete  
on what everybody knows. 

As you move up a company 
hierarchy it becomes more 
difficult to compete on 
individual competency – 
everyone is highly skilled.

The new advantage is context 
and creating competitive 
context depends on building 
Social Capital which depends  
in turn on your network..

Research from Professor Ron 
Burt shows that people with 
strong capital:

–  Find jobs more quickly

–  Are promoted earlier

–  Close deals faster

–  Get paid more

–  Enhance performance of  
their teams

–  Are more creative

–  Get better evaluations

–  Are more agile

People with low Social 
Capital have

–  A small number of contacts

–  Little diversity in their contacts

–  Low involvement in work related 
activities

–  Low involvement in non work 
related activities

People with high Social  
Capital have

–  Lots of contacts

–  Diversity in their contacts

–  A high profile - are well known

–  A reputation as being a  
‘go-to’person

–  An ability to attract people 

People who build strong  
Social Capital move from living  
in ‘little boxes’ to living in a 
networked society.

ACTION   
Actively build your Social 
Capital through networking.

“You are the sum total of the 
people you meet and interact 
with in the world. Whether  
it is your family, peers or  
co-workers, the opportunities 
you have and the things that 
you learn all come through  
doors that other people  
open for you. 
Tanner Colby

“
Social Capital

Develop interest in life as you see it: 
in people, things, literature, music – 
the world is so rich, simply throbbing 
with rich treasures, beautiful souls  
and interesting people. 
Forget yourself.                     

Henry Miller

“

“
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By failing to prepare, 
you are preparing 
to fail.

Benjamin 
Franklin

In order to develop your 
social capital and build your 
network you must:

– Change your attitude    
– Alter your behaviour
– Learn new skills

In conjunction with this 
behaviour change you must 
follow this four-step process.

1. Research
First, audit your existing 
network. Do this manually and 
print off your database  
of contacts and divide them  
into the categories below:

a. Contact 
just a name on your database.  
You may not even remember  
who they are. Perhaps a  
business card you picked up at  
a conference or business event. 

b.  Connection 
you know them and they know 
you. If they rang you or you met 
them you would know who they 
are. Warmer than a contact.

c.  Relationship 
you know each other well and there 
is ongoing activity between you.
There is genuine warmth  
and friendship and you like  
each other. There is trust 
between you.

d.  Friend 
a close bonded relationship, could 
be personal or work or both. 

The sort of relationship where 
you could call them on their cell 
phone on a Sunday afternoon 
and that would be okay.

The benefits of doing this exercise 
is that you can spot and fill in  
the gaps in your network.  
You can rediscover and refresh 
lapsed relationships and you can 
remind yourself to reach out to 
important people with whom you 
should connect.

The Four Step Networking Process

Championing 
You

Unawareness

Ignorance

Engagement

Genuine Interest

Informed 
Understanding

Being Loyal to You

Trusting You

Commitment

Next, qualify and categorise 
your existing network using  
two criteria: 
 
a.  Rate people based on their 

capacity to do business 
with you i.e. Do they have 
resources and financial 
wherewithal?

b.    Also rate them based on  
their propensity to do 
business with you. Do 
they have the interest and 
willingness to engage?

This early Research phase  
is all about enquiry, rather  
than action.

2. Cultivation
This phase is all about bringing 
someone on a journey from 
total ignorance of you and your 
organisation to passionate 
advocacy. This journey takes 
time and patience. It means 
bringing people through a  
series of phases, see below.

This journey doesn’t happen 
overnight and requires multiple 
interactions, many of which 
take place in person. You 
have to allow people to get 
close to you and you need to 
develop friendships through 
conversations.

 Cultivation is about the left side 
of the brain and the right side 
of the brain. The left side wants 

plans, budgets and business 
models and the right side wants 
emotion, meaning and visions. 
The left (rational side) leads 
to conclusions and the right 
(emotional side) leads to action. 

3. Solicitation
This third phase is about asking 
and is based on the premise  
that if you want to get you have 
to ask. If you don’t ask you don’t 
get and it logically follows the  
2 previous steps.

The key is knowing when to ask 
and who to ask and for what to ask.

In the previous phases there 
may have been lots of asking, 
but not for business. You may 
have asked for advice, ideas, 
introductions and referrals. 

Now it is time to ask for the 
business. You do this in a clear 
and confident way having  
set up the right circumstances  
and environment. 

Make the ask and then  
remain silent.
The cliché is that the next 
person to speak loses the 
sale. This is an emotional 
and theatrical moment, the 
culmination of much work and 
every sinew of your body wants  
to ‘soften’ the occasion. Don’t. 

At the appropriate time  
deal with objections
Then conclude the meeting  
and follow up promptly with  
a confirmation of the details  
of the ask.

4. Stewardship
This fourth, and final phase, 
stewardship, is a bit like 
aftersales service. The premise 
is that an initial piece of 
business could potentially lead 
to a lifetime of support. Regard 
every sale as a down payment 
on the next sale. 

 Research has shown that the 
number one reason, by far, why 
people stop doing business with 
an existing company is because 
they feel a sense of indifference 
and that their business has, in 
some way, been taken for granted 
and they feel neglected. 

Avoid this by having a 
formalized thank you and 
stewardship strategy and 
recognize and reward long term 
support and cumulative targets 
when they are reached. 

ACTION   
Follow the Process

“Action is the foundational 
key to all success.     

Pablo Picasso

“
“ “
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There is no water cooler or coffee station on 
the internet. Email and texting misses out 
on one of the most important aspects of 
doing business - non verbal communication.

Hi-Tech and Hi-Touch 

Technology is having a 
dramatic effect on how we 
can, and do, network and has 
reduced the cost of connecting 
with huge numbers of people. 
There are now over 7 billion 
cellphones in the world. The 
world’s largest professional 
network, Linkedin, has over 
350 million users.

Great networkers understand  
the power of technology and  
how the traditional 3 degrees  
of separation is now just one  
click away.  

–  They understand that technology 
allows them to raise their own 
presence and that they are now 
available and contactable to 
anyone, anywhere, anytime.  
This information is not restricted, 
as it was in the old days, to 
geographic proximity.  

–  They can now find out a lot  
about other people’s background 
and experiences.

–  They can find out who other 
people know and look for close 
connections they might have  
in common.

–  They understand that everyone  
in the world can have access to  
all the world’s information and 
that none of us is as smart as  
all of us. 

–  They figure out how to use 
technology but they also know 
that if networking is all about 
hearts and minds sustainable 
relationships, then they also 
need to be hi-touch. 

It is a delicate balancing act. 
There is a sense that technology 
is on a relentless march to 
replace people – people are 
messy, expensive and they make 
mistakes but what people are 
good at is getting on with other 
people. They use empathy  
which machines can’t….or, at 
least, not yet!

Also great networkers are 
struggling with the next 
generation of leadership to get 
them to appreciate that, at its 
heart, networking is an inherently 
human pursuit. We are social 
animals and we crave human 
contact. There is the danger 
that technology can starch the 
humanity out of networking. 
There is a fear that we hide 
behind a curtain of technology 
and think we are building 
relationships. But we are not.

MIT Professor Sherry Turkle has 
written a book entitled ‘Alone 
Together’ in which she claims 
that technology has given us 
the illusion of companionship 
without the means of friendship. 
We are, for the first time ever, all 
connected globally but all alone in 
front of a screen. We are together 
without really being together.

We are too busy communicating 
to think, to create, to connect  
and to collaborate. We would 
rather text than talk and we 
seem to expect more from 
technology than from each 
other. The good news is that this 
all creates an opportunity and  
a competitive advantage. We 
can reclaim conversations and 
add them to technology.

Make this a hi-touch year

– Set up meetings.

– Develop more friendships.

– Be curious and ask questions.

– Pick up the phone and talk.

– Return emails with a call.

–  Write letters and handwritten notes.

– Bump into people and chat.

– Say thank you in person.

–  Contact people and say hi for  
no reason.

However – don’t give up  
on devices – just develop  
a more self-aware relationship 
with them and each other  
and ourselves.

ACTION   
Get the balance right.

In the networked world 
trust is the most important 
currency….so turn off your 
computer and your phone 
and discover all that is 
human around you. Be 
curious, enthusiastic and 
passionate and you will find 
that they are contagious. 
As Eric Schmidt, CEO of 
Google said at his address  
to the graduates of UPenn

“

“
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There is a cultural myth that 
everyone succeeds or fails 
based on individual effort or 
ability. Consequently, many 
people think that they can 
survive and thrive alone.  
They make the mistake 
that going it alone is the 
prescription for success.

If you ask what it takes to be 
successful people will give the 
usual answers:

– intelligence

– hard work

– effort

– luck

– rugged individualism 

– being a lone ranger

The common denominator in 
these answers is that it is an 
individual matter.

People deny that the opposite  
is true– that success depends  
as much on our relationships 
with others as much as it does 
on our own will. However, they 
are wrong.
 
The brutal reality is that  
you can’t be successful on  
your own.

James Coleman, the influential 
social scientist said ‘individualism 
is a broadly perpetuated myth in 
modern society’. 

In reality individualism closes off 
all the great possibilities of life.  
It stops you from tapping into 
the hidden resources that will 
make you more successful. 

You need your network to 
magnify your individual abilities. 
World-class professionals build 
networks to help them navigate 
the world. Relationships are 
crucial to our success no matter 
what we want to do and it is a 
cultural myth that success is an 
individual matter.

ACTION   
Connect, Create, and Collaborate

“

“

“
Our prime purpose in life 
is to help others and, if you 
can’t help them, at least 
don’t hurt them.           
Dalai Lama

“

Myth of Individualism

Much of what 
we experience in 
life results from a 
combination of skill 
and luck.  

Michael Mauboussin

Funnels of Serendipity                      

We all tend to underestimate 
the role that luck plays in both 
our personal and professional 
lives. The reality is that you 
can make random chance 
happen in a non-random way 
by doing certain things, going 
certain places and hanging out 
with certain people. In other 
words you can increase the 
probability of luck happening 
and you can shape it. 

Serendipity is all about finding 
things we did not know we were
looking for. The origins of 
serendipity relate to accidental
discoveries in science but also 
relate to the innovation of 
products like penicillin, coca cola, 
teflon, velcro and post it notes.

The old top down approach 
to business was about push…
serendipity is about pull and the 
ability to draw out people and 
resources as needed to address 
opportunities and challenges. 

Most people think that serendipity 
is blind luck – it’s not. In other 
words serendipity doesn’t happen 
in a serendipitous way. 

Serendipity can be made to 
happen in a methodical and 
systematic way by our choices, 
behaviour and dispositions. 
Accordingly, you have to 
reorganise your life so that 
you will be more likely to learn 
something useful through a 
chance encounter.

Historically we were prisoners of 
our geographical environments 
– we were born into a specific 
locality and this dictated what 
information and contacts were 
available to us. Now knowledge 
is highly distributed among 
strangers who would have been 
difficult to connect with in years 
past. Today, social media allows 
you to identify and connect with 
people who could be of interest 
to you.
 
Here are some ways that 
serendipitous encounters
can be ‘engineered’.

–  Choose likely environments.  
Go to conferences and 
industry association meetings. 
At these events you have 
permission to approach people 
you don’t know. Name tags 
and badges are permission 
devices to speak to strangers. 
You are among people who 
have shared interests and 
expect to talk and be talked to.  
 
Lunches, dinners and coffee 
breaks provide opportunities 
to strike up conversations with 
people you don’t know. You 
should look for events where 
random ideas, people and 
places collide.

–  Take every opportunity to 
put your accomplishments 
and achievements on display. 
Make yourself visible and 
easy to find. Become a ‘go-to’ 
person. If you impress, people 
will be attracted to you.

–  Pursue your passion because 
it draws people to you. 
Passion leads to people.

–  Hang around with good 
networkers.  
Their skills and talents will  
rub off on you. You are the 
average of the people you 
hang around with.

–  Change your habits and 
routines.  
Attend different types of 
events and take part in 
different activities. Say yes 
more often.

–  Get involved in non-work 
related activities.  
Volunteer for a charity or  
non-profit or sports organization.

–  Do stuff.  
Serendipity happens when you 
are in motion – not just sitting 
at your desk. 

ACTION   
Reorganise your life so luck  
will happen. 

“Chance is always powerful. 
Let your hook be always 
cast: in the pool where you 
least expect it, there will be 
a fish.                    
Ovid

“

“Chance favours the 
prepared mind.                    
Louis Pasteur

“
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The Power of Attention

The single most important 
skill in networking is the 
ability to be a great listener.

Networking is all about giving 
and the most generous thing you 
can give another person is your 
full and undivided attention. 

However, most people don’t 
listen. 
On average we are interrupted 
every 18 seconds. We think we 
listen but we don’t. We finish 
each other’s sentences – we 
constantly interrupt. The only 
reason we listen at all is to give 
ourselves time to prepare what 
we are going to say next. 

We can’t wait to tell people 
what we think but they are not 
interested. We want to give 
advice – our advice. We try  
to wow people about our own 
lives and views and hope they 
are interested. 

We listen but we only hear 
what we want to hear, not what 
the other person is saying. We 
assume that when somebody 
has stopped speaking they have 
stopped thinking so we want 
to come in with our thoughts 
rather than to encourage them 
to continue. 

Given the opportunity and 
encouragement, people will tell 
you everything. 

Communications training is all 
about speaking but not about 
listening. Listening is seen as 
a bit touchy-feely and people 
don’t realise that listening is 
not the unexciting part of the 
conversation. We speak 200 
words per minute but we can 
listen to 400 words a minute so 
there is a lag and a lot of spare 
brain time for daydreaming.

The author Nancy Kline has 
written extensively on this topic 
and particularly her book
‘Time to Think’. In it she writes 
that the quality of anything we do 
depends on the quality
of the thinking we do first. 

The quality of the thinking 
depends on the quality of the 
attention we’re experiencing. 
Giving good attention to people 
makes them more intelligent. 
The best conditions for thinking 
are unrushed, encouraging, 
stimulating but not competitive. 
Listening then is a form  
of activity and is a way to  
ignite thinking.

How to listen with full attention 

–  Become an artful listener. 
You show the most effective 
command of language by 
saying nothing.

–  Listen with your eyes as well as 
your ears.

–  Think of listening not as mere 
silence but a form of activity.

–  Keep good eye contact but do 
not stare.

–  Smile.

–  Watch for body language – 
words tell you what people say 
– body language tells you what 
they feel.

–  Use interrogatives…who, 
where, how, when and why 
(if why sounds too harsh use 
‘how come’)

–  Next time – talk half as much 
and listen twice as much. Think 
of yourself as an interviewer.

–  By concentrating and  
listening intently you hear 
what isn’t said.

 
ACTION   
Learn to become a great 
listener. 

Strong and Weak Connections

Weak connections are 
important because of 
homophily – the tendency  
to hang around with people 
just like ourselves. However 
the world is very diverse.  
The ‘cage of similarity’ 
narrows our vision of the 
world. We tend to become 
more extreme and entrenched 
in our views when we 
associate with people that 
share them.

In tough times we have a 
tendency to focus on strong ties 
– understandable but no longer 
sufficient to support us. We 
need to take the initiative and 
reach out to weak ties that sit 
outside the inner circle. 

They bring us breadth and reach 
as well as new perspectives and 
new experiences. They also help 
us build our knowledge flows to 
go with our knowledge stocks. 

This often leads to interesting 
initiatives that could be pursued 
jointly. Institutions often put up 
roadblocks to unanticipated 
forays and this is why self 
employed individuals are twice 
as likely to be passionate about 
their work than their peers who 
work for large institutions.

According to multiple studies 
people who are in open 
networks and who are exposed 
to new ideas rather than  
closed ones have greater career 
success. People who spend  
their time in closed networks 
tend to repeatedly hear the 
same views which reaffirm what 
they already believe. 

People often stay in the same 
industry and know everyone in 
it. They develop cliques which 
become ‘echo chambers’. They 
resist getting to know strangers. 
Studies show that 98% of the 
people we talk to in a given 
month are people we know. 

We emulate the behaviour our 
parents taught us as children 
and we don’t talk to strangers.  
Stranger danger becomes 
embedded. However people 
with open networks have a more 
accurate view of the world and 
tend to be better forecasters.

Oxford University anthropology 
professor, Robin Dunbar contends 
there is a limit to the number 
of relationships we can have at 
any one time which he reckons 
is 150 and he goes far back in 
history to prove this. He believes 
that our cognitive ability hasn’t 
changed in millions of years but 
technology is changing faster  
and faster. 

His research also shows that 
many businesses organise their 
people into groups of 150. He 
believes that as we develop more 
and more sophisticated forms of 
electronic connectivity we are 

going to have to rely more and 
more on very primitive kinds of 
social contact.

The reality is that we are going to 
have to have our Dunbar number 
but at the same time have a large 
number of weak connections 
that will act as bridges to other 
networks and will provide us with 
new and different information. 
The strength of your network 
derives as much from the 
diversity of these relationships 
as it does from the quantity and 
quality of these relationships.

ACTION   
Build Strong and Weak 
Connections

“You think for yourself but 
you act like your friends.    
Auren Hoffman

“

“ “The biggest mistake you can 
make with networking is to 
approach it with an attitude 
of what’s in it for me?   

Keith Ferrazi

““Big people monopolize 
the listening. Small people 
monopolize the talking.                

David Schwartz

“Most people listen without 
hearing.              

Leonardo da Vinci

“



20 THE RESOURCE

Networking helps you take 
a more entrepreneurial 
approach to yourself. It is 
worth doing a personal audit 
and assessing assets (both 
hard and soft):

1.  Hard assets can be 
categorized as cash, 
possessions, stocks etc.

2.  Soft assets can be 
categorized as skills, 
knowledge, trust and 
networks.

Soft assets can be more 
important than hard assets but 
you need to combine both to 
secure a competitive advantage. 
Reputation is important – 
defined by Jeff Bezos of 
Amazon as ‘what people say 
about you when you are not in 
the room’. In other words it is 
not what you think but what 
others think of you. Today 
there is a concept referred to 
as reputational capital – people 
leave a trail across communities 
that can be tracked and 
aggregated. Just like our credit 
history this will become of value.

Reputation becomes 
increasingly important when we 
live in a fast moving, competitive 
and interconnected world 
where constant change makes 
traditional career strategy 
ineffective. The old career 
contract has gone; lifetime 
employment for lifetime loyalty. 
Instead, short term performance 
contracts that are up for 
perpetual review are growing 

more popular. Now everybody 
has to train and invest in 
themselves and develop their 
own career playbooks. It is not 
enough to search for a job only 
when fired or unhappy and it 
is crucial to always be on the 
lookout for new opportunities. 
In order to stand apart from the 
crowd, become a ‘go-to’ person 
for something to differentiate 
yourself from a competitive and 
talented opposition. 

In effect you have a brand –  
The decision you need to make 
is whether you want to shape 
your own brand or whether 
you want to allow others to do 
that. Your network helps you 
take control so that your brand 
becomes part of your personal 
asset base. It is also portable – it 
goes with you when you change 
jobs. Increasingly companies 
want to ‘hire and wire’ i.e. hire 
you and wire into your network. 

Companies will ask you about 
your network when they are 
interviewing you for a job. The 
questions you must ask yourself 
are: Is your network up to the 
task? Is it as good as it could 
be? Do you have connections to 
people who will help you create 
your personal brand? If not, then 
you need to take action.

ACTION   
Decide to build your personal 
brand and network in order to 
do that.

Networking and your 
Personal Reputation

Your brand is so much more  
than what you sell or what you  
do, it’s who you are.

Richard Branson

“ “
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Trust

Trust is increasingly 
important. In an era of 
economic instability and 
lost public faith in business, 
trust is no longer the 
default position for cynical 
consumers. Trust is not an 
event. Trust is not deserved. 
Trust is earned. 

You don’t meet somebody 
today and expect that they 
will trust you tomorrow – you 
can’t go from anonymity to 
trusted advisor overnight. 

Trust is won by doing what you 
say you are going to do and doing 
that consistently and regularly.

The Edelman Trust Barometer 
indicates that trust in most 
countries is going down. 
Their recent survey which 
covered 33,000 respondents 
in 27 countries ranked CEOs 
second lowest at 43% (above 
government officials at 36%)  
as credible spokespeople to  
win public trust. 

Of the 18 industries presented to 
members of the general public, 
less than half the participants 
trusted financial services to act 
in their best interest. Business 
was often seen as a consumer 
of trust rather than a generator 
of trust. The Edelman Survey 
found that NGOs were the most 
trusted institutions.

But this decline in public trust 
offers an opportunity. The glue 
to any relationship is trust and 
the new sharing economy, rather 
than hinging on public trust, is 
about trust between strangers. 
The world is now wired to share 
cars, accommodation, skills, 
equipment and tools etc. We 
can now use online tools to 
create offline experiences.

Networking is all about 
considering what you can give 
to other people – how you can 
add value to their lives. In doing 
so, you develop trust and if you 
build a reputation for being 
trustworthy, people will refer you 
to others. It’s as simple as that.

ACTION   
Build a reputation for being 
reliable and always do what you 
say you are going to do. 

“You can’t build a 
reputation on what you 
are going to do.

Henry Ford

“
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There are always three 
speeches for the one you 
actually gave. The one you 
practised, the one you 
delivered and the one you 
wish you gave.                   

Dale Carneige

“It usually takes me more 
than three weeks to 
prepare a good impromptu 
speech.                 
Mark Twain

“

“

“

–  Convince yourself that it is not as 
difficult as you might think and 
that it is probably more important 
than you ever thought.

–  Remind yourself that public 
speaking is an effective way to  
get you, your organization 
and your ideas known and 
remembered and that it is a 
terrific way to meet people  
and to expand your network.  
If you present well people will be 
attracted to you. This is a great 
way to differentiate yourself.

BUT... You need to have 
something relevant to say.

–  Develop expertise or knowledge in 
a certain area.

–  Become a ‘go-to’ person on a 
topic or subject on which you can 
become an authority.

–  Try to find something that other 
people don’t have – find your 
niche and be dominant in it

This will make you unique, 
increase your visibility and 
credibility, earn you respect 
and build your reputation. 
Presentations are an opportunity 
to impress and yet many people 
do them poorly. 

Most presentations are boring 
and lack a soul and a pulse. Too 
often we experience ‘death by 
powerpoint’. Audiences want a 
human and emotional connection 
but many presentations strip out  
all humanity. 

Some tips

Research and know your 
audience
Anticipate questions and answer 
them in the speech.

Never read your presentation
A speech that reads well often 
sounds horrible.

You will be judged by three 
things
The way you look, the way you 
move and the way you sound.

Be humorous
If people are laughing they are 
listening.

Logic is necessary but not 
sufficient 
When facts come up against 
emotion they lose every time.

Be careful with slides
The maximum number of  
words on a slide should never 
exceed 6.

If given a choice reading always 
wins over listening 
When people put up a slide the 
audience stops listening to the 
speaker and reads the slide.  

Try to reduce verbal graffiti
The umhs and aahs we use in 
normal conversation.

People only remember three 
things 
So don’t overcrowd the 
information.

Talk about the future and change 
People are always interested 
in that. Most presentations are 
delivered to persuade people 
to change and all presentations 
have a component of persuasion 
in them.

Tell stories
People who master it are 
afforded great influence.

Finally to be a good speaker…
practice, practice, practice.

ACTION   
Make a decision to become  
a bit better as a presenter  
and this will have a major 
impact. Most people don’t.

Speaking and Presenting

Andy Lopata has written a 
book entitled – “And Death 
Came Third”. The book is 
about people’s greatest fears 
in life.

According to Lopata:
Death ranked third in the list 
of people’s greatest fears. 
Walking into a room full of 
strangers ranked second in 
the list of people’s greatest 
fears. And, finally, speaking in 
public ranked first in the list 
of people’s greatest fears.

Public speaking makes most 
people very uncomfortable. 
However it is like riding a bicycle 
– once you get the hang of it, 
it becomes very natural. The 
reality is that most people are 
bad at it so you only have to 
be competent at it to be better 

than most everybody else. If 
you speak and present well, 
people assume you are a leader 
whether you are or not because 
language and influence are 
inextricably linked. 

It is also important to 
understand the role of non-
verbal communication. Research 
has shown that there are three 
elements in any face-to-face 
communication, see below.

Technology has given us many 
ways to communicate but only 
one is truly human – in person 
presentations.

Look for opportunities to speak 
and present and...

–  Trust that you will be able to do it.

–  Learn some tips that you can  
rely on.

55% Non Verbal

7% Words

38% Tone of Voice

55% Non Verbal

7% Words

38% Tone of Voice
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Attitudes and Behaviour NETWORKING TRAINING 
PROGRAMME 
SUMMARY

The key to networking is to 
change your attitude from 
being transaction-driven to 
being relationship-driven. 
This attitude change is 
entirely up to you. 

But adjusting our attitudes 
can sometimes take time 
as we are used to being 
assessed, compensated and 
rewarded on what we achieve 
through transactions.  

Though it might take time, 
attitude change is relatively 
easy. On the other hand 
behaviour change is really 
tough. We all know how  
hard it is to stick to diets, 
exercise regimes or other 
lifestyle changes. 

In their seminal work, Immunity 
to Change, Robert Kagan and 
Lisa Lahey cited a study in 
which doctors told their heart 
patients that they would die if 
they didn’t change their diet  
and exercise habits. 

Only one in seven was able to 
follow through successfully, In 
this case, desire and motivation 
were not enough. Even when it 
is literally a matter of life and 
death, the ability to change 
behaviour remains elusive.  

Companies are going to have 
to figure out a way to assess 
our networking skills as a key 
performance indicator or KPI. 
Companies must also realise that 
a factor on whether a person will 
be successful or not is whether 

they have a sense of optimism. 
Optimism makes other people 
feel good. We are the average  
of the people we hang around 
with. So spend time with 
optimistic, glass half full type 
of people. Companies hire 
thousands of pessimists when  
HR managers should focus on 
hiring positive thinkers.

There is a big gap between what 
people genuinely intend to do 
and what they are actually able 
to achieve. Behaviour change 
doesn’t come about through 
knowledge – we tend to all know 
what is good or bad for us. 
Everybody knows, for example, 
that smoking causes lung  
cancer but many people 
still smoke. The key then is 
to engage in small doses of 
incremental change.

That is why the publication 
entitled 50 Networking Tips 
is important as it lists lots of 
small changes which when 
implemented can have a large 
impact. None of the individual 
tips is major but, taken together, 
they all add up and give you  
a type of soft power which  
is about attraction rather  
than coercion. 

These tips are about dozens 
of ways you can alter your 
behaviour, develop an 
invitational mindset and focus 
on relationships built on 
mutuality and reciprocity  
which will help you build a 
powerful network.

ACTION   
Actively build your Social 
Capital through networking.

“ “The chains of habit are too 
weak to be felt until they are 
too strong to be broken.                    

Samuel Johnson

In all meetings remember the 3 Key Questions

1. What can I do for you?

2.  If you were me what would you do?

3. Who do you know who….?

– Connect, create and collaborate as never before.

– Observe, imitate and spend time with great networkers.

–  Remember that people do business with people they like  
and trust.

–  Understand that you can’t go it alone – network your way  
to success.

– Be hi-tech and hi-touch and get the balance right.

– Build your social capital.

– Follow the 4 step process.

 – Research
 – Cultivation
 – Solicitation
 – Stewardship

–  Make random chance work for you.

–  Become a great listener.

–  Build both strong and weak connections.

–  Network to build your personal brand.

–  Understand the power of trust.

–  Practice public speaking and presenting  
and look to get opportunities.

–  Change your attitude and behaviour.

3 KEY
QUESTIONS

ACTION 
POINTS
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“

“

THE 
TEAM

28 THE RESOURCE 29



30 THE RESOURCE 31

CLIENT
LIST

UCD Michael Smurfit
Graduate Business School



32 THE RESOURCE

The New Geography of Jobs
Enrico Moretti

Power in a Networked World
Anne Marie Slaughter

The Success Equation – 
Untangling Skill and Luck  
in Business, Sport  
and Investing
Michael J Mauboussin

Time to Think
Nancy Kline

Never Eat Alone
Keith Ferrazi

Reputation Economics
Joshua Klein

Slideology, The Art  
and Science of Creating 
Great Presentations
Nancy Duarte

The Network Effect           
The Economist  
17th January 2015

Immunity to Change
Robert Kegan and Lisa Lahey

How to Win Friends  
and Influence People
Dale Carnegie

Achieving Success  
Through Social Capital 
– Tapping the Hidden 
Resources in Your Personal 
and Business Networks 
Wayne Baker

Alone Together    
Sherry Turkle

The Foundation  
of Social Theory      
James Coleman

Advance Your Career  
By Building Your  
Personal Brand
Veronica Canning

The Start up of You
Hoffman and Casnocha

High Tech - High Touch
John Naisbitt

SUGGESTED
READING



00 THE RESOURCE

DM Networking

Diaspora Matters Ltd

+353 1 210 8875
info@diasporamatters.com
www.diasporamatters.com


