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Everyone knows that building your network of connections, contacts and friends can help improve your career 

advancement and expand the richness of your life through new experiences and relationships.  If we know that, 

then why don’t more people “network” when they are given an opportunity? 

That’s where the 3 Networking Secrets come in. 

Networking is about making new connections and building stronger 

relationships.  Often this important component of association, bonding and 

community is lost or at minimum left wanting.  Because we recognize how 

significant your ability to connect can be to your overall view of the event, it 

is our pleasure to provide you with a few tips to help you make the most of 

your time. 

 

Secret #1:   Everybody is uncomfortable talking to strangers… So change the way you think about networking.  

Your ability to overcome your resistance to talking with new people is a gift.   Don’t forget that if you feel 

uncomfortable starting a conversation or engaging with someone new then the other person probably feels the 

exact some way.  When you can overcome your discomfort and take the first step (armed with Secret # 2) you will 

put the other person at ease.    

 

Secret #2:   Go in with a plan!  It is easier to engage in conversation when you have a few ideas in mind to start. 

Search for the treasure.  In every situation, every person, every challenge, every moment there is a gift.  It 

is always there.  The people who are the happiest, most successful, and get the most from events are the 

seekers, the ones who search for the benefit.  Be a seeker.  Too often people choose not to speak to 

someone they don’t see as a potential customer…or perhaps is very different from them.  When you 

search for the commonalities you build rapport.  And keep in mind, when you don’t try to ‘sell’ the other 

person you are more likely to create a relationship that has the potential to expose you to all the people 

they know. 

Listening is better than talking.  You will build stronger, more meaningful relationships when you focus 

on the other person.  Truly listening, asking questions, caring, and thinking about how you can serve the 

other person is what will create the type of connection that lasts and provides value to each.   

Giving beats taking … every time.  As you listen, remember there are two ways you can “give” to a 

relationship… by empathizing or by solving problems.  Each has its place and most people are inclined to 

favor one approach over the other but keep in mind that a potential friend might need a shoulder to lean 

It’s not always  

WHAT you know  

as it is  

WHO you know. 
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on but a business connection is probably looking to solve a problem.  If you discover how your experience 

or skills can help solve another person’s challenge, you have created an opportunity for both of you.  As 

you exchange business cards, you can write something you want to send to that person, a potential 

referral, or any other pertinent notes on the back. 

Secret #3:  Go home with a plan!  Networking is not just about exchanging business cards. 

After you have gotten over your nervousness and spoken to someone new (or several ‘someones’), the last thing 

you want to do is let that connection slip away, but that is what most people do.  If you took the time to get their 

business card or contact information, you have the golden ticket.  You have an opportunity to make their life 

better; along with your own… so don’t throw it away. 

 Write down some notes about the conversation before you leave the event so you will remember it later. 

Schedule time in your calendar after the event to follow up with your new contacts.  A simple email or 

phone call is all it takes.  This is where you will be glad you wrote those notes.  According to Statistics 

Brain, only 9% of business cards exchanged are ever entered into a digital contact list. Be in that top 

percentage of action takers that truly benefit from networking. 

Keep track of your network.  Who are your top 30 contacts?  Top 75?  Plan time to touch base at least 

once a quarter.  How hard is that?  Consider that there are typically 60 weekdays in a quarter that means 

you could easily engage with a network of 60 people with one phone call or email per day.  Want to try for 

two brief calls per day?  That can bring your network up to 120 people.   

Takeaways: 

1) Everybody is in the same boat.  We are all a little nervous talking to strangers so, since you now possess 

the 3 secrets, do someone a favor, go ahead and break the ice. 

2) Networking is not as hard as most people think… especially when you go in with a plan. 

3) The key to successful networking is turning them into relationships.  Stay in touch.   
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Heather Hansen O’Neill is an author, speaker and consultant on Teambuilding,  
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