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THE FOUR PRINCIPALS OF NETWORKING

BY AL HANZAL  www.successfulmarketingtools.com


Success Principle No. 1  

Bring a Referral to the Meeting
Many people may be new to network meeting marketing. Raise your hand if this is your first networking group? Based on the experience of others, I will share with you four principles that make network meetings successful. Hopefully the experience of others can shorten your learning curve. 

The purpose of a networking group is to offer an inexpensive way small business owners get exposure for their business and to tap into the best form of advertising--word of mouth advertising. When business owners get exposure and word of mouth advertising the network group is successful. When they don’t, they stop coming to the meeting. 

Here’s the first success principle--you should always come to the group meeting with a referral for someone in the group. If you are waiting until the day of the meeting or waiting to hear people’s commercials to generate a referral, you have waited too long. Why do I say this? 

Because, it is impossible to listen to 15-20 commercials in a row. Could you listen to 15 commercials in a row when you are watching TV? And besides, each of us is probably going over in our head our own commercial instead of listening to others. 

Here’s a helpful suggestion, if you don’t have a referral for a member of your networking group by Monday morning, take out the roster of people in the group and match up one of these people with one of the 250 people you know. This exercise may take you 10-15 minutes. This is a commitment to the other people. The success of any group starts with individual members taking responsibility for their part in the group. 

If someone in the group mentions something that sparks a referral from you, this is frosting on the cake. You now have two referrals, the one you brought with you and a second one. I know that we all become busy in running our businesses, but if we want this group to work for us, we need to bring a referral to the meeting and not just show hoping something happens. 

Success Principle No. 2  

Provide Feedback to Every Referral
This morning before I stepped into the shower I put my hand in to feel the temperature of the water. It was too cold so I turned up the hot water. Why do I tell you this story? 

We have already talked about the importance of bringing referrals to the meeting. A second key ingredient for networking meeting success is giving updates or feedback to the person that gave the referral. This is important for several reasons. 

If we keep giving referrals and they disappear into some big black hole, we eventually stop giving them. This is only human nature. If you give without getting a response, you stop giving. 

Second, when we get feedback from the person receiving the referral, it’s an opportunity to learn what is a good referral and what is less than a good referral for that person’s business. We learn best by doing. I give you a referral. You give me feedback on whether it did or didn’t work out for you. I ask you why and so I learn from my efforts and can do a better job next time. 

A member of my networking meeting sent me an email to tell me she had met with the referral I gave to her. She had a good meeting. She called the referral back and told him they were not a good fit for marketing his business. This was a good teaching lesson for what type of referrals she wants for her business. 

Third, by the interaction of giving and hearing back about the referrals we give to each other we build a community of support. Relationships are built by the give and take. 

This week, another member of our networking meeting group asked me to give her some time. She is exploring some new business aspects and wanted feed back about the idea. It was not a referral. It was a feed back that help give her my input and information. Giving referrals and providing feedback build relationships and relationship lead to other good things for all of our business. 

So make it a commitment that when we receive a referral from another person in the networking group, we promise to get back to them with an update or feedback on that referral. 

Success Principle No. 3
Take Responsibility 

So far we have talked about giving referrals and giving feed back to referrals as two key principles for networking success. The third principle is Responsibility. 

Responsibility in network meetings comes in a variety of forms. First, it means showing up for the actual networking meeting. It has been estimated by people who study network meetings that when we miss one meeting we actually lose three weeks of momentum with our group. 

It we cannot attend a meeting, look for a substitute to take our place and keep our business visibility before other group members. We can use one of your employees, a friend, a spouse or even better, a client of our business who can give a testimonial about our business. Remember out of sight, out of mind. 

A second form of responsibility comes by participating in the group’s activities. Every networking group has a variety of activities that need to be performed if the group is to function. Volunteer for one of these “jobs”. It could be an officer, a record keeper, a visitor welcoming person, an educational or inspirational person. There are many jobs to be done. Our participation in these “jobs” of the group will give us more visibility with the group and it also says volumes about us as a business owner. Don’t stand on the sidelines watching the game, participate in the game. 

The third form of responsibility involves the principle of giving before we get. If we have not received many referrals from our group, we may start by asking how many have we give. We get in proportional to the amount of giving. Giving involves time, talents and referrals. We could probably go around our group right now and identify who are the givers in the group and who are the takers.  Who is more likely to get our referrals?

Network group prosper when everyone in the group takes personal responsibility for contributing to the group. 

Success Principle No. 4  

Expanding the Network Activities
Did you know that for an apple tree to produce apples, it needs to cross pollinate with other apple trees during the blossoming period? Bees help pollinate. The warm spring winds also help pollinate the apple trees.

I share this biological fact because it illustrates the 4th principle of successful network meetings. It’s the principle of expansion. We have talked about the first principle of network groups—giving referrals. We have talked about the second principle--the need to provide feed back to the person giving the referrals. We talked about principle of taking responsibility for participating in the networking group activities. So what is the principle of expansion? Expansion takes two forms. 

First, we must expand beyond our first level of referrals. First level of referrals involves the business exchanged with members in the networking group. Let’s be honest, there is only so much product and services we can buy from each other. If we are only selling to the 15 people in the group, we have a very limited market. It’s far better to tap into the 250 people that each of us knows.  Multiply 15 times 250 and we now have a market of 3750!

To do this members of the group must expand their referrals to second and third levels—referrals of our business to people outside of the networking group and to then referrals to their friends. 

For people in the networking group to give an outside referral they want the certitude that in giving the referral the person referred is going to think highly of us. The higher the confidence level, the greater the number of referrals we make outside of the group. 

The second form of expansion brings new people into the networking group. Each member needs to look for additional business people to add as members to the group. Each of us should see this as a contribution we make to the networking group as well as indirectly benefiting our own business—the more businesses, the more referrals. 

I did a mental check of my neighborhood and I identified 2 people out of 12 people that would be candidates for our group. I called one and he declined. The other is a promotional person. I am holding off so that I can determine if we already have a promotional person in the group. What does this means? I need to go to another level to find potential candidates for the group.  This is an ongoing task as part of my membership in the group.

Like any business, the long term life of a networking group demands expansion.  We need to expand the level of referrals. We need to expand the number of businesses involved in the group.  

Conclusion

I hope you have enjoyed these Four Principles of Successful Network Meetings Groups.  When a networking group uses these principles, business will flourish among the members.  

