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CRUISING ALTITUDE

So far you have done a systems check on the ground with Module One—Your 

Foundation. Then you helped your business take off from the runway by putting all of 

your horsepower into Module Two—Building Trust & Credibility. Module Three, Perfect 

Pricing & Simple Selling, took you to full throttle, where you gave it all she’s got. 

Just like flying an airplane, the aim of your business is to get it to a cruising altitude, 

where you can go a greater distance, at a higher speed, while consuming less fuel. 

Self-promotion is the fuel that propels your entire business, but it needs the other 

three modules to be in place in order to stay at cruising altitude. When you can get 

your marketing system on autopilot, you’ll have more clients than you can handle. 

A word to the wise: High mindedness, the sensibility that you are above marketing and 

selling and that you shouldn’t have to do those “salesy” things, is small thinking. This is 

due to two conflicting intentions: the intention to be great at what you do rather than 

great at marketing, and the intention not to sell out or compromise your integrity. As 

you’ll see, the two aren’t mutually exclusive. 
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The 6 Core Self-Promotion Strategies

MODULE FOUR

Watch out, because you’re not only on your way to liking marketing and selling, but 

you are now dangerously close to loving both. Just like any new love affair, you want to 

give yourself time to absorb the newness of it all. Don’t let the multitude of strategies 

in Module Four overwhelm you. Pick the strategies that are most aligned with your 

strengths and run with them—you don’t need to execute all of them. Only three of the 

strategies are mandatory, whereas three of them are optional. Can you guess which 

are mandatory and which are optional?

You might have guessed that speaking and writing strategies are optional, but are you 

surprised to hear that the web strategy is also optional? Yes, having a professional web 

site that effectively starts conversations with potential clients is probably a very good 

idea, but beyond that, you need not learn or use any of the additional web strategies. 

The only possible mistake you can make is to try all of these strategies at once. You run 

the risk of watering down your efforts, becoming frustrated, or worse, quitting before 

you see any results. I suggest that you use the four mandatory strategies and pick one 

of the optional strategies to start.
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4.11 THE NETWORKING STRATEGY

Some cause happiness wherever they go; others, whenever they go.

—Oscar Wilde

When most service professionals hear the word networking, they cringe and think 

of the old-school business mentality of promotional networking at meet-and-greet 

events where everyone is there to schmooze and manipulate one another in an 

attempt to gain some advantage for themselves or their business.

Who wouldn’t cringe at the thought of spending an hour or two exchanging banalities 

and sales pitches with a phony smile plastered on your face to hide your discomfort? If 

it feels uncomfortable, self-serving, and deceptive, chances are all those business cards 

you collected will end up in a drawer of your desk never to be seen again because 

you’ll so dread following up that you’ll procrastinate until they’re forgotten.

Take heart, because it doesn’t have to be that way. The Book Yourself Solid Networking 

Strategy teaches you to shift your perspective from one of scarcity and fear to one of 

abundance and love.
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No Wrestling Required

Do you believe networking is like pro wrestling? You know, world 

domination, flexing muscles, and striking fear in your opponents? There is 

an old-school business mentality of scarcity and fear that asks:

•	 How can I push my agenda?

•	 How can I get or keep the attention on myself?

•	 What can I say to really impress or manipulate?

•	 How can I use each contact to get what I want or need?

•	 How can I crush the competition?

•	 How can I dominate the marketplace?

The Book Yourself Solid Networking Strategy (one of abundance and love) 

asks:

•	 What can I give and offer to others?

•	 How can I help others to be successful?

•	 How can I start and continue friendly conversations?

•	 How can I put others at ease?

•	 How can I best express my sincerity and generosity?

•	 How can I listen attentively so as to recognize the needs and desires of 

others?

•	 How can I provide true value to others?

•	 How can I fully express myself so I can make genuine connections with 

others?

When we use the word networking let’s think of connecting, instead. A 

connection with another human being means that you’re in sync with, and 

relevant to, each other. Let that be our definition of networking. Does that 

help you fall in love with the concept of networking? We don’t get contacts, 

we don’t find contacts, we don’t have contacts; we make connections with 

real people.

When people ask me what is the most important factor in networking 

success, I always have a two-word answer: other people. Your networking 

success is determined by other people—how they respond to you.

If you keep asking yourself the preceding value-added questions and 

follow the Book Yourself Solid Networking Strategy, you’ll create a large 

and powerful network that is priceless and will reap rewards for years to 

come. Old-school networking tries to body slam the competition—but 

networking the Book Yourself Solid way will build compassion, trust, and 

integrity. 
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REAL NETWORKING 
ISN’T ABOUT TRYING TO 
CRUSH THE COMPETITION.
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The Book Yourself Solid 50/50 Networking Rule

The Book Yourself Solid Networking Strategy employs the 50/50 

networking rule, which requires that we share our networking focus evenly 

between potential clients and other professionals. Most people think of 

networking as something you do primarily to try to reel in clients. That’s not 

so. The 50/50 rule makes room for multiple winners.

While the Book Yourself Solid Networking Strategy adds value to the lives 

of people who could become your clients, you’ll also want to spend 50 

percent of your networking time connecting with other professionals. 

Networking with other professionals provides you with an opportunity to 

connect and share resources, knowledge, and information. Bear in mind 

that working solo does not mean working alone. You can create so much 

more value when other talented people are involved.

HAVE YOU GOT ANY SOUL?

The absolute best education I have ever received on the concept of 

networking was from Tim Sanders in his book, Love Is the Killer App: How to 

Win Business and Influence Friends. 

Tim Sanders’s message is that being a love cat is the key to business 

success, and it’s at the heart of the Book Yourself Solid Networking Strategy. 

He quotes philosopher and writer Milton Mayeroff’s definition of love from 

his book On Caring: “Love is the selfless promotion of the growth of the 

other.”   Tim then defines his idea of business love as “the act of intelligently 

and sensibly sharing your intangibles with your biz partners.”

What are those intangibles? According to Tim, they are your knowledge, 

your network, and your compassion. They are the three essential keys to 

networking success.

Networking requires that you consciously integrate each of these 

intangibles until they become a natural part of your daily life, everywhere 

you go, and in everything you do. Yes, I said daily life. Networking isn’t 

something you do only at networking events. It’s an ongoing process that 

makes it a win for both you and your connections.
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WHEN YOU SHARE YOUR 
NETWORKING FOCUS, 
THERE ARE MANY WINNERS.
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Share Who You Know, What You Know, & How You Feel

We said that to be truly connected with another human being is to be in 

sync with, and relevant to, one another. There are three things we can do to 

help us with that aim. 

1. SHARE WHO YOU KNOW. This is everyone you know. It’s as simple as 

that. Whether family, friend, or business associate, everyone in your 

network is potentially a good connection with someone else, and you 

never know whom you might meet next who will be the other half of a 

great connection.

2. SHARE WHAT YOU KNOW. This means everything you’ve learned—whether 

through life experience, observation, conversation, or study—and 

everything you continue to learn.

3. SHARE HOW YOU FEEL. This is all of your compassion, the quality that 

makes us most human. It’s our ability to empathize with others. 

Sharing your compassion in every aspect of your life will bring the 

greatest rewards, not only for your bottom line, but also in knowing 

that you’re operating from your heart and your integrity in all your 

interactions.

NOTE: Give each of these three intangibles freely and with no expectation 

of return. After all, that’s how love is meant to operate, too. While it may 

seem calculated to plan a strategy around them, the fact remains that when 

you’re smart, friendly, and helpful, people will like you, will enjoy being 

around you, and will remember you when they or someone they know 

needs your services.
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SHARE WHO YOU KNOW. SHARE WHAT YOU KNOW. SHARE HOW YOU FEEL.
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Share Who You Know

I will do anything I can to support the people I like and respect. I go out of 

my way to serve the people who serve me. Do you?

Think about it: Whom do you want to give your business to or recommend 

to other members of your network? It’s the people 

who have served you in some way; the people 

who are friendly, nice, smart, and helpful; 

the people who will go the extra mile, 

give that little bit more than anyone 

expects, and who genuinely strive 

to provide the best service they 

can with integrity. It’s the people 

who are upbeat, always have a 

ready smile, and from whom you 

walk away feeling supported and 

energized.

If you are that person in each and every interaction you have with others, 

whether business or personal, your network is going to grow exponentially, 

and those people are going to remember you and want to do business 

with you. They’re going to link you with others in their network with whom 

you can make beneficial connections, and they’re going to refer you to 

everyone they know who could possibly use your service or products.

I can think of scores, if not hundreds, of friends and colleagues I have who 

are like this. There is one who comes to mind as the ideal example of what 

it really means to share your network openly, without reservation, and 

without expecting anything in return.

Caroline Kohles, of NiaNewYork.com, is a fitness, health, and wellness 

expert. She is one of the most authentic and talented people I have the 

pleasure of knowing, and I will do anything for her any chance I get. Why? 

Because she constantly sends me clients, connects me with people who 

I can partner with, gives me opportunities to market my services, and 

SHARE WHO YOU KNOW.
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constantly shares things she’s learned or heard about that she thinks will 

help me personally or professionally. The most remarkable thing about 

Caroline is that she expects nothing in return.

There is one thing that is essential to consider with respect to sharing your 

network. You must do what you say you’re going to do—always. And if you 

don’t, apologize and make it right. If you make commitments and don’t 

fulfill them, you’ll damage your reputation and close doorways that were 

once open to you. If you don’t make commitments to connect, no one 

will do it for you. These habits of commitment making and fulfilling are 

essential to developing yourself into a masterful connector who truly and 

meaningfully adds value to the lives of others.

Each business day, introduce two people within your network who do 

not yet know each other but you think might benefit from knowing each 

other. This is not a referral for a specific work opportunity but rather a way 

to connect two people who may find some benefit in knowing each other. 

Maybe they are both in the same field or share some business connection. 

Maybe they are both into martial arts or golf. Or, maybe they just live in 

the same town. Either way, all you’re doing is creating an opportunity for 

connection. If they’re the kind of people who value meeting others, then 

something special might happen. Hey, you never know . . . you might be 

introducing two people who are going to save the planet from climate 

calamity or fall in love and get married.

I created a software program that helps you do this. It’s called solid.ly, and 

each day the system suggests possible connections based on your contacts’ 

hobbies, locations, professions, and more. You pick one of the suggested 

connections and connect. The system then tracks all the connections you’ve 

made ensuring that you never reconnect the same people. It also spaces 

out the connections so you are never too helpful (which can overwhelm 

your contact). Furthermore, the system manages your follow-up with each 

person so you continue to develop and nurture the relationship. You can 

learn more about how it works, see a demo, and get your reader’s bonus 

extended trial at www.solid.ly.
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Written Exercise 11A

SHARE YOUR NETWORK

Use the visual worksheet on the next page for the following exercise. 

1. List five people in your network who consistently support you by 

sending referrals, giving you advice, or doing anything else that’s 

helpful. 

2. Identify someone in your network for each of these five people whom 

you could connect them with. Whom do you know who will add value 

to their work or life? Is it a potential client, a potential business partner, 

a potential vendor?

BOOKED SOLID ACTION STEP: Try it now. Go through your address book 

and find two people who share something in common, something that 

each one of them will find relevant about the other and introduce them to 

each other.

The people you listed in this written exercise and the people you connected 

in the Booked Solid Action Step are going to appreciate the opportunity to 

connect or the recommendation that you make, and when someone they 

know needs your service or product, they’ll be more likely to remember you 

and to reciprocate.
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WRITTEN EXERCISE 11A

THINK OF PEOPLE WHO SUPPORT YOU WITH REFERRALS & ADVICE
AND CONNECT THEM WITH THOSE WHO COULD BRING THEM VALUE

5 PEOPLE IN MY NETWORK 
WHO CONSISTENTLY SUPPORT ME

5 PEOPLE IN MY NETWORK 
WHO COULD ADD VALUE TO THEIR WORK/LIFE

potential clients?

YOU

vendors?

business partners?

people who send you 
referrals, give advice, & 
anything else helpful

1.

2.

3.

4.

5.

1.

2.

3.

4.

5.
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Written Exercise 11B

The six degrees of separation theory says that you are only six people away 

from the person or information you need. (In your field, your degrees of 

separation from anyone you need or want to connect with are even fewer.) 

Everyone you meet has the potential to connect you (through his network 

and his contacts’ networks) to someone or some piece of information 

that you need. So step out of your comfort zone and make a sincere effort 

to connect with people you might not normally interact with. The more 

diverse your network of connections, the more powerful and effective your 

network becomes. It opens doors that might otherwise remain closed.

EXPAND YOUR NETWORK

Use the visual worksheet on the next page for the following exercise. 

1. Think of the types of people or professions that are not represented 

in your current network. List five that would expand and benefit your 

network.

2. Next, list ideas for where you might find them. What industry 

conferences might they attend? Of what organizations might they 

be members? Are they findable in an online social network? Which 

ones? Who do you know who could connect you with someone in that 

profession? 
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WRITTEN EXERCISE 11B

STEP OUT OF YOUR COMFORT ZONE
& CONNECT WITH NEW PEOPLE, GROUPS, & PROFESSIONS

WHERE
I MIGHT FIND THEM

5 TYPES OF PROFESSIONS NOT YET IN MY NETWORK
BUT WOULD EXPAND & BENEFIT MY NETWORK

1.

2.

3.

4.

5.
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Your World Is Bigger Than You Think

Every once in a while I get some push-back about sharing your network 

that goes something like this: “But, Michael, I don’t know that many 

people, so this won’t work for me.” Not so fast, my big thinking friend. Criss 

Ittermann, a business owner who took one of my courses, showed me how 

you can create 45 connections from a network of only 10 people. Bump it 

up to 20 people and you’ve got 190 connections. It seems like funny math 

but it’s not. It’s factorial math (whatever that is).

Here’s how it works for just 10 people.

Introduce person 1 to persons 2 to 10.

That’s 9 connections.

Person 2 has met person 1, but needs to meet persons 3 to 10.

That’s 8 connections.

Person 3 has now met persons 1 and 2 and needs to meet persons 4 to 10.

That’s 7 connections.

Person 4 has now met persons 1 to 3 and needs to meet persons 5 to 10.

That’s 6 connections.

Person 5 has now met persons 1 to 4 and needs to meet persons 6 to 10.

That’s 5 connections.

Person 6 has now met persons 1 to 5 and needs to meet persons 7 to 10.

That’s 4 connections.

Person 7 has now met persons 1 to 6 and needs to meet persons 8 to 10.

That’s 3 connections.

Person 8 has now met persons 1 to 7 and needs to meet persons 9 to 10.

That’s 2 connections.

Person 9 has now met persons 1 to 8 and needs to meet person 10.

That’s 1 connection.

That’s a total of 45 connections created out of only 10 people.

If you start with 20 people, you end up with 190 connections because 19 + 

18 + 17 + 16 + 15 + 14 + 13 + 12 + 11 + 10 + 9 + 8 + 7 + 6 + 5 + 4 + 3 + 2 + 

1 = 190.

Your world is much bigger than you might think. If your eyes gloss over 

with this math stuff, no worries. The Book Yourself Solid® software will do 

this funny factorial math for you. Find out more at www.solid.ly. 
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= 9 CONNECTIONS

A TOTAL OF

from just
10 people

CONNECTIONS

= 8 CONNECTIONS

= 7 CONNECTIONS

= 6 CONNECTIONS

= 5 CONNECTIONS

= 4 CONNECTIONS

= 3 CONNECTIONS

= 2 CONNECTIONS

= 1 CONNECTION



298 BOOK YOURSELF SOLID  

Share What You Know

I recommend books all the time, and I’m often asked, “How do you read so 

much?” which always makes me smile because, when I was a kid, my father 

was worried that I wasn’t going to amount to much because he couldn’t 

get me to read beyond the Hardy Boys. But now I read about two books per 

month. What changed? I realized that the answers to most of my questions 

are offered in books. Even better, I get to choose what I learn and from 

whom. Then armed with this information, I am in a great place to share it 

with others.

You may be thinking, “But if I’m always referring to other people’s work, 

won’t they just forget about me and get everything they need from the 

book or resource I referenced?” Good question. First of all, if they love 

the book or information that you referred them to, it’s highly likely they’ll 

associate much of that value with you. They will feel connected to you 

because you helped them achieve a goal or change their life or simply 

learn something new, the value of which is not to be underestimated. The 

more knowledgeable you are, and are perceived to be, the more trust and 

credibility you’ll build in your network. Reading books is, by far, the best 

and most efficient way to increase your knowledge.

Reading a book on a topic that is related to the services you provide offers 

an easy way to start a conversation with potential clients or contacts. In 

fact, they may start the conversation with you instead with one simple 

question, “What are you reading?” Think about it; you’re constantly bumped, 

pushed, and shoved by people you don’t know. If you have a book in 

your hand, what do you think this conversation is going to be about? You 

guessed it—the book. And what better way to get into your Book Yourself 

Solid Dialogue than to explain why you’re reading the particular book 

you’re holding in your hand.

Of course, this doesn’t just apply to New York subway cars. Everywhere you 

go you’re running into, meeting, and connecting with other people. What 

if you always had a book in your hand that allowed you to share what you 

know about your particular area of expertise, for the betterment of the 

person you’re talking with? I know that not every person you meet or run 

into is a member of your target market, or at first thought, can send you 

clients, but it doesn’t matter. You’re just finding opportunities to add value 

to those you meet by sharing what you know—as long as it’s relevant to 

them.
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BOOKED SOLID ACTION STEP: Try it with this book. Carry it wherever you 

go. I know the book is huge but it’ll build up your muscles, so suck it up and 

explain to people why you’re reading it. You’ll have the opportunity to talk 

about the Book Yourself Solid philosophy of giving so much value that you 

think you’ve gone too far and then giving more, and how it’s in sync with 

your values and what you do as a service provider. You’ll then be able to get 

into your Book Yourself Solid Dialogue with ease.

Ask yourself what knowledge, once acquired, would add the greatest value 

and make you more attractive to potential clients and business partners, 

and then go after learning it. Your investment in books—buying them and 

reading them—will pay dividends you can’t even imagine.

SHARE WHAT YOU KNOW.
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Written Exercise 11C

GET KNOWLEDGE, SHARE KNOWLEDGE

List five books you’ve read that you know are must-reads for your target 

market. Think about and jot down the names of any specific people who 

come to mind for each book.

RECOMMENDED READS THAT ADD VALUE TO YOUR PEEPS

List five books that have been recommended to you as must-reads or that 

you know contain information that would add value to your target market. 

Then go out and make the investment in at least one this week.

1.1.

RECOMMENDED BOOKS FOR ME TO READ:MUST-READ BOOKS FOR MY TARGET: IF I READ IT, WHO I CAN HELP:WHO THIS BOOK MIGHT HELP:

2.2.

3.3.

4.4.

5.5.
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IKEBANA

Books aren’t our only source of knowledge. Our life experience, observations, 

and conversations are as well. Think about the many areas in which you’re 

knowledgeable and list a minimum of five. Have fun with this. If you know a 

lot about skydiving, or ikebana (the Japanese art of flower arranging), include 

them! You never know what subject might help make a connection.

1.

AREAS IN WHICH I AM KNOWLEDGEABLE: WHO THIS MIGHT HELP:

2.

3.

4.

5.
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I Saw This Article & Immediately Thought of You

Let’s take it up a notch. Once per week, send a book to someone with 

whom you’d like to develop a meaningful business relationship. Include a 

nice card with a note about why you’re sending them the book—what it’s 

meant to you and why you think it’ll be valuable to them. Follow up three 

weeks later by phone to see how they’re enjoying the book. This strategy 

is especially beneficial for those who are not particularly comfortable with 

small talk because now you’ve got something to talk about.

Now, let’s take it up one more notch. Sharing magazine, journal, and 

newspaper articles can work even better than books because the recipient 

of the information can consume it so quickly. Each day, send personally 

or professionally relevant articles to three people in your network. I  know 

what you’re thinking, Michael, c’mon, how much time is that going to 

take? What do you think, I’m just sitting around with nothing to do? No, of 

course not. I know how busy you are. That’s why the Book Yourself Solid® 

marketing software is so valuable.

For example, if you’ve tagged Bob as someone who owns a small 

engineering business and focuses on high technology, and Monday 

morning the New York Times publishes an article about the state of the 

high-tech engineering industry, you’ll be able to send the article to Bob 

before he even turns on his computer. Your e-mail will include a link to the 

article and a little note that says, “Good Morning, Bob. I saw this article and 

immediately thought of you. Wonder if you’ve seen it? Pretty interesting 

when the author says that. . . .” You might just make Bob’s day by sharing 

some very relevant and timely information that he might have otherwise 

missed. Not to mention, that Bob is going to feel so fortunate you’re out in 

the world thinking about him and his needs. Of course, you can do this the 

old-fashioned way and just read the relevant publications on your list each 

day and then decide to whom you are going to send various articles and 

then make note of it in your address book. Doing this with three different 

articles for three different people manually usually takes about an hour. 

Doing it with www.solid.ly usually takes about 10 minutes.

BOOKED SOLID ACTION STEP: Try it now. Go to your favorite online 

publication, browse through today’s articles and when you find one that 

is relevant to someone in your network, send it to them with a note as 

suggested earlier. Or, go set up your www.solid.ly account now, and let the 

program do it for you.
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SEND A BOOK WITH A CARD 
ONCE A WEEK

SEND A PUBLICATION ARTICLE 
ONE TO THREE PEOPLE PER DAY

SEND AN ONLINE ARTICLE
ONE TO THREE PEOPLE PER DAY

SHORT ON TIME? 
CHECK OUT www.solid.ly
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Share How You Feel

In a business like yours that is based on service, people will generally not 

hire you unless they feel you have compassion for what they’re going 

through. Expressing that compassion is the first step to a successful 

working relationship. How do you do that? Listen attentively. Be fully 

present when making connections, smile as often as possible, make eye 

contact, and ask engaging, open-ended questions that express your 

curiosity and interest.

Take the time to add value to the person you’re connecting with by offering 

information or resources that speak to her needs. If you don’t have what she 

needs, think about who in your network would meet her needs and how 

to go about acting as the link for them. Remember, this is done with no 

expectation of any immediate return.

BOOKED SOLID ACTION STEP: Note a recent situation, business or 

personal, when someone else expressed compassion for you. Think about 

how you felt following the interaction. How do you feel about that person 

because of the compassion she showed for you?

Can sharing your compassion be a marketing tactic? Absolutely. Do you 

do it manipulatively or to try to gain some favor? No, that is not the Book 

Yourself Solid way. You can be deliberate and developmental in the way 

that you share your compassion—that’s not manipulative!

At least once per week, send a card or e-mail to someone in your network 

just to share your compassion. If you know he’s going through a difficult 

time, send a note expressing sympathy. If he’s just been honored with an 

award, shower him with praise. If he recently experienced a family triumph, 

like the marriage of a child, congratulate him. These simple, yet powerful, 

gestures make people thankful to know you. It keeps you at the top of their 

mind. And, most important, you’re making other people feel better about 

who they are and what they do.

These Booked Solid Action Steps are your new daily and weekly networking 

activities and you don’t even need to leave the house to get them done.
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•	 You’ll share your network by introducing two people each day who 

may benefit from meeting each together. You’ll come across as a real 

connector, someone who thinks about the needs of others, and that’s 

an amazingly attractive quality.

•	 You’ll share what you know by sending one book per week, and three 

articles per day, to important networking partners. It’ll make you look 

like a smartypants, give you something to talk to them about, and in 

the process build your relationship.

•	 You’ll share your compassion with one person in your network each 

day, making her feel better about herself and in the process thankful 

that she knows you.

These simple, yet meaningful, networking strategies will get, and keep, 

you booked solid for many years to come. You just have to do it—each and 

every business day.

SHARE HOW YOU FEEL.
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The Possibilities Are Endless

The possibilities for meeting people are endless. Any time you’re sharing 

your connections, knowledge, and compassion, you’re networking. 

Any time you’re learning more about what others do and know, you’re 

networking. Anytime you link or connect two people you know, you’re 

networking.

INFORMAL NETWORKING

These are the ones that we might not think of as networking but that we 

can’t afford to overlook. We have dozens of these every day:

•	 Casual chat in line at the grocery store.

•	 While checking out videos at your local video store.

•	 Speaking with your neighbor while walking your dog.

Let’s take the neighbor you see while walking your dog as an example. 

Every day you walk the same path with your dog. Each time, you smile and 

chat with your neighbor as your dogs sniff each other. After a while you 

begin to greet one another by name, and you know enough about him 

to ask after his family. He mentions he was looking forward to a special 

evening out with his wife the following night for their anniversary but then 

sighs and says, “But our babysitter canceled at the last minute. I wish [one of 

the phrases to always be listening for] that I knew of a good backup to call.” 

You recall that your friend Sally seems to know every sitter in town. You pull 

out your phone, look up her number, and give her a call. “Sally, meet Bob. 

He’s looking for a great sitter for tomorrow night, and you know everyone, 

so of course I thought you might be able to help,” you say as you hand your 

cell phone to Bob.

Now this exchange has absolutely nothing to do with business, or does 

it? On the surface it has nothing to do with business. However, who do 

you think Bob is going to call when he, or someone he knows, needs your 

services? Bob is thrilled with you because you’ve saved his special night 

out. And Sally is pleased too because you’ve given her high praise and 

allowed her to show off her knowledge of who’s who in the world of local 

babysitters. Both of them feel better following their interaction with you, 

and that makes you memorable. And most important, you’ve increased 

your connection factor with each of them. Your connection factor is how 

much trust you’ve built with each person in your network. The more value 

you add to a person’s life, the more she is going to trust you.
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INCREASE YOUR CONNECTION FACTOR,
EVEN WHILE THE DOGS SNIFF.
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Written Exercise 11D

FORMAL NETWORKING

These are the more formal, business meet-and-greet opportunities that can 

be fun and enjoyable and offer great rewards:

•	 Toastmasters International.

•	 Chamber of Commerce meetings.

•	 Networking or leads groups—for example, Business Network 

International.

•	 Trade association meetings.

Do some research and come up with five business networking 

opportunities like the ones I’ve listed that you can attend with the intention 

of adding value to others as well as enhancing your network.

INFORMAL NETWORKING

Think for a moment: Have you recently missed any opportunities for 

making a deeper connection with someone? Using the visual worksheet 

on the next page, list five informal connections that would have been 

made if you had just shared your knowledge, your network, or your 

compassion.

Do you see any patterns? I’m guessing there are places you go and 

people you see on a regular basis, but you haven’t been in the mind-set 

of intentionally connecting in this way. When you do, you’ll add value and 

watch your network grow.
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1.

2.

3.

4.

5.

1.

2.

3.

4.

5.

WRITTEN EXERCISE 11D

LIST OPPORTUNITIES FOR CONNECTIONS IN BOTH INFORMAL 
& FORMAL SETTINGS THAT WILL ADD VALUE & ENHANCE YOUR NETWORK

5 INFORMAL CONNECTIONS THAT WOULD HAVE BEEN MADE 
IF I HAD SHARED MY KNOWLEDGE, NETWORK, OR COMPASSION

5 FORMAL CONNECTION OPPORTUNITIES 
WHERE I CAN SHARE MY KNOWLEDGE, NETWORK, OR COMPASSION
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Networking Events—What to Do

•	 RELAX AND BE YOURSELF. Contrary to conventional wisdom, you don’t 

have to fit in. It may sound trite, but be yourself, unless when you’re 

being yourself you end the evening with your tie wrapped around 

your head doing a nosedive into the shrimp salad. Seriously, people 

want to meet the person who is out in front, who is writing the rules 

and taking the lead, not the one who is following the pack. So don’t be 

afraid to be fully self-expressed. If you are, you’ll be more memorable.

•	 FOCUS ON GIVING. If your focus is on giving of yourself, you’re going to 

get returns in spades. If you focus on what you can get, you will be 

much less successful.

•	 INTRODUCE YOURSELF TO THE PERSON HOSTING THE EVENT. This person may be 

a very valuable addition to your network. Never forget to say, “Thank 

you.”

•	 PREPARE FOR THE EVENT. Learn the names of the organizers and some of 

the key players. Identify what and how you can share with others at 

the function: who you know (without being a name dropper), what 

you know (without being a know-it-all), and what you can share from 

your heart (without making assumptions) with the people who will be 

at this particular event. You never know what might change someone’s 

life.

•	 INTRODUCE YOURSELF TO THE BIGWIG. If there’s someone you want to meet 

at a big seminar or event, someone famous in your industry, do you go 

up to her and say, “Here’s what I do and here’s my business card”? No! 

You start by offering praise. You say, “I just want to tell you your work 

had a great effect on me,” or “Your work inspired me to do this or that.” 

Then the next time you are at the same event, you can say, “I’d love to 

assist you in some way that adds value to your life or your work. I know 

I would learn a lot from you in the meantime.”

•	 OFFER PRAISE OR SHARE HELPFUL INFO. When first meeting someone, 

whenever possible, offer praise, compassion, or a connection. When 

you can say, “I know someone you have to meet,” or “There’s a great 

book I think may offer the solution to your problem,” he is going to see 

you very differently from the person who shoved a business card in his 

face and said, “Let’s stay in touch, dude.” If you can leave him feeling 
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even better, more uplifted, and energized after his interaction with 

you, he’s going to remember you.

•	 START CONVERSATIONS BY ASKING QUESTIONS. This is a great approach, 

especially if you’re nervous. It takes the spotlight off you and allows 

the other person to shine. It allows you to learn something new at the 

same time.

•	 TAKE THE INITIATIVE. Go up to people and make friends. People love 

to be asked about themselves, their hobbies, or their family. This is 

the time to get to know a few personal tidbits that will give you the 

opportunity to find a common interest that makes connecting easier 

and more natural.

•	 BE INCLUSIVE. Ask others to join your conversations; this is very 

important. Don’t monopolize people, especially those who are in 

high demand, like the speaker from the event. It makes the speaker 

uncomfortable. Remember, she’s there to meet lots of people too. 

It also annoys others who want to meet the person you’re trying 

to keep to yourself. Tip: If you want to be helpful, ask the speaker if 

there is anybody you can introduce her to, or simply be sure to keep 

including people in your conversations with her. This way, you’ll be 

seen as a very generous and open person by the others at the event, 

and the speaker will remember you as someone who helped her easily 

network and navigate the event.

•	 ASK FOR A BUSINESS CARD AND THEN KEEP IN TOUCH. It’s your responsibility 

to ask for a card if you want one, and it’s your responsibility to follow 

up. Quality, not quantity, counts when making genuine personal 

connections. If you race through an event passing out and collecting 

business cards from anyone and everyone as though there were 

a prize for the most cards gained at the end of the event, you’ll do 

yourself a huge disservice. And remember, just because someone 

gives you his business card does not mean you have permission to 

add him to your mailing list or e-zine list. You do not. You can certainly 

send a personal e-mail as a follow-up, and you should, but you should 

not and cannot add him to your list. You don’t have permission to do 

so.
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Networking Events—What Not to Do

•	 DON’T TRY TO BE COOL. And don’t overcompensate for your nervousness 

by bragging about your success; this is a major turnoff.

•	 DON’T LET “WHAT DO YOU DO?” BE THE FIRST QUESTION YOU ASK. Let it come 

up naturally in conversation. Instead, ask them why they decided to 

attend the event. Then ask questions that will draw out their story. For 

example, “What made you decide to get into the _____ business?”

•	 DON’T SIT WITH PEOPLE YOU ALREADY KNOW FOR MOST OF THE EVENT. While it 

may be more comfortable to sit with the people you know, it becomes 

too easy to stay with them, and if you do, you’ll defeat the purpose 

of being there. Step out of your comfort zone and get to know new 

people. 

•	 DON’T JUGGLE MULTIPLE ITEMS. Travel light to eliminate the necessity of 

juggling your coat, purse, briefcase, drink, or buffet plate. Keep that 

right hand free for handshakes and for jotting down quick notes on 

business cards.

•	 DON’T COMPLAIN ABOUT NETWORKING OR THE EVENT YOU ARE ATTENDING. While 

complaining is an icebreaker, it’s not an attractive one. Change the 

subject—for example, “Have you tried the shrimp?”

•	 DON’T DRINK TOO MUCH. Some drink one too many in hopes they will 

gain some courage, but slurring while you hiccup through your 

introduction won’t make the best first impression. Opt for a lemon 

water and you’ll be glad you did.

DON’T TRY TO BE COOL, 
DRINK TOO MUCH, OR 
JUGGLE MULTIPLE ITEMS.
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So You’ve Got Spinach in Your Teeth

I’ve given you a lot of techniques in this chapter about what to do, what not 

to do, and how to interact with others when you’re networking, but there’s 

a big difference between techniques and principles, and it’s the principles 

that are most important to remember and begin implementing. If you can 

incorporate the principles, you’ll naturally do well.

For example, everyone says when you meet people at a networking event 

you’re supposed to look that person in the eye, give them a firm handshake, 

smile, and nod your head, but if you do that and don’t take the giver’s stance, 

it won’t matter how slick you are. However, if you always take the giver’s 

stance and share who you know, what you know, and how you feel, even 

if you have spinach in your teeth and your palm is sweaty, you’ll be fine, 

because people are going to respond to who you are as a human being. 

In fact, they’ll share their compassion with you by gently letting you know 

about the large piece of spinach entrenched between your teeth.



314 BOOK YOURSELF SOLID  

You Are Always Networking

Profits will come from connections with people who can send you 

business—whether that’s by way of a satisfied client who refers others to 

you; or another professional who has the ability to book you for speaking 

engagements, write about you, or partner with you; or the manager at the 

video store who appreciates your big, friendly smile each weekend and 

the recommendation you made for a great babysitter when he desperately 

needed one.

With the Book Yourself Solid Networking Strategy, the prospect of creating 

a phenomenal network of connections doesn’t have to be overwhelming 

or intimidating. We all connect constantly, with everyone, every day. Now 

we just need to do it consciously, with greater awareness, until doing so 

becomes a natural and comfortable part of our daily lives.

Then follow up. Keep in touch. It is imperative that you get every one of 

your connections into your database and act on each connection. If the 

contact isn’t in your database or you don’t take the action necessary to 

keep in touch, your networking is pointless. 

So what do you think? Are you ready to network your way to more 

clients, more profit, and deeper connections with people? Sharing your 

knowledge, your network, and your compassion will bring you one step 

closer to being booked solid.
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USE THE 50/50 NETWORKING RULE
& YOU WILL HAVE MULTIPLE WINNERS

SHARE WHO YOU KNOW, 
WHAT YOU KNOW, & HOW YOU FEEL

TAKE IT UP A NOTCH BY SENDING BOOKS & 
ARTICLES OF INTEREST TO YOUR NETWORK

USE FORMAL & INFORMAL NETWORKING
TO ENHANCE YOUR CONNECTION FACTOR


