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重要概念




29％的解决方案（The 29% Solution）

一份针对全球“BNI商聚人”2200名成员的调查显示：87％的人在大学时并没有上过有关人脉的课程。然而另一份针对全球3800多名商界人士的调查却显示：73％的人认为他们大多数的业务是通过关系完成的。很多人虽然有很强的业务能力，但是却不知道怎样经营自己的人脉网络，以及如何发展与善加运用。明思纳说道：“有些人天生善于经营人脉，而有些人则不然。用我喜欢的一个比喻来说，大多数人在经营人脉时就像在打猎，他们总是想打到最大的猎物。但事实上打造人脉更像是种地，关系需要培养才能建立起来。”

著名的“六度分隔”理论（Six Degrees of Separation，直接认识的朋友属于第1度分隔，每多1个人转介就增加1度）说明世界上任何两个人之间，平均只相隔了6层朋友关系。这个理论虽然说明了人脉的力量是无远弗届的，但是在实际测验时，却只有29％的人可以成功通过6层朋友的关系找到目标对象，换句话说，剩下71％的人并不适用这套理论。同样地，据统计也只有大约29％的企业有效经营人脉。然而，本期作者明思纳认为经营人脉的技巧是可以学习得来的。明思纳为了帮助每个人都能享有人际网络带来的好处，设计了一套“29％的解决方案”。只要运用这套52周的人脉拓展策略，就能设定可以通过人脉实现的目标，并制定计划来达成目标。

线上人脉社群（Online Networking Community）

人脉社群网站可以串联起人与人的关系网络，帮助用户穿透企业组织重围。人脉社群网站与交友网站最大的不同，在于它可以先帮用户找到想合作的对象，并且让用户知道自己与目标对象之间有哪些共同的朋友，可以作为联络的桥梁。通过熟人或共同朋友代为邀约，受邀对象的回复率与合作机会就会比较高。

人脉社群网站也像拍卖网站一样会为个人建立一套信用评价机制。用户在人脉社群网站上的朋友可以投票决定对该用户的信任指数，信用评价越高，对与他人合作或建立关系就越有利。实际登入这些人脉社群网站就会发现，即使在网站上只认识两个人，通过朋友背后的人脉，每增加一个分隔度，能认识联络的人数也会成几何级数成长，增加能运用的人脉库。线上人脉的最大优势之一，就是可以同时双向连接求职者与求才者。全世界最大的商务人脉网站LinkedIn.com在2003年5月成立，会员数以惊人的速度成长。LinkedIn.com也开始运用人脉的优势增加不同的获利模式。LinkedIn.com共同创办人兼CEO霍夫曼（Reid Hoffman）说：“每个人都知道，最好的工作来自于人脉网络。”LinkedIn.com已开始向在网站上刊登求职广告的人收取广告费用，未来还有更多渠道可以靠介绍会员互相认识、交换参考资讯获利。











编辑室报告




在与别人话当年的同时，你是不是总能赫然发觉某某人跟自己扯得上关系？

匈牙利作家Karinthy Frigyes在1929发表的短篇小说《链》（Láncszemek）中写道：“我们应该从地球上15亿居民当中任选1个人，任何人、任何地点皆可……最多通过5个人，就可以找到1个自己认识的人。只要运用自己熟人的网络，就可以接触到自己想找的那个特定的人。”这个观念，成了六度分隔理论之始。

说到六度分隔理论，一般都会直接想到美国哈佛大学社会心理学家Stanley Milgram在1967年做的“连锁信实验”。他寄出60个邮件给堪萨斯州自愿参与实验的人，请他们通过自己认为有可能把信送到目的地的熟人，转交到某个指定地点的股票经纪人手上。虽然实验设计粗糙饱受批评，但得出的实验结果是有趣的：平均只需通过5.5个人，便可将邮件送达。Milgram自己从未在研究中使用过“六度分隔”一词，但是这个结果引起了热烈的研究与广泛的应用。到了美国剧作家John Guare的剧作《Six Degrees of Separation》在1990年问世之后，这个词才被广泛采用。剧中角色Ouisa Kittredge说：“我从某处得知，在地球上，人与人之间只被6个人隔绝。六度的分隔，正是这个星球的人际距离。”

微软研究人员Jure Leskovec和Eric Horvitz比对了2006年某个月份MSN Messenger上1亿8000万名使用者的信息，以特定字句作为关键字搜索，结果发现平均6.6条信息，就能找到2个MSN Messenger使用者的关联。

原来人脉无须远求，只待你出发去探究。道理人人都懂，戏法人人会变，但效果各有不同。本期的《52周计划》，将帮助你在建立人脉的路途上，更加得心应手。











五分钟摘要



只有大约29%的企业有效经营人脉，这非常可惜，因为拥有良好人脉的企业尽享人脉带来的非常具有吸引力的益处：

经营人脉可以帮助你进行口碑营销，这是让企业成长最重要的方法之一。

经营人脉是让企业成长和切入新市场最活跃的方法之一。

10个商界人士当中就会有超过8个人属于某个社群，是个值得开发的庞大市场。

经营人脉能够建立社会资本，同时还能强化并放大口碑推荐效果。

简单来说，只要你学会好好经营人脉，就可以更妥善地服务既有客户，还可以更快速地争取到新客户。要赶上经营商业人脉的脚步，就要投入时间，每周都去学习如何将经营人脉的工作整合到日常运营之中。一年下来，也就是你一步步实行52项人脉经营策略之后，你就更能善用人脉，为你的事业在未来创造出新的收入来源。

别只是被动地羡慕经营人脉的潜在效益，要积极开始行动，每周进行一些经营人脉的活动。依循这套52周人脉计划，熟练经营商业人脉。







大师观点



“经营人脉是要开发机会及人际关系，借以提升业绩、增加知识、拓展势力范围，或是服务社区。要通过经营人脉来让事业成长，必须要运用策略并锁定目标。不是你遇到的每一个人都可以帮助你推动事业，不过你可以让自己的所作所为都以企业成长为目标。这套52周策略能够帮助你集中心力，让你开始获得有效经营商业人脉所带来的效益。”

——明思纳 ＆ 唐纳凡















第1部分　开创未来 
英



主要观念

根据“真正的自己”量身打造52周人脉经营策略，而不是根据自己希望呈现的想象中自我。清楚了解自己必须加强哪些方面，才能增加成功经营商业人脉的机会。





支持概念

第1周　制定经营人脉的目标

写下未来一年自己在人脉经营所想要达成的目标，这大概包括：

· 预计要创造多少新生意；

· 每个月要创造多少次引荐；

· 预计每个月要参与哪些能拓展人脉的活动；

· 为了达成目标要作出哪些改变。

一定要将自己经营人脉的目标写下来，目标才会清楚而具体。

第2周　排时间经营人脉

现在你已经制定了目标，然后就要决定自己每周要投入多少时间经营人脉。根据经验法则，每周最少应该要花8个小时经营人脉。而如果你的工作是属于业务性质，你应该花一半的时间（每周20个小时）积极创造引荐机会。事先排定每周要用来经营人脉的时间，不然就不会有结果。利用这个星期来安排时间。

第3周　设定理想客户的类型

每一家企业都会有理想客户，也就是你喜爱往来的对象。利用这星期的时间制作书面的理想顾客描述，其中要记录以下几点：

· 这些客户分布的地区等属性资料；

· 他们通常所属的行业或职业；

· 让这些客户与众不同的特质。

第4周　招募口碑营销团队

现在你已经清楚界定出理想客户的类型，下一步则必须建立为他们量身定做的营销团队，借以接触这类客户。招募时得精心挑选人才，由具备活力与热忱、能够帮你推动经营人脉活动的成员组成坚强团队。理想上，口碑营销团队的成员要满足下列条件：

· 会定期与理想客户互动；

· 非常了解你并信任你；

· 受到高度尊重，因此具有影响力；

· 有亲自接触你商品的经验。

在建立你的口碑营销团队时，要设法妥善结合不同社交性格的人。试着纳入：

· 推广大使——对你的商品具有热忱的人；

· 企业主——能够成为其他人典范的人；

· 使徒——在某种能力上特别擅长的人；

· 有力人士——意见会广泛受到尊重的人。

第5周　先付出再求回报

有效经营商业人脉的一个根本原则，就是一定要先为他人付出。如此不仅能和口碑营销团队建立良好关系，还能为团队的所有成员创造出双赢结果。越是积极为自己人脉中的成员制造引荐机会，他们就越会认为你掌握了一些绝佳的资源。

■ 买些名片夹，并养成习惯随身携带自己人脉中成员的名片，然后在各种场合中找机会发送这些名片。

■ 寄一封简短信函给全部的现有顾客，在信中列出自己人脉中的所有成员。向顾客推崇他们可靠、有职业道德，而且又专业。提供机会让你的顾客和团队成员接触。

第6周　建构人脉资料库

在经过一段时间之后，会很难记清楚谁曾经帮助你让事业成长、他们曾做过哪些事，以及他们本身的需求有哪些。不要光倚赖自己的记忆，应该建立资料库来追踪这些资讯，并供未来使用。

利用任何一种资料库、顾客关系管理软件或其他你熟悉的系统，用来建立你的人脉资料库，然后开始记录各种资讯。应该包括的细项有：

· 哪些顾客对你感到满意；

· 有哪些职业的人会定期与你的顾客互动；

· 谁曾帮你引荐，而引荐的结果又如何；

· 谁帮助你建立人脉，以及他们是如何协助的。

第7周　掌握经营人脉的十大特性

这星期要用来思考人脉高手的十大特性，以及你该怎么做才能在各项特性上有更好的发挥：

1. 成功的人脉高手在经过引荐之后会迅速把握，并且将结果回报给介绍人。

2. 卓越的人脉高手都抱持着具有感染力的正面态度，和他们相处非常有趣。

3. 优秀的人脉高手都十分热忱，他们会努力为自己和朋友创造出理想的结果。

4. 顶尖的人脉高手完全值得信任，无论在任何条件及状况下都可以让人依靠。

5. 卓越的人脉高手非常善于聆听，并且时时都会运用同理心。

6. 成功的人脉高手每天24小时都在经营人脉，他们会紧抓每一个浮现的机会。

7. 厉害的人脉高手时时都会对他们的同事及客户表达诚挚的感谢。

8. 顶尖的人脉高手会助人一臂之力，并密切注意能够增加他人利益的机会。

9. 良好的人脉高手非常真诚，会全心关注他人，不会一心多用。

10. 本事高强的人脉高手全心全意在经营人脉，他们会创造机会和自己人脉中的成员互动，并且得出成果。







大师观点



“卓越的企业知道如何持续找到合适人才。要提高你的眼界，这么做的回报会远远超过你现在的想象。切记：能够加入你的口碑营销团队是一种荣耀。”

“卓越的人脉高手会推动自己的事业向前迈进，但不会全凭一己之力；他们会制订计划、努力拓展人脉、加倍努力、了解如何让自己的时间发挥最大价值、有效传达自己的诉求、成为专家、善用最有宣传效果的故事，并且做其他人不想做的事；卓越的人脉高手也不太需要推销，因为很多人会主动上门，准备掏钱购买。”

——明思纳＆唐纳凡











第2部分　拓展人脉 
英



主要观念

现在你已经大致了解经营人脉该朝什么方向努力，接着就该充实人脉了。第8周到第14周的重点在于如何网罗适合的对象加入自己的人脉。





支持概念

第8周　让接触对象多样化

我们大多数人往往会和价值观及目标契合的人相处，从经营人脉的角度来看，这样不太好。如果你能跨出去，和平常活动范围以外的人来往，会让你的人脉更健全。制造机会去认识陌生人，了解他们所要达成的目标，并找机会使这些人成为自己的接触对象。就这方面来说，多样化是一件好事。

第9周　多认识一些合适的接触对象

这周的重点是从量转移到质，要让更多适合的对象加入你的人脉。要能更准确地找出适当的人去接触，可以提出以下问题来探究：

· 谁最了解你所在的行业？

· 谁在销售顾客目前所购买的其他产品？

· 谁善于解决其他人的问题？

· 谁最能帮助自己达成目标？

找到合适的人选之后，就要在下次参加经营人脉的活动时全力接触他们，培养出深厚的引荐来源。

第10周　重新和以前往来的对象取得联系

你大概认识一些在过去某段时间曾经和你往来、但是基于种种原因已经不再定期往来的人。如果你重新和他们取得联系，可能会惊喜地发现，他们可以为你目前的事业开启全新的机会。利用这星期的时间打电话或寄电子邮件给：

· 多年前的同事或邻居；

· 俱乐部或社团认识的老朋友；

· 大学时期的朋友或旧识；

· 已经有一段时间没见的同事；

· 以往的主管或老板。

第11周　跟家人好好聊聊

这听起来或许会让人诧异，但是如果你花点时间和自己的家庭成员聊聊，你大概会发现他们认识一些可以帮助你发展事业的人。这是个非常简单的观念，却经常在忙乱的工作中遭到忽略。在这周安排时间和家人一个个坐下来，告诉他们目前自己正在做的工作。不要忘了在过程中也要请对方聊聊他们自己。可以考虑将这些轻松闲聊围绕在下列主题上：

· 询问家人他们目前的工作状况；

· 向他们说明你自己从事什么工作；

· 询问他们在工作上可能会遭遇到哪些问题；

· 请他们协助你拓展人脉；

· 说一些和你最好的顾客有关的趣事给他们听；

· 邀请家人到你的办公室看看；

· 找出实际的方法帮助自己的兄弟姐妹。

第12周　出去走动走动

在现今的环境下，要自我封闭是很容易的；生活在舒适圈之中，每天从家里到工作的地方，然后再回家，几乎从来不变更路线。这样也没什么不好，但是从经营人脉的角度来看，就不甚理想了。在这个星期要花点时间去做些你平常不会做的事，毕竟，经营人脉就是要去和人接触。想将别人带入自己的引荐人脉当中，你就必须走出去接触他们。如果这听起来有点令人却步，那就去向客户请教，询问他们参加哪些可以拓展商业人脉的活动，然后问他们是否能带你跟他们一起去参加。从当地的报纸中去寻找广建人脉的机会，并且好好把握。走出去、积极一点，这是拓展人脉的唯一方法。

第13周　运用现有的网络资源

网络上充满各种线上拓展人脉的机会和系统。利用这星期的时间去探索网络人脉社群，并申请为会员。

要善用这些网络资源，就必须：

· 加入一个或多个线上人脉社群；

· 建立自己的博客或撰写电子快报；

· 为事业制作一份以电子邮件寄送的快报；

· 在经营人脉时要熟悉这类网站的规矩并加以运用；

· 设法建立网友对你的信任。

第14周　成为影响力的核心

如果你能够在你所结交认识的人当中，成为“呼风唤雨”的要角，就可以吸引到许多急切要运用你的人际关系的人。利用这星期的时间去研究自己的3大竞争对手，注意他们吸引那些想在生意上更密切往来的人的成效如何。

要成为影响力的核心，你必须容易亲近，基本上要做到下列几件事：

· 在你参加任何一种可以拓展人脉的活动时，要能随时和人互动。

· 全力找出自己和每一个谈话对象的共同利益，只要你探究得够深入，就一定可以找到。

· 要让自己成为有吸引力又风趣的谈话对象。

· 善用肢体语言，例如站着的时候不要将双手交叉在胸前，因为这会暗示你不想和人接触。

· 一直佩戴着自己的名牌，并去记住其他人的姓名。此外，不要忘记随身携带足够的名片好发送出去。

· 提供各种进一步联络的方式，有些人喜欢用电子邮件、有些人则喜欢打电话，而有些人最喜欢当面会谈。提供大家各种方式以供选择。

· 要大胆，克服自己的恐惧。和所有人交谈，不要因为害怕被拒绝或觉得自己不够好，让人误以为你很冷漠。和越多人交谈，你的表现就会越好，并且会越有自信。利用每一次机会主动和人交谈。











第3部分　加倍努力 
英



主要观念

现在你的人脉已经建立并开始运作，接下来就要做一些事让自己能够脱颖而出。第15周到第20周所进行的活动，是希望能让你成为每个人在面对新的事业挑战时第一个想到的救星。要明确展现你能够带给大家的价值。





支持概念

第15周　成为能真正创造价值的资源

不要只是出席经营人脉的活动，应该努力为自己人脉中的成员创造价值。要做到这点，必须以自己和人脉中成员的深度互动为基础，建立良好的关系。要成为大家可以依靠的对象，而不只是泛泛之交。

从人脉中挑选某个人，然后问对方：

· 你今年想要成就的目标为何？

· 有哪些重大挑战妨碍你达成目标？

· 我可以做什么来提供协助？

· 你需要什么来帮助你成功？

接着设法在对方朝目标迈进的过程中，助他一臂之力。

第16周　成为他人的催化剂

催化剂原本是指引发某种化学反应的媒介，这里非常适合用它来比喻你在人脉中应该扮演的角色。采取主动、促进合作，尽量多帮助人脉中的成员创造出理想成果。

那么在实践中应该如何进行？这没有简单的步骤流程，生活是复杂的。你反而应该找出，要能引发正面的骨牌效应，必须推倒的第1张骨牌是什么，然后努力让这张骨牌倒下，开创出自己的命运。

第17周　找人督促自己

如果你可以找到某位自己敬重的人士，让他成为你的“督导人”，你就会做出更多成果。当你必须定期向某人报告目前的进展，就会让你更深刻地认识到自己的承诺，并且让你更可能真正遵守及实践承诺。

这一步的关键在于，要找出适合自己的督导人。最好不要找朋友来担任，因为他们很容易就放你一马，你需要的是类似导师或绩效督导者的角色。要找到适合的对象，可以思考下面这些问题：

· 我所敬重的同事有谁？

· 谁不会怕督促我、要求我全神贯注？

· 我最不想让谁失望？

· 谁非常了解我，能够看出我有没有拖拖拉拉？

· 谁有时间可以帮助我？

要记住，商业人脉的目标是要促成理想的结果，它并不是友谊圈。如果能从生意往来培养出友谊，那当然很好，但有时友谊会影响到绩效。你应该努力在自己的人脉中创造出卓越、世界级的绩效，而督导人有助于促成这种结果。

第18周　担任志愿者以增加能见度

担任志愿者可说是增加能见度的绝佳方法，可以让大家认识你、喜欢你并且信任你，而这一切会让他们更容易向他人推荐你。担任志愿者也会让你碰到社区中许多志趣相投的人，大大拓展你人脉的深度及广度。

要注意的是，这里所说的担任志愿者，并不是指休闲活动。你这么做最重要的原因是为了满足自己感兴趣的需求，这就是为什么你应该找出符合自己兴趣的公益活动。接着就要对他人具体展现自己的优点、才华和技能。这样的能见度会带来其他好处，你很快就会感受到。

第19周　寄感谢卡

大家都知道寄感谢卡是很好的习惯，只要花几分钟的时间就能写好。大家都喜爱这种旧式的、不用什么科技、由人亲手写的感谢卡。感谢卡是非常能打动人心的，因为大家会感激写卡片的人所付出的时间和努力。但是真正的问题是，既然知道有这些好处，你自己去年又寄出了多少张感谢卡？

人脉高手不会光说不练，他们会真的寄出卡片。如果你渴望跻身于成功经营人脉的那29%，最好订出一套做法让自己持续寄感谢卡。方法要尽量简单：

· 购买一套适当的感谢卡；

· 列出最近曾经加倍努力帮助你的人；

· 每天花个几分钟寄感谢卡；

· 手边要有充足的感谢卡，让你在有空时就能取用；

· 不要想夹带一张自己的名片；

· 利用每一次机会表达感谢。

第20周　养成习惯跟进

这星期的时间要用来检讨，自己在人脉网络所获得的引荐，有没有确实跟进。如果你真的很诚实，你大概会注意到有一些引荐被忽略了，从来不曾跟进。这会有问题，因为即时跟进是任何成功人脉的命脉。如果你不跟进其他人提供给你的潜在顾客，他们对于你实践自己承诺的能力也会产生怀疑。

仔细检视自己为了追踪所获得的引荐机会和运用状况所建立的评量制度。没有什么制度是可以一体适用的，重要的是要找到对你有用的方法。评估现有制度的运用成效，如果成效不彰，要找出原因并设法改进。一定要即时且专业地去跟进你所获得的每一个潜在顾客。

当你检讨制度的时候，也要注意自己追踪各个人脉伙伴资讯的成效如何。这些资讯必须要能快速取得，才能时时维系并全力发展关系。检视自己更新这些详细资料的频率。大家都很忙，而这些资讯也总是在变化，一定要能在这方面做到即时更新，这样才不会错过你答应参加的任何一场会议或会谈。每当你和人脉伙伴重新取得联络，也要同时更新他们的详细资料，这是很有用的商业实务操作。







大师观点



“重点不在‘联谊’或‘应酬’，而是在‘人脉’。要成功建立人脉，就要学会‘经营’人脉，而不是顺其自然。经营人脉这个词已经被过度使用，使得某些企业人士再也无法加以定义。很多人以为经营人脉就是在下班后参加社交活动或商业聚会、握手寒暄、搜集几张名片，当然还要发个几张自己的名片。很可惜，他们还真的以为经营人脉不过如此。平心而论，我们可以说他们是在从事社交活动，但是绝不要跟经营商业人脉搞混了。”

——明思纳＆唐纳凡















第4部分　让时间花得有价值 
英



主要观念

时间是珍贵且无可取代的资源，把时间花在成效不彰的事务上，是不能要求退回的。一定要让你投入于经营人脉的时间，都能获得高度的回报。





支持概念

第21周　时时处于最佳状态

拓展人脉的机会往往会出现在相当不寻常的时机及环境中，所以你必须一天24小时、全年无休地处于最佳状态。利用这周去检视所有可能接触到新人脉的场合，并且规划如何去和他们接触。每个月在你的人脉中多拉进1位新成员，如果每个新成员又认识250个人，每年就可以为你增加3000个以上的接触机会。

第22周　积极参与社交活动及运动

学习打高尔夫球、参加保龄球联盟或是加入垒球队。在这周要从事符合自己兴趣的运动，安排固定时段让自己和其他有共同兴趣的人一起运动，并以此作为一种“催化活动”，使你得以认识不同的新朋友。好好享受运动乐趣并借此创造出更高的能见度，这在之后会让你赢得信任，最后赢得生意。走，打球去！

第23周　让餐会产生实效

这周要把重心放在带客户去用餐的场合。如果你够聪明，就会利用这个机会拓展自己的人脉，而不只是让腰围变粗。

餐会可以发挥下列功效：

· 更进一步培养及加强事业上的合作关系；

· 帮助同事解决问题；

· 认识有机会加入自己人脉的人；

· 向熟人介绍自己的同事；

· 教导某些事物。

这周要用来安排至少3场有特定目的的餐会，邀请至少3个自己人脉中的成员在大约一个月内参与，并确保大家都事先了解餐会的目的。

第24周　精心打造有力的第一印象

商场上有句老话：你绝对不会有第二次机会去制造良好的第一印象。这周的任务是要深入、仔细地检视自己给其他人的第一印象是什么。问以下两个问题：“对第一次见面的人来说，我给他们的感觉是什么？”“我看起来像是专业、值得认识的好帮手，还是像个想要推销东西的人？”根据答案，你可能必须对自己平常的打扮和穿着进行一些改变。

在进行这项评估的同时，也应该花点时间检视自己平常使用的肢体语言。你和他人的眼神接触恰当吗？你的站姿会让人感到亲切，还是你的一举一动都在告诉别人你不想被打扰？利用这周去向你的朋友请教，然后找出自己该怎么做（或者该作什么改变），才能制造出良好的第一印象。

第25周　寻找或成立人脉团体

人脉引荐团体会定期举办聚会，它的宗旨就在于为彼此创造业务机会。这就像是有业务人员替你推销，你却不必付佣金。你本周的第一要务，就是查出在你附近是否有这样的团体分会，如果有的话就去参加。

第26周　加入当地的商会

加入商会可以帮助你加强拓展人脉活动的效果。在这周要找出离你最近的商会，并询问加入会员的相关资讯。可以的话，先参加一两次活动，看看是否适合自己。通常都会有好几个组织可以选择，所以应该事先作一些研究，再选择一个会员凝聚力强、活动密集的商会。要积极地让自己多接触一些人脉，并且准备好卷起袖子好好经营。你必须先得到其他会员的好感，才会开始有人为你引荐。

第27周　赞助适合的活动

活动赞助是让业务成长的绝佳方法，赞助适当的活动能够让事业取得优势、得到关键人士的认同，还会促成各种正面的效果。利用这周的时间去寻找当地可以赞助的活动。

你可能还不至于去赞助NASCAR赛车的电视转播，大概会去赞助的是当地社区团体举办的活动、商展等由专业团体所举办的活动，这些都是让更多人加入自己人脉的绝佳方法。找出投资金额适合的活动，然后提供赞助。

第28周　举办经营人脉的活动

前一周是要找出你要赞助的活动，这周则是要研究是否该自己举办经营人脉的活动。有很多种可能性：

· 你可以为某件事举办盛大的开幕典礼；

· 你可以针对即将举行的活动举办预演会；

· 你可以办一场主题活动；

· 你可以为人脉中的关键成员举办联谊会。

活动本身不必过于复杂或花太多费用，但是一定要有清楚的目的。这些活动必须能够强化关系，并让大家协力达成某种共同的成就。设法找出能为人脉成员创造价值的活动，并着手举办。好好去做！











第5部分　主导诉求的传播 
英



主要观念

如果你想抓住运用口碑效应的任何机会，你最好要精于宣传之道。清楚说明自己的诉求，好让大家能够传播出去。





支持概念

第29周　提出有目的性的引导式问题

这周要静下来思考，列出下次人脉活动中你希望大家问你哪些问题，接着主动用这些问题去询问你碰到的每一个人。你会发现，他们会觉得自己好像有义务回问你相同的问题，而这就会创造出机会，让你可以清楚具体地表达诉求。

第30周　只谈效益，不谈功能

这周的时间要专门用来设计你花大多数时间所要谈论的内容。顾客选择产品是根据产品（实际能够带来）的效益，而不是产品（所具备）的功能。确认自己在经营人脉时，绝大多数时间是用来谈论自己最佳顾客所享受到的效益。内容要具体，避免提出一长串的产品功能，因为没有人真正在乎这些。

第31周　有效描述自己的事业

你能不能在1分钟之内说明你能为顾客提供的所有协助？如果不能，就必须用这周时间，构思一套最能说明自己业务的具体描述，然后还要习惯于快速表达这套描述，不使用任何会让人听不懂的专业术语。

在介绍自己业务时所营造出的形象越清楚，将来对方就越容易把这个诉求传达给他们往来的对象。

第32周　对自己的工作要充满激情

你在这周的挑战，是要成为积极推销你事业的激励讲师。明确展现出自己的热忱，让大家都能感受到。用有感染力的词语强调下列几点：

· 你可以作出哪些竞争对手说不出的承诺；

· 你的工作如何让你感到充实；

· 你最喜爱自己工作中的哪个部分，原因又是什么。

将自己的个性注入诉求之中，使听者更感难忘。即使他们不完全认同你的想法，还是会尊重你带来的能量和热忱，也会因此尊重你。

第33周　让名片发挥最大效用

道理很简单，名片就是你事业最小型的广告看板。利用这周诚实评估你的名片给人什么样的感觉。检视名片的风格，了解这种风格是否适合你所属的行业以及你个人的喜好。确认名片是否登载了所有必要的信息，以及是否让你引以为傲。如果没有的话，就要立刻印制新名片。以名片的体积和成本来看，它大概会是你手上最具威力的营销工具。设计一张会让自己喜欢拿出来给人的名片，但也要注意只能给跟你要名片的人。不要到处乱发名片，还自以为这样做得很好。等到别人跟你要的时候才给，而且给的名片要有价值。











第6部分　成为专家 
英



主要观念

成为自己业界的专家，是拓展人脉圈绝对有效的方式。大家都尊敬专家，并且喜欢和专家互动，所以要创造出这种可能性。





支持概念

第34周　发表极具价值的展示

你在这周的挑战是要静下来想想，自己有能力发表哪一种高价值的展示。应该会有某些领域是你了解、也有经验，但大部分人都不熟悉的。找出自己能够展示的类型之后，这周的第2项任务就是静下来写出一封信，用来概述自己想要展示的内容。接着将这封信复制10份，请自己人脉社团中的成员，把信转给他们所认识的会安排演说活动的人。要方便大家推荐你。

第35周　制作教育性质的快报

专家能够提供指导和新知，他们拥有其他人想要了解的想法和意见。用这周去考虑自己发行教育性质快报的可行性，借此让你的诉求可以传播到市场上。只要确认这份快报会让读者对你的事业产生好印象即可。如果先向已经在定期发行快报的人请教，应该会帮助你了解相关事宜。定期发行快报需要相当的投入，然而如果你能做到，就能为你的诉求找到绝佳的宣传渠道。

第36周　学习撰写新闻稿

要写好新闻稿是一门艺术，而你这周的重点就是要努力学习相关的技巧。这是非常值得去做的，因为要推销你的事业除了靠口碑，还要靠公关这种非常具有成本效益的方法。试着以具有新闻价值和趣味性的主题来撰写新闻稿，有必要的话也可以找专业写手来替你润饰，但是重点是要能完成新闻稿并对外发表。这样不仅可以提高你事业的能见度，还能够强化你在业界的专业地位。

第37周　写文章写出名号

这周要静下来找出4个符合你事业和人脉目标的写作主题，然后写封信给你最喜欢的财经刊物，向编辑提出你的点子。如果对方喜欢你的提议，就可以开始写文章。如果对方回绝，就可以试着询问哪些类型的文章比较适合这份刊物。

在进行时，别忘了要事先下工夫研究。现在有很多刊物都会设立网站，用来接触潜在的广告主，而这些网站通常会有预告，让广告主知道每个月要报道的主题。你可以检视预告中所列出的主题，看看哪些是你所擅长的领域。

在刊物上发表文章绝对会大幅提升你的可信度，也会让你成为业界的专家，这绝不会是坏事。先从小型的区域性报纸开始着手，接着再努力向主流的行业和财经刊物迈进。











第7部分　善用自己的成功故事 
英



主要观念

特别去注意你的顾客或客户因为你的产品或解决方案得到多少收获，然后以此为自己大力宣传。在这方面不需要假装谦虚。

支持概念

第38周　请客户写推荐信

本周的任务是要请几位满意的客户写推荐信，内容强调他们使用你的商品所得到的正面体验。要请客户用他们自己的信纸，并且由他们自己来撰写推荐信。试着在这周请3位客户写下他们的体验，然后你可以在未来运用这些推荐信创造出极高的可信度。

第39周　写下两则成功故事

这周要花点时间写下几则故事，在故事中你的事业就是最佳主角，为顾客缔造了不起的成果。稍稍加油添醋也无妨，但是内容必须真实而且正确。接着就要把这些故事散布到你的口碑营销团队中。当他们读到这些故事，就会让他们想起其他状况类似、可能需要你帮助的人。这样也会让他们在脑子里更清楚地想象出你的理想顾客属于哪种类型，这当然不是件坏事。

第40周 撰写事业简介

当你的口碑营销团队成员向他们的朋友或同事提起你的时候，他们可能不知道该说些什么。帮帮他们的忙，你这周的任务就是写出能够为他们所用的事业简介。你应该在简介中纳入以下重要信息：

· 你的事业名称；

· 你提供的商品；

· 你的某些认证和成就；

· 你的宗旨或目标；

· 最近曾协助的知名客户；

· 其他有趣的数据和想法。

第41周　不要怕自吹自擂

当你和口碑营销团队碰面时，他们最有可能会问你的3个问题是：

“最近状况如何？”

“有什么新鲜事？”

“生意如何？”

这周的任务是想出一些比“一切都很顺利。我忙翻了！”或是“还不错”更好的答案。不要让大家在离开时觉得你太忙了、无法应付他们的引荐，因此你必须事先准备好理想的答案。以下提出一些建议：

“最近状况如何？”

“日子还过得去。我的生意一直有进展，但我还是一直对新的机会有兴趣。”

“有什么新鲜事？”

“嗯，我正在参加一项有趣的训练课程，让我产生了一些新的想法。我也正在找机会发表一些自己写的文章。”

“生意如何？”

“业绩有成长，因为我今年有8位新客户，但是我原本的目标是20位。还有，我也在找新的员工。”











第8部分　做其他人不做的事情 
英



主要观念

很多人以为，经营人脉要等到其他方法都无效之后才去尝试，这是不对的。你应该把经营人脉列为争取新生意的首要策略，如果你能做到其他人没有做的事情，你就能获得优势、脱颖而出。





支持概念

第42周　时时请客户提供意见

本周的任务是请客户提供意见。请他们指出你事业的优点和缺点，然后采取行动以改善现状。制作一些简单的工具（或许可以运用网络民调），让你可以定期与顾客接触，并了解他们希望见到哪些改善。如果能将意见搜集流程整合到你的销售制度当中，那就更理想了。

第43周　采取主办人的心态

这周要努力调整你的心态，每当你参加能够拓展人脉的活动时，不要带着和大多数人相同的心态去参加，而是要像个主办人。提早到达现场，并去认识负责主办的人员，了解会场陈设和活动预计的流程。找出有哪些人可能会参加，然后去招呼随后莅临的来宾，帮助他们进入状态。设定目标，比如至少要介绍3个人给他们素不相识的人，然后等待他们的善意回应。要表现得像是活动的主办人，而不是一心只想着认识别人拉生意的样子。

第44周　善用其他和你往来的公司

这周的首要工作是要列出与你有固定往来的公司。从资金的流向来看，你可能是某家公司每个月消费数百美元甚至数千美元的顾客。现在要反过来，想想这些公司能够如何协助你这位忠实顾客。他们可能愿意为你要发行的快报提供一些内容；可能愿意在他们的柜台上摆放你的名片；也可能愿意赞助你下一次拓展人脉的活动。挑一家公司并向对方提出自己的想法，看看能够得到什么样的回应。最坏的结果便是遭到他们拒绝，但是成果也可能会相当丰富。

第45周　运用自己的影响力去解决问题

如果你已经具备良好的人脉、备受尊敬、又是业界的专家，却从来不曾运用这些优势的话，那又有什么意思呢？你这周的任务便是要找出自己人脉中遭遇问题的成员，并协助对方解决。该怎么做？你可以直接问当事人、观察周遭的状况、作一些研究，还有和其他业界人士讨论。

当你发现问题并锁定自己想要协助的对象之后，就要想一些有创意的方法，让你得以运用自己的专业地位来帮助他们。可能的方式有：

· 可以写一封信表达支持；

· 可以支持他们正在从事的公益活动；

· 可以写封信给某个刊物的编辑；

· 可以写信给行业期刊的编辑；

· 可以推动公开的活动表示支持；

· 可以扮演某种催化变革的角色；

· 可以接触其他人并取得他们的支持；

· 做一切帮得上忙的事。

第46周　用聪明的方式请求引荐

如果你问别人：“你有没有认识任何会需要我的产品或服务的人？”这会让你在拓展人脉的场合聊不下去。这周的任务是要想出比较聪明的办法来问这个问题。

最理想的方式，通常是提出3到5个类似“你认识谁？”的问题。想出有哪些问题是针对你的业务范围、可以借此定出需求或购买意愿，然后提出这些问题。只要能让大家越容易用这种方式来过滤他们的往来对象，就会得到越多引荐。

第47周　在看报纸时寻找引荐机会

你读日报是为了什么？借此更了解当地和国际大事当然很好，但是你也应该把这个平面媒体，当成为你自己和人脉中所有成员持续寻找引荐机会的来源。本周的任务就是要更熟练、更成功地做到这点。在这星期中，当你每天阅读报纸的时候，要找出两个可以提供给人脉中成员的潜在顾客，以及一个自己可以跟进的潜在顾客。顾客名单就在那里，你先前可能因为没有注意而忽略掉了。

第48周　克服公开演说的恐惧

公开演说是一项艺术，也是促进事业的绝佳方式。利用这周的时间想办法让自己更善于公开演说。最重要的是，你必须作好充分的准备，一旦机会来临，你才会有自信。先从小处着手，撰写1分钟长的直接诉求，描述自己的业务及其重要性。彻底加以修饰，直到尽善尽美。你要能不假思索地说出这个直接诉求。在你更熟练之后，就可以构思5分钟和10分钟的版本，加进大纲、电脑图表等各种元素，但是务必要从这周开始。发表一场能够让自己成为业界专家的演说，不用担心会觉得紧张，演说家都是在经过一段时间之后，才学会将紧张转变为正向的能量。你以后也会做到，不过要从这周就开始练习。

第49周　以自己为主轴组成超强团队

车轮的中心就是轮轴，这里的道理也一样。这周的重点是让你的事业成为你整体人脉的中心。要让你的事业被其他和你有稳固合作关系的企业所围绕。规划一些你能力所及的项目，让自己成为最主要的主导者及催化者。

举例来说，假设你是财务顾问，经常会有想自己创业的人找你咨询，有一种处理方式就是用你的专业帮助他们，至于其他的一切则由他们自行安排。主轴式做法则是由有执照的会计师、律师以及银行业者组成一个网络。当有人想要创业的时候，你就可以提供全套服务，包括会计服务、创业募资以及公司设立的服务。以一站购足的方式经营，就可以启动你的有力团队，并替大家带来生意，还可以借此让你的事业与其他竞争对手产生差异。

第50周　成为经营人脉的导师

这周的任务是要找到可以让你指导如何经营人脉的对象，和他们分享自己的经验并帮他们避开你曾犯的错误，结果你会发现自己对经营人脉了解得更透彻，也会得到一些可用的新想法。除此之外，指导他人是回馈多年来帮助过你的人的绝佳方式。抱着真诚的心帮助他人自立，并让大家了解你的意愿。然后就要努力和你协助的对象或企业建立稳固关系。

第51周　招募顾问团

为事业引进不同的观点，绝对会带来策略优势。要做到这点有个好方法，就是组成能让你持续请益的顾问团。你这周的任务便是要开始规划自己想招揽哪些人加入顾问团。如果你的顾问具备不同的专业背景、经历以及教育训练，你大概会因此受益。选出一些优秀人选，并拟定计划以取得他们的协助。要让他们觉得参与这个顾问团是值得的，并想出和他们进行接触的方法，然后就要着手筹办第一次顾问团会议。把这当作能让你事业大幅成长的机会。

第52周　立志终生学习

经营人脉是一门不断变动和演化的学问。当新科技问世时，经营人脉的本质也会跟着改变。

要维持在那有效运用人脉的29%，你必须持续加强自己的技能并学习新技能。经营人脉是持续的过程，而不是一次就结束的事情。

那么，该怎么做才能让自己经营人脉的技能与时俱进？

· 持续阅读和经营人脉有关的文章和书籍，包括现有和未来出版的。

· 持续采用目前有效的方式，还要尝试新颖的构想。

· 设法让自己和持续拓展人脉且将永续学习整合到定期会议中的组织保持同步。

· 寻找可以参加的人脉经营训练课程。参加市面上各种的讲习、体验式训练课程或进阶训练。

· 检讨自己过去一年尝试过的人脉经营策略，就各层面判断自己还必须作哪些改进。

· 针对你未来想要实行的经营人脉新构想建立一份时间表，然后按表操课。

· 持续思考下一步，千万不要以为自己在人脉经营上已经相当精通，而是要不断努力。

· 经常提醒自己，人脉是要去经营的，不是干坐在那期待新生意从天而降。要持续努力经营。

· 绝对不要停止为自己人脉中的成员作出贡献，借此拓展事业。付出得越多，所得到的回报也会越多。















MAIN IDEA



Only about 29 percent of businesses network effectively. That's unfortunate, because well networked companies enjoy some very attractive benefits:

Networking can help you build your word-of-mouth marketing activities, one of the most important ways to grow a business.

Networking is one of the most vibrant ways you can grow your business and enter new markets.

More than eight out of ten business people belong to a networking group, making this a huge market to tap.

Networking builds social capital at the same time as it enhances and magnifies word-of-mouth recommendations.

In short, if you learn how to work the networking process well, you can serve your existing clients better and gain new clients more rapidly. To get up to speed with business networking, commit time each week to learning how to integrate networking into the way you do business. By the time you've gone through 52 different networking strategies over the course of a year, you'll be much better equipped to harness networking to generate new revenue streams for your business in the future.

Don't just sit back and admire the potential benefits of networking. Get into action and do some networking every week. Follow the 52-week plan to become skilled at business networking.







Key Thoughts



"Networking is the process of developing contacts and relationships to increase your business, enhance your knowledge, expand your sphere of influence, or serve the community. Networking for business growth must be strategic and focused. Not everyone you meet can help move your business forward — but everything you do can be driven by the intention to grow your business. The fifty-two weekly strategies will help you focus your efforts so that you'll begin to reap the benefits of effective business networking."

— Ivan Misner ＆ Michelle Donovan















Part 1　Create Your Future 
中



Main Idea

Tailor the 52 weekly networking strategies to fit the "real you" rather than the idealized version of yourself that you may prefer to think about. Be clear about what you need to work on to enhance your success with business networking.





Supporting Ideas

Week 1: Set networking goals

Write down what you hope to achieve from your networking activities over the coming year. This will probably include:

· How much new business you plan on generating.

· How many referrals you will generate each month.

· What networking events you plan on attending each month.

· What you want to do differently to meet your goals.

Make sure you write down your networking goals so they are clear and unambiguous.

Week 2: Block out time to network

Now you have goals in mind, you need to decide how much time you will devote to networking each week. As a rough rule of thumb, you should spend at least eight hours a week networking, and if your job is sales oriented, you probably should be spending about half your time (twenty hours a week) actively generating referrals. Schedule the time you will devote to networking each week in advance, or it will never happen. Spend this week planning how to block this time out.

Week 3: Profile your preferred client

Every business has preferred clients — people you love doing business with. Take the time this week to develop a written profile of who your ideal customers are. Write down:

· Where these clients are located and other demographics.

· What industry or profession they tend to be in.

· What it is makes these clients stand out.

Week 4: Recruit a word-of-mouth marketing team

Now that you've clarified what your ideal clients look like, you next need to put together your own personalized marketing team to get through to these kind of people. Be selective in doing this and put together a strong team who will be able to propel your networking activities forward with vigor and enthusiasm. Ideally, you want word-of-mouth marketing team members:

· Who interact with your preferred clients on a regular basis.

· Who know you well and trust you.

· Who are highly respected and therefore influential.

· Who have firsthand experience with your offerings.

In putting together your word-of-mouth marketing team, try to get a good mix of the different types of networking personalities. Try to include:

· Evangelists — people who are passionate about your offering.

· Business owners — who can serve as role models.

· Apostles — people who are highly skilled in some competency.

· Influencers — those whose opinions are widely respected.

Week 5: Give before you get

A cornerstone principle of effective business networking is you always give to others first. Not only will this build the relationship you have with your word-of-mouth marketing team, but it will create a solid win-win outcome for everyone you involve. The more active you become in generating referrals for the people in your network, the more they will come to view you as the gatekeeper to some great resources.

■ Buy some card carriers and get into the habit of carrying the business cards of the other people in your network wherever you go. Look for opportunities to hand these out in all the different settings you find yourself in.

■ Send a simple letter to all your current clients with a list of the people in your network. Recommend them as being credible, ethical and professional. Offer to put your own clients in touch with all your team members.

Week 6: Build your networking database

After a little while, it becomes difficult to keep track in your mind of who helped you grow your business, what they did and what their own needs are. Don't try to do that. Instead, set up a database where you can track this information and use it in the future.

Use whatever database or customer relationship management software or other systems you are familiar with to create your own networking database and start recording what's happening. Include details like:

· Who your satisfied customers are.

· What professionals interact with your customers regularly.

· Who gave you referrals and how they turned out.

· Who has helped you network and what they did.

Week 7: Master the top ten traits of networking

Spend this week thinking about the top ten traits of master networkers and what you can do to get better at each:

1. Successful networkers follow-up on referrals quickly and give feedback to the referrer.

2. Great networkers have a positive attitude that is contagious. They're fun to be around.

3. Superior networkers are enthusiastic — they make good things happen for themselves and their friends.

4. The best networkers are entirely trustworthy and can be relied on in all circumstances and situations.

5. Great networkers have superb listening skills and apply empathy at all times.

6. Successful networkers are networking 24/7 — they take advantage of every opening that presents itself.

7. Effective networkers express gratitude to their associates and clients with sincerity all the time.

8. The best networkers are helpful to others — they keep their eyes and ears open for opportunities to advance other people's interests.

9. Good networkers are sincere. They give people their full attention rather than trying to multi-task.

10. Highly effective networkers are dedicated to working their network. They create opportunities to interact with people in their network and to make things happen.







Key Thoughts



"Great companies know how to keep looking for the right people. Set your sights very high. The payoff to you will be far greater than you can imagine right now. Always remember: It's an honor for someone to be on your word-of-mouth marketing team."

"Great networkers move their business forward, but they don't do it alone. Great networkers have a plan, work to expand their network, go the extra mile, know how to get the most value for their time, communicate their messages effectively, become the experts, capture their best stories, and do what others don't want to do. Great networkers don't need to do much selling because many people come to them, ready to buy."

— Ivan Misner ＆ Michelle Donovan















Part 2　Expand Your Network 
中



Main Idea

Now that you have a sense of where you want to head with your networking activities, it's time to populate your network. Weeks 8 through 14 are all about bringing good people into your network.





Supporting Ideas

Week 8: Diversify your contacts

Most of us have a tendency to hang out with others who share our values and goals. From a networking perspective, that's not such a great thing. Your network will get stronger if you get out there and rub shoulders with people outside your normal circles of activity. Create opportunities to meet strangers, find out what they're working towards and look for opportunities to bring these people inside your circle of contacts. A little diversity is a very good thing in this context.

Week 9: Meet more of the right people

The emphasis this week changes from quantity to quality. You want more good people in your network. To become more selective about identifying the right people to approach, pause and ask some probing questions:

· Who knows the most about my industry?

· Who sells the additional products my customers now buy?

· Who is good at solving other people's problems?

· Who can best help me meet my goals?

When you find people who push those hot buttons, focus on approaching them at the next networking event you attend. Cultivate some deep referral sources.

Week 10: Reconnect with people from your past

You'll probably know people who you used to do business with at one time but for one reason or another you no longer interact with on a regular basis. If you reconnect with them, you may be pleasantly surprised to find that they will open new doors for your business now. Take time this week to call or e-mail:

· People who worked or lived near you in years gone by.

· Old friends from clubs or associations.

· Your college friends or acquaintances.

· Work colleagues you haven't seen in some time.

· Previous supervisors or bosses.

Week 11: Talk to your extended family

As amazing as it may sound, if you take the time to talk with your own family members, you will probably find that they know people who can be helpful in building your business. This is a very simple idea that often gets overlooked in the hustle and bustle of business life. Schedule a time this week where you sit down with your family individually and tell them what you do. Don't forget to reciprocate while you do this. Perhaps you can focus these little informal chats around topics like:

· Asking family members how their own careers are going.

· Explaining to them what you do for a living.

· Asking about the problems they may be having at work.

· Asking for their help in expanding your network.

· Telling stories about some of your best customers.

· Inviting family to your office to see for themselves.

· Looking for practical ways to help your siblings.

Week 12: Get out and about

Today, it's very easy to cocoon — to have a comfort zone where you daily go from your house to your place of work and then back home again with very little in the way of detours. That's fine, but it's not ideal from a networking perspective. Spend some time this week doing stuff you wouldn't normally do. When all is said and done, networking is a contact sport. You have to get out there and connect with people if you want to draft them in to your own referral network. If this sounds a little intimidating, talk to your clients and see what business networking events they attend. Ask if you could also tag along as their guest. Look at local newspapers for public networking opportunities and seize the moment. Get out there and get active. It's the only way your network will grow.

Week 13: Use available Web resources

The Internet is full of online networking opportunities and systems. Spend time this week exploring the Web-based networking groups that are available and signing up.

To take full advantage of these Web resources:

· Join one or more online networking communities.

· Start your own blog or write for an e-newsletter.

· Develop an e-mail newsletter for your own company.

· Learn the cultural norms and use them while networking.

· Find ways to build trust with the people you meet online.

Week 14: Become a center of influence

If you can become a "rainmaker" for the people you network with, you will attract others who will be eager to take advantage of what you have to offer. Take the time this week to study your top three competitors and note how effective they are in drawing people towards them who want to do more business.

To become a center of influence, you have to be approachable, which basically involves doing these sorts of things:

· Always be ready to engage whenever you attend a networking event of any kind.

· Focus on finding common points of interest with everyone you speak to. They're always there if you dig deep enough.

· Be engaging and fun to talk with.

· Use body language well — for example, don't cross your arms when standing around because that signals you are not approachable.

· Always wear your name tag and get to know everyone else's names. And don't forget to have a good supply of business cards close at hand ready to hand out.

· Give options for further communication — some people like to email, others will prefer calling you and some people will like face-to-face meetings best. Give people options.

· Be bold-conquer your fears. Talk with anyone and everyone. Don't make the mistake of being standoffish because of a fear of rejection or feeling of inadequacy. The more you start conversations, the better you will get at it and the more confident you will feel. Take the initiative and start conversations at every opportunity.











Part 3　Go the Extra Mile 
中



Main Idea

Now that you have your network up and running, you want to do things that will make you stand out from the crowd. Weeks 15 through 20 are filled with activities that hopefully will make you the go-to person everyone thinks of first whenever they face a new business challenge. You want to demonstrate decisively the value you bring to the table.





Supporting Ideas

Week 15: Become a genuine value-added resource

Don't just show up at networking events. Aim to add value for the people in your networking group. You do this by building high-quality relationships that are based on deep connections with the other people in your network. Be someone they can rely on rather than just a superficial contact.

Choose one person from your networking group and ask them:

· What are you trying to accomplish this year?

· What major challenges stand in your way of doing that?

· What could I be doing to help?

· What do you need to be successful?

Then find ways to help make something good happen for that person as they work towards their goals.

Week 16: Become a catalyst for others

In nature, a catalyst is an agent that initiates a chemical reaction of some kind. This is a good analogy for the type of person you want to be within your networking group. Seize the initiative and work together to make good things happen for as many people in your networking group as possible.

So how do you do that in practice? There are no simple 1-2-3 steps involved. Life is a bit more complicated than that. Instead, figure out what the first domino is you need to tap over that will lead to a chain reaction of positive events, and get to work making that domino fall. Create your own luck.

Week 17: Find someone to be accountable to

If you can find someone you respect and make them your accountability partner, you will get more done. Having to report to someone what's happening on a regular basis heightens your awareness of what you've promised to do and enhances the likelihood that you will actually follow through and do what you say.

The key here is to identify the right accountability partner. You don't really want a friend because they will let you slide too easily. What you need is more of a mentor or a performance partner. To identify the right kind of person to approach, consider these questions:

· Who do I respect as a business colleague?

· Who would not be afraid to push me and make me focus?

· Who would I hate to disappoint?

· Who knows me well enough to tell when I am procrastinating?

· Who has the time available to help me?

Keep in mind that the purpose and aim of a business network is to get good things done. These are not friendship circles. It's nice when friendships do arise on the basis of business transacted, but sometimes friendships can get in the way of performance. You want to be working to create excellence and world-class performance within your network. Accountability partners can help make that come about.

Week 18: Volunteer for things and be visible

Volunteering can be a great way to build your visibility. It can help people get to know you, like you and trust you — all of which then makes it easier for them to recommend you to others. Volunteering also allows you to meet others in your community who share your passions. Volunteering expands the depth and breadth of your network immeasurably.

Note that volunteering in this context is not a recreational activity. You're doing this to help fulfill a need that you're interested in first and foremost. This is why you look for a cause that aligns with your interests. You then demonstrate your strengths, talents and skills to others in a tangible way. That visibility will generate other benefits that will subsequently flow back to you.

Week 19: Send thank-you cards to people

Everyone knows sending thank-you notes is a good idea. It only takes a couple of minutes to do. People love the old-fashioned low-tech personally handwritten thank-you notes. They are a very nice touch as people appreciate the time and effort involved. But the real question is even knowing all these benefits, how many thank-you notes did you personally send out last year?

Networkers don't just talk about thank-you notes. They actually send them. If you aspire to join the 29 percent of businesses that do networking well, you'd better set up some systems to send out thank-you notes on a consistent basis. Keep it simple:

· Purchase a set of appropriate thank-you notes.

· Make a list of who has gone the extra mile for you lately.

· Take a few minutes each day to send out thank-you cards.

· Keep stocks of cards handy so you can do this in your spare time.

· Ignore the urge to include your business card.

· Thank people every opportunity you get.

Week 20: Get into the habit of following up

Take time this week to look at how well you're doing in following up on the referrals you're receiving from your networking group. If you're brutally honest, you will probably note that some referrals fall between the cracks and never get followed through on. That's a problem, as timely follow-up is the lifeblood of any effective networking group. If you don't follow up on the leads others have provided, they will have doubts about your ability to follow through on anything you have promised.

Look carefully at the systems you have set up to keep track of the business referrals you receive and what you do with them. There is no one-size-fits-all system here. What's important is to find something that works for you. Evaluate how well you're doing at using the system you now have in place. If your system isn't working, figure out why not and do something about it. Make sure every lead you get is actioned promptly and professionally.

While you're checking your systems, also look at how you keep track of information about your various networking partners. This information needs to be available quickly so you can keep the relationship fresh and focused. Look at how often you update these details. Everyone is busy, and this information will be changing all the time. Make sure you're up to date in this area as well so you don't miss any meetings or appointments you have committed to. Whenever you reconnect with networking partners, take the opportunity to refresh and update their details at the same time. This is a good business practice.







Key Thoughts



"It's not 'NET-SIT' or 'NET-EAT' — it's 'NETWORK.' Successful networking is about learning how to 'work' the networking process — not just letting it happen. The word networking has become so overused that some business professionals can no longer define it. Many people think that networking is attending social or business after-hour events, shaking a few hands, collecting a few cards, and, of course, giving away a few cards of their own. Sadly, they actually believe that's all there is to networking. To be fair, we could say they're engaging in social networking. That's never to be confused, however, with business networking. "

— Ivan Misner ＆ Michelle Donovan















Part 4　Get Value for Your Time 
中



Main Idea

Time is a valuable and irreplaceable resource. You can't ask for a refund on time spent on something that didn't turn out well. Make certain you get a high return on all the time you commit to networking.





Supporting Ideas

Week 21: Be at the top of your game 24/7

Networking opportunities have a way of presenting themselves at quite unusual times and circumstances. Therefore, you need to be at the top of your game twenty-four hours a day, seven days a week. Use this week as an opportunity to review all the situations where you come into contact with new people and plan how you can try to connect with those new people. Integrating one new person a month into your network could increase your contacts by 3,000 or more over the course of a year if each of those new people knows 250 people.

Week 22: Get active in social and sports settings

Learn to play golf. Join a bowling league or sign up for a softball team. Do something this week that aligns with your sporting interests. Organize a regular time you can get together with other people who like doing the same things and make that a "catalyst event" where you can bring new and different people together. Have fun, thereby creating greater visibility that will then lead to credibility and ultimately business transactions. Play ball.

Week 23: Make meal meetings productive

Focus this week on all the meeting where you take your clients out to eat. If you're smart, you'll use these as opportunities to grow your network and not merely as a chance to grow your waistline.

Meal meetings can be used several ways:

· To further develop and strengthen a business relationship.

· To help a colleague solve a problem.

· To meet someone who may join your network.

· To introduce a colleague to someone you know.

· To teach something.

Work this week to set up at least three purposeful meal meetings involving at least three people from your network in the next month or so. Make certain everyone knows in advance what the purpose of each meeting is.

Week 24: Ace making a powerful first impression

The business cliché is that you never get a second chance to make a good first impression. Your assignment this week is to take a long, hard look at what kind of first impression you are projecting to others. Ask: "What message am I sending to those who meet me for the first time? Do I come across as professional and a good resource to know or do I merely come across as someone who is out to sell them something?" On the basis of what you find, you may need to make some changes in your general grooming and choice of clothing.

As you make this evaluation, also spend some time on the body language you typically use. Do you make good eye contact? Do you stand in a welcoming manner, or does everything you do send the message that you should not be approached? Ask your friends for feedback this week and work out what you need to be doing (or changing) in order to make a solid first impression.

Week 25: Find or form a networking group

Referral networking groups are organizations that hold regular meetings for the sole purpose of generating business for each other. This is like having salespeople working for you that you don't even need to pay a commission. Make it a priority this week to check out whether there is a chapter that meets somewhere near you and if so, go along and get involved.

Week 26: Join your local chamber of commerce

Belonging to a chamber of commerce can help you supercharge your networking activities. This week, find out where your nearest chamber of commerce is and request membership information. If possible, attend an event or two and see what the fit is like for you. More than likely, there will be a few options available, so do your homework and pick a chamber of commerce that has a strong and active membership base. Be proactive in expanding the number of people you can network with. And be prepared to roll up your sleeves and get involved. You'll have to earn the goodwill of the other members before the referrals will start flowing.

Week 27: Sponsor some appropriate events

Event sponsorship is a great way to grow your business. Sponsoring the right event can position your business advantageously, create recognition with key people and make all kinds of good things happen. Take time this week to look for local events you can sponsor.

In all likelihood, you won't be looking at sponsoring a televised NASCAR race. You'll probably end up sponsoring an event put on by a local community group, a trade show or something else that is run by a professional group. These can all be excellent ways to bring more people into your network. Find an event that includes an appropriate level of investment and sponsor it.

Week 28: Host events with a network purpose

Last week you looked for an event to sponsor. This week, look at whether or not you should host your own networking event. The possibilities are numerous:

· You could host a grand opening of something.

· You might run a sneak preview of some upcoming event.

· You could put together a themed event.

· You might run a mixer event for key people in your network.

The events themselves don't need to be elaborate or even expensive, but they must be purposeful. They must deepen relationships and allow everyone to collaborate together to achieve some kind of joint success. Try to find an event that would add value to the people in your network and put it together. Make it happen.











Part 5　Control Your Communications 
中



Main Idea

If you're to have any chance at all of making word of mouth work for you, you'd better be very good at getting the right message out there. Clarify your message so others can pass it on.





Supporting Ideas

Week 29: Ask purposeful, directed questions

This week, sit down and come up with a list of questions you would like people to ask you at your next networking event. Then take the initiative and ask those questions of each person you meet. You will find that they will feel somewhat obligated to ask you the same questions in return, and this will create openings for you to deliver your message clearly and concisely.

Week 30: Always talk about benefits, not features

Take time this week to zero in on what you spend the majority of your time talking about. Customers choose products on the basis of their benefits and not their features. Make sure you're spending the majority of your networking time talking about the benefits your best customers enjoy. Be specific. Avoid giving a long list of features — nobody really cares.

Week 31: Profile your business effectively

Can you describe all the ways you help customers in one minute or less? If not, you need to spend time this week preparing a concise profile of the best way to describe what you do. Then get used to delivering your profile quickly and without using any confusing jargon.

The more clear the image is that you create when talking about your business, the easier it will be for those who hear you to pass the same message on to the people they network with in the future.

Week 32: Always be passionate about what you do

Your challenge this week is to become a motivational speaker for your business. Wear your passion on your shirt sleeves for everyone to see. Spotlight in glowing terms:

· What you can say that your opposition cannot.

· How your work fulfills you.

· What part of your work you love the most, and why.

Inject your personality into your message so that it becomes more memorable for the listener. Even if they don't agree entirely with your philosophy, they will respect the energy and enthusiasm you bring to the equation and will respond accordingly.

Week 33: Get the most out of your business cards

Simply put, business cards are miniature billboards for your business. Take this week to honestly evaluate what your business card says about you. Look at your card style and question whether it is appropriate for your industry and personal style preferences. Make sure you've got all your essential information on it and that you feel proud of your business card. If you don't, get some new cards made right away. For its size and cost, your business card will probably be the most powerful marketing tool you will ever own. Have a card you love handing out, but then work to only give cards to people who ask for them. Don't give out your business card indiscriminately, thinking you're doing well. Wait until people ask for it, and then have something worth giving.











Part 6　Become the Expert 
中



Main Idea

A surefire way to expand your networking circle is to become an expert in your field. People respect experts and like to interact with them. Make this possible.





Supporting Ideas

Week 34: Give a high-value presentation

Your challenge this week is to sit down and figure out what kind of high-value presentation you are qualified to give. There's probably something you know and have experience with that most people do not. Once you identify what presentation you can give, your second task this week is to sit down and compose a letter that outlines your presentation. Then create ten copies of that letter and get the people in your networking group to give them to anyone they know who organizes speaking engagements. Make it easy for people to refer you.

Week 35: Create a newsletter that is informative

Experts teach and inform. They have ideas and opinions others want to know about. This week, consider the viability of starting your own informative newsletter as a way to get your message out to the marketplace. Just make sure that your newsletter reflects well on your business. It might be helpful to talk with someone who is already producing a regular newsletter and get up to speed on what's involved. Publishing to a regular schedule takes commitment, but if you do this, you will have a great communications vehicle for your message to get out there.

Week 36: Learn how to write a press release

There's an art involved in writing an effective news release, and your focus this week should be on trying to learn what's involved. This is worth doing because next to word of mouth, publicity can be a very cost-effective way to market your business. Try developing a news release around a topic that is newsworthy and interesting. Hire a professional writer to help you polish your news release if you have to, but get a news release together and send it out. This will both enhance your company's visibility and strengthen your positioning as an expert in your field.

Week 37: Write your identity in the public eye

Sit down this week and identify four topics you can write articles about that will fit your business and networking goals. Then draft a letter to the editor of your favorite business publication and pitch your ideas. If he likes what you're suggesting, start writing your articles. If you get a red-light instead, you might try asking for some guidance on what kind of articles would be suitable for that publication.

As you do this, don't forget to do your own homework as well. Many publications now have Websites to reach out to potential advertisers. Often, these Websites include an editorial calendar that tells advertisers the themes that will be covered in each month's issue. You can review that editorial calendar for topics that are within your field of competence.

Having published articles definitely boosts your credibility in all kinds of different ways. It positions you as an expert in your field, which is never a bad thing. Be prepared to start small with local newspapers before working your way up to major trade and business publications.











Part 7　Capture Your Success Stories 
中



Main Idea

Be alert to how much your customers or clients have gained from using your products and solutions and then sing your own praises. This is not a situation where false modesty is required.

Supporting Ideas

Week 38: Ask clients for written testimonials

Your assignment this week is to get some satisfied clients to write letters that spotlight their positive experiences with what you have to offer. You want these testimonials to be on your client's letterheads and in their own words. Try this week to ask three clients to write about their experiences. You can then use these testimonials to generate loads of credibility in the future.

Week 39: Write down two success stories

Spend some time this week putting down on paper some stories in which your business is the hero and you achieve some amazing things for customers. Ham it up, but be factual and accurate in what you say. You then take these stories and circulate them to your word-of-mouth marketing team. As they read your stories, it will jog their memories on other people in similar situations you might be able to help. It will also sharpen in their mind their view of who your perfect client is, which can't be a bad thing at all.

Week 40: Write a personal introduction

When people in your word-of-mouth marketing team talk about you to their friends and associates, they probably don't know what to say. Help them out. Your assignment this week is to write a personal introduction you can give them to use. Key bits of information to include would be:

· The name of your business.

· What you offer.

· Some of your credentials and accomplishments.

· Your mission statement or purpose.

· Noteworthy clients you have helped lately.

· Other interesting facts and ideas.

Week 41: Don't be afraid to toot your own horn

When you meet with your word-of-mouth marketing team, the three questions they are most likely to ask you are:

"How's it going?"

"What's new?"

"How's business?"

Your assignment this week is to come up with better answers than: "Things are going great. I'm swamped!" or "Fine." You don't want people to walk away thinking you're too busy to attend to their referrals, so you need to have some good answers ready to roll in advance. Some suggestions:

"How's it going?"

"Life is good. My business is moving ahead, but I'm always interested in new opportunities."

"What's new?"

"Well, I'm involved in an interesting training course at the moment that has brought some new ideas in mind. I'm also looking for opportunities to publish some articles of my own."

"How's business?"

"Sales are up as I've got eight new clients this year, but my goal was to get twenty. I'm also looking for new staff."











Part 8　Do What Others Don't 
中



Main Idea

Many people think networking is what you try when nothing else is working. That's incorrect. You should enshrine networking as your primary strategy for generating new business. If you do what others are not doing, you can get an edge and stand out.





Supporting Ideas

Week 42: Always ask for feedback from clients

Your assignment this week is to ask your clients for feedback. Ask them to identify your business's strengths and weaknesses. Then get into action making things better. Create simple tools (perhaps involving an online survey) that you can use to periodically check in with customers and get their ideas on improvements they'd like to see. Even better, integrate a feedback process right into your sales system.

Week 43: Adopt the attitude of a host

Work this week at changing your mind-set. Whenever you attend a networking event, don't approach it like the majority of people would. Instead, act like a host. Get there early and meet the people who are in charge. Learn the layout of the venue and get some idea of the flow of planned events. Find out who is expected to attend. Then greet others who arrive later and help them get into the flow of everything. Set a goal to introduce at least three people to someone they have never met before and then sit back and wait for them to respond in kind. Act more like an event host and less like a desperate networker trolling for business.

Week 44: Capitalize on other companies you deal with

Job #1 for this week is to draw up a list of the companies you do business with on a regular basis. If you follow the money trail, you might be spending hundreds or even thousands of dollars each month as a customer of that business. Now turn it around and consider what those businesses can be doing to help you, their loyal customer. They might be willing to contribute something to your newsletter. Or they might display your business cards on their counter. Or perhaps they will sponsor your next networking event. Pick one establishment and approach them with some ideas and see where that takes you. The worst they can do is say no, but the upside potential is quite substantial.

Week 45: Use your influence to solve problems

What's the fun of being well networked, highly regarded and an expert in your field if you don't use it? Your assignment this week is to find a member of your network who has a problem and help them solve it. How do you do that? Ask them. Look around. Do some homework. Talk to other people in the same industry.

Once you uncover a problem and decide who your preferred target is, think of some creative ways you can use your professional status to help them. Possibilities:

· You might write a letter of support.

· You might support some cause they are active in.

· You might write a letter to the editor of a publication.

· You might write to the editor a trade journal.

· You could launch a public showing of support on some matter.

· You could act as a catalyst for change in some way.

· You might approach others and enlist their support.

· You can do anything that is appropriate to get involved.

Week 46: Ask for referrals the smart way

Asking "Do you know anyone who needs my product or service?" can be a real conversation killer at networking events. Your assignment this week is to come up with better and smarter ways to ask this question.

The best approach is usually to ask three to five "who do you know?" style questions. Come up with questions that are specific to your line of business that would indicate a need or intention to buy and ask those instead. The easier you can make it for people to think through their contacts this way, the more referrals you will get.

Week 47: Look for referrals when reading the paper

What do you look for when you read the daily newspaper? An insight into local and world events is fine, but you should also view the publication as an ongoing source of business referrals for you and for everyone in your network. Your assignment this week is to become more skilled and successful in doing this. As you read the paper every day this week, look for two leads you can give to people in your network and one lead you can follow up on yourself. They're there — you just may have glossed over them without noticing them previously.

Week 48: Conquer your fear of public speaking

Public speaking is an art. It's also a superb way to forward your business interests. Take time this week to try and become better at speaking in public. More than anything, you need to prepare well so you feel confident whenever the opportunity arises. Start small. Write down a one-minute elevator speech that outlines what you do and why it's important. Polish that inside and out until it shines. Be able to give your elevator speech at the drop of a hat. As you get better, you'll be able to come up with 5-minute and 10-minute versions that incorporate handouts, computer graphics and all the frills, but get started this week. Give a speech that positions you as an expert in your field. And don't worry about feeling nervous-public speakers learn after a while to convert that nervousness into positive energy. That will come later on, but make a start this week.

Week 49: Become the hub of a genuine power team

In a wheel, the hub is at the center. The same applies here. This week's focus is on positioning your firm at the center of your entire network. You want to be surrounded by other businesses with which you have strong collaborative relationships. Design some projects you can tackle that have you as the prime organizer and catalyst.

For example, suppose you are a financial advisor. You get approached every so often by people looking to start their own businesses. One approach would be to help them with what you do and then let them organize everything else themselves. The hub approach would be to form a network of a chartered accountant, an attorney and a banker along with you. When someone wants to start a business, you offer them a package deal that includes accounting services, start-up funding and incorporation services. By acting as a one-stop-shop, you activate your power team and generate business for them. You also have a way to differentiate your firm from all your competitors.

Week 50: Become a networking mentor

Your task this week is to find someone you can teach how to network. By sharing what you've learned and helping them avoid the mistakes you've made, you will find you end up understanding networking even better yourself. You'll also get fresh ideas you can use. In addition, mentoring is a great way to give something back to the people who have helped you over the years. Be genuine in your desire to help someone else find their feet and make your availability known. Then get to work building a strong relationship with the person or business you are endeavoring to help.

Week 51: Recruit an advisory board

There are definite strategic advantages to getting differing perspectives on your business. A good way to achieve this is to have in place a team of advisors you can consult with on an ongoing basis. Your assignment for this week is to start planning who you'd like to recruit for your own advisory board. You would probably benefit if your advisors had a mix of professional backgrounds, experience levels and educational training. Choose some good people and develop a plan to secure their help. Make it worth their while to get involved and figure out how you will approach them. Then start working towards holding your first advisory board meeting. Make this a tremendous growth opportunity for your business.

Week 52: Commit to lifelong learning

Networking is a dynamic and evolving subject. As new technology becomes available, the nature of networking will change as well.

To stay in the 29 percent of businesses that use networking effectively, you'll need to keep improving your skills and learn new ones. Networking is much more of an ongoing journey than a one-time event.

So what should you do to keep your networking skills fresh?

· Keep reading the articles and books about networking that are currently available and that will come out in the future.

· Keep practicing what is now working for you and trying out fresh ideas.

· Try to align yourself with a networking organization that integrates ongoing education into their regular meetings.

· Look for training programs on networking you can attend. Participate in any workshops, experiential training programs or in-depth training that may be on offer.

· Review all the networking strategies you have tried over the past year and determine what improvements you still need to make in each area.

· Create a timetable for new networking ideas you want to implement in the future and keep to it.

· Keep thinking about what comes next. Don't ever assume you've got networking aced, but keep working at it.

· Remind yourself often that networking involves work. It's not just sitting around and hoping new business will come your way. Keep working at it.

· Never stop building your business by giving to other people in your network. The more you give, the more you will get back.
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