
Networking w  thout 
working the room
When it comes to making and growing your 
business contacts, it’s time for a fresh approach, 
advises Bernard Savage of Size ı0½ Boots 

How do you feel when you walk 
into a room full of strangers at  

an International Trademark Association 
or regional business networking event? 
Are you in your element, or do you feel 
a little left out in the cold? Typically, 
people at formal events struggle to 
project themselves well, which means 
they don’t get the value they would like 
from making an appearance. These tips 
on networking practice may send you 
in a new, more productive, direction:

Find your audience. First, 
remember that networking is  
just one ingredient of a business 
development strategy. Inertia and lack  
of understanding of marketing and 
business development may result in  
an over-dependence on networking  
at formal events. A truly effective 
networking strategy starts with a clear 
identification of target clients and 
knowledge of where these people  
“hang out”. Ask yourself: do your  
target clients really visit Chamber of 
Commerce and regional events? Or  
are these events simply within your 
comfort zone and, in truth, mainly 
attended by your competition looking 
to make the same connections?  
Rather than relying on the same old 
networking schedule, consider where 
the people you really want to speak  
to spend their own time. So, if you  
are targeting high-tech companies, it 
will be better to find out where people 
in that industry gather. Even a little 
desk research on the internet will  
offer this information.

Remember your base. Effective 
networking is as much about keeping 
in touch with existing contacts (clients, 
referrers and prospects) as it is meeting 
new people. Do you have a system to 
stay in touch with your important 
contacts? Don’t be over reliant here  
on social media; nothing works as  
well as face-to-face communication.

Good habits. Smart networking  
can be broken down into developing 
good habits and behaviours in three 
distinct stages: preparation before 
events; how you present yourself at  
the networking event itself; and what 
you do afterwards in follow-up and 
on-going communication. Good 
preparation gives you an advantage 
because it gives you both confidence 
and focus. This preparation should 
include finding out who is likely to 
attend an event and then using online 
research (for example LinkedIn) and 
talking to colleagues to get the inside 
track on individuals. It’s also important 
to set yourself goals in advance, for 
example by setting a target number  
of business cards you will collect.

Share, don’t sell. The smarter 
networkers don’t sell at events, but 
instead focus on building rapport  
with people they meet and seeking to 
help them. Good ways to help people 
include sharing market intelligence, 
introducing people to your own 
professional network, and simple being 
friendly and putting people at ease.

Suit your style. Effective networking 
does not require you to attend formal 
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events with men in grey suits. If you are 
more comfortable meeting a small group 
of like-minded people in a pub, do that! 
You are more likely to get value from an 
environment that suits your personality.

Be open and interested.  
The people that you meet rarely 
remember what you say, but will  
always recall how you made them  
feel. Do you come across to strangers  
as open and warm, or closed and cold? 
Simple techniques to help you appear 
inviting and interested are smiling,  
open body language and listening 
attentively to others rather than 
scanning the room while they talk.

Follow-up steps. The secret  
of people that get more value from 
networking is that they always  
follow up, and promptly, too. The best 
follow-up is a short email including  
a clear action, for example suggesting 
an informal meeting over coffee.  
Emails should focus on selling the 
appointment, not your firm or  
personal credentials. And sending 
brochures in the post is largely a  
waste of time!

Finally, JBY. Perhaps the most 
important word of advice is Just  
Be Yourself. Effective networkers  
don’t have some magic formula,  
and they don’t spray business cards 
around the room. Effective networkers 
show confidence in engaging people, 
are focused in what events they  
attend and always take action by 
following up. And they don’t work  
the room! 
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