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How To
Effective Networking Tips

How To

No Man's an Island
When it comes to business, the old chestnut, “No man’s an 

island”, certainly rings true. Contrary to staying isolated and 

chained to your own desk, networking offers an effective way 

to get out and build your business. Connecting with other 

business people raises awareness of your brand, service and 

product offering. It also gives you the chance to meet people 

(you might otherwise have never met) that can help you on 

your journey to success. And, important to positive cash 

flow, it can lead to many sales. Here are some tips to help you 

‘island hop’ effectively.

Bye Bye Comfort Zone
Let’s face it, some people would rather watch paint dry than 

go out and network. So if you’re one of these people, you 

need to step outside your comfort zone for the sake of your 

business. If you’re really nervous, take a business friend along 

for support. Or, chat to the organiser on the phone before the 

event and ask if they can introduce you by phone or email to 

another guest beforehand. That way, you have an established 
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connection before you set foot through 

the door. It also pays to go to a relevant 

event. So, if you’re targeting small busi-

nesses, don’t head to a corporate event 

because you’ll most likely find you don’t 

have as much in common with the other 

guests. 

Dib Dib Dib, Dob 
Dob Dob
In the words of Boy Scouts, be pre-

pared. Before you head to a networking 

event, work out what you want people 

to take away from their meeting with 

you. What do you want them to remem-

ber? Who would you like them to refer 

to you? What impression do you want 

to give? Once you know the answers, 

you can work out exactly what you 

want to say to meet these goals. Prepare 

answers for questions like, ‘What do 

you do?’, ‘Who’s your ideal client?’, 

‘How is your product/service different?’ 

Being prepared and armed with answers 

will help you feel more confident and 

comfortable to network effectively.

Do It Often
The more you do it, the easier it be-

comes and the more you’ll get out of it. 

Once you get out in networking circles, 

you’ll start to see familiar faces popping 

up at events. This allows you to build 

rapport and develop a relationship that 

could lead to more sales. Remember, 

you’re not just connecting with people 

in the room, you’re also potentially 

tapping into their network. The more 

events you attend, the more people you 

will meet and networks you’ll tap into. 

Commit to networking by scheduling 

time in your diary – and then stick to it!

Be Genuinely 
Interested
You can’t expect people to be interested 

in you if you’re not interested in them. 

So, actively listen to what others are 

saying to you when you network and 

ask specific questions to show them 

that you’re listening. When you see a 

familiar face, try to recall something 

they have told you in the past (perhaps 

they were about to pitch on a project, 

or just had a baby) and ask them how 

it went. People will remember you, for 

remembering them.

‘Island Hop’ 
From Home
These days, you don’t even need to 

leave the comfort of your own desk to 

network – there are plenty of network-

ing opportunities available to you online 

that are just as effective. Sign up to 

Twitter and follow people of interest in 

your target market or industry. Strike 

up conversations by replying to their 

tweets and posting your own thought 

provoking comments. Another great 

networking tool, that instantly shows 

you the networks you can tap into, is 

LinkedIn. Find past colleagues, existing 

clients and industry experts to add to 

your Connections. Then, get introduced 

to new people through your own con-

tacts for fast and targeted networking. 

Facebook is another easy way to connect 

with potential customers and fellow 

business people. Create a Fan Page for 

your business and get your Facebook 

Friends to join. Or, add people you meet 

as Friends to develop personal rapport 

and strengthen your relationship.

Follow Up
Now that you’ve met, whether in real 

life or virtually, make the time to follow 

up. Tee up time to catch up for a coffee 

and learn more about each other. Or 

send a handwritten note to say how 

much you enjoyed meeting them. You 

can even follow up in minutes by send-

ing a Direct Message on Twitter to keep 

the connection alive. So, don’t just put 

business cards you’re given away in a 

box that will never see the light of day 

again. Make an effort to personally fol-

low up with each contact you think will 

be valuable to your business, and do it 

regularly.

Create Your Own 
Group
If you haven’t found your ideal net-

working event or group, then why not 

create your own? Ask likeminded col-

leagues and business people you meet 

out and about to join you for an inti-

mate networking or mastermind group. 

Or use a site like Meetup to create an 

exciting new networking group relevant 

to your industry. You can then advertise 

on Twitter, LinkedIn and Facebook to 

get guests to come along.

Remember, networking is not a specta-

tor sport. To get something of value 

out of it, you have to put the effort in 

and actively participate. So, why not 

get started right now and tap into my 

network by following me on Twitter (@

kielymedia), LinkedIn and Facebook? 
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Personal Power
Design Your Life By Jenny Stilwell

I got up quite late this morning, checked my emails, attended 

to a few calls and action items in my diary, then decided to 

get out in the fresh air. It was an absolutely beautiful morn-

ing after a week of very blustery a cold wet days. How could 

I resist?

I walked the dog down to the end of the street, over the road 

and onto the beach. The sun was warm, the breeze mild, and 

the sky blue. I sat down on a seat, Hudson slumped on the 

grass in front of me, and I took in the iconic view of Brighton 

Beach and the infamous bathing boxes.  The sun felt fantastic, 

and I also felt pretty good!

As I sat there I started smiling – I designed the business that 

now enables me to live this life. I felt so infinitely grateful that 

I could take an hour out of my day to walk in the sun, breathe 

in the sea breeze, and get back to my desk when I felt like it. I 

don’t work nearly as hard as I used to, but I do work far more 

effectively on the things I want to be doing.

I urge all my clients to think about their life before their busi-

ness, then design the business to enable them to live the life 

they want. Have you designed your life yet? If not, here are 

some guidelines to help free up your thinking and start seeing 

new possibilities:

Make a list of everything you’re doing or bringing into your 

world because it’s expected of you/you’ve always done that/

you’ve never stopped and thought about it.  For example, do 

you keep adding employees to your business because that’s 

what ‘growth’ looks like?  Do you spend your time in an office 

for most of the week because that’s what ‘working’ looks like? 

Do you only catch up with friends on the weekend, because 

you’ve never really thought about taking a day off during the 

week to do that?

Make a list of what you’d like more of in your life (travel?) and 

what you’d like less of (days spent in the office?).  Identify 

what you’d like to change and make a start to do so – set a 

deadline for change or take the first step today.

Consider an overhaul of your business model to enable you to 

live the life you want – live by design and not by default.
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think Bits
Nigel Collin

Content Rating 

Easy-Read Score 

Promotional Blurb
More and more in the business world 

we need to come up with new and 

unique ideas and solutions. Think Bits 

is all about how to think differently and 

more creatively in business and life.

Open up any page, in any order, and 

there’s something to force you into a dif-

ferent mindset to get you thinking more 

creatively.

Summary
A friend gave me this book and it’s 

designed to read – by picking pages 

at random. The title is perfect because 

you do get little bits that help you 

think more creatively, think outside the 

square, think differently. For anyone 

in business, it’s an invaluable tool to 

keep the creative juices flowing to help 

with problem solving, and to keep your 

thinking fresh.

If you can’t find the book, visit the web-

site: http://www.thinkbits.com.au

BOOKS

Success Through a 
Positive Mental Attitude
Napoleon Hill 
& W. Clement Stone

Content Rating 

Easy-Read Score 

Quick Summary
Follow up book to ‘Think and Grow 

Rich’. If you have the latter, you also 

need to read this book, published in 

1960. They are both books of icon status 

and precursors to every motivational 

and peak performance message in the 

market today.

Promotional Blurb
The Powers of the Mind – Your Mind 

– Are Unlimited. Have You Ever Really 

Understood Them, and What They Can 

Mean in Your Life?

Here you will discover an amazing plan 

based on the concept: ‘what the mind 

can conceive and believe – the mind can 

achieve’. It shows you how to rid your 

mind of cobwebs – think clearly and 

explore the subconscious for new ideas; 

how to sets your sights on a goal and 

obtain it, through persistent thinking 

and positive action. Here, too, is practi-

cal advice on how to find satisfaction in 

your job; how to raise your energy level 

and how to master the technique of 

‘get-up-and-go’.

Summary
If you have read and value the concepts 

in ‘Think and Grow Rich’, I recommend 

you read this as well. My copy is falling 

apart, literally, as it is an original copy 

that belonged to my Dad, and now I’ve 

scribbled notes all the way through it. 

If you can let the 1950s/1960 style of 

words and stories wash over you and 

focus on the core concepts, I’m sure 

you’ll find this a worthwhile addition to 

you library!

Best Info
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Renaissance: A new start, a new beginning, Revitaliza-

tion, Revival, Reawakening

This complementary bi-monthly publication, BOSSMENTOR® 

Renaissance Magazine, is all about the alignment of mindset, 

strategy and lifestyle. It will provide you inspiration, motiva-

tion and strategy every two months, and include:

Interviews with successful entrepreneurs •	

Stories of inspiration and motivation •	

Business growth strategies •	

Insights of successful people •	

Spotlight on different global destinations …from a travel •	

perspective or from locals and expats who live and work 

there 

Mindset strategies to help you create and realize your vision •	

The latest info on business, lifestyle and personal develop-•	

ment topics 

A whole new perspective on alignment between your life & •	

your business, with a focus on success 

BOSSMENTOR® Renaissance Magazine will be 

delivered electronically and can be viewed online in a double-

page view format, just like a printed magazine. Content 

includes text, pictures, charts and links to related information. 

Renaissance Magazine
Dream Believe Create

We will also send it to you as a pdf file that you can download 

and print.

Start your complimentary subscription today!  Subscription is 

FREE and you may cancel at any time.

Go to the Subscription page to sign up for your complemen-

tary copy now.

www.bossgroup.com.au/magazine

Subscribe to...

Magazine Subscription
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Professional
Jenny Stilwell is the Managing Direc-

tor of BOSS Management Group. She 

has helped many clients to significantly 

grow their businesses, and build more 

successful companies. 

Prior to establishing BMG, Jenny was 

Chief Executive of a publicly listed com-

pany (one of only a handful of women 

heading up listed companies in Aus-

tralia at the time). Previous positions 

included general management within 

both large and medium sized organisa-

tions, as well as establishing a marketing 

practice in the mid 1990s with a diverse 

client base of small and mid-sized and 

corporate clients.

Very early in her career Jenny advanced 

to a senior management position at 

Nortel Networks, being one of only 

three women at the time in senior man-

agement roles within the Asia Pacific 

region.

 Jenny Chaired the Marketing Women 

network for two years, and has also 

mentored several women in careers and 

in business as a way of ‘giving back’ to 

the business community and to career 

women in particular. She has also been a 

Finalist in the Telstra Businesswoman of 

the Year Awards. 

Jenny has a Bachelor of Commerce with 

a Commercial Law major, and a Bach-

elor of Arts with majors in French and 

German, both from the University of 

Melbourne. She is also a Certified NLP 

Practitioner.

Personal
Some of the things I love

The beach, peaceful islands, big cities, 

London, New York, Paris, Golden Re-

trievers, Hudson (my Golden Retriever), 

Vegemite (my American friends know 

that a taste test is coming – you know 

who you are…), good red wine, travel, 

writing, listening to my fave music on 

high volume, the Northern Hemisphere 

in Winter, luxury resorts, the colour 

of Autumn, laughing until I cry, and 

of course, my family and my fabulous 

friends. 

That’s just a start… there’s so many 

things

About Jenny Stilwell
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