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FIRST OFF: YOU GOTTA WORK THE ROOM/BLOG/WORLD THE RIGHT WAY

Networking isn’t an art or a science, it's an experience —and it’s something that
you absolutely must do if you want to rapidly expand your circles of influence
and put yourself on an upward spiral of exposure to audiences that want to
know you and want to buy from you.

The trouble is, most people don’t know how to network effectively. They think
that doing things like handing out business cards and shaking hands (or creating
a blog) is going to get them there. And it might —in 10 or 20 years. If you open up
a shop on a back road and put your shingle out, you might attract some
attention ... eventually.

Screw “eventually.” You need to get on the networking fast track now, so
you’re able to move up the food chain and leverage every opportunity possible
to change the world (or at least put food on the table). Read on.

I’'m going to be straight up with you — 1 don’t go for a lot of the “traditional”
networking advice. | don’t think of networking in terms of timing and smooth
talking and handshaking and subtle psychological manipulation and creating
emotional debts you hope will be repaid. I'm not going to tell you how to “work
aroom” or “fake it ‘till you make it.”

Nuh-uh. I'm going to tell you how to be a candle — no, screw that, a torch — that
burns so brightly that people at the top of the food chain want to hold it up and
use it to light their way. A light that A-Listers don’t hesitate for a second to shine
everywhere they go. I'm going to show you specifically how to position yourself
as a valuable connection who must be shared — not as some random person
desperate to get some attention.

There is a free workbook to be had. Download instructions are at the bottom of
this post.

These are the techniques | used to snag coaching clients who made six-figure
incomes ... that I’d call out of my car during lunch at my day job ... when | was
an absolute nobody. This is “How To Be Valuable 101.” Class is in session. Read
on.
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The good news: when it comes to networking (ethically), you can grow at a
staggering rate and see a return on your time investment almost immediately if
you play your cards right. But before you get all starry eyed about hanging with
the big shots in your niche, look at the word | use in that last sentence:
investment.

If you really want to expand your reach you're going to have to do some serious
work. You're going to have to give a solid investment of your time, and you're
going to have to invest your ego. (Wait, what?)

When you invest money, you lose access to it for a while so that (hopefully) it
can work its magic for a satisfying return. When you invest your ego, you're
checking it at the door and focusing on other people - not yourself - to make
some magic happen.

The secret to effective networking is this: "Givers Get." But you've got to give
strategically, and you've got to give intelligently (or you'll burn out). Read on.

When you give, you need to make sure you're giving to the right people in the
right ways, or you'll be spinning your wheels and wondering why what "goes
around" isn't coming around.

For rapid, powerful networking to occur, you've got to engage with these
strategies:

¢ You've got to give to people who canreceive immediate value and
appreciate it strongly enough to value your contribution. The longer it takes
for that value to mature (in many cases) the harder it is to establish a strong
emotional bond with a person.

¢ You've got to give to people who have theimmediate potential to improve
your position in a material way. Yes, | know | said "Givers Get" and I still
mean it. But you have to give to people who can actually give backin a
meaningful way, or that emotional bond will fade.

¢ You've got to give in ways that can be made public (or at least public to the
receiver's peer group) so that word of your contribution has room to grow.

¢ You've got to give in ways that don't siphon resources away from your own

growth but instead complement it. You want to become better known for
your "signature value" and you can't do that while doing tasks that don't
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connect with it. Make the services you want to sell something you give for
free while networking.

¢ You've got to give in ways that don't look desperate. Confidence is key -
you've got to come across as giving because you have an abundance of value
to give, not because you're dependent on payback. People can smell fear and
desperation, and the way to avoid this is to accept that some giving will never
be repaid - and then decide you're going to be fine with that.

This last point is important, so I'll repeat it: Some giving will never be repaid, and
if you don't get okay with that up front, you're going to be miserable. So accept
it as a cost of doing (networking) business.

Remember, you're not giving because you want to "get your slice of the pie" by
creating a debt that must be repaid. You're giving because you know that when
you show people how valuable you are, many of them will want to share that
value. You want to expand the pie for everyone.

Tuck this away for future reference: People sometimes repay those whom they
owe - but they almost always reward whom they respect.

So let's put you on that path to rewards now with seven powerful steps. Again,
before you get starry-eyed, you will be making a time investment with these, so
get yourself ready. (But really the time is "free," because you can get such a
massive return on investment once things get rolling). Let's divein.
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STEP #1: BUILD YOUR NETWORKING MAP, AND IDENTIFY KEY INFLUENGERS

Many people set their sights on an A-Lister and try and approach them
directly. Nothing wrong with this strategy, just know up front that it's the path
that's most likely to fail (but seriously, go ahead and try it, because there's
limited downside - and if it works, you'll be glad you took the chance).

Some A-Listers are actually pretty approachable, but many flat out aren't - not
because they're pretentious jerks, but because they are simply overwhelmed
with incoming commitments and can't respond to you. Don't take it personally,
ever. They may be juggling 5 big deals and trying to keep their sanity (or family)
together, and your email just can't make their radar.

The good news is, it doesn't have to. You see, the busier and more successful
someone is, the more they rely on people they trust to filter decisions for

them. They don't have the time to take in an process all the pros and cons of
some new unknown quantity, so they simply look to their "influencers" - the
people who already have established trust with them - for recommendations.

It's usually ten times easier to establish a connection and relationship with
people's influencers than it is with the people themselves. The influencers are
generally not as overwhelmed and more open to connecting with people. So
your immediate goal is to begin influencing the influencers.

This may seem counter-intuitive or a bit of the "slow path," but trust me, it's
not. Getting an influencer to give you the time of day is much easier than
breaking into the A-Lister's attention sphere.

Influencers tend to be a rung or two lower on the food chain than the people
they influence - maybe they've done a lot of freelance work for them in the past,
or they're a trusted service provider in some other capacity. Or perhaps they
were peer-level with the A-Lister at one time ... and they just haven't advanced
as quickly.

So they have all the perks of a close relationship with the person you want to
connect with but less of the baggage that comes with being an A-Lister. And
that's your advantage. These people are accessible (or in some cases, damned
busy but at least more potentially accessible).
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So here's where you begin: you start creating a networking map.

e Begin a mind map for the A-Lister you want to connect with. Just draw 5
circles in the middle of a sheet of paper to start with - you don't need any
fancy mind-mapping software. Connect each of those circles in a ring, and in
the first circle put the name of who you want to connect with. Then, in the
remaining circles add 4 other A-Listers who can be considered directly in her
peer group. These are possible entryways onto the initial person's radar. Get
one of them, and you have an easier in with any of the others.

¢ Then, start pushing down one level on the food chain for each of these
people. Draw lines with circles coming out of each original circle in the ring
and put the names of people they are close with. If you're not sure who
these people are, look on their blogs and look on Twitter. Who do they
engage in conversation with? Who do they ask questions to? Do some
detective work here.

e Push down one or two levels until you've got a fully populated networking
map. Yes, this is a bit of work, but remember the old quote: "Successful
people get where they are by doing the things unsuccessful people won't."

You'll likely notice that several of the people surrounding the rings have strong
ties to other A-Lister's networking chains. These are some of the choicest
people to connect with, because your efforts are multiplied. You can shave off
50% of your networking time just by leveraging this tactic.

When you download the free workbook, you'll have a place to build out your
networking map. Once you have it fleshed out, you're ready to check your ego
at the door and start doing the "Giving" part of "Givers Get." Read on.

STEP #2: START ADDING VALUE TO OTHER PEOPLE'S PROJECTS

Here's the part where 90% of readers would throw their hands up and say "This
is going to be too much work." Fortunately, you're into winning, not whining, or
you wouldn't have read this far, so you're in the 10% of actual action takers (yay

you).

Remember how I said that you needed to become that candle/torch that people
want to show to all their friends? Here's where you get your chance to burn
brightly. You need to look at these people you want to network with and think of
the seeds of memorable value you want to be planting.
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As you get to know influencers (or the people who can connect you with the
influencers), you always want to end your initial conversations by getting a sense
of what their big projects are and asking this question:

"What can | do right now to add value to what you're working on? How can
help?"

Do not underestimate the massive power of this single statement. It is the
game-changing strategy that can open a thousand doors for you. And it will
catch people off guard.

You see, most people are used to takers. Everyone seems out to get something
from you, to be playing whatever angle they can to get you to get you to do
them a favor up front without investing in your success as well. Here's where
you stand above the crowd and position yourself as an authentic giver and not a
taker.

Notice | said "authentic giver" here. | mean it. | told you before that you've got
to set your expectations so that you're okay with it when people don't
reciprocate. Now | want you to take it a step further and to start seeing yourself
not as a networker, but as a contributor. A giver.

Don't approach people in terms of "What do | have to do for them to get them
to do something for me?" Not only is that selfish and manipulative, but it's
counter-productive. We can all tell when someone's buttering us up for their
own reasons. Instead, approach people in terms of "What can | do for them to
totally wow them, so that they want to give me further opportunities to help
them and their friends?"

That changes everything. And I'm telling you this for selfish reasons. :-) You see,
I want to get you out of "taking" mode and turn you into more of a giver,
because the more people do that, the more we all "expand the pie" for each
other. The more giving everybody does, the more everybody gets in the long
run.

So the message is, become known for being a person who adds value for
others, and others will fall over themselves spreading the word about you. And
in time, they will spontaneously respond with some form of this
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statement: "Thanks for everything you've done. Now seriously, what can | do
for you?"

Remember, people like to give to people they trust and respect. Become that
person.

Ways to give:

¢ Find out what needs they have and connect them to an awesome service

provider (or take on a bit of the work yourself). For example, since I'm
technically inclined, and | know how to set up mailing lists, I've done that for
a few people farther up the food chain than I am. It takes me about 30
minutes of talking to them and an hour of work, and they have a list ready to
go, saving them tons of headache and hiring and learning curve. What
valuable task (that's not too time consuming) can you make your "signature
gift" to others?

e Give them some free consultation. | did this a lot with my time management
/ project planning coaching. You might be able to do it with whatever it is
you do. Don't be pushy about it - remember, this is about giving, not looking
like you're trying to set yourself up for a paying gig later. There's nothing
wrong with mentioning what you do, saying (honestly) you'd love to chip in
on an interesting project and get to know people, and doing so. Thisis how
you become friends, and not just a contact. (Just don't be surprised when
that person starts referring you as that "awesome service provider" to
people up her food chain. Just sayin').

¢ Become alookout. This is a really effective strategy where you ask someone
what kinds of people / resources they are looking for to make their project
more successful, and then you do some legwork and find those people. For
example, if you're networking with someone who's trying to get a book
published, and you know someone who has recently released a successful
book, then you can connect the two of them. This is called "becoming a
lifesaver." When you can connect someone with a person who can help
them, you are golden.

Givers get. Focus on the giving. Add value without asking for payback, and you'll
be astounded with how much payback you get and how fast people push you up
the food chain. Expand the pie, because the world is always hungry for another
slice. :-)

When you download the free workbook, you'll have a worksheet where you can
brainstorm all the ways you can add value for others. Read on.
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STEP #3: FIND WAYS TO PROMOTE OTHER PEOPLE

Perhaps the most effective giving strategy is to promote someone's project, or
promote them (as a person/brand) in general. If you have a large platform to
speak from (and by platform | mean something like a big blog or newsletter) you
can get on an A-Lister's radar simply by speaking well about them, but since
many of us don't have that kind of platform, there's another strategy that in
some ways might be even more effective for you.

You can make a powerful impact simply by working to promote people on the
second and third level down your networking map. They are usually less
"known" and will truly appreciate the exposure in whatever form you can give
them.

And though it should go without saying, I'll say it anyway - be authentic. Don't
just toss out fake kind words to get brownie points. Only do honest,
experience-based promotion in order to protect everyone's reputation.

The ways you can promote people are endless, but here is a simple and effective
way to do it in the next 72 hours.

¢ Use your primary platform to talk about your recent experience with the
other person. Consider your last phone call, email exchange or instant
message conversation with the person. If you learned something valuable in
your exchange with them, share it and give due credit to them. (This can also
make a valuable, easily shareable piece of content for your blog /
newsletter). If you've discovered that person is really good at something,
recommend their services. Don't forget to link to them.

¢ Follow up with the person and let them know you've mentioned them to
your platform. A simple email where you say "Thanks for the great
conversation the other day - | learned so much / was so impressed with what
you're doing that | did a writeup about you on my blog. | thought you'd like
to know - and | look forward to talking to you again. Let me know if you
need anything in terms of spreading the word about what you do." Include
the link.

¢ Use social media to give extra exposure to the person. My personal

recommendation is to use a 120-character tweet for this (save the last 20
characters or so for the "RT @yourname" when people re-tweet it.) Include
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their Twitter handle so it will show up on their radar. If you're up for it,
direct message a close friend or three and ask them to re-tweet it.

And remember, this isn't about buttering up the other person, it's about telling
your audience how awesome the person is (yes, that means only use this
strategy for people who are indeed awesome) and expanding the pie by bringing
more attention to their business.

Yes, this is work, but think about it - when this well-connected person is being
inundated with requests from people who want to network up his food chain,
who do you think is going to be "top-of-mind" for him? An inbox full of "takers"
or you, the person who brought him more business and more exposure?

Givers get. In the free workbook you'll have a chance to start planning how
you'll make that giving happen. Read on.

STEP #4 - BUY THEIR PRODUCTS (YES, BUY) AND START REVIEWING THEM

I know a lot of people will tune out this one because it requires (gasp) an
investment on their point. No apologies here, you're either in the game or
you're not, and I'm certainly not trying to push you into buying my stuff with this
step. Hell, I'm going to tell you how to make it free, so anyone who's about to
cry foul, quit your crying.

Here's the deal: When you buy someone's stuff, you send several very powerful
messages to them, even before your initial direct contact:

1. You're telling them you're not a taker. | don't care if you've bought a $7
special report or a $2,500 training program, once you make that purchase
you're on record for that person as someone who is a step above the takers
that they're used to dealing with. You've shown them that they aren't just
another person on your list and that they're worth buying from.

2. You're telling them that you are relevant to their mission. By making that
purchase, you're establishing that you're in the product creator's tribe, and
that what they are doing overlaps with what you are doing. You're not a
random person, you're a targeted contact now. It makes more sense for
them to be open to connect with you, because they know they have relevant
value to share with you.
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3. You're creating the gateway for relevant communication. Since you own
their product, you have a very, very valid reason for contacting them -
whether it's to complement them on the value you've received, ask for
questions, or simply share your experience. This gateway can be the single
most powerful networking tool you acquire.

Now, to put this in perspective, this isn't going to work if you don't have a
relevant need for the product and can't use it. Don't think that just buying
someone's stuff is going to give you a magic pathway to them filled with
cupcakes and unicorns. Ain't going to happen.

But if you buy something you can use, and you can create a meaningful result
or experience from it, you can instantly create rapport with someone up the
food chain. And that can shave years off of your networking time, because
almost nobody ever does this.

So we've covered the buying part, where you can potentially get on someone's
radar. Now let's talk about how to make that radar blip much bigger and much
louder by using a product review. Here's what you can do:

¢ Once you've bought the product, tell people about it. Mention it on your
blog and link to it. Mention it on Twitter, and use the creator's Twitter
handle, so it will show up in their "Mentions" section. And let people know
you're going to do a review in the near future.

e Take notes as you go through the product. If you're using it to create a
result, document it. If you're not going to use it in the near future, just take
notes on your experience evaluating it.

¢ Write a quality review. Explain what the product is all about - and include
the good, the bad and the ugly. Your readers will appreciate your honesty
and trust you more. Use "<Product Name> Review" in your post title, and
use the product name and the word "review" in your first paragraph (this is
for SEO goodness).

e Publicize your review. Newsletter. Social media. Get the word out, subtly
and with class - you're not pushing people for a sale, you're just trying to

educate them and give the creator exposure.

o Contact the product creator about the review and thank her for her
product. Let the creator know you have a review up and are letting people
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know about your experiences. Add another layer onto the relationship
you're building. Ask if there's anything you can do for her.

o Do afew follow-up reviews, and repeat the last two steps. Leave your first
review open-ended. Maybe there's more you can add onto it that you didn't
cover in your first review. Maybe you're just giving a progress update. But
follow up. Give more exposure.

Now, you've got a lot of good things going on here. You're educating your
audience, which is valuable. You're investing in training which is (hopefully)
helping you. And you're establishing a stronger relationship with whoever
you're trying to connect with. And, if your links to the product are affiliate links,
you might even make your money back and then some. (Trust me, people
search on "<product name> review" like crazy when considering a purchase. It's
good if you can show up there.)

So that's why buying and reviewing can help you network at light speed. I've
seen people use it as the cornerstone of their networking plan and it's insane
how effective it is. Or maybe it's not insane, and it works so well because so few
people have the stones to put their money where their mouth is.

When you download the free workbook you'll find some exercises to help make
this a quick and easy process. Read on.

STEP #3 - ENGAGE THEM IN MEANINGFUL CONVERSATION ON TWITTER

Thanks to Twitter, you have an incredible advantage that you just didn't have a
few years ago - you have a chance to insert immediate value into A-Listers'
conversations in real-time. It is staggering to me how effective this is at getting
on people's radars almost instantly.

Yeah, that's a big "almost." I'll explain why: The blessing of Twitter is also it's
curse; because so many people are on an A-Lister's follow list, they have a large
amount of traffic. Which means they are likely receiving a steady stream of
messages, and getting them to see yours can be difficult. If they ask a question
and get 50 answers - including yours - you might just blend into the pack.

And more than that, even if they do see you, they may not have the capacity to
respond to you. Think about it - if 50 people respond to your conversation, can
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you reply to them all? You can't. For one thing, if you did 50 replies, people who
follow you will get overwhelmed and unfollow. And you simply can't manage
direct messages with that many people.

So here's the lesson - never take it personally when a message you send -
Twitter or otherwise - is ignored. For highly successful people to function, they
have to let some level of communication slide or they can't do the basic day-to-
day stuff that makes their business work. Don't get pissy when you think
you're getting ignored. Be understanding.

So with that hurdle in front of you, how do you get on their radar fast? It's
simple: you work to become the most relevant name out of the dozens they see
every single day, so they will actually want to respond. Here's how.

¢ Engage in conversation with their close connections - you know, the ones
you've been working with in the previous steps. When the A-Listers see the
people they trust (and follow closely) talking to you, an immediate level of
credibility is established. They start seeing you as a peer to those they
already trust.

o Ask specific, meaningful questions about their status when relevant. If
someone posts that they are speaking at an event, ask them what day it's on
or what topic they're talking about. Give them an opportunity to reply to
something that will allow them to further promote what they're working on.

o Ask them product-based questions that can be answered in 140 characters
or less. Since you (hopefully) own their product, asking a quick question
about what you're working on can get a fast response. It's publicity for them
and what they're selling, so they're more motivated to reply.

e Customize your re-tweets to stand out from the crowd. Many people click
the re-tweet button hoping to be noticed, and sometimes they are. But, you
stand a better chance of catching that person's attention if you modify the
tweet to add more relevant information or provide promotional backup. If
they're tweeting about a product you own you could add "I'm on chapter 5
and it's great!" - provided that you're being honest about it - and your
chances of getting noticed (and appreciated) are increased.

The key in all this is to remember that you're not trying to trigger a response -
remember, these people are already overloaded with communication and they
don't want to have to wade through fluff - instead, you're trying to add relevant
value to their conversation.
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It all comes down to creating that meaningful value. If you can deliver it to
them, you will be relevant to them. And remember that this works for their
peer group too - so if you can become relevant to anyone in that group of five
you put in your networking map, you'll have an easier shot at getting the others.

STEP #6 - GET THEM ON THE PHONE FOR AN INTERVIEW

One of the most overlooked aspects of rapid networking is the power of a
phone-based interview. It amazes me how people who tend to seem
unapproachable in so many ways (due to either being busy or being aloof) will be
completely open to doing an interview if you're only proactive enough to make
it easy on them.

Remember, A-Listers (and really, people on any "list") continue to seek out new
avenues of self-promotion so that they can access audiences they have not yet
been exposed to. The "opportunity cost" of spending 30 or 60 minutes on the
phone is low compared to the return they can get by being featured in yet
another location online.

When it comes to scoring interviews, you can't afford to think about who's "out
of your league" or not. No one is out of your league. It's all in the approach.

Let's talk about a few key factors to focus on when trying to score an interview
with someone at the top of the food chain.

¢ First, you need to have a reason for them to do it. You can't just say "Hey,
want an interview?" to someone who gets interview requests every
week. You've got to show them what they get out of it. This could be simply
personal exposure ("l have a blog with 1,000 daily readers ...") or product
exposure ("I'd like to interview you about your new book ..."). Look at it
from the other person's promotional perspective. They're paying with their
time and attention. What's the return?

e Second, you need a quality segue. While the direct email / tweet approach
sometimes works, if you're dealing with someone who is a little on the
inaccessible side, it's time to call on your second- and third-tier contacts (the
ones you've been working with on your way upwards). Since they're familiar
with the people you want to connect with, they can give you valuable insight
as to how to approach the higher-up in a way that's most likely to succeed.
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¢ Third, you need to make it really easy on them. Have a list of pre-prepared
guestions and send it to them ahead of time, along with call in numbers and
backup ways of connecting with them if something goes wrong with the
call. If you're both using Gmail, send them a calendar invite so it gets on
their schedule. Send them a confirmation message the day before the
call. The less they have to think about it, the better.

Phone interviews are powerful. They don't have to be an hour. They can be 30
minutes. Hell, they can be 15 minutes if you want to be all crazy targeted with
what you cover. As long as it's something.

Here's why interviews are so powerful: When you get on the phone with
someone, you are truly entering their world, hearing their voice and having
real conversation ... and that sticks. You'll find it ten times easier to continue
connecting with them in the future because now they know you.

There's also a "halo effect" you can score from interviews - as you interview
someone higher up the food chain, the public perception of you increases as well
- especially with the interviewee's peers. Get one interview nailed down, and
the rest of your core circle can follow fairly easily.

STEP #7 - GOMPLETE THE CIRCLE

Now that you've got some serious networking mojo going on now, you need to
see it as a valuable resource you can tap for other people - and you should tap it
actively. You're more powerful than you were before by virtue of the
connections you have, and the more you expand and strengthen your own circle
of influence, the more you can expand the pie for everyone.

At this point you've asked a lot of people "How can | add value to what you're
doing?" and a lot of people have answered. You've also gained entry into a lot of
different people's worlds, and you're more acutely aware of the skills and
resources everyone has to offer.

This makes you a force to be reckoned with, because now you can proactively begin
to connect people based on potential connections that come to mind, and these
people will be floored by how much of a value you are to their business.

There's almost nothing more powerful than meeting someone's unexpressed
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need. Out of the blue, you'll contact someone and say "Hey, there's someone you
need to meet who | think can really help you out with what you're doing." Do this for
people, and they won't hesitate to spread the word about you in every direction
possible.

And it's dead simple to do. Here's an easy way to doit: Write a simple
introductory email that has these features:

¢ Asimple subject line. | like using the form “"Making an introduction: Mark, meet
Charlie; Charlie, meet Mark" - it's simple, invokes names in a way that doesn't
look automated, and the very phrasing of it foreshadows a connection.

e Areason for the introduction. Basically, you're introducing people because
you're envisioning some sort of win-win between them - whether it's
matching a problem with a need or just helping two like-minded people meet
each other. Give a brief reason on why you're connecting these two people.

e Ashort bio for each person (with relevance included). Tell Mark what
Charlie does (and who he does it for) and why Charlie is so remarkable. Add
a link to Charlie's website and include his Twitter handle so Mark doesn't
have to go hunting. Then give Mark the same treatment.

¢ Invite them to connect. Here's where you can tell them the desired result,
whether it's "you two should definitely get to know each other better" or
"Mark, you might want to ask Charlie what he thinks of your upcoming
project." Hint at the value that can be created by a meeting of the
minds. And see what magic unfolds.

One big caution when doing this: Treat people's email addresses with respect. If
you have access to a connection's private email address, do not use itin the To:
or CC: field of the email, or you're sharing something private without

permission. Use people's publicly available email addresses so you don't make
an embarrassing mistake.

When you download the free workbook, you'll find a section that will make it
super easy to manage the process of connecting people.

So now you know what you need to know. You have the roadmap. You're about
to download the free workbook.

Let your candle burn. Let your torch light the way. Expand the pie, you sexy
giver, you.
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WHERE TO GO FROM HERE

Now that you've reached the end of this rapid-fire article, | have some
worksheets for you. Go through them and they will absolutely change the
direction of your business for the better.

| say this with confidence because I've received so many emails and tweets from
people telling me how this mini-workshop has helped them meet people they'd
previously thought were “out of their league.”

(After you’re done with the worksheets and you start seeing results, drop me an
email with the juicy details, | always like to hear how lives are being changed).

And one more thing - if this has been a kick-ass experience for you,
please share this mini-workshop it others. Email this PDF to them, or
better yet, send them to http://thelaunchcoach.com/library.

Now, on to the worksheets.Thanks for reading, and | hope to hear of your
success via email real soon!

Dave Navarro, The Launch Coach
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WORKSHEET 1: BUILD YOUR NETWORKING MAP

Your job: Identify the person you want to network with and 4 people in theirimmediate peer group.
Then branch out and identify the people they listen to and trust (go out at least two levels).

O O
OO
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WORKSHEET 2: START ADDING VALUE TO PEOPLE'S PROJECTS

In worksheet 2 of the “7 Steps To Playing A Much Bigger Game” workbook, you identified all the skills
you have. Now it’s time to start identifying how you can use those skills to be a value to others.

What I’'m Good At That | Could Who | Know Well And Can Skill Sets / Resources | Need To Be
Use To Add Value For People Refer To Others As Needed On The Lookout For
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WORKSHEET 3: FIND WAYS TO PROMOTE OTHER PEOPLE

When you help other people get the word out about their projects, they remember you. Help become
a part of their success and they’ll be more likely to want to do the same for you. Begin brainstorming
how to promote their cause / products / events in ways that make sense for your existing audience.

Person How Can | Help Promote Them?
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WORKSHEET 4: BUY PRODUCTS, USE AND REVIEW THEM

Not for the fearful, this powerful tactic can help you get on people’s radar more easily and give you
multiple avenues to contact them. Consider the different offerings of the people you want to network
with, find ones that you can use (and get good return on investment with) and review them.

Person & Product Product / Service / How Can | Promote When Do | Plan To
Cause What They’re Doing Contact Them?
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WORKSHEET 3: ENGAGE THEM IN MEANINGFUL GONVERSATION

Use the worksheet below to analyze the conversation patterns of people you want to network with.
Who are they talking to, and what kinds of things are they talking about?

Person Their Primary Subjects Of Interest
Twitter Influencers
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WORKSHEET 6: GET PEOPLE ON THE PHONE FOR AN INTERVIEW

Interviews are the best way to get to know a stranger quickly — start planning yours now.

Person What'’s In It For Them? How Do | Approach Them?
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WORKSHEET 7: COMPLETING THE CIRGLE

Be proactive and start hooking people up with people who can help them out. Keep this page handy,
and every time a potential connection pops into mind, scribble it down and send an email later.

I should really connect ... ... with this person ... ... because ... Done?

0o O O 0O 0O O O O

0 O O O O O O 0O O
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