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Always Bring Value to the Table

An important part of networking is being willing and able to contribute to your network of relationships.  Your usefulness to other people (your clients, prospective clients, suppliers, referrers, centres of influence, colleagues and peers) will link you to those people and place you in a position of influence, power and strength.  Effective networkers make themselves useful and helpful.  They know that giving is the way to get, that sharing ideas, resources, contacts, referrals and leads motivates people to do the same in return.  It’s a simple law of human nature: what goes around comes around.
All this said, one of your key goals in networking should be to position your self as a person of value in your relationships with clients, prospects and others.  It’s about knowing what potential and existing business partners do and helping them do it better-(particularly in ways that have nothing to do with what you sell, more on this point later).  This process starts by asking your contacts what they do, how they do it, where they do it and why they do it not to mention what issues and challenges they face in successfully achieving their aims and objectives.  Your relationships with people can be developed and maintained by building strategies and tactics around their responses.

Here’s some powerful ways to make yourself useful and helpful and so position yourself as a person of value in your business and professional relationships.  When you do these things without expectations of how and when you will benefit in return, people will reward you with their patronage, referrals, endorsements and support.

· Prompt, personal and efficient service aside, to build enduring, high-dollar relationships with clients and referrers, you must find ways to:

1. make them more profitable at what they do.

2. increase the quality of what they do.

3. enhance their competitive position.

Think about it this way.  What’s most important to your clients, referral sources, prospects and suppliers?  Getting another one of your brochures or products sheets…or landing a new client or customer?  What would you prefer?

You can make your business partners more profitable at what they do by buying from them, referring business to them and providing them with sales leads.  Whatever you can do to drive business to their door, makes your clients, prospects and referral sources more profitable.

Why not make a list of things you can do to make your business partners more profitable?

___________________       __________________       ____________________

___________________       __________________       ____________________

___________________       __________________       ____________________

___________________       __________________       ____________________

You can increase the quality of what your business partners do by letting them know about a resource such as a book or website, that they might find useful/helpful in running their business more efficiently.

Why not make a list of things you can do to increase the quality of what your business partners do?

___________________       __________________       ____________________

___________________       __________________       ____________________

___________________       __________________       ____________________

___________________       __________________       ____________________

You can enhance your business partners’ competitive position by promoting their products/services to your client base or inviting them to your networking and entertainment events where they’ll meet potential new clients for their business.

Why not make a list of things you can do to enhance your business partners’ competitive position?

___________________       __________________       ____________________

___________________       __________________       ____________________

___________________       __________________       ____________________

___________________       __________________       ____________________

To help you come up with a host of ways to position yourself as a person of value in your relationships with clients, prospects, referral sources and others who are important to you, here’s some ideas…

· Refer/forward books, articles, internet sites of relevance to their business/professional/personal interests.

· Offer suggestions (not solutions) from experience, reading, research.

· Provide a contact who has experienced similar issues/challenges.

· Provide positive reactions to what they are already doing well.

· Invite them to lunch.

· Invite them to events attended by people they would like to meet.

· Send them a copy of your newsletter with a personal note attached.

· Occasionally stop by clients’, referral sources’ offices.

· Send birthday and anniversary cards.

· Express interest in finding out more about their business.

· Volunteer for a charity/not-for-profit organisation they support. 

· Notify them of events (seminars, conference, trade shows, parties, etc.) they might want to attend.

· Share success stories.

· Share marketing ideas.

· Share information about new products, new restaurants, new movies, new players in the market.

· Acknowledge their outstanding achievements/awards.

· Join with them to cross market/promote their products/service/expertise.

· SEND REFERRALS.

· Listen to them, support them and cheer them on.

· Spot opportunities (business/professional/career) for them.

· PASS A SALES LEAD.

· PASS THEIR BUSINESS CARDS ON TO YOUR CONTACTS.

· Provide a link to your website.

· Attend their events-better still bring someone they’d like to meet with you.

· Promote their events to your network of contacts.

· Find a sponsor/speaker for their events.

Your clients, prospects and referrers are busy, but they always have time for valuable information and new ideas to help them build their business and advance their career.

If you become known as a person of value people will seek you out for answers and solutions.  That means increased business, professional and career opportunities for you.
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Make contacts and develop business
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