Marion’s top ten networking tips
Over the years, I have “collected” networking tips from various sources. Some work better than others, but the ones listed below I have found work time and time again – I’ve deliberately not numbered them, as there is no specific order. Hopefully, you will also find they work for you…(if not, then try some of the 200,000,000 listed under GOOGLE).    
Keep in mind that networking is about being genuine and authentic, building trust and relationships, and seeing how you can help others. The best business is developed when both parties know, like and trust each other. 
Show a genuine interest in other people, be positive. Be prepared to “talk to strangers” and have an interesting story to tell – which doesn’t need to be about business (remember, they want to know YOU). This will then lead to questions about you and your business. As you network, be authentic. No one likes a know-it-all any more than they like a wallflower. Be yourself and be real. Above all else, remember your manners, thank those who help you. 
Listen instead of talking !!!! You have 2 ears and 1 mouth; try using them in that ratio to listen and help. By being aware of peoples needs you can connect them with other people within your network. This will lead to you becoming a powerful resource for others. When you are known as a strong resource, people remember to turn to you for suggestions, ideas, names of other people, etc. This keeps you visible to them.
Offer first and take second. Determine what value you can provide others before asking for their help. This way you will leave a very favourable impression. Remember that everyone you meet has the potential to lead you to your target. Most people are only 3 degrees removed from the person with whom they need to connect.   
Ask yourself what your goals are in participating in networking meetings so that you will pick groups that will help you get what you are looking for. Some meetings are based more on learning, making contacts, and/or volunteering rather than on strictly making business connections. Visit as many groups as possible that spark your interest. Notice the tone and attitude of the group. Do the people sound supportive of one another? Does the leadership appear competent? Many groups will allow you to visit two times before joining.
Prepare a quick, simple and interesting answer when asked “what do you do ?” Networking Guru’s have polished 30 second “commercials”. It is the most important and least expensive marketing tool you need.  
Don’t just collect business cards (unless that’s your hobby). Cards are a tool to remember people. When you are given a card ask the person if they mind you jotting down some information i.e. the event, date and any agreed action. Your own business card should be designed to allow space for people to write on them. 

Always follow up contacts. This can be done with a simple email or telephone call. Arrange to meet for coffee, lunch etc. It doesn’t need to be a business meeting initially – remember you are building that relationship. 

Never expect results early. Like any worthwhile relationship, networking takes time and effort. Don’t ever expect to walk into a room of strangers and come away with business.
 Seek involvement. Don’t just join an organization and pay your annual subscription, find out where you can offer your expertise and assistance…get involved.    
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