Business 101: How to Network like an
Expert
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When it comes to growing a small business, we tend to think of a few main areas to share
our mission: print advertisements, maybe a radio announcement, a strong website, etc. One
thing we often forget and even underestimate, though, is the power of one-on-one
interaction.

Networking is the process of making personal connections for your business in order to
increase exposure and grow your contacts for the future. Forbes defines networking in its
purest form as “...people enjoying other people, communicating passions and connecting
with others who share those passions.”

What can networking do for you, and how can you get started? Welcome to Business 101,
and today we’re going to talk about how to network like an expert.

1. Start with existing connections.



If you're nervous about networking right off the bat, it’s easy to start small and make
connections with the people already in your surrounding circles. Focus on getting in touch
with old friends, relatives, people you went to school with, and the like to rekindle
connections without having to approach complete strangers. Reach out to this close group
before stepping up to more difficult connections of new contacts.

2. Get going early.

When it comes to networking, procrastination is your worst enemy. Don’t wait to get going
until you absolutely need a new employee, contact or partner. A good networker starts
when they don’t need to, and recognizes the importance of networking in any situation.
When you're networking with no “ulterior motive” your business will build a reputation for
establishing genuine relationships, rather than simply self-serving.

3. Develop a plan.

While networking is establishing relationships and having conversations, it’s important to
remember that it's not all about just having a great time. It's a purposeful way of making
connections for your business. Before attending any networking event, develop a plan for
what you want to say, main contacts you want to talk to and what you can bring to the
table. This will make your business seem personal and professional when the networking
starts.

4. Find a way to help someone.

As a small business, it’s easy to assume you can’t do anything to help the “big dogs”—get
this idea out of your head. Inc.com states, “It's always worth the trouble to find out a
contact’s desires and concerns.” This puts you on the big dogs’ radar, and gives you the
opportunity to help in any way you can. Whether it’s sending a useful article their way,
inviting them to an event or even chatting about family life, give generously and find a way
to help out.

5. Never dismiss anyone.

On the other side of the coin is to never dismiss anyone. When it comes to networking,
everyone has value. You never know who knows who, and burning one bridge may leave
you with an entire opportunity gone. Recognize the importance of everyone you meet, and



treat them equally, so you have an established list of connections at every level for when
you need it.

6. Follow up.

Finally, once you make a connection, remember to follow up with them and follow through
on promises. For example, if you say you're going to email someone an article, be sure to do
so. This establishes your credibility and makes you much more appealing for future
connections.

Whether it’s through email, phone call or (one of our personal favorites) a handwritten
note, following up with connections makes them feel valued and engaged. They will
definitely remember your business in the future and continue to share your mission with
other contacts in their network.

Most importantly, remember to be yourself when networking. Your business is unique, so
don’t try to make it anything that it isn’t. Establish positive, mutually beneficial connections
with the contacts around you, and see how your business can grow through the power of
networking.
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