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ALSO BY SUSAN ROANE

 

How to Work a Room

 

The Secrets of Savvy Networking

 

What Do I Say Next?

 

 


Dedicated to those natural networkers who

make our lives work better by being in them.

You know who you are . . . and so do we!
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INTRODUCTION



BEYOND THE BUZZWORD:

NETWORKING

The term is NETwork—not netOVERwork. Yet, that’s what so many people have done and continue to do and that’s what has given the process now known as “networking” a really bad name and heightened it to “buzzword” status . . . which is unfortunate.

It amuses me that so many people regard this verb, formerly a noun, as a “new” route to business success. It has been around since the beginning of time. “No room at the inn, could you perhaps recommend a barn with a manger?” Throw in three wise men, some cherished spices, and a bright star from Bethlehem and . . . well, you know the story. People helping people—and people who need people are the luckiest people in the world, according to Barbra Streisand and the songwriters.

The world belongs to the people who can, will and want to help others both in business and in their personal lives. The savvy networkers are the ones who “get it” and know how to behave. Even the cubicle crowd is looking for new and better ways to work, hangout, and relate.

Then there are the others who don’t get it, don’t like it, don’t know how to do it, and don’t want to network. In the Greta Garbo tradition, they “vant to be alone” . . . with their charts, chat rooms, T1 lines, Myst™, Doom™, and the ever-popular solitaire.

The reality is that the world belongs to the person who is aware of the concept, practices the actions, and firmly believes that networking is only about helping others and letting them help you. We humans need each other. The scientific term is INTERdependence. Period.

End of story? Not quite!

Networking isn’t about what we do—although that is a subtext. NETWORKING . . .  Beyond the Buzzword is about who we are.

It’s a lifestyle, not a work style. Yet our careers and businesses benefit from our personal and professional interactions and networking.

Before he wrote The Millionaire Next Door, Thomas Stanley was a professor at Georgia State University who had studied the habits of millionaires since the early 1980s. The one thing he found that millionaires had in common was a huge Rolodex that they used for the benefit of others as well as themselves. They cross-referred, made phone calls on behalf of others and knew the people in their Rolodexes and could talk to them easily when they made the call. Nothing has changed. Effective, powerful people know a lot of other people who they can contact, interact with, and make things happen.

At MIT in the mid 1980s, Dr. Robert Kelley studied the scientists of Bell Labs to identify which skills identified the most effective and successful scientists. He found that they were STAR networkers. They knew colleagues in other companies, classmates, coworkers, professionals, and cronies. When they had a problem or question and placed



a call, it was taken—or returned—within twenty-four hours. They had a network in place by virtue of being involved before they had problems that required support, information, or advice. Ultimately, their networks allowed them to fix problems quicker and be more effective on the job. The next level of scientists was good but their calls weren’t taken immediately. Consequently the information or solutions they needed were delayed by several days.
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CONCLUSION:

Having a network that knows us makes us more efficient, effective, and perceived as powerful.
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FACT: We all have networks. We were born into them, went to school with them, participated in after-school activities and clubs, attended camps, played sports, went to religious school, worked, volunteered for charity and lived in neighborhoods with other people. We still do.

 

FACT: We all have the necessary talent or skill to share in our networks.

 

FACT: Respect, common sense, and common courtesy are the three-point foundation of networking.

 

FACT: What you know is important, who you know is even more important. But who knows you is the key. Even more important is who wants to know you. We may know someone who isn’t at all interested in being associated with us—let alone referring us to a job lead, client, or even their auto mechanic.

 




My goal is to help make you comfortable in your own skin in the myriad situations of your professional and personal lives. And that you know how to network with ease, comfort, aplomb, and success, creating connections that are meaningful and beneficial to others as well as to yourself.

While the Internet has changed our world so dramatically and the computer chip has made communicating across the globe the price of a local call, people interact primarily for the same purpose: to stay connected to each other.

As with my first three books, this one will have quizzes, surveys, assessments, quotes, case studies, and quips. It’s practical, easy to implement, and doable. If you have a good sense of humor, this is for you. If you don’t, it is definitely for you!

As you read through the chapters I’ll define what networking is and is not; why we have to be involved; when, where, why, and how to network, and how not to. In addition, you’ll learn how and who to let in your network—and how and who to let go.

By the end of chapter 12, you’ll be a better, savvier communicator who relates to others in ways that are beneficial to you and to the people in your network.




 

 

CHAPTER 1



WHAT IT IS, ISN’T,

AND IS NOT ONLY

There are some so-called experts who treat the process of networking as a science. It is not a science. It is an art! The art of communication. There is no university where the science department offers Networking 101.

Those who are the very best at networking don’t know they are doing it, they’re just being “real”—connecting, referring, supporting, and staying in touch. They are beyond the need for tips, techniques, and strategies because they embody the concept and its spirit.

By Definition

So, let’s define what networking is. By definition, according to Sally Livingston, networking is a personal process that is reciprocal and mutually beneficial, in which people share ideas, leads, information, and support in both their personal and professional lives. In business, it’s the essence



of collaboration, cooperation, and alliance building—and it’s the foundation of teamwork.
Networking is a way of life. It’s not a business tactic—although there are those who think it is. We recognize them by their transparent words, behaviors, and attitudes.
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TENET:

Networking is a lifestyle that encompasses work, not a workstyle that encompasses life.

[image: [image]]

A Helping Hand

What we now call networking could, like the musical star, Prince, have a different name: “The Process Formerly Known as Helping.”

When we get right down to it, distilling it to its finite form, networking is helping others, both in our personal and professional lives, and most of us would gladly do so.

P. J. Livingston, an insurance industry CEO, grew up on a farm.“Helping each other was a way of life. Remember, the phrase is ‘the farming community’ and that’s what we were: a community. The barn-raisings were part of the culture, part of our nation’s history . . . not just an episode of Little House on the Prairie.”
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When we have woven our web, it’s a safety net that consists of leads, lifelines, and linkages. We weave this web, this safety net of colleagues, cronies, coworkers, classmates, and casual acquaintances as we live our lives. In The Secrets of Savvy Networking, I used the spider’s web as a symbol. Today, it’s a symbol of the World Wide Web, an intricate configuration that grows, overlaps, and links much like our ever-growing, reshaping personal and professional networks.

Some of us are totally stymied by the term “Networking” for any number of reasons. Perhaps it’s a belief in the bootstrap theory: “Pull yourself up by your own bootstraps.” Or maybe we were taught that asking for help obligates us to return it. Or perhaps we are uncomfortable requesting help. Or, we feel we’re imposing on others. In reality, some people who think they’re networking are actually imposing and they cause us to back off.

None of these thoughts is inherently bad. However, not being part of the process rules out participation in the benefits—information, sources, leads, and support—so we are always reinventing the wheel. That’s a colossal waste of time.

O.P.E.: A Perk

In the National Speakers Association, we have an expression: O.P.E.—Other Peoples’ Experience. O.P.E. is a great teacher and infinitely less costly than having to learn from each and every one of our own mistakes!

When you have a network, you get to learn from the mistakes of others. What a super time, money, and aggravation saver! Unless you enjoy making your own bona fide and costly mistakes, having the network of O.P.E. is a gift and we must treat gifts with appreciation, respect, and value. Knowing what networking is—and being able to participate in the process—is crucial to anyone starting, managing or changing a career or building a business.

What Networking Is Not!

It’s important to know what networking is but it’s equally important to have a firm grasp on what it is not.

It is not:


	A workstyle;

	A sales plan;

	A science;

	A means merely to receive and deceive in order to achieve.






Networking isn’t the same as working a room. You can mingle successfully and be lousy at the behavior, attitudes, and follow-up critical to great networking. You can be great about sharing leads, support, referrals, and providing timely follow up, but, at the same time, be terrified at just the thought of entering a room full of people, let alone approaching, schmoozing, and talking to anyone.

Being an artful conversationalist isn’t the same as either of the other two skills. It is the ability to have an exchange of words, ideas, information, and thoughts. (That’s why I’ve written separate books, one on each topic: How to Work a Room, The Secret of Savvy Networking, and What Do I Say Next? ). But if we work on developing all three skills—mingling, conversation, and networking—we will increase our personal and professional “luck” factor and success.

Option: We can use the following list as a checklist, the outline of an action plan for what we need to do, or as goals we want to achieve.

Networking is not only:


	
Joining an organization



	
Attending networking events



	
Mingling



	
Schmoozing



	
Exchanging business cards



	
Reconnecting with old acquaintances



	
Referring



	
Matchmaking a colleague with a client



	
Supporting others



	
Motivating a protégé



	
Behaving with respect



	
Mentoring a new employee



	
Being mentored





	
Asking for assistance



	
Tutoring a student



	
Offering assistance



	
Getting things done



	
Listening



	
Teaching a concept or skill



	
Brainstorming



	
Creating connections



	
Helping



	
Forming alliances



	
Acknowledging others



	
Making friends



	
Writing thank you notes



	
Solving problems



	
Sharing resources



	
Identifying people in our life



	
Selling to friends



	
Following up



	
Doing the right thing





It is beyond any one of these because it is a combination of all of them!
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ROANE’S REMINDERS


	Networking is another word for helping.

	It is an informal process based on sharing which is mutually beneficial.

	It is an essential process we must master.

	It comes from a place of assisting others and being assisted.

	What we share are leads, ideas, information, referrals, and support.
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CHAPTER 2



WHO’S ON FIRST?

Before we can go beyond the networking buzzword, we need to know who is currently in our network. So many people tell me “I don’t have a network.” Nonsense! We all do. Our network is our family, friends, coworkers, classmates, and neighbors. These people fall into categories—and there is nothing wrong with having people in our network who are in more than one category.

Dan Maddux is a client who now is also a very dear friend. You may have a coworker who has become a close personal friend. Or you may have a dear friend who became a client. Our lives, our categories, and our contacts are not static; there is overlap. And it’s in this overlapped gray area where connection, chemistry, and communication occur.




Gray Matters

[image: [image]]

It looks like cell reproduction. Metaphorically it is exactly that.

While many people think life’s situations are either black or white, the reality is that the action is in the overlapping gray matters—because gray matter . . . matters.

As I look at my circles of friends I see a pattern. They have emerged from every phase of my life and career.





Grammar school

High school

College

Teaching

• Substitute

• Elementary

• Middle school

Through a contact

Careers series

Through a client

Former clients

Authoring

Speaking

Neighbors

Family

Aerobics class



When I speak to audiences, I often ask them to fill in the list of contact categories. For example . . .


Friends

Friends of relatives

Classmates

Relatives

Former relatives

Co-workers

Relatives of friends

Neighbors

Colleagues



And then list their hobbies:


Running

Movies

Quilting

Kayaking

Playing bridge

Acting in community theater

Belonging to a church or synagogue, temple, or mosque

Volunteering



Dr. Wayne Baker, author of Networking Smart and professor of business at University of Michigan, confirms that assessing your network as a written activity is important.




Identify Base of Contacts

It’s critical that we identify our base of contacts. We need to get a clear picture of who we know. Use card files, Christmas lists, old address books, alumni associations, membership lists, telephone records—even the Little League list.

[image: [image]]

[From The Secrets of Savvy Networking, Warner Books.]




Some Categories and People to Consider


Personal

Family

Ex-family

Friends

Professional

• Doctor

• Dentist

• CPA

• Manicurist

• Barber

• Mechanic

Neighbors

Ex-neighbors

Bowling team

Relatives of:

• Friends

• Relatives

• Colleagues

Friends of:

• Relatives

• Friends

• Colleagues

Sports friends

Parents of friends of your children

Church or synagogue

Bridge buddies




Professional

Coworkers

Bosses

Subordinates

Clients

Ex-clients

Colleagues

Associates

Alumni

Competitors

Politicians

Classmates:

• Grammar school

• High school

• College

• Religious school

Computer consultant



When we take the time to think, ponder, and assess, we realize there is plenty of WHO in our lives. One of the reasons we must know who is in our lives, and the categories, is to identify who and what is missing so we can fill in the gaps.

We fill in the gaps according to our personal and professional goals. If we want to own our own business, we join an organization of entrepreneurs. If we want to run a marathon, we join a running club. If we want to be a manager, we attend management courses and join our local American Management Association chapter. If we want to improve our college C- in French, we join a French language-only organization. If we want to write a book and there are no authors, agents, or publishers in our network, we take a writing course at the local college or attend a writers’ conference.

Get the drift?

Assess your contacts and


The “You Never Know” School Is in Session


Assessing the Contacts





Who Gets into Our Network



	



	



	



	



	



	



	



	







Going Global—Networks of the Future





ROANE’S REMINDERS


	Know who is in your network.

	List the various categories.

	Use your holiday card list, family tree, alum news, company directory, chat room buddies.

	Figure out what you have to offer others.

	Assess your skills, hobbies, avocations, talents.

	Analyze the gaps between who you know and who you would like to know.

	Draft a plan to fill in the gaps.








CHAPTER 3



NO MAN OR WOMAN

IS AN ISLAND


Variety Is the Spice of Life







Workplace Wonders!





Vanquished: Not Quite Vanished


Merger Morphing







ROANE’S REMINDERS


	We need communities in every aspect of our lives.

	Job searches are enhanced by whom we know.

	Our networks are comprised of people from every facet of our lives.

	Our lives are enriched by social interactions.

	Our careers are aided by savvy supporters.








CHAPTER 4



WHO KNOWS WHERE OR

WHEN?







A “Business” Model?









Not Network Time


Watch Out for the Bull . . . dozers




Analyze This: The “Nudge” Networker






























ROANE’S REMINDERS


	Propriety is important when we are within our communities.

	We need to take business cards with us wherever we go—even to the bleachers of Wrigley Field.

	Read situations so that we are being appropriate and not bulldozing others.

	Savvy networkers acknowledge their mistakes and take responsibility.

	The biggest surprises can be the people who support us when we least expect it.








CHAPTER 5



THIS IS HOW WE DO IT!


The How




	There is a piper to pay;

	The price of the payment; and

	What would happen if you ignored 1 and/or 2.






“Magic” Markers


Favor Bank










Paying Up, Paying Off



	someone pinch-hitting for you at a meeting;

	someone inviting you to join a lunch that includes some pivotal people;

	the dad who substitutes for you as Little League coach because you have to attend a dinner with the Big Kahuna client (by the way, if you are in sales or have to attend conventions or trade shows, rent the movie, The Big Kahuna!);

	the executive assistant who drops everything to focus on your project deadline.




Designated Receiver
























LIST




	_________________________

	_________________________

	_________________________

	_________________________

	_________________________





	_________________________

	_________________________

	_________________________

	_________________________

	_________________________





	_________________________

	_________________________

	_________________________

	_________________________

	_________________________







Helping the Homeless




* Yenta, the Networker



Planet Points


Mixing and Matching



	We may know someone who knows the person(s) who we need/want to meet. (That doesn’t mean we are entitled to their contacts.)

	Contacts, leads, and referrals are earned via conversation, rapport, and relationships—be it family, friendship, or professional ties.

	We can let people know what we need but it is how we do it that could determine the outcome; i.e., sometimes a “softer” more subtle approach makes sense.









A Byword by Which to Live




The Relevant Referrer






	It doesn’t occur to them.

	They’re afraid they’ll get blamed if something goes wrong.

	“People think ‘scarcity versus abundance,’ ” according to Sherwood, who sees the theology of the situation.“Those that think the giving of referral will mean ‘less’ for them, reflect a ‘scarcity’ mentality.”




Law of Return



“Open Door” Policy






ROANE’S REMINDERS


	Know who you owe and why.

	Know who owes you.

	Give people a chance to “pay you back.”

	Make recommendations and referrals.

	Be an “Oh, wow” person. (There are enough wet blankets already.)

	Know what skills, talents, and experience you have to share.








CHAPTER 6



HOW NOT TO NETWORK







My Misguided Invite


Apprise/Don’t Surprise







TeleFriend/TeleMarket




The Double-Edged Sword


Pivotal People





Permission Marketing



	Son at college requests additional monies: point, click, and remove name from list.

	Brother-in-law wants to sell you his lawnmower/ blower: point, click, and remove.

	Coworker wants you to talk to an enraged customer: point, click, and remove.

	Friend wants to sell you cars, soap, golf balls, clothes: point, click, and opt out.




Online Rules





How Not to Network



	Don’t be so quick to judge. The person not dressed for success may not have to do so. In the new economy, the guy in jeans with an earring in each ear may be worth 100 million dollars!

	Don’t use a name without permission.

	Don’t deal out your business cards as if you were playing Blackjack.

	Don’t forget to return calls, e-mails in a timely fashion.

	Don’t brag about your monetary deal—we won’t believe you.

	Don’t forget to say “I’m sorry” if you made a mistake.

	Don’t presume a relationship before you’ve nurtured it.

	Don’t discriminate against people: be discriminating among them.

	Don’t forget to acknowledge those who have helped.

	Don’t “table” your manners.




ROANE’S REMINDERS


	Friends are not necessarily target markets.

	Let friends and network know what you are doing.

	Don’t badger your network to become your customers.

	Know the difference between friends, associates, acquaintances, and contacts.

	Remember the don’ts.








CHAPTER 7



HUMOR ME, PLEASE!





Humor Differences


How to Handle the Humor Offense











	Not conversation.

	Very controlling.

	Often not funny.




Online—Not “Out of Line”


“FWD” Jokes




 e-mail. It also makes sense to give our e-mail pals the option to get off of our “sending you a chuckle” lists.

ROANE’S REMINDERS


	Humor is subjective.

	Figure out who are your “laugh buddies.”

	Improve your humor by watching comedies and hanging out with funny people.

	Avoid humor that is based on put-downs.

	There is a fine line between good-natured teasing and bad-natured teasing and torment.

	The reputation as a jokester can backfire.

	Write down the fun stories you hear from friends.

	A good sense of humor may be an appreciation of what tickles your funny bone.

	Be cautious about sending several screens of funny, forwarded jokes to your unsuspecting e-mail buddies.








CHAPTER 8



ASSOCIATIONS,

COMMUNITIES, AND

NETWORKS





Working Rooms, Trade Shows, Etc.




TEN TIPS FROM THE MINGLING MAVEN™



	Possess the ability to make others feel comfortable.

	Appear to be confident and at ease.

	Have an ability to laugh at themselves (not at others).

	Show interest in others; they maintain eye contact, self-disclose, ask questions, and actively listen.

	Extend themselves to others; they lean into a greeting with a firm handshake and a smile.

	Convey a sense of energy and enthusiasm—a joie de vivre.

	Are well-rounded, well-informed, well-intentioned, and well-mannered.

	Prepare vignettes or stories of actual occurrences that are interesting, humorous, and appropriate.

	Introduce people to each other with an infectious enthusiasm (there is no other kind) that motivates conversation between the introducees.

	Convey respect and genuinely like people—the core of communicating.







Some thoughts:


	Join your professional organization today.

	Become visible. Volunteer to be a greeter at an organization function.

	Sign up for committees.

	Do what you don’t do on the job. You’ll perfect a new skill that can be marketed to the next job.

	Remember: Do your volunteer jobs well; it fuels the grapevine with positive information.




Group/Organization

THE “SHOULD YOU JOIN” ASSESSMENT QUIZ



































C+C=C


Online Communities





An Online Meeting By-product




Online Meeting Tip



from people who have gotten e-mails and calls from people who claimed to know me. Get permission—because misappropriating a name under the guise of a referral could backfire big time and seal shut many doors.”


Groups and Gangs



	






	






	






	






Coffee (house) Klatches








Bonus Bonds





Geography Quiz





ROANE’S REMINDERS


	Professional associations are important to your success.

	Being connected to colleagues is a source of information, ideas, solutions, and contacts.

	There are formal professional associations (American Payroll Association, National Speakers Association), as well as generic ones (Chambers of Commerce, business clubs, Rotary, Kiwanis, Soroptomists).

	To create visibility: volunteer for committees, attend meetings and conventions.

	Honor your need to belong to a variety of communities.

	Revisit the concept of community as part of natural networking that we all do.








CHAPTER 9



NETWORKING M.Q. (MENSCH QUOTIENT)











The Top Traits of Savvy, Smart Networkers


	Acknowledge—gifts, leads, information, ideas, and support (send handwritten notes).

	Stay in touch when seeking nothing.

	Are aware of who is in their network.

	Know who they like.

	Keep people in loop about leads, projects, and contracts.

	Don’t use e-mail to fire or break up or deliver other unpleasant messages.

	Don’t leave people dangling.

	Don’t confuse conversations with grilling (avoid “questionable” behavior).

	Have good manners, know etiquette and netiquette.

	Treat people kindly.

	Respect others.

	Take responsibility: “My error, how can we remedy this?”

	Apologize when in error.

	Match people with jobs, clients, and resources.

	Don’t suffer from “attachment disorder” (sending unnecessary e-mail attachments).

	Volunteer in the community.

	Respect privacy and property.

	Work hard and smart and do a great job.

	Take time to smell the roses.

	Have a sense of timing.

	Are connected—not tethered—to technology.

	Respect others when using cell phones (that means never in theaters, meetings, restaurants, parties, or houses of worship).

	Pay attention to people when they’re talking.

	Embrace diversity of age, race, religion, expertise, and cultures.

	Stay visible, especially in professional organizations.

	Honor people’s time.

	Nurture networks.

	Refrain from F.F.—Foolish Forwarding—of e-mail.

	Are good humored.

	Know how to “work” rooms.

	Pick up the phone to connect.

	Remember their roots.

	Praise and support others.

	Ask for help.

	Offer assistance.

	Don’t make snap judgments.

	Are guided by goals, not blinded by them.

	Don’t offer unsolicited opinions. (Corollary: There is no such thing as “constructive criticism.”)

	Give credit where credit is due (for ideas, projects, and funny comments).

	Develop solid values and ethics.

	Offer and collect business cards with grace.

	Understand that networking is beyond the exchange of business cards.

	Pass on third party praise to the proper recipient.

	Give compliments.

	Accept compliments graciously.

	Avoid gossip and rumors.

	Are life-long learners.

	“Make nice” in the rooms they work.

	Listen, listen, listen!

	Are generous of spirit.

	Do what they say they’ll do—when they say they’ll do it!

	Know when to hold ’em and when to fold ’em. Leave graciously.

	Avoid exaggeration, embellishment.

	Know the difference between sympathy and empathy.

	Hang around with the people who inspire.

	Give people a second chance.

	Don’t use humor as guise for put-downs.

	Treat people as people, not as prospects.

	Try to make people feel comfortable.

	Control temper—use only “I” messages when giving feedback.

	Are easy to be around.

	Do good deeds.

	Are persons of exemplary character.

	Mentor the next generation (or the prior one).

	Are good friends.






Standard Bearers



ROANE’S REMINDERS


	Our “Mensch Quotient” (M.Q.) reflects our character.

	M.Q. is a guideline for “appropriate” behavior.

	M.Q. is a combination of many traits. To highlight a few: work hard and smart and do a great job.

	E.Q. is the combination of traits that reflect empathy, interest, and concern and help us relate to people.

	Accept responsibility.

	Be a matchmaker.

	Believe in life-long learning.

	Be open to the serendipity of life and work.

	Have manners and treat others well.








CHAPTER 10



GOOD (NET)WORKS:

BEYOND THE BUZZWORD








worked together towards a common goal: Keep the Giants in San Francisco!


A Martin Luther King Jr. Memorial




convince, persuade, and motivate his frat brothers to meet and start planning.


Networks for Good Works





and make contacts and friends.And we build our networks with people of substance . . . who give the greatest gift of all—their time.






ROANE’S REMINDERS


	Identifying our networks has multiple benefits.

	Don’t forget to use the phone to share ideas, ask for support, or solve a problem.

	“Good works” can be accomplished through networks of interested friends and colleagues.

	Being part of a group (nonprofit) that supports a cause has intrinsic rewards.

	The people we meet as we volunteer are those with whom we now have something in common.

	Connections should be nurtured with e-mails, calls, notes—and a cup of coffee!








CHAPTER 11



A MELANGE OF

MISCELLANEOUS

THOUGHTS


The Body Politic






Both—And




Frank—Incensed


Old Adages Ring True



Cleaning Out the Network Closets






Boundaries













fired. Because he had incredible technical/computer skills, he landed another job very quickly. Did he learn his lesson? I have no idea, but I hope so.
Family Feud and Other Boundaries


Business “Card Sharks”






Bullies, Buffoons, Braggarts










Mentors, Menschtors® *




































Paying Dues



From Multitasking to Single Tasking







ROANE’S REMINDERS


	Office politics is a reality of life and work. Be part of the crowd but do not contribute fuel for the fires.

	We should not use “frankness” as a disguise for tactlessness.

	We need to clean out our networks to leave room for new people we meet along the way.

	Exchanging business cards should follow, not supplant, a conversation and should facilitate follow-up.

	Setting boundaries with people in our personal and professional lives is very important. The voice in our stomachs will let us know when someone has transgressed.

	Use “I” messages to let people know our boundaries.








CHAPTER 12



TWO DIFFERENT PLANETS:

MEN AND WOMEN IN

ALIEN

COMMUNICATION



DOUBLE CROSS-GENDER NETWORKING





The Issue Continues







Sparks That Fly and Boomerang




Unmixing Messages







Talking a Good Game





His(Her) Story







Natural Networkers Know





The Old Boys Learn from the New Girls





Coming to Terms








Pulling It All Together




ROANE’S REMINDERS


	Men and women have different conversational styles.

	We must watch our words and behaviors in mixed company.

	“Fear of filing” has charged us to be appropriate.

	Changing our conversational styles is difficult.

	Males and females have differences in networking styles and we can learn from each other.

	Old boys and new girls networks are emerging and will continue to grow and become inclusive.








CHAPTER 13



THE GOSPEL ACCORDING

TO ROANE . . . REVISITED






















FOR THOSE DESPERATELY

SEEKING SUSAN



A SPEECH IS WITHIN YOUR REACH!
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NETWORK ASSESSMENT QUIZ



ANSWER TRUE/FALSE TO FOLLOWING QUESTIONS—CHECK ANSWERS BELOW AND FIND OUT HOW YOU SCORE AS A NETWORKER!


	_____Always have a thirty-second commercial planned for every event.

	_____Bring enough business cards and pass them all out.

	_____Do not give out your cards; collect only those of whom you want to connect.

	_____Just ask questions to get others to talk because they are their own favorite subjects.

	_____Determine who the decision-maker is by asking the person you’ve just met whom you “should” contact.

	_____Don’t send company information to the guy with the tattoo, lip ring, and jeans.

	_____A friend gives you a lead for a job, you call and nothing happens; there’s no information so you don’t bother to get back to your friend.

	_____The company is having a golf tournament to raise money for the Heart Association. You don’t play so you don’t go.

	_____You said “thank-you” to your colleague for the lead to the new client. A call, note, or gift is overkill.

	_____You have high priority commitments and projects and do not have time for water cooler conversation.





Answers:


	F: Nobody showed up at an “event” to listen for thirty long seconds to you tell about you.

	F: Pass out cards to those with whom you speak—it’s a follow-up.

	F: Get over yourself and stop playing controlling “card” games.

	F: With that kind of grilling you could be a chef. Share stories, ideas.

	F: How off-putting. You’re telling a new contact they are not important.

	F: He probably just got stock options and could finance your venture.

	F: Keep people in the loop.

	F: Go. Take a lesson beforehand. You’ll miss out on more than golf if you avoid the tournament.

	F: If you got a job, a client, or have earned money, you better send a note and a gift. A verbal “thank-you” is not sufficient.

	F: In recent studies, the water cooler conversation was determined to be a positive reflection of the sense of community and belonging in the workplace.




Scoring:



	


	





	


	





	


	





	


	





	


	





	


	





	


	





	


	










YIDDISH GLOSSARY


















































APPENDIX



FAQS TO MIND

YOUR P’S AND Q’S

















	






	






	






	





















	






	






	






	






	






	


























TIPS FOR TALKING IN ANY ROOM:


	Have a 7–9 second upbeat self-introduction prepared, keyed to the event.

	Read the local and a national newspaper for 3–5 items of interest.

	Listen, listen, listen.

	Bring your OAR (Observe,Ask questions, and Reveal).
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