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Preface  
 
In today’s highly competitive world, being a confident and 
effective networker sets you apart from the crowd. You 
become more visible, always feel in control and will always 
create more business opportunities than the average.  
 
99% of people dread this vital activity; this book will help 
you overcome all your fears and concerns. 
 
Even if you do feel comfortable ‘working the room’ how 
often, having been at an event and sensed a business 
opportunity, have you not actually followed it up? Prospects 
don’t buy ‘on the spot’, it takes time to create trust and build 
the relationship. If you don’t call after spotting that chance 
to do future business, why did you go? 
 
Was it simply for the free food and drink?!  
 
After the introduction this book follows Brian, the reluctant 
networker, from the moment he receives an invitation to a 
cocktail event all the way through the networking process 
resulting in… 
 
Well, read on to find out what happens. 
 
You learn practical step-by-step tips and techniques to 
ensure you become a more effective and confident 
networker. 
 
Most people either hate networking or find it somewhat of a 
chore and challenge. The aim of this book is to change your 
way of thinking and realise not only can you have fun it will 
also be a rewarding part of your business life. 



Introduction 
 
I wrote the introduction which covers 15 pages then thought, 
“I don’t like reading ‘intros’ much, I like to get straight into 
the main section.” 
 
However, if you would like to read a full introduction on the 
principles and concepts of networking it can be found on 
page 172.  
 
But, for the impatient reader here are the headings: 
 

• The introductory paragraph 
• Your future in others’ hands  
• Change your thinking about business development 
• Networking – what is it? 
• But I hate networking! 
• Socialising, partying and networking 
• What is an ‘ahaa’ moment? 
• The numbers game  

 
 



The Networking Life of Brian 
 
Chapter 1 - The Invitation 
 
Brian’s office 9:15 a.m.  Four weeks before the event. 
Brian is sorting out his post. 
 

 
 
“Right, what have we here? Letters from clients, junk mail, 
letters from Revenue and Customs... we’ll certainly add that 
to the junk mail pile. Ah, what’s this - an invitation from 
another professional services firm? 
 

Walter, Feather & Co 
Invites Brian Camberton 

To our Premier Networking Event 
 At the Grand Hotel  

 Tuesday 4th March at 6 p.m. 
RSVP 



Ooch I hate those events…waste of time…They hardly 
recommend any work to us so what’s the point? In fact, 
knowing that firm, they’re bound to invite 150+ people and 
I’ll feel like a fish out of water. No, I’m going to bin it. Not for 
me, thank you.” 
 
“Hi Brian. Please stop before you throw that invitation in the 
bin. DIdn’t you say recently that despite it being a good 
year, things have started to slow down and you could do 
with more work?” 
 
“Who in heaven’s name said that? I’m hearing voices. I 
must be going mad!” 
 
“I’m sorry Brian, allow me to introduce myself. My name is 
Will and my role in life is to help you and other professionals 
become more confident and effective networkers. When you 
listen to my tips, techniques and ideas, I promise that 
networking will become a lot easier, more enjoyable, and, 
more importantly, you’ll leave every event with something 
useful.” 
 
“Well hello there, Will. Are you an expert in this networking 
stuff?” 
 
“Well I don’t like to boast but I do have a pretty deep 
knowledge of the subject. But then I hear you too are a 
leading specialist in your field?” 
 
“I suppose it has been said.” 
 
“You’re being a little modest here now aren’t you? People 
come from miles for your advice, you write lots of articles 
and you have even been interviewed on the TV.” 



“You have checked me out thoroughly.” 
 
“Yes, master networkers spend time in preparation as you’ll 
see later. Now tell me, how much business development do 
you do?” 
 
“None really, I leave it to others. But I must tell you this, they 
drive me mad to get more involved.” 
 
“They?” 
 
“My partners, the management board, even some of my 
subordinates tell me we’d get so much more work if I ‘got 
involved’.” 
 
“So why don’t you?” 
 
“Because I’m a professional, others should do that. Just let 
me do a great job for my clients and the work will come.” 
 
“That’s true, but to a point. It means you rely on others to 
send you that extra work, you’re not in control are you?” 
 
“I suppose you’re right. So what do you think I should do?” 
 
“May I start by asking you to consider this? You just never 
know who’s going to be at this event; what useful contacts 
or even prospective clients you may meet. You’re going to 
raise your profile and that of the firm. You may learn 
something and, believe it or not, you might actually have a  
good time.” 
 
“What event’s that then?” 



“The one you’ve been invited to. Look – the invitation you’re 
holding. Why not give it a go?” 
 
“I don’t believe it’s ever possible to have a good time let 
alone pick up any business. I’ve been attending these 
events for years and I can’t remember the last time I arrived 
home thinking it was time well-spent.” 
 
“As I say, I’m here to change all that. Stick with me for this 
one event and let’s see what happens. After all, you were 
recently moaning that business wasn’t as brisk as you’d like 
it to be. Perhaps a re-think in your attitude can improve the 
situation?” 
 
“How do you know I said that business isn’t what it could 
be?” 
 
“As an authority on networking, it’s my job to constantly 
keep my ears and eyes open. When you’re awake, alive 
and alert, you can pick up so much useful information.” 
 
“Sounds like you’re spying on me.” 
 
“Only for your own good. Tell me, have you ever been 
trained in the skills of networking?”  
 
“Let me think…no I don’t think so.” 
 
“So is it any wonder you find it difficult and unsettling? How 
would you feel if you had to do your professional work 
without any formal training?” 
 
“Well, I just wouldn’t be able to do it.” 



“Correct, so why should you feel secure and comfortable in 
this aspect of your work?” 
 
“Putting it that way, I guess you make a valid point.” 
 
“So?” 
 
“Okay, Will. I’ll go to this event but I just know it’s going to 
be waste of time. Where’s that invitation? I had better 
RSVP.” 
 
“Good. Stay with me and let me give you all the support you 
need. And that brings us nicely to my first tip. Ignoring an 
invitation, throwing it in the bin the way you did, is nothing 
short of rude. You wouldn’t do that with an invitation to a 
friend’s party now would you? You see replying courteously 
- even in the negative - ensures that you stand out from the 
crowd. Every time you and your company’s name are seen 
in a positive manner, that’s good marketing. If you can’t go, 
first and foremost send a polite reply. Alternatively, why not 
suggest that someone else represents the business to see 
what opportunities exist? And, unless it is a £100 per head 
dinner or a really glitzy affair, you may wish to ask your 
hosts if you can bring a colleague with you. That way there 
will be two of you networking on behalf of your company. 
After all, as they say in the Air Force, it’s good to have a 
wingman.” 
 
 “I see. Maybe I would do well to listen to what you have to 
say. I’d better send that reply card back saying I’m going to 
attend.” 
 
“Good start, Brian, who knows what might happen?” 


	Book_Front_Cover_Final-A5
	Index 
	Preface
	Introduction
	Chapter1

