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Reasons why you need to be networking; 

1. To increase your visibility. Get your face and message in front of the same - right—

people on an ongoing basis. 

2. To start relationships that will lead to strategic alliances, joint ventures and referrals. 

Meeting people is merely the first step. Follow-up is key. Many times. 

3. To stay current on trends in your industry (and those of your target market) by attending 

events given by your professional association or related to your target market..  

4. To become connected to key influencers in your industry and target market. Select the 

events you attend wisely and attend regularly.  

5. To learn from and to be motivated by powerful speakers. Many business events have 

speakers who are experts in fields of interest to you and your target market.  

6. To find suppliers and solutions to your problems. Networking events can be a great place 

to find accountants, printers, salespeople, etc. for yourself and your clients. 

7. To hone your message. Practice and refine your elevator speech. 30 seconds or less 

what solutions you provide, for whom and the benefits of doing business with you.  

8. To socialize. As more and more people work out of their home, it has become 

increasingly important for us to socialize; recharge our batteries and preserve our sanity. 

9. To recruit talent. If you are looking to expand and hire staff or outsource you will be able 

to enter into conversations with potential employees. 

10. To deliver powerful solutions to your target market, you've got to know what challenges 

they face and what they are looking for. Capitalize on the conversations to create 

products or services to make you a hero/ine in their eyes. 

11. Grow your database. As it takes a while to build a relationship to get the level of trust for 

people to buy from you, it’s a good idea to grow your database and email people 

regularly. 

Partly adapted from Copyright 2006 Leni Chauvin 
 

Networking icebreakers – Most people feel a bit intimidated at the thought of going into a room of 

strangers and having to make conversation. Here’s a few tips on getting the conversation started.  

1. Location, location. 

Use your setting to start off the conversation.  

 

2. Ask for advice. 
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This can be both a conversation starter and a useful way to get information. 

Ask if they have been before, what they thought or what other events they 

attend.  

3. Come prepared. 

Take a look at the news or prepare a few questions to get people talking.  

4. Ask and listen. 

Learn to ask great questions that get others to open up. Look at the Four 

Questions below for a great way to do this.  

 
The Four Questions 

 
1:  How are you getting on with xxxxxxxxxxxxxx   
 
2:  What do you want it to look like, in an ideal world? 
 
3: Do you have a time frame for that?  Do you want it sooner or later or do you have a plan? 
 
4: Do you have any budget for that? 
 
 
Power Message – How to create your 30 second elevator pitch 
 
1. Resonate - Important to the buyer 
 

 Who is your buyer? 
 

 What are the primary challenges they face? 
 

 Why are they buying? What business goals will they accomplish? 
 

 What is the best solution/service offering for this company? Why? 
 

 What problems will you solve for this company? 
 

 What will the result be if they stay in their current situation? 
 
2. Differentiate - Unique to you 
 

 What is unique to you 
 

 Why are you the best partner for this company? 
 

 What relevant industry expertise do you have? 
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 When and how have you solved similar issues in other companies? 
 
 
3. Substantiate - Easy to defend 
 
What makes your company unique? List 5 things? 
 
What types of companies have you worked with? (I.E. Growth companies, family business, retail, 
professional services… 
 
What goals have you helped other companies achieve? 
 
Can you demonstrate measurable results? 
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