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What Do You Need? 

 

 
Networking is about more than simply exchanging business cards.  It is about more 

than providing well delivered elevator speeches or attending networking events.  

Rather, networking should be seen as a way to create a community.  Its purpose 

should include the creation of productive connections between different people with 

differing needs. 

 
Many networking groups have a tendency to focus on the superficial aspects of small talk and 

handing out business cards. The focus tends to be more on what each person does, and much 

less on finding out what others in the network-community need.  In fact, when I ask people what 

they need at a networking event, they are often surprised at the question and initially struggle to 

answer it, because it doesnôt allow them to rely on the traditional small talk that goes with most 

networking events.  Small talk, though integral, has a tendency to avoid creating opportunities 

and often makes networking less successful than it could or should be. 

 
To make networking a success, we need to developing real relationships with other people.  We 

need to have discussions that reach beyond what the person you are speaking with does for a 

living or what his or her title is. 

 
 Ask; ñwhat do you need?ò   It's a very direct question.  I often notice that people will be 

surprised at this question and have to think for a moment or two, but will then respond with a lot 

of details about what they do need...and what they need won't always be related to getting 

clients, but could still be just as important to their business or even personal situation. 

 
 Pay close attention to what your networking contact says or does.  Is he or she rubbing a 

sore back?  Perhaps you can pass along the name of a good chiropractor.  Or maybe he or she 

mentioned having come from a packed gym earlier.  Have you seen any ads lately for a new 

gym in the area?  Pay attention to what people say and do about their problems. It will help you 

make connections for them, especially if they are in a situation which evokes an emotional 

response. 

 
 Learn what types of problems people solve and keep a Rolodex.  You can reference those 

people when a similar problem arises and refer business. Additionally the people who are 

experiencing the problem will be grateful for your quick response. 

 

(continued on page 2) 
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(continued from page 1) 

 

 
 Go out to lunch or have some people over for dinner. Networking is about creating 

relationships. Spend time getting to know people you network with outside of the usual 

networking meetings. 

 
 Follow-up on your promises.  Ideally, do so on the same day. Give contact information to 

both parties.   By doing so, you improve the chances that a connection will happen and that 

problems will get solved.  And keep in mind, for each positive connection between two people 

that you can make, you build two ñcreditsò in your favor.  Eventually, these ñcreditsò are 

rewarded by the favor of return referrals to someone who may need what you have to offer.  

Even referrals that do not bear immediate fruit can yield a ñcreditò in your favor. 

 
Networking is more than Chamber Of Commerce meetings or Leads Group meetings. 

Networking is a frame of mind with a perspective that focuses on figuring out how to help 

different people you know solve different problems that they have.  The business that you get 

will come about as a result of showing people that you know how to help them with their 

situations.  They will feel taken care of and will consequently take care of you. So move past the 

ñwhat do you doò question, and ask ñwhat do you needò ...and start solving problems by making 

connections. When you do that, you'll find your networking efforts begin to yield better results. 

 
 

 

 

Trivia 
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With what product did the term "brand name" originate? 
A: Whiskey. Producers branded their names on the barrels they shipped out. 

What fast-food chain founded in 1964 was named for brothers Forrest and LeRoy Raffel? 

A: Arby's. The name stands for RB--Raffel Brothers. 

For whom was the Mercedes automobile named? 

A: Mercedes Daimler, the daughter of German automaker Gottlieb Daimler. 

What phrase is said to be the most oft-printed warning in the history of the printed word? 

A: "Close Cover Before Striking"--the words of caution that appear on most matchbooks. 
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A Few Words On Leadership and Vision 

 
Looking at the root word of Lead, doesnôt that mean to be ahead? In racing they count the 

number of laps a car leads the race, therefore all the other cars are following.  

 
We believe that one of the greatest attributes of a great leader is being a visionary; developing a 

clear, understandable, and shareable vision is the first step. When we are leading we always 

have to know ñto where?ò.  Establishing vision, then, must look to the destination.  

 
As a leader in your organization or family you must set a vision. We want our people and family 

members to understand where we are going and, more importantly, why. When sharing the why 

of the journey, good leaders have to be unselfish. The vision has to benefit everyone in order to 

have others in the organization share the desire to accomplish the goal.  

 
The vision is the BHAG (Big Hairy Audacious Goal), as defined in Jim Collinôs best selling 

book ñGood to Greatò. Having this vision will direct all goals with the simple question: does 

this take us closer to, or divert us from, our vision? 

 

Providing a clear and mutually beneficial vision will, among other things: 

 

 * Unleash innovation in your people. 

 * Make decisions simpler. 

 * Improve teamwork and breakdown departmental walls. 

 
Creating a vision is an important first step in leadership.  There are many other steps a great 

leader must take in an organization including defining and articulating its mission or purpose 

and establishing values, or things that will not be violated no matter the cost.  

 

 

 

 

Management works in the system; leadership works on the system. 
        
       - Stephen R. Covey:  
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In good economic times, every business owner is a 

ñgenius.ò  But in tough economic times, only the 

best businesses will surviveé the rest WONôT.  

What is your plan of action to prosper during this 

rough economic time? If you donôt have one, you 

leave your future in your competitorsô hands! 

 

  Get Beaten... 

NOW IS THE TIME TO REALLY  
FOCUS ON YOUR BUSINESS. Å Ad v i c e  &   P l a n n i n g  

Å Improved Marketing 

Å Better Sales System 

Å Improved Cash Flow 

Å More Repeat Customers 

Å Motivated Employees 

Å Improved Business  

  S ys t e m s  

Å Financial Management  

Call now for your FREE consultation!!!  
 

973 -601 -3275  
information@TitanBDG.com  

 
Certified Public Accountants  

Licensed Professional Business Coaches  

 

4oo Valley Road, Suite 100  

Mt. Arlington, NJ 07856  

 

www.TitanBDG.com  

...or Get Better 

 

 
 

ñSuccess seems to be connected with action.  Successful people keep     
 moving.  They may make mistakes, but they donôt quit.ò   
                                                                                       - Conrad Hilton  
 

          WHAT ARE YOU GOING TO DO TO  

    END THIS YEAR A STRONG SUCCESS? 


