 NETWORKING
PLAYBOOK
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NETWORKING..
Be a PLAYER

Rules of “the game”
* Informative & interactive

« WHAT.. WHY...HOW..?
* Invite participation and questions
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Year after year, when surveyed,
members state that one of the
top reasons they Join, Attend an
Belong to ARM Is:

- NETWORKING
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What iIs NETWORKING?

ST L L Y ALY A RO I

Developing and H
Maintaining contacts

and personal

connections with a k‘ i |
variety of people who ’k

\

might be helpful to
you and your career.
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The goal of networking Is to
have relationships in place to
help us when we need the help.
Networking Is not about how
many people you know or who
knows you, but who iIs willing
to help when the need arises.
It requires that you have the
skills to build relationships and

also the skills to tap into them.
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Why NETWORK?

Sources of technical
expertise that you
can tap

Industry trends

Potential new

customers/suppliers
?

OTHERS???

O U AT L LT AL L A
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‘Who here feels comfortable
] networklng7

How many feel networklng
|s WORKI NG? *

It doesn’t matter which group you belong to. The real point
IS
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You mvested your tlme and money to =
- be here today |

i

e G_et,in‘thegeme.‘ . -
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Networking Is not a spectator
sport.
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Be a player!
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- PRE-GAME PREPARATION
- Toplay the game

You have to have a plan. ’

- BESTRATEGICH!
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It's Not Strategic If You Don't
Have a Goal

L O O R I

\

-
-
B2
-
2>
=
£ 4
-
-
-
-
R
-
-
e
-
-
-
-
-
-
R
-
-
:.
-




_” ﬁ/. |
fab)
S
=
>
S
=

.o........................




- What :d'o yOuwa‘ntto |earn"? - |

\ Where are you havmg problems that
others may be able to help W|th

5 Who do youwahtto meet?
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Play to win the game.
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Prepare your mrnd to be in the
game *

r,rrtr "R

- Basebal’l IS nrnety percent
mental and the other half IS
physrcal

‘ Yog| Berra
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http://www.brainyquote.com/quotes/quotes/y/yogiberra162048.html

Re-frame your thinking

 If you don’t think you’re good at
networking, you won’t be.

» Be a Giver. If you approach networking
with the mindset ““ what’s 1n 1t for me?”’,
you’ll be less effective.

» If you approach networking opportunities
with the thought of how you can give, they
will be more enjoyable

I I I D, e |

.
-
=
- >
-
. D
== 4
-
-
-
-
-
-
-
-
-
-
-
-
-
-
-
-
-
e
-







How do you play the game?

T Y A Y ALY Y L I I

\

A Provens wxl
Practical
Sep-by-Sep
Bascball Guide
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Recruit your team.
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The more the merrier.
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team sport.

©
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It’s not just about how much you score...

Network
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AssIsts are an important part of

I I I D, e |

This iIs how you build your team!
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To play the game correctly, o
- playersneedtoboth ...

CAtcH:. . THROW
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Perfecting your Pitches.
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‘The most important pitchis...
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How do you- introduce you self?




The flrst pltch you throw |s the
. elevator p1tch .

. What s an elevator pltch’?
L Orlglnally an elevator speech
referred to a short

- (you can say Iitin the time |t takes
__an elevator to move hetween 0 &
--floors) and complete descrlptlon ot

your business while trying to catch
_;the attentlon of the reCIplent
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The Windup and The Pitch,
Elevator Pitch, That Is

A good elevator pitch meets four criteria

* [t’s short and interesting

 You use your full name

 You fully title and describe yourself
* |t focuses on OUTCOME.
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Pitching Strategies- Interesting Introductions

Your Pitch:
Clear, Compelling Introduction

Creates curiosity

Prepared for quick introductions.
Audience Appropriate
Tied to important outcome.
Prepared for longer conversations.

Prepared for appropriate calls to action.
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Your mtroductlon

T|tles mean dlfferent thlngs to i
i’ dlfferent people

- Create value. 1t s not about what you
do. s about Why you do 1t .
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| ntroduC_tlons
I m prOJect Iead on the new product that is gomg
' ~ to open the Asian market for us.

A'm pm]ect manager.

I help organlzatlons meet thelr grovvth goals
NOT ] m a consultant

. HOWWOULD YOU INTRODUCE YOURSELE2
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Defining your pitch
the Harvard wa

HBS Hlevator Pitch Builder

LOADING

R TITTT I N
You have one minute to explain yourself, your business, your
goals, and your passions. Your audience knows none of these.
Are you prepared? Can you present your vision smoothly,
enticing them to want to know more?

HARVARD |[BUSINESS |scHooL

Click here to Enter!
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HBS Elevator Pitch Builder

HARVARD | BUSINESS | SCHOOI

The Art of Pztchcraﬁ

T I : T R

Whether you are trying to raise capital, promote your company, or promote yourself, it's essential to have an clevator piich. You need to

communicate your main message quickly, clearly, and distinctly to someone who doesn’t even know you. A good pitch takes planning and
practice to deliver it quickly, on the spot, and under pressure.

You have one minute to say it all.

RT CRAFTING YOUR PITCH

DO YOU KNOW THE RULES? HBS ALUMNI CAREER SERVICES

http://www.alumni.hbs.edu/careers/pitch/
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Switch the Pitch?

You can't have ONE elevator pitch.
You have to_ be able ‘to modify it for
: your audience
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= After the introduction. ..

o Whattheny
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conversation starterS'

The Number one Converstlon starterf ,:

that will get professmnal people

talklng about themselves, what they-*f"
do what’s affectlng them |s |
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If asking about business doesn't seem
like the right place to start, here are 4
other conversation starters:

(I VT AT AT AL O A N R

1. What brought you to this event? variation: How'd
you decide to come to this event?

2. How long have you been a member? Follow-up
with, how has being a member benefited you/your
business?

3. What did you think of the speaker? Follow-up with

your thoughts, especially how the content could apply
to your work/business.
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4. The trusty old, "So, tell me, what do you do?"




Batter up!

Baseball! A man stands alone at the

plate. This is the time for what? For

individual achievement. There he
stands alone.

- - Al Capone in The Untouchables
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Always try to make solrd contact
' Go for the Courageous ASKTM

The Courageous Ask ™Misa

e _strarghtforward request made from a posrtlon
~of strength and competence not froma
"posmon of Weakness and needmess |

It It's overt, drrect and made without apology e
s eaSIest to say "yes'" to a courageous ask if -
_there is (or has been) a win for the other
'person The win may be in the near term IN
the past or possmle in the future i
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100% of the putts you leave
short DON’T go 1n the hole
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Playbook: Be Strategic

¥ P ose: Have a business ¢ Initiate & Communicate.

goal:

#  Prepare a compelling
*

Objective for attending???
R R e R I elevator pitch that

*  Prepare:

communicates what you

*  Whom do you want to meet? want people to know about

*  What do you want to you and your goals.

communicate?
Direct conversations

*  What questions will you ask? towards meaningful topics.
*  Participate

*  Look for opportunities to
volunteer, participate or

speak.
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Now get out there
and play the game!

 Build your team
« Catch |
 Pitch
« AsSIst
e Hit
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