Never Eat Alone
(Ch 13-17)
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Ch. 13 — Follow-up or Falil

most people don't follow up

Follow up is the key to success in any field /' when u meet someone with whom uwant to establish a relationship, take extra step to ensure U won't be lost
' \_intheir mental attic

| the fallow-up they remember is the one they gotfirst 24 hours after you meet someone

|\ muost memorahle gifts are those value that cannot he measured in terms of dallarsicents -

\ Tips for follow-up

"It was greattalking to you over lunch yesterday. |wanted to fallow up with some thoughts we dicussed
vesterday. | believe e can semve the interests of your company, and Ive had time to work out the finer
detailz. The nexttime I'min town, I'd [ove to get on your calendar and chat for 5 to 10mins”

whien other person has agreed to do something, try to getit in writing
| dontremind them of what they can do foryou, but focus onwhat you might be able to do for thm. It's about

\ ~giving thern a reason towant to follow up.

heartfelt letters, email,s cards
email is a fine toal far dropping a quick naote ta say, "ltwas a pleasure meeting yau. We must keep in tauch”

% clip relevant articles and send them to the people in your network who might he interested

handwritten thank you note these days can paricularly capture a person's attention

_ always express your gratitude

" include an itern of interest from your meeting or conversation

I be brief and to the point

always address the tahnk-you note to the persan by name

|-
“ use email and snail mail together

send as soon as possible after the meeting




Ch 14 — Be a conference commando

don'tjust he an attendee; he a conference commandol

I ) wehat is the likely return i'll get from the relationships | estahblish and build equal to or grater than the price of
[ simple ROl analysis ~ the conference and the time | spend there?

| Conferences are notthe place to find insights -~
. place to extend your professional network and on occasion, get deals done

real learning mostly comes from experience, hooks, and other people

I
| should be busy setting up 1:1 meetings, organize dinners, meet as many people as possible

once U are inside, u can find out who will he attending and what hot events will he

' 1. Help the arganizer (hetter vet, be the arganizery | wouw'l find vaurself at all those unlisted dinnersicocktail parties

_ usually the orgainzer is generally overworked and stressed out and will welcome helping hand

hecome a spaker

easisest and most effective ways to get vourself, your bhusiness, and your ideas seen, heard of, and
rememberad

2. Listen. Betteryet, Epeak;ﬂ.
. ¢
I~
\_ as a speaker, you have special status, making meeitng people much easier  people treatyou as experts, instant crediblity

' Orwhen sessions open up for questions, trv and be armong the 1st peole to put your hand inthe air  o0ppaortunity to get seen y entire audience

Practice at Toastmasters International

studies after study shows that the more speeches ane gives, the higher one's income bracket tends to he




Ch 14 — Be a conference commando

I‘

' 3. Organize a conference within a conference - . .
| . hice nearby restaurnts and send out pre-invites to a private dinner

arrange your own dinnerwhile at conference or put together an informal dicussion on a padicular topic

\ 4 Draftoff a big kahuna must remember to talk with spakers before they hit the stage

[ 2 minyou're given with someone you're bumping into

doal is to leave the encaunter with an inwitation to recannect at a [ater time

\ & Masterthe deep burmp | [aep bump are an effort to quickly make contaget, establish enaugh of a connection to secure the next

b meeting, and move on

( biaild trust and rapport inthose 2 min.. don't sell

list of 3 ar 4 people you mast like to meet inyaur pocket

B Know yourtargets -
| ot down what you talked about and make a note about how you are going to contact later

hreaks are where the realwark happens at a conference

| 7. Breaks are no time to take a break -
' . gather near the entrancelexit or food




Ch 15 — Connecting with Connectors

B degrees of separation Super connectars are those people who know many many mare people than the rest of us

tnare impaortant than those you consider strong

-' strong ties are yaur closest friendsicontacts.. they go to same paties, same work places, same waorld

| ; ; .
| strength of weakties | w_weal-ctles generally accupy g wery different weorld than you do, access to 5 whale inventary of khowledge and
¢ info unavailabe toyou

|." I itdoes paytotalkto strangers

' 3. Lobbyists -

[ know therm well enough to give therm a call

testaurant owners

1. Restauranteurs call to speak to owner or manager and them them that you go out reqularly, and sametimes in a large parties

_ make a point of meeting the staff

have access to hundreds of executives in the field in which they recruit

2 Headhunters
. they preferto be the one contact you

generally impressive networkers to buy their belief

. they know people who are powerful and successul

| "Fallow the maney"

\_4. Fundraisers they tend to know everyone

| they are extrermely well liked, selfless job often done for the best reasons

spend theirwhale day calling, cajoling, pressuring, and begaing journalists to cover their clients

5. Public Relations People -
| . entry intoworld of media and sometimes celabrity

| local executives, business people, entrepreneurs generally populate the chamber

' B Politicans join local Chamber of Commerce -
| ———— . lots ofyoung politcal leader who want to climb the political ladder

7 Jourhalists they are powerful tight exposure can make a company ar turn a naobody into somebody




Ch 16 — Expanding your circle

connectyour cicle with someone else's

% hostevents together and share contact list winhwin




Ch 17 — The Art of Small Talk

weve all struggled with fear ofwalking into a room full of complete strangers and having nothing to say

[ corwersation is acguired skillls. it can be learned.

verhal fluency is

| GPA&had no hesting oh success | thosewho can confidently make conversation with anyone in any situation

Il

| Goalis simple: Start a conversation, keep it going, create a bhond, and leave with other people thinking, "1 dig
that persan”

_ mmore successfully you use language, the faster you get ahead in life

Be yourself hesticebreaker is few words from the hear

about 10 seconds before a person decides, subconsciously, whether they like you or not

_Learnthe power of nonverhal cues :" in that short period oftime, we dont exchange a lot ofwords; our judgement is mostly based on non-verbal
/ \_ communications




Ch 17 — The Art of Small Talk

dive the persan a hearty smile. "I'm approachahle”

Py

[ good balance of eye contact

| -

. Tips [ unfold arms and relax
i ;.

1
[ !

' hod your head and lean iun

\_learntotouch person  Otherperson’s elbow

' Be sincere

| he prepared to have something to say

'\ Develop conversational currency | keep up with current events

I cultivate some niche interestsfhobbypassion

I Mirrar the persan yau are talking ta to build rapport

!\ Srnall talk needs to end on an invitation to continue the relationship  establish a verbal agreement to meet again, even ifit's not business

| Learn to listen one should seek first to understand, then to be understood




