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Ch 7: Do your homework

who they are, what their business is

what's imporant to them: hohhies, challenges, goals - inside their business and out

prepare 1 page synopsis on person going to meet

&

reserach people vou are going to be introducing yourselfto -
%, achievements, awards, feel strongly about

—

' understand their problerms, find ways to bacorme part of their life

' Internet, public library, literature from cormpany's PR, annual reports

ideais to find a point of commaon ground that is deeper and richer than what can be discovered in a

serendipitous encounter
OWHY

Armed with knowledoe about & person's passion, needs, or interests, you can do more than connect, an
opportunity to hond and impress

At social events, hang out near the bar since evervane evenutally needs to get a drink at some point




Ch 8 Take Names

After figuring outwhat your missian is and where uwantto getto, next step is to identify the people wha can
helpyou getthere.

tap into your existing network: relatives, friends of relatives, colleagues, members of professionalisocial
arganizations, currentfarmer clients, friends, neighbors, schoolmates, cowarkers, teachers, people provide
setvices toyvau, etc

add people whao you wantto know  industry expers

those extremely high level people outside of vour industry but are interesting or successiul

\_createalistofnames | 54d spirational contacts -

'1r' «_ afists, actors, head of goverment, media

[‘- _enterthe gathered names into a database

\ create call sheets by industry or region, listing people you know and those vou like to know  whenin that part of town, try to phone them

\print out and carry these lists around wherever you go




- \_ 2. Cold calls are for suckers -

e

Ch 9 Warming the Cold Call

fear of rejection === Procrastinate

trick is to just plunge right in

1. Attitude
%y ifyoudontbelieve you are going to getwhat vou want frorn the call, you probably won't

Howe to manane a cold call |

have to envision yvourself winning to win

L

Don't cold call

. create strategies that ensure every call is & warrm ong

1.convey credibility by mentioning familiar person or institute

2 state your value propasition

(Warm calling tins 3 \mpart urgency and convenience by being prepared to do whatever it takes whenavar it takes to meet the

i other person on hisiher own terms

4 Be prepared to offer a compramise that secures a definite follow-up at a min

crediblity is 15t thing W want to estaklish in any interaction drust

1. Draft off a reference | having a mutual friend or even acguaintance will immediately make u stand out

_ draft off the brands of others (personal references or organizations)

once getfoot in door, 30= to hear what you got.. deliver high value proposition

| 2. State your Yalue [ it's all about therm. Whatyou can do for thern.

_ salve their problems

impart both sense of urgency and sense of convenience

. [ Instead of cloging with "We should get together some time soon® === "I'm going to be in town next week, How
\ 3. Talk a litile, say 2 lot. Make it quick, convenient, and definitive. | about lunch on Tues? | know this is going to be important for both of us, 50 11 make time no matter what.

dant talk too much, main ohjective is to get an appaintment where you can discuss the proposition in maore

'. detail, notto close the sale.

\ 4. Offer a compromise




Ch 10 Managing the Gatekeeper - Artfully

never get on their bad side

make the gatekeeper an ally rather than an adversary

don't think of therm as secretariesfassistants, but as associates and lifelnes

T they have tremendous power

\ thank thern by phone, floveers, a note.




Ch. 11 Never Eat Alone

should always be reaching out to others, over breakfast, lunch, whenewver

&

| keepyour social and conference and event calendar full mustwark hard to remain visible and active among your ever-budding network of friendsicontacts

invite all ofthern outto dinner together  ahle to catch up with all ofthem

\ _ don't clone yourself, clone the event | have short1:1 before or afterdinner

1 _ help therm broaden their circle of network too




Ch 12: Share your Passions

when it comes to meeting people, it's not anly whom vou getto know but also how and where you getta know

1stclass section on an airplane
themn

Friendship is created out of quality of tirme spent between two people, not the gquantity

power of shared passion in bringing people together can be seen today in rising trends of blogs, twitter, efc.

1. 15min and a cup of coffee
-) [ 2 Conferences

2. Invite someone to share g workout or hobby

o pay attention to matching the event to the paricular relationship you're trding to build ;_-
) % 4. Meals (food breaks the ice)
-

. 4. Invite someone to special event

6. Enterttaining at home




