NETWORKING COACH

The power of networking and referrals

Inter-company network training course

Organisation of the course

» This network training course fealesmen and business owners has a double focus:
improving theper sonal networking skills and insights and actively helping/being
helped with regard toeferralsto the customers of the other participants.

» Each participating company may enroll one participzer training course. Participating
companies can't have the same activities (no catopet So there isxclusivity.

» Each training course lasts 3 days (these daygpaead over one month).

Result

At the end of the training course the participamtsnetwork more efficiently and with more fun.
They will:
* Network with the righattitude
* Reach their goalsfaster and be able to execute their daily tasks morekjuic
e Attract opportunities
» Feel more comfortable aeceptions and other networking events (own events and
events organised by other organisations)
» Use thetools that are already available more efficiently
* Receiveintroductionsand referrals from existing customers
* Receicantroductions and referrals from theother participants
» The consequence of the two previous points istttegt will have to ddess cold callsto
get the sameresults. This will not only be more time efficient, busalimprove the
enjoyment of their job.
* A guaranteed ROI of this training course (see “guarantee” at the @inthis document).

What makesthistraining cour se different than other cour ses?

* Focus on networking as an awmreach commercial goalsfaster and easier.

e The training course is not only about learning medveut networking, its skills, strategies
and tools, but also about exchanging contacts @esplotRrferring and actively
promoting the other participants is not only strongly emjitesds, but is a major part of
the course.

» Short and long terrbenefits:

0o Longterm:
= By gaining new insights and developing new skiti® participants
secure a solid and continuous foundation for thréu This applies both
for themselves as for the companies they work for.
= Through building a new network with the other papants a foundation
for continuous introductions and referrals is elstaibd.
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o Short term:
= By stimulating introductions and referrals to eather’s customers new
customers can already be gained in the short term.
= Through an other approach with existing custonmexsa contracts with

these customers can be gained and new customeb® caade via these
existing customers.

Benefits of thistraining course

» Training course combined with activereferrals. This signifcantly reduces the
timeframe to have a return on your investment.
* PrivateInternet platform to communicate with each other in between the@ess
Benefits:
0 Learn how this relative new technology works
o Communicate with the other participants more effety and help and be helped
more efficiently
» Continuous support by the trainers (networking experts) in between the sessions via a
private Internet platfom, e-mail and telephone.
* A guaranteed ROI of this training course (see “guarantee” at tha @inthis document).
» Exclusivity per activity (so none of your “competitors” is in the samertirag course as

you)

Practical details

e 3day training course, spread over 1 month (between two training dagsetiare always
two weeks to give the participants the time to gpyhat they learned and to help each
other)

» Dates: are fixed when there is sufficient interest tgarise the training course.

» Location: is fixed when there is sufficient interest to amgse the training course.

Caution ! Conditions for enrollment

» This is anintensive training cour se that asks more from the participants than just
showing up for the sessions !

» Between the sessions the participants keep in teiach private platform on the Internet.

» Theparticipants haveto maketime in between the sessions:

o For personal assignments

0 To get to know each other. This means in practiaethey plan a one-hour
meeting with every other participant individuallgtiveen the first day and the
last day of the course. The goal of these meetggsunderstand each other’s
business better in order to refer and introducé e#tter in a better way.

* Since participants are interdependent on each &ahéne success of the coutsey
must make a commitment to actively participate and maketimefor the assignments
and meetings. Thisisa condition to follow the cour se!

* Theparticipants need to be able to make commercial decisions.
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Content training cour se

These are the topics that will be covered:

Day 1:

* Insights

(0]

O O O0OO0Oo

(0]

What is networking (definition)

The increased importance of networking
The Proactive Networking process
Networking types

The golden triangle of networking

6 degrees of proximity

The 3 levels of networking

* Your profile
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Personal presentation
Different parts and aspects of your profile
Elevator Story

Day 2. networking in practice and insightsin your network

* Networking at events

(0]

O O O0OO0Oo

(0]

Preparation

Getting rid of imaginary barriers

How to make contact

How to discover what you have in common
When to exchange business cards
Etiquette

How to end a conversation

* Follow up
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Frequency
Do’s and don’ts
When do you use which communication tools?

e Your network
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The different networks to which you belong

Map your network: inside and outside your orgamsat

Smart networking

With whom to network?

Where to network? (places to go, organisationfgyschnd websites)
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Day 3: tools, network concepts and per sonal network plan

 Tools
o0 E-mail program (ex. MS Outlook)
o Plaxo
0 Business Card Reader
0 Online networks

o Blogs
» Overview of network concepts: how to stimulate raking at your own events
* Your network as a stepping stone to your targetijgro
* Make your personal network plan

Next to these topics, every day there is time ke the first step to get to know each other better.

Price

» The participation fee per person is 1.800 eurol (&%&T).

e Each participant also receives the book “Let's Gant¥i (bonus material of 31
companies, worth 3968 euro is included, for an ve&r: www.letsconnect.he

* If your company is located in Flanders, Belgiumyyan pay via the
“ondernemersportefeuille”. The Flemish governmet give you a subsidy of 35% of
the participation fee. This means you only havpayp 1.170 euro (excl. VAT) instead of
1.800 euro (excl. VAT).

Your coaches

Jan Vermeiren is the Networking Coach and author of the netwaglbook “Let’'s Connect!”
(www.letsconnect.be His specialisation is the topic “networking”.

In addition to giving training courses and persar@ching in the field of networking, he also
writes on regularly about networking. In additienhis own newsletter and blog
(www.janvermeiren.coin files written by him can be found at:

= Vacaturewww.vacature.com/netwerkd&im Dutch and French)

= de Tijd: http://www.tijdnet.be/ondernemen/netwerkirjgl Dutch)

Jan has also been interviewed regularly about n&tag by several media outlets including
Belgian national television (De Zevende Dag, Licimf), Bizz, Jobat, Kanaal Z, Forward, Evita,
BVB/APME, de Tijd, Vacature, Ondernemers,... Anwew of the articles (mainly in Dutch)
can be found atvww.networking-coach.com/downloads.html
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Refer ences

Employees of the following organisations have alyeparticipated in a training course of the
Networking Coach (for a complete list, lookvatw.networking-coach.com/en_referenties.html

ADM, Agfa, Agoria, Alcatel, Alfa Laval, Amec Spidmelior, Atlas Copco, Belgacom, Bosch,
BT, Compass Group, Continental Teves, Corinthigy€s, Deloitte, Delta Lloyd Bank, Dupont,
Egemin, Elan Languages, Elecrabel, Ernst & Youmgti§ HRSquare, Hugo Ceusters, Innotek,
Janssen Farmaceutica, Jobat, KBC, Link Power, il iManager Magazines, MLS Logistics,
Mobistar, Nike, Ogilvy, Optima Financial PlannePgrnod Ricard, Phuso, Randstad, SAP, SD
Worx, Securex, Siemens, SOFIA, Telenet, The Hofigdaoketing, Timesmart, Unizo, Vlerick
Leuven Management School, VOKA, VKW, Vormingsweb

Garantuee

» If the participation fee is not earned back by iclgs new deal with an existing or new
customer or via a referral of another participaithim 6 months after the last day of the
course, the participation fee is fully reimbursed.

* In practice this means that within 6 months aftertraining course 1.800 euro has to be
earned by the participant as a result of the colfr§igis is not the case, the participation
fee is reimbursed without any question asked.

Contact details

Step by Step Consulting - BTW: BE 0480.564.328 www.networking-coach.com
Networking Coach RPR Antwerpen www.janvermeiren.coniBlog)
Ekkersgatstraat 1 bus 2 Tel: + 32 (0)3/216.27.4¥Wwww.letsconnect.béBook)

2840 Rumst, Belgié Fax: +32 (0)3/216.27.470nthaal@stepbystepconsulting.be

Remember to get your freebies:
* Freenetworking e-course: www.networking-coach.com
* Freelight version of the networking book “Let's Connect!tvww.letsconnect.be
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