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Christmas is a time for parties, and
in business that means ane thing

- networking. But how can you make
the most of these opportunities?
Read on for our expert advice.

THE ADAGE *IT"S MOT WHAT YOU IKKNOW, BUT WHO YOU KNOW™ IS
only half right. The wali-connected fool is still o fool, but ressarch
suiggests that king is what sep 1 loaders fram the
rest of the bunch.

The Christmas and New\’mirneﬂocis an iceal tirne for parties - and
netwarking - yet many | Avaid th wted
to them. Some think they don’t have tme for parties. DLh=rsd|s|msa.lhum
fAs manipulative — we all know colleagues who try just a [ittie too hard.
However, savvy senior exacutives don't dread these social events, they

b tham tedly, taking of all the
opportunities that the s=ason ollers, and putting them=sives in lima k!r
the best unachvertised positions and salas lzads.
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A!erxntsiudybyirsaad professor Herrhinia [sarra identifies three typas

o L ish 4 oey to-di 4
tasks); p | (kindred spirits outside your organisation who can belp you
with | ad t): and gl players ide your control

witho will enable you to reach key career and orgamisations! objectives), lbarra
reckons that while senior executives ara good at malntalring the lrst tva
kinds, they neglact strategic goldan chance to burnish
thelr own per end their

Even in this age of Facebook and Lmlcedir\. face-to-face networking
still reigns. And times of economic slowdown simply make the need for
networking more cruclal, In particuler, International networking can be &
huge haip when faced with domestic troubles, by helping you gererste
new overseas contacts with potential customers, supaliers, partners - and

e S o
“It's better to leave an event having
had one meaningful conversation
with a carefully chosen contact

than to return to the office with

30 fruitless business cards”

5, Build rapport. Peop'e ke people wha are similar to them, says Lenka

maybe even employers. “Having & good network in place is the bast remedy  Majstrikoy, a UK-based it I naura-linguist)
when econarmic situations changs: as o safely net of as an avalenche of  (MLP), “The best known methads of bullding rapport Ir\clude lne sharing
i85 says Jan diractor of Balgian A of i+ and hobbles, but less known methods include the
firm Step by Step Bndauthoru'fnehmrkmg book Let’s Connecl. rmatching and mirroring of physiclogy th h gesturzs. posiure, breathing.
Parhaps the mest ing. though, is Dale Carmegie’ ) 1 tonality” s.]1eexp!ams ”NLPteaches.ycuhow to build rapport
1936 classic How to Win Friends and Infiuence People. Accarding to Peter  with other people eloquently, creating a state of trust in 8 very short time”
Handal, chalrman of Dals Camegia & muost senior =

know the basice of networking — dressing smartly, giving a firm hendshaks,
and sa an, but the next level of networking is all abaut subtlety. “More than
anything, it means allowing yourself to shine without appearing contrived or
overwroughl.” says Handal, whe credits one of his biggest job swuccesses to
networking at a "pleasant lunch in New York™

HOW'S IT DONE? MAKE THE PARTY SEASOM WORK FOR YOU BY
FOLLOWING THE ADVICE OF OUR NETWORKING EXPERTS:

L Adapt the right attitude. "My definition of this is sharing information
without expecting anything immadiately in return.” says Vermeiren, “A right
attitude zleo maans genuinaly caring about halping others, maintains Dan
Trampedach, co-founder of DABGO, a network for Danes working abroad.
“Whan you care about helping others. you leam enough abaut their business.
1o sme how you can help. You start asking guestions. You leam about their
L: B € and A genulne rkar wants to
nelp others resch their goals” says Trampedach, who recommends that
natworking executives should give away some of their time and knowledge
by attending seminars and conferences, mentoring junior exscutives {and
maeting a naw crowd) and hosting their own svants and gel-togethers.

2. Be selective If you doa't want o spread yoursel! too thinly, cecide
which events are worth your time, hased on their natwarking potential and
the amaunt of fur you think you'll heve. Varmeairen &lso suggests youl keep
undar review events that you attend regularly, "Ask yourself, is it still useful,
intzresting and fun to go to these avents and be a member? It's okay to
cancel some ‘'memberships’ and exchange tham for n=w onpes.”

&, Relax, Networking shiould be an bie process, says Tr facl
“Loosen up and focus on the people you're talking to rather than on the
‘naxt bia deal’ For many peaple, natworking is sbout instant gratilication
- about what they can gain from the conversation — hut with a deferred
gratification approzch you will quickly prosper from your networking
without it having felt uncomfortabls” You shouldn’t be overeager, agrees
Handal. “Avoid appearing oppertunistic at all costs. It is prudent to allow
yourself access to the right place at the right time, but it is an entirely
different thing to step over others while doing so. Making enemies an raute
to the top [s never advisable.”

7. Listen up. [t's often said that introverts male bettar networkars because
they prefer to listen than talk. And don't cut people off when someons
‘mare important’ comes into view.

8. Quality not guantity. Some netwaorkers operate a ‘one-melre rulel
where they make a point of chatting to amyone who comes within a metre
radius of them at an event. But It's batter to lzave an event having had one
meaningful comversation with a carefully chosen contact than ta retum to
the olfice with 30 frultless business cards.

9, Weep moving. How do you avoid those "sticky’' Individuals wha take up
your valuable time and are difficult to shake off? Senior exscutives nwst
schedule thair time carelully. caullons Handal, “A polite demeanour goes
a lang way in this case, far if you belleve a conlact is wasting your valuable
time, you can easily slip away with a solid handshale, smil'e and a few clear
and concrate worrs sbout a prior engagement.” he suggests. “As long as
you do nat imply that you are tos important, the person will uncerstand

3. Do your homework. Find oul who else Is lo be ing the
avant, then decide which individuals you want to meet. If necsssary, chieck
them out on Geogle, Faceboak or Linkadin 50 you can have an intefligent

with them. Apg y Bill Clinta inlor d lor
everyona he has met since he was at university.

4. Take o colleague. K's miuch easier to “work the room” with another
person by your side. Chooze a colleague with whom you're reasonably
compatible and who brings out the best in you and vice versa

and appreciate your candour”

10. Fallow-ugp. After the ovent. be sure to amail the new contacts yois have
made, telling them it was good to meet them, and maybe suggest ancther
mesting. “Very lew people follow up when meeting a new person and
recalving a business card or contact details,” says Trampedach. "Make sure
te follow up within 24 business hours — it will make you stand out from the
crawd and Increass your credibility with your new contact A quick follow:

up displays your level of commitrmant to relationships.” ]
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