
Tips for Successful Networking 

We’ve all heard it. When it comes to success a well-known saying is often true – “it’s not what 
you know but who you know.” It’s easier said than done for most of us. It takes time to develop 
relationships. Few people would be interested in connecting with you if you’re only looking to 
advance your own goals. It’s impossible to maintain an infinite number of friendships and even 
acquaintances. And for many it’s challenging to overcome personal insecurities. I’d like to offer 
a few pieces of advice for successful networking that may be of use to some of you. 
 
First and foremost, know yourself. Understand your personal values. Identify a couple hopes 
you have for your future. What is a problem that you are having difficulty solving? What can you 
readily offer to others in need? The more specific the better. Perhaps you are looking for a job, 
what kind of job? In what field? Even if you are willing to do anything, try to be as specific as 
possible. Solving a problem or finding a particular type of experience or role starts with you 
personally identifying what “it” is.  
 
Second: Put yourself out there. Maybe there is a colleague down the hall you haven’t really 
reached out to yet. Maybe there is a regular social or networking event you have been meaning 
to go to. Maybe there is a friend of a friend who you have been meaning to reach out to. Or, 
maybe there’s someone right under your nose you haven’t taken the time to get to know. This 
will come easily for some and will be more challenging for others. It’s alright, you can do it. Send 
an email and ask to get together or walk up to them and say hello and start a conversation. If 
they seem distant or not interested in a conversation, you can continue to chat for another beat 
or two and then respectfully excuse yourself. 
 
Third: The conversation. Are they interested in talking with you? Then ask questions. 
Listen, be present. Ask them for their name and then repeat it in the conversation so you don’t 
forget it. Find out what their story is, what brought them to where they are now? How do they 
spend their days? What do they like about their work? What was their proudest accomplishment 
this month? What is one of the biggest challenges they are working to solve right now? Do they 
think they will be in their position for much longer? What’s in store for them next? Find a topic 
and then take sincere interest. If they want to talk about you, ask them if they’d like to help you 
solve one of the challenges you identified in step one. Make sure to get their contact 
information! 
 
Fourth: Follow-up. Try using the 24/7/30 method. After chatting with someone, send them a 
message within 24 hours. This way, you stay fresh in their mind. In your message, remind them 
how you met, thank them, and share something from your conversation. Within 7 days, reach 
out to them again. Connect with them on LinkedIn, Facebook, or whichever mode works best for 
you and them. Within 30 days, set-up an in-person meeting. Ask for their advice. If you’re 
looking for a job in a specific field, ask them how they got their start. Ask them about their work. 
If it doesn’t go anywhere, consider it good experience! You put yourself out there and 
strengthened your networking and public speaking skills. Persistence does pay off. You may 
make a valuable connection that helps you get a job or introduces you to a key target in your 
campaign or project. 
 
Repeat steps one through four over and over and over again and help others along the 
way. Every time you have a conversation, remember what people tell you (recognizing that 
some information should remain private). You might find someone looking for a job and the next 
day find someone who is looking for someone with just that person’s skill set. Whatever it is, if 



you can help another person with a simple introduction or a few minutes of your time, do it. 
You’ll have the satisfaction of knowing that you helped two people out and maybe one day 
they’ll help you out too. Keep in mind that helping others is almost never an equal exchange 
between two parties but is more of an unspoken “pay it forward” agreement. As you become 
more successful in your career or personal life, we all have the responsibility to help others out 
even more. 
 
What do you think? What helps you meet new people? 

 


