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Introduction 
This program is about connections and connecting. It’s about relationships. 

It’s about a word that sends some people running into the night –  

NETWORKING 

But it’s about networking with a difference –  

VALUE BASED NETWORKING 

It’s about creating personal connections, lasting impressions and stronger relationships by 
providing value to others first before you expect to receive value from them.  It’s about the fact 
that human beings naturally try to repay in kind what another person has provided.  And, it’s 
about choosing your connections rather than automatically spending all your time with family 
and friends.    

IT’S MORE ABOUT WHO YOU KNOW THAN WHAT YOU KNOW! 

Why did we Develop this Program? 
Networking is certainly not a new concept:   Successful sales people, politicians, artists, 
musicians, fundraisers and business executives are people who use networking to advantage.  
Some people are naturally good at making connections while others have to work to build and 
maintain relationships.  However, having worked with successful people for many years, we are 
convinced that networking is a critical skill for virtually everyone.   
 
We have seen a positive correlation between career success and the number and quality of the 
relationships people have in their networks. 
 
For example:  

• We see sales people who are top performers because they are masters at value based 
relationships and networking.   

• People at all levels and jobs can hit a seemingly invisible barrier that threatens to stall 
their career.  Some remain stuck, yet we see others moving on because they have the 
connections and relationships that pull them through. 

• We see knowledge workers and middle managers progress faster in large matrix 
organizations because they learn to identify the key relationships that will help them get 
things done. 

• And for very senior executives, performance and results are just a qualifier – they 
typically get the next big job because of the strength of their personal relationships. 

 
We have also observed that organizations don’t routinely pay attention to networking in any 
organized fashion.  Employees receive a variety of training – sales, management, and various 
hard and soft skills --- but not networking.  Nor do we see much evidence that organizations 
manage their key relationships with customers and partners as a corporate asset. 
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A study by Harvard, the Carnegie Foundation and Stamford found that only 15 percent of 
business success could be attributed to job knowledge and technical skills. An amazing 85 
percent of one’s success could be determined by the “ability to deal with people” and “attitude.”  

That’s NETWORKING!

Scroll down for more info...



3 

What will you Learn in the Program? 
This program has been broken into 10 lessons organized in three segments. We will deliver the 
lessons to you a couple of times a week or you can request the next lesson as soon as you 
complete the previous one. Each lesson has an exercise you should complete online so that 
you get credit for having done it when you click the submit button. There are also audio files on 
the lessons you can listen to for more depth of understanding. 

There is also a hard-cover workbook and three audio CD’s that you can order free from us. 

The material is organized in three segments:   
1. What is Value Based Networking, Why Would You Invest Time to Build your Skill, How

do you Get Started
2. Beyond the Basics of Identification, Access & Value
3. Setting Yourself up to Succeed

We start by defining Value Based Networking (VBN) and then discuss some of the reasons for 
becoming good at it.  Once you’ve decided it’s worth investing some time to build your skill, we 
help you get started identifying all of your networks, reaching out and gaining access to them, 
and adding value.   

The second segment helps you go beyond the basics and build your skills to the next level.  If 
you are more experienced at networking you might skim through the first segment and really 
start to focus here. 

The third segment contains modular information to help you hone your skills, depending on your 
job and areas where you may need extra help.  For example, we discuss VBN in the context of 
large matrix organizations, and we provide ideas for leveraging VBN when you’re in a sales job.  
We help you test your attitude, and give you tools to build your VBN confidence level. 

As we said above, each segment of the program contains exercises that will help you 
experience Value Based Networking concepts and techniques.  Do take the time to complete 
the exercises and reflect on what you’re learning:  there is real power in recording your answers 
on the forms to solidify your thoughts.  Many people find the exercises more difficult than they 
expect so you will need to allow adequate time to complete them. 

You can listen to the audio (CDs or online) and complete the exercises as you go along, or 
listen to the audio only and then work through the exercises at a later time.  If you are going to 
listen without access to your computer or the workbook – for example while you’re in a car – 
then ideally you would pre-read the lessons to familiarize yourself with the overall concepts.  

However you plan to use the program, you’re ready now to begin the first segment including: 
• What is Value Based Networking?
• Why would you Invest Time to Build your Skill?
• How do you Get Started?
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What is Value Based Networking and how is it Different? 
Networking is an important part of business, but few really know how to go about it.  In fact, the 
word "networking" causes some people to shrink in disdain. 

Value Based Networking embodies two key concepts: 
• Building value based relationships by creating value for others before you expect to 

receive value from them, and 
• Networking with purpose 

Think of VBN as the cultivation of mutually beneficial, win-win relationships.  It is all about 
friendliness, your ability to engage and your willingness to give value first.  It is the sincere and 
constant effort to help others, anticipating that you will, in turn, be helped.   

Networking shouldn’t be viewed as “events” where you go to sell.  When effective networking is 
taking place, the parties involved actively share ideas, information, resources, etc. 

VBN is the process of creating and actively maintaining relationships where you can help others 
achieve their goals and they can help you achieve yours.  Value Based Networking involves 
determining your networking purpose, defining possible contacts, developing a plan of action 
and committing the time and energy necessary to produce meaningful results. 

Most importantly it is not about the sell. 

 

What does VBN Look Like in practice? 
A great example of Value Based Networking in action is the story of Joe Girard, listed in the 
Guinness Book of World Records as the “World's Greatest Retail Salesman” for 12 consecutive 
years. 

Let's take a look at some of the most notable selling statistics from Girard's 14-year (1963 to 
1977) car-selling career (courtesy of Tom Sant's book The Giants of Sales, in which Girard is 
profiled: 

• In total, he sold more than 13,000 vehicles. That's an average of six cars per day. 
• On his best day, he sold 18 vehicles. 
• His best month, he sold 174. 
• In his best year, he sold 1,425. 
• By himself, Joe Girard has sold more cars than 95 percent of all dealers in North 

America. 
• To make his feat even more incredible, he sold them at retail - one vehicle at a time. 

To become the world's greatest salesperson, Joe used what is perhaps the most underused 
technique in the world.  Yet it's probably the most effective way of getting new business that 
there is.  

He built and maintained relationships. 
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Girard reasoned that if he consistently built strong relationships with his customers and treated 
them fairly, it would make his job a lot easier in the long run.  He treated everybody with respect 
and courtesy and he took a genuine interest in that person and their family.  

So he set his sights on getting referrals.  How did he go about it? 

Here are the three main ways… 

First, within a few weeks of selling a car to someone, he would call them up and ask how the car 
was running.  If things were going well, he'd ask for a referral.  If they weren't, he'd fix the 
problem - then ask for a referral. 

Second, Joe kept a file listing personal information about each customer - such as the names of 
their children, what they did for a living, their birthdays, their kids' birthdays, etc.  He'd use that 
information to personalize his conversations with them.  He sincerely cared about people, and 
made them feel so special they couldn't wait to recommend him to a friend or relative. 

Finally, Joe would send 13 cards to all his prospects and clients every year: one every month 
and one for Christmas.  He mailed them in plain envelopes, always a different size or color, so 
that nobody would think they were junk mail.  He was careful not to include anything that might 
sound like a sales pitch.  Just an anecdote, a new idea, a news story, a book review, a birthday 
greeting, or a tip he knew they'd be interested in.  (Eventually this task became so big, he had to 
hire 3 people to do it for him.) 

He created a place for himself in the brains of his prospects and clients by keeping in touch with 
them.  He made sure that he was in peoples' minds when they needed to buy a car.  

Girard's dedication to keeping in touch with his customers instilled in them a psychological 
obligation to do business with him.  His customers would never even dream of buying a car from 
someone else. 

Joe Girard's "Law of 250" 
Next, Girard came up with what he called the "Law of 250." 

The basic principle is that most people have about 250 people in their lives that would show up 
at their funeral or wedding.  There are exceptions, of course.  Some have more, some have 
less.  But the average seems to be 250. 

So how did he use this information? 

First, he realized that if he did a crummy job of selling a car to somebody, he could potentially 
lose 250 more customers.  But, more important - if he did a great job, he could gain 250 more 
customers.  If he could get everybody he came in contact with to remember him and 
recommend him to their friends, it would expand his marketing efforts 250-fold. 

That's powerful; however, let's take it a step further as Mark Victor Hansen and Robert G. Allen 
did in their book, The One Minute Millionaire.  "The average person knows at least 250 people.  
Then, each of these 250 people knows 250 people.  So instantly, you have access to 62,500 
people."  That's exponential power - start staying in touch with your 250 today! 
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Girard’s best advice:  “It doesn’t matter whether you’re dealing with Moms and Pops who are 
buying cars or tax preparation services, or if you’re dealing with senior executives who are 
placing million dollar contracts.  People like to do business with people they like, and if you pay 
attention to them on a regular basis, they are more likely to like you.  The point is to stay in 
contact, maintain rapport, and keep our customers thinking of us.” 

Why is The Law of 250 Important? 
Girard’s Law of 250 is about networking.  It is not the “shake hands and exchange cards at an 
association meeting” type networking, but what we like to call “Value Based Networking” and it’s 
what this program is all about.  Value Based Networking is the most powerful way to build 
professional relationships, actively foster contacts and disseminate information. 

Value Based Networking is about more than just selling.  It’s about having people in your life 
who are in a position to help you gain access to key decision makers and to new and exciting 
opportunities.  It’s about not just surviving but thriving in today’s complex matrix organizations.  
It’s about having people in your life who can help your career and who can enrich your life, 
overall. 

Value Based Networking is a Process 
Some people are naturally good at making connections while others have to work to build and 
maintain relationships.  Fortunately, Value Based Networking is a definable, repeatable process 
that anyone can learn and practice successfully. 

You start by identifying the people in your current network, and the connections that could help 
you be more successful and accomplish your goals. For new connections you then determine 
how you can access them. And finally, consider how you can add value to their issues and 
interests. 

 

To successfully do your job you need to identify the people or 
contacts with whom you need to develop deep relationships. 

 Identification 

Determine how to get access to them.  Access 

And then, determine what value you can bring to them.  Create Value 

 

 

Ultimately, it’s not about who you know ...  
but WHO KNOWS YOU!!   
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Why Build your Value Based Networking Skill? 
 

 

All things being equal, people want to do business with their friends. 

All things being not quite equal, people still want to do business with their friends. 

To climb the ladder of success you don’t need more techniques and strategies, you need more friends. 

 

People don’t care about how much you know until they know how much you care – about them and 
their problems. 

 

You can close more business in two months by becoming interested in other people than you can in 2 
years  

by trying to get people interested in you. 

 

There is a notion in business that most of us subscribe to that says “all things being equal, 
people will do business with and refer business to those they know, like and trust.”  And the key 
to this is obviously being able to develop relationships. 

Ask any senior executive, politician, community leader or successful salesperson which one skill 
or habit helped them excel in their career – an overwhelming majority will respond with one 
simple word… Networking. 

We are constantly bombarded with advertisements, emails and sales pitches creating a 
cluttered message.  Personal relationships enable you to stand out and rise above the noise.  
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Why Do So Few Achieve Their Full Potential?  

There is no doubt that some do actually improve themselves to such an extent that they get 
about as far as is humanly possible in developing their own potential.  Such people are thinking 
of what further self-development they can achieve right up until their dying day.  

For the majority, though, developing their potential is very limited.  A very bright and talented, 
but lazy, person will be overtaken in achievement by those of lesser ability and intelligence who 
make a real effort to realize their full potential. 

There are lots of reasons for this lack of motivation: 

1. Fear of ridicule or fear of failure when attempting something new;  
2. Getting stuck in a rut of a tedious job but feeling too exhausted to escape from it; 
3. Sheer laziness; 
4. Being too stressed out to push oneself harder; 
5. Having no vision or understanding of what can be achieved; and 
6. Feeling that we have a pleasant life as it is, and there is no need to push harder.  

But, this is your life.  The only one you have.  You don’t have to take life the way it comes to 
you.  You can design your life to come to you the way you want it.  Yesterday is a cancelled 
check.  The past is not your potential.  The next five years are a blank canvas.  

If you are going to live the next five years why not do what you really want to do?  Have what 
you really want to have?  Go where you really want to go?  You’re going through the next five 
years anyway, why not make them the most exciting, satisfying, productive and amazing years 
of your life so far? 

In other words, don’t “go” through life – “grow” through life.  And, what better way to grow than 
by reaching out to people … creating value for them … investing in and developing your 
network of “250” – family, friends, associates, co-workers, subordinates, superiors, vendors – 
and, in turn receiving from them:  inspiration, an idea, or an introduction. 

Create a sphere of influence that can fuel your potential. 

How can you make your future bigger than your past? 
Value Based Networking concerns two key issues:  How you establish new relationships and 
how you maintain effective and ongoing relationships.  

“Success is living up to your potential.  Don’t just show up for life — live it, enjoy it, 
taste it, smell it, feel it.” 

−Joe Kapp 
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By developing and investing in your “250” you can make your sphere of influence big enough to 
fuel your potential and all your dreams. 

You need to surround yourself with mentors, friends, career guides, coaches, clients, 
cheerleaders and you do it by deciding who you want in your “250” and then looking at ways 
you can provide value to them.  

This requires both short and long range thinking.  Short range planning enables and energizes 
your business success over the next two years.  Long range planning is the catalyst for 
accelerating and optimizing your future for the next three to ten years. 

What both these time frames require is that you consciously invest in your current network and 
aggressively identify your ideal network of the future. 

Networking is a lifestyle for everyone, not merely for business professionals.  People network to 
find a great apartment/house, or to get their child in to the right school.  Musicians network to 
get discovered, politicians network to garner support, real estate moguls network to create the 
deal. Networking is a vital part of everyday life.  It's about building the right set of relationships 
so that you're an insider, not an outsider. 

Networking is a never ending, lifelong endeavor.  
Get good at it and network with style! 

 

How badly do you want your best possible future? 

The Will to Win 
Networking is hard work.  It takes time.  It’s definitely worth it; but are you up for it? 

The Detroit Free Press can probably be credited with the first insight given to Joe Girard with 
regard to what’s required to make exceptional progress in this networking arena.  The 
newspaper announced a contest for the most new subscriptions to the paper.  The grand prize 
was to be a sparkling new two-wheeler bicycle.  Now 12 years of age, Joe had never possessed 
a bike. 

Joe knew the secret that could win the bike.  He would spend every unused, waking moment 
knocking on doors and asking for business.  This had always been his secret.  He knew that it 
worked - what he could not comprehend was why the other newsboys did not see the obvious.  
Joe won more than the bicycle.  He won the knowledge that if he planned his work and worked 
his plan, he could succeed.  He learned that most people were not willing to make this sacrifice.  
As he once said, "any one of those kids could have beaten me, but they weren't willing to work.  
They didn't want it badly enough." 

It takes less than 10 seconds for an Olympic athlete to win the Men’s 100 meter dash.  But how 
long did it take the athlete to prepare?  
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EXERCISE #1 – What Makes Networking Difficult? 
This is your first Exercise. Print this page and then write your answers to the questions. Then, 
click here to take the Self-Assessment. 

EXERCISE 1- What makes networking difficult?  
List the things you find hardest to do when it comes to networking: 

1. ______________________________________________________________________

2. ______________________________________________________________________

3. ______________________________________________________________________

4. ______________________________________________________________________

5. ______________________________________________________________________

6. ______________________________________________________________________

How might you overcome your reticence to networking? 

In the course of conducting workshops and webcasts, we hear about many things that people 
find hard about networking: 

 Picking up the phone!

 Not enough time – “I’m already too busy” is usually near the top of the list.

 “I’d like to say hello, but don’t have any real reason to do so (or anything really
important to say).”

 Can’t be sure of a good first-time interaction with people from other cultures – “I
could reach out in an inappropriate way.”

https://ca.balancedworklife.com/assessments/value-based-networking-self-assessment/


11 
 

 A perceived negative reception – “Why would I want to invite rejection?” 

 Not a priority on my time – “Work already takes up a disproportionate share of 
my time;  I only think about networking in relation to my job.” 

 Adding value to someone in a more senior position – “How do I reconnect with a 
prior relationship when the person has moved significantly up the ladder?  What 
could I possibly have to offer that would interest them?” 

 Being persistent – if someone doesn’t return your first call it probably means they 
really don’t want to talk to you.  

When workshop participants openly discuss their reticence, they also come up with good ways 
to overcome the barriers: 

 Leverage your time by integrating networking with other activities – use meal 
times as an opportunity to meet people when you’re traveling 

 Ask for help – people really do like to be asked for help 

 Build a relationship with someone who is well connected 

 Watch how people who work remotely make connections a way of life 

 Before contacting someone do some research on their interests  

 Look for activity or information on social networking sites and use it as a reason 
to reach out to someone 

 Create an annual target list and put network targets in your development plan 

 Learn from role models 

At this point, you have answers to the first two important questions: 
1. What is Value Based Networking?, and 
2. Why Would You Invest Time to Build your Skill? 

Let’s move forward and learn how you get started developing your Value Based Networking 
skills. 
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