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Proven Techniques for Value Based Networking 

Leverage Your List 
Ok, now you’ve got a list of your top contacts.  You’re asking, “What’s next?” 

Call them!  If you do nothing else, call them!  Talk to them. Find out what their biggest needs are for the next 
year.  Think about ways to help them address those needs.  Call them back or send them a handwritten note 
describing an idea or how you might help.  If you don’t get through the first time, call them until you do.  

Jeffrey Gitomer, in his book, The 33 cent Sales Call, asks, “How often are you in front of your customers or 
prospects?” Answer:  Not as often as you should be. 

It takes 7–10 impressions to begin to build a relationship.  You can get there quicker if you use the mail.  Not e-
mail ... regular good ‘ole put–a–stamp–on–it mail.  “If you can't be there in person, send a letter.” 

  

We are here on earth to do 
good for others.  What the 
others are here for I do not 
know. 

--W. H. Auden 
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To stay “top of mind” 

Always follow up quickly 
Creating value starts with the simple things.  When you meet someone new or you’re working to develop a 
relationship always follow up immediately after a meeting. 

In his book, Endless Referrals, Network Your Everyday Contacts into Sales, Bob Burg has a great idea for 
following up with a personal, handwritten thank you note.  He suggests that you have special note cards 
printed.  They should measure 8 inches by 3 ½ inches.  In the top right hand corner is your company’s name 
and logo.  Beneath that is your picture.  Just beneath the picture is your name, and below that is the company 
address, telephone number and your email address.  (See below) 

 

 

 

 

 

 

 

 

 

 

Once you have these cards, you simply write a short note.  If you’ve met the person for the first time, 
something like, “Hi Dave, Thank you.  It was a pleasure meeting you.  If I can ever refer business your way, I 
certainly will.  Sincerely, Jim”  

Obviously, what you write will depend on the discussion you had with the person. 

Then, you slip it into a standard business envelope, address it by hand, put a postage stamp on it (not a 
metered stamp) and slip it into a mail box.  They’ll have it within 24 hours and you will stand out from all the 
rest, because: 

1. You sent a thank you note. 

2. It was hand written, not a mass mailing. 

3. It wasn’t an e-mail note. 

4. Your picture is on it so they remember who you are. 

 
  

The Balanced WorkLife Company 
www.balancedworklife.com 

Jim Dryburgh 
10335 E. Jenan Drive 
Scottsdale, AZ 85260 

480-314-0285 
E-mail: jdryburgh@balancedworklife.com 

 
Helping the best get better while they enjoy the journey. 
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Always thank your referrals 

Always express gratitude if someone connects you to someone in their network!  First of all, expressing 
gratitude is always a wonderful thing to do.  Second, this small gesture can have more impact than you 
imagine, depending on the style of the person who refers you. 

If you’re dealing with an outgoing, gregarious person a thank you will be quite unexpected because they love 
connecting people—it’s as natural for them as breathing!  

But someone who is more introverted will be less trusting and more cautious to refer someone. They’ll want to 
be sure the reference won’t reflect badly on them.  It takes effort for them to make the connection so if you are 
open about your appreciation and your respect for their reputation they’ll notice! 

Maintain Your Network 
Consider yourself the "gardener" in maintaining business relationships.  Gardeners know strong growth 
requires constant care.  Only through long-term commitment and vision will a beautiful garden flourish.  

Business relationships will prosper with diligent care and nurturing.  If unattended, they too will wither away.  
People who recognize the value of relationships will take the time to manage and nurture those relationships. 

You can never stop managing your network.  Even well-developed networks can deteriorate within a year if 
they are not properly maintained.  Keeping the network viable can be relatively simple: 

• Make regular telephone calls to prospective clients.

• Invite people to quarterly or semi-annual luncheons, or holiday parties.

• Send copies of newsletters or articles specifically related to each person’s interests with personal
notes.  Also, send birthday and anniversary cards.

• Distribute memo pads with your picture and company information on them.

• Plan annual meetings with clients to review satisfaction level.

• Do things that make you stand out from the crowd.  If you see an article that you feel may interest
someone, mail it.  A good way to find appropriate articles is to set up a Google News Alert for topics
you feel would interest your customers.  If you think a story is relevant, send them the link.

Obviously, the stronger the relationship becomes the easier it is to maintain.  It is important to remember that 
all business relationships, no matter how solid, require time and attention.  Older relationships can more 
effectively be maintained by introducing new and creative ways of staying in touch. 

Dear Mary, 

Thank you for the kind referral to Bob Carter. 

You can be assured that anyone you refer to me will be treated with the 
utmost care and professionalism.  I appreciate that every time you reference 
someone, a bit of your personal credibility goes with the recommendation 
and I always consider my actions with that in mind. 
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Learn from Others – “Steal Shamelessly!” 

Print Exercise 4 and complete the form.

EXERCISE 4 - Good Networker Techniques 
Identify 3 people you consider good “networkers” and ask them how they do it.  Record their answers 
here: 

1. _________________________________________________________________________

2. _________________________________________________________________________

3. _________________________________________________________________________

4. _________________________________________________________________________

5. _________________________________________________________________________

6. _________________________________________________________________________

How might you use or modify their techniques to improve your networking and feel more comfortable 
doing it? 
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