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Introduction 
This book is about connections and connecting.  

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. 
 
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!	  
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What will you Learn in the Program? 
This workbook and the audio CD’s are designed to allow you to learn about and practice Value Based 
Networking in a manner and at a pace that suits your experience and lifestyle.   

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. 

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 writing 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 and use your workbook to 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 workbook – for example while you’re in a car – then ideally you would pre-read 
the workbook to familiarize yourself with the overall concepts.  

The tools and exercises can also be printed from the Resource CD that is included with your package.  
You can complete the exercises directly in the workbook, or work on a separate printed version of the 
forms so you can rewrite your answers as the concepts become clearer.  

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. 
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… 
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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! 

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. 
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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. 

“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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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.  

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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How well do you network?  Are you the next Joe Girard?  
On the following page there is a self-assessment that will help you discover just where you stand in the 
world of Value Based Networking.    

There are 15 questions with a 1-10 scale and a representative statement on either side.  So for 
example:  the 1st question deals with your ability to contact people when you want to.  If you really have 
to work hard to make contact and/or get appointments with people on your target list you would score 
yourself closer to a 1.  If you can always get appointments or get through on the phone to people on 
your most important list you’d score closer to a 10.  

If your answer to every question is a 1 … your total score will be 15.  If you answer 10 to everything, 
your score will be 150.  

You may have taken the self-assessment prior to receiving this package.  If so, simply go back and 
check your score, or continue on through the questionnaire.  



	

©2016	JRD	&	Associates	Ltd.	All	rights	reserved.	Presented	by	The	Balanced	WorkLife	Company	with	permission.				 					12	

 

 

    1 2 3 4 5 6 7 8 9 10   

1 
I have to work hard to make contact 
and/or get appointments with people 
on my target list. 

                    
I can always get appointments or get 
through on the phone to people on my 
most important list. 

2 
I believe I need training and/or help 
from others when making senior level 
contacts. 

                    I feel confident in my ability to connect 
with powerful people. 

3 

I don't have a personal plan or budget 
for expenses I incur to provide value to 
my prospects and clients. (I expect the 
company to pay.) 

                    
I have a personal budget that I spend 
to bring value to my most important 
contacts. 

4 
I don't have a personal set of written 
goals. I don't consciously choose who I 
make friends with. 

                    
I have a plan of where I am going in 
the future and who will be traveling 
with me.  

5 I have no mentors.                     I have a strong mentor within my 
organization and one outside. 

6 I am not clear on what is unique about 
network skills.                     I have made significant investments in 

enhancing my networking skills. 

7 I have no time pre-set on my calendar 
for network investments.                      I invest 4 hours every week with 

people in my network. 

8 
I don't overtly plan added value events; 
if something comes along, I take 
advantage of it. 

                    I invest daily in identifying ways to add 
value to my most important clients.  

9 
I need to be clear on what the payback 
is for me before I invest a lot of time in 
a relationship. 

                    
I live by the motto:   "Add value to 
others before expecting anything in 
return." 

10 I use an informal system to develop my 
network.                     I maintain a list of my top 50 network 

targets. 

11 I basically stay in touch with people I 
like.                     I teach others how to network. 

12 People rarely call me for advice or 
assistance in my field.                      More people know me than I know. 

13 
We work in a highly competitive 
environment and I need to stay 
focused on my job to succeed. 

                    My colleagues often comment on how 
much value I bring to the workplace. 

14 My personal and business 
relationships rarely mix.                     

My key business clients would 
describe me to others as a friend and 
advisor. 

15 I protect my family time from work and 
business pressures.                      My time with family, friends and 

business contacts are integrated.  

   Total Each Column Down                     Total All Columns Across = 
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If you scored in the 106 -150 range, you are already a master so keep up the great effort because you 
know it reaps benefits over time.  Unless you scored an absolute 150 though, there were likely one or 
two statements on which you scored lower.  Perhaps you are a little unclear about your career goals, so 
you may not be consciously developing the type of relationships that can help you achieve your goals.  

 If you scored in the 76 -105 range, you’re doing some things right but you need to build on what 
you’ve done so far.  Did your scores vary widely?  Some 1-4?  Some 7-9?  If so your strengths and 
weaknesses will be more obvious.  Keep working through the program to find exciting and creative 
ways to improve your networking skills and new ways to create value for your contacts. 

If you scored less than 75, this program was specifically written for you.  Take the time to thoughtfully 
complete each of the exercises to build your skills and to learn easy ways to connect and provide value 
to the people you need in your life if you are to realize your full potential.   

For people who don’t find it easy to make connections with others, this first exercise is a great starting 
point. 

 

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? 

 

 

 

 

 

 

 

 
 

 



	

©2016	JRD	&	Associates	Ltd.	All	rights	reserved.	Presented	by	The	Balanced	WorkLife	Company	with	permission.				 					14	

 

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

n Picking up the phone! 

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

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

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

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

n 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.” 

n 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?” 

n 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: 

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

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

n Build a relationship with someone who is well connected 

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

n Before contacting someone do some research on their interests  

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

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

n 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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Getting Started – The Basics of Identification, Access and Value 

Who are the significant people in all your various networks? 

The very first step in the VBN process is to identify all of your various connections and relationships.  It 
helps to broaden your thinking if you recognize that you have more than one kind of network.  The 
network diagram below shows nine of the most common networks an individual might have.   

Sometimes people will limit their thinking to the top three:  co-workers, subordinates and managers 
(Internal Business); people who work in different functional areas of the organization (Matrix); 
customers and partners (External Business).  What about your Career network?  How many of your ex-
bosses or co-workers have you stayed in touch with?  

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

Current	
Network

Internal	
Business	-
Matrix

External	
Business

Spiritual

Family

CommunityHobbies

Friends

Career

Internal	
Business

To the world you may be just one 
person, but to one person you may be 
the world. 

--Josephine Billings 
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EXERCISE	2	–Identify	people	in	all	your	networks	
Using the table below, identify the significant people in each of your networks.  Feel free to change the 
names of the networks if yours are different.  

External Business Internal Business Internal Business - Matrix 
1.     
2.     
3.     
4.     
5.     
6.     
7.     
8.     
9.     
10.     

Career  Family  Friends 
1.     
2.     
3.     
4.     
5.     
6.     
7.     
8.     
9.     
10.     

Community Spiritual Hobby 
1.     
2.     
3.     
4.     
5.     
6.     
7.     
8.     
9.     
10.     
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EXERCISE	3	-	Identify	your	current	active	network	
The next step in the process is to focus in on the people that are currently in your active network. From 
the lists you created in the Multiple Networks exercise, select your most important network relationships 
and then answer the questions in the next four columns. 

 Name Date of Last 
Interaction 

Value You 
Provide 

Value You 
Receive 

Next Date 
Scheduled 

1.       

2.       

3.       

4.       

5.       

6.       

7.       

8.       

9.       

10.       

11.       

12.       

13.       

14.       

15.       

16.       

17.       

18.       

19.       

20.       
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As people work through Exercises 2 and 3, there are some common learning points: 

n “I was surprised at the size of my list when I started thinking about all the various 
networks.” 

n “When I tried to think about the date for a next interaction it made me realize just how 
randomly I reach out to people who really are important to me.” 

n “It was much easier to fill in the ‘Value you Receive’ than the ‘Value you Provide’ column 
– I really had to dig for answers.” 

 

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. 

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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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. 

 

Learn from Others – “Steal Shamelessly!” 

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? 

 

 

 

 

 

 

 
You’ve now finished the first important segment in the Value Based Networking program.  You have 
answers to three important questions: 

• What is Value Based Networking? 
• Why Would You Invest Time to Build your Skill?, and 
• How do you Get Started? 

In addition, you have made a good start on developing your VBN skill by: 

• Identifying connections in all your various networks. 
• Describing the value you bring to your most important network relationships. 
• Reaching out to your existing connections. 
• Practicing some of the ideas around how you stay top of mind. 
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• Learning additional networking techniques from people who have already developed their 
networking skills. 

Beyond the Basics  

Building your Desired Networks 
	

In the Basics section you started the Value Based Networking process by identifying all the significant 
people in your various networks.  But remember, one of the key VBN concepts is that you should 
choose your connections rather than automatically spending all your time with existing networks.   

A good way to begin networking with purpose is to focus on your specific goals and the contributions 
that each of your networks might make to those goals.  For example, the people in your career network 
may be people you have either worked for or with that found you to be an excellent employee and 
would be either willing to hire you for a position that reports to them or recommend you for a different 
job.   

The table below highlights some common goals for each of the nine network types.  When you look at 
each of these networks, think about the goals that you are looking to get help with. 

 

You may identify other or different networks than the ones shown above, but, whatever you call them, 
these networks represent people you know or would like to know.  They are part of your “250”.  They 
are people that you can help (provide value) to achieve their goals and from whom you can receive 
value to help you achieve your goals.  
 

It is always important to keep adding to your network.  Why?  Networking allows you to be in a position 
to win and be in with the decision makers who are making things happen.  You can't take advantage of 
that unless you position yourself to win by staying in contact with your network. 
	 	

Network  Goal 
External Business  Business Results 

Internal Business  Mentor/Sponsor 

Internal Business - Matrix  Thriving vs. Survival 

Career  Growth/Employment 

Family  Harmony 

Friends  Longevity 

Community  Giving Back 

Spiritual  Self Actualization 

Hobby  Shared Experiences 
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Aim	High	–	Think	BIG	

Assume for a moment that anything is possible.  Who can you think of that would be the most powerful 
connection you would like to make?  What about Bill Gates?  Melinda Gates?  Barak Obama?  

What would you attempt if you knew you could not fail?  What value would you receive from that 
relationship?  

You may be familiar with the following story: 

Kyle MacDonald's goal was simple - to trade one red paper clip all the way up to a house. 

The 26-year-old Canadian began his quest in 2005.  He had no job, but 
he had the paper clip and Craigslist.  

Thousands of people began showing up and, almost immediately, 
MacDonald was trading up, beginning with two women from Vancouver 
offering a fish pen.  

"Trade one red paper clip for one fish pen," MacDonald said, "for one 
door knob, for one camping stove, for one generator, for one instant 
party, for one snowmobile, for one trip to Yahk [in British Columbia, Canada], for one cube van, for one 
recording contract, for one year of rent in Phoenix, for an afternoon with Alice Cooper."  

Rocker Alice Cooper?  "That was the most bizarre moment of this entire project – I was standing on 
stage with Alice Cooper in Fargo, N.D., with a giant, red paper clip," MacDonald said.  

He traded the rest of his time with Cooper for a snow globe.  And his followers thought that would be it 
and it would all end there -- without a house.  

But no ... enters actor Corbin Bernsen, an avid snow globe collector, who wanted MacDonald's snow 
globe and offered a paid role in his new movie in exchange.  The people of Kipling, Saskatchewan, 
Canada, wanted the movie role.  Their offer?  Finally, the house!  Less than one year from the first 
trade. 

"It's a real relief, because I've been frantically worried that I won't pull this off," MacDonald said, "and I'd 
be a bit of a loser if I didn't trade a red paper clip for a house."  

Give yourself permission to aim high in work and life.  Take time to dream and plan.  

Who is that key relationship that you want to have as part of your value based network? 

 

 

 

 
	 	

 
“Most people don’t aim too high and miss. 

They aim too low and hit.” 

--Bob Moawad 
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EXERCISE	5	-	Your	Top	5	for	Focus	

Now that you have given some thought to your networks in terms of goals you could meet and the 
possibilities to add exciting new connections, go back to the network lists you created and add names if 
appropriate.  You may also have identified connections you want to make that don’t have a name yet; 
e.g. “Someone who has experience in industry X, or knows how to do Y”.   

From those lists, pick the first five people you are going to focus on and complete the following form. 

 Name 

What Value 
Could They 
Provide to 

You? 

What Value 
Can You 

Provide to 
Them? 

What First Action Will 
You Take to Invest in 

this Relationship? 

Date - 
Deadline 

1.       

2.       

3.       

4.       

5.       

 
By the end of this exercise you’ve begun to seriously think about networking with purpose.  Now it’s 
time to focus on more ways to add value and maximize the effectiveness of your connections.	
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How do I handle first meetings? - Your 90-second introduction  
Everyone needs a polished 90-second introduction – referred to as an ‘elevator pitch’ because you only 
have so much time between floors to connect with another person in the car.  It's one of the most 
important marketing tools you can have in your networking toolbox.  Are you prepared with a crisp, 
concise, and powerful statement to introduce yourself the next time you meet someone, or to answer 
the question, "What do you do?"  

A successful introduction spells out how you add value to others and the community.  When you learn 
about someone else’s needs or issues you can then add your elevator pitch to the conversation in a 
way that resonates as someone who is adding value to the community and businesses.  

Consider these tips for developing an attention-getting introduction: 

1. Start With The First 10 Seconds. What if 10 seconds is all you get?  Does your first sentence tell 
your listener enough so they understand what you do and inspire them to want to know more?  Here’s 
the simple, but effective approach.  “I work with [type of clients] who have [these types of problems, 
issues or challenges].”  That’s it.  Don’t try to sugar it up or make it real catchy. 

2. Avoid the What You Are Approach.  “I’m an accountant” or “I’m a marketing consultant” or “I’m a 
financial planner” or “I’m a sales person”.  You’ve heard them time and again.  You’ve probably even 
done it yourself.  The problem is your listener(s) may not understand what the title means or even 
worse they may fill in an incorrect definition. 

3. Avoid the What You Do Approach.  “I do small business accounting including sales tax and payroll” 
or “I provide business owners with mentoring and training in comprehensive strategies to improve 
bottom line results … ”  Tends to be boring and doesn’t help the listener(s) understand what they get as 
a result. 

4. Say How You Solved a Problem or Served a Client.  Reinforce your first 10 second sentence with a 
second sentence that shows how you solved a problem or overcame a particular issue or challenge.  “I 
help mid-sized accounting firms plan big conferences on a small budget.  I just recently lined up free 
live entertainment for a firm that hosted 500 people in town last week.” 

5. Tell Them Why You Are Unique.  What makes you stand out from the crowd?  Maybe it’s a unique 
model or approach for better results, focus on a specific niche, a guarantee, or extras that others don’t 
provide.  There are many ways to define your uniqueness that will help gain attention and make you 
memorable. 

Make your introduction an attention getter.  Start with the first 10 seconds.  You can always build from 
there once it starts getting attention.  Actually write it down and practice out loud several times until you 
have it memorized and it flows naturally. 
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After the introduction, focus 99% on the other person 
It’s all about questions.  Even if the person is interested in you, make sure you keep it about them.  The 
only reason to make a declarative statement is to set up another question.  NEVER SELL! 

Be	a	wisdom	seeker:	

The kinds of questions you ask will have an impact on your success at keeping the discussion focused 
on the other person.  Look at the table below for the distinction between people who seek wisdom as 
opposed to those who seek information.  How would you classify yourself?  Check with friends or 
colleagues to see if your perception matches theirs. 

Information Seeker Wisdom Seeker 

• Asks questions that are self-centered • Focuses questions outward 

• Digs for information to justify their position • Objectively explores for truth 

• Is problem-oriented • Is solutions-oriented 

• Assumes a zero-sum game • Assumes ample resources 

• Hoards and controls information • Shares information and knowledge 

• Often reacts without thinking • Thinks and reflects before acting 

Some	rules	about	questions	

Use “what” questions, not “how” or “why”.  Seventy percent (70%) of people don’t know what they want 
so if you tell them what you think they should do, it lets them debate your opinion and avoid seeking 
their own.   A “what” question reflects the discussion back to them.  Focus on the wisdom seeker in 
yourself by keeping your questions around solutions vs. problems and, the future vs. the past.  

The Wisdom Access and Power Questions below are good examples of questions you can use to learn 
about someone and what they might value.  

Wisdom	Access	Questions:	

• If we were meeting here three years from today, what has to happen 
      for you to be particularly pleased with your progress?   

o What are your biggest dangers? 

o What are your biggest opportunities? 

o What are your biggest strengths? 

• What would be possible if all your dreams were to come true? 

• What are you attached to? 

• What is the dream? 

This	first	question	was	
inspired	by	and	adapted	from	
The	Strategic	Coach,	Dan	
Sullivan.	For	more	on	this	go	
to:	
www.strategiccoach.com	or	
read	Dan’s	new	book:	The	Dan	
Sullivan	Question			Ask	It	And	
Transform	Anyone’s	Future	
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• What haven’t I asked you that I should ask? 

Power	Questions:	
These are some power questions useful for external connections: 

• How did you get started in your profession/business? 

• What do you enjoy the most about your job/profession? 

• What separates you and your company from the competition? 

• What advice would you give someone starting out in your position? 

• What one thing would you do in your business if you knew you could not fail? 

• What significant changes have you seen in your profession? 

• What are the coming trends in your profession? 

• What are the biggest obstacles you see in your profession? 

• How would I know if someone is a good prospect for you? 

And some more suited to connections within your company 

• What are the key goals for your organization this year?  

• What dependencies do you have on our function?  

• What do we need to do for you to succeed?  
 
Clearly power questions are “big” questions so they’re not your opener.  On meeting someone for the 
first time you wouldn’t immediately move from “hello, nice to meet you” to “what do you enjoy most 
about your job?”!  But at the appropriate time, Power Questions are the kinds of questions that “keep it 
mostly about them”.  Until you become comfortable with the questions, it may be helpful to write them 
down on note cards and keep them in your coat pocket or purse so you have them when you need 
them.   

Yes, But What Value Can I Provide Them? 
You may initially think you don’t have much of value to share with others (besides your business and 
what you provide).  

Most people: 

• Have a limited set of friends 

• Have access to a limited set of social events 

• Want unbiased advisors 

• Want to help others 

• Need people in their network 

What you need to do is tap into their needs, adapt your communication style to accommodate theirs, 
and be a WOW person to be around.   
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The only way to tap into their needs – to understand what they value – is to put yourself in their shoes.  
That is why mastering the Wisdom Access and Power Questions techniques is very important.  If you 
ask good questions, and truly listen to the answers you’ll be more apt to find ideas for adding value to 
another person. 

You can provide value by: 

• Solving their problems 

• Supporting their dreams 

• Helping them understand their thinking 

• Letting them help others, including you 

• Connecting them with others 

• Helping to make them more successful 

• Making them feel connected and appreciated 

Part of the key to getting good at giving is to not make assumptions.  For example, don’t assume that 
some basic resource (e.g., a web site) that you’re aware of is familiar to someone you might be talking 
to just because they are the “expert” in that field.  Be willing to ask if they know about the resource and 
be ready to share if they don’t. 

Work at GIVING referrals and sharing valuable information.  That means you need to get to know other 
people and what makes a good prospect for them.  What kinds of information might you have access to 
that could be useful to them? 

Want to get better at actually giving referrals?  Here’s a simple question to ask someone you’re 
connecting with:  “How am I going to know when I meet a really good prospect for you?”  Just the fact 
that you are willing to explore giving to others will elevate your know, like and trust factors. 

 

“Human beings naturally try to repay in kind                                                    
what another person has provided.” 

— Dr. Robert Cialdini, —Influence: The psychology of persuasion and influence: Science and Practice 
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Speaking the right language  
If you are going to build the relationships that sustain a super future over a significant period of time you 
need to learn to speak multiple languages, and most importantly, the language of the senior leaders 
that you want to add to your network.   

In any company the things that are top of mind for the CEO will be different for the CFO and again 
different from the Director of Purchasing.  

If you are talking to the Purchasing Director he is interested in lowest price, special terms and 
conditions and finding ways to create a commodity competition to keep prices down. 

The CEO language is likely all about productivity, top line growth or risk management. If you approach 
the CEO speaking the language of the Purchasing Director, you will quickly be sent down to purchasing 
where they can not only understand you, but actually care about what you are saying. 

So, research what is important to the specific level of executive you are hoping to connect with.  
Thinking about how you and your organization can help with the issues specific to a C-level executive 
will be key to your value creation. 

How Can You Find Out What Is Important To C-Level Executives? 
When you meet with a C-level executive, be prepared to demonstrate that you are focused on his/her 
issues by doing some advance research. 
 

• Read their speeches (often on the corporate web site) 
• Read the company marketing material 
• Read press releases 
• Check out their LinkedIn profile.  See if you know someone they know.  
• Google the individual and the company.  

Open a conversation by referencing a success relevant to the company or them personally, and ask 
specific questions related to what you have learned in your research.  If appropriate to the conversation 
you may then get a chance to position your company.    

All C-level executives want to network with their peers.  Your company no doubt sponsors events 
through the marketing department.  Offering to set up a value based peer-to-peer session is a powerful 
way to set up value and ongoing relationship learning.  

Years ago the major focus for sales training was product knowledge.  Over time that has morphed to 
sales technique.  As you build relationships with higher level executives, earning their trust and buying 
motivation become more important.  You can optimize your chances of success by becoming a 
“Trusted Advisor” but this means you have to be aligned with what senior executive’s need and they 
must perceive that you are focused on their specific needs.   

A wise sales executive realizes the CEO was probably hoping to go through his or her whole life 
without ever meeting a salesperson pushing your product.  So, it is important to remember that the C-
level executive initially has no interest in you or your company.   Your challenge is to demonstrate first 
that you care about them and have been willing to invest in adding value to them.  

 



	

©2016	JRD	&	Associates	Ltd.	All	rights	reserved.	Presented	by	The	Balanced	WorkLife	Company	with	permission.				 					30	

 

EXERCISE	6	–	Adding	Value	for	your	Top	5	

From the previous exercise, write the names of the people who are your top five for focus in the table 
below.  Then find one or two areas of interest for each of them by researching their speeches and other 
public information or enlisting someone who knows them.  Once you have some understanding of their 
interests, decide how you could help them (add value) in one or more of those endeavors. 

 

Name Area of interest How Could I Help? 

1.    

2.    

3.    

4.    

5.    
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The Trusted Advisor Relationship 
Earlier in the program we introduced the idea of a “Trusted Advisor”.  The term “Trusted Advisor” is 
interesting; there is probably any number of definitions depending on who is promoting the idea.  The 
concept we like to use is based on the six levels shown in the figure below.  It helps to think of your 
implementation of value based networking as a journey if your objective is to become a Trusted Advisor 
to the key people in your network.   

  
Think of Level 1 in a sales situation:  the customer remembers being introduced to their sales rep, but 
can’t recall the name the next time they meet.    

There is little distance between Levels 1, 2, 3 and 4 because these steps can be relatively quick and 
easy.  But the distance increases significantly between Level 4 and 5.  It is a common error to think that 
someone truly values your relationship just because they are openly friendly! 

There is another big jump from Level 5 to Level 6 -- the Trusted Advisor relationship.  Think about a 
sales person who works with the same customer for many years and creates a value-based 
relationship with the decision maker.  Over time, they are asked for advice and options because they 
are trusted to help solve problems rather than push products.  

According to world-renowned professional advisors David H. Maister, Charles H. Green, and Robert M. 
Galford, in their book The Trusted Advisor, the key to professional success is the ability to earn the trust 
and confidence of clients.  The creation of trust is what earns you the right to influence clients; trust is 
also at the root of client satisfaction and loyalty.  Becoming a trusted advisor takes time and effort, and 
it will not happen over night!  However, the trusted advisor status can have huge payback.  
  
  

Level 2 
They know my name 

Level 1 
They don’t know my name 

Level 3 
They like me 

Level 4 
They are openly friendly 

Level 5 
They value me 

Level 6 
I am a Trusted Advisor 
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What benefits would you obtain if your clients and associates trusted you more?  

The more your clients trust you, the more they will:  

1. Reach for your advice  
2. Be inclined to accept and act on your recommendations  
3. Bring you in on more advanced, complex, strategic issues  
4. Treat you as you wish to be treated  
5. Respect you  
6. Share more information that helps you to help them, and improves the quality of the service 

you provide  
7. Pay your bills without question  
8. Refer you to their friends and business acquaintances  
9. Lower the level of stress in your interactions  
10. Give you the benefit of the doubt  
11. Forgive you when you make a mistake  
12. Protect you when you need it (even from their own organization)  
13. Warn you of dangers that you might avoid  
14. Be comfortable and allow you to be comfortable  
15. Involve you early on when their issues begin to form, rather than later in the process (or 

maybe even call you first!)  
16. Trust your instincts and judgments (including those about other people such as your 

colleagues and theirs) 

Do you have a trusted advisor, someone you seek out regularly to advise you on all your most 
important business, career, and perhaps even personal decisions?  

If you do, what are the characteristics of that person?  

If you don’t, what characteristics would you look for in selecting your trusted advisor? 
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EXERCISE	7–	Would	my	clients	view	me	as	a	trusted	advisor?	

In their book, Maister, Green and Galford also list the following characteristics of trusted advisors.  
Using the Golden Rule (we should treat others as we wish to be treated), you can probably make a fair 
assumption that this list is not much different from a list your clients would make.  

So, if you want your clients to treat you as their trusted advisor, then you must meet as many of the 
"tests" on this list as possible.  

Ask yourself:  Which of these traits do my clients think I possess?  (Not what you think you possess, but 
what they think you do!)  Put an X against all that apply.  If you suspect that you might not demonstrate 
all these traits, then how do you get better at each of them?  

1.   Seem to understand us, effortlessly, and like us 
2.   Are consistent – we can depend on them 
3.   Always help us to see things from fresh perspectives 
4.   Don’t try to force things on us 
5.   Help us think things through – it’s our decision 
6.   Don’t substitute their judgment for ours 
7.   Don’t panic or get over emotional 
8.   Help us think and separate our logic from our emotions 
9.   Criticize and correct us gently, lovingly 
10.   Don’t pull their punches - we can rely on them to tell us the truth 
11.   Are in it for the long haul, relationship is more important than the current issue 
12.   Give us reasoning (to help us think),  not just conclusions 

13.   
Give us options, increase our understanding of these options, give us their 
recommendations, and let us choose 

14.   Challenge our assumptions -- Help us uncover the false assumptions we’ve been working 
under 

15.   Make us feel comfortable and casual personally, but take issues seriously 
16.   Act like a real person, not someone in role 
17.   Are reliable and on our side and always seem to have our interests at heart 
18.   Remember everything we ever said ... without notes 
19.   Are always honorable ... they don’t gossip about others, and we trust their values 

20.   
Help us put our issues in context, often through the use of metaphors, stories and 
anecdotes – few problems are completely unique 

21.   Have a sense of humor to diffuse our tension in tough situations 
22.   Are smart, sometimes in ways we’re not 
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EXERCISE	8	–	What	level	are	my	relationships?	

Go back to Page 24 and look at your Top 5 List for Focus.  In the margin, write the level of your 
relationship with each of the people on your list.  Where is your relationship on the scale of Level 1 
(They don’t know my name) to Level 6 (I am a Trusted Advisor)?  Do you know?  What evidence do 
you have?  

Now, as you consider how you can add value to these people, consider also whether what you do for 
them will move you up to the next level and what you would have to do to have them believe that you 
are a trusted advisor to them. 

 

Once you’ve completed this exercise you have completed the second segment of the Value Based 
Networking Program.  You have taken some important steps toward networking with purpose and 
you’ve learned more ways to add value and maximize the effectiveness of your connections. 

The third and last segment that follows 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 build your VBN confidence level, think about using social 
networking to advantage, and make time for value based networking. 

These tips and ideas can help you set yourself up to succeed as a “Value Based Networker”! 
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Setting Yourself Up to Succeed  

Making Time  
It's true, you don't have time for networking ... there are 
clients and meetings and research and contracts and 
meetings, etc., etc.  But, if you want to make your work-life 
more rewarding, make time for networking!  

Networking is the single most powerful marketing tactic to 
accelerate and sustain success for any individual or 
organization!  

Think progress, not perfection.  Plan to take action.  For example, build the time you need into your 
Thursday afternoon reflection time.  

Let’s say you decide there are 20 people who are critical to your current and future success.  If you plan 
to interact with them every three months, that’s only 80 interactions a year … seven a month, less than 
2 per week.  

If you spend 15 minutes on the phone with these people, that’s half an hour a week.  In 15 minutes you 
can write a personal note.  You KNOW you have that much time every week … don’t you? It’s a matter 
of focus and priority. 

 

 

 

 

 

 

 

 

 

 

  

 
“It’s never too late or too early. 

Right now is a good time. 

Everything you could have been, all the accolades you could have won and all the achievements 
that have been nagging at your mind until now didn't happen for one reason only.  

You procrastinated. 
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Maybe	You	Don’t	Have	to	Do	it	All	by	Yourself	

Coordinated	Selling	and	Relationship	Grids	

An important aspect of Value Based Networking is coordinating the efforts of a sales organization that 
is selling into large business opportunity.  To optimize the value created for the client organization the 
sales executive has to form a partnership with his/her clients.  This means understanding the client’s 
needs and optimizing the coverage at all levels within the target organization.  To position yourself as a 
value sales executive versus a commodity sales executive, you need to build relationships at senior 
levels long before a decision is needed. 

There may be 5-10 senior executives where relationships are needed across a target company.  This is 
most effectively done in coordinated fashion across a whole sales team assigned to support an 
account.  

By mapping the right people in the selling organization to the right customer people you can optimize 
value creation.   

Focusing on value creation has a side benefit in that when an organization is clearly focused on value 
creation it will learn which byproducts are most important to the customer.  This allows optimization of 
special packaging, pricing or product support being offered.   It also sets up more efficient selling of 
subsequent deals over a multi-year period.  

The following diagram is an example of a relationship grid for a business to business sales group. 

This technique should be part of an Account Planning process where your team systematically thinks 
through and documents the goals and relationships that are key to customer value creation.  Our 
experience is this can be very powerful if part of the planning is done jointly with the customer. 	 	

 

CEO CFO CIO Purchasing CEO CFO CIO Purchasing 

  TOP PRIORITY EXEC  

Microsoft Frank Miller Bill Sokal/ 
Frank  

John 
Getz/Nancy

April 
Jones/Carol 

John 
Terrance/Sha

unna 
Dell Jim Dryburgh

Tom 
Delany/Jim Victor Smoltz  

Qualcomm Lori Dryburgh
Gary 

Granger/Lori John Sandala Sam Rawson
Riaz Bendali / 

Jim

American Express Carol M John 
Bender/Carol Michael Swift Dorothy 

Maddox

  Prospect accounts  

Pinnacle Power Nancy W Frank Watson 
/ Jim 

Brian Turcott John 
Thompson

Toyota Steve Hill
Bill Kamper  / 

Steve Bill Esterhazy Adam Gomez

GM Jim Dryburgh Frank 
Bigelow/ Jim Peter West Mary  Grange 

Relationship grid 
Close ongoing relationship

Some contact  / building phase 

LEGEND for CURRENT STATUS

Next steps 

Account Sales Executive 

Target Attendee Name

Identified 
No progress 
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Are	you	leveraging	all	the	resources	you	have	to	optimize	your	networking?	

Most organizations have very capable senior people in support roles.  They may come in a variety of 
titles: 

• Executive Administrators 
• Secretaries  
• Project managers 
• Process managers 
• Customer service reps 

 When you are reaching out to meet with a key target relationship what is your first contact with their 
office?  It is usually someone who answers their phone and manages their calendar.  If this person is 
on side with your request how does that improve your odds of success?  These people are also great 
sources of information on what is important to your relationship target. 

Why ask someone to play golf that hates golf?  If you are sending them a gift, how about something 
that will really resonate with them because they are a collector or fan?   

Think of the power if your support resource had built “relationships” with the support staff of your 
target?  This works highly effectively in business to business situations where you have built a 
relationship grid.  Every executive in your grid has a support person that could be a target relationship 
for your support person. 

Here’s an idea − Have your support people hold a series of luncheons for the support people that are 
the gatekeepers to the time of key executives in your relationship grid.  Think of facilitating them to 
create their own support network. 

This is a great opportunity for the people in support roles.  Remember all your value comes as a by-
product of creating value for others.  This the power of social networking applied to a practical problem 
of leverage.  

 Let’s flip this around and consider your opportunities when you are invited to join a group. 

• What industry groups do your target relationship belong to? 

• How could you join these groups? 

• Who are the key organizers or coordinators of these groups? 

• How could you volunteer or add value to these groups? 

• If a group does not exist could you create one? 

Many readers will be saying but I don’t have enough time?  But that’s just not true.  We all have the 
same amount of time … 24-hours a day and 7-days a week.  The question is:  “Are you investing your 
time or spending it?”   

Think through the synergy of all your target networks including family, friends and business.  How can 
you make them part of value based activities or events where you are the center.  Remember all you    
have to do is reach out, touch lives and add value.  You don’t have to worry about your objectives 
because the world will deliver everything you need for your success as long as you are the center of 
value creation for others.  This is the power of the law of reciprocation. 
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Harnessing	the	Power	of	Many	

 

 

 

 

 

 

 

 

 

You	can	interconnect	your	networks	for	more	leverage	

Bring your contacts together to meet each other, learn from each other and share common issues 
and/or points of view. 

For instance, on a personal note, use sports or experiential events like golf, spectator sports or 
mountain biking.  Invite a group of them for a dinner party or barbeque, a concert or local community 
event, or simply breakfast, lunch or dinner at a local club or restaurant.  

I once brought together three CFO’s from three separate but non-competing companies for a lunch to 
discuss common issues and concerns.  They all said afterward it was one of the most valuable 2 hours 
they had ever spent.  

For a business event, invite them to participate on public service committees you are involved with or to 
sponsor charity tables.  Ask them to take part in your meetings, perhaps provide their perspective of 
your company to your staff or you can offer to make a presentation to their meetings.  Offer to get them 
together with their counterpart in your company to share best practices and discuss solutions to 
common problems. 

EXERCISE	9	–	What	activities	could	you	leverage?	

What are some activities you could leverage for both individuals in your networks and for groups? 

 

 

 

 

 

	  

Desired	
Network

Internal	
Business	-
Matrix

External	
Business

Spiritual

Family

CommunityHobbies

Friends

Career

Internal	
Business
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Attitude and Confidence 

The	Attitude	Trap 
Vince Lombardi said, “Winning isn’t everything, it’s the only thing.”  To get closer to the truth, he should 
have substituted the word ATTITUDE for winning.  Complete the quiz below to get a gauge of your 
attitude. 

  1 2 3 4 5 6 7 8 9 10  

1.  
I can identify who is at fault 
when things go wrong.           I take full responsibility for how 

my day turns out. 

2.  
I am concerned with my ability 
to fund my current and future 
life style. 

          
I am highly confident in my 
ability to fund my current and 
future life style. 

3.  
I often talk to or commiserate 
with people when bad things 
happen. 

          
I look for the best in every 
situation, and the opportunity in 
every problem. 

4.  I expect and plan for the 
worst.           

I spend time visualizing 
tremendously rewarding 
successes instead of picturing 
failure. 

5.  
Change is highly over rated 
and new ideas usually don’t 
work. 

          
I embrace change, and love to 
learn and grow from new ideas 
and experiences. 

6.  

I often use sarcasm to make 
my point since many people 
don’t seem to understand the 
issues. 

          I speak in a positive, powerful 
and uplifting manner. 

7.  I rarely find time for personal 
development.           I read or listen to motivational 

information daily. 

8.  I read news magazines every 
week.           

I'm confident that I can succeed 
at whatever I do, as long as I 
simply take the right actions. 

9.  
I try to do most things for a 
period of time but if it doesn’t 
work out, I cut my losses. 

          I persist with passion until I 
succeed at whatever I do. 

10.  I stay focused on work 24/7.           Regular days off give me a high 
sense of personal balance. 

11.  I often explain the facts to 
others when things go wrong.           

I focus my time on seeking 
solutions rather than staying 
absorbed in the problem. 

12.  
I see myself as someone who 
works hard and doesn’t get 
the recognition I deserve.   

          
I see myself as someone who is 
capable, enthusiastic and 
committed. 

 Total            
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What	does	your	score	mean?	

ATTITUDE is a critical element for success because, even though you may have a passion for what's 
most important, until you also believe that you can make a real difference in your life, and those around 
you, nothing's going to happen.  

Nothing is produced, nor even attempted until you believe in yourself enough to transform your passion 
into action.  To reach maximum productivity, your body, heart and mind must all enthusiastically say 
"yes!" 

An Attitude score of >110 wouldn't seem to be holding you back.  

It shows that you have a strong core belief in your ability to succeed.  You are positive, proactive and 
willing to charge after anything you want — even if you've never done it before.  A "can do" attitude like 
yours is exactly what you need if you want to live a life of results.  

An Attitude score of >75 indicates you have a well-balanced attitude.  

You're willing to give most things a try and can predict some level of success.  This outlook transforms 
those "possibilities" into rewarding "realities".  When times get tough, and doubt begins to set in stay 
conscious of your mood and correct it immediately before it turns negative.  Keep pushing your comfort 
level, and always remember to celebrate your successes.  

An Attitude score of <60 makes it difficult to actually see ever-present opportunities, and believe you 
can turn them into positive results.  

It suggests that your core belief in your ability to succeed is weak.  You rarely perform at your best, 
because of your concern for what won't work instead of what will.  You would be much happier and 
more productive if you could start living a more positive expectation instead of a negative one.  Invest 
time with Dale Carnegie, Norman Vincent Peale, Napoleon Hill, or Earl Nightingale. 

 

 

 
Why do Sales People Fail? 

• 15% improper training – product and selling skills 
• 15% poor sales management 
• 20% poor or mismatched interpersonal communications (verbal and written) 
• 50% attitude  

 

 
  

 
"Success or failure depends more upon attitude than upon capacity." ~ Dupree Jordan 
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EXERCISE	10	–	Your	Network	SWOT	

Before you head out the door to meet a new client/associate, try this exercise.  Create a SWOT 
analysis of your personal networking Strengths, Weaknesses, Opportunities and Threats.  Simply 
generate a list in each box.  This exercise will create confidence before the meeting as you realize how 
well prepared you are to establish a new value based relationship. 

	

Strengths Weaknesses 

  

Opportunities Threats 
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Are you a Senior Sales Professional? 

If	so,	ask	yourself:		“Are	you	an	Intrapreneur?	or	Part	of	the	Bureaucracy?”		

The term “intrapreneur” has been around for a very long time and simply represents:  The spirit of 
entrepreneurship within an existing organization. 

Intrapreneur is a person who focuses on innovation and creativity and who transforms a dream or an 
idea into a profitable venture, by operating within the organizational environment.  Thus, Intrapreneurs 
are inside entrepreneurs….  

Intrapreneurs, by definition, embody the same characteristics as the Entrepreneur, conviction, passion, 
and drive.  The more the Intrapreneur expresses him/herself, the more the company is forced to 
confront its own effectiveness.  

Investing	in	Your	Intrapreneurial	Success	
Whether you are in sales or not – but especially if you are in sales – you need to take responsibility for 
your own success.  For example, most professional business people understand that dressing well will 
pay back their personal investment in clothes through promotions, customer acceptance, etc.  

In a 2008 CareerBuilder.com survey, 41 percent of employers said that people who dress better or 
more professionally tend to be promoted more often than others in their organization. 

That said, what else do you need to be more successful?  

• A laptop?  
• A Blackberry?  
• A new IPhone?  
• More expense money for client entertainment?  
• A personal driver to take you to work so that you can be making calls and getting ready for your 

day during your 60-90 minute commute?  
• A personal bookkeeper to track your family income and expenses, pay the bills, etc., so that you 

can reduce the stress of managing your cash flow? 

Many of you reading this may say, “That’s the company’s job to pay for those things. I shouldn’t have to 
pay for them.” 

But, if you are a true inside entrepreneur, you won’t let your personal productivity suffer from a lack of 
tools or expense money.  You will recognize that most entrepreneurs in this country don’t make as 
much as you do as a salaried and bonused employee yet they make these investments in their 
success. 

List five things that you could invest in that would improve your productivity and support your value 
based networking efforts: 
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Netting	it	out:		5	Success	Factors	for	Sales	Professionals	
1. Leverage your team to build business to business value  

2. Learn the language of the senior executive 

3. Know your value-focused elevator pitch and keep it brief 

4. Long-term relationships are a bigger success factor than product knowledge  

5. Too much preparation and product knowledge can work against sales executive success.  Can 
you stop yourself from talking about your products? 

	

Are you hoping to succeed in a large matrix organization? 
 

If you work in a medium to large organization chances are you have to deal with a matrix management 
structure where often the challenges seem overwhelming.  

Globalization has magnified these issues with cultural, language, and technology differences, to name 
a few. 

To be successful and thrive in this type of environment, it is critical that you maintain good and valued 
relationships with key people in the matrix.  

Often, when thinking about Value Based Networking in a matrix these questions arise: 

• How do I deal with responsibility and accountability but without authority?  
• I feel overworked and unable to escalate effectively - what can I do?  
• How can I function effectively when I continually have to get things done with people in other 

departments?  
• When people have agreed to do things, how can I improve the likelihood that they will actually 

deliver?  
• Why do I find it easier to get along with some people and not others, and how can I change my 

own style to work more effectively with people with whom I don't make a natural connection?  
• How can I best influence someone when separated by distance, culture, time and technology?  
• How can I improve my personal effectiveness, my worth and my profile in a business that is 

increasingly facing "global" challenges requiring international cooperation?  
• How can we reduce disagreements and eliminate unnecessary conflict in the organization? 

In a Booz Allen study of 294 top and mid-level managers from seven major multi-national corporations 
in six industries they found that the top five challenges of the matrix organizational form are: 

1. Misaligned goals 
2. Unclear roles and responsibilities 
3. Ambiguous authority 
4. Lack of a matrix guardian, and 
5. Silo-focused employees 
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Value Based Networking can help you deal with these challenges 
and improve your ability to deliver projects, negotiate for resources, 
influence others, and delegate project tasks.  

To do this you must determine who within each functional area has 
the ability to impact your goals; your ability to be successful.  Then, 
ask the same questions:  How might you provide value to them; 
help them meet their goals.  If you do not have an existing 
relationship with them, you may need to enlist the help of a sponsor 
who can provide an introduction.  

 

 

Use the table on the following page to decide with whom you should be creating a value based 
relationship.  
Example: 
You are the sales account executive for a large customer.  Your customer is frequently experiencing 
delivery problems.  You’ve been dealing with each situation as it occurs, but would like to engage your 
company’s Logistics organization in an overall review of the issues and how to prevent them.  You 
would like to connect your VP Distribution with the VP Procurement at your customer to facilitate a 
firsthand understanding of the problems.  The Director of Order Processing, George, is a friend of yours 
who knows the VP Distribution.  You decide to ask George to make a connection for you with the VP. 

 
Target 

Function/ 
Group 

Key Contact Level 
1-6 

Sponsor / 
Connector 

Value You Receive / 
Provide  

Next Interaction / 
Date 

 
Logistics 

Jason 
Quidd, VP 

Distribution 
1 

George 
Harvey, 
Director, 

Order 
Processing 

Leadership attention on 
a customer problem / 
Connection from VP 

Distribution to 
customer VP 
Procurement 

Call George to 
arrange meeting 
with Jason next 

week 

 
Now think of all of the other functional areas within your organization that you could provide value if you 
established relationships for mutual benefit. 
 
Complete the grid on the next page.  
	 	

Importantly,	employees	who	
operate	most	effectively	within	the	
matrix	are	those	who	deliberately	
reach	out	and	create	an	informal	
network	of	peers	and	supporters.	
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EXERCISE	11	–	VBN	Matrix	Relationships	
 
 

Target 
Function/ 

Group 

Key 
Contact 

Level 
1-6 

Sponsor / 
Connector 

Value You Receive / 
Provide  

Next Interaction / 
Date 
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Using Social Networking to Advantage 
Social Networking is a phenomenon that has seen a rapid growth over the last several years and it is 
continuing to evolve.  Used wisely, social networking is definitely a tool that can help you to succeed at 
Value Based Networking. 

The various sites help you to easily connect with people who you already know or with whom you share 
similar interests, and enable connections with people who might never have met in the "real" world.   

Linking up with "friends" on sites like Facebook is like a computerized version of mingling at a party.  
You can see their other friends (and those people's friends) and they can see your friends.  In 
comparison, it makes Joe Girard’s network of 250 seem very tiny!  Browsing through these 
connections, you might find other people you want to correspond with because you share a common 
passion, grew up in the same hometown, or because the person works at a company or in an industry 
you're interested in. 

As new sites for social networking proliferate it is important for a value based networker to stand back 
from the buzz and evaluate if and how you want to incorporate the opportunity into your program of 
networking with purpose. 

There are a number of practices that will help you use social networking to advantage: 

• Don’t measure your success at Value Based Networking by the quantity of your friends on 
Facebook or your connections on LinkedIn.  Scan your lists every once in awhile and 
guesstimate what percent of people represent a relationship above Level 2 (they know my 
name). 

• Don’t spend so much time on social networking that you don’t have time for Value Based 
Networking.  It is fun to continually check out the latest status or pictures from friends, but those 
may not be the value based relationships that will power your future. 

• Do think about which of your networks you want to maintain via particular social networking 
sites.  As an example, some people connect to friend and hobby networks on a site like 
Facebook and reserve sites like LinkedIn for business and career networks. 

• Do think about using social networking tools to establish or reinforce your personal “brand”.   
You can establish a reputation and become known for your particular expertise by carefully 
choosing the networking groups you belong to and routinely posting your opinions and 
commentary. 

• Don’t post anything that could reflect badly on you.  Are there things out on networking sites that 
would cause your current or a future employer to react negatively? 
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Taking it to the next level – the “WOW” experience 
First we need to define WOW:  it stands for What Others Want! 

That doesn’t sound too profound but it has BIG implications if you’re committed to creating WOW 
experiences for others.  People bring a set of expectations to each experience.  Those expectations 
may be conscious or unconscious, general or specific, vague or clearly defined.  Regardless, no person 
comes to any experience without some kind of expectation. It’s just the way the human mind works.  

The essence of WOW is this:  

You must exceed the person’s current expectations. 
Becoming a WOW person is one of the ways you can set yourself up to succeed at VBN.  If you’re a 
WOW person you would be known for things such as: 

• Always making it about the other person 

• Appearing to put great care and thought into things you do for others 

• Creating surprising or unique experiences for others 

• Exceeding expectations ... even when others didn’t realize they had expectations 

People with great attitude and high confidence will find it relatively easy to go beyond adding “value” to 
adding WOW.  Anyone can do it with a little planning.  First you must be able to identify which 
experiences you want to make a WOW, and then have a process - or a “technology” - for creating that 
outcome.  We call this “the how of WOW.”  It involves asking five questions:  

1. What is the experience I want to create or transform into a WOW?  

2. How will the person feel as a result of this experience?  (In other words, what is the specific 
outcome we want to create?)  

3. What specific expectations does a typical person bring to this experience?  

4. What does failing to meet someone’s expectations for this experience look like?  

5. What does exceeding someone’s expectations for this experience look like?  

To illustrate, let’s say we have realized that our product is more than that which we produce: it is the 
total customer experience, and it begins from the moment our customers walk into our corporate lobby.  
Deciding to make this a WOW experience we could apply the questions as follows: 

1. What is the experience I want to create or transform into a WOW?  The customer’s lobby 
experience.  

2. How will the customer feel as a result of this experience?  (In other words, what is the specific 
outcome we want to create?)  They feel that we must be an extraordinary company because 
they have never had a lobby experience like this.  They assume that we are somehow really 
different, and they can’t wait to experience more.  

3. What specific expectations does the typical customer bring to this experience? 

§ They expect the lobby to be clean, neat, and well lit.  

§ They expect the receptionist to be friendly and professional.  
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§ They expect the receptionist to call the appropriate person and notify them they have a 
visitor.  

§ They expect to be asked to sign-in and put on a visitor’s name badge.  

§ They expect to be seated while they wait.  

§ They expect to wait 5-10 minutes before being admitted.  

§ They expect a few, probably slightly out-of-date magazines to thumb through.  

§ They expect to be met by the person they are meeting. 

4. What does failing to meet customers’ expectations for this experience look like? 

§ The lobby is dirty, messy, or dimly lit.  

§ The receptionist is distracted, cold, or rude.  

§ The person gives them the third degree, almost as if they are asking them to prove that 
they have an appointment.  

§ They are told (not asked) to sign-in and handed a cheap, adhesive label.  They are told 
to print their name on it.  They affix the label to their coat, but it keeps falling off.  

§ There is nowhere to sit or all the seats are occupied.  They must stand.  

§ They have to wait for more than 10 minutes.  

§ There is either nothing to read or the magazines are badly worn and outdated.  

§ They are told where to go and have to navigate a building they have never been in. 

5. What does exceeding customers’ expectations for this experience look like?  

§ The lobby is clean, neat, well lit, and beautiful. It is decorated with interesting artifacts 
from the company’s history with little cards explaining the significance of each one.  A 
running fountain and a small indoor pond create a soothing oasis from the noise of the 
street outside.  

§ The receptionist has the title of “Director of First Impressions.”  She understands the 
strategic importance of her job and takes great pride in her role at the company.  

§ The receptionist always refers to visitors as “Guests”.  The term “Visitor” implies 
someone who doesn’t quite belong and whom everyone hopes leaves quickly.  The term 
guest implies someone who is to be honored and shown hospitality.  

§ The receptionist warmly greets the guest by name.  The guest wonders:  How did she 
know that?  The receptionist extends her hand and introduces herself.  She says, “It’s so 
nice to meet you (or see you again).  We’re glad you’ve come by today!” or “It’s so nice 
to see you again. The weather is a lot warmer than when you were here in March.”  

§ She then hands them a pre-printed “Guest” badge.  (If the person came in unannounced, 
she quickly prints a badge.)  It is magnetic, rather than adhesive or a pin.  It sticks to 
their clothes without damaging the fabric.  The guest’s first name is in big letters.  Their 
last name is printed in smaller letters underneath it.  

§ The receptionist asks the guest if they care for something to drink.  “I have bottled water, 
soda, or freshly brewed Starbucks coffee,” she says.  If the guest says, “coffee,” the 
receptionist asks how the guest likes it.  

§ The receptionist then says, “If you would like to have a seat, I will call [Name] and tell 
him you are here.  I know he’s looking forward to seeing you.  While we’re waiting for 
him to come down, I’ll get your coffee.”  
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§ The guest sits down on a comfortable chair and notices a selection of the most recent 
edition of several popular magazines, as well as a few industry journals.  In addition, 
there is a stack of one of our newly published books.  A small card next to the stack 
invites guests to take a copy with our compliments.  

§ The receptionist signs the guest in herself, after the guest is seated.  This process is 
completely invisible to the guest.  

§ Within five minutes, the person with whom the guest has an appointment steps into the 
lobby and warmly greets the guest.  As they leave the lobby, the receptionist says, “It 
was good to meet you, [Name.]  I look forward to seeing you later.” 

This is, of course, just an example. But it illustrates how you can transform any experience (even an 
“ordinary” one) into a WOW experience.  This process can really be applied to anything — a family 
vacation, a date with your spouse, or a company meeting.   As an example, rather than just take your 
client for a golf game, perhaps you could hire the club golf pro to accompany you on the round. 

"WOW is achieved when the experience makes such an excellent impression with the receiving party 
that it is shared with family and friends.  When striving for WOW, the by-product is an incredible 
experience, which impresses everyone with whom we come in contact." 

By the way, you don’t have to make every experience in life a WOW.  If everything is a WOW, then 
pretty soon, nothing is a WOW.  But, once you learn the distinction between WOW and NOT-WOW, it is 
difficult to be satisfied with anything less.  

What kind of experiences can you offer to create lifetime loyalty in your network? 
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In Summary   

Concepts and Themes 
If you have read through this workbook, listened to the CDs and completed each of the exercises you 
have a strong Value Based Networking foundation to build on.  You have: 

• Confronted the reasons you might find networking difficult and learned techniques to overcome 
them 

• Identified the people in all your networks and how you do or can add value to them 
• Started to network with purpose by identifying connections you want but don’t have, and 

choosing your top 5 for focus 
• Learned how to identify what people value through research and asking good questions 
• Thought about and identified the level of your relationships and how  to reach a Trusted Advisor 

level if that is appropriate  
• Learned techniques to “make time” by interconnecting your networks and leveraging resources 

and activities 
• Checked that your attitude isn’t a barrier to your success at Value Based Networking 
• Reviewed ideas for dealing with large matrix organizations, using social networking to 

advantage and becoming a WOW person 

As you practice your new skills there are some basic concepts or themes to keep in mind: 

• Value Based Networking will help you reach more positive business decisions, gain access to 
opportunities and enhance your career  - Why? -  because good, old fashioned personal 
relationships help you stand out above the noise of voice messages, emails, and mass 
communication. 

• All things being equal, people want to do business with their friends.  In fact, all things being not 
quite equal; friends will still have an edge.  

• To build high-value relationships you need to begin to give more value to others each day.  VBN 
is about adding value before you expect anything in return.  It’s about having faith in the Law of 
Reciprocity that says human beings like to “return the favor”.  If you want to create success for 
yourself, help someone else become successful first.  

• Good relationships are hard to build.  It's extremely difficult to understand what people really 
want, keep your promises and maintain a dialogue to ensure you meet their changing needs.  

• It’s better to choose your networks rather than just letting them happen. Because Value Based 
Networking is critical to making your future bigger than your past, you need to carefully and 
deliberately choose the people who could have the greatest impact on your short and long-term 
goals. 

• Although Joe Girard may have been the original and most famous Value Based Networker, 
everyone has role models to learn from.  Put some thought into who these people are in your 
life and how you could add them to your networking list and learn from them.  

• VBN is a definable repeatable process, so you don’t have to be a “born networker” to succeed.   
But you do need to learn the techniques and you do need to practice!!   
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Finally, did you see the movie Erin Brockovich?  Do you know why Erin was so successful?  It wasn't 
because of the way she dressed, or the way she spoke -- because she definitely could have used 
better language.  It wasn't her education either, although she was very smart.  It was the fact that she 
really cared for others, could relate to them, and others trusted her with everything they had.  
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The Balanced WorkLife Company  
Thank you for reading and working through this workbook on Value Based Networking.  We sincerely 
hope that you found it valuable and that you will complete this learning by implementing the strategies 
we outlined within it. 

Our focus is to provide you with the skills, competencies and techniques needed to break through the 
barriers that you encounter in your life.  These barriers are the challenges that can prevent you from 
being all you can be.  These are the barriers that keep you from getting that next promotion, that 
important project, that big account, that huge salary increase.  

Throughout your life, as these barriers arise, you must either break through them or resign yourself to 
the plateau you’re on; not rising to the next level.  And, when you do break through, then you need new 
talents, new skills, and new techniques to allow you to be successful.   

This process of barrier, break through and success is repeated over and over again.  We call it the 
OnBoarding for Life System:  How to Prepare Yourself, Your Employer and Your Family for your Next 
Quantum Leap and this is what our workbooks, workshops and coaching are aimed at.  

The OnBoarding for Life System is made up of four major principles.  The premise behind these 
principles is that in order to be prepared and able to jump on every amazing opportunity in life you must 
invest in yourself in each of these four fundamental areas.  Each principle has four steps that are the 
basis for achieving the principle. 

Master	Your	Uniqueness	 Define	the	Unstoppable	You		

Step	1	 Discover	Your	Exceptional	Talents	 Step	1	 Live	the	Dimensions	of	Balance	

Step	2	 Stay	in	Your	Talent	Zone	 Step	2	 Exercise	Your	Goal	Setting	Muscle		

Step	3	 Build	Exceptional	Teams	 Step	3	 Develop	Unstoppable	Confidence	

Step	4	 Align	Talent	with	Roles	 Step	4	 Prepare	for	Your	Quantum	Leaps	

Accelerate	with	Power	 Leverage	Your	Leadership	

Step	1	 Network	with	Purpose	 Step	1	 Accelerate	Your	Teams		

Step	2	 Master	Your	Time	 Step	2	 Integrate	Systems	for	Success	

Step	3	 Create	Powerful	Results	 Step	3	 Invest	in	Key	Relationships	

Step	4	 Make	Powerful	Connections	 Step	4	 Facilitate	Alliances	
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What Do the Principles Mean? 

First you must prepare for achieving your ultimate potential by Mastering Your Uniqueness.  This is the 
lifelong study, understanding and evolution of those things that you are truly exceptional at doing.  It is 
using your exceptional talents as the decision making process for everything you commit to in life that’s 
worth doing.   When you master your uniqueness, you improve the probability of achieving your full 
potential. 

The second investment is to Define the Unstoppable You. This means implementing and managing an 
ongoing goal-setting process that will drive your personal breakthroughs.  This gives you control of your 
life.  It prepares you for whatever obstacles are thrown in your way and ensures you achieve a balance 
... you get self-actualization ... a sense of purpose, accomplishment and well being.  You get to make 
choices and you become in control of your life vs. being controlled by circumstances. 

The third principle, Accelerate with Power, is acquiring the underlying skills required to power yourself 
into your future.  These are the skills without which you find it difficult, if not impossible, to make 
quantum leaps.  If you were a car, accelerating with power is the equivalent of supercharging your 
engine so that you can power through the obstacles you encounter in your life journey.  

Finally, investing in the fourth principle, Leverage Your Leadership, allows you to dramatically reduce 
the time you spend in one level before you justify moving up to the next.  It maximizes the return you 
give back to organizations for their investment in you.  You personally get higher productivity, higher 
business rewards, earlier success and more control over your time. 

If you enjoyed this book, you can obtain the entire collection of workbooks and attend our web-based 
and/or face-to-face workshops.  These workshops provide the reinforcement many people find they 
need in order to bake-in the behavioral changes required to implement these new skills and techniques. 

For a complete description and prices for each program, go to our website: www.BalancedWorklife.com 
or call (480) 314-0285 Ext. 1 

 

 

 

 


