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The Care
& Feeding
of Your Network
A manifesto that will make you popular, happy, wealthy
and the life of the party. Or at least will help you get what
you need without begging. continued >

by Bob Allard and Richard Banfield
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Network: (n) a group of people that are all well-known by a person
Network: (v) helping people that you know get what they need and
want, so that they will feel compelled to reciprocate.
A network is a living organism. It needs to be fed, and will not be healthy if its diet is mostly
junk food. Business cards from a conference, lists of alumni from your college, and people
that you meet on any number of social networking sites are the junk food of networking. It is
very hard to grow a healthy, vibrant network if you feed it these.
So, what do you do? How do you feed your network so that it is healthy, vibrant and happy?
How do you get 100, 200, 500 people thinking about how they can help YOU with your project, your passion, your school, your business?
You feed your network CONNECTIONS. Introductions that are thoughtful, creative and very
useful will make your network a powerful extension of you, and will create enormous leverage for everything.
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Be Authentic
You can’t fake caring. You actually have to care.
(Sociopaths need not apply.)
This may seem simplistic, or even insulting, but I am very serious, and it really makes a difference. Only sociopaths can fake sincerity well, so unless you are a sociopath, you will not
be a good networker unless you figure out that it matters to actually care about the success
of the people that you meet, and the people in your network.

Reap what you sow
The Golden Rule, yadda, yadda.
OK, so we’ve all been to some version of Sunday School, or seen an example of it on TV. The
idea is so screamingly obvious that I hate to even bring it up. But here goes: people will help
you if you’ve helped them first.
Not all of them, not right away, not on your timeline, not exactly when you think you need
it, but it WILL happen. EVERY successful person will admit in a quiet moment at the end of
their illustrious career that they never would have made it if it hadn’t been for the small effort
of a few people who helped them along the way. Uncle Jim set up an interview with his college roommate who needed an accountant. Joe, your neighbor, had a cousin on the selection
committee of the school, and he put in a good word. Etc.
It all begins with YOU. Say “UNCLE!”

| iss. 21.04 | i | U |

x

|+|

h

/10

f

ChangeThis

Networking is Not Selling
Huh?
To network is to build a high-performing team whose members all look out for one another
and each other’s networks. Networking is giving. Those in your network will let you know
when it’s OK to sell to them, in fact, they’ll be happy to have you work with them!

Networking is not “networking”
Huh??
The “average” networkers are making the critical error of only looking out for themselves.
That’s because they approach networking like they would approach building a house: treating it like it’s a task. If you’re building a house you need to gather a group of talented people
around you: a contractor, an architect and a dozen sub-contractors to get your stuff done.
Building a network is completely not like that. It’s not about collecting people around you to
get your stuff done. People get confused because they think the best network they can have
is full of people who can get them things. This is also true of salespeople who think that
networking translates into a numbers game. The more names, business cards or links they
can collect the greater they believe their network will be.
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Five steps to greatness in Networking
q Know what he/she is working on. You have to ask,

“So, what are you working on?” (Not,
“What do you do?”, or “Would you like to see these really nice steak knives?”)

w Think creatively about how to help. There are different ways your network can help

someone with their project (whether finding a new car, a new career, or some new way to
apply epoxy to titanium). Within your small network, you know all sorts of people: relatives, classmates, associates from work, neighbors, guys on your softball team. The more
you care about what they do and know, the more useful you will be at introducing them to
your network.

e Make a meaningful introduction. This is the hard part, but relax! It will get MUCH easier
the more you do it, and it feels good when you make a great introduction! Think about
the 100 people you know, and then focus on the 1,2 or 3 people that could be helpful
to the person in front of you. Ideally, the person you introduce them to will also receive
some sort of “win” from the introduction, but this is not critical at first. (That is an advanced skill.)

r FOLLOW UP. Just like sales, this is a greatly underutilized step, and one that has tremendous potential. Calling up a friend to see if they’ve heard from an introduction you’ve
made is a great reason to give someone a call. And it is part of the TRAINING process.

t Keep your network informed about what YOU are working on. This is NOT selling, and

does not even feel like selling. Remember, you’ve already asked them what they are working on, you’ve introduced them to people that could help them, you’ve followed up with
them in a few weeks. You’ve proven, with real, tangible activity, that you CARE about them
and their needs. You feel their pain.
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Help your Introverted Friends
Half of us are chronically shy—but they are the ones who know how to
do all of the really hard stuff…
The trouble with only networking with those other people who network, is that half the world
is not going to be at the conference and chatting you up. These people are not impressed by
the 2,100 links that you have on LinkedIn, or the 3,254 contacts that are in your Palm Pilot(s).
They are too busy solving the complex problems that get them excited.
This poses a problem: if half of the WORLD doesn’t network, how do we include them in our
network?
The answer is simple—introduce them to people who can help them get their project done,
and they are now “networking”. Amazingly, engineering, art and other career havens for
introverted people are chock-a-block FULL of people that you have to know to get anything
done.

Lather, Rinse, Repeat
This is not a trick. It takes practice.
There are no shortcuts here, other than caring more and being more creative about who can
help who, how, where and when. Timing, luck, serendipity, coincidence, karma, whatever
you’d like to call it, it happens more when your network is all pulling in the same direction.
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It is like riding a bike, cooking, playing the piano, golf (ok, not golf. Golf is much harder). The
more you do it, the more you explore your network for new interests, skills, projects, visions,
the more you will be able to bring VALUE to it, and the more it will VALUE YOU!

The Big Picture
This is bigger than you, and your job search.
OK, I’ve got to tell you the truth... I’ve got bigger fish to fry. The world is in desperate need
of people who actually care about getting stuff done. I mean the real stuff. Poverty, AIDS,
illiteracy, violence, depression, drug addiction. Lots of people need lots of help. We all need
to care more about others, and this manifesto is a sneaky, subversive way to get people out
of their own stupid, quarterly profit, sales pipeline, Monsterboard/LinkedIn/Ryze, startupcrazed lifecycle and into the “what can I do for you?” mode that will allow our rapidly-shrinking, complicated-as-hell world to MAYBE survive another few centuries.
So, I ask you:
“What are you working on?
”What can I do to help?”
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About the Authors
Bob Allard is an entrepreneur, musician and philosopher with a talent for successfully bringing people
and ideas together. He has founded and assisted many successful companies on his own and through
his company, ExtensionEngine, a software development center based in Split, Croatia that focuses on
mobile and database application development.

Richard Banfield lives in Boston, MA with his wife and two boys. Richard is a serial entrepreneur with
a focus on early to mid stage web companies. His current venture, Fresh Tilled Soil, has delivered

business strategy, web applications, marketing campaigns and websites to clients in the US, UK, and

Africa. He has lectured on the subjects of marketing and online advertising and has authored guides
to sales, account management, global business development and marketing strategy.
Website URL: http://youshouldmeet.com
download this
This manifesto is available from http://changethis.com/21.CareFeedingOfNetwork
send this
Click here to pass along a copy of this manifesto to others.
http://changethis.com/21.CareFeedingOfNetwork/email
Subscribe
Learn about our latest manifestos as soon as they are available. Sign up for our free newsletter and
be notified by email. http://changethis.com/subscribe
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WHAT YOU CAN DO
You are given the unlimited right to print this manifesto and to distribute it electronically (via email,

your website, or any other means). You can print out pages and put them in your favorite coffee shop’s
windows or your doctor’s waiting room. You can transcribe the author’s words onto the sidewalk, or

you can hand out copies to everyone you meet. You may not alter this manifesto in any way, though,
and you may not charge for it.
Navigation & User Tips
Move around this manifesto by using your keyboard arrow keys or click on the right arrow ( f ) for
the next page and the left arrow ( h ). To send this by email, just click on
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Having problems saving to disk?
First, make sure you have the latest version of Acrobat Reader 6 which you can download from

http://www.adobe.com/products/acrobat/readstep2.html. If problems persist, it may be due to your
Acrobat Reader settings. To correct the problem (for Windows), a reader, J. Hansen, suggests going
to your Acrobat Reader Preferences > Options > Web browser Options. Check the “Display PDF in
Browser” option. Then click on Save to Disk
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Born on date
This document was created on 24 February 2004 and is based on the best information

available at that time. To check for updates, please click here to visit http://changethis.com/21.
CareFeedingOfNetwork
some rights reserved
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Copyright info
The copyright in this work belongs to the author, who is solely responsible for the content. Please
direct content feedback or permissions questions to the authors: bob@extensionengine.com
richard@freshtilledsoil.com

This work is licensed under the Creative Commons Attribution-NonCommercial-NoDerivs License.
To view a copy of this license, visit http://creativecommons.org/licenses/by-nc-nd/2.5 or send a
letter to Creative Commons, 559 Nathan Abbott Way, Stanford, California 94305, USA.
Cover image from http://istockphoto.com
ABOUT CHANGETHIS
ChangeThis is a vehicle, not a publisher. We make it easy for big ideas to spread. While the authors
we work with are responsible for their own work, they don’t necessarily agree with everything
available in ChangeThis format. But you knew that already.

ChangeThis is supported by the love and tender care of 800-CEO-READ. Visit us at main site
www.800ceoread.com or at our daily blog blog.800ceoread.com.
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