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7 Core Survival Tips 

for Networking 
 

 

 

Observing 100 or so people at Networking workshops this week has taught me 

something: even the brightest and most articulate can dread the prospect. When 

mention of core survival skills comes up, there is much frantic note-scribbling. 

Assuming some of you may be in the same boat then, here are some tips: 

1. Invent a purpose or research project to do while you are networking. This 

gives task and structure to the whole shaboodle. Your purpose could range 



from cheering people up, to enthusing about a new project to finding out the 

lowdown on a new director. Remember gossip is just another word for 

knowledge transfer. 

2. Get an opening line prepared. Here are some to avoid: ‘ I couldn’t help 

notice, but how long have you been suffering from stress?’ or ‘I hope you 

don’t mind me asking, but are those your own teeth?’ ( in Davies family 

archives). 

The queenie ‘ And what are you up to at the moment?’ may work better. 

3. Before the event you may want to mentally tag some interesting news 

snippets from twitter or other media. Then if the talk dries up totally, you 

have an offer. 

For reassurance find people who look similar to you: for creative 

collaboration, find people who are distinctively different. 

4. Work out beforehand who you would like to chat to and what about. Use 

Linked In and other resources to find out what their latest news is. Indeed 

this is calculating but if you are seeking collaborators, then it is a shortcut. 

Where you choose to reveal this level of interest, try not sound like a cyber-

stalker. 

5. Prepare an exit strategy. Useful ones include: you’ve had news to say a) the 

whole family has nits b) the burglar alarm has gone off c) pet dog is eating 

pet rabbit . 

Than make sure you thank big wigs and important types profusely for the 

excellent event, before heading off home early to drink cocoa and watch 

Spooks. 

6. ‘Do you know how long the period of incubation for Bird Flu is?’ is useful 

for getting rid of a bore. 

7. Never be desperate – instead ask lots of open questions. Breathe in and 

out slowly if your heart rate could come down. Quash shyness by reminding 

yourself that your experiences of shame and humiliation are of interest only 

to yourself ( notwithstanding specific preferences in your sex life ). 

Remind yourself that networking is about creating possibility and endorsing 

connection between people. Not much more than that… 

ps You can do all the above ( happened here recently) and still find yourself 

standing around like a prune for half an hour while no one talks to you. Even 



though by the end of this time my friendliness level would not have been 

misplaced on the streets of Pigalle. 

Problem?: all middle aged blokes in suits. Solution?: avoid these types of 

gatherings. 

Philosophy? : Am not in the club anyway! 

 

And Your Networking Offer Is…? 
 

 

 

Top request amongst clients at the moment is for networking workshops. Where 

fear lurks about redundancy, or falling sales or survival of an entire organization, 

networking provides a life raft of hope. But with less pressing need too, people 

want to develop their networking skills to learn and to build partnerships. We 

view it as a modern, usually cost-effective way of working , with some employers 

starting to include evidence of networking in appraisal. 

If this idea makes you shudder, then this post tries to make networking easier. 

Perhaps you’re assuming (wrongly) what’s involved is naked self-promotion. But 

networking is about conversation, exchange and connection. Just ‘doing 

networking’ will lead nowhere if you’ve not thought through what you bring to the 

party. Being clear about ‘What do I offer others?’ prepares you best to play the 

networking game of: 

 



I’ll Show You Mine If You Show Me Yours 
 

 

 

Some of us love to prepare for whatever we do. We should play to this as a 

strength. Here are some of the most common roles we play as networkers. Are 

there one or two of them that suit you best? 

Mood-Lifter 
Your purpose when networking is emotional, to give others a laugh, new 

sense of perspective or endorse their self-image. Online we can experience 

this by visiting cherylcerl or dianainheaven at twitter, or zenhabits and 

sethgodin to feel cool and enlightened. 

Being a mood-lifter involves more than empathy, a stronger projection of 

emotion. It’s about entertaining, inspiring, reassuring or even satirizing 

others. 

Intelligence Officer 
You are what The Tipping Point describes as a maven, in itself a 

maven-like book, with its application of social psychology to various 

aspects of life. You are likely to be steeped in knowledge and news 

about your subject area and geekishly delighted to share this with 

anyone who wants to know. Learning is more important to you than 

influence. 



People Connector 
You are socially promiscuous and enjoy having many friends through 

social or live networking. These may be through what psychologists call 

‘weak ties’. People Connectors can always find ‘a person who does’ and 

will often facilitate people from different parts of their lives meeting 

up, if they spot common ground. Their top question is ‘Where’s the 

connection here?’ . Wielders of greatest influence, these days. 

Researcher 
You are very interested in other people and what makes them tick. This 

role is a sanctuary for the shy person as it offers them the opportunity 

to ask lots of questions of others , going from the bland and general 

‘What is keeping you busy at the moment?’ to the more specific ‘And 

was that your first experience of horse whispering?’. 

If stuck for inspiration, adopt this role – it takes the heat off you. 

Benefactor 
You are able to give advice and opportunity to others without requiring 

much in return. Starting out, a friend took me along to a networking 

talk and meal. The woman next to me asked me what I did. She said ‘ 

We need your services at my place. I run Gatwick Airport. Phone my 

PA on Monday’. They were clients for seven years. 

Benefactors derive satisfaction from mentoring others and seeing 

potential develop. They deserve much appreciation. 

More posts about this subject soon. Meanwhile as the festive season 

approaches, please enjoy creating your networking output , as much as 

considering ‘what’s in it for me?’. 

 
 
 



Is Your Story Worth Sharing? 
 

 
 
So… once upon a time, there was a leader/coach/teacher who wasn’t getting 

through to their people/clients/children as well as they wanted to…and then they 

discovered the art of story. From then on… 

You can decide what happens next. Maybe they become a best-selling novelist, or 

comedian or inspire their pupils in a most profound way… 

‘Story’ is a most trendy idea, currently, despite being a form of communication we 

humans have used since developing language. It’s one of our core sense-making 

devices – the other being how things are similar and how they are different. Or 

comparison and contrast. 

Most of our beliefs about our world and our interpretation of events are based on 

story. Very often a vivid and apt story, a parallel depiction of what we want others 

to do or think will be much more inspiring than a barked ‘You have to do this, 

because-’ 

Why? Well, story taps into our fantasises and our feelings – deep influences on 

our decision-making – however rational we may like to view ourselves. 

Here’s how story works: 
Something happens: there is an incident of some description : ‘a much put-upon 

and down-trodden person would like to go somewhere amazing’ 



Something blocks this: a complication gets in the way of what the incident sets 

up : ‘ the person has vile other members of their family who would not entertain 

the idea’ 

Tension and conflict build: behaviour and events move to a crisis: ‘the vile family 

members abuse the put-upon individual till they can almost tolerate it no more’ 

An intervention occurs: something external or internal affects the central 

character and there is a reversal : ‘the vile family members go to the amazing 

event, and a character from another world appears to help the victim’ 

Events escalate: once fortunes have reversed, events happen quickly and end in 

some sort of resolution: ‘the victim goes to the amazing event and meets her 

saviour there, who has to battle to save them. The vile characters get their come-

uppance’ 

 

And yes, you’ve just read Cinderella. 

The more inevitable the sequence of events, the more compelling the story. 

All stories have dynamics which revolve around the quest, the voyage and return, 

the comic – where confused goals and interpretations feature, the tragic – where 

lack of self awareness and metaphorical blindness features, an overpowering 

enemy – fate, the environment, alien power for instance. 

Transformation and reinvention often figure and so do spectacular rises and falls 

in fortune. 

There is over 700 pages of somewhat meandering description of all this here. 

The extent to which a story grips usually depends on how much we identify with 

characters and their goals and the tension and fear created by the conflict. 

Whether we like it or not, in meetings, presentations and interviews, as well as 

more obvious contexts like media and colleague briefings, we spin stories. 

And our most compelling stories tap into what is currently happening in the 

zeitgest and have a vividness that humanizes their impact. They have a collective 

sense-making impact. 

So, what’s your story and what makes it worth sharing? 



Communicating With Oomph 

 
 

• Fuss Free Presentations 
• You Talk - But Who Listens? 

• How To Spot A Collaborator 

 
Fuss Free Presentations 

: Planning 
 

 

 

This is first in a series of a stripped-out approach to communication skills at 

work, looking at what’s critical. The advice is based on practical experience 

building engagement, dynamism and impact – and also on interesting insights 

from academia. 

You can use these guidelines with large audiences, small meetings and 1-2-1, and 

they will help you prepare fast – and without fuss. 

Your Research 
Let’s leap right in and ask yourself: 

What is the subject you are addressing? ( should be short and succinct) 



Who is the audience? ( backgrounds, needs, concerns) 

What do you want them to think, feel, say and do as a result of your presentation? 

What is the long term impression you wish to make on them, if any? 

Where you’ve the luxury of time for preparation, allocate the largest amount to 

finding out about your audience – what their reputations are, the type of 

decisions they’ve made in the past and what their pet themes are. 

Your Format 
My favourite image for useful structure is a tomato sandwich. 

 

At the outset, this gives a reason for your case, and benefits and threats for your 

audience. Then, at maximum 5 pieces of evidence/illustration/scenarios to build 

your case, followed by a sign off, repeating your position at the start, and 

including any action you require. 



Or to simplify even further: hook the audience, give them evidence, suggest 

action. 

There you go: fuss free, I hope you agree. 

 
 

 
You Talk – But Who Listens? 
People seem to be burbling about the conversation that is social media, 

everywhere I go. And many of us blogging will know the exhilaration of ‘ I talk!’ 

followed by the let-down of ‘ But is anyone listening now?’ 

Estimates are that in live interaction, generally, 38% of the impression we make 

on others comes via our voices. So I thought we should start with how to sound 

relaxed , but authoritative – like we know what we are talking about and should 

be listened to, but are not uptight about this. 

Ins and Outs 
Our breath is the basic power of our voices. If we let this drop low into the bottom 

part of our lungs, so our stomach muscles relax out as we breath in, we get most 

power for least effort. When we talk , our pauses give us time to let this breath 

drop down. Where we snatch breath in quickly – and often so we can hear it, like 

a slight gasp – we don’t give ourselves a chance to let our breath get low and 

ample. 

Plus while our listeners may not be thinking ‘Wow, they sound gaspy and 

desperate!’ 

they won’t be hearing ‘cool and controlled’. 

So if you’re getting delivering a vlog, or talking in an interview, business pitch or 

presentation , just take a moment to rest your hand on your stomach, and check 

your breath is dropping in there. 



You may find yourself pausing slightly longer than usual, but you will produce 

more breath to keep talking at pace and with energy, once the words come 

tumbling out. 

And best of all these pauses have an effect on listeners. In that role, they make us 

feel we could chip in if we want to, as the tone is conversational. When you pause 

before answering a question, it often sends out signals of ‘ Right…interesting 

question and I need to think about this before I answer’. 

Effect on us as listeners? Not surprisingly: we like it. 

Much more on how we talk coming soon… 

 

How To Spot a Collaborator 
 

 

 

and what to do when you’re stuck with 
someone who isn’t. 
Talk of collaboration and partnership is everywhere at the moment: it’s one way 

of making the recession seem less grim. Setting up several new projects reminds 

me that some people have far stronger co-working instincts than others. 

Here’s how to spot signals for easy collaboration early on – and how to cope with 

someone who is a resolute soloist. 



First Encounters 
When first we get together in a team, the way we react with each other will set an 

unconscious pattern for the rest of the project. So a very formal start, with 

everyone sat round a table with their own tribe, will make honest and open 

interaction during the project more difficult. 

And the same goes for us as individuals. In the very early stages of collaborating 

with someone the following signs bode well: 

§ Setting up arrangements with them is easy: they don’t go on and on about 

how busy they are (self-importance syndrome) and they return our 

messages fairly promptly. 

§ They may be assertive but allow for us having a life and a viewpoint too 

§ So they find out about us : and are able to say what their aims, areas of 

specialization and enthusiasms are. In other words, they can describe the 

boundaries of their role. 

§ When conversation with others is not relevant to us, they provide us with 

context and explanation, rather than cutting us adrift. 

Getting Horney 

 

Body language, eye contact, and facial expression, as well as voice signals, can 

indicate ‘potential collaborator’. Karen Horney - now that’s a great name for a 

shrink – was a contemporary of Freud, who had a profound but simple idea. 

She said in our dealings with each other we have dynamics: to move towards, to 

move away from or to move against the other. So movers towards are likely to: 

§ Look at us plenty and react to what we say 

§ Lean towards us , angling body and energy in our direction 

§ Be keen to find common ground in conversation and explore common 

understanding of the project 



Where you’ve got all this going on from someone, you can risk looking up at the 

sky and seeing your completed project up there, surrounded by a rosy halo. 

But… 
What if we are stuck with collaborators who are movers away and movers 

against? Who may regard us as a potential poacher, or a cleverer dick than them 

or who are insecure about team working? Then: 

§ Remember your main aim is to reassure: spell out the limits of your 

knowledge and interest and clarify your territory is not necessarily the same 

as theirs. Their borders can risk remaining open. 

§ Give them good examples of project roles you’ve taken in the past. 

§ Offer them your knowledge freely and openly. 

§ If not competitive with them, share with them your long-term aims. The 

more they know about where you come from and where you are going the 

better. 

§ Disarm through open questions of the : ‘Please can you help me with a 

steer here?’ variety. Inflamed egos love these. 

Final Protection 
If all else fails with a resolute soloist, then we need to protect ourselves. Get 

the project carved up into chunks as soon as possible. Organize if you can to 

work in your own space on deliverable results, which can be measured and 

specifically attributed to you. 

More people want to be good collaborators than don’t. It is increasingly the 

way of the world. And if you are happily and sufficiently different but 

similar, you may have decades of co-working ahead. Good collaborators are 

valuable assets: good luck to you in finding and keeping them. 

 

Do hope you've enjoyed all this information and found 
it useful - if so please tell your friends! 

Philippa x 



 

 


