Building your network - your current network

The first step to developing a really great
network is to realise that you are already
well connected.

Consider all the relationships you have
built, in particular those which are
current and active. Include your current
business colleagues, clients, suppliers and
acquaintances. List these in the first
column in the table on the right.

How did those relationships come about?
Jot down a brief note in the second
column.

Now think back to anyone you have

introduced them to? Jot this down in the
third column). Have you reciprocated?
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Your key contact

Who introduced you
to them? How did you
meet them?

Who did you
introduce them to?
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Building your network - looking to the future

Now ask yourself:

. Who else should | know? Enter this
in the first column)

. How can | meet them? Enter this in
the second column

Looking at the list, which relationships do
you want to start develop first? Which
can wait?

Jot down the timescales you’ll set for
developing these relationships.
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Contact/ Organisation

How can | meet them?
Who could help make an
introduction?

My priorities
(related
timescales)
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Building your network - mapping it all out

In each of the
boxes with a
solid line, put
the name of
each of your

current
contacts.

In each of the
boxes with a
broken line, put
the name of a
target contact You
you’d like to — —

develop a
relationship
with.

Draw lines ——
between any

contacts that

know each other |
and highlight .
those where you |
have made the
introduction.
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Actions going forward

Now list the actions you want to undertake to build and protect those relationships. Keep revisiting your network map - when you’ve
forged a relationship with one of your prospective contacts, draw over the outline of the box so it becomes a solid line. When you

make an introduction or learn that two contacts know each other, draw in that line too. Keep setting yourself new tasks to keep the
relationships developing.

Contact (existing or prospective) Action Timescale
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