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NETWORKING DOs & DON'Ts

THE GOLDEN RULES

THE SEVEN DEADLY SINS

Loosen up before you enter the room — do a shrug, hug,
squeeze and stretch to release the tension and relax.

Sticking with your friends and colleagues.

Work the room ruthlessly. Strike up a conversation with
everyone who is within three feet of you.

Being self-centred and talking me, me, me.

Be interested in the people you meet. Ask lots of open
guestions and use your body language to build rapport.

Not bringing pen and paper, or enough business cards.

Use free information to extend the conversation. Pick up on
what they are wearing, doing and saying.

Not being brave enough to dump the boring ones.

Be enthusiastic and passionate. Genuine passion will always be
clearly communicated and, most importantly, remembered.

Outstaying your welcome with the people you meet.

Leave on a high. Make sure you only spend a few minutes with
each person and then move on.

Diluting your efforts by being involved in too many things and too
many organisations.

Follow-up to build the relationship and develop trust.

Not keeping your promises. If you say you'll call them, make sure
you do it.
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