Get the balance right - be strategic enough to
recognise where there are gaps in your network
but not so results-focused that people feel
‘networked’ by you.

Think long-term. It’s easier to ask for help from
someone who knows, likes and trusts you rather

than from someone you have just met.

When working on your objectives, understand the
support you need and who can provide it.
Who are your:

e Influencers

e Introducers

* Implementers

e Sources of Information, Insight or Ideas?

Remember PIE. In Harvey Coleman’s research, he
identified that Performance accounted for

just 10% of successful promotions. Image was 30%
and Exposure was 60%. It’s not just what you do but
what people perceive to be the value you bring and
who knows about it.

Top 7 Tips on Building Professional Relationships

People will help you for one of three reasons:

* They are told to

e There’s something in it for them

e They like you
The first two are about them, only in the third
instance do they have any interest in your success.

The support you need might not always come from
the person in your network but they can be

the gateway to that help. Remember Six Degrees of
Separation and be open to introductions to

your network’s network.

People have a life beyond the life they have with you.
Just because somebody’s job title or relationship with
you is not relevant to the help you need, it doesn’t
mean that they don’t have insights or connections
that could be useful.
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Connecting is not enough





