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Part 1 - Rationale




Why Network

lenges

nat you do

no influences your results?

N0 pays you and recognises your value?
— How can you reciprocate?

— Your channels to connect

— Why are you interesting?
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Where to Network

Off line

— big fish

— conferences

— associations

On line

— .... a Revolution
LinkedIn
Twitter
o TwitterFall
 TweetDeck
Facebook
Sharing Bookmarks
e Delicious
« Digg
» Google




Critical Elements

What Is your value?
Give before you expect to receive

Levels of Network
— New Contact

— Knowledge Contact
— Close / Key Contact

Who are the connectors?







Deep networking techniques

Build your own community
Vary the types of community

Online
— Eg LinkedIn
Contact Programme

— Networking events
— Dinners







Where to begin?

e Start with the End in mind

o Strategy
e Tactics




Does it Work?

Attend conferences
Intramezzo as an example
Series of Networks
Practitioner
— Rather than a specialist
Theory
— 6 degrees of separation
 Now 4.5 degrees
Putting my own network to the challenge
— Background
» E-mail referral programme
— Results










Components

o Activity

— List building

o Speak at conferences

echnology

— List management

— Internet

e Blogs

e Results




Close Commercial Experience
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Contacts
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Key contacts (350) * Influential Contacts

» Past clients
e Connectors
 The Boulevard
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Contacts
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» Tagged Executives

* Power8
* Venturing & Investment
e High-tech ICT
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Contacts
Value
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e Connectors
 Large networks

» Great networkers
» Willing to share
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Relationships

o Activity
— Quarterly networking events
— Dinners
— Awards
— Roles
— E-Zines
— Blogs

— Being front of mind




Strategy

o follow the money
— VC and Angel Communities in UK & EU

* Networking

— Memberships
e Events

— Being seen to be there




Spin-outs

he Boulevard
— Jobs board

— Events board
— Community

* Rising to 2,000 over the next two years




Independent Network

Cambridgel100

Engage with the Regional Captains of
Industry

Integrate with the senior executive

freelance and Interim Management
community

Asset for the Region — becoming
Integrated




Book List
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Conclusions

Why network?

What makes you interesting?
Motivation

Commercial ‘Close’ Experience
Being front of mind

Deep Networking Technigues
Give before you expect to receive

Start with the end iIn mind







