
DOs AND DON’Ts OF NETWORKING 

Networking.  According to Wikipedia, networking “is a socioeconomic business 
activity by which groups of like-minded business people recognize, create, or act 
upon business opportunities.” 
 
That may be true, but it sounds so dry, so un-inspiring, and not much fun at all.  (I 
didn’t call my business Speak Your Passion for nothing). To me networking, in its 
most beautiful sense, is about building bridges and connections.  It is a long term 
investment, a mining of opportunities, a discovery of potential.  For some businesses 
there is the opportunity for the immediate sale.  But for most, it is a series of 
conversations, a trading of cards, a handshake and a promise to connect further. 
  
So how do you make the most of that opportunity?  Odds are you’ve just spent 
several hours and probably a few dollars to attend an event.  At the end of the day 
what are you left with?  If you are like most people, it’s a stack of little cards that you 
will put on top of your desk – meaning to do something with them.  After a few days 
you will probably move them to a drawer.  Months later, sick of seeing them and not 
remembering anyone, you will most likely toss them in the trash.   
 
But I stay STOP!  It is time to change that pattern. 
 
 
 
 
 
 
 
 

Networking is a goldmine of possibilities and 
those little cards are the treasures.   In order to 
reap the benefits you have to pay attention to 
some basic do’s and don’ts.  Many of these are 
common sense and some are common courtesy.  
But if you follow these simple guidelines, I 
promise you will begin to see the rewards. 
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Things to DO:   
 
Do ask more, talk less.  Take the time to ask questions. When you meet someone for 
the first time, how can you tell if there is a potential match if you haven’t learned 
anything about them? 
 
Do pay attention to the answers.  Communication is a two way street.  You have to 
listen.  There are so many clues in their responses.  Listen for what they are looking 
for, what their interests are, and who they might know.  
 
Do share what you do in a concise clear way.  The focus needs to be on how you help 
your clients and what those benefits are.  The more they understand how you help 
your clients, the better they can refer you. 
 
 
 
 
 
 
 
 
 
 
 
Do follow up. This one is huge.  Even if there was no immediate sale, it is amazing 
what can come from a conversation afterwards.  I’ve had more than one casual chat 
turn into an actual client.  So use those business cards, pick a couple of folks you 
resonated with, and give them a ring.   
 
 

“A rock pile ceases to be a rock pile the moment a single man contemplates it, 
bearing within him the image of a cathedral.”  
Antoine de Saint-Exupery, ‘The Little Prince.’ 
 
 
 

Do share yourself with authenticity and 
kindness.  We are all in the same boat: a 
little shy, a little awkward.  For some, 
this is downright nerve-wracking. So 
imagine what a difference it would make 
if you reached out in invitation, if you 
were the one who said “Welcome.” 
 
 
 



Things Not to Do: 
 
Don’t just hand someone your card and walk away.   
 
Don’t spend 30 minutes talking to the same person.  The idea is to meet some folks, 
make an initial connection, and then move on to meet some others. 
 
Don’t do all the talking.  A common mistake is that we ‘pitch’ ourselves to the other 
person. 
 
Don’t make assumptions.  You have no idea who they are, what they are interested in,  
or who they might know. 
 
Don’t speak to one person while keeping a lookout for a better ‘prospect.’ 
 
Don’t text or email while you are speaking to someone – this goes beyond rude. 
 
In summary:  
 
Networking, if looked at in the proper light, has the potential of being highly 
productive.  In this age of information and technological overwhelm, people are 
longing for the personal touch.  And yes, it can be fun. 
   
So the next time you go network, make sure to go in with the right attitude:  
 
 Grace and kindness,  
  Curiosity and openness, 
   The spirit of adventure and opportunity. 
    
 
This life is a wondrous thing and you never know who you might meet, or how your 
life might change because  you had the courage to truly connect.  
 
To your journey! 

“You see things; and you say, ‘Why?’ But I dream things that never were; and I say, 
‘Why not’?”  
– George Bernard Shaw 



Marianne Simon: 
 
Marianne Simon is the founder of Speak Your 
Passion, a company dedicated to helping people 
step into their light as speakers and communicators. 
It is only from this place of passion and vision that 
we can truly spread our message, build our 
business, and change the world.  
 
With over 20 years as an actress, director & writer, 
and 12 years experience as a landscape designer, 
Marianne recognizes the power of Nature and 
creativity in supporting our dreams and visions.  
For more information contact Marianne@Speak-
Your-Passion.com, or call at 310-399-4899. 
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