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Keeping in touch: energising 

or boring? 
By John Niland 

Most professionals tell me 
they get their best 

opportunities via people 

they know. I recently 

introduced two people that 
otherwise would probably 

never have met each other. 

Even if they had met, it's 

highly unlikely that the guy 

with the need would have 
divulged this need to a total 

stranger. The only way this 

business could ever happen 

is via personal referral.   
 

So why did I put them in touch?  

 

OK, one has expertise that the 

other person needs. But in all 

probability, so have other people, 

yet these people didn't come to 

my mind. I thought of him because 

we had recently been in touch.  

 

But perhaps the most important 

reason to keep in touch is called 

"social energy".  I spent much of 

this summer catching up with old 

friends with whom I had lost 

touch years (even decades) ago. 

One of the reasons that my 

energy is high this autumn is the 

accumulation of goodwill that I've 

experienced over coffees / lunches 

/ visits around Ireland during the 

summer.  

 

In professional life, the classic 

pitfall is getting in touch when you 

have something to announce about 

yourself. We see this most clearly 

when we are the person being 

called or emailed. Imagine there is 

one guy who emails you at least 

twice a year... when he wants 

something! He may preface this 

with a polite question, or a 

response to something you've 

written or posted, but his "keep-

in-touch" effort is blatantly about 

himself and his needs. How will 

you respond?  

 

If we can see this so clearly when 

we are on the receiving end, why 

is it so easy to fall into the trap of 

getting in touch to say something 

about ourselves? It's hardly 

surprising that keeping-in-touch is 

often seen as a boring "must do", 

rather than the energising activity 

that it really can be. 

 

These days, you have a wonderful 

tool at your fingertips to build an 

entire keep-in-touch strategy 

that's founded on them rather 

than about you. It's called 

LinkedIn. With a little thought 

(and practice), you can easily 

create fun and interesting keep-in-

touch activities rather than slog 

your way through a boring list of 

self-promotional calls.  
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John Niland is best-known as a 

conference speaker on doing 

higher value work and creating 

more opportunity via better 

conversations. His passion is 

energising people: boosting 

growth through higher energy 

levels, that in turn leads to better 

dialogue and business growth. 

Since 2000, John has been 

coaching others to achieve 

success, with a particular passion 

for supporting professionals “who 

wish to contribute rather than just 

to win, and hence do higher value 

work via better conversations 

with clients and colleagues”. 

In parallel, John is one of the co-

founders of the European Forum 

of Independent Professionals, 

following twelve years of coaching 

>550 professionals to create more 

value in their work. Author of The 

Courage to Ask (together with 

Kate Daly), Hidden Value and 100 

Tips to Find Time.  
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Important Notice 
© Copyright 2015, Bizezia Limited, All Rights 

Reserved 

  

This article appeared in Better Business Focus, 

published by Bizezia Limited ("the publisher"). 

It is protected by copyright law and 

reproduction in whole or in part without the 

publisher’s written permission is strictly 

prohibited. The publisher may be contacted at 

info@bizezia.com (+44 (0)1444 884220). 
 

The article is published without responsibility 

by the publisher or any contributing author for 

any loss howsoever occurring as a 

consequence of any action which you take, or 

action which you choose not to take, as a 

result of this article or any view expressed 

herein.  
 

Whilst it is believed that the information 

contained in this publication is correct at the 

time of publication, it is not a substitute for 

obtaining specific professional advice and no 

representation or warranty, expressed or 

implied, is made as to its accuracy or 

completeness. Any hyperlinks in the article 

were correct at the time this article was 

published but may have changed since then. 

Likewise, later technology may supersede any 

which are specified in the article. 
  

The information is relevant primarily within the 

United Kingdom but may have application in 

other locations. 
 

These disclaimers and exclusions are governed 

by and construed in accordance with English 

Law. 
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