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If you are going to use networking as 

a marketing tool for your business, as 

with any marketing tool you use, you 
first need a clear strategy in order to 

make it work well for you. I will 

share with you my 'top ten tips' to 

effective networking to help you 
develop your own approach. 

 
1. Choose the networking 

groups you attend wisely - 

you need groups of 

proactive business owners, 

not ones that just meet to 

chat and feel good about 

themselves! 

2. Go along to the meetings 

with a goal in your mind 

for the number of cards 

you are going to hand out 

and the number of 

meetings that you are going 

to book. 

3. Be clear on the type of 

business you are looking 

for - think about the size, 

type and location of 

companies you would like 

to work with. 

4. Make it easy for people to 

refer work to you by 

having a clear and concise 

offer. 

5. Ask the people you meet 

about themselves and their 

businesses - don't forget 

that people buy from 

people they like and 

showing interest in what 

others do will help build 

that relationship. 

6. Have a great story to tell 

and be enthusiastic - make 

people interested in what 

you do, never try to just 

sell what you do. 

7. Don't forget to take 

enough business cards with 

you! 

8. Always follow up on the 

people you have met after 

the event - remember, 

networking is the start of 

the sales process, not the 

end. 

9. Don't forget to have fun! 

10. Finally, make sure you 

measure the results of your 

efforts - it is 

NetWORKING, after all! 

 

So now you have a guide to 

effective networking, get out 

there, take action and make it 

work for you! 

 

© Copyright, Kevin Stansfield 
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Important Notice 
© Copyright 2017, 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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