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Networking can often lead to wasted hours having meaningless conversations 
which go absolutely nowhere. This is because we often turn up to an event 
without an understanding of how the event will help our personal and 
professional goals. It’s not just turning up to events where we waste time. 
We can spend hours and hours on social media diligently posting without 
realising we are posting the wrong stuff, at the wrong time, with the wrong 
people viewing it. 

The key to networking effectively is to start with a networking strategy. This strategy is designed to help you 
achieve your personal and professional goals. This guide will take you step up by step to craft your networking 
strategy and then implement it. 

There are 5 steps to an effective networking strategy:

1. Decide on your goals

2. Audit your network and networking activities

3. Find the right people for your network

4. Strengthen the important relationships within your network

5. Maintain the strong and important relationships within your network

How and when to use

Your networking strategy

STEP 1: Decide on your goals
To identify your goals, answer the following questions:

1. What business development related results do I want to achieve? By when?

2. How will my network help me achieve these goals?

3. How will I know when I am successful?

My goals for my network and networking activities are: 

1.  

2.   

3.   

4.   
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STEP 2: Audit your network and networking activities
When creating a networking plan it can be tempting to want to start right back at the start. However, we all have a 
network – whether proactively created or not – and we are all doing some form of networking activity. Therefore, 
before starting to create your network plan, you need to identify and evaluate the effectiveness of your current 
network and networking activities. Then identify what you can do with your existing network and networking 
activities to make them more effective.

Firstly, create a mind map of your current network, i.e. a network map. Then fill in the following tables:

C O N T I N U E D

Your networking strategy

Key Contacts Current state of 
relationship

Desired state of the 
relationship Next steps

Current networking 
activity

Current level of 
effectiveness

Desired level of 
effectiveness Next steps
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STEP 3: Find the right people for my network
Now that you know where the gaps are in your network, it is time to identify what you will do to find the right 
people for your network. 

From my network map, these are the names or roles of the people I would like to meet:

This is what I am going to do to meet these people:

One off actions:

1. 

2. 

3. 

4. 

Daily actions:

1. 

2. 

3. 

4. 

Now answer some questions based on the result of your audit:

1. What relationships do I need to strengthen or ditch?

2. Which relationships do I need to maintain?

3. What current networking activities do I need to change or stop?

4. What current networking activities do I need to maintain?

5. Where do I have gaps in my network?

C O N T I N U E D

Your networking strategy
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Weekly actions:

1. 

2. 

3. 

4. 

Monthly actions:

1. 

2. 

3. 

4. 

Quarterly, 6-monthly or yearly actions:

1. 

2. 

3. 

4. 

STEP 4 & 5: Strengthen and maintain your relationships
This is how I am going to strengthen my relationship with my key contacts:

Name What will I do to strengthen or maintain my  
relationship with my key contacts?

C O N T I N U E D

Your networking strategy
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Want more help  
to win clients?

Then grab a copy of our best-selling book 
The Go-To Expert 

(published by Financial Times Publishing), 
and read chapter 4 and 5.

BUY THE GO-TO EXPERT

www.howtomakepartner.com

http://amzn.to/2vGlnh3

