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Kevin's Secret

The Network
is “the system”
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Your ROLODEX is your
most valuable asset

Size Matters
The more the merrier

AND, Quality Counts
You are who you hang out
with and who they hang
out with

But, it Loses Value rapidly

Requires constant care
and feeding
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1. Identify Goals Toward a Mission

3 Weeks
Internships
School projects
Friday night date night

3 Months
Post graduation job

3 Years
Personal advisors/mentors

Potential team mates, customers, suppliers, partners, funding
sources, professional services
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2. Focus your strategy

Focus requires sacrifice
Focus forces you to “do things on purpose”
Focus means you must define:

Industry, markets, geography, function and
role
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3. Get Out and About

Rule 1: One local event per week
Conferences, speakers, panel discussions
Business Social/Networking events
Power Breakfast

Rule 2: Give 3, Get 3

Plug in and become part of the regular fabric of the
community

Get involved, organize, volunteer, contribute
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Some Local Orgs

MIT Enterprise Forum http://www.mitforumcambridge.org/

TiE & TiE SIGs www.tie-boston.org

Web Innovators Group www.webinnovatorsgroup.com

128 Innovation Capital Group  http://www.128icg.com/

Mobile Mondays http://www.momoboston.com/?page_id=2
Biotech Tuesdays http://www.biotechtuesday.com/

Tech Tuesdays http://www.masstlc.org/eve/

Open Coffee Club http://www.opencoffeeclub.org/profile/nabeelo
Boston Post Mortem http://www.bostonpostmortem.org/

Mark’s Guide http://www.marksguide.com/
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4. See and be seen — Using

tools

Rule: Find 1 new company & 5 new people/week
PWC Money Tree www.pwcmoneytree.com

Be findable
Plaxo www.plaxo.com
Linkedin www.linkedin.com

Zoomlinfo www.zoominfo.com
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Plaxo Add-in for Outlook
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Linkedin
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Zoominfo
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5. Building Your Brand

You, Inc.
Define your brand
Uniqueness
Value Proposition
Passions
Package your brand
Your Pitch(es)
Your look clothing, hair style, stationary, correspondence
Promote your brand
Panels, speaking engagements, articles, blogs
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6. Become Interesting

Develop depth in your sector
Mass High Tech http://masshightech.bizjournals.com/masshightech
New England Tech Wire http://www.newenglandtechwire.com/

Develop breath for small talk
Art, Literature, Food, Travel. History

Form opinions

Show your passions
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7. Game Plan

Identify the appropriate
targets and develop
your plan of attack
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Avoid Frontal Attacks....

Mover & Shaker Inside
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...Too Well Defended
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But, there’s often a back door!
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The Back Door

» Kevin Bacon says: use
your research skills to
identify connections that
are positioned as ODS*
from the target
connection.

* Invest in those
relationships and turn
them into
introduction/referrals to
the target connection.

* One Degree Separated

Boston University School of Management
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8. Do Your Home Work

Bio, Company description, customers, partners,
investors, board members, parents/siblings/family,
alumni connections

Personal Interests: clubs/affiliations, NFP Boards,
volunteer work, charitable contributions

Publications, Blogs, Blog comments
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9. Warm Up To Cold Calling

Rule: 1 per day, every day

Use pre-prepared pitch
In-person
Telephone

eMalil
Talk a little, but say a lot
Remembers: Its not a cold call if you have a referral
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10. Build a Bank Account

Build it before you need it
Don't keep score
Always be prepared to offer
more value than you receive
in the initially

Information

Deals

$'s

People
Be patient, success in
networking will not happen
overnight
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11. The Ask

Ask for advice, get a job...

...ask for a job, get advice
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12. Follow Up or Fall

Timely and specific

Be brief and to the point

Reaffirm commitments and next steps
Thank all the nodes in the network
Stay in touch

Monthly
Quarterly
Annually
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Final Thoughts...

The Harder | Work, The Luckier | Get!

- Samuel Goldwyn
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