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NetWorlding Overview and Introduction

ONetworlding is a long journey rather than a short ride, and you want to make sure that those you
share it with are people you truly feel connected to on a deeper level than money. The journey
must be marked not only by your continuous success but by the su ccess of others.O
(Networlding p. 37)

What is NetWorlding™ ?

Networlding™ is all about making meaningful connections and leveraging those connections
in new and powerful ways.

Think about a map. A map guides you. It shows you what you need to know to get where you
want to be — your path is laid out for you. A map is a useful tool that allows you to control
your journey. Networlding™ is your map to help jump-start your “networking process, put
you in the drivers seat and get you where you want to be.

Networlding™ is a unique, accelerated networking program. It goes deeper than traditional
networking because it creates an entire support system that includes not only people who can
help you in the short term, but people who understand your goals, share your values, and
provide shared support and benefits, time and time again. It also gives you, and lets you offer
others, a sense of accomplishment in the process.

In this ever-advancing world it seems that we have new communication tools available to us
everyday. Tools like email and the Internet make it easier to connect with others.

To take full advantage of this new age, we need to understand how we are all connected and
how we can use these connections to benefit everyone involved. We also need to change our
ideas of what it takes to succeed in our personal relationships, in our jobs and in school. This
means shifting from a “me” perspective to a “we” perspective, and it means forming lasting
relationships in totally different ways.

Networlding™ is the strategy that allows you to look past the opportunities, to see the people
who can help you take advantage of those opportunities . . . to think of your relationships not
as pipelines to opportunities, but as lifelines in a more connected world.

With Networlding™ everyone involved is compelled to help each other succeed as well as grow,
get results as well as learn, and achieve goals as well as become empowered. This guidebook,
and the Networlding™ text, along with the other participants will get you connected to the
seven steps of Networlding and a group to help you move through the process.
Remember, this is your map ... let it guide you where you want to go.

Here is the Power-of-Ten Networlding™ journey. -
een

Leadership

Circle(s)

Community
Leadership
Practice
Sessions

Community
Learnig
Boot
Camps
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NetWorlding™ vs. networking

Networlding
Value-based

Leveraged learning
Long-term commitment
Relational

Conscious, strategic
process

Benefits all involved
Organized

Holistic

Intimate

Opportunity Expansive

Multi-dimensional

Networking
Goal-based
Double the effort
Temporary
Transactional

Haphazard process

Often one-sided
Disorganized

Often Materialistic
Superficial
Opportunity Specific

Two-dimensional

Networlding relationships
start when you clearly
express your intent.
Quickly and convincingly,
you explain your goals and
values, and when you do
so, people who feel the
same way will respond. If
someone responds
positively and you are able
to establish a Networlding
relationship, you can reap
tremendous benefits. Your
new partner will not only
do more for you in terms
of opportunities but in
providing an empathetic
ear and a source of fresh
ideas.

In contrast, networking
connections are flimsy
because they lack support.
When networking, people
are bound together
because one person needs
another to accomplish
something, but isn’t
concerned with returning
the favor. One particular
situation binds them
together, and as soon as
this situation disintegrates
or disappears, there's
nothing left of the
relationship to keep it
strong enough to survive.
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What You Will Need:

A Letter of Commitment

2. The book, Networlding: Building Relationships and Opportunities for Success, the
conceptual backbone of this process and this Guidebook to keep you on track.

3. A Journal to capture free thinking, ideas, success stories, stumbling blocks, and
inspirations, or use the journal pages provided with this guidebook.

The NetWorlding "Community of Practice”

In this workshop we will be covering all the steps of a seven-step Networlding™ process. You
will be asked to perform exercises for each step of the process. Some of the exercises you will
do on your own and others will be done with people in this “Power-of-Ten Circle”. The seven
steps are outlined  in the chart below along with the dayOs agenda from our website.

Step No. or Title Description Times
Reaistration Roster Check-in, Name Tags | 7:30a.m.
g & Tent Cards. BREAKFAST | 8:00a.m.
Networlding vs. networking 8:00a.m.
. . 9:45a.m.
Networlding Preview
BREAK 9:45a.m.
10:15a.m.
STEP One: Take the Quiz. Identify your 10:15a.m.
Establish a Val ues-Rich top values. Discover linkages
Foundation to company values and goals.
Begin completing your Circle
profile.
STEP Two: . . .
Make Connections for Your I(iiritg}r’ irvlquo 1%5;{?;;2’;&
Primary Circle y Y Y
STEP Three: Identify and connect with new
Expand Your Circles people who have similar and
complimentary values. 12:15p.m.
N STEP Four: LUNCH | 12:15p.m.
Initiate Exchanging
Relationships Develop relationships more
effectively by finding out what
matters to others. 1:15p.m.
STEP Five: Develop relationships with 1:15p.m.
Grow and Nurture Primary Networlding Partners
Relationships using The Networlding
Support Exchange Model
STEP Six: Create transformational
Co-create Opportunities opportunities through
continuous exchanges 3:15p.m.
3:15p.m.
BREAK 3:30p.m.
STEP Seven: Achieve your goals: constantly | 3:30p.m.
Recreate Your NetWorld reassess and expand
relationships that align with
your values. 4:30p.m.
Full Networlding Among 4:30p.m.
Circle M embers
Optional Exercises Chosen
5:00p.m.
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Contract / Letter of Commitment

Networlding is about creating communities of support, built on trust, respect and well -
being. Itis a process of collaboration that achieves mutual goals and leads t o]
professional and personal fulfillment. This is the Age of the Relationship, where our
relationships become one of our most critical assets. Networlding is based on a

Seven-step process. The following is the commitment | make to this process

@ I agree to support my learning circle to start and end each session/segment on
time.

@ I agree to complete all assignments/exercises as they are due to be able to fully
contribute to the conversation and to get the most out of the process.

@ I agree that if | am dissatisfied with the experience or have concerns that I will seek
a private conversation with the Facilitator in order to resolve.

w [ agree to create a safe Networlding environment and commit to confidentiality SO
that people can feel safe really utilizing the group; I agree not to repeat anyone’s
challenges, confidences, or speak in any way that does not support the identity of
group members outside of the meeting.

@ I agree to contribute to the creation of an environment that supports everyone and
gives opportunity for all to participate. I acknowledge that this is not therapy.

@ I agree to be an active listener; listening more than I will talk. I will learn about
individuals so that [ may find ways to support them. I will be a giver with the
intention of giving first and I will think exchange for mutual benefit.

@ I agree to follow-up with those I have met via Networlding to learn more about them
and what they care about, to explore what’s possible for both of us. In addition, I will
follow-up with others as I said I would and take and return calls if [ agreed to talk
later.

@ I will honor my values and seek to develop relationships with people who share
them. (This is a critical time saver.)

@ Iwill be considerate of others’ time constraints. I will include other people in
conversations; if I am at an event I will look to include others.

@ I agree that everyone’s viewpoint is valid and will build on what has been said
without criticism.

CAanurinht 2001 Naturarvidina _ KAt fFAr Danrvint Aar Dacala WithAant Eviarace DAavmicecinn Af tha AnithAar 4



Realize your vision through your relationships Networldingt"‘ 8
Guidebook
Take the Networlding Quiz
Questions Never =1 | Seldom=2 | Occasionally=3 | Often=4 | Always=5

1. Believe it is important to make a difference

2. Believe that anything is possible

3. Believe you are guided by strong inner beliefs,
intent or principles

4. Believe you create your own rewards

5. Believe you can get anything done through
others

6. Believe people are your most creative resource

7. Share your goals with others

8. Build/nurture relationships with those who
can help you achieve your goals

9. Limit relationships with selfish individuals and
those that don't help you realize your goals

10. Respect the creative process and are
result/outcome focused

11. Believe that Networlding/ Networking
shortens the time to get things done

12. Assume that Networlding/ Networking is a
balanced process of giving and receiving

13. Believe Networlding/ Networking can
provide all needed resources to reach your goals

14. When Networlding/ Networking you ask for
what you want

15. When Networlding/ Networking you
discover others' interests and needs

16. When Networtlding/ Networking you expect
to discover/create new opportunities

17. Networld/ Network with influential people
who can make things happen

18. Offer emotional, information and other
support to your Networld/ Network partners

19. Respond quickly to the requests and needs of
your Netwotld/ Network partners

20. Measute the results of your Networlding/
Networking efforts

Total Your Score

Novice (Score: 20-44), Networker (Score: 45-64), Strategic Networker (Score: 65-84), Networlding Expert (Score: 85-100)
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Establish a Values-Rich
Foundation

OTry not to be a man of success, but rather a man of valueO. (Albert Einstein)

Before you can become well networked and collaborative, you need to identify your top values.
These values live with you daily. They drive your behavior in school and at home and most of
all they will help build a powerful network of people who hold similar and complementary
values. These people who share your values will become your partners on the path to changing
opportunities. For example, two people who value service might be a great match to work
together on a charity project.

From the textbook: Chapters 1, 2 & 3

1. Networlding, Chapter 1, “What is Networlding, Anyway?” (pp. 1 —23) and Chapter 2,
“Networlding Golden Rules” (pp. 24 — 36). Use the book as a resource during your
Networlding™ journey.

2. Networlding, Chapter 3, “Step One: Establish a Values-Rich Foundation,” (pp. 37-53).

Step #1 Exercise:
Identify Your Top Values

Values are the principles that guide your actions on a daily basis. Becoming strongly

aware of your values and creating goals that reflect those values builds a foundation for
success . Living your personal and academic lives according to those values creates a
feeling of authenticity in the way you present yourself. Being genuine inspires trust
and confidence and leads to credibility.

Values clarification is both the first and final step in laying that foundation for success. If you
understand what is important to you and what drives you, you can match your actions
with your values and increase the level of passion and satisfaction in your life

Values clarification is also a necessary and important step in the transition from doing the
things you are skilled at to doing the things you are passionate about. You can be good at a
job, project or task without being passionate about it. When you identify an overlap between
what motivates you and where y ou excel , youOve found a passion!

You’ll know a job, project or task is a passion when it’s easy, fun and time slips away because
you are focused and having a good time!

You are at your most productive when you are passionate about a job or task. Being passionate
and engaged allows you to better achieve your goals and objectives.

Achieving a top level of performance begins with you. As you identify the things that are
important to you and find your passions, you create an environment that makes success

possible. The first step is in this process is identifying your values.

In this exercise, you will identify and clarify your values. Once you establish your values and
set your goals, you can then translate your goals into actions.
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Values List

Networlding™ 10

The following table lists many personal values, but is in no way intended to be complete. Feel
free to use these, or add any others important to you, as you complete your pre-work.

Exercise:

a) Check off as many values as apply to you for today

Achievement Advancement Adventure Affiliation
Authority Autonomy Balance Collaboration
Community Competence Competition Connection
Contribution Cooperation Courage Creativity
Earning money Social connection Empowerment Fame

Family Focus Freedom Friendship
Fun Giver Happiness Health
Helpfulness Honoring Inner Harmony Integrity
Involvement Knowing Knowledge Loyalty
Making a Difference Non-judgmental Order Personal Development
Pleasure Power Quality Recognition
Responsibility Safety Self Motivation Self respect
Service Spirituality Success Trust
Wisdom

Note: All of the values listed are important. You are identifying what drives you. For example,
do not feel compelled to select “family” as a value if it is not what motivates you to action. That

does not mean you don’t care for your family.

Values Selection:

b) You may partner with a member of your learning Circle to cull your list to 3 values,
and write them on your “Power Strategy Guide” in the Appendix (p. 40).

c) Be prepared to share your 3 values with the members of the group.

Goal Creation

d) Create one corresponding goal that aligns with your values Make sure your goals

are S.M.A.R.T.: Specific, Measurable, and Attainable, Results oriented and Time-
bound. Share your goal and discuss which of your top 3 values apply. What
strategies will you employ to achieve that goal?

e) Pull out the “Power Strategy Guide” for the next Steps.
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Strategies For Leveraging Your Values

1. Share the three values you chose with a couple of people who know you very well (e.g.,
parents, peers, co-worker, close friends, teachers, etc.) Ask them to identify what they
believe are your top values—those values you demonstrate to them most often.

2. Do your chosen values and the ones they chose for you match? Remember, nothing is
etched in stone. Your values may change over time. Different values will be more important
to you at various stages of your life. There may be some values important to you in your
academic life that differ from those important in your family life.

3. Did your values align with your current activities? What needs to change?

For example, say your focus is your personal life and you choose as one of your top goals to
secure a new key relationship or friendship. Let’s also say that one of your top values is
creativity. How can you use your value of creativity to help you achieve your goal?

Notes:
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Your Circle Profile

f) Partner with a Circle member to complete your Circle Profile.

Name: Primary Phone . Primary Email:

Employed [ ] Student [ ] School Grade Area Of Interest

Personal Skills & Responsibilities PPersonal Values: (Whatyou value most in your personal and work relationships?)
Personal Information Affecting Future Decisions D Personal Interests: (What you do you for fun?)

Supporting Others in Networlding D Help Others Connect: (How you can help connect people to those they want to meet or
create the opportunities they want to create?)

The kinds of people or opportunities to be connected with D How would you like others to help or support
you:
Your last great Networlding opportunity you created — The story about how you connected with someone

and worked on an opportunity together: (Networlders who share stories about clients, prospects, referral sources, etc., helps others
and helps you with more connections.)
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Make Connections For
Your Primary Circle

"Just ask yourself: To whom would | turn to get something done Bsomeone who is strongly
connected to two people or someone who is lightly connected to 150 people? Any doubts about
your answer? "

James M. Kouzes

Author, The Leadership Challenge

Like many people you may also want to find opportunities that are both fun and rewarding. To
accomplish this you need to build networks or “Circles” that will draw on both your skills and
interests. Step Two in the Networlding process involves the formation of your Primary Circle, a
group of no more than five people, to start with, who hold complimentary values to yours and
are ready, willing and able to start the process of Networlding with you.

Remember to choose contacts who are supportive, continuous communicators, reliable and
responsible, influential, knowledgeable, are active listeners, empathic, appreciative, and
connection conscious.

From the textbook: Chapter 4

1. Networlding, Chapter 4, “Step 2:Make Connections for Your Primary Circle” (pp. 54-69).

Step #2 Exercise:
Creating Your Primary Circle

You will be identifying potential members of your Primary Circle, and then narrowing down the
list of potential members by assessing how each potential member’s values would fit with your
own. You will partner with a member of your learning Circle to help form your Primary Circle.

g) On your Networlding Power Strategy Guide in the Appendix (p.40), jot down a list of
up to 10 people you know. Use the following list to help you.

Doctor Relatives
Non-Profit Heads Friends of friends Teammates
Restaurant Owners Friends parents Classmates
Religious leaders Hairdresser Teachers/Professors
Politicans Librarian Music instructors
Current employers Dentist Guidance counselor
Government Departments Parents friends
Alumni Tutors Coaches
Past employers Speakers Editors
Friends Relatives Neighbors

People in PR
Other:

People I know who support the causes I support
People I know who participate in activities complementary to mine
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h) Check off those people on the list whose values complement your own (if you’re
stuck here, review page 58 in Networlding).
Notes:

i) Partner up and Pare your Circle down to no more than five people who may be
ready, willing and able to Networld with you over the course of the next 2 months.

Even one person is sufficient to begin Networlding! effectively. List your potential
Primary Circle partners on your Potential Partner Map from the Appendix (p. 41).
Notes:

Share with your partner the one person you plan to connect up with before the next
meeting to discuss their participation in your Primary Circle. Commit to meeting
with this person to discuss the following:

- Your interest in having them in your Primary Circle.

- The Networlding! process so far.

- Share your top values and their connection to your goals.

- A commitment to connecting with your partner at least once a month for the

next two months to exchange information, knowledge, etc

Jj) Share with the full group your findings.

Use the Potential Partner Map in the Appendix (p. 41). This worksheet combines your
goal and values with those potential partners’ goals and values to begin to round out
your primary Circle from Exercises h) and i) above.
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Step #2 Exercise:

Applying

The Support Exchange Model

Networlding™ 15

See the Networlding™ Support Exchange Model below and “Leverage” example below

Exercise:

k) Use the Support Exchange Model as a tool to develop relationships with your
primary Circle partners. Also examine the “Awareness, Recognition, Ownership,
Leverage” example below

Questions to Ask Primary Circle Participants::

Ready Do they have the time?
Willin Can they commit to conversations once a
g month at least for a n hour?
Do they feel and think they have
something to contribute?
Able Do you use the Support Exchange fullfilment
Model?
At every level of the Support Exchange
Model ask: OWhat matters most?0
Awareness
Identif Recognition
someone
who could Have a
be a conversation. Ownership
; Discuss your
po‘t ential value or The potential partner
primary
Circle values. Inquire becomes a partner. You
partner . about theirs. practice the seven levels

>

O Aanurinht 2001

Networlding Support Exchange Model

Community
Transformational Opportunities
Wisdom Support fulfilment
Promotional Support
Knowledge Support

Information Support
Emotional Support

t

Move through
a conversation
that focuses
upon the seven

recommend you

of support in structured
meetings. (Note: we

exchange the first and

Leverage

You have

ongoin
conscious

levels of

>

second meetings face-to-
face. After that, you can

connect by phone and /

or email.)

>

conversations.
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STEP 3:
Expand Your Circles

OReality lies in how you see thingsO. (Pablo Picasso)

Once you have reviewed your current network and identified five or fewer key connections for
your Primary Circle, you can begin to fill in the gaps in your Circle so that you have a rich,
diverse base of connections that will help pursue your goals. Anyone who is important to
achieving your goals, should be considered.

Growing your Primary Circle is a fun, exciting process that, even with a little effort, will result
in great success for you!

You can find influencers through many different pathways such as
-The Internet

-Periodicals

-Conferences and lectures

-Through Volunteering

-Committees

-Lists, Directories, Alumni groups

-When traveling

-Through leisure activities

-Through people who know people that you know

From the textbook: Chapter 5

Networlding, Chapter 5, “Step 3: Expand Your Circles,” (pp. 70-101) as a complement to the
Networlding! process.

Step #3 Exercise:
Expanding Your Circle

In this exercise, you will focus on the expansion of your Primary Circle. You will begin by
reflecting on your reading from the book and developing a description of those people who
would be good partners for you to exchange.

Potential Partner Map

a) First, think about your values; think about the 5 potential members of your
primary Circle from the last exercise; imagine the ideal mix of people you would
want. Avoid editing yourself; let your ideas and imagination flow. Jot down your
wish list on your Power Strategy Guide (p. 40). You can update the Potential Partner
Map in the Appendix (p. 41)wi th your final list.

b) Think of three people who might have a broad base of knowledge and influence—
people who are ready, willing and able to partner with you. Who, because of that,
would extend your Primary Circle. Write down their names and some information
as to why they would make good Primary Circle partners.
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c) Be prepared to discuss these 2 lists (primary Circle partner s and extended /
stretch partners) from your Potential Partner Map with the Group.
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Strategies For Leveraging Expanding C ircles

1. Write down three high-profile people with whom you would enjoy speaking.
Find out their contact information and write it down later. This is List 1.

2. Determine what groups you might want to belong to and write down their names and
contact information. Consider both professional and personal organizations like
community groups, school clubs, charities etc. This is list 2.

3. In the coming days choose someone from your lists in 1 and 2 above and have a
conversation with them about your Networlding goals. Write down the benefits that you can
offer this person. (Use the Value, Goal, Strategy Maps from the Appendix (pp. 49-50], for
notes and preparation for conversations with these potential partners.)

Feeling uneasy? Relax. Record your experience in the journal section of your
guidebook. Remember, you are on a journey.

Exercise: (Optional)
Benefits you can offer bValue, Goal, Strategy Maps

d) Discuss one potential primary Circle contact with a learning Circle partner. Write
the person’s first name in the lines below. Write down the benefits you can offer this
person (see The Support Exchange Model again).

Networlding Support Exchange Model

Cor;1munity

Transformational Opportunities

Wisdom Support fulfilment
Promotional Support

fulfilment

Knowledge Support
Information Support
Emotional Support

fulfilment «%

You may transfer this information to one of the Circles in the Value, Goal, Strategy Maps from
the Appendix (pp. 49-50].
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Notes:
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STEP 4.
Initiate Exchanging
Relationships

OSee things as you would have them be, instead of as they are.O (Robert Collier)

Now that you have continued to develop your Primary Circle, it’s time to prepare for ongoing
conversations. Initiating exchanging relationships is a critical skill in today’s connected society
where you will need to form quick, meaningful relationships with people with whom you will
partner for opportunities.

Identify top points of commonality- It’s important to find things that you have in common with
others. For example: walking/running, dancing, sports, writing, favorite classes, volunteering,
music, etc.

From the textbook: Chapter 6

1. Networlding, Chapter 6, “Step 4: Initiate Exchanging Relationships,” (pp. 102-126).

Step #4 Exercise:
Initiating a Support Exchange

Initiate a conversation with one person in your Circle using the Networlding Support Exchange
Model where you focus on first creating an emotional connection. For example, a conversation
might start, “Hello Joe, Julia told me you are in Advanced English. I enjoy writing articles for
the school paper. What do you enjoy writing about?”

Review the Support Exchange Conversation Maps in the Appendix (pp. 42-48).

e) Partner with a learning Circle member and begin a support exchange conversation.
Pretend that you have just met this person. Use your Power Strategy Guide (p.40).

Networlding Support Exchange Model

Community
Transformational Opportunities

Wisdom Support, ¢ 61 mant
Promotional Support

Knowledge Support

fulfilment

Information Support
Emotional Support

fullfilment «&

Spend 5 minutes each in the conversation.
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Exercise: (Optional)
Creating powerful relationships through conscious conversations.

g) Share with the Group your observations and impressions from the last exercise.
List the one best question from each level of the Exchange Model.
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7.

What specific actions can you take to incorporate what you have learned in
this Step into your Networlding goals and strategies for your primary
Circle members?

O Aanurinht 2001
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STEP 5: Grow and Nurture Relationships
Maintaining And Deepening Existing
Relationships

OAh, that a manOs reach should exceed his grasp, or whatOs a heaven for.O (Robert Browning)

You have created your values foundation, aligned your goals with your values, attached your
values to action strategies and started Networlding partnerships with existing and new
influential people. Now you will put your Primary Circle to use in order to create opportunities
for yourself and your partners. Having regular conversations with your partners can
accomplish this. Having a vision that reflects your value(s) and is associated with value
statements leads to conscious and meaningful conversations.

From the textbook: Chapter 7

1. Networlding, Chapter 7, ” Step 5: Grow and Nurture Relationships” (pp. 127-148) as a

™

complement to the Networlding™ process.

Step #5 Exercises: Create Your Value Proposition
& Vision Map

In this exercise you take a top value, and your one-year vision, to create a map of those
value-proposition (VP) statements. “VP” statements are the skills and experience that you
bring to the success of your vision. For example, your personal accomplishments and
results; your ability to serve as an example; your trustworthiness; your credibility; the
sense of unity, direction and purpose that you can provide; your unique perspective; the
reference point you create, which will be an ongoing focus; the skills you can pass on; your
singular knowledge or approaches; your talents, or your reputation.

Two people with a similar vision and complementary values will have different VP
statements because of the skills and experiences they bring to relationships.

Exercise: Your Vision and Value Proposition Statements

a) Write your one-year vision in the space provided on the Value Proposition & Vision
Map in the Appendix (p. 51). What top value will you focus on to achieve it? Write
it down in the center of the map.

b) Think about your value proposition. In other words, what makes you unique? Jot
some ideas below. For example, “I am a good listener; I have great analytical skills,
I am a great writer; I build strong relationships with others,” etc.
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c) Using the Value Proposition & Vision Map write as many Value Propositions (what
is unique about you) VP statements, one in each Circle (and add more Circles as
needed) Value Proposition & Vision Map in the Appendix (p. 51).

d) We will either transfer the information from your Map to flip-chart paper and tape
it to the wall, or put the form at your place at the table. In either case everyone
will be able to reflect on your efforts and provide feedback.

Exercise: (Optional)

Present Your Map
Each person or volunteer(s) may present their Value Proposition & Vision Map to the
whole Group.

e) Go around and all participants offer insights and support on each other’s maps.

- Share, using the Support Exchange Model as a guide.
- Note the value propositions you bring to take your relationships to a deeper level.

- Explore and talk about things you will share that you have in common—
similar/complementary values.

- Discuss potential mutual opportunities you have.
- Ask your Circle partner to share the same.

- Make plans for another conversation within the next week.
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Exercise: (Optional)

Deepen Your Relationships Th rough Conversations
You will partner and use the Support Exchange Conversation Maps in the Appendix (pp. 42-48]
and the_Potential Partner Map in the Appendix (p. 41].

f) Think about your goal, vision and value propositions. What were the highlights of
your last exercise exchange that you will use to leverage relationships  in the
development of your Primary Circle?

Use the Support Exchange Conversation and Potential Networlding Support Exchange Model

Partner Maps for notes.

Use the “Awareness, Recognition, Ownership, Leverage” - v
paradigm below Community

Transformational Opportunities

Wisdom Support, ¢ 61 mant
Promotional Support

Questions to Ask Primary Circle Participants:

Ready Do they have the time? fulfilment

Can they commit to conversations once a Knowledge Support

Willing month at least for an hour? Information Support
Emotional Support
Do they feel and think they have
o something to contribute? & fulifilment «&
Able

At every level of the Support Exchange

Model ask: OWhat matters most?0 ‘

Awareness Ownership || Recognition |
" Awareness " " Ownershi Recognition Levera ge
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Exercise: (Optional)
Maintaining And Deepening Existing Relationships

In this exercise you will review your Value, Goal, Strategy Maps from the Appendix
(pp. 49-50]. Pull these pages out and have it in front of you.

g) What specific actions can you take to incorporate what you have learned in this
Step into your Networlding goals and strategies?

Have a full Group discussion.

26
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STEP 6:
Co-create Opportunities

ODo not dismiss any encounter as insignificant.0 John Header, The Tao of Leadership

How can you best create transformational opportunities? Sometimes you’re so focused on your
day-to-day obligations that you fail to take the time to create, or co-create with your
Networlding partners, opportunities that could benefit you and your organizations in powerful,
unique ways. You can achieve your goals much faster if you brainstorm with your Networlding
partners. In addition, your partners can help you find things you didn’t know existed, and
enable you to avoid roadblocks and obstacles to success.

From the textbook: Chapter 8

1.Networlding, Chapter 8, “Step 6: Co-create Opportunities,” (pp. 149 — 170).

Step #6 Exercises:
Developing an Opportunity

Exercise:

Group Discussion B Starting Exchanges and Supporting Each Other
- How do you start your exchange(s) with your Networlding partner(s)?

- How do you develop trust?
For example, what things do you offer for support?
What do your Networlding partner(s) offer?

- What obstacles do you see stopping you from having a successful exchange?

- How can you support your other team player’s perceived obstacles (role playing,
attending networking events together, etc.)?

- What best practices can you and your group identify that will help build better
relationships with Networlding partners?
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Exercise: (Optional)

Co-creation Opportunity Questions
In this exercise partner with one person in your Learning Circle and have a
conversation designed to find ways to help one another achieve your goals and even co-
create opportunities. Refer to the Values, Goal, Strategy Maps from the Appendix
(pp- 49-50).

h) Answers to the following questions leads to co-creation opportunities.

1. What are the greatest challenges/trends impacting you today?

2. In the next year, what are the greatest opportunities you have for growth?
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3. What can we do for one another within the next couple of weeks that will help each of us
moves closer to realizing our goals?

4. Share information on one project or opportunity you are currently working on and ask for
new ideas to have better success. Think about and record this helpful information.
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5. Is there a way to create a co-opportunity here? If so what might it look like?
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STEP 7:
Recreate Your NetWorld

OIf we think we can do it on our own today, we are sadly mistaken.O Jack Welch

Step seven is really about the constant evaluation and practice of building your Networld. This
practice will make Networlding a part of your everyday life. Additional coaching of the process,
which is what you are about to experience, will help you make Networlding a highly conscious
skill, helping you leverage your ability to communicate ideas quickly and effectively. This will
lead too fast action in strategies critical to success. In the process you will find yourself living a
happier, balanced life where your ideas are listened to and understood.

From the textbook: Chapters 9 & 10

1. Networlding, Chapter 9, ” Step 7: Re-create Your Networld” (pp. 171-190) and Chapter 10,
“Thriving in the Networlding Universe” (pp. 191-202) as a complement to the
Networlding! process.

Step #7 Exercises:
Re-creating Your Networid

Exercise: (Optional)

Making the Process Easier
1. Discuss your experiences and wisdom gained since the last step.

- How difficult or easy do you think it will be to recreate your Networld?
- How can you use your values to recreate your Networld?
- What best practice can you identify to recreate your Networld?
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Exercise: Take the Networlding Quiz again. Discuss how
you perceive your Networlding competence now.
Take the Networlding Quiz Never =1 | Seldom=2 | Occasionally=3 | Often=4 | Always=5

1. Believe it is important to make a difference

2. Believe that anything is possible

3. Believe you are guided by strong inner beliefs,
intent or principles

4. Believe you create your own rewards

5. Believe you can get anything done through
others

6. Believe people are your most creative resource

7. Share your goals with others

8. Build/nurture relationships with those who
can help you achieve your goals

9. Limit relationships with selfish individuals and
those that don't help you realize your goals

10. Respect the creative process and are
result/outcome focused

11. Believe that Networlding/ Networking
shortens the time to get things done

12. Assume that Networlding/ Networking is a
balanced process of giving and receiving

13. Believe Networlding/ Networking can
provide all needed resources to reach your goals

14. When Networlding/ Networking you ask for

what you want

15. When Networlding/ Networking you
discover others' interests and needs

16. When Networlding/ Networking you expect
to discover/create new opportunities

17. Networld/ Network with influential people
who can make things happen

18. Offer emotional, information and other
supportt to your Networld/ Network partners

19. Respond quickly to the requests and needs of
your Networld/ Network partners

20. Measute the results of your Networlding/
Networking efforts

Total Your Score  Now

Novice (Score: 20-44), Networker (Score: 45-64), Strategic Networker (Score: 65-84), Networlding Expert (Score: 85-100)
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Exercise: (O ptional)

Reviewing Your Commitment To The Networlding Process.
In this final set of exercises, review your learning and results from the previous six steps.
A key element of these exercises is adding your learnings to your collective knowledge base.
Do this by creating a summary of your success stories and best practices to be turned in at
the group meeting.

a) Review your journal and identify key lessons. Make notes here:

b) What new opportunities have you generated at the completion
of this course? Make notes here:

c) Discuss what more you can be doing to support your Primary Circle partners’ goals
to achieve success and what further support you can ask for to achieve your goals.
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d) Now that you have completed this course what will you do to lead another circle of
learning and peer mentor?
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Networlding Lexicon

Networlding is a seven-step process that helps you build trusting, satisfying and
empowering relationships faster. Leaders growing their organizations,
relationships or careers experience the creation of transformational opportunities.

Community Circles, Circles,

Power —of-Ten Circles, Core Circles,
Community Learning Circles,

Career Learning Circles

Power —of-Ten Circles are practice Circles of ten or fewer
people who gather to learn and practice the seven steps of
Networlding. These Circles can be created by you or with
support from those continuously signing up to join
Networlding Circles all over the world.

Creating a Values Foundation

To get on the path toward establishing your values
foundation, take these six actions

Decide what matters to you most

Identify your values priorities

Align your values with your actions

Create a personal charter

Set goals

6. Establish a one-year plan

SRR

Create a Personal Charter

A charter is your mandate to act, an overarching statement
that describes who you want to be, what you want to do, the
profession or principle to which you want to dedicate your
life, and the legacy you want to leave.

Discernment The key to understanding Networlding Connections. Itis a
meaningful connection based on an assessment of a
potential relationship based on what is exchanged.

Horizon of Observability The expanded focus of identifying your contacts holistically.
This is the foreseeable number of people connected to those
whom you meet.

Influencers Those people of your primary Circle who have the ability to

influence other people and their actions. It is not a passive
or titled-based concept, at least in the networld sense.

Influential Networlders

The kinds of behavior exhibited by networlders that might
not be automatically associated with people of influence.
> Willingness to Give

> Community Involvement

> Awareness of Other’s Needs and Interests

> Dependability

> Persistence

> Covisioning

“Learning Circle”

In a “Learning Circle” you focus on Networlding as a seven-
step process that helps build trusting, satisfying and
empowering relationships faster. Leaders growing their
organizations, businesses, individuals in job search or career
transition can focus on a “Learning Circle” experience to
create the transformational opportunities. This happens
through an exclusive Exchange Support Model.

Networlding

Networlding is, at its heart, a fun experience. People talk
about their unique personal passions. That's what gets us up
every morning. We also find most of the groups turn into
friendship Circles. They end up setting up picnics, parties
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and special outings. We are also adding a Networlding
Dinners where Networlding members get the change to
experience community and create new opportunities for
their careers and businesses at the same time

Networtlders’ Beliefs

Although networlders’ values are often different, their
beliefs are usually similar. They create a “community of
faith,” people who adhere to the same tenets of success,
purpose, and process.

Networlding Beliefs

The beliefs that evolve over time which provide links to
other networlders. They will inspire and motivate you,
helping you move towards your goals. They are:

> Anything is possible with the support of others.

> It is important to make a difference.

> You get what you ask for.

> All resources will be provided to reach your goals.

> Life is filled with abundance and opportunities.

> There must be mutual rewards for partners.

Networlding Traits

The following traits to help identify a good networlder as
well as to help you become familiar with the traits you need
to develop in yourself. The traits are:

> Supportive

> Continuous Communicators

> Reliable and Responsible

> Influential

> Knowledgeable

> Active Listener

> Empathic

> Appreciative

> Connection-Conscious

Power-of-Ten Extended Circle

Once you join Networlding your Networlding Power-of-
Ten Extended Circle is created after going through the
Networlding “Learning Steps”. After the five sessions and
from any other Circles you choose to join at no extra
charge.

Primary Circle

The Circle that you interact with the most frequently. They
are the combination personal think tank and pit team,
offering encouragement, information and ideas in achieving
what is most important to you. They are members who
share traits of networlders, share your values and are
influencers. You meet with them one on one and peer
mentor with one another.

Structured Exchange

Extensive studies on human networks show that you
achieve better results (more connections, ongoing creativity,
better opportunities) when you have regular (at least
monthly) communications (we call them Exchanges) with a
small, diverse group of people. Through the Power-of-Ten
Circles, we will show you how to build a powerful Circle of
people who can bring new and fresh perspectives to your
business or career growth and for whom you can do the
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The model illustrates the hierarchy of the development of
relationships (like Maslow's Hierarchy of Needs for
individuals) that evolves from a conscious communication
exchange process with a select group of people.

Emotional Support: The part of consciousness that involves
feelings. Our feelings about others serve as the foundations
for our relationships. The focus of exchanging emotional
support with another is to create rapport, a relationship of
mutual trust and affinity.

Information Support: Information is a combination of
messages. Once there is an initial rapport built, we then feel
comfortable to share information of value.

Knowledge Support: Here, we add the element of
experience. By sharing our personal experiences and those
experiences of others we have heard, we add an additional
value to our exchanges with others.

Promotional Support: As we continue to build rapport we
naturally share with others the attributes of those whom we
value. We heighten the awareness of these networlding
partners to others and in doing so, better position them
opportunities that arise.

Wisdom Support: Wisdom adds an element of time, clarity
and understanding to our communications with others.
Wisdom also adds the element of caring and compassion—a
real desire to help others develop and achieve their life’s
dreams.

Transformational Opportunities: A natural result of
emotional, informational, knowledge, promotional and
wisdom support is a favorable or advantageous combination
of circumstances. Opportunities can be leads or referrals or
new jobs or business, personal or professional. The
Networlding Exchange creates opportunities we can actually
see evolving.

Community: this support results from a series of exchanges.
A critical mass is reached when two or more people
consciously connect regularly to support one another. There
is a ripple effect that occurs as each party to a networlding
relationship shares various forms of support with others in
his or her community and it is further shared and so on and
so on. If you change yourselves, you will, in turn, change
everyone around you and they will in turn, change everyone
around them. Eventually, there will be no one in a
community not touched. Something changes in the whole
matrix of experience.

Fulfillment: A deep, personal sense of satisfaction comes
from finding your purpose and making things happen in life
that fulfills that purpose. Throughout the networlding
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Excerpted from:

Networlding: Building Personal and Professional
Relationships for Success in the New Connected
Economy, by Melissa Giovagnoli and Jocelyn Carter
Miller.

2000

process we receive fulfillment from our exchanges
individually and even greater satisfaction from the awareness
that we are making a difference for the people we are
benefiting through our exchanges. Fulfillment offers us a
panoramic view of the literally thousands of conversations
we have with others throughout our lifetime and gives us a
gauge that measures the degree of satisfaction we feel we are
achieving. Celebrating small successes is a big part of this.

(The) Seven Steps of Networlding

1. Establish a ValuesRich Foundation. Identify your
top values. Discover linkages to company values and goals.
2. Make Connections foYour Primary. Citcle Identify
who is currently in your Primary Circle and why.

3. Expand Your CircleslIdentify and connect with new
people who have similar and complimentary values.

4. Initiate Exchanging Relationships.Develop
relationships more effectively by finding out what matters to
others.

5. Grow and Nurture RelationshipsDevelop
relationships with Primary Networlding Partners using The
Networlding Support Exchange Model

6. Cocreate Opportunities.Create transformational
opportunities through continuous exchanges.

7. Recreate Your NetworldAchieve your goals: constantly
reassess and expand relationships that align with your values
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