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NetworKING Professional Networking Guide

NETWORKING GUIDE
Building Meaningful Professional Relationships That Actually
Last

1. REFRAME NETWORKING (THIS IS WHERE MOST
PEOPLE FAIL)
Networking-is not:
. Collectingcontacts )
. Asking'forfavours\’\
. Self-promotion
. Talking to “important people”
Networking is:
Building trust-based relationships over time by being useful,
curious, and reliable,
People help people they:
. Respect
« Trust
. Like being around
. Believe will reciprocate fairly
Your goal is not to be impressive.
Your goal is to be valuable and memorable for the right reasons.

2. THE CORE PRINCIPLES OF EFFECTIVE NETWORKING
Principle 1: Lead With Curiosity, Not Status

People can sense when they’re being “used”.

Instead of:



“How can this person help me?”
Ask:
« “What do they care about?”
. “What are they building?”
« “What problems do they face?”
Curiosity creates connection. Status-seeking destroys it.

Principle 2: Think Long-Term, Act Small
Strong networks are built through:
. Small, consistent interactions
. Low-pressure follow-ups
. Genuine interest over time
Most meaningful relationships start without an agenda.

Principle 3: Value First, Ask Later
The fastest way to build goodwill is to:
« Share useful information
. Make introductions
. Offer help without expecting return
This builds social credit—the most powerful networking
currency.

3. PREPARATION: BEFORE ANY NETWORKING
OPPORTUNITY
A. Clarify Your Direction (Not Your Pitch)
You do not need a perfect elevator pitch.
You do need:
. A clear sense of what you’re exploring
. The ability to explain it simply
Example:
“I’m exploring opportunities in X and trying to learn how people
actually succeed in this field.”
Honesty beats polish.



B. Research Lightly, Intentionally
Before events or meetings:
. Know who the person is
. Understand their general background
 Identify one thing you’re genuinely curious about
Do not memorise their CV.
That feels transactional.

C. Prepare Open-Ended Questions
Good networking is mostly asking good questions.
Examples:
. “What’s been the most interesting part of your work
recently?”
“What do you wish you had known earlier in your career?”
« “What challenges are people in your field dealing with right
now?”

4, HOW TO NETWORK IN DIFFERENT CONTEXTS
A. Events, Conferences, Panels
Approach:
. Stand open (not crossed arms)
. Make eye contact
. Lead with a simple opener
Examples:
« “What brought you here today?”
« “How did you find that talk?”
Key rule:
Have short conversations with multiple people rather than one
long one.
Exit gracefully:
“I won’t keep you, but it was great meeting you.”
This leaves a positive impression.

B. One-to-One Conversations (Coffee Chats)



Structure:
1. Brief introduction
2. Let them speak first
3. Ask follow-up questions
4. Respect their time
Good closing:
“This was really helpful—thank you. Would it be alright if | kept
in touch?”
Never overstay.

C. Online Networking (LinkedIn, Email, Messages)
Keep messages:
. Short
. Personal
« Low pressure
Example:
“Hi [Name], I came across your work on [X]. I’m exploring this
field and found your perspective useful. If you ever have time for
a short chat, I’d appreciate learning from you.”
Avoid:
. Long paragraphs
. Attachments
. Immediate asks

5. MAKING A STRONG IMPRESSION (WITHOUT TRYING
TOO HARD)
What Actually Makes You Memorable
. Listening well
. Asking thoughtful questions
. Being calm and present
. Following up
People remember how you made them feel, not what you said.

Conversation Balance Rule



Aim for:

. 70% listening

. 30% speaking
If you talk more than half the time, you’re probably not
networking—you’re performing.

6. FOLLOW-UP: WHERE MOST OPPORTUNITIES ARE
WON

The 48-Hour Rule

Always follow up within 1-2 days.

Simple message:

“Great meeting you—really enjoyed our conversation about [X].
Thanks again for sharing your insights.”

No ask. Just appreciation.

Staying in Touch Without Being Annoying
You can reconnect by:

. Sharing an article relevant to them

. Congratulating them on an update

. Asking a thoughtful question months later
Consistency > frequency.

7. WHEN AND HOW TO ASK FOR HELP
Only ask when:

. You’ve built rapport

« You’ve shown effort

. Your ask is reasonable
Good asks are:

. Specific

. Optional

« Respectful of time
Example:
“Would you be open to a 15-minute call so | can get your
perspective on X?”



Never:
. Demand
. Guilt
« Rush

8. COMMON NETWORKING MISTAKES TO AVOID
. Talking only about yourself
. Asking for jobs too early
. Treating people as stepping stones
. Disappearing after getting help
. Being overly formal or overly casual
Authenticity with boundaries wins.

9. BUILDING A NETWORK AS ASYSTEM (NOT
RANDOMLY)
Think in layers:
1. Peers (grow with you)
2. Slightly ahead (learn from)
3. Mentors (guide you)
4. People you help (give back)
Strong networks are diverse and reciprocal.

10. THE RIGHT MINDSET
Networking works best when you:

. Stay curious

. Detach from immediate outcomes

. Focus on learning

. Play the long game
The best networkers are not aggressive.
They are calm, generous, and consistent.

FINAL REMINDER

Opportunities don’t come from people you impress.
They come from people who trust you.



