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 I often talk about the importance of networking as a 

crucial part of leadership in our matrixed, 24/7 

organisations.  If people don’t know who you are and 

what you do, why would they communicate with 

you?  Communication is the important thing here, 

especially for developing your influencing skills.  In 

this article, I want to talk about why it is important to 

create and maintain a strong network and how you 

would go about it.   

 

The word networking comes from fishermen; the 

bigger and stronger they built their nets, the more 

fish they caught.  The more attention they paid to 

their nets, maintaining them, the less likely the fish 

were to get away.  And indeed, the right sized net 

would catch the intended fish.  So, the word has been 

with us a very long time.   

Often what I hear from senior managers is that 

developing and then maintaining a network is very 

time consuming and could be considered by some as 

a bit pushy or not their style.  I would counter this 

with if you don’t do it, then you are missing out on an 

important communication channel, for now and the 

future.  What you need is a paradigm shift in 

thinking, because there are at least 2 generations in 

our workforce that grew up with social networking 

and who have naturally transferred that behaviour to 

the workplace.  They, like me, believe that effective 

networking, well planned and organised saves you 

time and is not regarded as pushy, more that it is 

considered a positive leadership skill.  My advice is, 

change your attitude and have a go; develop a strong 

and balanced network that can create benefits for 

you now and in the future.  In other words, ‘build 

your ‘well’ before you are thirsty’. 

Build your Well before you are 
Thirsty 
Karen Frost uses her experience to 
explain what effective networking is 
and describes some of the benefits 
you can gain from having a healthy 
network. 
 

Top Tips for LinkedIn 
Karen’s best tips and advice on how 
to put together a healthy network 
using LinkedIn and how to keep it 
going. 
 

Millennials and Networking 
John Frost reflects on this edition’s 
recommended video, Millennials in 
the Workplace, and describes how 
technology can be holding some 
people back in creating beneficial 
relationships and the impact this can 
have on networking.  
 

Book Reviews 
Act like a Leader: Think like a Leader. 
By Herminia Ibarra 
 
Who is in Your Personal Boardroom?  
By Zella King and Amanda Scott. 
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Thirsty 
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Planning your network is the key.  We have contacts 

in our mobile phone, our emails, company databases 

and in our heads.  The different locations require us 

to spend time and energy maintaining this data. An 

alternative is to create a strong network on LinkedIn 

because each person on LinkedIn maintains their 

own information and updates their profile whenever 

there are changes, thus creating a virtual 

environment. This immediately reduces your time 

maintaining your network data.   

 

But when it comes to networking, knowing a little 

about the other person you want to connect to is also 

important. Because, although there is not a national 

culture across the world that doesn’t use some form 

of networking, the style and approach to networking 

will be influenced by that culture. For example, some 

cultures such as the US, India and Western European 

countries are quite comfortable with the directness 

of a facility like LinkedIn where there is a level of 

openness to who can contact you and vice versa.  In 

other cultures, networking is more closed and 

discrete.  China for example, has a culture where 

networking has very specific rules built on high 

levels of personal and mutual trust.  They call it 

‘guanxi’ which means ‘relationships’ and in a 

business context equals the term ‘networking’.  In 

other cultures, trust around networking 

opportunities may only come through networking 

intermediaries such as business networking events 

or ‘meet the buyer’ conferences. 

 

So, you need to build your ‘well’ before you 

are thirsty, but you also need to make sure 

you build it in the right way for you and 

with the best materials.  

 

Once you have built your ‘well’, you need 

very little effort to maintain it. Then you can 

benefit from the advantages of having a well-

developed and well-maintained network. But 

remember this is a two-way process and if you don’t 

give as well as receive, your ‘well’ will dry up. 

 

Guidance. Using your network to gain guidance and 
support when you need it can be invaluable, regard-
less of where in your career you are. So, building 
and maintaining a network of industry contacts is 
one simple way to ensure a continued level of poten-
tial guidance and support throughout your career.  

Career Opportunities. A crafted and well-
maintained professional network is likely to provide 
career opportunities. While you may not be actively 
looking to change positions, it’s likely your network 
will pass on insight and give you potential oppor-
tunity into careers that were previously not on your 
radar. Plus, within your network, you could be get-
ting early notification of vacant positions.  

Generation of Business. This is probably the most 
obvious benefit and the reason most individuals de-
cide to build strong networks. Within a healthy and 
varied network, you are bound to see some referrals 
for business opportunities. Even better is that refer-
rals through networks are typically high quality and 
more likely to lead to new business. Your task is to 
follow them up and turn the leads into new busi-
ness. 

Raising your profile - Being visible and getting no-
ticed is a key benefit of networking. Make sure you 
regularly attend virtual  business and social events 
that will help to get your profile known. Use your 
networking skills to build your reputation as a 
knowledgeable, reliable and supportive person by 
offering useful information or tips to people who 
need them. The ‘pay forward’ for this activity is the 
possibility of leads and referrals as you will be the 
one uppermost in people’s minds. 

Act like a Leader: Think like a Leader  
by Herminia Ibarra 

 
The whole premise of this book is about acting your 

way into a new way of thinking.  Ibarra calls this 

the ‘outsight principle’ as opposed to an insight 

principle.  This is about encouraging you to do new 

things and work with new and different people.  To 

do this you have to test old assumptions and exper-

iment with new possibilities.  I like the whole con-

cept and could clearly see there would be great ad-

vantages by adopting this approach, even for a nat-

ural reflector!  From a leadership perspective de-

veloping your outsight skills could have great op-

portunities especially when you are taking on a 

new role or about to embark on a new career.  Like-

wise, it would be a good approach to counteract the 

possibility of complacency and 

help you really think outside the 

box on your career, your work and 

your leadership style. 

The book is packed with self-

assessments and practical advice 

to help define your most pressing 

leadership challenges. It’s time to 

learn by doing.  Well worth a read. 

Book Review: 

Karen Frost 



Develop a strong profile for yourself.  This is your 

‘shop window’. A recent professional photograph is 

essential.  The information in your profile needs to 

be up to date, clear and focused.  From there it is im-

portant to make sure whoever visits your profile un-

derstands who you are, what you do and what your 

skills are. There are some excellent YouTube videos 

and presentations about how to create an effective 

profile. 
 

Set the protocols for your LinkedIn profile the 

way you want them.  Unlike many of the social me-

dia sites, you can go into your protocols and design 

them in such a way that they work for you.  Again, 

there are good YouTube videos on how to do this.  

My customised protocols can restrict who can send 

me invites and I have my settings so emails via 

LinkedIn arrive in my inbox on one day of the week.  

This sort of preparation saves you time and reduces 

the unwanted interruptions. LinkedIn started in the 

US and has expanded to the rest of the world.  As you 

have control over how you set the protocols, you can 

have your network as open or as closed as you wish.  

All networks need to be based on a certain amount of 

trust and this comes from the safety and security that 

people feel when they are using it.  Unlike some of 

the more social networking sites, LinkedIn does have 

the scope for you to report people who may be mak-

ing unwanted approaches to connect.  The rule is, get 

reported three times and you are out!   
 

Plan who you want in your network of contacts.  

For your existing contacts, this may require a bit of a 

clean-up.  Start by mapping who you already have 

and how you are connected to them.  A mind map is a 

good way of doing this. 

Work out where the gaps in your network are and 

over a period, close the gaps:   

Professor Herminia Ibarra, Professor of Organisa-

tional Behaviour from INSEAD recommends thinking 

about mapping 3 types of networks.   

 

   Consider if you have a mix of these 3 types in your 

contacts, so that you can ‘tap in’ to your network 

when you need to.  Many managers excel at build-

ing and using their operational network, but can 

overlook or ignore the importance of their personal 

and strategic networks.  If your circumstances 

change in some way – you get a promotion, you 

need to change jobs or move to a different part of 

the world – then you can spend time seeking out 

the right people and resources at a critical time.  

Better this than desperately trying to update your 

contact details when you could be yielding good 

advice and support from your network to get things 

moving. 

Top Tips for LinkedIn 

◦ Operational – the network of people that you 

need to accomplish your current job in the short 

to medium term.   

◦ Personal – those people you have connected 

with outside of your job who are perhaps in dif-

ferent professions.  

◦ Strategic – these are the toughest contacts to 

build, but are the ones you need for your long- 

term plans.  



Nurture your network.  This means setting aside 

time to stay in touch, or re-establish relationships 

that may have lapsed.  A couple of hours a month (or 

equivalent) seems to be enough to do this.  Messaging 

on LinkedIn, emailing or picking up the phone all 

work.  For the strategic network get out and about 

and put your ‘antenna’ up to potential new contacts.  

This don’t mean that you physically should get out 

and about, doing this virtually is also good practice.  

On LinkedIn ask someone to introduce you if you can 

see they are 1st level connections.  Going to network-

ing events such as conferences, exhibitions and in-

dustry specific meetings can be daunting.  Remember, 

people love to talk about themselves, so some well-

chosen questions to open-up the dialogue such as 

‘what inspired you to come to this event’? and ‘what 

did you think of the last speaker’? are great icebreak-

ers. Follow-up the conversation with a LinkedIn re-

quest to connect.  But please, please write a personal 

note to them, not the standard one liner that 

LinkedIn suggest.   

 

Pay it forward.  If you only use your network to gain 

benefit for yourself, your contacts will realise this 

over time and will stop giving you support and infor-

mation when you need it.  Start by 

giving them something. Develop an 

abundance mentality.  So, if you see 

an article, for example, that seems to 

address an issue you can hear one of 

your colleagues has, share it expect-

ing nothing in return.  Your generos-

ity will be paid back multiple times.   

 

Our video recommendation for this edition of Voice 

is, Millennials in the Workplace by Simon Sinek.  This 

may be one that you have seen before as it has been 

viewed more than 30 million times, but well worth a 

revisit.  In the video Sinek talks about how Millenni-

als, by his definition those born after 1984 are con-

necting, or not connecting, with their workplaces. He 

identifies four key reasons why this is happening.   

We Recommend.. 

Simon Sinek on Millennials in the workplace  Click the text to 
watch the video.  

Millennials and 
Networking 

Karen Frost 

Failed Parenting Strategies 

He believes that due to poor parenting strategies, 

Millennials are arriving in the workplace unprepared 

for the reality of working life.  He states that: 

“they graduate, and they get a job and they’re thrust 

into the real world and in an instant, they find out 

they are not special, their moms can’t get them a pro-

motion, that you get nothing for coming in last and by 

the way you can’t just have it because you want it. In 

an instant their entire self-image is shattered. So, we 

have an entire generation that is growing up with 

lower self-esteem than previous generations.” 
 

Technology 

His second point is about the impact of technology 

and social media.  His point here is that research has 

shown that social media and its use on smart phones 

releases the chemical dopamine into our systems. 

This is the very chemical that makes us feel great and 

can cause an addiction to any activity, be it eating, 

drinking or Facebook. His concern is that this situa-

tion has created a dependency on smart phones and a 

generation in which “deep meaningful relationships 

are not there because they never practiced the skill-

set.”   
 

Impatience 

Sinek states in the video that Millennials have been 

brought up in an age of instant gratification.  But this 

has left them with a challenge.  “Everything you want 

you can have .…. Instant gratification, except, job sat-

isfaction and strength of relationships….. they are 

slow, meandering, uncomfortable, messy processes.”  

So, he states, the key skill set is patience and the 

recognition that making an impact is a complex pro-

cess that takes time.   
 

Environment 

His fourth reason he calls “environment” and the fact 

that as organisations we have neither recognised this 

situation or indeed put in place strategies to lead and 

manage Millennials effectively.  He believes that Mil-

lennials have been “dealt a bad hand” and that it’s not 

their fault. So, we need to lead and manage Millenni-

als in a different way to grow and develop them as 

people. To help them to perform, to connect with our 

organisations in a way that enables them to reach 

their potential.  And he makes some very practical 

suggestions in the video as to how to do this. 

https://www.youtube.com/watch?v=As8XkJNaHbs


Using current working trends some estimates show 

that more than 50% of those at work will be Millen-

nials by 2020.  Not everybody believes that Sinek is 

right or at least not 100% right. But my sense check 

with the Millennials that I know and the research 

that I have done is that, even though Sinek is general-

ising, if he were just 50% right, there is an issue to 

deal with that we can’t ignore! 

 

The key thing that struck me about Sinek’s sugges-

tions was that the way that we currently use technol-

ogy has to some extent interfered with doing the 

simple things that all high- performance cultures are 

based on. For me those are, creating strong relation-

ships based on mutual trust, respect and support.   

 

For example, he suggests banning smart phones from 

meetings so that before the meeting begins, people 

talk to each and engage in some of the small talk that 

is often the foundation of a trusting relationship.  

This is something that I fully endorse.  The first mod-

el that we introduce to participants on our Leader-

ship Programmes is a simple model of communica-

tion that explores how we create openness, trust and 

teamwork by talking to each other and skilfully using 

different levels of communication.  I wonder how 

much opportunity we miss to make a human connec-

tion with our colleagues when we are checking our 

smart phones, even if it’s just talking to them about 

what they did over the weekend. As the video points 

out there is a danger that “we’re taking away all 

those little moments.” 

 

This I think is potentially a serious problem.  And it’s 

not just a Millennial problem.  I see plenty of Baby 

Boomers and members of Generation X exhibiting the 

same behaviours with their smart phones in business 

meetings or over a dinner date.  Addiction is no re-

specter of generations it would seem! 

 

Sinek is right, it is a leadership problem.  We must 

create the right climate in work to engage and con-

nect people.  In the case of the Millennials, he calls 

this “making up the shortfall” in their development 

as people. Creating the right climate and culture that 

engages and connects people to the organisation has 

always been the goose that lays the golden egg, irre-

spective of the generations.  There are just some ad-

ditional and different parameters to manage now.  

The challenge remains the same. 

 

So, here’s a thought, what if our business cultures 

and climates were so engaging that they released 

that same dopamine chemical in our people? In other 

words what if they were addicted to the experience 

of just being present (as opposed to on their smart 

phone)?  Not addicted to work, just addicted to being 

present and creating something special with their 

colleagues.  How would that change our cultures, our 

performance and our resilience as people and our 

organisations?  As organisations we spend billions 

each year on engagement surveys, sometimes to find 

out what we already know in our heart of hearts, that 

we are not connecting people; with themselves, with 

their teams and with our organisations.  So, is it sur-

prising that they look to get their fix from their 

phone? 

 

This edition of Voice has focussed on networking.  

Technology clearly has an important role to play in 

creating and keeping a healthy network.  And there 

are skilful ways to use technology as we have point-

ed out elsewhere in our newsletter that can really 

help you to build strong relationships within your 

network.   The art it would seem is to make technolo-

gy part of your networking strategy while still retain-

ing the human touch.  That simple conversation be-

fore a meeting is part of building your network be-

cause you have made a personal connection with 

that person.   You have been present for them.  And 

in networking terms that still counts for a lot.  

 

As organisations and leaders, we can help Millennials 

and other generations to build 

strong networks.  Sinek says, and I 

agree with him on this, it may mean 

challenging some existing and may-

be addictive behaviours. But, we 

have a better chance of changing 

those behaviours when we create 

cultures and work experiences that 

people enjoy and connect to, from 

which they get great pleasure.  John Frost 
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Final Thoughts 

 

 
“The currency of real networking is not greed but generosity.”     

Keith Ferrazzi 
 

“Networking is more about farming than it is about hunting.” 
Ivan Misner 

 
“If you want to go fast, go alone. If you want to go far, go with others.” 

African Proverb 

This is a great book to get you focused on how you 

develop a clear plan to build your network.  Peo-

ple in business who have learnt to network well 

benefit significantly from this skill.  It is a skill, 

because if you don’t manage the way you do it, it 

will manage you by stealing your time with zero 

benefits.  I think most of us know what we should 

be doing but then actually doing it are two differ-

ent things.  Here you have lots of ideas, structures 

and exercises specifically about developing your 

network to add to your leadership 

skills. 
 

The first distinction the authors make 

is defining the difference between your 

strategic and your operational net-

work.  What they mean by this is that 

your operational network is the con-

nections you have built to get the day 

to day operational aspects of your job 

and life done.  However, your strategic 

network is what I would define as 

‘building your well before you are thirsty’. In oth-

er words, who have you  
 

connected with that you can network with to 

make any plans come to fruition.  This could be 

anything linked to planning your career, moving 

to a new job or increasing your visibility in your 

organisation.   
 

This has become like a reference book for me be-

cause it is packed with ideas, exercises, case stud-

ies and stories that bring to life the sug-

gestions being offered.  Each chapter 

has a summary which is very helpful as 

a quick read to check you have the right 

content for the solution you are looking 

for or as a reminder of what our au-

thors are encouraging us to do.   

Published by: Personal Boardroom Ltd, 

2014 

Available  in Hardcover and Digital. 

Who is in Your Personal Boardroom?  

How to choose people, assign roles and have conversations with purpose. 

by Zella King and Amanda Scott. 

Book Review: 

http://www.youtube.com/user/ValuesBasedLeadrship?ob=video-mustangbase

