If you joined the chamber to meet new people, grow your network, and get more customers, you’re on the
right track. But do you have a plan to make the most of your time investment? If not, you need one.

What Am I Doing Here? Map Out an Effective Networking Plan
There may be many reasons you’re interested in that networking event. First, ask yourself who it is you want
to meet. Are you there for:
•
•
•
•

People in your target market
Vendors that provide services and items you need for business
Partners or complementary service providers (partnering with the healthy juice bar when you’re a
gym, can be mutually beneficial)
Industry peers for a best practice exchange or referrals

Beth Bridges, the Networking Motivator acclaimed speaker and author of several books on networking, says
“A smart networker never goes to a networking event ‘hoping’ to find a prospect. Instead, they will be ready
to act on one of several very specific plans that they will have set in advance—or are ready to pivot to—if the
event turns out to be something different than they anticipated.”
Here are two potential plans she suggests:
Networking Plan 1: Meet "The one." If you know who is attending in advance, research and choose one or
two people you must absolutely meet. When you walk in the door, tell the host "I am here to meet Pat Vang.
Are they here yet?"
Networking Plan 2: Build social capital. Walk into the event with something to offer. An event invite (a private
mastermind? an online speed networking event?), a line on a new business opening, or a great webinar (not
necessarily yours!). Anything that gives value to other people so that you can build up your social capital with
them for future use.
Which brings us to Beth’s third suggestion on how to make the most of your networking time. She advises:
Networking Plan 3: Get a referral or resource. If you don’t have a guest list for the event but know the
audience type (i.e. CEOs, accountants, solopreneurs), hone in on a problem that type of person could solve for
you with a referral or resource. When meeting someone, your intro remarks end with "I'm here to find
someone who knows a good bookkeeper / copywriter / etc."

But there might be something else you can take away from networking. How about a fourth plan of action?
There’s a group of people you might not be thinking about when it comes to networking. And yet, they may be
able to shape your company culture and help you grow much faster than you would’ve expected.

The Fourth Person You’ll Want to Meet
Who are they?
Well, it’s different for everyone.
Networking Plan 4: Find a Solution. Think about the proverbial, “what keeps you up at night?” question.
There’s a problem you’re likely struggling with. There’s also a professional, company, or industry out there
that has solved your problem. Let’s look at an example from Henry Ford. He wanted to make cars more
efficiently, so he instructed his employees to place the car parts in a line on the floor making them easy to
access. While that reduced some of the time required, shaving a few hours off the original 12 it took to build a
car, there were still hiccups. He thought there had to be a quicker way.
So, he studied flour mills, breweries, and meat packing plants (or maybe he went to a chamber networking
mixer and talked to professionals from those industries; who’s to say?). By studying how they mechanized
their systems, he used pieces/ideas from each and created the first moving assembly line for the mass
production of an entire automobile. He reduced the time it took to manufacture from over 12 hours to one
hour and 33 minutes!
With that change he could afford to produce cars for less, making them available to a greater number of
people. This revolutionized not only his business but car production in general. All because he spent some
time thinking about other businesses and their mechanization practices!
I recently talked to a rocket scientist (yes, really) who pulled methodologies from tech companies to learn
quickly and fail often. He looked outside of his company to find a way to make his business goals attainable.
At your next networking event, know that there’s someone who has already solved the problem you’re facing.
They may not be in the same business or industry but the lessons they learned are likely still applicable.
So, when you’re making a list of networking interests, think about the problems you face and strike up a
conversation asking other attendees if they’ve faced the same. You may be pleasantly surprised by the insights
and advice they can give you. Plus, that type of in-depth beginning conversation and sharing can lead to much
deeper relationships down the line.
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