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	Iron On---Natural Networking

Inga Kosak will be giving up her title to the first World Extreme Ironing Championship this month. She won fame, but no fortune, in Munich last September. She beat out 80 contestants from 10 countries. (http://www.xtremeironing.de/index.html) 

Contestants had to create a difficult ironing condition in each of several settings such as in a forest, an urban area, on/in water, etc. 

Think bouncing on a trampoline while ironing is tough? How about ironing while surfboarding on a river? How about a little Proctor Silex action while hanging upside down from a tree? The activity's founder, Phil Shaw, says he does it because ironing itself is particularly boring. 
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IS NETWORKING BORING TO YOU?

I have professional friends who consider NETWORKING right up there with ironing. They find it mind-numbing, odious, wearisome---you know---boring. Get them talking about a Chamber of Commerce mixer and the STEAM becomes evident. Even networking on a mountaintop would be ugly for them.

The truth of the matter is, ours is a contact sport. The more contacts the better the prize. Networking is part of the game. Get over it! 

If you would rather mangle than mingle consider these helpful wrinkles: 

1. Invest it. Forget about attending a function to mix unless you define your objectives and know how to optimize your time investment.

2. Work it. Plan your contacts. Know who you want to converse with. Figure out the room and work it.

3. Get a grip on it. Your handshake is important. Neither a bruising nor a wilting hand shake leaves a professional impression. Smile when shaking hands. Make eye contact.

4. Right it. Wear your name tag! Wear it on the right so it is in sight line when shaking hands.
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5. Name it. Say your name slowly and clearly. "Hello, my name is________, from XYZ firm. It's a pleasure to meet you." Was that so tough to utter?

6. Lift it. Develop and use your elevator speech. You need a description of what you do or what your firm does that can be presented in ten seconds or less. Make the statement in the time it takes to get from the mezzanine to penthouse.

7. Sip it. Watch out. This is a business function. Using liquor to lubricate your conversation is usually very uncouth. (Read: dumb numb-tongue). 

8. Deal it. If appropriate, offer a business card and ask for one in return. Many networking specialists say this exchange should happen when you are departing from one another.

9. Question it. Start the conversation. Often a question to the target is best. You are considered a great conversationalist when you get others to speak. Build on their response with additional questions. Smile.
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10. Move it. Eight to ten minutes is usually plenty of time to make an impression and listen to others. But listen carefully and remember what they had to say. Excuse yourself with a pleasantry. "I gotta go to the john real bad." is probably not the most inspiring farewell.

11. Recapitulate it. Once the event is over, do your follow-up. Send an article on the topic discussed. Make a phone call to share information. A quick note saying you enjoyed meeting the contact is always suitable. Be brief.

Now that wasn't so bad was it? Just think of good ole Inga Kosak and all she had to endure to win her claim to fame. Her competition was intense too. There she was upside down in a tree. 

All you need to do is chit-chat, listen-in, sip scotch and eat meat balls.
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	WHAT IS THE LONGVIEW GROUP? 

Seeking more efficiency and effectiveness in your professional service business? Need a facilitator for your marketing or strategic planning? Would additional market research benefit your organization?

The Longview Group provides you INSIGHTS through training, on-the-job coaching, publications, expert counsel, and extra-hands services.
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