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Ready to make great things happen?

Face-to-face networking remains a powerful tool for business
growth, relationship-building, and expanding your professional
circle.

To maximise the benefits of your networking efforts, it's crucial to
approach events strategically. This guide will walk you through the key
steps to ensure your face-to-face networking is not only productive but
also contributes to your overall business success.

Then let’s get started...
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Set some clear meeting goals:

Before attending any networking event, define your objectives. Whether
it's generating leads, finding potential collaborators, or gaining industry
insights, having clear goals will guide your interactions and help you
maximise the networking oppertunity.

Business card collection:

Business cards are still a valuable networking tools. Ensure you have a
sufficient supply before attending events and make sure your cards
are in good condition and a printed professionally.

When swaping business cards, jot down a quick note on the back to
remember key details about the person and the context of your
conversation. This will be invaluable during follow-ups.

Effective conversations:

Engage in meaningful conversations by actively listening and asking
open-ended questions about the other person and their business.

Share your expertise and unique value proposition, but focus on
building a connection rather than just selling your own services.

Asking questions like “who are your ideal clients” and “what was your
biggest business success to date” with help you drive the
conversations in the right direction.



Follow-up:

Following up is where many networking efforts fall short. Send
personalised emails within 48 hours expressing gratitude for the
conversation.

Reference specific points from your discussion to jog their memory.
Reiterate your interest in further collaboration and suggest a specific
next step, such as a follow-up call, meeting or connection on Linkedin.

Utilise a customer management
system (CMS):

Implementing a CMS helps you organise and centralise your contacts,
making it easier to manage relationships and conversations.

Record details such as contact information, meeting outcomes, and
any follow-up commitments. This ensures you have a comprehensive
view of your network and can easily reference past interactions.

Monitor your costs and ROI:

Like any marketing pillar keep a detailed record of your networking-
related expenses, including event fees, travel, and promotional
materials is important to gage your ROI.

Regularly assess the return on investment (ROI) by tracking the
outcomes of each event. Measure success against your predefined
goals to determine the events that yield the best results.



Adapt and refine strategies:

Use the insights gained from monitoring costs and ROl to adapt and
refine your networking strategies.

Identify patterns in successful interactions and adjust your approach
accordingly. This iterative process ensures continuous improvement
and increased effectiveness over time.

If a particular group isn't working for you don’t be afraid to bow out and
look for something more suitable.

In conclusion:

Successful face-to-face networking requires a combination of
strategic planning, effective communication, and diligent follow-up.

By setting clear goals, utilising business cards wisely, and leveraging a
robust CMS, you can enhance your networking efforts and contribute
to the sustained growth of your business.

Regularly assess your costs and ROI, adapting your strategies as
needed, to ensure your networking activities align with your overall
business objectives



Next steps...

If you're interested in exploring how we can collaborate and delve deeper
into effective networking strategies, | invite you to schedule a one-on-one
consultation.

This personalised session will allow you to discuss your unique business
needs, explore tailored networking solutions, and exchange valuable ideas to
enhance your networking efforts. To book your session, please reach out to
me directly or use the provided contact information to arrange a convenient
time. | look forward to the possibility of working together and helping you
unlock new opportunities for growth and success.

Q Call Oliver Directly: 07906 271463 O< Email Oliver: hello@leadingmotion.co.uk

Book a FREE 30-Minute Consultation with the QR

Scan the QR code: Please feel free to book a
FREE 30-minute consultation today to review
your current website and marketing activities
and find out how | can help you grow your
business in Ipswich.

Having worked for globally recognised brands
such as Britvic and Pepsi in marketing, business,
and design-related roles, Oliver has a wealth of
experience when it comes to helping companies
grow and develop on the web.

Over 1000 businesses have already benefited from Oliver's support, which is
sure to help you succeed online, whether you are a new or established
company.

Proud to be making a difference to local brands by helping them to discover
the benefits of an improved web presence, Oliver enjoys meeting new clients
and bringing ideas to life in the form of professionally designed, affordable
websites that really get results.



What some of our clients say...

"The design team were patient and extremely
knowledgeable, really great at helping us understand the
design process, they implemented our requests very quickly
and talked us through any improvements which could be
made to enhance our website for SEO."

David: Sola Systems Group

"We have been over the moon with the support and drive
from Leading Motion. They have given PIE Performance the
tools to help grow and direct customers to our brand.

Christopher: PIE Performance

"What a star. Put our new website together, fuss-free, great
(deas and in the process of sorting SEOQ, etc., great work on
our social media posts, too. Highly recommend"

Simon: CEO at Colbea
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