
When Networking Isn’t Working 

by Jeff Bowe 

 

“I can’t sell when I network, I’m there to build relationships.”  

“I have lots of one on ones, but no one I meet is a prospect.” 

“I network all the time but I just don’t get anything out of it.”  

 

At the risk of upsetting a very large apple cart, it’s time to debunk some myths about networking.  

 

First, it does depend on your market but unless you are selling very narrow market products like 

MRI machines, someone in that room full of networkers needs you. That’s right, your next 

customer is right in front of you.  You thought networking was just about building relationships? 

It is--with strategic alliances and with customers. Too many networkers are so busy trying to 

“network” they forget that someone is paying them to…gasp…sell!  

 

Without destroying the concept of networking, go back and review the core value of your 

solution. What problem do you solve? How common is it? What are its most common symptoms 

or results? What indicators scream that your solution is needed? Know why you are in business 

and what problem you solve. Then, when someone asks you what you do, be ready to ask 

questions to bring that person into your world, right now. Instead of telling the next person what 

you do, ask a question that demonstrates what you do by making it relevant to them. For 

example, if you write web copy, instead of saying “I write web copy that people actually read” 

ask “What do you want people to think about when they visit your website?”  Someone who isn’t 

happy with their web results is likely to tell you how much better they would like life if their site 

were working. 

 

When you get a response that indicates interest for them or someone they know, suggest a one-

on-one meeting where you can “learn more about our respective businesses.” At your one-on-

one, get to know each other and when the topic turns to your business, use their business as an 

example of what you do. Be inquisitive about their business, and about how they are addressing 

 

 



the problem you solve. Ask them questions about their goals as they relate to your business 

instead of giving a monologue on how you helped a company they don’t care about. Be 

interested in their business and how your product or service might impact it. They can learn 

about your business when talking about the only business they really care about—theirs. Ask and 

listen. You might be surprised to find out that this one-on-one networking meeting becomes a 

prospect meeting when they start telling you how much you could help them.  

 

The more I think about it, it’s time that apple cart did fall over. Network to build relationships 

but remember, “There is opportunity in every room and it is up to me to find it.” Go network, 

and bring back some customers.  
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