
marketer
Volume 27, Issue 5, October 2008 The Journal of the Society for Marketing Professional Services

on point
Public-Private  
Partnerships:  
Creating New  
Opportunities
by Mark Buckshon

business development
Networking’s “Dirty Dozen”
by Liz O’Rourke Kupcha

cmo forum
Synergies of Marketing and HR
by Karen Courtney

interview
What Marketers Need  
to Know About P3
by Matt Handal

research
The Value of Brand 
by Amy McManus

strategy
Build Competitive Edge 
by Carl Friesen



26 

Society for Marketing Professional Services

There are many hints in circulation on “how to 
network” and the importance of networking. 
As with anything, done properly, networking 

will reap a host of benefits; done improperly,  
networking may cause you to experience roadblocks 
and frustration. That networking is a “numbers 
game” is a universal truth, but think “quality over 
quantity” and always remember networking is a 
process, not an event. 

A direct relationship exists between the number of networking 
rules and the number of networking offenses committed. The best 
networker isn’t immune to committing networking offenses, but 
he or she may have made them inadvertently. Here are a dozen 
common networking offenses to avoid.

1. Staying with the people you arrived with or already know. 
A group of people joined at the hip throughout the course of 
any networking event may be intimidating to an outsider. If 
the group members are employed by the same company, others 
may be left with the impression, “Gee, I’d love to meet with 
[insert company name], but I saw their reps at [insert event 
name] and they weren’t approachable.” Make it a goal to meet 
new contacts at each networking event.

2. Immediately judging a person. The person wearing a suit 
from Wal-Mart may be the gatekeeper of a multi-million-
dollar project you are tracking, while a person in an Armani 
suit might be a mailroom clerk wearing a borrowed suit. 
Take the time to learn more about the individual and his  
or her company.

3. Monopolizing the time of one particular attendee. The 
purpose of networking events is to make multiple connec-
tions—not to maximize the connectivity of one person. If an 
interesting conversation is taking place and has the potential 
of developing into something bigger, then make a plan to 

touch base with that individual the following day to book  
an appointment. (It might be tempting to take out your 
Blackberry while at the event to send an e-mail to the person 
you just met, but it’s impolite.)

4. Questioning the intentions of another attendee. Attending 
a networking event usually requires a financial investment, the 
cost of travel, admission, and refreshments, perhaps. You also 
invest your time when you participate. Everybody is busy, and 
with an abundance of networking events in the marketplace, 
we tend to make go/no-go decisions about which to attend, 
why to attend, and what to expect. Each person may have a 
different agenda for participating, and anyone can be easily 
offended when told, “I don’t see the point of your attendance.” 
Keep an open mind.

5. Being dismissive of an attendee. The quickest way to turn off 
a person is to ask (or act like), “Why am I talking to you?” No 
matter how big our respective industries may be, it’s a small 
world, and it’s tough to know who knows whom or where an 
individual you just met (and offended) may end up working in 
the future. Don’t make an impression that may reflect badly on 
you or your company, now or in the future.

6. Dropping names. Be forthcoming about a relationship that 
exists or doesn’t exist with a particular person. Don’t drop a 
name unless you can secure an appointment.

7. Passing out business cards like candy. Remember: Good 
networking is quality over quantity. Engage the individuals 
you meet in dialogue, and jot notes about the person and your 
conversation so when it’s time to follow up, you have a frame 
of reference and starting point.
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8. Refusing to offer a card. Being selective about whom to pass 
a card makes a bad impression. Period. Be prepared with an 
ample supply at the beginning of the event. If your supply is 
depleted before the end of the event, follow up with anyone 
else you meet the next day (two days, at the latest) with an 
e-mail that includes your contact information.

9. Being unaware of one’s ideal client/target audience. A 
prepared 30-second “elevator” speech can introduce you and 
your company, what you do, why you are attending the event, 
and your connection to the host group. Some networkers may 
ask directly, “What can I do for you?” and having a strong and 
targeted answer leads to a great conversation. Others may not 
ask the question but may listen for clues in your conversation 
and find ways to be of assistance.

10. Adapting your level of enthusiasm to the person. This is one 
quick way to be tagged as a “phony.” Sure, it would be great 
to get in on Trump’s newest project and buttering up his team 
members might seem like a great way to get on board, but it 
might be at the expense of ignoring the developer who is a 
rising star in the community and could be happy to take your 
call. Everybody has to start someplace and that first step might 
have been on the lowest spot on the organizational chart.  
The assistant to the assistant might not be able to do much  
in terms of decision-making right now, but a few years down  
the road she might be in a managerial position and have a 
stronger ability to make things happen. I remember the ones 
who were helpful to me when I was new to this industry—and 
I remember the ones who weren’t.

11. Being long-winded/going off on tangents. Get to the point. 
Talking about Aunt Edna’s colonoscopy: What does that have 
to do with the client you’re courting? It’s one thing to have an 
animated dialogue; it’s another to have a monologue.

12. Being preoccupied with offering a pitch for a service or 
adding a particular person to your network. It’s rare to “bag 
the big one” after a 30-second introduction. If it were that easy, 
we’d all be rich. For those of us who are married, not many of 
us exchanged vows on the night we met our respective spouses; 
we engaged in a whole lot of exchanges (pleasant, unpleasant, 
and otherwise) during courtship. 

13. Baker’s Dozen: Online Networking. A considerable number 
of our industry peers can be found on social networking sites 
such as Plaxo Pulse, LinkedIn, and FaceBook. On the one 
hand, online networking provides an avenue to reconnect with 
former coworkers and classmates as well as a means of connect-
ing to somebody perhaps you’ve had a tough time initiating 
contact with. On the other hand, a pet peeve of one social 

“It’s one thing to have an animated dialogue; it’s another to have a monologue.”

Six simple rules to remember 
when networking:
1. Mix, mingle, and circulate.

2. Be welcoming to everybody. If you can’t spare time, at least 
acknowledge a person.

3. Be respectful of the other person’s time and agenda.

4. Make an effort to find out if there’s anything you can do to  
help a newcomer. 

5. Think about other members of your network who may benefit 
from a fellow networker’s services or knowledge.

6. Replenish your business card supply before leaving the office 
for a networking event—and keep an extra supply in another 
pocket. Re-order business cards when the box is less than a 
quarter full to allow time for printing.

networker is seeing connection requests from individuals that 
seem to “raid her contact list.” It is helpful to personalize an 
invitation to connect by reminding the individual where you 
met or indicating how you are connected. When you receive  
an invitation to connect, it’s easy to click “yes” or “no,” but 
take a few seconds to visit that person’s profile to check out 
mutual connections. (Facebook has a feature that shows the 
number of friends you have in common; LinkedIn displays 
similar information.) It might be disconcerting for someone 
who sent you an invitation to receive your “I-don’t-know-
you” rejection of the connection when that person in fact can 
outline a connection history to you.

Networking is work, whether done in person or online. Network-
ing offenses happen to the best of us. Consider these tips to put 
your best foot forward. 
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