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Welcome to another issue of Communicate and Network Your Way
to Success. My mission is to help you build more social capital, i.e.,
your network of knob turners. Contact me for keynotes, workshops,
in-house training and coaching in vital networking & communication
skills or if you would like to reproduce any part of this newsletter.
Enter lillianspeaks@duoforce.com or unmark as spam in your
database to ensure you receive this newsletter. Read it online here.
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B Get Better Results by Networking in Other Person’s Style.
Want to make the most effective use of your networking time and dollars? Then hone your
people-reading skills so you can network in the other person’s comfort zone.

Each of you is as unique as a snowflake, yet you also share similarities - enough so
that behavioral characteristics can be grouped into four major categories. You might be
thinking, “Oh, I took that DISC tool at work to help me communicate, manage or sell
better. What’s the importance in networking?”

Glad you asked!

People-reading skills are pervasive throughout your interpersonal relationship-
building activities: when speaking with people at events, making referrals and
communicating with them via email or the phone. Knowing how to adapt and flex to
increase the other’s comfort level is sure to increase your success.

If you are a Dauntless (Dominance) and Indefatigable (Influence) style, you are
naturally more assertive, fast-paced, outgoing and take-charge. It is relatively easy for you
to meet and talk with others. As Supportive (Steadiness) and Careful (Conscientiousness)
people, you tend to be introspective, pensive, quiet and slower-paced. You usually find
business and social events more difficult, even a necessary burden at times.

You may be a combination of several styles and find yourself exhibiting different
behaviors at different networking events. If you are nearly equal Indefatigable and Careful
styles, you may be at ease and really enjoy certain events; other times you would rather be
alone or may become irritated if the meeting is not organized and orchestrated to your high
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standards. You need to recognize and adjust to differences within you just as you recognize
and adjust to differences among people. Each style has strengths and limitations.

Your behavior in networking situations may vary from that you exhibit in the
office, e.g., that of a manager. Networking and interacting with strangers can be much more
stress producing! That’s why I specifically created relationship-building applications.

Dauntless Networker

If you are a Dauntless Networker, you rush in where mere mortals fear to tread! No
matter that you are a low-level supervisor and the other attendees are top-level managers.
You dislike corporate hierarchies and try to ignore or work around them. You relish being
number one even if your company has only one employee. If you are an entrepreneur, no
one will ever know your two-year-old business has yet to make a profit!

At networking events, people feel your presence when you walk into a room. At
meetings, you let people know your opinions. Others know you are someone to reckon
with. You may overwhelm people with your confident, powerful style when they first meet
you or try to rekindle relationships. Your high sense of self-worth, your powerful aura and
your impression of “knowing it all” need to be kept within limits.

You are good at getting results. What others may question is how you accomplish
them. Be more considerate of other people’s feelings, and the sky is the limit for you in
relationship building ... and your career.

Supportive Networker

A quiet, even-handed, steady approach pervades throughout your activities if you
are a Supportive Networker. You are known for the calming effect you have on others.
Your sincerity is evident through your handshake, your smile and your demeanor.

You are by far the best listener. Your “Tell me more,” “Go on,” and “What do you
think?”” prompts encourage others to open up to you and make them feel important;
however, more outgoing styles may unabashedly take advantage of you!

You don’t want to knowingly hurt anyone’s feelings. You tend to be uncomfortable
when the conversation heats up and would rather withdraw into your shell until any conflict
blows over. If, however, you think you may be the cause of any ill feelings, you will
approach the person to smooth things over.

Preferring the security of warm, friendly relationships, you like to avoid the
unknown. Yet, as a Supportive-style business owner or employee, you know the benefits of
networking and that occasionally you have “to take the plunge.” Your compromise is to
seek a safe environment, which may mean talking to the same person for most of the event.
It’s okay to talk with only two people; however, it’s also good for you to set a goal to
slowly work that number up to three or four people.

How the Two Adapt and Flex
It is readily apparent that we could have oil and water mixing when these two styles
interact. Here are steps the Dauntless person can take to make the Supportive style feel
more comfortable. At all costs, avoid the “I am who I am. Tough.” approach that some
Dauntless styles assume.
e Avoid your impulse to interrupt their slower, deliberate responses or finish their
sentences.
e Draw them out by asking opened-ended questions.
e Introduce them to your acquaintances.



e Steer clear of confrontation.

Supportive people, take a deep breath, and:
e Be prepared for quick topic changes or incomplete sentences.
e Don’t take the brusque, blunt style personally.
e Use your naturally good listening techniques; you may learn from their creative,
visionary outlook.
e Look them in the eye while they and you are speaking.

B Relationship-building Workshop Series Kicks off Nov. 18, 2009

Want to learn more? Attend the first in the five-part monthly Greater Chicago
Networking workshop series, “DISCover Your Networking Strengths/Limitations;
Then Brand Yourself.” It will be from 8:45 am — 12 pm on Nov. 18, 2009, at
Transwestern, 200 W. Madison, 11" FL, Chicago, 60606. DiSC Preview included. Get
more details at www.greaterchicagonetworking.com/workshops or contact me at
lillianspeaks@duoforce.com. I’m available for workshops, speaking and coaching
engagements across the country.

B Our Readers Write

In keeping with my policy of integrating face-to-face networking with online follow-up
techniques, I share this response to my article, “Build Your LinkedIn Video Clip on Your
Verbal Business Card” in the National Networker (TNNW):
http://www.duoforce.com/ldb/media.htm

“Absolutely outstanding discussion, Lillian, with a great deal of useful and helpful
information! The example of the Psychologist's learning experience hits home specifically.
It has taken me several iterations to get closer to the most effective one I can use, but
practice makes progress! Your perspective and discussion site are refreshing! I look
forward to revisiting your site often!

Bob Turel

Communications Coach

Distinguished Toastmaster

M “Networking Your Way to More Sales” Program at Authors Group
Are you an author with cartons of books sitting in your garage? Are you a potential author
who doesn’t want cartons of books sitting in your garage?

Either way, you will be delighted to hear about “Author! Author!” a new
Chicagoland book and authors marketing network begun by long-time associate Juli
Schatz. And I’'m delighted that she’s asked me to speak on “Networking Your Way to
More Sales” at the Nov. 10 meeting at the Downers Grove Chamber of Commerce, 2001
Butterfield Rd., Suite 105, Downers Grove 60515. Check out www.author-author.org for
more details about the group and the meeting that begins at 7 pm. RSVP to Juli at
julis@author-author.org.

Writing a book is the easy part. Marketing is what separates the women from the
girls!

B Ask the Networking Authority



Do you have questions about networking protocol or how to network strategically? Email
them to lillianspeaks@duoforce.com, and I’ll answer as many as I can in this newsletter.
Put “question for newsletter” in the subject line.

I send at least 50 email messages a day. I’ve heard people are less concerned about
proper grammar and spelling in Cyberspace. Is it okay to be more concerned with
quantity than quality?

Busily emailing in Omaha

No!

Email is not an excuse to forget what you learned in grammar school. One of the
messages [ repeat in my writing courses is to pretend that the CEO, or at least someone in
higher management, may see anything you write. I have many real-life examples to show
this happens. Spell check takes a few seconds. Communication is a 24-hour process, and
you are sharing volumes with your misspelled words and incorrect punctuation. And while
you are at it, check how many passive sentences you have as well as the reading level and
readability ease of your messages.

M About Lillian Bjorseth

Lillian Bjorseth helps you build a new kind of wealth - social capital - by improving your
networking, business development and communication skills. She’s a Lisle IL-based,
internationally renowned speaker, trainer, coach, prolific author and certified, award-
winning DISC trainer who loves to work with you and for you! www.duoforce.com
lillianspeaks@duoforce.com, 630-983-5308, www.greaterchicagonetworking.com

M Did you know ...

e An average American will spend about six months waiting at red lights throughout
her/his lifetime.
e  Women blink nearly twice as much as men. (Wonder if there is any relationship to

flirting?)
... until next time
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