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Preface

he art and science of networking is simultaneously trivi-
I alized and lauded. People dismiss its value or sing its
praises.
Those who don’t accept its power or don’t want to put in suffi-
cient time, care and commitment to build relationships dismiss
it as an activity for people who simply want to schmooze and
hand out business cards with negligible results.

Those who logically create and implement a plan encompassing
what to do before an event, how to work it and how to follow up
extol its virtues as the most powerful, most effective and easiest
way to increase sales and get a job.

I wrote this book for the latter group.

If you’re ready to build relationships that last with people who
are there for you day after day and year after year and vice
versa, then you are in the right place!

Section One introduces you to my definition of networking and
how networking is a sexually unbiased skill ... yet the ole boy
network still exists. Learn more about the six degrees of separa-
tion. Read why in this online social networking age, face-to-
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face encounters are still the much preferred way to start relation-
ships. Online methods supplement the traditional follow-up
methods.

Section Two, the longest and among the most important, shares
what to do before the event. You’ll spend pleasurable and valu-
able time as you DISCover your networking strengths and
limitations and how to adapt and flex to build better relation-
ships. My experience with helping tens of thousands of people
nationwide gain this knowledge gives me valuable tips and
techniques to share. You’ll love learning more about you!

Then it’s on to how to polish what you say before you speak as
you learn the art of impression management. Learn how to
influence the 10 things people decide about you within 10
seconds of seeing you by knowing what appearance and
behavior “say.” This is another fascinating component that
many people overlook!

Take time to create a relationship-building plan so that when
it’s trout you are seeking, you won’t be fishing in a catfish pond.
You’ll be ahead of your peers (and bosses!) when you take time
to determine your business focus and unique offering and define
your target markets and where to find them ... whether you are
self or corporately employed. This will help you decide what
organizations to join for maximum return.

Craft an effective Verbal Business Card — a tool I created — so
that you will inform, intrigue and inspire others to want to learn
more about you. You will have more meaningful conversations
that will make you memorable long after the event is over. You
will also pick up many printed business card tips.

Section Three equips you with all the techniques and informa-
tion you need to successfully navigate and work the event.
You’ll learn general tips that are worth their weight in gold. My
10-Minute Rule to Work an Event will help you easily and
sensibly move from icebreakers through conversational endings
to increase your comfort level and success.
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Section Four prepares you for the final step in the relationship-
building process: how to follow up. You’ll reap few rewards for
the hard work you may have expended if you overlook the final
step. I mix traditional with Web 2.0 follow-up methods so you
can pick and choose your favorites. The key is that you do it!

Make Breakthrough Networking: Building Relationships
That Last your constant, friendly companion as you build your
network of “knob turners!”



What Is
Networking?




chapter 1

Introduction To
Relationship Building

one another for psychological, social, business and

biological reasons. This kind of associating or relationship
building has many names — establishing rapport, developing
alliances, networking, partnering, marrying, feeling a kinship —
yet all of them share a common goal: to meet personal or profes-
sional needs and wants.

l ?rom the beginning, human beings have interacted with

Networking is a relatively new term for the age-old practice of
building relationships. The noun turned verb was coined in the
1970s, was popularized in the 1980s and is now a way of life.

Networking in the past was done for social reasons ... still one
of its purposes today. Remember what happened in the days of
the Pilgrims when reserved Miles Standish asked his outgoing,
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gregarious friend John Alden to speak to Priscilla on his behalf?
The now famous response “Why don’t you speak for yourself,
John?” led to unexpected results.

It was also done for career advancement ... as it is today. In
1726 Cotton Mather advised young men preparing for the
ministry in Colonial America to:

“Form a sodality. What I mean, is, Prevail with a
Fit Number . . . of Sober, Ingenious and Indus-
trious Young Men, to Associate with you, and
meet One Evening in a Week, for the spending of
Two or Three Hours, in a Profitable
Conversation.” (1)

This sounds like one of today’s calendar of event listings in
newspapers and on the Internet for networking-specific and
myriad other types of organizations.

While the basic concept may be the same, the 21st century has
certainly brought new methods of execution. Before we look at
the two major ways to network, let’s examine the process more
closely.

My Definition

Networking is an active, dynamic process that links people into
mutually beneficial relationships to build a new kind of wealth:
social capital.

A Active — You cannot sit back and wait to be contacted or
approached. You have to make it happen! The knight or
princess on the white horse will not ride up to your door
with referrals or job offers. You have to take the initiative
to participate and meet others.

A Dynamic — People, events and information are constantly
changing. No two interchanges are the same. You have to
keep up with your industry, your business, your company,
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your community, your friends, and, most of all, you have
to hone your techniques continually so you can apply them
universally.

A process — Networking is a series of hierarchical actions
and interactions that leads to an end: a result, a solution, a
relationship, an answer, a sale, a job.

Links — The process connects, bonds and couples people
with one another. Just as a chain is only as strong as its
weakest link so is your network only as strong as your
weakest link.

Mutually beneficial relationships — Networking is as
much about giving as it is about getting. You and people
you connect with and connect to others need to mutually
profit from the interactions to make it work. You can’t take
money from your savings account until you deposit it;
likewise, you can’t take from the universe until you have
helped others. And you don’t need to keep track because
the natural law of reciprocity makes sure you will get
when you give.

Social capital — It’s your network of “knob turners” and
the kind of wealth that helps you amass financial capital.
“Who” you know is more important up front than “what”
you know. Advanced degrees and experience won’t open
doors for you. It’s people who do that.
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Your Networking Chain

Your chain is comprised of different size links as well as broken
links. Decide whose names go where and how much work your
chain needs to make it whole again.

A Big, thick links = people with whom you have strong con-
nections and can always count on.

A Thinner links = people with whom you have more casual
relationships and can usually count on.

A Thinnest links = people you may or may not be able to
count on. You need to work on strengthening the relation-
ship.

A Broken links = relationships that have gone awry because
you haven’t bothered to stay in touch. You need to repair
these vital links to make your chain as strong as it can be.

Networking greases skids, thaws phone calls and warms up
prospects to make it easier for you to call prospective customers
and employers. It helps you find more “knob turners” to open
the doors you can’t open on your own. It also helps you find
more people you can connect to those in your network.

Once inside, of course, you need to rely on your knowledge,
expertise, professionalism and product and service quality to get
the sale or the job.
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If Bob Jones were an acquaintance of yours, which call would
you respond to more favorably?

“I am Tom Smith. Bob Jones recommended that 1
call you. He told me you are looking for market-
ing services.”

“I'm Tom Smith. I’'m calling to tell you about the
marketing services we offer.”

Tom took the time to build a relationship with Bob Jones, and
that’s how he got the recommendation to call you.

Networking 1s not selling. It is planting seeds. Sales 1is
harvesting, and the more fertile the ground in which you plant
seeds, the more likely you are to get a bumper crop. When
people tell me they network a lot and it doesn’t produce results,
I ask them about their target markets and where they are
networking. The process works! It is people’s implementation
that is often faulty. I talk more about this in Chapter 4.

The “thawing or warming up” process takes time. Networking
is not a quick fix. It is a long-term solution or a series of long-
term solutions, depending on the quality of relationships you
build.

Networking Is An Art And Science

Many relationship-building pundits agree that networking is an
art. To quote from Webster (Merriam-Webster’s Collegiate
Dictionary, 2004):

A “A branch of learning.”

A “A skill acquired by experience, study or observation.”

Few agree with me that it is also a science. Again, from Webster:

A “The state of knowing: knowledge as distinguished from
ignorance or misunderstanding.”
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A “Something (as a sport or technique) that may be studied or
learned like systematized knowledge (have it down to
a ~).7’

I have yet to meet someone who did not become a better
networker through the knowledge s/he gained from reading and
hearing about the process and then systematizing and practicing.

You have already taken a major step to increase your
networking prowess by buying this book. As you read the
upcoming chapters and practice what you learn, you, too, can
become a master networker.

Many people learn networking skills informally, even haphaz-
ardly, by attending events and behaving as they think they
“should.” The “should” often comes from unreliable, unin-
formed or misinformed sources.

I have long been a proponent of teaching this skill in colleges
and universities and through community and continuing educa-
tion face-to-face (F-2-F) and online courses. In fact, I created a
five-part series of online courses, “Building Relationships for
Business and Career Success,” that launched in fall 2008. Visit
www.duoforce.com to enroll.

You will benefit your entire life from learning how to build rela-
tionships in a structured way. You will also learn to build on the
commonality you share when taking the same F-2-F course. In
fact, keeping in touch with fellow students is one of the most
overlooked relationship-building tools. In most cases, you spent
four years with many of the same people in high school or in
college. That’s plenty of time to have begun building relation-
ships!

It’s also time for college and university alumni organizations to
rev up their efforts to help former students stay in touch for life.
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I also propose that corporations include networking courses in
their curriculum, both as orientation for new employees (to save
countless hours as new employees try to figure out who’s who
and where to go for what) and as ongoing relationship-building
programs for seasoned employees.

A Fortune 500 company called me when they
wanted to send about 50 engineers to a confer-
ence and trade show. The manufacturing com-
pany believed (correctly!) that it would be help-
ful for the normally more reserved engineers to
have more insight into working a trade show
and building relationships ... to benefit them-
selves and the company.

In addition to skill building, we also assigned
“tasks” to the engineers based on the confer-
ence programs listed in a promotional brochure,
i.e., people were assigned to attend certain pro-
grams and visit certain booths with accountabil-
ity to the conference manger upon return. On the
way to the conference in the company-rented
bus, the manager also facilitated a review of
relationship-building skills based on my materi-
als. It was a major win for the employees and
the company, which got a far better return on its
investment than if it had sent the employees
“cold.”

It is unfathomable that companies with sales forces lack the
foresight to include in-depth relationship-building skills in their
training.

What is encouraging is that the Relationship Networking
Industry Association, of which I am a founding member, has a
committee devoted to education and is considering certifying
people who teach this skill.
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Networking Is A Sexually Unbiased Skill

Networking is also a skill, and that’s good news. You can
improve your relationship-building abilities!

Building beneficial relationships knows no gender boundaries.
It is equally beneficial for men and women, and the process can
be equally daunting or equally easy for members of either sex.

There are some differences that impact the networker’s bottom
line. Male chauvinists and radical feminists agree on one thing:
Women, probably by nature or because they are the bearers of
children, are more nurturing and tend to be more cooperative,
empathic and understanding in a non-biased manner. After all,
they share their love unselfishly as they give birth to and rear
boys and girls.

Most women are natural networkers. They, their mothers and
their grandmothers have been recommending recipes, hair-
dressers and skincare products across kitchen tables for genera-
tions. Where the challenge for many women arises is in the
business arena. The increased emphasis on teaching relationship
building is helping women become more confident and compe-
tent at transferring their skills to the workplace.

Some “older” women were taught by their mothers (who
thought them to be positive qualities) to be seen and not heard,
not to exploit their personal relationships or to “brag” about
themselves. Hopefully, parents today are teaching their daugh-
ters that it is acceptable for women to be just as assertive as
men, socially and in business, and that as their daughters
become mothers this issue will be largely non-existent.

As a reminder, assertive behavior is what all human beings
strive for: to be concerned that the other person gets her/his
needs met while you do the same. Passive behavior is when you
are concerned only that the other person gets her/his needs met
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while you don’t put any emphasis on yours. Aggressive
behavior is when you are concerned only about meeting your
needs and pay little attention to the needs of the other person.

What does remain a challenge is that in business likes tend to
want to work with likes, i.e., women with women and men with
men. Because there are only a handful of women CEOs in the
Fortune 500 companies, it’s easy to understand why women
may not have the same opportunities to build high-value busi-
ness relationships. This will change only as more women rise to
top jobs at major corporations and become more than token
members of corporate and organizational boards of directors.

That’s exactly what the ole boy network was and in some cases
still is: men at the top helping other men rise to the same levels.
Women are not yet as privy to networking in these elite places
so, while their skills may be top-notch, their results may be less
impactive and powerful.

Women, however, are gaining in numbers what they lack in
force. Because of the corporate glass ceilings (they still exist!),
so many of them are starting businesses and becoming owners
and presidents that they are beginning to gain clout through
sheer numbers. This, in turn, adds clout to the relationships they
are building.

While they may not be managing the same number of people
individually, in aggregate they are managing as many or more
people as their corporate counterparts. They are learning impor-
tant leadership skills as they grow their businesses and become
involved in civic, professional and community organizations.

Another positive force for women is the number of company-
sponsored women’s networks that are being formed within
major corporations. Some of them, though, are still perfunctory.

A representative of a newly formed women’s
group at a Chicago accounting firm contacted
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me to present a program on relationship build-
ing. We agreed it would provide valuable skills
for the women’s professional development.
When we started talking fees, she said there was
no budget. Ironically, she continued to state how
top management (all men) was so supportive of
their initiative ... yet they wanted to get a speak-
er — a woman — to donate her time. It was even
more pathetic that management wouldn’t even
agree to pay my travel expenses (simply gas
mileage from a Chicago suburb)!

Perhaps, I am optimistic in stating how far women have come!

Time will tell. You, as men and women reading this book, can
greatly help the process move forward positively.

Networking Opportunities Are Ubiquitous

You can network almost any place, any time, in person and
online (more about this shortly). Only your creativity limits
your possibilities. In person, you have obvious work-related
events, opportunities over the backyard fence, at weddings and
family gatherings, your kids’ sporting and school events, when
shopping — even when waiting in line.

Years ago Mike, a graphic designer, told me that
one day at the post office he observed a woman
in line behind him holding a stack of newslet-
ters. When she came outside, he introduced him-
self and offered to give her a reasonable quote
on producing those newsletters. She agreed, and
Mike got the job.

Mike was observing one of the cardinal rules in networking:
Anyone within three feet of you is a prospect for your product
or service.
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My favorite personal experience happened when I was
discussing some packaging issues with the printer for my 52
Ways to Break the Ice & Target Your Market relationship-
building product.

We met near her office in a hotel lobby where 1
was waiting to join someone for lunch. I was
agreeing with her that her solution was plausi-
ble, but it was more expensive and less attrac-
tive than I had envisioned. A man came over to
us and said politely, “Forgive me, but I over-
heard your conversation and wondered if |
might give you my card. I'm in the packaging
business!” I looked at him, formed a positive
first impression, and replied, “Yes.” Turns out
he lives near me and did have a creative solution
that I bought. Further, he gave me two speaking
referrals for associations he belonged to and
introduced me to the corporate head of educa-
tional services for a Chicago-area Realtor.

Use your common sense. If someone scowls at you, appears
unwilling to talk or gives a short, curt reply ... back off. Some
people may consider it an intrusion. Honor their right to think
so. I may give this impression at a grocery store where my sole
purpose is to get in and get out. Sometimes, it even appears to
be an intrusion on my time!

You can also make a sale when someone else approaches you.

When I owned my business leads organization, |
received a cold call from a financial planner.
While I was not in need of his services, I noted
his sales skills, enthusiasm and dedication.
When he was finished with his pitch, I said, “Do
I have something for you! I own a networking
organization called Better Business Contacts,
and it helps you increase your business through
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word-of-mouth referrals. It can help eliminate
cold calls like this.” A short time later, he start-
ed a new chapter for me!

How Many People Do You Know?

A lot more than you think! Everyone knows 250-500 people on
a first-name basis. Consider former and current business associ-
ates, friends, family, neighbors, former classmates from elemen-
tary school through college, your children’s friends and their
families, fellow club and organization members and the people
to whom they have introduced you.

Since totals vary among people, let’s assume you know 300
people. And let’s further guesstimate that each of these 300
knows at least 300 people. That’s 90,000 people you have
access to!

Our goal is to help you master networking techniques so you
can make the most of each interaction, one at a time.

What About People You Want To Meet?

You’ve probably heard the phrase, “Six Degrees of Separation,”
which is also the name of a former Broadway play and televi-
sion show. This proven theory espouses that anyone can be
connected to any other person in the world through a network of
no more than four intermediaries.

I had heard this theory expounded again and again; however, I
spent years unsuccessfully trying to find the source. Then the
theory itself came to my rescue. I remembered hearing an ad for
a telecommunications company based on “Six Degrees of Sepa-
ration.” I repeatedly called the company’s advertising depart-
ment and, ironically, got voice mail and no return calls!
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So I decided to be proactive. I called an acquaintance at the
company, someone | had appeared with on a home-based busi-
ness panel. We had completed step one: We knew each other.
She diligently made phone call after phone call and several
months later let me know it was Ithiel de Sola Pool (MIT) and
Manfred Kochen (IBM) who first tried to prove the theory
mathematically. They were never able to solve it to their satis-
faction.

Stanley Milgram, a sociologist, devised a new way to test the
theory in 1967. His findings were published in Psychology
Today and were the basis for the phrase, “six degrees of separa-
tion.” His findings were discounted because of the small
numbers involved in his research.

Duncan Watts, a professor at Columbia University, in 2001
continued his own earlier research, this time on the Internet. It
confirmed Milgram’s earlier findings, and the phrase has earned
a legitimate place in society.

My workshop audiences prove again and again that the prin-
ciple works. I divide them into small groups, and they ask each
other for a lead, referral or information they are seeking. Wide-
eyed and exuberant, individuals have rushed up to tell me their
success stories! Many moved a step or two closer to the people
they wanted to call on or meet. Some have received solid leads
from people they hadn’t even known 10 minutes earlier. The
hard part is to get participants to end the exercise so we can go
on with the workshop!

One woman who sold medical supplies had been
trying for years to get her foot in the door at a
certain hospital. It turned out three of the five
people at her table at a chamber of commerce
breakfast meeting knew doctors at that hospital
and offered to make a phone call for her.



16 Breakthrough Networking

Another person who sold nutritional products
wanted contacts in the Asian-American market
because her company was expanding overseas.
Someone at her table offered to take her as a
guest to an Asian-American chamber of com-
merce meeting.

One of my favorites was the woman who wanted
to meet Lou Holtz in the days when he was the
head football coach at Notre Dame. Turns out
one of the women at her table lived next door to
him. I still don’t know if she ever met Lou!

Another was the printing salesman who
approached me with a look of disbelief. He
exclaimed, “Lillian, I have a new client. Look, 1
have his name, company, phone number and
what he needs. I can't believe it.”

Believe it! The key to this theory and much of networking is that
you have to be proactive. You need to tell people what you need
and want before they can help you fulfill those desires. People
in your network are not mind readers.

Interestingly, I have never tried it to reach Hillary Clinton;
however, 1 did go to college with someone who was a former
partner with her in a law firm in Arkansas. Hmmm, could be fun
to try!

Face-To-Face Vs. Online Networking

With the advent of the Internet and the plethora of online social
networking sites, much has been written and said about the
merits of F-2-F networking vs. Web 2.0 tools.

Much of the advice I will be giving you about what to do before
an event and working the event will deal with F-2-F. (My
follow-up advice will contain both F-2-F and online social
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networking tools.) There is a basic, important advantage to
meeting people in person before you start building relationships.
You can see that people are who they say they are.

This is especially true when you hone your skills through the
use of the DISC behavioral assessment tool and the interpreta-
tion of body language, and you know how to read people when
you meet them. While you can “read” people by their email and
telephone styles, it can be more difficult, particularly for neo-
phytes to the DISC system.

Remember Gen. Israel Putnam’s famous quote while he was
commanding the Revolutionary Army at the Battle of Bunker
Hill? “Men, you are all marksmen — don’t one of you fire until
you see the whites of their eyes.”

I believe that the best relationships are begun when you can see
the whites of another’s eyes.

People like to do business with and hire people they know and
trust or people referred to them by people they know and trust.
F-2-F networking is one of the major ways you get to know
people and vice versa.

Trust is the second vital ingredient in relationship building.
Online, you have no guarantee that people are even the sex or
the age they say they are or employed in the occupation they tell
you. How can you even begin to build trust or consider referring
someone you don’t know?

Trust is built over time through your integrity, your honesty and
your follow through. If you find someone online whom you
want to build a relationship with, take time to do it thoroughly.
If the “someone” is not geographically accessible, then spend
time on the phone, through email, at her/his website and talking
with people you know who know her/him before you commit to
a business relationship. Often, it can be worth your time to fly
to meet someone especially if the business venture is of any
substance.
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The Internet is a great research tool and can provide a plethora
of information about individuals and companies before and after
you have met someone. However, it will never replace the
verbal and nonverbal information that is transferred in a hand-
shake and F-2-F exchange.

When I checked the list of notable online social networking
sites at wikipedia.org/wiki/List_of_social_networking_websites
in August 2008, I found that of the 130 listings, only three were
business. They are LinkedIn, Plaxo and Ryze. My familiarity
with the business-oriented ones is that they work well when you
restrict your connections to people you know rather than linking
to anyone who asks. And, of course, you can use your direct
connections to introduce you to their direct connections just as
you would do in person.

Email and Web 2.0 tools are a great way to maintain and grow
relationships once you have met someone. They offer imme-
diacy and ease not found in telephone or more formal written
communication. (See Chapter 7.)

How Do We Start The Process?

Some people fail at networking because they don’t take time to
learn its intricacies, the myriad tips that turn a novice into an
expert. Far more people fail because they don’t master or even
know that there are three parts to successful networking: what
you do before an event, how you work it and how you follow
up. I’'ll explain in great detail how to become proficient in each.



Communicate and Network Your Way to Success
Learning Tools From Duoforce Enterprises, Inc.

Duoforce Enterprises, 2221 Ridgewood Rd., Lisle, IL 60532
Fax to 630-983-5312 www.duoforce.com lillianspeaks@duoforce.com

Breakthrough Networking: Building Relationships That Last . . . . books @$21.95

52 Ways To Break The Ice & Target Your Market
(1 deck each of Icebreakers and Market Targeters with instructional manual)
...................................................... sets @$35.00

Icebreakers only (26 cards) ............ ... ... ... ___decks @ $12.50/apiece ______
Market Targeters only 26 cards) ...................... _ decks @ $12.50/apiece _______
DISC® Classic . ............uoiiuuie i, _ @ $35.00/each ______
DISC® Classic Plus . ........... .. .. . . . . . @i ''i'iiiiaan.. @ $65.00/each
Marketing Boot Camp .. .................... ____ DVDs/workbook sets@ $89.00/each

Nothing Happens Until We Communicate
This comprehensive series shows/tells you how you communicate through appearance, body language,
gender, listening, presentation, self-esteem and writing skills. (Circle title[s] you want.)

CDs/Workbooks:

* Don’t Wait Another 10 Seconds * Unlock Your Potential Within
* Speak Easy: Overcome the Number One Fear * We Say It Without Words
* Sssh! Listen, Don'’t Just Hear * Write Right

CDs only:

* He Said/She Said - Business
* He Said/She Said - Personal

Single workbook: . ...... ... ... ... .. ... ... workbooks @ $14.95/apiece
Single CD ... ... CDs @ $15.95/apiece
Name Title

Company Name

Address

City State Zip
Business Phone Email

Payment Form

Check [# ] O VISA O Mastercard Expiration Date

Credit Card # 3 number V-code,
Name on card Signature

Amount Enclosed
Subtotal from above . ........ ... .. ...
Sales Tax (Illinois residents add 7.25%) . ....... . e

Shipping and Handling

52 Ways To Break The Ice & Target YourMarket, $8.00 for first one. Additional packages, $5.

For all other items, $5.00 for the first, $1.00 for each additional item. Contact

lillianspeaks @duoforce.com for Canadian or overseas shipping and handling charges.

Allow 30 days for delivery. . ... ... ..




<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.6
  /CompressObjects /Off
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.1000
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType true
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize false
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile (None)
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages false
  /ColorImageDownsampleType /Average
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages false
  /ColorImageFilter /None
  /AutoFilterColorImages false
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages false
  /GrayImageDownsampleType /Average
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages false
  /GrayImageFilter /None
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages false
  /MonoImageDownsampleType /Average
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages false
  /MonoImageFilter /None
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile (None)
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /CreateJDFFile false
  /Description <<

    /BGR <>
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000500044004600206587686353ef901a8fc7684c976262535370673a548c002000700072006f006f00660065007200208fdb884c9ad88d2891cf62535370300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef653ef5728684c9762537088686a5f548c002000700072006f006f00660065007200204e0a73725f979ad854c18cea7684521753706548679c300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /CZE <>
    /DAN <>
    /DEU <>
    /ESP <>
    /ETI <>
    /FRA <>
    /GRE <>

    /HRV <>
    /HUN <>
    /ITA <>
    /JPN <>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020b370c2a4d06cd0d10020d504b9b0d1300020bc0f0020ad50c815ae30c5d0c11c0020ace0d488c9c8b85c0020c778c1c4d560002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /LTH <>
    /LVI <>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken voor kwaliteitsafdrukken op desktopprinters en proofers. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /POL <>
    /PTB <>
    /RUM <>
    /RUS <>
    /SKY <>
    /SLV <>
    /SUO <>
    /SVE <>
    /TUR <>
    /UKR <>
    /ENU (Use these settings to create Adobe PDF documents for quality printing on desktop printers and proofers.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /NoConversion
      /DestinationProfileName ()
      /DestinationProfileSelector /NA
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure true
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles true
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /NA
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /LeaveUntagged
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice




