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How to Become a Networking Pro 

As much as we may not like it, we all need to network in order to grow 

our business and become more effective sales professionals.  When 

you take the time to grow your network and nurture it, you will be 

rewarded with a wealth of opportunities to hear about leads and 

prospective clients.  Those who are in your network are more likely to 

recommend you to others because they have a personal connection 

with you.  If you find networking difficult, I have put together some 

helpful tips that will turn you into a networking pro in no time. 

 

Start with Those You Already Know in Social Media 

While you may be intimidated at the thought of having to meet new 

people and connect with them, you may want to start with people you 

already know.  One of the best ways to reconnect with previous clients 

and find new leads is through social media.  We all know how popular 

social media has become; it has become even more popular among 

sales professionals.  It is one of the most effective and easiest ways to 

start building your network. 
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Become More Outgoing at Work 

If you tend to avoid networking at work because you are not 

comfortable speaking with groups of people, or are just shy, you need 

to step out of your comfort zone.  Becoming more active and talkative 

in the office is a great way to expand your network.  If you tend to 

isolate yourself, relocate to a more active spot in the office.  This will 

ensure that people notice you and see that you are open to 

communicating.  When it comes to becoming a successful sales 

professional, you need to learn to become more outgoing. 

Connect Others 

As you become more experienced in the art of networking, you will 

likely meet people who have something in common with someone else 

you may know.  Don’t hesitate to introduce these people because they 

will remember it and you.  This is a great way to build a positive 

reputation among those in your network that you are not only 

interested in yourself, but helping others grow as well.  

Host a Networking Event 

An effective networker understands the importance of communication, 

which is why you may want to begin hosting networking events.  This 

will allow your contacts to meet and speak with each other.  You may 

also want to encourage your guests to bring others with them.  This is 

a great way to expand your existing network while introducing 

yourself, and your business to new people.  Networking events have 

become extremely popular among sales professionals.  If you have 

been looking for a way to meet new people and expand your network, 

consider hosting an event, you’ll be happy that you did. 
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