







More Praise for Networking for People Who Hate Networking

“Devora Zack knows networking, and her mission to make it easy and fun for you comes through on every page.”

—David Bach, #1 New York Times bestselling author of The Automatic Millionaire

“Let’s face it, you have to network. Devora Zack’s innovative strategy enables the networking-averse to succeed and have a great time doing it.”

—Joe Thomas, Dean, Johnson Graduate School of Management, Cornell University

“No, you don’t have to run around collecting a business card from every single person at every single meeting. Devora Zack proves you can make lots of new connections that will help you professionally and personally and still be true to who you are.”

—Jeff Weirens, Principal, Deloitte Consulting LLP

“I highly recommend this lighthearted, eminently practical book by a type-A introvert. (No, that’s not a typo!) It’s like having a trusted friend there at each step of the way as you become a world-class networker.”

—Jeff Martin, Vice President, Human Resources, CSC, Inc.

“Reading this incredibly enjoyable book is the next best thing to having Devora whispering in your ear, coaching you through events, and then leaving when you need time to yourself! You’ll gain perspective, confidence, and the willingness to take risks.”

—Peter Borden, Vice President, Sapient Corporation

“You are going to love reading this book! Devora Zack connects with the reader like no other business author I have ever read.”

— P. J. Kuyper, President, Motion Picture Licensing Corporation

“What fun joining Devora as she explores the battlefield of business networking. If you’ve got a reception in your future, grab this book in advance!”

—David Mayhood, President, The Mayhood Company

“This brilliantly written, eminently practical guide really works. Read it today!”

—David Meisegeier, Technical Director, ICF Consulting

“Devora shines a refreshing new light on what it means to be a stellar networker. Focusing on quality and sincerity rather than quantity and triviality, she teaches us how to make solid, lasting relationships.”

—Kye Breisath, former program analyst, U.S. Office of Personnel Management, Presidential Management Fellows Program
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Who looks outside, Dreams.
Who looks inside, Awakens.

—Carl Jung
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… for my guys.*

* You don’t expect more personal detail
than that from an introvert, do you?
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INTRODUCTION
this book is required reading

Only connect.

—E. M. Forster, Howards End

Learning Latin in Greek

On my first day of grad school at Cornell University, I attended microeconomics. The professor, in an attempt to calm our first-year jitters, explained in soothing tones that he would be showing a lot of graphs, yet there was no need to panic. He said, “Just think of graphs as flow-charts, and you’ll be fine.” As an arts professional with no background whatsoever in economics, I suddenly felt dizzy as my vision blurred. I had never heard of a flowchart. I was doomed.

I later described the experience of those first few weeks in business school as like trying to learn Latin in Greek … except I didn’t know Greek either. No matter how earnestly I took notes, a few hours later I had no idea what they meant.

A comparable pitfall exists when a self-declared non-networker tries very hard to follow networking rules written for a different species altogether. There is no point of reference. No mental bucket exists in which to dump the data. The data is fine. It is just in a foreign language. This networking book, on the other hand, is written in language spoken and understood by introverts, the overwhelmed, and the underconnected. What luck! You finally have a chance at a passing grade.

By the way, I now return to Cornell annually—teaching MBA students networking skills. I have yet to be asked back to lecture on economics, however.

Networking for People Who Hate Networking.

Why would such a book exist? Isn’t it a bit like giving quiche recipes to people allergic to eggs and cheese? Or surrounding oneself with fragrant flowers despite suffering from severe hay fever? If you have an aversion to something that is not absolutely necessary, why not find something else to occupy your life? Why torture yourself?

These are solid questions. Thanks for asking.

Allow me to begin by saying I agree with you 100 percent. Do not waste a single precious hour on an activity you hate! Still, you are not off the hook that easily. You do not get to place this book back on the shelf (or e-shelf, as the case may be), proclaiming yourself water to networking’s vinegar.

Instead, I am going to perform the astounding trick of making networking an enjoyable, rewarding activity. All without mind-altering substances! So find a comfy chair or patch of grass, crease this spine, and commit. You won’t regret it.

This field guide begins by politely examining—and then shattering to pieces—traditional networking truisms. Commandments along the lines of:

[image: Image] Promote yourself constantly.

[image: Image] More contacts = higher probability of success.

[image: Image] Never eat alone.

[image: Image] Create non-stop touch points.

[image: Image] Get out there as much as possible.

Until today (reality is subjective), networking books have been written for people of a particular temperament—the very personality style that is already predisposed to enjoy the prospect of spearing cheese in a room full of bustling strangers.

We will discover early in the book that this personality type comprises a paltry 30 to 50 percent of the general population. I am certain this is an unintended oversight on the part of other, well-meaning authors. Nevertheless, smoke comes out of my ears just thinking about it. The other 50 to 70 percent of humankind are being ignored. Misled. Bamboozled. It is time for the rest of us to take back our rightful share of the networking world.

And along the way we will discover the enormous value of understanding and leveraging our natural style when networking. No more stamping out our instincts.

Why Bother?

What’s that you’re mumbling? You don’t like networking and have no interest, anyway? It drains you? It never works? You don’t have time? You don’t need to? It’s phony, self-serving, fake, inauthentic, superficial, conniving, manipulative, and useless?

Hold it right there. Take a sip of water. Pull yourself together.

Introverts, the overwhelmed, and the underconnected fail at traditional networking by following advice never intended for us in the first place.

In my experience, people who proclaim to hate networking also believe they are not good at it. In fact, the reverse is true. You have the raw materials to be a stellar networker. You are simply following the wrong rules. Standard networking advice fails you, so you assume you fail at networking. Plus you hate it.

Now, at long last, you can learn a method of networking in keeping with the true you. Not a moment too soon.

What Is at Stake?

Only whatever you most want to accomplish in your life. No biggie.

Networking allows you to achieve your potential. Think of a Big Goal. Perhaps you want to find a new job, achieve a promotion, make a new professional or personal contact, improve the world, expand your influence, sell a product or service, write a book, seal a deal, improve collaboration, build a reputation, achieve your dream, or grow a business?

Networking will further your aim. In fifteen years as an executive coach, I have never met a person who did not benefit tremendously from learning how to network—on his or her own terms.

What is networking, really? Networking is the art of building and maintaining connections for shared positive outcomes.

Real networking is connecting.

The more authentic you are, the more resilient and valuable networks you create. You can learn networking techniques that rely on being true to yourself, using strengths you already have. You can learn to work with, rather than fight against, your lovable introverted, overwhelmed, and/or underconnected self. Previously labeled liabilities are now your finest strengths.

Enticed?

Return on Investment (ROI)

Time is your most valuable asset (unless, perhaps, you are fabulously wealthy). What about this field guide merits devoting a couple hours of your precious time to it rather than all the other competing options out there?

a. You will learn a new, super-effective method of networking described in accessible, easy-to-understand language.

b. You will gain dozens of practical tips while learning clear, relevant action steps with direct application to your own networking goals.

c. You will benefit from reading and investigating a myriad of memorable, real-life examples from my many years in many fields.

Grab a pen or pencil; you’ll need it. There is no such thing as a free ride. Glad to have you along.
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CHAPTER ONE
welcome to your field guide

Trust yourself. Then you will know how to live.

—Johann Wolfgang von Goethe

People swear up and down that I’m an extrovert.

This drives me nuts! I deny these accusations adamantly and then am subjected to a laundry list of supposed examples as to why I am mistaken. “But you give seminars for a living! You give presentations to huge groups and seem to love it! Plus, you know how to work a room …”

Blah, blah, blah.

These people have no idea what it really means to be an introvert. Plus, they assume that being an introvert by definition implies that one cannot be a strong speaker or networker.

Together, we will dispute, disprove, and knock upside the head these assumptions.

Welcome to your indispensible networking field guide for introverts, the overwhelmed, and the underconnected.

Your Author and Tour Guide

As we embark through the uncharted terrain of networking for people who hate networking, you want to be certain you are in capable hands. Why am I qualified to lead you on this journey?

First of all, despite protests from well-intentioned, ill-advised naysayers, I am an off-the-chart introvert. I am also nearly always overwhelmed and decidedly underconnected. My idea of a good time is being all alone. I have conversations with people in my head that I think actually took place. I need time to process ideas thoroughly before responding—or I get myself into trouble. The idea of a free-floating happy hour propels me into free-floating anxiety. A cacophony of external stimuli doesn’t excite me; it drives me away. I easily and naturally pick up on nonverbal cues many others miss. I prefer a few deep relationships to a large group of friends.

None of these preferences is linked to my exceptionally high energy level, propensity for public speaking, or business success. That’s because these attributes are not related to what defines introversion, a topic I have researched and taught about extensively for over fifteen years.

I am Type A, and I move fast. These traits are also not related to introversion.

Let’s have some fun. I will present examples of attributes that, to the untrained eye, may seem extrovert-centric, but with a bit of analysis emerge as introvert-friendly.

My favorite sport is running.

Even some “experts” claim that introverts are for some reason slower and less active than extroverts. This is baloney. Think about running—a fundamentally solitary sport that requires a singular focus for extended periods. The runner can think without interruption for the whole length of the run. What a perfect fit for an introvert!

I give two to three presentations weekly.

Whoa! This statistic combats most introvert stereotypes head on. Although I am a private person, I make a point of telling clients I am an introvert (on behalf of introverts everywhere). Introverts are entirely capable of being skilled public speakers. In fact, introverts prefer clearly defined roles and so may be more comfortable leading a discussion than participating in one. Many introverts are more at ease in front of a group than roaming aimlessly through a cocktail party.

I love networking.

Herein lies the book’s focus. This was not always the case for me. I discovered some wonderful techniques that turned the world of networking upside down—or shall I say right side up? You, too, can gain insights that allow you to excel at and enjoy networking. You can be a networking superstar.

Seem impossible? I am here to tell you it is not.

A Brief History of the Introvert

Many readers of this book are introverts. Many have been taught through cultural cues that introversion is a problem, a deficit, something unfortunate to hide or overcome.

From a young age, introverts receive the message that it is an extrovert’s world. Go play with others. Join in on the game. Class participation is part of your grade. Kids who withdraw around crowds are labeled as anti-social rather than applauded for being self-regulating.

Introversion is innate, and preferences are observable early on. As a kid, I asked for games to play by myself—a request that could prompt some parents to conduct a thorough psychological examination. As a parent now myself, I recognized clear traits indicating an introverted preference in one of my sons from the age of three.

THE BIG THREE

Introverts are reflective, focused, and self-reliant. These characteristics lead to the following key distinctions between introverts and extroverts:

[image: Image]

Why not indulge yourself and use all three characteristics at once? Take some time to ponder these traits (reflective), in depth (focus), while alone (self-reliant). I’ll wait here.

Regardless of temperament, by linking your strengths to customized techniques, you will be well-positioned to network away. Introverts, extroverts, and centroverts (definition ahead!) can all benefit from this field guide.

Did I mention that I am psychic? I sense you are curious where you land in all this. Right this way …
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CHAPTER TWO
assess yourself

We do not see the world as it is. We see the world as we are.

—Anais Nin

Reverse-It Quiz

1. Why do extroverts have voicemail?

2. Why do introverts have voicemail?

Answer:

1. To never miss a call.

2. To never answer the phone.

Identical actions can spring from divergent motivations. This point reminds us there is more to behavior than meets the eye.

I am often told the observation of action is proof of another’s motivation. This is never true. Inferences reveal only the observer’s bias. The reasons behind behaviors reveal intentions.


Notes From the Field

Breakfast Selections

[image: Image] While facilitating a residential seminar for senior executives, I explained that introverts generally prefer having breakfast reading a newspaper to socializing with classmates. Robert, an extrovert, challenged, “Then why did David [an introvert] come sit with me this morning at breakfast?”

I asked David to explain. He smiled and said, “I thought I should … Although I didn’t really want to sit with anyone—no offense, Robert!—I told myself I am here to network, so I better force myself to sit with you.” The class burst into laughter at his honest reply.

“So,” I continued, “why might an extrovert sit down next to a classmate he just met the day before?” Every extrovert’s hand shot up, but that didn’t matter, because two or three of them had begun answering without waiting for the formality of being called on, “We like talking to people. Who wants to eat alone?”



MENTAL ELASTICITY

Physical flexibility requires pliable muscles. Maintaining and building dexterity necessitates an ongoing commitment.

Mental flexibility means having customized responses to people and events and also requires continual development. Mental agility requires the ability to adapt without much lead time.

Conveniently, our pals the neuroscientists (always there when needed) have a name for this phenomenon: elasticity. Mental elasticity can be learned and developed. This term describes the ability to be flexible in our approach to situations. Thinking in new ways builds elasticity.

From creative problem solving to crossword puzzles, anything that stretches the mind contributes to the development of a healthy, flexible mindset. Elasticity keeps brains young and prepared to meet challenges with fast, innovative responses.

Understanding dimensions of yourself through assessments also increases the brain’s elasticity. And gaining clarity about your preferences allows you to better develop all aspects of yourself. Self-knowledge naturally flows into a better understanding and acceptance of differences in others. Perceiving differences is at least as important as identifying similarities.

Do not compare your insides with other people’s outsides.

Negative judgment often stems from an error in comparison— using one’s own internal state to critique another person’s behavior. My need to work uninterrupted may clash with your need to break up tasks with frequent, spontaneous conversations. Understanding different styles takes a relationship further than making critical, erroneous assumptions.

TEMPERAMENT ASSESSMENT

Each number presents two statements. Assign 3 points between each pair, based on your point of view. Point distributions are 3 and 0 or 2 and 1, no half-points. If you relate to A and not to B, A = 3 and B = 0. If you agree a bit with A but more with B, A= 1 and B = 2. Respond based on your nature, not what you think is “right.”

[image: Image]

Now enter your points and total the columns.

Assessment Scorecard

[image: Image]

So, how did you do?

There are no better or worse results. It is not possible to fail this assessment!

[image: Image] Strength of Preference

Let’s begin with a quick lesson in personality assessments.

Anyone with half a brain realizes there are more than two types of people. To contrast introversion and extroversion (I/E) does not imply that all extroverts—or all introverts—are just like everyone else in their category. Although I/E is a significant component of interpersonal style, many additional factors contribute to one’s overall personality. Furthermore, strength of preference, as identified on this assessment, impacts how strongly a person identifies with defining traits for each type.

People who score 25 or higher on extroversion are said to have typed out, to use my nerdy personality assessment lingo, as strong or clear extroverts. These people exhibit—or at least identify with—many extrovert characteristics.

The same can be said of introverts with an assessment rating of 25 to 36.

A person with a total higher score of 19 to 24 (for either column) is in the category that I dub centroverts. Particularly in the 19 to 20 range, this person could take the assessment again tomorrow and flip sides. A score of 18 for each, exactly in the middle, indicates neither an introvert or extrovert preference—also qualifying one for centrovert status. This happens all the time and is not cause for undue anxiety. Everyone has bits and pieces of both traits—it is just a matter of strength of preference.

ASSESSMENT RESPONSES

Individual reactions to the questionnaire results follow three standard patterns:

1. This is me!

2. I’m in the middle … is that OK?

3. I knew this wouldn’t work.

Let’s examine these responses in more detail.

1. “This is me!” is a typical reaction when assessment results confirm one’s own expectations and self-perception. Those with a strong preference along the I/E continuum often fall into this category. The more a person identifies with one end of the spectrum, the more she relates to the descriptions of that social style.

2. “I’m in the middle … is that OK?” people exhibit minor preferences and land in the center of the I/E scale. These respondents tend to be concerned by the results—“Does this mean I am wishywashy or somehow weak?” To the contrary. Those who score mid-range have the easiest time relating to people all along the I/E spectrum. Anyone can train himself to learn to relate to different styles; it just comes most naturally for centroverts, in the middle of the continuum. Other factors—such as a high self-awareness, familiarity with self-assessments, and a strong background in communications—also contribute to the ease with which one relates to different temperaments.

3. “I knew this wouldn’t work.” At times, assessment results contradict a respondent’s self-image, causing one to question the assessment’s validity. A respondent might say, “I think I’m an extrovert, but my results say I’m a strong introvert!” If you find yourself in this position, reflect on your mind-set while taking the assessment. Were your responses based on your inner nature or on how you tend to behave in certain challenging situations? Have you taught yourself to be flexible in situations that demand stretching yourself?

When in doubt, retake the assessment while thinking about your preference, not your learned ability. Keep in mind your natural, internal reactions, not what you perceive to be an ideal. Confusion may also arise from misperceptions you apply to the terms introversion and extroversion.

CAUTION: EXTREME READING CONDITIONS

A strong introvert exhibits more telling introverted traits than a slight introvert, and the same can be said of extroverts.

This book frequently focuses on those introverts and extroverts with the clearest preference, because distinctions are most easily understood when examining the strongest examples. There is some discussion of centroverts, who identify with certain traits on both sides of the spectrum. This field guide will also prove quite useful and relevant to centroverts.

Keep in mind your assessment results when reading. A higher number accompanying your I/E preference means more examples will ring true for you. Readers with slight preferences will relate with varying degrees to the examples provided.

The terms strong and slight reference the degree of identification with one’s primary style. This has no relationship to whether or not someone has a strong personality, firm convictions, or can bench-press two hundred pounds.

INTERCONNECTIVITY

Quantum physicists have discovered a very cool phenomenon with direct relevance to networking. Amazing. The experiment has been tested numerous times, providing validity to the fascinating findings.

Here’s the scoop. Two subatomic particles are physically connected, then separated. From that point forward whenever one is impacted, the other instantaneously reacts even if hundreds of miles away. This effect is called interconnectivity. Once a connection is established, the particles retain a relationship without a physical link.

Because people are made out of atomic particles, this experiment has logical ramifications for human relationships. We can relate these scientific findings to connectivity in business and networking.

Building points of connectivity with others is a critical component of successful networking. Discovering links of commonality with others sharpens our receptivity to maintaining connections. Introverts’ ability to focus and ask well-formed questions means an innate ability to forge real connections. Conversations go deeper, catapulting relationships into a new dimension.

Cultivating a couple of connections has more tangible results than dumping a slew of cards into the ol’ briefcase. Introverts connect. Not with everyone or all the time, yet our natural gravitational pull is toward lasting relationships with others.

With the right attitude, a focus on your strengths, and a few tablespoons of willpower, you can become an expert networker— applying the personality you already have. Very handy.

I would be negligent if I didn’t mention that connecting takes a bit more effort than holding up the wall while pretending to check your messages.

Higher risk, higher return.

Meet me at the next chapter, where we will gleefully smash to smithereens some standard, shallow stereotypes.


[image: Image]
CHAPTER THREE
the destruction of stereotypes

Dare to be yourself.

—Andre Gide

Whaddaya Know? Quiz

True or False:

1. Introverts are shy.

2. Extroverts are outgoing.

3. Introverts can be “fixed” by learning extroverted traits.

Answer:

1. False
2. False
3. False

Labels such as shy and outgoing have no direct correlation with introversion and extroversion. There are outgoing introverts (right here!) and extroverts who identify with shyness. High-functioning introverts, centroverts, and extroverts all have a bulky toolbox of behaviors at their disposal … and nobody is being “fixed.”

If you’re in a hurry, peruse this handy chart provided for your exclusive use:

[image: Image]

Everybody else, let’s take a field trip to …

INTROVILLE AND EXTROLAND

Unbeknownst to the general public, two divergent cultures live among us. Although not distinguishable by gender, age, race, ethnicity, physical abilities, or height, they are entirely different species. These two civilizations have some variations within their societies, yet retain distinct customs and rituals.

Those from Introville can be identified by a propensity to vanish alone and make their finest decisions while staring aimlessly out a window. They are capable of achieving depths of concentration that could cause them to miss earthquakes right at the epicenter.

Those hailing from Extroland move in packs. They freely share the majority of thoughts that enter their minds, pursue new interests regularly, and make friends at every turn in the road.

Due perhaps to plate tectonics, both species have been radically intermixed across the globe, even within close-knit families. There are no visible indicators of one’s heritage! You could easily approach someone who appears to be just like you only to discover this person speaks a foreign language, has alien habits, and entirely misunderstands your intent. Concepts such as respect, relationship, and recreation are translated into vastly different terms in each culture.

To make this dynamic even more colorful, meet the centroverts. Centroverts are a sizable community originating from the border regions of Introville and Extroland—simultaneously at home in both and neither of the two aforementioned nations.

Your sole hope to manage this complex demographic phenomenon? A quality field guide. At your service.

A Crash Course in Introverts

Repeat after me: “Introversion is not pathology!” Or just write it down. No need to speak, interrupting your train of thought.

What traits does the term introvert bring to mind for you? My survey of thousands of people over the past several years has generated the following predominant responses:

[image: Image]

It doesn’t take a rocket scientist to recognize that the majority of these descriptors are commonly perceived as negative in our society.

For years, researchers claimed 70 percent of the general U.S. population was extroverted and only 30 percent was introverted. When I was studying for my Myers-Briggs Type Indicator (MBTI) certification in 1994, these were the percentages we memorized. The statistic has since shifted significantly to nearly fifty-fifty (see Myers, McCaulley, Quenk, and Hammer, Myers-Briggs Type Indicator Manual, Consulting Psychologist Press, 1998).

I have a theory on this change. (Although I’ve not conducted a study, I am convinced I am correct—and I think you’ll agree.) I believe the population has always been about 50 percent introverts. The previous disparity in numbers reflected the fact that introverts didn’t respond to surveys about personality type! I envision the additional 20 percent of introverts balking at the surveyors, thinking, Why would I share personal information with this complete stranger? Some smart researcher along the way must have discovered a method to penetrate this barrier.


Notes From the Field

Introvert Spotting

[image: Image] How do you spot the elusive, chameleon-like introvert? With difficulty. Overall, introverts seem to be better equipped to spot an extrovert than vice versa. I rarely encounter an introvert who is surprised to learn that a stranger who just related his life story is a citizen of Extroland.

It is much more difficult to determine with certainty that one is in the company of an Introville native. Here are observations, supplied by actual introverts, about their compatriots’ revealing habits!

[image: Image] She evaporates with no forwarding address, emerging refreshed.

[image: Image] He takes a lot of notes, referencing them prior to speaking up.

[image: Image] She sits at the far corner table during business trip breakfasts.

[image: Image] He opts out of optional evening programs and events.

[image: Image] Even after spending significant time with you, she still neglects to share basic facts about herself.

[image: Image] He takes his time with opinions, yet has firm convictions.

This brings me to one of my favorite real-life examples. A seminar participant asked me whether personality style impacts the way colleagues greet one another at work. I then asked the group how they acknowledge others when passing in the hallway. A strong introvert replied, “I raise my eyebrows.”

We all busted up laughing. How quintessential.

Happy exploring! On your journey, remember to bring patience, silence, a Polaroid, and an acute sense of humor. Introverts pop out of hiding just when you least expect it.



Through numerous activities and examples, this guide teaches the networking-hater how to tolerate, even enjoy, networking by applying three new guiding techniques. The 3-Ps are founded on the belief that quality networking is really about connecting.

Even networking-lovers will benefit. As an extrovert confided in me, “I think I’m a pretty good networker. But my best networking has always been from forming meaningful connections.” So there.

[image: Image]

We will dive deeper into these astounding 3-P techniques in upcoming chapters. Unlike 3-D, no special glasses are required.

Introverts don’t have to be fixed or managed.

This book stands on the premise that introverts, the overwhelmed, and the underconnected are equipped with enormous strengths. When we tap rather than cap our true nature, the sky is the limit.

Ready to explore the basics in more detail?

Introverts Think to Talk (Reflective)

This first principle addresses how we think. Introverts process the world by thinking through and even writing down their impressions, reactions, and responses. In contrast, extroverts primarily process verbally— discovering what they think through discussing thoughts live-time.


Notes From the Field

Anybody out there?

[image: Image] I was on the phone with a new client. We had not yet met face-to-face. I asked a question, and he paused so long I thought we had been disconnected.

I asked awkwardly, “Hello? Are you still there?”

“Yes.” He struggled to explain: “It’s just that my mind works faster than my words.”

Ding! Ding! An introvert clue, I thought to myself.

A couple of weeks later, I told him of my internal response to his internal processing, and we laughed at this perfect example of introverts in conversation.



Introverts require time to process data before properly responding. We need to carefully think through responses; this makes us more committed to our spoken ideas than extroverts, who decide what they think as they are speaking. Introverts can reply without thinking—but these replies tend to be inaccurate or incomplete.

When an introvert bonds with another person, the introvert frequently becomes quite chatty. The other person can be an extrovert or an introvert; just as likeminded people are drawn together, opposites also attract. Think about a time you clicked with someone. Did you surprise yourself with how talkative you became? Introverts aren’t necessarily shy or quiet. Our talk-o-meter rating is quite circumstantial.

Introversion is about what goes on internally, not what is observed externally.

Watching behavior provides insight; the introvert’s inner motivation is hidden to all but the most gifted observer.

PAUSE

The first principle, thinking to talk, means that introverts (and many centroverts) need time to plan. Therefore, our first guiding technique is to pause before initiating interactions. Introverts do well by strategizing an approach, researching options, and clarifying goals in advance of taking action.

Introverts Go Deep (Focused)

This second principle focuses on how we are in the world. What is your comfort zone? Introverts are focused, so we can lose ourselves in the task at hand and pursue interests and people in depth. Introverts are highly selective in relationships, and how we spend our time. Introverted networking requires a deeper focus on fewer individuals—a practice with high potential for lasting relationships.

When introverts are excited by a concept, they drill down. After many of my presentations, I get stormed by crowds of introverts. They do not dash out of the room like field mice. They enthusiastically proclaim that understanding these concepts enables them to understand themselves—and others—in a revised, more positive light.

Introverts don’t do well with interruptions because we nearly always delve into tasks—it is jolting and disorienting to be unceremoniously pulled away. A stream of interruptions frustrates us and reduces our effectiveness.

Here’s a play-by-play. Say you’re an introvert. You concentrate on a task. You become the task. You enter the flow of the cosmos. An extrovert whizzes over to you, cheerfully asking whether you want to join a group heading out for, well, anything. You decline. And then you can’t quite pick up where you left off. It’s over. Bye-bye, flow.

A corollary to this principle is that introverts can be intensely private. Whereas extroverts freely share a plethora of personal data, introverts tend to keep quiet about their lives and accomplishments. Innocuous inquiries from extroverts are interpreted as personal, probing, and even rude.

PROCESS

Introverts and centroverts strive for, and crave, depth in relationships and experience. Rather than flitting around at a conference, draining limited, precious resources by engaging with every Tom, Dick, and Harry, people who traditionally hate networking do best by focusing on a few individuals.

A major benefit of processing a situation prior to diving in is that less energy is expended for better results. I know this works firsthand. When I attended the largest conference in my field, hoping to find a prospective publisher, I did my research in advance. I narrowed my target down to one (one!) publisher and had a single meeting at the conference. And here we are.

Introverts Energize Alone (Self-Reliant)

The third principle is linked to the self; specifically, how we obtain and maintain energy. Introverts are inner-directed. This means introverts renew their energy alone or with a close companion.

Strong introverts crave alone time (I-time) as if it were oxygen in the lungs for survival. I can become short of breath from inadequate alone time. I-time is non-negotiable for a high-functioning introvert. Without I-time, an introvert can suffer from distraction, imbalance, exhaustion, and irritability. Reserves run dry.

Honoring—rather than ignoring—this need allows introverts to direct their attention to social demands such as networking with exceptional results.

PACE

The best technique to manage this third, sparkling principle of networking is to pace yourself. This is not just a good idea—it is mandatory for anyone who has claimed to hate networking in the past. This phase is best described as a two-step continual loop. Create meaningful, real connections. Retreat to recharge. Repeat.


Notes From the Field

Teamwork

[image: Image] Sometimes I separate introverts and extroverts before assigning each group a task. The introverts do not begin by speaking together. Heads bend toward the table as they pick up pens to begin individual lists. Frequently, after a moment they ask, “Do we need to do this as a team?” I say yes. They then create a list that clearly states individual ideas and contributions.

The extroverts bond rapidly into a group. They are the first to volunteer to share their findings, by proclaiming, “We’ll go!” They shout out over each other. No one cares. They don’t check in with each other regarding their responses. No one is offended.

Often the introverts don’t offer to share their list when the extroverts are finished. When an introvert does volunteer, she will begin by checking in with the group members verbally or visually to ensure no one minds if she shares their discussion points. Her raised hand is not accompanied by calling out.

Her list is short and precise, yet she provides additional details when presenting. She clarifies and elaborates. Each contribution is explained, yet not attributed to specific people. That information is deemed personal.

This composite example draws on hundreds of programs in which I have seen astonishingly consistent results.

While we hover near the topic, I want to dispel once and for all the misnomer that introverts are not good team players. It is time to put this unseemly rumor to rest. Naïve people (please lend this book to them whenever possible) subscribe to the faulty logic that because introverts are inner-directed they do not play well with others. Introverts can be exemplary team contributors by applying their attributes of focus, attention to detail, and the ability to see beyond the surface.

I will concede one point—to prove that I am reasonable. Once on a team, an introvert prefers a discrete task and the autonomy to carry it out.



A FEW BENEFITS OF INTROVERSION

[image: Image] Strong sense of observation → attuned to subtle non-verbals

[image: Image] Innately independent → think for themselves

[image: Image] Focus on internal over external → do not notice or care much about externalities

HAZARDS OF INTROVERSION

[image: Image] Heightened need for privacy → extroverts can perceive relationships with introverts as one-way

[image: Image] Difficulty handling interruptions → networking requires adapting to mercurial conversations

[image: Image] Drained by small talk → simple banter can wipe out an introvert’s energy reserve

A Crash Course in Extroverts

At first glance, extroverts seem to be naturally adept networkers. When I teach courses on Networking for Extroverts and Introverts, the introverts respond with shock that any extrovert would ever voluntarily attend such a seminar. Don’t the extroverts have it all wrapped up?

Yet voluntary enrollment hovers at fifty-fifty.

The class divides by temperament, and we go from there. It turns out the extroverts have plenty to learn—from introverts!—about networking. What a shocker. Once we pass around the smelling salts to revive the faint of heart, we proceed.

In these seminars, stereotypes are crushed. It turns out even extroverts have networking challenges.

A solid chunk of the people you meet—and network with—are primary extroverts. So pull yourself together, put on your field gear, pick up your pen, and (if you’re not an extrovert yourself) set out to understand this mysterious culture.

[image: Image] Take Action! “The Other Half”

Let’s dispel the myth of the extrovert. Jot down your uncensored judgments and perceptions about extroverts:

[image: Image]

Add additional reams of paper as needed. It’s good to get this off your chest.

In some of my seminars, introverts and extroverts collaborate on a list of stereotypical perceptions of extroverts at work. Ready for this slam?

[image: Image]

Just the people with whom you want to hang out, right?

This list provides examples of how extroverts can be perceived, yet none of the judgments are empirically true. As in “two is greater than one” true.

We get this intellectually. We do not, however, always function from our intellect. To quote the charming band the Lemonheads, “It slipped my mind that I could use my brain.” (The Lemonheads, “Rudderless,” It’s a Shame About Ray. Atlantic Records, 1992.)

Well put.

Remember the handy chart linking introverts’ defining traits to their preferred networking style? Extroverts merit their own chart.

[image: Image]

Later in the book we will artfully lace and layer the two preferred styles together, like a couple of well matched French braids. Good things come to those who wait. For now, we will trek deeper into extrovert territory.

Extroverts Talk to Think (Verbal)

Extroverts are verbally inclined. Herein lies a distinction between these two adjoining territories. Let me be clear—extroverts talk to think. This is so fundamentally disparate from the introvert’s core that it leads to a plethora of differences.

Extroverts may express opinions they discount moments later. Speaking enables extroverts to work through ideas. This is a major departure from what goes on in Introville. It is the source of much aggravation and angst among introverts, who are known to carefully weigh their words before utterance.

PATTER

Extroverts slide into networking mode with ease. Because they verbalize so naturally, chatting comes easily to them. They almost always prefer discussion to silence.

I take yoga classes populated by introverts and extroverts. Classes end with a relaxing closer, designed to leave participants centered and balanced—reenergized. So the introverts tiptoe around, not wanting to break the glorious silence. And the extroverts? The moment the new age music is switched off, they burst into lively conversation, “Wasn’t that wonderful? I feel fabulous!”

Each time that occurs, I am reminded of how extroverts express a surge of energy. Words bubble forth.

Extroverts are Expansive

While introverts delve deeply into projects and relationships, extroverts gravitate to a range of experiences and interests. Extroverts cast a wide net, whereas introverts focus in on fewer topics, interests, and people.

Extroverts are likely to exhibit a sincere interest in many subjects— however briefly. This tendency serves them well in networking circles when meeting a range of people. Variety is the spice of life.

Extroverts enjoy environments with diverse stimuli, activities, and options. More is more. An introvert’s cacophony is an extrovert’s symphony.

PROMOTE

Extroverts jump right in, nearly always up for trying a new experience, group, conversation, or event. Extroverts welcome the opportunity to expand their network, with quantity trumping depth of connection. While broadening their professional or social network (extroverts are comfortable with plenty of overlap here), promoting themselves is a natural fit.

A sincere interest, even drive, to get involved in a range of activities conveniently provides a diverse platform for selling their services.

Extroverts Energize with Others (Social)

Extroverts gain energy from socializing. I’ll say it one more time! Extroverts are energized by casual conversation. For the standard introvert, drained by small talk, this is a difficult concept to grasp. Yet this same trait can also be the source of some envy, when we introverts are honest with ourselves.

Extroverts in my seminars have been known to proclaim, “I can talk to anyone about anything!’” Introverts stare with mouths dropped open, as if upon their first viewing of a UFO.

PARTY

Extreme extroverts interact on the assumption that social interaction —of any quality or length, at virtually any time—is preferable to silence.

For strong extroverts, mingling is a relaxing, rewarding aspect of work. I have heard innumerable extroverts make proclamations along the lines of “Networking is the easiest part of what I do.” Extroverts engage strangers in conversation with ease. Many extroverts consider social functions a highlight of their jobs. Party on!

A FEW BENEFITS OF EXTROVERSION

[image: Image] Spontaneous interactions → engage in conversation with little effort

[image: Image] Comfort in a range of situations → at ease with diverse people and circumstances

[image: Image] Release of grudges or slights → easily let go of conflict, do not take things personally

HAZARDS OF EXTROVERSION

[image: Image] Poor follow-up → prefer in-the-moment to closing-the-loop

[image: Image] Provide a plethora of information → a tendency to ramble or provide unnecessary details

[image: Image] Freely share private information → a lower bar for what is considered personal*

CHEAT SHEET!

[image: Image]




End of sample
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