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Networking is about building meaningful relationships in order to advance your knowledge, 
profile and career; it’s about connecting with people and helping them. This document is 
designed to help you understand its value, how to go about it and a few ‘when networking 
doesn’t work’ examples. 
 
Why bother with networking?  
 
Well, people network to improve their profile, to stand out from the crowd, to generate 
opportunities to improve knowledge, to extend and strengthen the community around them, 
and to find answers and tools to help them or others and their careers. 
 
It is an extremely powerful way of improving your personal profile. It allows you to establish 
relationships with colleagues and service providers and enable you to demonstrate that you 
possess the key qualities that make it easy for people to be impressed by your: 
• Expertise 
• Integrity 
• Likeability 
 
If you really want to take that next step in your career, you need to look beyond the 
immediate needs of the role, having a more strategic, commercial and business awareness 
could make all the difference and how you communicate and interact with the wider business 
community is important for you and your company’s place in its local community in 
establishing contacts and opportunities.  Housing is a changing business and the skills required 
will become broader and more commercial. 
 
Where does networking happen? 
 
Everywhere! You network every day even if you don’t realise it. Networking can be face to 
face as well as virtual. In fact, successful networkers do both and you should always be open 
to new opportunities. 
 
HOW DO YOU GO ABOUT IT? 
 
STEP 1: Be prepared! 
 
Do your research! If you are attending an external event or training and can get hold of a 
delegate list prior to an event, look through it and identify anyone that you want to talk to. 
Dig a little deeper and take a look at their LinkedIn profile or company website to find out 
more about them and see who you already know who could make an introduction. Personal 
referrals are the most effective way of building productive relationships. 
 
Always try to remember the last time you spoke to people and use that as an opener for a 
new conversation. People like to be remembered!  
 
Being able to explain who you are (developing a strong personal brand) and what you do 
easily in one sentence is key to effective networking. Keep this ‘elevator pitch’ short, 
authentic, and conversational; make sure you practice it before hand! Rather than simply 
saying “I’m a Housing Officer’ why not say something like “I help people to achieve a better 



chance in life by providing them with a stable foundation”. If that’s not a conversation starter, 
then what is! 
 
Don’t head out to network solely for your own needs, but try approaching your next 
networking opportunity with the intention of opening doors for other people too, to help 
them solve their problems or create opportunities. You will get much better results. 
 
STEP 2: Get out there! 
 
Next, you’ll need somewhere to network. There are some specific local networking events 
are open to all, some are by invitation, some are industry specific, some are for local 
businesses and some will require you signing up to a networking group in your area.  You 
can also network within your normal company/industry/training/work events.   Wherever 
you end up, always be polite, friendly and make sure you say thank you.  
 
More importantly, step out alone, don’t remain in a huddle with your colleagues/friends, 
you will never get to meet new people this way, challenge yourself to meet one new person 
each time you are at a new event.  Set out to talk to people from different 
teams/companies, don’t stay in your familiar comfort zone, that will achieve nothing.  Split 
up and work the room. 
 
STEP 3: Clever ways to say ‘Hello’ 
 
Striking up a conversation with a complete stranger can be intimidating, but everyone is there 
for the same reason - so don’t worry, you’re not intruding by saying hello. If you get stuck, 
there are three clever ways to introduce yourself at events: 
 
1. Make a beeline for someone who is standing on their own and introduce yourself. In all 
likelihood, they’re just as nervous as you are and will be grateful you’ve included them. 

2. Casual conversation while you’re standing in line can work wonders. The wait also presents 
a great small talk opportunity. A simple “wow, it looks like it’s going to be a big crowd” or “the 
food looks amazing” are great openers. 

3. Offer someone a genuine compliment. It’s a great way to break the ice and will instantly 
put them in a positive frame of mind about you.  “You appear very confident, have you been 
here before?”, “I like your suit/dress”, “I really enjoyed the presentation you gave”. 
 
 
STEP 4: You’ve talked about the weather. What now? 
 
Once you’ve broken the ice, create a meaningful conversation by asking your new contact 
about themselves. When they ask about you, give them your ‘elevator pitch’ (we talked about 
rehearsing above) and answer their questions, but always lead the conversation back to them. 
This will show that you’re interested in them and will help you to collect as much information 
about who they are, how they could be useful and their needs and how you might be useful 
to them as you can. (Examples: Which company do you work for, how big a patch do you look 
after, how many in your team, what areas of work do you cover, how long have you worked 



for . . ., what do you like most about your job, who do you report to, what is the structure of 
your area of the business.) 
 
STEP 5: This isn’t speed dating, but... 
 
It’s important for you to ask for a business card or contact details so you can follow up with 
your new contact, but you don’t want to ask for are card or details too early and appear pushy. 
If they have not offered one by the time the conversation is winding down, you could say, “I’d 
love to stay in touch and follow up with you about XYZ – what’s the best way to get in 
contact?” 
 
Even if you meet the most interesting person at the beginning of the event, don’t be tempted 
to talk to them all the time. Know when it’s time to shake their hand and move on. You might 
say something like, “It was really nice to meet you, but I’ll let you carry on,” or “I’ve just seen 
someone I need to say hello to”. 
 
After the event, be sure to follow up with every person for whom you received a business 
card or contact details. This small professional courtesy can go a long way, send them a 
quick e-mail to thank them for their time and add a personalised note to prompt their 
memory of you. 
 
 
 
 
 
 
 
 
 
  



WHEN NETWORKING DOESN’T WORK! 
 
Check out these networking no-nos to make sure you are not a networking offender. 
 
THE FACEBOOK STALKER 
 
You just met a potential contact at an event - do you friend them on Facebook? No! It’s 
acceptable to try to connect with them on LinkedIn - which is a dedicated business network - 
but leave the “friending” for people you are actually friends with. 
 
THE ASSUMER 
 
Really, is there anything worse than an over-eager assumer? Try not to get over excited and 
come across as a little forceful when talking about what you can offer someone. Especially if 
you haven’t even established a need first. No one likes a hard sell when they’re networking, 
it will only leave whoever you spoke to with a nasty taste in their mouth.  
 
THE MONOPOLISER 
 
This no-no is true of any social situation, but is especially terrible at an event. Do not 
monopolise anyone’s time (even if it feels safer to stay chatting to the first person you have 
spoken to and don’t want to move on) - it will have the exact opposite effect you are hoping 
for and is likely to get you noticed - in the wrong way. 
 
So make sure you’re not a networking offender. It could make the difference in making a 
positive impression or getting that next job. 
Examples of networking opportunities: 
 
Company Staff Conferences or events 
 
Training events internal & external 
 
Industry events, training & conferences 
 
HDN Special Interest Groups (see HDN website http://www.housing.org.uk/in-your-
area/member-engagement/south-west/ ) 
 
Women in Social Housing http://wishgb.co.uk/  
 
Business Networks in the Southwest  
http://www.business-networksw.co.uk/  
http://www.businesswest.co.uk/events  
http://www.britishchambers.org.uk/find-your-chamber 
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