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Agenda

Welcome- Maxine Gray

John Bultema- Affiliate 
President 

Networking- Sara and Jamie

Networking

Listening

Current/New Relationships

The Little Things

Retaining Ideas

- Tom

Relationship Building- Jamie

Tips
Questions/Close- Marnie 
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My Personal  Networking Story

John H. Bultema III, President
Fifth Third Bank- Western Michigan
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What  does Networking Mean to You?
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What is Networking?  

: the exchange of information or services among individuals, 
groups, or institutions; specifically : the cultivation of productive 
relationships for employment or business

an association of individuals having a common interest, formed 
to provide mutual assistance, helpful information, or the like: a 
network of recent college graduates. 

to cultivate people who can be helpful to one professionally, 
especially in finding employment or moving to a higher position:

the process of establishing a mutually beneficial relationship 
with other business people and potential clients and/or customers.
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Nurturing relationships

Win-Win

Long-term orientation

Starting now

Continuing indefinitely

Remembering the little things
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The Most Important Skill You Can Have
The most important skill for effective 
networking/relationship building is:

Listening

Focus on how you can help the person you are 
listening to rather than on how he or she can help 
you is the first step to establishing a mutually 
beneficial relationship.
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Listening Activity

We Need 2 Volunteers!
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Listening Tips

Nonverbals- eye-contact, tune-in, non, lean in

Focus on the person in front of you

Paraphrase

Ask Open-ended questions

Connect by listening to verbs they use
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Relationships with BLEND- Activity

Write down
3 Connections or Opportunities

You have made via:
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Connections

When you hear Connection what does that mean 
to you?

What do you actually know about that person?

How can you help them, how can they help you?

Connection Spectrum
From Name To Life, Passion, Interests, Career, etc.

Do you know someone who knows everything about you 
and you only know their name?  Why is that?
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Building Networks

Take a minute to 
write down 3 names 
and/or connections 
you would like to 
make and why.
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Remembering the Little Things- Activity
OneName Two Three
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Share 3 things about 3 people
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Memory Tricks

What are some of your Memory 
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Memory Retention Ideas

Pay attention

Visualize the Name

Repetition 

Cheat a little.
Business card Notes

Create memorable 
associations

the wilder the asso., the 
better
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Networking Ideas

Serve on Committees 
(like BLEND)

Special Projects

Mentors

Company Events

Community Events

Ask for Info/Advice

Prof. 
Asso./Conferences/ 
Seminars

Lunches

Volunteering
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from a 
Recruiters Perspective

Tom Brown
Team Lead for Sourcing
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A social network service essentially consists of a
representation of each user (often a profile),
his/her social links, and a variety of additional
services.
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Relationship Building
Taking the Next Step
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Nurturing Relationships 

Time
Concern
Trustworthiness
Candor

Invest

Character
Competencies
Commitment
Courage

Demonstrate
Information
Advice
Introductions
Advocacy

Receive
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Your  Networking/Relationship Building 
Strategy

Identify 3 connections you want to make and why

Set your goal for what you want to accomplish

Create a plan- Do research to have conversation starters

Seek out those people and introduce yourself

Make an effort to focus on 3 unique things

Follow-up with an email

Set a time for coffee or lunch

Remember Give and Take

Always Thank them for their time
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Take Away Cards

Seeds for Success: Cultivating and Growing 
Professional Relationships

Identify 3 Connections and Why
Set a Goal
Create a Plan/ Do Research
Listen- Focus on 3 unique things
Always Thank and Follow-up
Remember Win-Win 
Give and Take

www.grblend.com www.53.com
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Questions


