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Intro

Regrettably 95% of those who become a networker will fail, and the chief reason for that failure is that they didn’t get the knowledge and tools necessary to win in today’s competitive market place.

A piece of that knowledge is learning how any networker can become an expert networker and dominate the home business industry.


Synopsis
If you don’t understand how the majority fail, you may be headed down that path yourself.
 Learn Who Fails So It Won’t Be You
Even if you specified it, its practically out of the question to get an accurate statistic on the failure rate of online businesses. All the same, individuals are curious what induces an online business to give out…

Here are the top things that  keep people from succeeding :

1. Deficiency Of Action. There are individuals who desired to sell products online, read about marketing products online and purchased books about marketing products online — but never in reality acted on it.

2. Restlessness. Too many times, a person will assemble an online store, add her products, tell a couple of friends about it, put her link in her sig line, purchase an ad or two — and 6 months later when she’s not bringing in $2,000 a month, she drops out, saying that internet marketing doesn’t work.

3. Life. This is particularly true in the work at home mom domain. The person gets occupied with children and just merely doesn’t have time to commit to her business that's necessitated.

4. Deficiency Of Planning. If you fail to plan, you plan to fail. So many individuals begin a business on a whim. They come up with an thought on Monday and by Friday, they’ve assembled a free internet site, downloaded a free template and slapped in a couple of Paypal buttons. When swarms of traffic don’t arrive by next Tuesday, they're on to the next thing since apparently, selling products online doesn’t work.

5. Damaging Attitude. “I’ll just employ a free hosting account, just in case this doesn’t work out.” “I don’t want to spend more than a hundred dollars on a internet site design, as this is just a small business and I don’t want to waste money.” Too frequently individuals in a target market view essential business expenditures as a waste of income, rather than as an investment.

6. Getting Stuck In The Details. There are people who get upset because they think the content area of a site needed to be moved ONE PIXEL to the left and they'd already used their 2 allowed revisions. I’m sorry — but one pixel isn't going to keep individuals from buying your product.

Discovering the perfect shade of purple that looks the same on every monitor in the world isn't going to sell your products.

Individuals often fail to be meticulous about the stuff that matters — such as the content — and get stuck in the details of stuff that amounts to basically nothing.
The success of any business depends upon having the correct outlook from the word-go as well.

Having the correct outlook won't guarantee success but a wrong or unrealistic outlook will most certainly ensure failure. Consequently having the correct outlook is the first fundament that must be laid upon which a successful business can be built.

What is a correct outlook?

A correct outlook is the willingness to work hard to accomplish the goals that have been set. A correct outlook isn’t the belief that success will be simple, quick or painless.

Those who think that they can make an internet business boom without having to actually submit any time or effort are plainly condemned to failure from the first.

There are plenty of dishonest individuals waiting for the next fledgling marketer to come along searching easy wealth.

A correct outlook is the willingness to take the time to make a good, solid business plan that's based on sound business principles.

A correct outlook isn’t just bounding in feet first and trusting for the best because you are able to lose out big time.

Frankly ‘flying by the seat of your pants’ isn't a plan...it's just plain self-destruction in the world of internet marketing. If you don’t have a conventional education in business, you need to discover individuals who do have that kind of education or programs to help you learn more.

Synopsis
Following up is a crucial part of becoming a networking star. 

What Do You Know About Follow Up and Follow Through?
What happens on the far side of the initial contact and/or sale. Arriving at the sale isn't the climax of business it's only the start of what should be a long term relationship. 

Why is this so crucial?

Your long-term success depends on it! Residual incomes are accomplished only by duplicate sales, meaning your purchasers have to stay put if you want to proceed to get paid tomorrow on something you did today. If you disregard or abuse those relationships you'll cease to be in business.

What is the advantage?
Naturally individuals are doubting, following up builds up trust and relationships. Relationships are what produce loyalty. Loyalty is what produces stability. Stability is what produces Longevity. Longevity = Residual Income! You'll bring forth more business in duplicate sales, increase referrals, propel your team and see expanded duplication.

Realities about Follow up and Follow Through:

· Out of 50,000 individuals who begin a home based business, 48,500 never hear from their upline or sponsor over again!

· Individuals must trust you before they'll abide by your leadership or advice.

· Most marketers not only neglect to follow up but avoid it!

· Support is costless and yields the most eminent return!

· It's much easier to keep a client and/or team member busy than it is to go find a fresh one.

· Deserted individuals are not productive.

· Applying a retention strategy systematically improves profitability by 32%.

· A implemented client retention strategy decelerates attrition 10:1

· What you do inside your organization/business will be reduplicated with in your teams.

· Ordinary selling cycle is 21-30 days, just because they didn't purchase today doesn't mean they're saying NO for good.

· By actuating, educating, and arming individuals for success, individuals will stay longer and more individuals will arise to become leaders. Producing long term constancy!

Earnings in business comes from repeat clients, clients that boast about your project or service, and that add friends with them. 

The destiny is in the Follow up - Riches are made in the Follow up! Successful networkers go the additional mile!

We're in the relationship business "Network" means individuals/relationships. Following through lets you learn more about your prospect, client and/or team member. It as well lets you to help them make an informed decision, get more referrals, build up trust and credibility by showing them you do what you say you will.

Synopsis
Broaden yourself beyond your circle of comfort. 
Becoming a Better Networker requires You To Experience New Things
Sure, it's extra hard the 1st time but you'll discover it gets easier each subsequent time you do it. Do you ever see somebody else who looks uncomfortable and is standing alone. Approach them. You'll be doing a good deed that aids you both. Following that try walking up to somebody who looks very different from you. Acquaint yourself and then start asking some questions in an attempt to find something you share in common. 
It won't take long to determine a hobby you both have, a team you both cheer for, a place you both like to visit. With so much success under your belt you are able to move forward and approach somebody who you've wanted to meet. Be friendly and self-assured. You're on your way to becoming a networking maven.
Like any venture, you may have some concern and trepidation about facing the unforeseen, but you should also feel some of the rush of the challenge and excitement in finding new individuals with whom you are able to really connect. By making time in your agenda to attend some new gatherings, you are able to use early opportunities to watch other people networking and to assume the habit of talking to the individuals you meet.

Don’t forget, networking with success means that we occasionally have to stretch ourselves to the edges of our comfort zones – hard at the start but much easier with practice.

Whether it's a formal meeting or event (with 100 individuals) or an cozy gathering (of only 10 or less) being ready or open to network is really crucial – like the Scout’s slogan ‘Be Prepared’.

Even if you're unsure, introverted, nervous, blasé, or tired, you just never know when you're going to run into intriguing and valuable individuals.

Part of this method of ‘being prepared’ is to have snappy information about yourself available so that your communication is short, centered and clear - not altogether unlike an elevator pitch. Some of this is supplied by a good business card, all the same, effective networking is seldom accomplished by saying ‘hi’ and merely forking over a business card – you have also got to give something of yourself as an individual.

Particular introductions will be a great deal up to the individual style and personality. All the same, again, this is an chance to stretch yourself to the edge of your comfort zone and exhibit yourself as positively as you are able to. A simple object lesson that meets all the above criteria may consequently be:

“Hi, my name is Linda Jones. I spend my time producing and running interactive booklets on networking.”

Note that this has to cover what you do in pragmatic terms and not just your name and job title.

Maybe a franker example might be:

“Hi, my name is Linda Jones. I produce television screen ads from script to screen and everything in between.”

Lastly, I must spotlight the fact that the warmness of your introduction will influence the outcome of the meeting. Even though you might well be timid and nervous, it's crucial to make eye contact and smile – it sends the message that you're confident, at ease and friendly.
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