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MANAGEMENT

By Trish Rubin

The very thought of networking
instill s skepticism,confusion, and,
evenfear, in the heartsandminds

of manylawyers. In today’scompetitive
market, an attorney’s ability to develop
a book of clients significantly impacts
lif e— personalandprofessional. “I did-
n’t go to law schoolto schmooze,”they
tell themselvesand eachother as they
lose business to thosewho seeit other-
wise.Faceit. You canrun,butyoucan’t
hide.Networking is hot.

Firms invest significant marketing
dollars on client origination. Partners
andassociatesin thesefirms arecapable
and competent.Their clients are loyal.
Still the dollars are spent. To what
result? In this new world of building
connections for businessdevelopment,
a networking “business as usual”
approachjust isn’t goodenough.

Web2.0 andonlinesocialnetwork-
ing add playful and almost devilish
complexity to today’s networking con-
versation. IM’s, e-mails, text messag-
ing, and online social networks are
weaving innovation through the tradi-
tional fabric of client development.
Confusion about reaching people in
today’s market grows. Is “face time,”
the tried and true way of originating
business,dead?

Marketing departmentswill attest
technology is beggingthat question in
today’s business developmentland-

scape.If investing solely in eventnet-
working is no longereffective,how can
firms grow a vibrant client base while
testing some of networking 2008’s
“technarcistic” components?

Oneresponseis to simplify thenet-
workingconversationwith onequestion
asked daily, “Di d you ACE your net-
work gametoday?”

Networking is a contactsport anda
high stakesgame. Employing a simple
strategy, Networking ACE clarifies the
fuzzy world of networking for attor-
neys. Taking on this approachmeans
honoring a few tenets:

• Networking alwaysincludesface-
to-faceconnection

• Networking is science,a behav-
ioral science,enhancedby technologi-
cal science.

• Networking succeedsin small,
flexible “bi tes” within a big model of
business development.

Professionals who incorporate
thesestrategiesincreasetheir business
bookastheygobeyondoccasional, ran-
dom schmoozing for prospects in big
rooms. ACE works because it systemi-
cally targets connectionswithin a broad
base. ACE meansyou’ll analyze and
plan. Most lawyers undersell them-
selvesas networkers. They fail to rec-
ognize their lawyering skills can be
tuned to the social scene.No needto
reinventyourself, evenasthe world of
business development evolves at top
speed.Lawyers havenetworking skills

beyond schmoozing. ACE expands
options systemically. Relying on
serendipity or friendsfor businesscon-
tactfades.A personalpatternthatblends
a modern offline and online business
developmentplanemerges.

Networking ACE works on the
“many to many” principle. People have
networks of hundreds. The prospectin
front of you is not the endof your net-
working rainbow. Look over their
shoulders to thenextreferral. Usemany
means of developing touch points
through face time and technology.
You’ll bein control, andyou’ll like net-
working more.

ACE isn’t aboutchangingyourper-
sonality to acquire business. It’s pat-
terning genuine behavior in three dis-
tinct ways: how you associate,how you
createandhow youengageto meetpeo-
ple. In-house marketing departments
coach attorneys with a wide array of
strategies. Yet a simple, consistent
framework usedinformally, or evenfor-
mally, with a matrix canstructurerela-
tionship building. Business develop-
mentis aboutrelationships.

Try ACE. You’ll chooseassociate,
create and engage behaviors daily.
Check yourself every day with this
question, “Di d I ACE my networking
gametoday?”Youwil l knowwhereyou
standwith prospects. Without stepping
into a room to schmooze, you’ll get
connected.

Associate is the foundation of net-
working. Meet as many people as you
can in your schedule.Developa pres-
enceabout you — as a person,not a
professional. Lawyers abound.Get the
edge personably. Clients hire lawyers
they like. People wil l readily refer you
to others because of your personal
intensity. Associate feels greatbecause
networking is not aboutyou; associate
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implies them. Whenyou associate,vary
the level of commitment due to time
constraints. Occasionally, evensupport-
ing associationscanhavegreatbenefits.
They creategoodfeeling andthe possi-
bility of prospecting. Make sure you
don’t talk salesand serviceswhen you
associate. Develop your presenceas a
personfi rst.

Join clubsandserviceorganizations.
See the differencebetweenjoining and
supporting. Joiningdemandsmore pres-
ence, time and commitment. Balance
both.

Join your alumniassociation online.
Check out your alma mater online and
see who’s still on your radar. Use the
Web2.0optionsto connectto old school
friends and make new connections.
FacebookhaseveninspiredAARP to go
in this direction.

Go online at your child’s school.
Every schoolhasaWebsite.Many have
“meetup” groupsfor parents and blogs
that help you developa positive social
presenceevenif you’re shyin person.

Offer a skil l to an organization.
Writing? Numbers crunching? Do it
within a closedtimeframe.

Investigate Web 2.0. Look for asso-
ciations that post notices online and
attenda session.No needto commit to a
longassociation.You’ll meetyoungpro-
fessionals to refresh your contact base.
Choosegroupsyou know nothing about.
Join them to make new contacts and
learn a newskill.

Investigate online services like
Linkedin.com, Venturestreet.com or
Jigsaw.com.Extendyourskill atmeeting
professional people through online
social networking.

Createmeansorchestrating connec-
tions and bringing people together.
Design a network aroundpersonaland
professional interests. Create works for

those who dislike theserendipity of net-
working. You are at the controls. Start
small by creatingandsponsoringperson-
al events and then go big and increase
people’s awarenessof your uniquepres-
enceasa professional.

Create contact immediately. Refer
for all sortsof reasons, personalandpro-
fessional,whenyou meetpeople.Create
a feeling of being connected.

Promptly schedule follow-up
appointments. People you meet can be
town criers for you.Makethema priori-
ty.

Be creative about follow-up. Meet
for “ tall coffees” or “ short stops.”
Whateveryou call these meetings,make
them quick meet-ups, not long lunches
or dinners. You can save money and
time, andquickly develop personalcon-
nections.

Bring people together online.
Introducepeoplein yournetwork to each
other by e-mail. When they connect,
theywill betalkingaboutyou first. They
will refer you.

Create a small networking event
around a topic, for CLE credit or for
developing connections. Train yourself
or someonein your office asa speaker.
Develop small talks that relateto topics
that would attract clients. You run the
show and gain the contact list. Be cre-
ative aboutlocating events. Theycanbe
held in the community or in officesof
thefriendsyou’ve madeasyou associat-
ed.

Create events at conferences. Speak
on topics that arenot work related, i.e.,
wine,travelor poker.

Engage is the organic tool in your
toolbox. Work on presence. Engage
moreeffectively with thepublic,andyou
establish a genuine contact that builds a
client value chain. When you go any-
where, practice social skills that help

engageyou relationally with others.Use
your eye contact, voice and gestures.
Practice these in challenging and com-
fortable settings. Skills improve as you
engage.Youneverknowwhowill besit-
ting next to you in public in a social or
professional setting … it could be your
nextclient.

Work on eye contact every day in
the mirror so you are purposefully
engaging people with your eyes.Attend
to the toneof your voice. Is it welcom-
ing?Too rushed?

Remember names by association
and repetition. People like peoplewho
use their names. Think of how you use
yourhandsin aconversation. Beingcon-
trolled with gesture, not wild and not
stif f, makespeople comfortable.

Talk with people outside of the
office.Practicesayinghello to safepeo-
ple in public. “Good morning” practice
makesyou feel less shy. It feels good
since it increases your body’s oxytocin
level.

Identify “safe conversation places”
likesalons, barbershops, waiting rooms,
airports or trains.Converse overgeneral
topics, start by asking for time or the
weatheror directions.

Go online anddevelop a profile on
an online social businessnetwork that
goesbeyondyour companybio.

Sende-mails thatareshort. Usepeo-
ple’s names. Keep on the radar by
attachinga pieceof data or a link that
might beof interest.

Networking isn’t only schmoozing
in a room. It’s building solid relation-
ships. In the pursuit of a healthy client
base,use your legalacumenandACE to
structure your schmooze.Create a net-
working plan, with or without a legal
marketing department. Associate,create
andengagewith onequestion, “Di d you
ACE your networking gametoday?”�


