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MANAGEMENT

structure Your Schmooze

Associate, create and engage in a changing business development scene

By Trish Rubin

The very thought of networking

instll's skepticism,confusbn, and,

evenfear, in the heartsand minds
of manylawyers. In today’sconpeitive
maiket, an attomey’s ability to devebp
a book of clients significantly impacs
lif e— personahndprofessionh “l did-
n't goto law schoolto schmooze,they
tell thenmselvesand eachother as they
lose bushes to thosewho seeit other
wise. Faceit. You canrun, butyoucan’t
hide.Netwaking is hot.

Firms investsignificant markeing
dollars on client origination. Partners
andassocigesin thesefirms arecapable
and competent.Their clients are loyal.
Still the dollars are spent. To wha
resut? In this new world of building
connectons for busiressdevebpment
a networking “business as usual”
appoachjustisn’t goodenough

Web 2.0 andonline socialnetwork
ing add playful and almost devlish
compkxity to today’s networking con
versaton. IM’s, e-mails, text messag
ing, and online social netwoks are
weaving innovation through the tradr

tional fabric of client development.

Confusion about reaching people in
todays market grows. Is “face time,”
the tried and true way of originating
budness,dead?

Markeing departmentswill attest
technobgy is beggingthat queston in
today’s busness developmentland-

scape.If inveding solely in eventnet
working is no longereffective, how can
firms grow a vibrantclient bae while
testing some of networking 2008's
“technarcstic” components?

Oneregonseisto simplify thenet
working convesatonwith onequesion
asked daily, “Did you ACE your net
work gametoday?”

Netwokingis a confactsport anda
high stakes gane. Employing a smple
strategy, Netwoiking ACE clarifies the
fuzzy world of networking for attor-
neys Taking on this approachmeans
honoiing afew tenets

» Netwoiking alwaysincludesface-
to-faceconnecton

» Networking is science,a behav
ioral science,enhancedy technobgi-
cal science.

* Networking succeedsin small,
flexible “bites” within a big model of
busness devebpment.

Prdfessonds who incorporate
thesestrategiesincreasetheir busnes
bookastheygo beyondoccasonal, rar+
dom schnoozing for prospec in big
rooms ACE works becaus it system-
caly targes connectbnswithin a broad
bae. ACE meansyou’'ll analze and
plan. Most lawyers undersel them
selvesas netwokers They fail to rec
ognize their lawyering skills can be
tunedto the socil scene.No needto
reinventyoursef, evenasthe world of
busness developnent evolves at top
speed.Lawyers have netwoking skills
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beyond schnoozng. ACE expands

options systemically. Relying on

serendpity or friendsfor bushesscon

tactfadesA personalpaternthatblends
a moden offline and online business
devebpmentplanenerges.

Networking ACE works on the
“many to many” principle. Peopé have
netwoiks of hundeds The prospectin
front of you is not the end of your net
working rainbow. Look over their
shouldeisto the nextreferral. Usemany
mears of developing touch points
through face time and technology.
You'll bein contol, andyou’ll like net
working more.

ACE isn't aboutchangingyour per
sonalty to acquie busness.lIt's pat
teming genune behavor in three dis-
tinctways how you associate,how you
creak andhow you engagedo meetpeo
ple. In-house marketing departments
coachattorneys with a wide array of
strategies. Yet a simple, consistent
framewolk usedinformaly, or evenfor-
maly, with a matrix canstructurerela
tionship building. Business devebp-
mentis aboutrelatonshps.

Try ACE. You'll chooseassociag,
creae and engage behaviors dally.
Check yourself every day with this
queston, “Did | ACE my networking
gametoday?”Youwill knowwhereyou
stand with progpecs. Without stepping
into a room to schnooze, you'll get
conneced.

Associate is the foundaton of net
working. Meetas many peopk asyou
canin your schedule.Developa pres
enceaboutyou — as a person,not a
profesional Lawyers abound. Get the
edge personabl. Clients hire lawyers
they like. Peopke will readiy referyou
to others because of your personal
intensty. Associate feek greatbecause
netwoiking is not aboutyou; associte

This article is reprinted with permission from the MARCH 3, 2008 issue of the New Jersey Law Journal. ©2008 ALM Properties, Inc. Further duplication without permission is prohibited. All rights reserved.



NEW JERSEY LAW JOURNAL MARCH 3, 2008

191N.J.L.J.701

implies them Whenyou assocate, vary
the level of commitrent due to time
congraints. Occasionall, evensupport
ing associatnscanhavegreatbenefis.
They creategoodfeeling andthe posst
bility of prospecting. Make sure you
don't talk salesand serviceswhenyou
assocate. Develop your presenceas a
personfirst.

Join clubsandserviceorganizatons.
See the differencebeweenjoining and
supporing. Joiningdemandsmore pres
ence, time and commnitment Balance
both.

Join your alumniassocaton online.
Check out your alma matr online and
see who's dtill on your radar. Use the
Web 2.0 optionsto connectto old school
friends and make new conrections
FacebookhaseveninspiredAARP to go
in this diredion.

Go online at your child’s school.
Every schoolhasa Web site. Many have
“meetp” groupsfor parens and blogs
that help you developa postive social
presenceevenif you're shyin person.

Offer a skill to an organization.
Writing? Numbers crunchng? Do it
within a closedtimeframe.

Invesigate Web 2.0. Look for asse
ciations that post notices online and
attenda sessionNo needto conmit to a
long associationYou'll meetyoungpro-

fesgonals to refresh your confact base.

Choosegroupsyou know nothing about.
Join them to make new contcts and
leam a new skill.

Investigate online services like
Linkedin.can, Venturedreet.com or
Jigsaw.comExtendyour skill atmeeting
professonal people through online
social netwoiking.

Createmeansorchestating connee

tions and bringing peopk together.

Desgn a netwoik aroundpersonaland
professonal interess. Creat works for

thos who dislike the sererdipity of net
working. You are at the contols. Start
small by creatngandsponsoing person-
al evens and then go big andincrease
peopk’s awaenesof your uniquepres
enceasa professional

Creak contactimmedately. Refer
for all sorts of reasonspeisonalandpro-
fessional, whenyou meetpeopk. Creake
afeelng of being connected

Promptly  schedule  follow-up
appontments People you meet can be
town criers for you. Make thema priori-
ty.

Be creatve aboutfollow-up. Meet
for “tall coffees’ or “shat stops”
Whateveryou call thee meetngs,make
them quick meetups not long lunches
or dinners You can save money and
time, andquickly devebp personal con
nectons

Bring people together online.
Introducepeopk in yournetwok to each
other by e-mail. When they connect,
theywill betalking aboutyoufirst. They
will refer you.

Create a small netwaking evert
around a topic, for CLE credi or for
devebping connecions. Train yoursef
or someonein your office asa speaker.
Devebp small talks thatrelateto topics
that would attract clients. You run the
show ard gain the contact list. Be cre-
ative aboutlocaing events They canbe
held in the community or in offices of
thefriendsyou ve madeasyou asociat
ed.

Creak evens at conferencesSpeak
on topics that are not work related, i.e.,
wine, travelor poker.

Engage is the organic tool in your
toolbox. Work on presene. Engage
more effectively with thepublic, andyou
edablish a genune confactthat builds a
client value chain. When you go any
wher, practice social skills that help

engageyou relationaly with others.Use
your eye con@ct voice and gestires.
Practice the® in chalengng and com
fortable setings Skills improve as you
engageYou neverknowwho will besit-
ting nextto you in public in a socal or
professonal seting ... it could be your
nextclient

Work on eye confact every day in
the mirror so you are purposefuly
engagng peopk with your eyes. Attend
to the tone of your voice. Is it welcom
ing?Too rushed?

Remembea nanes by as®ciation
and repettion. Peope like peoplewho
use their nanes Think of how you use
yourhandsn aconverstion. Beingcon
trolled with gegure, not wild and not
stiff, makespeopk confortable.

Talk with people outside of the
office. Practice saying helo to safepec
ple in public. “Good moming” practce
makesyou feel less shy. It feels good
sinceit increa®s your body’s oxytocin
level

Idenify “safe converséabn places”
like salons barbershops waiting rooms,
airports or trains. Convese overgeneral
topics, start by asing for time or the
weateror direcions

Go online and devebp a profile on
an online social busnessnetwork that
goesbeyondyour companybio.

Sende-mailsthatareshort Usepeo
ple’s names. Keep on the radar by
atachinga piece of dat or a link that
might be of interest

Networking isn’t only schmoozng
in a room. It's building solid relaion-
ships In the pursuit of a healhy client
ba®, use yourlegalacumenandACE to
structure your schmooze.Creat a net
working plan, with or without a legal
marketing depatment Assocate,create
andengagewith onequeston, “Did you
ACE your netwoking gametoday?”’ll



