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Pearl Diving:
Building A Gem Of A Personal Network
Pearl Diving?
Yes, pearl diving. Each time you dive into a
meeting, float along in line at the supermarket
or find yourself swept into a gathering of
two or more people you can go
pearl diving.
Plunge in. Start a conversation.
Introduce yourself.
Network. You'll never know
what you're going to find until
you dive in.
Network. Learn about that
person.
Network. Just don't try to turn that contact
into a contract on the spot. It won't work.
We've all met people that try that. They glide up
to you like a shark, ask a question, talk through
your response with a rapid fire commercial, tell
you to call them and then they're gone.
In their view, they are networking. Those
predatory types just don't understand the
difference between transactional and relational
networking.

Transactional networkers want to score now.
They are driven to pin down a prospect, get the
job or close the deal. They have no time for
anything else. They see networking as
just one more form of
manipulation. Leads groups that
penalize members for failure to
produce prospects fall into
this category, as do the
tactics employed by some
multi-level marketing
organizations.
There is a place for
transactions, but it is never
on a first meeting. And in most
cases it will come much later in
the sequence.
The best networkers understand that Networking
is the establishment of a relationship.
Relational networkers aren't interested in what
you might be worth to them. They are always
more curious about you as a person. They
consistently ask how they can be of help to you
rather than the other way around. They maintain
the contact out of regard for you, not a need to
cash in on the contact.
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Building A Gem Of A Personal Network
Relational networkers are pearl divers. They
understand that each of us is like a pearl.

But I'm shy you say. I can't just start talking to a
stranger.

Like a pearl, we've added layer upon layer of
experience.

I'm shy, too. But I learned that just dipping a toe
in the water doesn't work. You've got to dive in.

Like a pearl, we've rolled around and around in
the narrow confines of our lives.

There are an ocean of possibilities that exist to
build your business, your career and a life of joy.
Trust in those pearls of relationships, those
gems of contacts that will do for you the one
thing that only networking can do so
effectively…put people who know and care
about you to work making new contacts for you.

Like a pearl, we hide most of ourselves beneath
a glossy surface.
No two of us are the same. Yet we respond
similarly to someone who expresses a genuine
interest in us.
Each of us has qualities that make us jewels.
The gentle wash of friendship makes us glow.
We return a little care, a little concern with
sharing.
We share our experience, our knowledge, our
trusted resources with someone who has taken
the time to care about us.

Build those relationships. Depend on individuals,
not corporations. Put your faith in people, not
paperwork. You can be confident they will send
you business, refer you and delight in your
happiness.
Careers, companies and lives of joy are built one
contact at a time. Develop one pearl of a
relationship plus another and yet another until
you have a multi-strand string… each a unique
and memorable personality adding to all the
others.
That is the pearl hidden at the heart of
networking. Each of you is an asset for the other.
Each enhances the value of all.
Dive in. The water's fine.
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