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NETWORKING
Networking, probably one of the most intimidating aspects to entrepreneurship

if being a social butterfly doesn’t come naturally. It not only forces you to put

yourself out there, but it forces you to put your work out there too - and also,

ask for help when you encounter barriers.

Now, like we always say, and have always said: We are no experts. There is no

hard and fast rule to the networking world, and how you should do it the “right”

way.  Networking can be as passive as striking up a conversation in a coffee shop

lineup, or as intentional as attending networking events in your city. Regardless,

cool, calm, collected and confident will get you in more rooms than aggressive

and obnoxious behaviour will. Business IS a competition, but it operates as a

game of chess. Bulldozing your way through will have you crashing quicker than

you’re able to even dream of the finish line. And for these reasons, we have

compiled a few tips to support even the most socially awkward of individuals in

building successful relationships and optimize networking opportunities.
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The confidence you bring to the table about your brand is one

of the most valuable skills you will need to develop when

beginning to engage anyone in your idea/business plan. Ideas

are an amazing thing, and everyone has millions to share - but

the difference between ideas that happen, and ideas that don’t

make it past ones imagination is the vessel who has the power to

enact these ideas. The vessel needs to have the confidence to

know that they can make this idea happen, and that this idea is

worth all the work it will take to make it come to life. Now this

is something you must master, and it is something that should

come some-what naturally if this project, or business is truly

something that is sprouting from personal passion. It’s the fire

in your eyes, the energy in your speech, the liveliness of your

conversation. Your ability to tell the story behind this idea, and

why you think it will have impact. More impact, than what is

already out there..

Now, this is far from being obnoxious, arrogant and boastful. It

also has a lot to do with self awareness. Not jumping ahead of

the game, and always being cognizant of where you are

currently at, and where those who you may be looking to

network with are at as well. Understanding that you may hold

the keys to revolutionize an industry, but also that you need to

plant your seeds, and allow them to grow before you’re able to

access the ones you feel you need to elevate you to the next

level.  Being aware of this, is also how you regulate the way in

which you speak about yourself and your brand. Never

undermining your potential, but always remaining conscious of

the work that you still need to do to create your own space and

impact within an industry.  This goes hand in hand with our

next point: Be Prepared.

Now in this social media age, informal ways of contact have become

more and more regular. We would be lying if groundbreaking

partnerships or deals didn’t start with a direct message (DM), a

Facebook wall or a tweet reply. What we’re saying is emails still have

the highest success rate out of all of the above. And many opportunities

- not all - will be lost if you solely rely on informal modes of contact.

Personally, BlackExecs has been increasingly shifting our methods of

contact with people to email because alternate methods are unreliable.

And quite frankly, the lack of courtesy and professionalism that

typically stream through informal contact methods makes it difficult to

engage in business-related conversations.

Black Execs
Stay Connected. We Got You.
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COME CORRECT: WITH A CONFIDENT ATTITUDE

COME CORRECT: WITH A CONFIDENT ATTITUDE
Being prepared is all about knowing your industry, knowing the

problem you’re trying to solve and knowing HOW your specific

and unique solution will change service users, or industries

entirely. There should always be a bigger picture, even if it

seems damn near impossible. Because it’s the bigger picture that

secures partnerships, endorsements and investors. The ability to

see where you are, where you want to be and how you’re going

to get there.

Your business should have a plan, 1-2 years ahead at minimum -

5+ years ideally. You work backwards, creating quarterly marks

that you are set to achieve. Make yourself familiar with this

plan, so in meetings and casual conversations when you get hit

with “so where do you see this business in the future?” you can

say more than a dollar amount, or fantasize possibilities on the

spot. The answer to this question should be well calculated, this

above all else is your hook. You should be able to discuss the

scope, the impact, and the reach for the future of your business:

market yourself and your brand as a true visionary. Much of

this work comes from knowing your industry, knowing your

competitors; their strengths, their weaknesses. It is also

important to learn from your competitors, you’re a student

forever in the entrepreneurial world and you will never be too

established to not take notes on what you should or should not

do from your peers who share similar goals.

COME CORRECT: AND LEARN THE ART OF EMAILS!

 There is a prime time to send emails: Monday mornings 9-

10:30/11AM you are cream of the crop. You’re also most likely to

catch them as they sift though their emails in the morning. But

things don’t always go as planned - completely understandable, so

really that time frame during any weekday is ideal for sending

requests, proposals or partnership inquiries.

1.

2. Your emails should also have a signature. This is one people

typically overlook. It should include branding content (your logo,

your slogan) and easy access for the recipient to see your social

media and website links. This alone, carries the quality of your

emails to an entirely different level. It shows your value of

professionalism and your attention to detail. You also make it easy

for people to research the brand before committing.

3. Lastly, always have an introduction (Good morning, Good day,

My name is, Our company…) and a closing (Warm regards, Hope

to hear from you soon, Thank you,). And if you are sending a

proposal, end the email with a question: “Does this sound like

something you’d be interested in?” This encourages the recipient

to reply - even if they aren’t interested, and also helps engage

how the recipient will respond to the proposal you’ve sent if they

are.

At the end of the day, people are continuously receiving emails

through spam, subscriptions etc. You want to make sure yours

stands out, but you also want to be effective with your time

management. So yes, templates are good when you’re looking to

contact multiple people within the same scope, but leave

enough flexibility and space within your template to avoid

sounding generic and include specifics that pertain directly to

the person/company you are contacting. Whether it be

identifying the work they do, the role they have, their

accomplishments. Anything that lets them know you want to

speak and work with them specifically. You know, gas them up a

bit. Let them know you value them and their work, and you

need that support on your team.


