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Invest in Your Network

To build a strong professional network, you don’t need to seek out the artificial networking 
events where everyone is looking to swap business cards. Rather, take the time to cultivate 
relationships and friendships in your professional environment and then enjoy the personal and 
professional payoff.  
Review the suggestions below and create a S.M.A.R.T Sprint. Execution is the key to building 
a great network.

Where do I find people to network with? 
• Within the company you work for. It could be department heads, coworkers, or

subordinates. Identify people you respect and enjoy and make an effort to spend time with
them.

• In your industry. Identify the thought leaders in your industry. These are the people that
speak at conferences, write blogs, and seem to know everyone. If you like and respect them,
start interacting with them. It’s easier than ever before. Comment on their blog, tweet a
question to them, ask them to lunch.

• In an industry you’re interested in. Considering a career change? Now is the time to
start to connect with people in that industry. When I decided to pursue podcasting, the first
thing I did was identify the people doing it well and connect with them. I started attending
their conferences and joining social networks where they were active.

Friends do business with friends.  
Most people enjoy doing business with people they know, like, and trust.

A few tips 
• Identify your purpose in networking.
• Be authentic. Be sincere. Be willing to pay it

forward by helping others. 
• Develop your sweet spot, whatever that may

be. For me, it’s connecting with people
through The Retirement Answer Man
podcast. For you it could be blogging,
podcasting, writing, organizing, and so forth.

• Know that good networking takes time. Be
patient with looking for results.

• Consistency. Consistency. Consistency.
Building a network requires repeated efforts;
your network will need tending in order to
stay strong.

For more tips on meeting new friends and 
nurturing quality relationships, review our 
Investing in Relationships worksheet.

Non-traditional networking ideas I’ve 
used to build my network: 
✓ Start a study group with other goal-oriented

people.

✓ Start a private LinkedIn group on a topic
you’re interested in.

✓ Actively comment on others’ blogs or
groups.

✓ Join an online community.

✓ Start your own blog on a subject you’re
interested in.



Important Disclosure Information 
R e t i r e m e n t  A n s w e r  M a n  i s  a  R e g i s t e r e d  I n v e s t m e n t  A d v i s o r .   

Please remember that past performance may not be indicative of future results. 
Different types of investments involve varying degrees of risk, and there can be no 
assurance that the future performance of any specific investment, investment 
strategy, or product (including the investments and/or investment strategies 
recommended or undertaken by Retirement Answer Man), or any non-investment 
related content, made reference to directly or indirectly in this newsletter will be 
profitable, equal any corresponding indicated historical performance level(s), be 
suitable for your portfolio or individual situation, or prove successful. Due to 
various factors, including changing market conditions and/or applicable laws, the 
content may no longer be reflective of current opinions or positions. Moreover, 
you should not assume that any discussion or information contained in this sheet 
serves as the receipt of, or as a substitute for, personalized investment advice from 
Retirement Answer Man.  
To the extent that a reader has any questions regarding the applicability of any 
specific issue discussed above to his/her individual situation, he/she is 
encouraged to consult with the professional advisor of his/her choosing. 
Retirement Answer Man is neither a law firm nor a certified public accounting 
firm and no portion of the newsletter content should be construed as legal or 
accounting advice. If you are a Retirement Answer Man client, please remember 
to contact Retirement Answer Man, in writing, if there are any changes in your 
personal/financial situation or investment objectives for the purpose of 
reviewing/evaluating/revising our previous recommendations and/or services. A 
copy of the Retirement Answer Man’s current written disclosure statement 
discussing our advisory services and fees is available upon request.  
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