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1. 
 

I have clearly defined my networking goals in writing. 
 

 

2. 
 

I block out time in my weekly schedule for regular networking activities. 
 

 

3. 
 

I can profile my preferred client as well as a FBI profiler. 
 

 

4. 
 

I have a strong team of referral partners. 
 

 

5. 
 

I live by the “Givers Gain”  philosophy.  
(I give referrals to others before I expect them to give referrals to me.) 

 

6. 
 

I have an organized contact management system that I use effectively. 
 

 

7. 
 

I know the top ten traits of a Network Champion. 
 

 

8. 
 

I have a very diverse personal network.  
(People from differing professions, ethnicity, age, education, gender, etc.) 

 

9. 
 

I know that I can get to my target market through my current networking activities. 
 

 

10. 
 

I keep in contact with people from organizations I used to belong to. 
 

 

11. 
 

I make sure that all of my family members and my closest personal friends can 
accurately explain what I do for clients. 

 

12. 
 

I attend at least two networking functions or activities per week. 
 

 

13. 
 

I belong to a web-based networking group. 
 

 

14. 
 

I am someone whom people seek out when they need help. 
 

 

15. 
 

I bring personal value to my networking relationships. 
 

 

16. 
 

I typically am the one who puts the wheels in motion in a networking relationship. 
 

 

17. 
 

I have a networking accountability partner. 
 

 

18. 
 

I am an active volunteer for something meaningful to my life. 
 

 

19. 
 

I send thank you cards regularly. 
 

 

20. 
 

I consistently follow up on referrals within twenty-four hours. 
 

 

21. 
 

I find myself networking in the grocery store, an elevator, etc. 
 

 

22. 
 

I capitalize on my hobbies to meet someone new. 
 

 

23. 
 

I make the focus of my lunchtime meetings, how I can help the other person. 
 

 

24. 
 

I am good at making connections when I meet someone. 
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I am an active member of a referral networking group. 
 

 

26. 
 

I am an active member of my local chamber of commerce. 
 

 



 

27. 
 

I sponsor at least one event per year for a referral partner. 
 

 

28. 
 

I host an event for the people in my network several times a year. 
 

 

29. 
 

I am skilled at asking the right questions of a networking contact. 
 

 

30. 
 

I have created my message to be about how our clients benefit from our services 
rather than the things we do. 

 

31. 
 

I can consistently describe my target market and ideal client without saying 
“anybody” . 

 

32. 
 

I make sure that people hear the passion in my voice when I talk about my business. 
 

 

33. 
 

I make a good first impression with my business card. 
 

 

34. 
 

I provide valuable new information to my audience when I give a presentation. 
 

 

35. 
 

I send a monthly newsletter to my clients, top prospects, and to my best networking 
contacts. 

 

36. 
 

I regularly put out press releases for the promotional benefit of my business. 
 

 

37. 
 

I have written articles for publication and can provide reprints when the situation 
warrants. 

 

38. 
 

I make getting client testimonials a part of my sales process. 
 

 

39. 
 

I have provided my referral partners with success stories about my business. 
 

 

40. 
 

I have prepared a written introduction for each time I am presenting to a group. 
 
 

 

41. 
 

I am comfortable sharing my accomplishments. 
 

 

42. 
 

I have a habit of asking for feedback from my clients and networking partners. 
 

 

43. 
 

I started new networking relationships by acting like a host at networking events. 
 

 

44. 
 

I have asked the local businesses that I frequently use for referrals. 
 

 

45. 
 

I provide support to my clients and target market beyond my core services. 
 

 

46. 
 

I ask for referrals every day. 
 

 

47. 
 

I look for referrals for others every day. 
 

 

48. 
 

I am comfortable speaking in public. 
 

 

49. 
 

I surround myself with others who can help my clients. 
 

 

50. 
 

I am consistently providing referrals to the people I network with each month. 
 

 

51. 
 

I mentor others in the art, science, and philosophy of networking 
 

 

52. 
 

I receive multiple referrals from my networking activities each month that lead to 
new business. 

 

53. 
 

I have an advisory board for my business. 
 

 

54. 
 

I enjoy learning more about how to network effectively. 
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Network Champion     250 – Plus 
There is no doubt that your networking skills are remarkable. Most likely, you’ re already in the 
top one-fourth of the population who truly are separated by six degrees.  Your challenge is to 
stay there. 
 
Outstanding Networker     235 – 249   
You are in the 90th percentile. Clearly, you know how to network. You are mostly skilled enough 
to have you approaching the top group of networkers. Your thirst for learning will have you 
devouring books on strategies to further improve your return on invested time when networking 
and with commitment you can quickly become an expert networker. 
 
Very Good Networker     205 – 234   
You are in the 80th percentile.  You’ re doing many things right. Your effort can be very effective 
and many of your relationships are strong.  Seek out additional resources to help you focus your 
networking plan and continue to hone your skills to improve your efforts even more. 
 
Good Networker     180 – 204    
You are in the 70th percentile. The great thing is  - you believe in networking! However, there’s 
still a fair amount for you to learn and implement in your efforts.  Reassess how you view the 
networking process and focus your energy on devising an effective system in order to gain a high 
return on your networking investment. 
 
Fair  Networker     155 – 179            
You are in the 60th percentile.  On the bright side, you’ re probably building some good 
relationships around you. You most likely have people who care about you and want to help you 
grow your practice.  They can be a great source to help teach you how to build your networking 
skills and strategies. However, you could be doing some things that will hurt your business with 
respects to networking. Make a habit of reading articles and books that will help you focus your 
efforts and move further into the networking arena, one strategy at a time. 
 
Weak Networker     0 – 154  
Networking is an acquired skill. You need to focus on developing a basic networking skill set in 
order to network your practice more effectively. If you are ready to connect more closely with 
people and learn the skills necessary to move toward becoming an Expert Networker, tap into 
resources such as books, articles, blogs, and podcasts on business and networking. You’ve got 
nothing to lose and everything to gain. The world is waiting to know more about you and your 
practice.  
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Your score is between you and yourself alone. Regardless if your score was high or low, it can 
increase or decrease based on what you do from this point moving forward.  What’s more 
important than the number you received or the words used to describe your current level is your 
commitment to create a strategy and take decisive action to increase your networking skills and 
effectiveness.   
 

Your challenge and call to action is to improve your personal networking skills and strategies to 
achieve a higher level of sustainable growth in your practice.  After all is said and done, growing 
your practice and helping others are the two most important benefits you will reap from a 
dedicated effort.  As a bonus, you will make new friends and inspire other people to achieve 
success along the way.  
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Capitalizing on My Strengths:   (List Your Strengths) 
__________________________________________________________________
__________________________________________________________________
__________________________________________________________________
__________________________________________________________________ 
 

Overcoming My Weaknesses:   (List Areas of Weakness) 
__________________________________________________________________
__________________________________________________________________
__________________________________________________________________
__________________________________________________________________ 
 

Maximizing My Opportunities:   (List Your Most Promising Networking Opportunities) 
__________________________________________________________________
__________________________________________________________________
__________________________________________________________________
__________________________________________________________________ 
 

Immediate Action Needed:  (List the Steps You Will Take Now to Improve Your Results) 
__________________________________________________________________
__________________________________________________________________
__________________________________________________________________
__________________________________________________________________ 
 

Strategic Initiatives for Long Term Success:  (List Strategies for Redefining Your Approach) 
__________________________________________________________________
__________________________________________________________________
__________________________________________________________________
__________________________________________________________________ 
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