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A COmmON AssumPTiON is ThAT A 

“people person” is the best type 

of networker. But this isn’t 

necessarily true. Actually, the 

only people who can’t profit 

from networking or Word-of-Mouth 

Marketing are those who don’t like 

people at all. But these are people who 

are not likely to be entrepreneurs or in-

volved in sales of some kind in the first 

place. Most of them will be in careers 

that allow them to work alone in a back 

room where they don’t have to come in 

contact with people. They’re not going 

to be out there drumming up business.

Most people who have started their 

own businesses and who depend directly 

on others buying their products or 

services have at least a certain comfort 

level in dealing with people. They may 

not be outgoing or gregarious, but they 

can form meaningful relationships and 

communicate their ideas. A lot of people 

are like that, and for them, referral 

marketing is the best way to build their 

business, because referral marketing is 

marketing through relationships.

Often, introverts literally eliminate 

themselves from networking and 

relationship-building because they aren’t 

good at initializing conversations in the 

first place. This is unfortunate…because 

they are better at the part that is more 

important to the relationship process!

Networking is truly a two-part 

process. First, you have to meet someone 

new, and be prepared to share informa-

tion about yourself which will be of 

interest to the person you have just met, 

whether for the person him or herself, or 

for someone in the network of the person 

you have just met. The extrovert may be 

better at the first part of the process—

meeting someone new. But, the introvert 

is better at the second part—listening to 

the person he or she just met. 

Yes, it’s true! The type of 

networking I recommend can actually 

be easier for the introvert than for 

the extrovert. If this doesn’t make 

sense to you, think about it this 

way: Networking is about building 

relationships. Extroverts love talking 

about themselves.  Introverts are better 

at asking questions. 

It’s important to point out 

here that even introverts (or should 

we say especially introverts) have 

relationships. There is a vital difference 

in the ways the extrovert and introvert 

build relationships: The extrovert 

wants to talk about himself, while the 

introvert wants other people to talk. 

However, the latter is perfect when 

it comes to building relationships. A 

good networker has two ears and one 

mouth…and uses each proportionally. 

A good networker asks questions and 

gets to know the other person. And 

once you know the other person, it is 

so much easier to formulate a solution 

(that you can provide) to solve a 

problem, or ease a concern. 

So if you’re introverted, stop using 

that as an excuse not to network. 

Introverts who understand this concept 

are more naturally adept than extroverts 

at the art of networking, because they 

are comfortable listening to other people. 

In turn, this helps them make true long-

term connections with others.

Networking is a skill set that 

can be learned—no matter your level 

of gregariousness. If you remain 

ill-at-ease in environments where 

you have to mix and mingle or meet 

new people, we recommend that you 

take advantage of some of the many 

training seminars and workshops that 

teach you how to network effectively. 

You’ll find that when you learn ways 

to handle these situations, you’ll 

become more relaxed and confident in 

a networking setting.  

Called the father of 

modern network-

ing by CNN, DR. iVAN 

misNeR is a New York 

Times bestselling au-

thor. He is the found-

er and chairman of 

BNI (www.bni.com), the 

world’s largest 

business networking organiza-

tion. His latest #1 bestseller, 

The 29% Solution, can be viewed 

at www.29PercentSolution.com. Dr. 

Misner is also the Sr. Part-

ner for the Referral Institute 

(www.referralinstitute.com), an in-

ternational referral training 

company. He can be reached at 

misner@bni.com.

A highly sought after Word-
of-Mouth 
Marketing 
Coach, mARk 

DeuTsCh is the 

Managing 
Editor of 
The Business 
Networker. 
Mark has 

started several successful 

companies, and he is currently 

the Executive Director of BNI-Central 

Virginia (www.bniva.com). He is a widely 

recognized expert in Word-of-Mouth 

Marketing and a frequent speaker on 

the topic. You can learn more about 

Mark by visiting www.markdeutsch.com. He 

can be reached at mark@markdeutsch.com.
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BNI members receive The Business Networker at no cost. Subscriptions are available on an annual basis at $25.00. We also offer a 
discounted subscription rate for pre-approved alliance partners that want to send The Business Networker to their clients as an added 
value benefit. Contact Lisa Ritchie for more information on our gift subscription and alliance partner programs.

The Business Networker   2009 Monthly Advertising Rates 
	 1 QTR (3 months)	 Semi-Annual (6 months)	 Annual (12 months)

¼ page ad (per issue)	 $300	 $275	 $250
½ page ad (per issue)	 $550	 $500	 $450

The Business Networker  •  P.O. Box 11826  •  Richmond, VA 23230  •  Phone (804) 464-1093  •  Fax (804) 257-5450  •  www.thebusinessnetworker.biz

Each month The Business Networker features a collection of local, regional 
and national contributors who lend their expertise and share the latest in 
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