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Networking is the art of expanding your horizons. This translates into knowledge, experience, thinking and the skill or technique of listening. Some people at business meetings, conferences or social gatherings make the mistake of talking incessantly. It’s a natural tendency to think of your own answers while other people are talking, instead of actively listening. This can lead to making inappropriate comments. 

Knowledge and understanding are enhanced through intensive listening. Most executives will take pleasure in relaying information, experiences, procedures, ideas and policies if you show an interest and a willingness to learn. So, actively listen and display your positive body language. 

We are deluged with technology like emails, faxes, telephones, SMS messages, and closed circuit television. However, there is still miscommunication and subsequent delays. Most companies now hold regular in house meetings: sales, production, marketing or finance. These meetings provide the opportunity for face-to-face contact, to explain and clarify many programs and procedures. They provide a venue for listening as well as for questions. 

Some points to concentrate on:

· Train yourself to recall facts and figures from television or radio broadcasts; the art of listening has a great benefit of improving memory. After all, how can you recall certain information if you haven’t heard it?

· Make a good impression by addressing a person by their name. Have you ever been to a function, where on your arrival, you were introduced to several people and minutes later, you could not recall their names? The reason is simple, some people don’t remember because they don’t listen. They are usually looking around the room to see who else is there. When I am introduced to people I always greet them with their name. ‘Pleased to meet you Barry’. At the same time I repeat their name to myself, to register it in my mind, then move on to the next person.

· This is a classic example of poor listening: During World War l, a General issued an order to his next-in-command:

Send for reinforcements as we are going to advance.

By the time the message got to the end of the line, it ended up as:

We need three and four pence as we are going to a dance. 
Did this message chain break down because one person was the weak link by not listening?  

· Have your mind alert at all times when networking. Listen to what people have to say, even if the subject is unrelated to your field or expertise. Consider the idea that everyone is a salesperson, as they are selling their own ideas and beliefs.  Thus, engineers can learn from sales people, accountants can learn from production personnel and so on. Networking can bring together a wide range of experience and knowledge from many varied fields and industries.  

Make networking work for you. Remember, listen and learn!

