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Diary
of BDM PG
Webinars
The GGI Business Development
& Marketing (BDM) Practice
Group (PG) has organised
some webinars – save the
dates in your diaries:
➜ 13 July 2021
10:00 EDT | 16:00 CEST
➜ 14 September 2021
10:00 EDT | 16:00 CEST
➜ 09 November 2021
10:00 EST | 16:00 CET

Please refer to    ggi.com > Events
for detailed information on the
agenda and the link for registration.

Editorial
Dear Reader,
Summer is here and believe it or not,
I am slowly starting to meet with
my network in person again! Albeit
outside and at a distance! Although
the pandemic turned our world upside
down, I hope you all discovered
new and better ways to grow your
businesses. I am sure my fellow
business developers now consider
themselves virtual networking experts.
And our marketing experts finally
got to show us how powerful digital
marketing can be when it is embraced.
We have a great newsletter in store for
you all! From the BDM PG leadership
team, Talia Berger (Soroker Agmon
Nordman | IP & beyond, Israel)
kicks us off with an interesting piece
on how to spot the symptoms of
“Zoom Fatigue”, while Diane Walsh
(Prager Metis International LLC, USA)
discusses how we can shift our focus
to become global firms. Our other
contributors discuss the importance
of coaching, considerations for
rebranding, the common marketing

mistakes we should avoid as
professional service firms, and so much
more. I also share my top five tips for
how to network like a pro that I have
collected over the last few decades.
Thank you, as always, to all our
contributors for taking the time
to share their expertise with us.
If you have any questions, please
reach out to the authors directly.
  Jim Ries
Global Chairperson of the
GGI Business Development
& Marketing (BDM) Practice Group (PG)
E: jries@offitkurman.com

Disclaimer – The information provided in this newsletter came from reliable sources and was prepared from data assumed to be correct; however, prior to making it the basis of a decision, it must be verified. Ratings and assessments reflect
the personal opinion of the respective author only. We neither accept liability for, nor are we able to guarantee, the content.
This publication is for GGI internal use only and intended solely and exclusively for GGI members.

Are You a Victim
of “Zoom Fatigue”?
Key signs of zoom fatigue/
burnout may include:

By     Talia Berger
Zoom Fatigue (aka virtual fatigue)
refers to the exhaustion, worry, or
burnout associated with overusing
virtual communication platforms.
The COVID-19 pandemic has served
as a catalyst of this phenomenon for
many of us, bringing this issue to
the forefront of our mental health.
In the health and wellness industry,
when striving to adopt a healthier
and happier lifestyle, it is advised to
make small (even tiny) changes over
time, so that they “stick”. So, we
might implement the tiniest change
over a period of a few months, until
ultimately it becomes a healthy habit
we have adopted to our lifestyle.
A bonus to this strategy is that by
focusing on adding healthy tiny
habits, we tend to “abandon” the
bad ones almost without effort.
In the case of Zoom fatigue, since
our lives have been abruptly and
suddenly bombarded with hundreds
of hours of online meetings, seminars,
and webinars, our lifestyles have
taken a beating, even if we are
not consciously aware of this.
It is true that most of us are expected
to continue working as if nothing has
happened. But in fact, the sudden
change in lifestyle and daily habits
has had a substantial impact on our
mental health and exhaustion.
The tell-tale signs of traditional
exhaustion include feeling apathetic,
general exhaustion and reduced work
performance. Zoom fatigue has very
similar ways of showing up, with the
primary difference being that the
latter contributes to overall burnout.

1. Forgetfulness and difficulty
concentrating.
2. Difficulty maintaining relationships
and being present with loved ones.
3. Frustration and irritability
with co-workers.
4. Physical symptoms like muscle
tension, pain, fatigue, and insomnia.

Why does
this happen?
Although it might take less time to
prepare, dress, and commute to a zoom
meeting, your brain must work harder
during the meeting itself! You are a lot

more concentrated on reading people’s
facial expressions and decoding their
tone through a computer screen.
This takes effort! You are actually
creating the illusion of eye contact
while also mentally processing and
assessing their verbal and underlying
communication. If you consider that,
as with most technology, there is also
a slight delay for verbal responses
during virtual connections, even a
short zoom chat, can be exhausting!
Another reason Zoom fatigue occurs
is a strange one, when you stop to
consider it; somehow, pandemic
concerns aside, we are all expected to be
“on” and “work as usual” – just, from
home. There is nothing usual about this.
It is one thing to stroll into a conference
room when you are already in the office,
but having to suddenly prime yourself
and your home for a team meeting is

...next page

GGI member firm
Soroker Agmon Nordman | IP & beyond
Law Firm Services
Tel Aviv, Israel, and Singapore
T: +972 9 950 7000
W: sanlaw.legal
Talia Berger
Global Vice Chairperson of the BDM PG
E: talia.berger@sanlaw.legal
Talia Berger is the Director of Business
Development, Marketing, and Innovation
at Soroker Agmon Nordman | IP & beyond,
which was founded in 1999, and has
grown to become one of Israel’s top ten
intellectual-property law firms. Soroker
Agmon Nordman offers the highest
possible quality intellectual property and
complex litigation services in Israel, Asia,

Talia Berger
and other countries. They take pride, both
as individuals and in their ability to put
together bespoke teams to provide the best
and most efficient services for their clients.
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completely different. Add to this the
inevitable home/life interference, and
the fact that often bits of your home
life show up during meetings, this
can feel overwhelming even with the
knowledge that we are all dealing with
the same things! We have all been
there, trying to run a meeting while

your dog is barking, your toddler is
crying, and your teens are arguing
over who is using whose headphones
– all this can be a lot to manage.
Balancing work with the rest of your
life during regular times is hard
enough and working from home

adds a new layer to the challenge.
Recognising and acknowledging Zoom
Fatigue as a real thing can bring with
it a healthy mindset of being kind
and patient with yourself, as well as
with your “virtual” counterparts.
Good luck!

Five Reasons Coaching
is More Important
than Ever for Lawyer
Business Development
By      Jennifer Griffin Scotton
and   Jill Huse

GGI member firm
Brooks, Pierce, McLendon,
Humphrey & Leonard LLP
Law Firm Services
Greensboro, Raleigh,
and Wilmington (NC), USA
T: +1 336 373 8850
W: brookspierce.com
Jennifer Griffin Scotton
E: jscotton@brookspierce.com
Society 54
Jill Huse
E: jill@society54.com
Brooks, Pierce, McLendon,
Humphrey & Leonard, LLP is a fullservice corporate law firm providing
innovative and comprehensive
legal services to businesses,

When the pandemic hit, the world
shut down. Except it didn’t. Lawyers
across the globe continued serving

Jennifer
Griffin Scotton
organisations, and individuals worldwide.
Jennifer Griffin Scotton is Director
of Marketing & Business Development
at Brooks Pierce. An award-winning
marketer, she has served as a strategic
client development advisor for law

their clients remotely and found that,
indeed, clients still need trusted
advisors. As the way law firms operate

Jill Huse
firms for 15 years. Jennifer oversees the
marketing and business development
efforts across all Brooks Pierce offices.
Jill Huse is a Co-Founder of Society
54 and a trusted professional services
advisor. A certified Worldwide Association
of Business Coaches coach, she has
worked in professional services marketing
for over 20 years. Jill is the immediate
past president of the Legal Marketing
Association Board of Directors.

has shifted, so too should your
business development. It’s more
important than ever not to rest on your
laurels, thinking “once this is all over,
I’ll get back to developing business”.

Business
Development Means
Playing the Long Game
The business you are seeing now
is likely the result of groundwork
you laid 18 to 24 months ago. We
don’t know when the world will be
“normal” again, but any gaps in
working toward your ultimate goal will
mean you won’t reap the rewards for
an additional few years. A business
development coach can help you make
the necessary adjustments to stay on
track toward realising your goals.
In our experience, lawyers are often
intimidated by the idea of business
development coaching. As a group of
individuals taught to carefully mitigate
risk, it can be difficult to convince
lawyers to hedge their bets and entrust
their practice to a coach. But for

those who let loose the reins and fully
embrace it, to the victor go the spoils.

coach is important, perhaps
now more than ever,   here.

Learn the five key reasons why
working with a business development

Avoid These Common
Marketing Mistakes
Professional Firms Make
By     Christine Hollinden
The role of marketing in professional
firms is more important than ever.
Firms must build awareness, fill
their funnels, nurture leads, and
position themselves as knowledge

leaders. These actions turn prospects
into clients, and then into referral
sources. Marketing tends to be an
afterthought, but to thrive, it must
be at the front of your mind. Avoid
these mistakes that hinder success.

Lack of a
Marketing Plan
Serving clients is your firm’s bread
and butter that centres around a

...next page
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strong client base. Marketing is key to
filling your funnel with opportunities.
Don’t make the mistake of lacking
a solid marketing plan that serves
as the blueprint for achieving your
growth goals, by helping you deliver
the right message to the right people.

Inconsistent Branding
Your brand encompasses the
emotional and psychological
relationship with everyone involved
with your firm and goes beyond
just your logo. Your brand is your
promise to clients – the benefits
offered and how you will deliver
value. Start by defining your brand
and deliver consistent messaging.
Clients are looking for value-added
solutions, not a sales pitch.

Failure to Use the
Right Channels
If you are not marketing to the right
people, you are not making noise.
Don’t underestimate the power of all
marketing channels, such as social
media. While one post is not going
to generate immediate action, your
firm will establish thought leadership
and visibility, which supports your
inbound marketing efforts.

Not Updating
Your Website
Your website is the face of your firm.
Look at your website through the
eyes of a prospect by diagramming
their journey. Does your website
represent who you are as a firm? If
not, now is the time for a refresh.
In addition to updating the look
and feel, ensure that your website

GGI member firm
Hollinden | marketers + strategists
Advisory
Houston (TX), USA
T: +1 713 520 5532
W: hollinden.com
Christine Hollinden
E: christine@hollinden.com
At Hollinden, they are Bold |
Experts | Thinkers | Marketers. They
are your marketing team, dedicated
to achieving your goals. They are the
spirited side of professional services
marketing, where left-brain meets
right-brain. Their marketing services
identify market opportunities
and produce measurable,
business impacting results.
As Founding Principal and
Founder of Hollinden, Christine

is responsive and interactive, and
showcases thought-provoking content.
If your firm is making any of these
mistakes, you are not alone. Changing
up your marketing approach has
the potential to build your brand
and attract new business.

Christine
Hollinden
Hollinden, CPSM, is passionate about
helping professional services firms
distinguish themselves from the pack.
Her energetic and forward-thinking
approach has earned her industry
recognition and status as a sought-after
marketing consultant and speaker.

Branding/Rebranding
of a 75-Year Legacy
By   Raghu Marwah
and   Samiksha Lohia
A product is more than an object.
Rather, it is an experience that a
company wants you to have. These
experiences brush up your lifestyle
and tend to solve your problems.
Hence it is no surprise that companies
invest a lot of money and energy to
make sure that their products are
being prioritised by their consumers.
They envision their consumers keep
their product in mind whenever they
make a purchase decision and that’s
where branding comes into play. From
billboards to TV commercials, social
media updates to product packaging,
the brand tells a story that resonates
with the consumers and makes them
believe in the experiences and ideas
they are sharing. Branding can be a

GGI member firm
R.N. Marwah & Co. LLP,
Chartered Accountants
Advisory, Auditing and Accounting,
Corporate Finance, Tax
Bangalore, New Delhi, India
T: +91 11 4319 2000
W: rnm.in
Raghu Marwah
E: raghu.m@rnm.in
Samiksha Lohia
E: marketing@rnm.in
R.N. Marwah & Co. LLP is a CA firm
that was established in 1946 by the late
Mr R.N. Marwah. Its head office is located
in Janpath, New Delhi (India). Four major
service divisions of the firm are audit
and business advisory services, tax and
regulatory services, legal and company
law services, and consultancy services. It

deciding factor for consumers when
they make a purchase decision, and
an influential brand may result in
winning loyal customers and brand
ambassadors. If you feel your brand is
not reflecting your vision and mission,
then you might consider rebranding,
which can be partial or complete.
RNM understands the importance of
rebranding, especially during times of
stress. With the new group logo, we
aim not only to reach new customers

but also upsell to our existing clientele
new service areas that we are focusing
on. Additionally, RNM also knows the
traditional nature of the industry it
operates in which, requires us to work
within the four corners of the law. This
was and is very well depicted by our
logo. The colourful three boxes are a
symbol of legal boundaries to which
we must adhere. During rebranding,
we changed their positions, portraying
our story of being traditional and
reliable, yet vibrant and young, with
a strong legacy. The rebranding has
been done not only for our external
stakeholders but also to motivate
internal stakeholders during the tough
time of the pandemic. RNM has
welcomed this change to memorialise
our 75-year journey. For the unforeseen
future, it aims to serve its clients with
a refreshing look and new motives.

Raghu Marwah
has been serving huge international and
domestic clientele for the last 75 years.
Raghu Marwah is the Managing Partner
at R.N. Marwah & Co. LLP, headquartered
in New Delhi, and specialises in advising
and rendering consultancy services to
clients in relation to structuring strategic
investments, arranging Foreign Direct
Investments (FDI) – both debt
and equity and M&A services.
Samiksha Lohia is Assistant
Manager for Marketing and

Samiksha Lohia
is an experienced marketer and digital
evangelist. Graduating from Maharaja
Agrasen Institute of Technology, New
Delhi, with a Bachelor of Technology
(IT), she has been associated with
organisations in digital marketing and
technology, and has more than three
years of experience in digital marketing.
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Checklist for Success
By

  Anthony J. Soukenik

Legal or accounting professionals
aspire to have standards of quality
in the production of work. Given
the virtual conditions we co-exist
in, our firm recently decided to
rededicate ourselves to the standards
of quality. Several members of
the firm delivered weekly virtual
lunchtime programmes to assist our
members in delivering such quality.

1. Be honest as to capacity. Let
assignor know of extenuating
circumstances without
sacrificing your privacy.
2. Be proactive in keeping clients
and shareholders up to date
as to where the assignment
is in your queue. Do not let
anyone feel that they are behind
someone else more important.
3. Do not let the client fail.

In order to distinguish oneself in
the practice of law or accounting,
these standards of quality will make
your firm stand out amongst its
competitors. For standards to be
effective they must be delivered
in a format and ingrained into our
young professionals in a manner
that is easy to check the box! We
challenge you to take this list and
improve upon and recirculate it
amongst our GGI colleagues.

4. Do not let the professional fail.
5. Always check the Secretary
of State Office to:
a. Confirm that the client and
the fictitious names being
used are in good standing.
b. Confirm that you have
the correct name.

c. Confirm that you know who the
current directors and officers
are if it is a corporation.
d. Search originating and amending
documents to learn history.

GGI member firm
Sandberg Phoenix & von Gontard
Law Firm Services
St Louis (MO), Alton (IL), Carbondale
(IL), Edwardsville (IL), O’Fallon (IL),
Overland Park (KS), Clayton (MO), USA
T: +1 314 231 3332
W: sandbergphoenix.com
Anthony J. Soukenik
E: asoukenik@sandbergphoenix.com
With more than 110 attorneys across
seven offices, Sandberg Phoenix & von
Gontard P.C.’s work is concentrated in
the areas of business, business litigation,
health law and products liability. They stand
behind their promise to provide superior
client service with a rare client service

e. Know who the registered agent is.
i.		If it is another firm, encourage
changing to your firm.

Anthony J.
Soukenik
guarantee, reflecting their commitment to
quality and broad depth of legal expertise.
Anthony J. Soukenik is a Shareholder of
Sandberg Phoenix & von Gontard and has
previously served on the firm’s executive
committee. Tony is a Member of the
Business Law Practice Group and a former
practice group leader. He focuses his practice
on the areas of banking, construction,
corporate law, durable
medical equipment, estate
planning, real estate, and
federal and state taxation.

ii.		If the client is the register
agent, encourage them
to change to your firm
(however, be cognisant if
your physical address is
an undesirable venue).
6. Think outside of the box. Do not
give obvious answers that the
client knew before hiring you.
7. Is a FOIA (Freedom of Information
Act Request) something that
would benefit the client?
8. Reach out to others in
the firm for advice.

9. Will insurance cover the matter
that you are handling? Have
you asked the shareholder or
has the client been asked?

Does the topic interest you? Would
the topic interest others and is it
worthy of an article or publication?
12. Proofread, proofread, proofread.

10. If the matter is insurable, have we
asked to be appointed counsel?
11. How can this assignment become
a defining event in your career?

13. Don’t worry about the amount
of time it takes. It is more
important that your effort
and your work is correct.

14. Know that every assignment
is an opportunity.
15. Ask HR for a copy of the
review that will be given to
you this year so that you can
be cognisant of the categories
upon which you are being
critiqued at the end of the year.

Online Legal Platforms –
Just a Marketing Tool?
By   Dr Jirí Novák

focus on providing or mediating
legal services in the online world.

Rocket Lawyer, Legal Zoom, FindLaw,
let’s name it. Do established law firms
keep pace with them? Hardly. They
don’t have to. Their way of providing
legal services is different. The former

GGI member firm
Brož & Sokol & Novák s.r.o.
Law Firm Services
Prague, Přerov, Czech Republic
T: +420 224 941 946
W: akbsn.eu
Dr Jirí Novák
E: novak@akbsn.eu

Indeed, we all connect online, search
for information online, communicate
online. But should established law
firms provide legal services online?

Dr Jirí Novák

Brož & Sokol & Novák is a Czech fullservice law firm. Their 32 lawyers provide
expertise in all the significant fields of law.
They are especially renowned in the fields
of litigation and criminal law (Law Firm
of the Year for nine consecutive years).
Dr Jirí Novák is an Equity and Managing
Partner of Brož & Sokol & Novák. His
areas of expertise include IT-related fields
and human rights, and his practice usually
involves civil litigation and criminal defence.
Currently, he is chair of CCBE (Council
of Bars and Law Societies of Europe) IT

Law Committee. Jirí’s aim within Brož
& Sokol & Novák is to promote modern
technologies and new ways of providing legal
services. This includes the law firm’s online
platform, available at   akbsn.online.

Many are yet to explore this possibility.
But why? Do they want to establish
a new channel for sales? Or a new
channel for marketing? Both? Each
law firm is different, and the answer
will likely be influenced by the type
of legal services it provides, and the
composition of clients. Or those
that are to be approached. Many of
(potential) clients, be it individuals
or entrepreneurs, will want to ask a
simple legal question. But will stay with
the law firm since they, often than not,
realize their legal issue is at stake, and
not just an unanswered legal question.
Anyhow, what all law firms need to
respect when providing legal services
online, as anywhere else, are the
duties that bound lawyers. Lawyerclient confidentiality is one of them.
No intermediate, but the lawyer and
the client should have access to
the communication. The lawyer is
responsible for the client’s data. What
would happen if he/she loses access to
it? And there is more food for thought.1
Still, all of it leads to a precaution
when choosing the right platform to
use. French lawyers have the benefit
to use the Bar’s run online platform.2
Others use their own.3 All offer to

...next page
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schedule an appointment, (video)call
with a lawyer, or a written consultation.
Paid online. With the respect to the
professional rules of conduct.
What will the future bring?

1 for example the CCBE Guide on Lawyers’ use of online legal platforms
(https://www.ccbe.eu/ fileadmin/speciality_distribution/public/documents/
DEONTOLOGY/DEON_Guides_recommendations/EN_DEON_20180629_
CCBE-Guide-on-lawyers-use-of-online-legal-platforms.pdf )
2 https://consultation.avocat.fr/ by the French National Council of Bars
(Conseil National de Barreaux)
3 https://akbsn.online/

Shifting Your Firm Mindset
to Become a Global Firm
By   Diane L. Walsh
The recent pandemic has taught us
that we don’t always have to be local
to our clients. Throughout the crisis,
your clients and prospects could have
been down the street, across the
country, or on another continent. If
you haven’t already, it’s time to start
thinking of your firm as a global firm.
You have a strong international
network through member firms and
connections made through GGI.
Reinforce those connections by
attending webinars and in-person
events when they resume. Have
team members join committees
and even offer to present. This will
help you establish your expertise,
regardless of geography.
Review your website and marketing
material. Are you positioned as a
local firm or a firm with national and
international experience? You can
adjust your message to be both local
and global. You can show your local
community that you are a part of it,
while still highlighting your national
and cross-border expertise. A subtle
shift in language can greatly change
the perception of your capabilities.
Think about your firm’s expertise.
Are there team members who
have international experience or

backgrounds? You may want to
highlight this asset with a specific
page for that country and have that
page translated into the country’s
native language. Targeted social media
posts or an SEO campaign can further
showcase your expertise. Can you
provide outbound services as well as
inbound? List the services provided
on that country’s page. It may be
repeated on your main International
Services page, but having it highlighted

GGI member firm
Prager Metis International LLC
Advisory, Auditing and Accounting,
Corporate Finance, Fiduciary and
Estate Planning, Tax
With 17 offices throughout the USA
T: +1 212 643 0099
W: pragermetis.com
  Diane L. Walsh
Regional Vice Chair North America
of the BDM PG
E: dwalsh@pragermetis.com
Prager Metis International LLC is a top
accounting firm providing a full range of
accounting, audit, tax, and advisory services
to domestic and international clientele
in a wide range of industries. With 23
offices worldwide, they have a level of
expertise and a unique global presence that
makes their clients’ world worth more.

to prospects in that specific country
helps showcase your unique expertise.
Globalisation is here to stay. As
we begin to go back to our offices
in whatever capacity we choose,
even the most traditional firm has
realised we can establish strong client
relationships without having to meet
them face-to-face. This opens up the
possibility for every firm to no longer
be merely local but truly global.

Diane L. Walsh
Diane L. Walsh is the Chief Marketing
Officer at Prager Metis. She is responsible for
all facets of marketing for the firm, including
communications strategies, regional and
global marketing strategies, events, business
development, and media relations.

Focus on the Right Numbers
By   Bas Bosman
An often-mentioned list within our
industry is the Top 50 of Dutch
Law Firms. Each year a renowned
magazine announces the 50 largest
law firms in the Netherlands.
What is important for this list is
the number of lawyers on a firm’s

GGI member firm
TeekensKarstens advocaten notarissen
Law Firm Services
Amsterdam, Leiden, Alphen a/d Rijn,
The Netherlands
T: +31 71 535 80 00
W: tk.nl
Bas Bosman
E: bosman@tk.nl
TeekensKarstens advocaten notarissen
(TK) is a top 50 full-service Dutch
law firm with extensive experience
in the field of international law. TK
established specific international
teams to provide international clients
tailor-made services and information.
Bas Bosman is a Senior Marketing
Professional and specialises in
business development, marketing,

payroll. This year, for the first time,
the international lawyers, or foreign
associates, were also counted. This
is because the legal profession
in the Netherlands is becoming
more and more international.
But what exactly does size mean?
For which marketing strategy can
we use size? If you hold one of the

Bas Bosman
and brand strategy. In his current role,
he is responsible for the positioning
of TK as a recognisable leading law
firm. He focuses on customer needs,
KPIs and making the right choices.

first 10 positions on this list, how
does this distinguish you from the
firms in the last 10 positions?
Of course, size does say something
about the type of demand you are able
to fulfil. Large clients are confronted
with complex legal cases, demanding
a larger diversity of expertise. But
even so, size says nothing about
the value that you provide.
Marketing departments really should
not focus on lists like these. It is much
more important to be mentioned by
your client group as in their top three
of most-valued suppliers. After all, this
valuation does say something about
your unique value as a service provider.
This, in my opinion, is our assignment.
Have a closer look at your clients’
valuation. Why has the client chosen
you? Why is the client staying with you?
What does your client value most in
you? Would you be able to connect it
to a rating, such as an NPS score?
To me, this is where the future lies: a
top 20 of the most valuable law firms.
In random order. Because with your
formula of value creation you are
certainly a distinctive and unique firm
and you do not need a chronological list
to pretend that you mean something.
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How to Network Like a Pro
By

  Jim Ries

Here are five tips to help
you network like a pro:
1. Build a habit. Stop treating
networking like a chore and start
to build it into your routine. I
recommend blocking off a 30-minute
calendar event at the same time every
day and using that time to network.
One day you might send a few

GGI member firm
Offit Kurman
Advisory, Corporate Finance,
Fiduciary and Estate Planning,
Law Firm Services
More than 10 offices throughout the USA
T: +1 301 575 0300
W: offitkurman.com
Jim Ries
Global Chairperson of the GGI BDM PG
E: jries@offitkurman.com
Offit Kurman is a dynamic full-service
law firm. As trusted legal advisors, they
help clients to maximise and protect
their business value and individual
wealth. They strive to maintain clients’
trust in every interaction, furthering their
objectives and helping them to achieve
their goals in an efficient manner.
As Director of Business Development,
Jim Ries works to increase Offit Kurman’s
visibility, reach, and value in the business

invitations to connect on LinkedIn;
another day you may follow up with a
list of prospects you have not heard
from in a while. The key is to build
a habit of networking regularly.
2. Do your research. If you are
meeting with someone new, do
a quick Google search of their
name to see what they have
been up to. Do the same thing
for their company’s name as

Jim Ries
community. In support of this, and in
tandem with the firm’s marketing team,
he develops and manages outreach
programmes designed to educate business
owners and entrepreneurs at every stage
of their business and personal lives, as
well as provide resources to families who
wish to protect and pass on their wealth.

well because you will want to
know if anything notable has
happened before meeting them.
The more research you do, the
better your introduction will be.
3. Be interested, not interesting. The
best networkers ask questions and
listen to the other person, and they
most definitely do not dominate
the conversation. When you leave
the conversation, the other person
will appreciate the fact that you
listened to them and were genuinely
interested. Also, you will learn
something new about their business
or a way you can offer help.
4. Provide meaningful introductions.
The networking pros provide
value to their network. They make
meaningful introductions and expect
nothing in return simply because
they know that person is going to
appreciate the help solving their
problem or referring them business.
5. Check in regularly. Create and
maintain a list of the top people
in your network, including clients,
prospects, referrals, and centres
of influence. Leave a space to note
when the last time you checked in
with them was. Set a reminder to
check your list at least once a week to
see whom you need to catch up with.
You would be amazed how many
opportunities are missed simply
because a conversation dropped off.

Contacts

Business
Development
& Marketing

GGI Global Alliance
Sihlbruggstrasse 140
6340 Baar | Switzerland
T: +41 41 725 25 00
F: +41 41 725 25 01
E: info@ggi.com
W: ggi.com
W: ggiforum.com

Responsible Editor in charge of
Business Development & Marketing
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Let us know what you think about FYI
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News, we welcome your feedback. If
you wish to be removed from the mailing list, please email info@ggi.com.
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