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Networking: What did you actually want to

sell me?

• I don’t know you

• I know nothing about your company

• I know nothing about your reputation

• I don’t know your customers

• I know nothing about your products
... So what did you actually want to sell me? 
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Positioning

Feelings

Informal relationships

Networking
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Effective

Use
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General advantage

• Better communication and information

• Saves time and money

• Motivation

• Opens new doors
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Networking management

Integration internal and external networks

Individual

Society (external)

Society 
(internal)
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Theory

• Marketing in the organisation

• Informalisation

• Learning organisation

• Chaos theory

• Configuration theory
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Networking Management Step-By-Step Plan
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The structure of networking: why?

Motives for organisations to start with systematic

network management

1. Desire for reorientation in the market

2. Desire for reorientation of one’s own organisational

structure

3. Reflecting on one’s own goals and points of 

departure (what is my ‘mission’ as an organisation?)   

4. Cost-related motives

5. Politically-related motives

6. Collaborative motives
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Tips for the use of informal networks within

a company

1. Design the network to be as heterogeneous as 
possible: people with different characters, opinions, 
positions, contacts. Do not use opinion leaders only

2. Choose network members who have little or no
contact with one another

3. Use the network primarily to absorb information and 
less to distribute it

4. Interact informally and confidentially with your
network members

5. Listen carefully to your network members and try
not to allow your perception to be coloured by your
own opinion. Most of all, try to hear what you do not
want to hear
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Tips for the use of informal networks within

a company

6. Include people in the network who are outside of the 
‘line’ yet who still have contact with the line

7. Before you actually use information from a network
member, ask yourself: from what perspective is 

he/she looking at this?  

8. Stay well-informed about the progress and the 
quality of the internal communication within your

company

9. Your network members are not spies, but instead a 

combination of informal journalists and advisers

10.Avoid pure ritual management by walking around
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Netwerk priorities

IMPORTANCE
Frequency Image Dependence

LowHigh

Low Dead dogsMilk cows

POSITION 
Contacts influence speed

WildcatsStars

High
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Markets

MARKETS

NewExisting

New

DiversificationProduct 
development

Position

PRODUCTS/

SERVICES

Market
development

Sales
promotion/

Penetration

Existing

Analysis of possible actions in terms of the development

of products and services in various markets 
Position: contacts influence speed

Importance: Frequency ImageDependence

Importance
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Positioning/influence categories formal 2

INTERNAL

- Opinion leaders

- Divisions

- Implementers

- Supervisors

- Umbrellas/holdings

EXTERNAL/

TARGET GROUPS

- Opinion leaders

- Final

- Potential

- Intermediary

- End users

EXTERNAL/OTHER (1)

- Opinion leaders

- Industry org.

- Special interest org.

- Advisers

- Government

- Financiers

- Competitors

- Suppliers

- Colleagues

- Media

EXTERNAL/

PERSONAL

- Opinion leaders

- Family

- Friends

- Acquaintances

- POINTS OF 

DEPARTURE

- SOCIAL

- CULTURAL

- IDEOLOGICAL

- HOBBY

- SPORT

EXTERNAL/OTHER 

(2)

- Opinion leaders

- Industry org.

- Special interest org.

- Advisers

- Government

- Financiers

- Competitors

- Suppliers

- Colleagues

- Media

EXTERNAL/

PERSONAL (2)

- Opinion leaders

- Family

- Friends

- Acquaintances


