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Be Remembered at Networking Events

By Ivan Misner

Q: I'm often at networking events where | have to stand up and briefly introduce myself to many people all at once. Do you have any sugges-
tions on how | can improve my introductions?

A: Memory hooks are excellent tools to use when you are introducing yourself to many people at networking events. A memory hook is some-
thing in your introduction that so vividly describes what you do, people will be able to visualize it clearly in their mind's eye. This visualization of
your product or service makes it easier for them to refer you whenever they meet someone who needs your service.

For example, many years ago | met a telephone equipment sales rep at a networking meeting. When his turn came to give his 60-second com-

mercial, he painted a vivid picture in everyone's mind about the type of company that needed his product. He said, "The next time you're in
someone's office, look at their telephone system. If they have a phone system with fat wires, they need me."

He explained that old phone systems use thick wires, while new, more advanced systems use thin wires. Consequently, anyone with fat wires
has an old, inefficient phone system, and he could offer that person a more cost-effective alternative. To this day, every time | go into someone's
office | look under the secretary's desk to see if the phone system has fat wires! (I've had more than one secretary say to me, "Dr. Misner, is
there something you're looking for under my desk?") It's been more than 10 years, yet | still remember that memory hook as though it were yes-
terday. The result is that this salesman, in effect, has many "salespeople" like me out in the business community looking for businesses that
need his service.

A good memory hook doesn't have to be funny, but it helps. A skin-care consultant once rose at a meeting | was attending and said: "If you have
a face, you could use my products. If you know someone who has a face, they could use my products.” A lot of people remembered her be-

cause of her humor in describing her target market. She went on to explain to everyone that her products were not just for women, but for men,
women and children--anyone with a face.

At a different meeting, a rotund fellow who owned a popular Italian restaurant stood up. While holding his belly out for all to view he exclaimed,
"As you can see, I'm a walking billboard for our pasta!" He proceeded to describe in mouth-watering detail how his restaurant used only the

finest cheeses, handmade pasta and a wonderful slow-cooked sauce made from the freshest ingredients. By the time he was finished, all the
people in the room were ready to finish their networking in his restaurant.

‘ And then there was the gentleman who stunned his networking group by saying: "Did you ever want to shoot a relative? Call me, I'm a photogra-
pher!"

Here are some other notable memory hooks I've had the privilege of being hooked with over the years:

Chiropractor: "You'll feel fine when your spine's in line." Or, "We're always glad to see you're back."

Dentist: "We cater to cowards." Or, "My filling station is downtown, where | put the bite on decay."

Electrical contractor: "For your commercial and residential electrical needs...give us a call and we'll check out your shorts."
Hairdresser: "If your hair is not becoming to you, then you should be coming to me."

Lawyer: "Before you turn to dust, see me for your will or trust."

Maternity-shop owner: "We carry everything for you but the baby."

Plumber: "Remember, a flush is always better than a full house."

Realtor: "I help people find a home--not a house, but a home. Not a place where you live, but a place where you love to live."
Therapist: "I have the owner's manual for your mind."
Water filter representative: "Either buy a filter or be a filter."

I've always believed that memory hooks like these were money in the bank. One day, before starting a workshop | was giving in Glendale, Cali-
fornia, for about 60 businesspeople, | watched as a young dentist stood up and gave his brief introduction to the assembled group: "I'm a den-

tist. | believe in the tooth, the whole tooth and nothing but the tooth, so help me God." After everyone finished laughing, he gave his name and
phone number and sat down.

| realized this was the perfect opportunity to test my theory regarding people remembering memory hook presentations better than other presen-
tations. So later in the morning, when | was talking to the group about the importance of well-though-out presentations, | asked for them all to
stand. When they were all standing, | asked them, on the count of three, to point to the person who believed in "the tooth, the whole tooth and
nothing but the tooth, so help me God." Not much to my surprise, all 60 people pointed to the dentist, without hesitation!

If you take the time to develop good introductions at group events, people will take notice. If you don't, you're losing a great opportunity to some-
one else who will.

Ivan Misner is the founder and CEO of Business Network International (BNI), which has more than 2,700 chapters throughout the world. He is
also the author of five books, including his New York Times bestseller, Masters of Networking, as well as Entrepreneur Press' forthcoming Mas-
ters of Success.

If you would like to donate door prizes or gift for our speakers,
please contact Barb Wright-Quarton at barbw@hfsb.com
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Where did you grow up? ON A DAIRY FARM IN LAKE CITY,MN
Month/Date of your birthday? DEC.28TH

Describe your hobbies or favorite activities. WALKING WITH MY BLACK LAB., HOGAN & PLAYING PIANO & JUST
BEING OUTDOORS.

Any other information that you'd like to share? MY HUSBAND, RICH, & | LIVE ON A HOBBY FARM IN ORONOCO &
HAVE BEEN MARRIED FOR 30 YEARS. WE HAVE OUTDOOR CATS & 1 HOUSE CAT, DAVE. OUR 3 1/2 YEAR OLD
BLACK LAB , HOGAN, IS OUR SPOILED CHILD & LOVE SPENDING TIME WITH HIM.

I WENT TO COSMETOLOGY SCHOOL AFTER | GRADUATED FROM HS & WORKED IN THE HAIR BUSINESS FOR 10
YEARS. | STARTED IN THE OFFICE SUPPLY WORLD IN 1981 & CONTINUE TO DO SO TODAY.I NEEDED TO GET
OUT OF THE HAIR BUSINESS SINCE | HAD SEVERE ALLERGIES TO THE CHEMICALS & ONE OF MY CLIENTS

STARTED A BUSINESS IN OFFICE PRODUCTS & WANTED ME TO JOIN HER IN HER NEW BUSINESS. FROM THERE
| WENT TO SCHMIDT GOODMAN (1982) & HAVE BEEN THERE EVER SINCE.

Tell us what you do for your company. OUTSIDE SALES

WE SELL EVERYTHING FROM PAPER CLIPS TO FURNITURE, BREAKROOM SUPPLIES, JANITORIAL SUPPLIES,
TECHNOLOGY SUPPLIES ETC....

WE SPECIALIZE IN FURNITURE & PROVIDE PROFESSIONAL INSTALLATIONS & DESIGN LAY OUTS. SG HAS BEEN
IN BUSINESS FOR 30 YEARS & LOCATED @ 1920 NORTH BDWAY. IN ROCHESTER.

What's your favorite part about your job? LOVE MEETING NEW PEOPLE .

What's your biggest professional challenge? BEING IN SALES REQUIRES CONSTANT MOTIVATION. | LOVE MY
JOB BUT WITH ALL THE UPS & DOWNS IN THE ECONOMY ETC..I HAVE TO WORK AT BEING UP EVERY DAY. BUT,

ONCE | GET IN THE CAR & MEET WITH MY VERY FIRST CLIENT OF THE DAY | GET THAT MOTIVATION STARTED &
IS WITH ME MOST OF THE DAY.

How did you hear about GREN and why did you join? MARGARET HEISE ASKED ME TO BE A GUEST. | REALLY
ENJOYED MEETING ALL THE MEMBERS & FELT SO WELCOMED.I KNEW | HAD TO DO SOME KIND NETWORKING
WITH THE FIELD I'M IN & AT THE SAME TIME WANTED TO HAVE FUN WITH IT.

What do you want to get out of GREN? MORE LEADS & CONNECTIONS.

| WOULD LIKE TO DO SOME KIND OF VOLUNTEER WORK & COMMUNITY SERVICE.

What type of meeting topics are you interested in?
MOTIVATIONAL TOPICS.

BOOST YOUR CAREER AND BEAT BURNOUT

Do you have days when you feel stale and less engaged in your job than usual? Keep this list nearby, and use it to renew your work-
day whenever boredom or frustration sets in:

* Vary your work schedule -- arrive early, or stay late.

* Work a weekend day in exchange for a weekday off.

* Take an early or late lunch to miss the crowds.

* Serve as a mentor for young up-and-comers in your field.

* Ask someone you admire -- not necessarily in your company -- to be a mentor.

* Subscribe to a publication that covers industry trends and news.

* Join a new professional organization. Then serve on a committee or hold an office.
* Attend professional meetings, conferences or trade shows.
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* Take advantage of technical training or management courses your company offers. *
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* Ask to serve on a special project team.

*Review your past performance appraisals with your boss or colleagues to identify current development possibilities
* Invite a successful, interesting person to lunch. Plan at least two lunches monthly.
(-- Adapted from Communication Briefings)
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