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Dedicated to all my friends
who believes in the “giver’s gain” concept

Pre-Networking
•
Networking is a contact sport
•
Who are you?
During Networking
•
Express, not impress
•
Take time to craft your “You”
•
Self-introduction
•
Trainer’s profile
•
Digital footprint
•
Your business card is not important
•
Business card: Dos & Don’ts
•
Memory hooks
•
Focus on one
•
Make your credibility visible
•
Know, Like, Trust
•
Know Who & Know Where
•
Plant seeds, not hunt
Post-Networking
•
Frequency is the key
•
Your success
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We all know the importance of networking. It’s one of
the best ways to create your social asset.
And especially for trainers, the quality of your rapport
and relationship with the people you know can make or
break your chance of success in the training industry.
This Trainer’s Networking Kit was put together with the
intention of outlining the ‘must-haves’ that a trainer
should prepare to ensure that they are ready to network
in a professional and respectful way.
The content is not exhaustive and definitely not intended
to a be-all-end-all of networking tips. The most
important part of this Trainer’s Networking Kit is not
contained in the pages but in the execution of what is
written.
Networking is a contact sport, so read on and go out
there and do!
All the best.
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The first and most important question to have an answer
to for the purpose of networking is, “Who are you?”
People can’t remember everything they hear, so make it
easy for them to remember.
Use simple, everyday
words to describe what
you do.

And sometimes, you
may need to describe it
in a way that they are
familiar with (which may
not be the correct terms
for you).
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In describing what you do, don’t waste people’s time by
trying to impress them with bombastic words and overcomplicated descriptions.
You want them to remember you for the right reasons,
so make it easy for them.
Don’t let them remember you for the wrong things, or
worst, make them want to forget even meeting you!
Be yourself – or at least a pleasant version of yourself
that people wouldn’t mind to be connected with.

People like to talk to those who are like them
and those that they like.
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The people that you want to be connected to will always
have something in mind – usually, it’s their own selfinterest. This is not necessarily a bad thing because that
is how businesses work.
As a trainer, you serve a purpose to the person you want
to be connected to – either they will be your vendor,
your client or your marketing arm, everyone has
something that they need to achieve. So help them do
that.
Spend time to think
about what you do and
how you can be of
assistance to others.
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“

I’m a Lead Trainer for HRDF Train-theTrainer certification course.
Basically, I help certify trainers in Malaysia
who would like to conduct training
programmes within the HRDF space.

”

Usually the above introduction would lead to common
questions like:
• What is HRDF?
• Is the certificate compulsory for all trainers?
• How does the certification work?
• I heard that trainers can apply for exemption, is it true?
• How is this HRDF Train-the-Trainer different from the one

in NIOSH / JPK / INTAN?
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As a trainer, you will need three (3) types of profile
ready.

1. Full profile write-up
Typically a one-page profile write-up in paragraph
format. Consist of an overview of your training
area, a snapshot of your professional experiences,
academic qualifications, achievements, interests
and other related involvements.
2. Brief profile write-up
Typically a one-paragraph profile write-up for use
in marketing materials. Highlights the most
important aspects of your experience in the
subject matter.
3. Biodata / Curriculum Vitae
A
detailed
document
highlighting
professional and academic history.
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your

Living in the digital era, one can’t afford to miss out from
being present online. Especially when your goal as a
trainer is to increase your social asset. Here are some
digital platforms that may help you to network better
offline and online.
Personal website
A personal website has many benefits. Among
other things, it enables you to have a place to
consolidate all your online media and become a
focal reference point. The domain enable you to
host a blog, have a professional e-mail address
and act as a cloud storage for your profile and
training outlines.
Social Media
As a trainer, you would most likely need to have a
video-sharing platform to host your training
videos, and a social
and
professional
network platform
account for casual
interactions.
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Yes, you still need a business card.
And yes, you still need to put in all the important
information like your contact number, e-mail and
working address.
But what you decide to include in next, is more
important.
There is no right or wrong answer, nevertheless,
whatever you choose do, make sure it serves a purpose
and done with a clear strategy in mind.

And please, don’t distribute it to everyone you meet.
Again, use it purposefully and strategically.
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• Clean design

• A
catalogue
of
programme topics

• Readable fonts
• List of certifications /
credentials

• Double sided printing
(recommended)

• DIY cards
• A ‘memory hook’

Some have suggested to put a profile picture on the
business card as people are more likely to remember
your face and might also be hesitant to throw away a
business card with a person’s face on it.
Again, it goes back to purpose and strategy – if you have
a clear ‘why’ to your decision, than by all means carry on!
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A memory hook is something that vividly describes what
you do that people will be able to visualise it clearly in
their mind's eye. This visualisation aims to get people to
be able recall you whenever they come across a need or
an opportunity to connect with you (to refer you and / or
do business with you)
Memory hooks can come in various forms.
Some common ones are:
• Unique nicknames
• Taglines / Mottos

Smart play-on-words
often makes a great
memory hook.

• Problem-statements
• Hashtags
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It’s very easy to fall into the vortex of “I can do any and
every …”
Sure, we want to showcase our capabilities and all our
life we have been told that multitasking is good and
multifunction is of great benefit.
However, the same rule doesn’t apply to networking.
When networking, specific is terrific!
People can’t vividly see
‘anything / anyone’ and
‘everything / everyone’ –
they need something /
someone specific in order
to register it in their
minds.
Make sure you have one
(1) training topic or one
(1) target market to
consistently talk about.
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As a trainer, your ability to train and achieve the desired
objectives can never be fully assessed on paper.
Because of this, you may need the help of existing tools
and technology to help you display your capabilities.
Rather
than
solely
relaying on words, why
not just show them
what you can do!
Just bare in mind that
credibility is often build
through
consistency
and volume.
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People can’t do business with you if they don’t know you
exist. Those who know you will still not want to do
business with you if they don’t like you.
However, people who
trust that you can
deliver and do a great
job will always find ways
to do more business
with you.
The most important take
away here is, are you
putting in the right
effort to be known, liked
and trusted by the right
people?
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To be able to network effectively, you need to know two
(2) things:

1. Who do you wish to connect to?
2. Why would they want to connect with you?
Once you are crystal clear of these two (2) questions,
then you will need to find out:
1. Where will they be at?

2. How will you be able to be there too?

Not all events are important to attend.
However, it’s important to know why you are
attending an event.
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Here’s the paradox to networking – if everyone
attending is there to sell, then who will be buying?
The truth about attending networking event is that, most
of the time, people go to ‘gain’ rather than ‘give’.
Because of this, you
may want to consider
playing
a
different
game.
If your goal of attending
a networking event is
for short term monetary
gains, then better save
your time and money.
The only valid reason to
attend is, to farm for
the future, not to hunt
for the present.
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The best marketing is word-of-mouth marketing. And the
most effective word-of-mouth marketing is through
your network circle.
Therefore, the first line of people that needs to know
about your training and the results that you managed to
achieve through your training is your network circle.
Make sure you keep
them in the loop (be
careful not to be
intruding or spamming
them)
with
success
stories of your training
programmes.
Blowing
your
own
trumpet can be quite
uncomfortable, so make
sure you think through
your choice of words
before sharing them.
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It’s very rare that you go to an event once to network
and return with jobs in hand.
The fruit of networking doesn’t bear overnight. It takes
time to build familiarity, comfort and confidence.
You must be willing to do it over and over again (willingly
and sincerely) until a relationship is forged through
mutual understanding of the potential value which is
offered. Only then can there be a chance for something
to flower in the future.

Networking may seem like socialising but it’s
not just about the chit-chatting. Don’t let all the
smiles and laughter deceive you from the fact
that it requires a lot of hard work and
professionalism too.
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Having a
single
focus

Make it easy
for people to
understand
what you do
and how you
do it
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Build
credibility
by sharing
consistently

Keep a
close touch
with your
network
circle
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