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“When you stay on purpose and refuse to be discouraged by fear, you align with the infinite self, in which 
all possibilities exist.”  

- Wayne Dyer 
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Levels 0-3 Networking 
 
There are many different types of Sales Networking events that a lawyer can attend – from exhibitions, 
to conferences, to parties and social events, to business breakfasts and more. However, most lawyers, 
from a Business Development perspective, are not using these events very efficiently, and may well 
loathe the events because they can’t see a return on investment from attending them. Remember, if you 
can not Quantify the return on what you have done, then my suspicion is you have Conversion Zero.  
 

Level 0 – Absenteeism - The lawyer is not convinced that networking is a good idea, and thus avoids 
it. This is the worst level to be on, and will not bring any benefits from networking, naturally. Not only 
does the lawyer not network, but they miss out on re-connecting with Ex-Clients, seeing Current Clients 
and building Social Equity with them, and misses all the latest news on the market.  

 

Level 1 – Presenteeism - The lawyer is still not convinced that networking is a good idea (and maybe 
they were forced to attend). When a lawyer demonstrates Presenteeism at networking, they are only 
physically present at the event, but not mentally. Examples of this would include the lawyer who is hiding 
in the corner doing emails on their phone, or the lawyer having a great time speaking with their friends 
from the office also present. Here there is not only no Sales return on the networking, but there is also 
no Marketing return either. It is a waste of time, and the lawyer would have been better staying home.  

 

Level 2 - Marketing Networking - Now we have a lawyer who appreciates that networking is important, 
puts on a brave face, and attends it. They believe it is a good idea for the long-term interest of the firm, 
and that one day, some result will come from their efforts. Some senior lawyers and partners fall into this 
category. Here the lawyer does speak to different people at the event (New Clients, Ex-Clients, and 
Current Clients), and they do hear the latest news on the market. However, they probably don’t speak 
to enough people, spend too long speaking with few people, don’t do prompt and enough Follow-Up 
and the result is simply Conversion Zero from most of the events for months or years. Other common 
mistakes made are emailing everybody they meet (on the small chance they might bring work in future), 
and then sending Plain Vanilla emails rather than anything with any UVP. Still, a Marketing return is 
gained, in that we are at least more visible on the market, but not many direct Sales are made. 

 

Level 3 - Sales Networking – This is where the lawyer should be. They can get tangible results from 
their Sales Networking activities within one month of the event. They know the 24/48 Rule, the 10-
Minute Rule, how to get into and out of groups – The Comet Approach and 4 Ways of Escape, they 
measure their Conversion Ratio, and improve it, and Qualify Prospects to find KDMs. They have an 
Elevator Speech, and Follow-Up in a timely manner with a Killer-UVP to the degree of Nuclear Option. 
They know that 90% of the return on Sales Networking is what they do Post-Event. This lawyer will 
have a fun time and make quite a bit of work from their efforts. You should be this lawyer.  

 
If you have any questions, contact me at any time – john@nixedonia.com 


