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Mind Map adapted from the Book: How to Be a Power 
Connector: The 5+50+100 Rule for Turning Your Business 

Network into Profits

Power Connector

Phase 1: Preparation

Know Youself

Make a list

Accomplishments

Associations

Ecosystems

Assess Your Value

Skills

Knowledge

Strengths

Assess Your Deficits

Skills

Knowledge

Needed Improvements

Needed Learnings

Add needed Professional Development

Develop Implement 5 + 50+ 100

List Current Connections

You will see how many

Notice Diversity

Notice Patterns

See Interconnections

Example List

Name

Role

Personal, Pro, both

Closeness (1 to 5)

Context

Location

Develop Power Circles

Top 5

Key 50

Vital 100

Design Power Circle

Who you can help

Who can help you

Identify Gaps

Rate Yourself and List Add 2 Columns
REsources

Influence Score(1 to 5)

Goals

List Goals

3 months

6 months

1 year

Define what is needed to make them happen 

People

Opportunities

Knowledge

Funding

Ecosystems

Identify in Power Circles
Whom do you need

Who is missing

Develop Plan to Reach-Out

Connecting Domains

Social Media

LinkedIn

Twitter

Facebook

Email

Conferences

Choose the Right Conference
Get in the Right Rooms

Part of Ecosystem

Prepare to attend Define Objectives

Contact Past Attendees (Advice)

Get list of Speakers

Strategize

Questions you may ask

Prpeare introduction

Review Attendee List

If possible

Seek Connections Before

Important:Prepare Intro

Utilize Social Media Before
Get Hashtags

Connect

Prepare Business Cards
Download?

SM Profiles

Make Most of Time

Arrive Early

Not to much time with people you know

Converse with Strangers

Identify & Meet Connectors

Go Where People Congregate

Before Sessions, Look around

Have a Plan for Connecting with Speakers

Choose your Moment Carefully

Introduce your Self Well

Help Others with Connectors

Give Follow up information

Follow up After Access More exclusive Groups

Men vs. Women

Men Build Alliances, Women develop relationships

Men Network Up and Down, Women more peer to peer

Men rewarded for taking charge, Women for taking care

Men create Teams, Women collaborate

Men advocate themselves, Women advocate others

Men are sponsored, Women are mentored

Men Trade Favors, Women help

Men network with likes, Women find more diversity

Phase 2: Connecting

Step 1: Target & Be Ready

You Share

Who you are

What you're about

What's your interest

Your Value Add

Review

Accomplishments

Strengths

Connections

Not Sure
How can I help

Can Someone I know Help

Great Ask

Match Ecosystem(room)

Appropriate for Stage

Construct Your Ask

Start Small

Make it Specific

Make it Appropriate

Person

Room

Ecosystem

Build Around Your Story Passion

Willing to Ask for help

Thank

Express Gratitude

Ask to be kept in mind

No Matter Outcome

Step 2: Meet and Immediately Conect

Look Approachable

Say Hello

First 3 Minutes Crucial

Fully Present and Listen

Ask Great Questions

Step:3: Engage

Find something in Common

Person

Location

Experience

Point of View

Find Out Who They Are

What is important to them

Not a good Fit, move on

hare and be real

Put yourself in Their Shoes

What do they need

What Help might they need

Who do they need meet

Add Value Immediately

Mention your ask

Create Intrigue Lay Foundation for another meeting

Capture their data 

Commit to Follow-up

Ask 3 Golden Questions

How can I help you?

What idea do you have for me?

Who else do you know that I should talk to?

Phase 4: Connect People

Power Circle Map

Top 5

Key 50

Vital !00

Influence Diagram

Group Ecosystems

Connect Relationships

Mark how influence happen

Note who should know who

New Connections

Already Know in your circle

Ecosystems

Who they want to know

What doors could they open

Link People within Circles

Who they want to know

What do they want or need

Why do they want it

Who can help them

How can you help

Introduction Mistakes

Only trying once

Get out of your box

Assumptions

Resource

Trusting Introducer

Not following through

Keeping Players in Loop

Power Triangles

You + Two = Success

Connect People across ecosystems

Connect Different LevelsWhat's in it for them

Solve Problems/Anticipate Needs

Find Value between Parties

Make the Connection Workdo what it takes

Phase 3: Follow Up

Step 1: Reconnect

Within 24 hours

Add Value

Link

eBook

White Paper

Wait a WeekRepeat Above

Step 2: Assess

Where did contact come from

Intro from Who

Stranger w common connection

Approached me because of position/skill set

Approached me in a Professional Setting

Serendipitous Connection 

Do our values match?
Check out Social Media

Who knows them?

Can I or They provide value to the other
Now

In Future

Step 3: Activate

Thanks but no thanks

Informants

Not Sure(Gray)

Wait and See

Add to Power Circle

5

50

100

Step 4: Multiply Value

4 Time Frames

Once a Day

Once a Week

Once a Month

Once a Quarter

Value Add System

1. Appropriate for Stage

2. Ask how you can help

3. Solve their Problems

4. Do the little things
encouragement

little favors

5. Do what you say you will

6. Give w/o expecting a return

7. Add Value multiple x before making a request.

Quality of Request

1. Is the Request Appropriate

Ecosystem

Stage

Person

2. Right Size and Sequence

3. Request Strategic

4. How can I add value along with request

5. Do You have a Strong Why

6. What's my Plan B
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