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Chambers of Commerce 
(Wide end of the Pool)

•You gain broad visibility and 
connect with many people.

•Great for initial exposure
and brand awareness.

•Relationships tend to be 
shallow unless nurtured 
further.



Networking Groups

•These offer regular 
touchpoints (weekly or 
monthly).

•You start building recognition 
and rapport with others.

•Referrals happen more often 
but may still be general.



Professional 
Organizations

•Centered around shared 
expertise, credentials, or 
industries.

•Trust builds faster due to 
common ground.

•Relationships grow stronger, 
and referrals are more 
qualified.





Power Teams 
(Deep End of the Pool)
•These are your referral dream 
team—complementary, 
strategic partners.

•Built on deep trust and 
consistent collaboration.

•Fewer contacts, but each is 
high value with strong ROI.







Email Template (Save as Signatures)

Follow-Up After Networking Event- 3 Simple Lines, no Promotion

Signature Name: Networking - Great Seeing You

It was great seeing you at the networking event recently. I hope to see you again soon.

I’m always up for meeting one-on-one. Schedule a meeting with me either in-person or online: 
youronlinebookingslink.com

In the meantime, let me know if there’s anything I can do to help you and your business.

Sincerely,

Your Name, Title
Company Name
Your Phone Number
Your Tagline/ BRAND Statement of what you do (5 Words or So)















Not sure where to start?
That’s okay. You’ll always have access to all Networking Navigator tracks. Paths simply 
give you a guided starting point — and you can switch anytime as your goals evolve.
Use the Navigator Assessment Auto scored Selector:



Actually Use Promo Code
ES5OFF

ESFIVEOFF
$5 off for Life!
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