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More information on Google Drive can be found at http://support.google.com/drive/bin/answer.py?hl=en&answer=49008
More information on Google Drive can be found at http://support.google.com/drive/bin/answer.py?hl=en&answer=49008










































http://www.abilitiesfund.org
http://www.ataccess.org
http://www.ataccess.org
http://www.aeoworks.org
http://www.ncwd-youth.info/road-to-self-sufficiency
http://www.asbdc-us.org 
http://www.bls.gov
http://www.bls.gov/soc/
http://www.cynthiasays.com
http://www.ataccess.org
http://www.ataccess.org
http://www.griffinhammis.com



http://www.ataccess.org
http://jan.wvu.edu
http://www.ataccess.org
http://www.mindyourownbiz.org

http://www.dol.gov/odep 
http://rsa.ed.gov
http://www.score.org 
http://sbdcnet.org
http://www.start-up-usa.biz
http://ruralinstitute.umt.edu
http://uschamber.com
http://www.sba.gov
http://www.socialsecurity.gov
http://www.socialsecurity.gov
http://http://www.sba.gov/about-offices-content/1/2895/resources/13729  
http://http://www.sba.gov/about-offices-content/1/2895/resources/13729  



http://www.webconferencing-test.com/en/webconference_home.html
http://www.webconferencing-test.com/en/webconference_home.html
http://thinkofit.com/webconf/index.htm




























































Presenter
Presentation Notes
Ask the audience and have a discussion around social capital. 













Presenter
Presentation Notes
Bridging and linking networks tend to be more open, while bonding networks are more closed.





Presenter
Presentation Notes
Ask Audience




Presenter
Presentation Notes
Entrepreneurs engaged in networks both within and outside their community have a 94% probability of start up success. Those engaged in networks just within their community have a 70% probability of success. Those not engaged with networks have only a 25% probability of start up success.





Presenter
Presentation Notes
Reference your own target population
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Presentation Notes
Reference your own target population













Presenter
Presentation Notes
Have you participants take a minute to think about people they can list for this questions. They can list as few names as they like and a maximum of five names.




Presenter
Presentation Notes
Have you participants take a minute to think about people they can list for this questions. They can list as few names as they like and a maximum of five names.







Presenter
Presentation Notes
Have you participants take a minute to think about people they can list for this questions. They can list as few names as they like and a maximum of five names.



















Presenter
Presentation Notes
Action steps to be completed before the next networking session. 
















Presenter
Presentation Notes
This is an example. Have artists and crafters provide you with pictures or a website that can be shared with the group. Artists and crafters can practice their elevator pitch and describing their work.




Presenter
Presentation Notes
Use this slide to help participants strengthen their elevator pitch.













Presenter
Presentation Notes
Facilitate a discussion around places to network and meet people. Maybe there are groups that are specific to the industry, maybe there are groups people have been thinking about but haven’t had the courage to join. 

Some ideas include: Professional, trade, or industry associations; Church or religious organization; Volunteer organizations; Sports club or recreational groups; Art or music organizations; Cultural organizations; School groups; or Support groups.





Presenter
Presentation Notes
Talk about making goals for networking. Talk about goals that are SMART and provide an example or two.

Set the timer for about 5 minutes so everyone has the opportunity to create their own goal around networking. Have each person write their goal down and share their goal with the group. The facilitator should write down everyone’s goals and check-in at the last networking session.



















Presenter
Presentation Notes
Explain to everyone how to draw their maps and talk participants through the example. Give everyone about 5 to 10 minutes to draw their maps.




Presenter
Presentation Notes
Each type has pros and cons. There are  no right or wrong answers.

Maps with more lines between Alters (i.e. people listed other than you) are more closed. The map on the left has more red lines and is therefore more closed, more people know each other and there is more overlap. This type of network provides support. 

Maps with fewer lines between Alters (i.e. people listed other than you) are more open. The map on the right has fewer red lines and is therefore more open, fewer people know each other and there is less overlap. This type of network provides opportunities to access information and resources.

It is likely that people’s networks for the questions about important life matters are more closed/bonding networks. Peoples networks for who they hang out with might be open or closed depending on the person. Network maps for the question around referrals might be more open, though people may have difficulty listing names for this question.






Presenter
Presentation Notes
Look at your network and decide if it is more open or closed. You might have some areas where you are more open than others. Why is there a difference in the opportunities to meet people?





Presenter
Presentation Notes
Ask people to describe their goals here. Might be a combination of both. It is ever evolving.











Presenter
Presentation Notes
Open this for discussion with the group.




Presenter
Presentation Notes
For example, if everyone is your same age, or educational level, seek out people who are different. It is less important how large your network is, rather focus on a more open and diverse network. 








Presenter
Presentation Notes
Prompts: teach things you are interested in, volunteering in charitable org., join a business group, create a virtual community, 











Presenter
Presentation Notes






Presenter
Presentation Notes
Talk about the action step from the previous networking session. What groups are they currently involved in? What groups do they want to join?





Presenter
Presentation Notes
Talk about the action step from the previous networking session. Check-in with each participant on their goal. Provide advice or suggestions for those who need help. You can also have the group provide input as well.
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