It is not that odd. We indeed live in a
small world. The first person who started
daing research in this area was Stanley
Milgram. In his 1967 “small world expe-
riment” the theory of the "6 degreaes of
separation™ was born. This theory states
that everybody in the world is connected
via 6 steps (read: people). Several other
studies between 1967 and today have
proven that this is indeed the case.

GRAYDON

Verni::-e;n;_hei
uit gcéﬁe bron...

Kamtzlinlgaaie
v v e | (i2EI0NEE WAL
fipzigingen

wirnis | PN E1ERS

[T-Fagifiry Marapament
I — 1= |1 [ 10T
o et st | DARSINEINY J Dufiutiting

v v eiene | NG Coeil Watkytmg

Let's alsa look at this theory from another
angle, from a more mathematical one,
Let's assume that everybody has on aver-
age 250 contacts (professional and priva-
te ones). Each of these 250 contacts also
has 250 cantacts. Ifwe conservatively as-
sume that you know half of those people
yourselfthen every contact ofyours knows
125 people you don't know yourself. This
means that in the second degree you have
access to 31.250 people. And that is were
the real power of networking is: in the se-
cond degree. You don't only have many
more opportunities, you also have a bond
of trust via your mutual contact.

This principle of the “6 degrees” that |
call the “6 degrees of proximity” (if you
can contact anyone in the world via only
& people you are rather connected than
separated, aren't you?) can also be found
on the online networking websites Lin-
kedin (www.linkedin.com) and OpenBC
(www.openbc.com). You don't only see
how many people you can reach in second
degree, but also who these people are.

What is the value of this insight for me?
That we can deal with each other in a dif-
ferent way on events, cocktail drinks, on-
line networks and other networking func-
tions. Too often participants of events
don't feel comfortable because they feel
like having to “sell” themselves or their
organisations (see the arlicle in the pre-
vious issue about the difference between
selling and networkingl. And because
they don't like someone else approaching
them with this attitude they don't want to
radiate this themselves to others as well.
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But if you know that the greatest value of
the network is in the second degree, you
can deal with people in a different way
than “selling”. In your next conversation
on a networking event, look and listen for
what the other person can do foryour net-
work and your network tor him. And the
other way around: what the network of
this person can do foryou and you for his
netwark, You won't only discover more
opportunities, but also have another kind
of conversation and more enjoyable ane

PS: if you discover that you and the per
san you are talking to can help each othe:
or can do business with eacht other, don™
miss this opportunity! You don’t have 1o
exclude yourself and only think abou:
the needs of your network instead of your
own. However, by starting your conver
sation with this networking attitude, you
can get another kind of conversation wits
surprising results!

For more information contact:
janvermeirendspeakersacademy . nl



