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look for “loners”



look for “open” groups



avoid “closed” groups



make your move



So What Do 
You Do?



I am a Senior Lecturer in High Growth 
Entrepreneurship at Aalto University



I help individuals discover & nurture 
the entrepreneur within



So What Do 
You Seek?





What Do 
You Bring?
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Network Playing Field



• making yourself known 
• know what you seek
• selective experiments
• trust based referrals
• active network limits

Strategy Takeaways





1)Alert to opportunity
2)Attuned to creating value not selling
3)Generous givers
4)Make the first move meeting new people
5)Interesting answer to ”what do you do”?
6)Remember names
7)Good listeners
8)Know importance of small talk
9)Ask for cards
10)Follow up as promised


