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schools you attended, the companies where you have worked, the professional 
organizations to which you have belonged, and the awards you have received). 
Th e personal list (see Table 6.2) includes everything from church affi  liation to 
charitable organizations, sports teams, community groups, and academic net-
works. Both lists should include the ecosystems in which these accomplishments 
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mentor? Ask three to fi ve of your closest associates what they believe are your 
greatest strengths, and look for patterns and commonalities in their responses. 
As in the previous table, you may see that some of your skills, knowledge, 
or strengths will carry over from one accomplishment to another. Th is is 
common: as we develop our strengths and skills, we’re called on to use them in 
diff erent contexts and ecosystems.

Believing that you have something valuable to off er is a critical step in 
creating strategic relationships. Th is is a time to put your best foot forward. 
If you’re willing to put yourself on the line, ask the people you consider 
your closest personal and professional contacts to give you their perspective. 
Not long ago I made this suggestion to Mary Kopczynski, CEO of Eight of 
Nine Consulting. Afterward she told me, “Some of my friends responded as 
I expected: ‘You make things happen,’ ‘You get stuff  done,’ ‘You accomplish 
what you put your mind to,’ and so on. But then my best friend, a super busy 
doctor and mother of two, wrote me the most incredible statement. She said 
I am unparalleled in my ability to diagnose a problem, produce three creative 
ideas for overcoming that particular obstacle, assess their strengths and weak-
nesses, make a decision about the best course of action, and then get it done. 
You said I would be astounded by the answers, and you were right.”
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Each of us has a private self that we choose not to disclose to the world at 
large. Th at’s to be expected; we don’t want to fall into the modern-day TMI 
(too much information) trap of bringing too much of our deeply personal 
lives into our businesses. But if you are holding back some of your skills and 
abilities, or hiding your strengths because you don’t recognize how valuable 
they are, or you have self-esteem issues, or you don’t want to “brag” about 
yourself—stop. A key to power connecting is to recognize the value you have 
to give to others. You need to be willing to bring your skills, knowledge, 
and strengths out into the open and let others know what you have to off er. 
Otherwise, you’ll be cheating them and yourself.

It’s also very possible that you have managed to hide many of your personal 
and professional defi ciencies in the private self quadrant. After all, no one wants 
to put their weaknesses on parade, and if you can compensate for a lack of 
sales skills by hiring someone to handle sales for you, for example, so much the 
better. However, if you’re hiding a weakness to keep from addressing it, then 
you’re only holding yourself back from getting the help that might make all the 
diff erence.

Make a list of the things you’re not good at, the stuff  you hate to do, 
the areas where you know you are defi cient in skills, knowledge, ability, or 
interest. Th is can be either personal or professional. Next to each, write 
some ideas for skills or knowledge that could help you with this, and/or the 
strengths you could work on developing to make this better. For an example, 
see Table 6.5.

You can gain skills and knowledge in four ways. First, you can acquire it 
yourself. If it’s of interest to you and you want to plunge into learning about a 
particular kind of software, for example, or if you want to discover the ins and 
outs of venture capital, go for it. However, if it’s a skill or piece of knowledge 
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that you are not particularly interested in but you still recognize its impor-
tance, you may be able to hire it. For example, you need to write a business 
plan for your next start-up. You have a great vision and super partners, but 
you are weak when it comes to projecting the costs of manufacturing over-
seas. You can hire an expert to be part of your team, or you can simply employ 
him or her to provide you with the information you need. Th ird, you can 
barter for it: “I’ll help you with this if you’ll help me with that.” Exchanging 
value is a great strategy (although, as you’ll see in later chapters, I believe you 
should add enough value fi rst so that the other person is eager to help).

Th e fourth path to gain the skill or knowledge is through a relationship 
or connection—one you already have or one you will seek to develop. Sup-
pose that for your latest product, you want to try a social media campaign to 
rev up sales. Instead of asking your already overtaxed marketing department 
to come up with something new, you put out a request to your LinkedIn 
network for possible resources. Within two days you have multiple names of 
recommended consultants and services to bid on your social media needs.

Admitting that we lack certain skills and knowledge is one thing. 
Owning up to strengths that we lack is usually harder, especially since we’re 
often unaware of them in the fi rst place—they’re in our blind spot. However, 
it’s important that we become cognizant of these issues so they don’t get in 
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Fourth, you’ll start to see the interconnections between the people 
you know. Your minister may know your banker, for instance, or your 
mentor and one of your investors may be part of the same professional 
association.
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How do you feel about your current 5+50+100 power circles? Why 
did you place people in those particular groups? Are your Top 5 and Key 50 
the kinds of people that you are proud and happy to have as part of your 
“circle of infl uence”? What value have you provided your power circles in 
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And put yourself at the top of the chart. Because of your accomplishments 
and connections, you have your own infl uence level in the ecosystems where 
you are active. Rank yourself in each of the ecosystems. Th is will help you start 
to evaluate where you need more access and more help.

Table 6.8 shows an example of the addition of the Resource and Infl uence 
Score columns to the previous power circles chart.

If the people you know have great infl uence, you may not need to add 
to your current network. However, for most of us it is possible to increase 

(Continued)
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the power of our network simply by adding a few new people. Determining 
which new connections you wish to add, however, is more easily done within 
the context of specifi c goals.

Step 8: List three to fi ve of your professional goals for the next 
three months, six months, and one year.

Watch the TV show Shark Tank and you’ll see what can happen to entre-
preneurs who aren’t crystal clear about what they want and their plans to 
get there. If you don’t know where you’re going, a million contacts (or a 
million dollars) won’t help. Truly successful people have specifi c targets they 
want to attain and actionable plans to achieve those goals. Th en they can 
approach their connections with a specifi c, clear, and succinct “ask.” Take a 
few minutes to write your top three to fi ve goals for the next three months, 
six months, and one year in a new chart (see Table 6.9).

If it takes a village to raise a child, it takes a strong network to create 
success. What would make it possible for you to accomplish your goals more 
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easily? What can your current network do to be of assistance? And what 
additional help might you need?

Step 9: What help do you need to accomplish these goals? What 
people? Opportunities? Knowledge? Funding? What ecosystems 
do you need to access?

For each of your professional goals, you are going to create what I call a 
CRM—a critical resource map. (You can do this on a chart, or you can 
use a whiteboard and Post-it notes.) Put your goal at the top, and under-
neath it put four categories: key people, opportunities, knowledge, and fund-
ing sources. For each category, put the resources you already have access to 
through your power circles and their networks. Th en, in separate columns, 
make note of the resources you still need, and possible connections to 
them in your current power circles. See Table 6.10 for an example of a 
critical resource map.

Now, look at the list of resources you need and who might have them. 
Th ese two columns will tell you where you might need to expand your power 
circles.

Step 10: Whom do you need to add to your power circles to 
accomplish your short- and long-term goals?

It’s hard to play baseball if you have only a pitcher and one fi elder. It’s also 
hard to play baseball if you only know swimmers. To accomplish your goals, 
you need to have the right connections. Springboard cofounder Amy Millman 
says, “I always advise people starting out to build their own personal advisory 
board with people they want to know and/or respect.” You also need to ensure 
that you have enough connections in the right ecosystems. Look closely at 
the ecosystems in which your network is active. How much infl uence do 
your current “team members” have in their respective ecosystems? In which 
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ecosystems would you like to increase your connections? Remember that the 
eight key ecosystems are family and friends, passions and interests, career 
or profession, government and politics, fi nance, media, industry, and com-
munity. Where do you need to connect with more individuals with greater 
infl uence?
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4. Now, look at the rest of your power circles and see who else is linked 
to this person, and draw the connections. Use diff erent colors for the 
diff erent ecosystems. Here’s our example:

Steve
Feliz

Industry

Top 5

Tom
Randall

Financial

Industry
Key 50

Marvin
Chin

Industry

Key 50

Radha
Shrinavas

Financial

Key 50

Patty
Nathan

Financial

Key 50

Beth
Veranski

Industry

Vital 100

Claudio
Vero

Industry

Vital 100

Sue
Smith

Industry

Top 5

Th is map was done with a Top 5 member in the middle, but you can do 
a map for yourself, a map by ecosystem, a map by relationship chain (Tom 
introduced you to Jane, who introduced you to Connie, who introduced 
you to Hwan), a map by industry, a map by region or physical location—
whatever kinds of relationships it would benefi t you to map, you can. Here’s 
a map of the chain of introductions that led to my meeting Heidi Roizen and 
Meg Whitman. You’ll notice that both individuals and conferences are part of 
this map; you can do the same with your introduction maps, as we’ll discuss 
in Chapter 10.
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