
The Trinity of networking or:  

Are you a giver, a taker or a maker ?  

 

 

1st level contacts aren’t always directly instrumental to your success  
By Sabine Jones, MBA  

 

I’m a solopreneur. Some people call me the Queen of Networking. 

I work as a consultant to & translator for companies in the creative industries that I used to head or 
was an employee of once upon a time. 

Now, such a freelancing or gig economy work relationship has pros and cons.  

Yes, you have all the flexibility in the world and are no longer directly involved in office politics.  

However, you are no longer part of the lovely morning chats with your colleagues about last night’s 
episode of [insert your favourite binge watch programme here]. And you don’t have the support net-
work of in-house lawyers, financial advisors, and, in our technology-dependent age, a dedicated IT 
helpdesk. 

So what? Physician heal thyself? 

 

 

 

 

Solopreneurs can build their own support networks as long as they contemplate the following three 
questions: 

do they expect that good things come immediately back to them? 
do they understand the importance of give and take? 
do they realise it’s not always the 1st degree contact or link that makes the difference? 

 

As part of my MBA thesis “The Secret of success: What strategic response should freelance consult-
ants in the UK music industry select to stand out in an increasingly competitive environment”, I under-
took a qualitative research project. 

This included interviewing a sample group of people to obtain facts for my research. Since humans 
tend to be lazy and pick the easiest route, I asked people I knew directly, i.e. 1st level contacts, to par-
ticipate. Eventually it dawned on me that this would only be a chat among friends and not have much 
to do with a more empirical type of study expected from an MBA student! 

So I asked my 1st level contacts to introduce me to some of their own 1st or 2nd level contacts to cre-
ate a more heterogenic group. I wanted to expand my network and do more than just aiming at 
quantity alone by simply turning into a hunter gatherer of contacts (like so many seem to do on Linked In 
even though the original idea was based on “I to the power of We” as described by Reid Hoffman in 
The Start-up of You).  

http://www.thestartupofyou.com/


 
When it comes to networking if you think that the itemised positions in your income and  

expenditure sheet (i.e. what you take from and give to your contacts) must always balance out, 
you are mistaken.   

 

 

Firstly, you do not necessarily get the same amount of help back from the contact you helped. No 
point in trying to count your chickens all the time. 

Secondly, the contact you helped may not help you back but instead help someone else they know. 
No point in relying on this “tit for tat” thinking. 

Thirdly, we give and take in line with the four work types as per Charles Handy – family work, study 
work, gift work and paid work. Again, you may not get back the type of work you provided someone 
else with in kind i.e. category. 

 

Still with me? 

Here’s an example for these three points: 

As part of my MBA thesis, I needed to interview someone from the live music sector.  

My own 1st level contact introduced me to a direct contact of theirs (=2nd level contact of mine). Said 
2nd level contact became my interviewee (gift work from them to me). They did not get gift work in 
return from me, nor did they benefit directly from having helped me in any other way. However, they 
had introduced me to another contact of theirs (=3rd level contact of mine). Said 3rd level contact be-
came my sub-contractor (paid work from me to them) during my post brain surgery recuperation 
phase in 2018.  

 

To sum up: 

With the right approach and expectation, you will not only take (others give something to you) but 
you will also give (others take something from you) and finally, you can make (you become a con-
nector between other givers and takers).  

The concept for this blog is based on Adam Grant’s “Give and Take – why helping others drives our 
success”  

Becoming a maker is – in my view – the secret of success in networking.  

Be more altruistic, try to think in less tangible terms than finance only and things will fall into place.  

Good luck with your own journey discovering your 2nd and 3rd level contacts and enjoying the magic 
that can happen when you become a maker and rediscover the art of bartering! 

https://en.wikipedia.org/wiki/Charles_Handy
http://www.adamgrant.net/give-and-take

