
It’s Not Who You Know That Matters

There is a popular saying out there, “It’s not what you know, it’s who you know 
that matters.” Though the thought has accurate implications, it just doesn’t 
deliver serves you well. When people hear this saying they automatically think, 
“Well I don’t know the right people, so I guess I’m out of luck.” 

With just two add-on this message or thought can be made much stronger and 
certainly more accurate. 

1. It’s not who you know, it’s who you get to know that matters. 

2. It’s not who you know, it’s what you do with who you know that matters. 

Now we are talking. 

If you approach the concept with “who you get to know and what you do with who
you get to know,” then there is possibility for anyone. So how do you do those two 
things consistently? 

Many of you have heard of Jordan Adler, a bestselling author and one of the top 
direct sales relationship marketing experts in the world. Over the years Jordan has 
become a master at networking and is a highly successful network marketer as well
as a top producer in the sales and presentation business. When it comes to getting 
to know new people and doing the right things with those people, there is nobody 
better or more consistent than Jordan. This is precisely why he is so successful. 

If you want to know how top producing people become top producing people, 
Jordan is just the guy to ask. Jordan credits much of his success to being a lifelong 
student of personal development. One of the books he credits for his development 
is Harvey Mackay’s “Swim With the Sharks Without Being Eaten Alive.” One 
thing that stood out for him is the value of a network or as Michael Dlouhy say. 
“Building your web of connections”. 

Another values he found was the author’s comment, “If you want to predict the 
future of someone’s income, look at the size of their Rolodex.” Or, in todays 
world your contact manager. 

Jordan said he went out and bought a Rolodex and started going places where 
people had business cards. He simply collected business cards so he could fill up 
his Rolodex. Then he did his best to stay in touch with those people and he looked 
for ways that he could add value to their lives. And he did this for years. 



Another book he read was “How to Sell Anything to Anyone” by Joe Girard. You 
may remember Joe as the top car salesman I mentioned in an early lesson. Here too
he followed what Joe said about networking, getting to know people, and writing 
“nice to meet you” notes.

It was in 2004 Jordan had stacks and stacks of business cards that he had collected 
over the years. He started putting those cards into contact system and sending each 
of those people cards—real physical greeting cards in the mail, just to reconnect. 

He would say things like, “I haven’t talked to you in a while. I sure would like to 
get caught up. Hope you’re doing great. Give me a call some time.” And he put his
picture and phone number in the card. The results after just four days his phone 
started ringing with people that he hadn’t talked to in a long time. They just wanted
to reconnect. All those phone calls enabled him to springboard a new business 
venture with many of those contacts. 

Think with me for a second. How often do you receive an unexpected greeting card
in the mail from an old acquaintance or friend? It’s such an unusual thing and I 
think a lot of people underestimate the power of that. It is like planting your name 
at the top of their mind. 

Remember as I said in an earlier lesson it is all about creating habits for mastering 
relationships. 

Other person we can learn from Ivan Misner, also known as the “father of modern 
networking.” He’s the founder and chief visionary officer of Business Network 
International (BNI), the world’s largest business networking organization. 

Ivan started this group in 1985 and it has grown into 8,138 global chapters 
representing 224,000 members of BNI. Each chapter has an average of 26 to 30 
members. They typically meet once a week and, let me tell you, these are not just 
social gatherings. In the last 12 months alone, these chapters generated 9.5 million 
referrals that delivered $13.8 billion in business revenue. This is an organization 
that gets results for people. 

BNI has a simple format there can only be one person per profession in each 
chapter. The core philosophy is Givers Gain®. People don’t attend their weekly 
meetings to get business—they attend to give business. They don’t ask for referrals
—they give referrals. How brilliant is this? Ivan simply flipped the activity of what
every networking group was doing before he came along. 



“If you want to get business, you have to be willing to give business Ivan says. “If 
you show up to give business, then you simply allow the reciprocation to take care 
of itself.” 

Ivan once asked a group of 900 business professionals in London a simple 
question: 

“How many of you are here today hoping to maybe, just possibly, sell something?”
All 900 people raised their hands. 

He then asked a second question: “How many of you are here today hoping to 
maybe, just possibly, buy something?” 

Nobody raised their hand. Not one single person. 

“This is what I call the great networking disconnect,” Ivan says. “People show up 
to networking events wanting to sell, but they are not there to buy.” 

Ivan has what he calls the 24-7-30 System. It works like this: when you meet 
somebody at a networking event, you want to first follow up with them within 24 
hours. Reach out to them with a “nice to meet you” message. This could be a voice
message, a text, or a greeting card in the mail. The greeting card in the old-
fashioned mail is the best way to stand out, he says. And then, don’t try to sell 
them anything.

Second, find out if they’re active on Facebook or LinkedIn or Twitter, and connect 
with them on social media within seven days. By connecting, he means comment 
on their posts or give some feedback. Make it positive and just do it every now and
then—not every day, not 10 times a day, but periodically, just make a connection. 
And again, don’t try to sell them anything. 

The third step is to reach out to them within 30 days. With this outreach, you can 
call them, or you can send another card and say, “Hey, it was great meeting you a 
month ago. I’ve been following some of the things you’ve done online. I really 
found this interesting or that interesting. I would love to meet with you and learn 
more about what you do and if you have some time, maybe to learn about what I 
do.” And then set up an appointment where you can sit down with them and have a
one-to-one meeting. This is the beginning of the relationship-building process. 
Don’t forget, though, whatever you do, don’t sell to them even now. Give it some 
time. If they want your business, they will tell you. 



Ivan said, “I think people sometimes have sales Tourettes. They just can’t stop 
themselves. They just the blurt it out.” It’s natural for people who are in sales to 
really want to make the sale. They are looking for the home run. Often it seems 
they want to chase the person until they hit the home run instead of consistently 
creating relationships over time and allowing the home run hitter to show up 
naturally. 

The 24-7-30 System takes patience and discipline, and a lot of people just don’t 
have that. And it’s usually because they simply don’t have enough people in their 
pipeline. Those who are able to remain consistent with the networking approach 
are the ones who network with a lot of people, or with a few people consistently 
over time. 

Those who go for the home run are the ones who feel they have to. They don’t 
think they have enough people to prospect, so they try too hard to reel in the one 
they think they currently have on the hook. “This type of salesperson has a sense of
desperation and the people they are talking to feel it,” Ivan says. “The problem 
with desperation is, it’s not referable.” 

“I believe that I as an individual may not be able to make a world of difference. 
But I can make a difference in the world… It wasn’t my goal to change the world. 
It was my goal to change an individual life, to help one person, and then another 
person, and then another person. You change the world by changing individual 
lives. We all have people who are in our story, people who did something that 
changed our lives immensely.” 

What difference are you making in other people’s lives? When you are intentional 
about building relationships, you put yourself in a position to make a difference. 
So, it really is not about who you know. It’s about who you get to know and what 
you do to be of service to them. Consistently put yourself in a place of service to 
other people. 


