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Introduction 

Hello, esteemed coaches and consultants! Welcome to a special training session 

designed to equip you with the skills and knowledge to effectively utilize “Networking Ninja 

Moves: Building Profitable Alliances” in your work with clients. Whether you’re engaging 

with them one-on-one or in a group setting, this module is pivotal in helping entrepreneurs 

master the art of networking, a cornerstone of business success. 

The Role of Networking 

in Money Mastery 

Networking is not just about expanding a contact list; it’s about strategically building 

relationships that can lead to new opportunities, insights, and growth. It ties directly into 

the Money Mastery program by facilitating connections that can unlock financial potential 

and drive business forward. As coaches, your role is to underscore the importance of 

networking as a proactive step towards financial empowerment and business 

development. 

Adapting the Module 

for Different Formats 

• One-on-One Coaching: Tailor the networking strategies to the specific needs and 
goals of each client. Use the worksheet as a base, but encourage deep 
personalization. Dive into their specific fears or hesitations about networking and 
work on overcoming those barriers together.

• Group Coaching: Foster an environment where participants can practice 
networking skills within the group. Use breakout sessions to simulate networking 
scenarios where they can refine their elevator pitches and/or active listening skills. 
This not only helps with learning but also builds a mini-network within your group.
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Tips for Using the Worksheet 
 

• Encourage Complete Honesty: Remind your clients that the true value of the 

worksheet comes from honest self-assessment and reflection. 

 

• Make It a Living Document: The worksheet should be a starting point, not a one-

time task. Urge clients to revisit and update it as they grow and their networking 

goals evolve. 

 

• Share Examples: Provide examples of how you or others have identified 

networking goals and allies, and how these connections have impacted your 

business. Real-life stories can inspire and motivate. 

 

 

Addressing Sticking Points 
 

• Fear of Rejection: Many clients may hesitate to reach out due to fear of rejection. 

Remind them that every successful entrepreneur has faced rejection; it’s a step 

towards finding the right connections. 

 

• Lack of Immediate Results: Some may become discouraged if networking 

doesn’t yield instant results. Stress the importance of patience and the long-term 

benefits of nurturing relationships. 

 

• Overemphasis on Quantity Over Quality: Guide clients to focus on building 

meaningful, mutually beneficial relationships rather than amassing a large number 

of shallow connections. 

 

 

Incorporating Networking  

into Overall Strategy 
 

• Connect Networking Goals with Financial Goals: Help clients see how 

networking can directly impact their financial objectives. Whether it’s finding a 

mentor, uncovering new markets, or gaining referrals, networking is integral to 

financial growth. 
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• Build Accountability: For group sessions, create accountability partnerships 

where members can share networking goals and progress. In one-on-one 

coaching, set regular check-ins focused specifically on networking efforts. 

 

 

Conclusion 
 

Networking is a dynamic and ongoing process. As coaches and consultants, your 

guidance can transform how your clients view and engage in networking. By integrating 

the “Networking Ninja Moves: Building Profitable Alliances” into your coaching or 

consulting practices, you’re not just teaching them how to network; you’re empowering 

them to open doors to new opportunities and pave the way for financial success. 

 

Remember, the essence of networking is about building genuine connections. Encourage 

your clients to approach it with curiosity, openness, and a willingness to give as much as 

they seek to gain. Together, let’s help them weave a network that supports and propels 

them toward their business and financial goals. 

 

 


