
Get More Clients 
- NOW!

The Executive Edge: 
Building Influence- Credibility, Effective 
Networking, Strategic Relationships, 
Personal Brand and Trust
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Ways to lose credibility
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*Approximate numbers 2023 ( obviously fluid)

Personal “influence”

Richard Branson has

18,742,764
F O L L O W E R S

Virgin has

273,127
F O L L O W E R S

Bill Gates has

34,792,433
F O L L O W E R S

Microsoft has

20,493,232
F O L L O W E R S

Gary Vaynerchuk has

5,266,588
F O L L O W E R S

VaynerX has

1,000,000
F O L L O W E R S

Elon Musk has

69,000,000
F O L L O W E R S

Tesla has

12,000,000
F O L L O W E R S
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“The process of developing and using 
your contacts to increase your business 
opportunities, enhance your knowledge, 
expand your sphere of influence, or serve 
your community ”  Dr. Ivan Misner

Definition of Networking:
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•Financial management. Being able to effectively manage 
your finances is critical. ...
•Marketing, sales and customer service. ...
•Communication and negotiation. ...
•Leadership. ...
•Project management and planning. ...
•Delegation and time management. ...
•Problem solving. ...
•Networking.

Top Skills in Business
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Prof PHIL BEDFORD
ENTREPRENEURIAL AND
BUSINESS DEVELOPMENT EXPERT
MSc, BEng Hons

• Owner:  Asentiv Marketing and Management 
Consultancy LLC

• Co-Founder: Strategic Business Connect (SBC)

• Int’l #1 Best Selling Author & Keynote speaker

• Professor of Business Networking Tetr Business 
College

• Master Practitioner NLP & ICF ACC
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“Half the money I spend on 
advertising is wasted; the trouble 
is I don't know which half.” | B2B 

Marketing. John Wanamaker
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Do more of what works

Source: Freelancer Industry report 2007
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Relationship marketing new clients

Source: Freelancer Industry report 2007

0

5

10

15

20

25

WOM Referrals Personal Network Local Networking Social Media

Breakdown



14

Source: Dunbar

Close family
and friends

Friends Friends invite to party, 
extended hobby

Acquaintances remember 
How you met

Face to a name

YOUR TRIBE

15 50 150 500 1500
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The person 
you meet
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Multiple 
opportunities
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The Super Power of Leveraging Communities

250 
contacts

YOU
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The Super Power of Leveraging Communities
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The Super Power of Leveraging Communities
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The Super Power of Leveraging Communities
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The Super Power of Leveraging Communities
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10,000 People  and 1 Billion Relationships
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How many groups of 40 are you in?
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Network UP

You're the average of 
the five people spend 
the most time with 

J I M  R O H N

“show me your friends and I'll show you your future”
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WII.FM
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What’s
In 
It
For 
Me ?
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2 ears and 1 mouth
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“If you want to go fast, go alone. If 
you want to go far, go together.” 
African Proverb
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