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Networking and outreach are essential to every consultant and consulting firm’s success, Anchor your networking and outreach 
efforts by creating an outreach list, comprised primarily of your Network Core. Use the 7-step process below.
 

Identify Your Network Core (and 
Periphery)

STEP 1

Create Your Current, Complete Contact List

At this point you don’t need to have all the contact information. Just the name and the 

company (because that will trigger your memory in case you don’t recognize the name). 

Download and add from every source you have, including:

⚫ Outlook/gmail

⚫ Google contacts

⚫ LinkedIn

⚫ Rolodex

⚫ Business cards

⚫ Facebook and other social media
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STEP 2

Segment by Relationship

This is a brutal, tedious process. Do it anyway. You’ll find people you’ve been meaning to 

call and some of them will turn into clients. Assign an A, B or C to each person.

A = Strong Relationship. They’re likely to call you back or return your email.

B = Moderate Relationship. They know you and you’ve had some interaction in the 

past. It might take a bit of coaxing or a couple of outreaches to get into a conversation 

in person, on the phone or via email. 

C = Weak Relationship. You’ve met them or they’ve made it onto your contact list in 

some way, but getting into conversation would be a stretch. 

STEP 3

Eliminate the Cs

To make the next step easier, sort your list by the relationship criteria you just went 

through and move all the Cs to a list called “Network Periphery”.

STEP 4

Segment by Influence

Another brutal, tedious process. Do it anyway. Assign a 1, 2 or 3 to each person.

1 = Decision Maker. This person can pull the trigger on hiring you for a significant 

consulting project. You get to define what significant means to you.

2 = Influencer. These people have clout with decision makers, either within their own 

organization or elsewhere, and will refer you.

3 = Nice to Know. Everyone who’s not a decision maker or influencer

STEP 5

Eliminate the 3s

⚫ Sort your list by the influence criteria you just went through and move all the 3s to the 

Network Periphery list.

STEP 6
Eliminate the B2s

⚫ Sort one more time to identify the B2s and move them to the Network Periphery list.

STEP 7
Congratulate Yourself

⚫ You now have your Network Core: A1s, B1s, and A2s.
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Master Contact List (for Individuals)

Name Company
Relationship 

 (A, B, C) 
Influence
 (1, 2, 3)

Optional

Email Phone #
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Network Periphery

Name Company
Relationship 

 (A, B, C) 
Influence
 (1, 2, 3)

Optional

Email Phone #
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