1. Keep in mind that networking is about being genuine and authentic, building trust and relationships and seeing how you can help others. It doesn’t happen over night...
2. Be ready to say what you are looking for so that when someone says “how can I help you“ you are ready to say what you are specifically looking for. Remember to tell people what your ideal client would be and not your average that you pick up anyway.

3. Make sure that you follow up on everything quickly. If someone refers to you call them that day, even that minute! Tell the person that referred to you the outcome. When you have a meeting say out loud who you think will help and try and call them there and then or right after the meeting. 9 times out of ten if you do that you will have a referral back within 24 hours or at least some show of effort on the part of the other person.

4. Change tactics. Try something different. There is a saying, “If you always do what you’ve always done, you’ll always get what you always got.” This is 100% true. Another phrase is success is one step further than failure. So bear in mind there is no such thing as failure or trying there is just doing. So it hasn’t worked yet just do something different. Pick the person who you feel is the most difficult to refer to and target them and keep pushing and pushing until you get it right and get them a referal. Once you’ve done that and it works everyone else will be a little bit easier.
