
S CARCITY MENTA L I T Y is prevalent in
s o c i e t y. We see it all around us, f ro m
c u t t h roat competition and hoard i n g , t o
rising heating costs and gas prices. B u t
did you ever stop to think that scarc i t y
m ay be keeping you from netwo r k i n g
success? As a business coach wo r k i n g
with hundreds of business ow n e r s , I ’ve
found that the number one reason peo-
ple don’t get the networking re s u l t s
t h ey want is due to scarcity thinking.

He re ’s the crux of the issue: scarc i t y
is more than the belief that there ’s not
enough to go aro u n d . The ultimate
s c a rcity is resisting who you are.This phe-
nomenon occurs rep e a t e d ly in people
who struggle with netwo r k i n g . S c a rc i t y
s i l e n t ly sab o t ages goals, re s u l t s , a n d
s u c c e s s . It keeps us from bringing our
best selves to the networking ex p e r i-
e n c e.This article will show you how.

Seven key illusions
I have identified seven key illusions, o r
i n d i c a t o r s , of scarcity mentality that
hold us back during netwo r k i n g .A re any
of these illusions hampering your net-
working efforts?

The illusion of not enough. “I’m not good at
small talk.”This illusion is ch a ra c t e r i z e d
by the belief that who you are isn’t
e n o u g h , so you need more — m o re infor-
m a t i o n , m o re time, and more educa-
t i o n . This illusion brings about a fear
that you have nothing interesting to say
and nobody will want to talk to yo u .

The illusion of comparisons. “If I could just
be like Jim, I ’d be a better netwo r k e r.”
This illusion causes you to look outside
of yourself for va l i d a t i o n , a c c ep t a n c e,

and approval from others. We model
o u r s e l ves after people we think we
should be like, instead of being like our-
s e l ve s , w h i ch is more appealing. This il-
lusion makes you fear that you can’t be a
successful networker because yo u ’ re not
as outgoing as your co-wo r k e r.

The illusion of struggle. “ N e t working is too
mu ch wo r k .” People stuck in this illusion
make things harder than they have to
b e, resist opportunities coming to them,
and are typically distracted by ove r-
a ch i ev i n g . This is exemplified by tre a t-
ing networking as hunting, not farming.
This illusion makes you believe that un-
less you give your business card to eve ry
single person in the ro o m , you wo n ’t be
a successful netwo r k e r.

The illusion of time. “I’ll try netwo r k i n g
when I have more time.” This illusion
k e eps us stuck in the past with bad ex-
p e r i e n c e s , or holding out for the future,
t h e reby missing the opportunity of
what we can do today.This illusion give s
you a fear that because your last net-
working experience was less than per-
fect it means networking isn’t for yo u .

The illusion of control. “I can’t go into a
room where I don’t know any b o dy.”T h i s
illusion convinces us that all conditions,
t i m i n g , and opportunities must be per-
fect before we can act. Pe r f e c t i o n i s m
runs rampant in this illusion. This illu-
sion fuels the idea that if your co-wo r k-
er is unable to go to the mixer with yo u ,
you wo n ’t go either.

The illusion of hope. “If I show up at a net-
working eve n t , I’ll get more clients.”

Hope is a source of scarcity when it
k e eps us waiting for someone or some-
thing else to make things happen for us,
instead of doing what we c a n d o. Yo u
can have the best product or service in
the wo r l d , but if no one knows about it,
you wo n ’t have any sales. This illusion
has you hoping that going to a mixer,
but doing none of the prep a ration and
re s e a rch to maximize your opportuni-
ties at the eve n t , will get you business.

The illusion of certainty. “If I knew I’d ge t
b u s i n e s s , I ’d go.” People who struggle
with this illusion need to know an out-
come before they can do something. L i f e
does not come with a money - b a ck guar-
a n t e e. The more prep a red you are, t h e
g reater confidence  you will have ab o u t
your ex p e r i e n c e. This illusion makes
you fear that you wo n ’t know anyo n e,
and you will spend the whole eve n i n g
holding the wall up, looking like a fool.

Did you see yourself in one or more
of these illusions? Don’t wo r ry. T h e re is
a solution. Successful networkers are
abundant netwo r k e r s .

The first step you must do to tra n s i-
tion to an abundant networker is to re-
alize that each of the illusions keeps yo u
f rom doing what you c a n d o. T h ey keep
you playing small, and they keep yo u
s c a red or intimidated. Most important-
ly, the illusions keep you from ex p re s s-
ing yourself and that is an essential skill
of abundant netwo r k i n g .

The next step is to identify which il-
lusions are stro n gest for yo u . When yo u
think of netwo r k i n g , what do you say to
yourself? A re you excited or are yo u
filled with dread? Those feelings point
t owa rd your scarc i t y.

Once yo u ’ve identified a netwo r k i n g
f e a r, you need to ask yo u r s e l f :
● What is this fear grounded in? W h a t
evidence or proof do I have that this is
real for me? (99.9 percent of the time,
you will have no evidence whatsoeve r. )
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● H ow does thinking this way serve
me? (Most likely, you will quick ly re a l i z e
that your thinking is just fear and yo u
can make a conscious choice to think
and act differe n t ly in a way that serve s
you better. )

These two questions are simple, ye t
p owe r f u l . T h ey provide the awa re n e s s
you need to move from scarcity thinking
to abundant thinking.

L e t ’s ex p l o re abundance a little bit
further. In addition to having the ability
to be who they are in the wo r l d , ab u n-
dant networkers embody the follow i n g
aptitudes:
● self worth— t h ey understand and
d e m o n s t ra t e, with a quiet confidence,
that who they are is more than enough
● e f f e c t i v e n e s s— t h ey prep a re for net-
working events in adva n c e, s u ch as ask-
ing for intro d u c t i o n s , c reating goals of
who they want to meet, and utilizing
business card s , contact manage m e n t
s o f t wa re, and name tag s
● self ex p r e s s i o n— t h ey know how to talk
about what they do and how they add
value; they are not stalled by the ques-
tion “what do you do?”
● a c t u a l i z a t i o n— t h ey practice the art of
e n gage m e n t , not only going to netwo r k-
ing events but following up to build long-
term relationships that bring re f e r ra l s
and countless other benefits
● s u r r e n d e r— t h ey let go of seeking a
q u i ck fix, understanding that re l a t i o n-
ship building is a process that takes time,
e n e rg y, and attention
● s i g n i f i c a n c e— t h ey do what they can,
c o n s i s t e n t ly and with energy and enthu-
s i a s m , understanding that the power of
n e t working is in being yourself when it
matters most (which is all the time!)
● i n q u i ry— t h ey are natura l ly curious
and interested in the people they meet,
and adept at listening and utilizing ques-
tions to draw others into conve r s a t i o n .

Abundant networkers seek to build
relationships rather than complete
t ra n s a c t i o n s . T h ey see people they
h ave n ’t met as future friends instead of
s t ra n ge r s . N e t working events are full 
of possibilities, not thre a t s . A b u n d a n t
n e t workers have a networking plan and
s t ra t egy instead of just showing up and
w i n ging it. T h ey understand that what

t h ey put out into the world will come
b a ck to them, d i re c t ly and indire c t ly.

Most importantly, remember this:
People in scarcity see the cup as half
e m p t y. Po s i t ive thinkers see the cup as
half full. But people in abundance see the cup
as ove r f l o w i n g.

W h i ch kind of networker are yo u ?
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