CLICK:  Ten Truths for Building Extraordinary Relationships

Key Questions and Answers
George C. Fraser
“The goal of all networking is to “CLICK”:  to create a win-win.”

1. Who is George Fraser...really?

While my accomplishments are significant (as America’s networking guru), my beginnings were very humble.  I was born in Brooklyn, NY into a family of 11 children (8 boys and 3 girls).  At the age of three I was placed in foster homes where I spent the next 15 years.  The difficulty of those years and growing up on the streets of New York left me with little hope and few expectations.

Although my guidance counselor suggested I drop out of high school, I graduated from high school with a vocational diploma in woodworking because the school system did not consider me college material.  Thank God I felt differently.  For several years, I mopped floors on the midnight shift at LaGuardia Airport, while I attended college.  Over the next three decades using my Ten Truths and the hundreds of relationships I developed from various leadership positions, I amazingly built one of the largest professional networking organizations in America.  It was my way of leaving a living testimony to the spiritual paradigm “ONENESS” and the power of people working together.  It is also a testimony to the strength of one-man who dared to dream despite insurmountable odds.
2. Who do you hope reads this book and what do you want people to get from it that they have not already gotten from many other networking books?  Why is this book different?
There are three things that make “CLICK” distinctly different and well worth the investment.  
A) For the first time the goal of networking –“CLICKING” (creating the win-win) has been identified, defined and prioritized. 
 B) For the first time networking is clearly defined as a three step process with critical steps most have either not known or forgotten.  We tend to look at networking as this one step program. 
C) The Ten Truths told through stories incorporate new research, new perspectives and new ideas.  The combination of all three things will revolutionize how we approach networking and thus produce quicker and better win-win results.
For those in businesses “time is money,” therefore the book will answer two critical questions:  Do you find yourself wasting time networking and investing in business relationships that don’t add value?  Why do some business relationships never work and others seem to “CLICK”?

From a personal perspective doesn’t it feel good when you “CLICK” (create a win-win) with someone?  Wouldn’t you like to know how to do it more often and enjoy the benefit of extraordinary relationships in your life?  CLICK will give you the tools you need to build extraordinary relationships in business and in life.

3. What revolution are you talking about?  Why “CLICKING”?  What happened to networking?
The revolution is to change the networking paradigm in America from its singular focus of “meeting new people” to the singular goal of creating a win-win.  “CLICKING” is “win-win” for all parties.  If we began with the end in mind, it forces us to take the steps necessary to achieve our goal. 
Networking is a process.  “CLICKING” is the ultimate goal of the networking process, but you don’t “CLICK” with everyone you network with.  The steps in the process are as follows: Networking is the first step, the ongoing lifelong activity of identifying those whom you wish to build new relationships; Connecting is the next “follow-up” step in the developmental process of cultivating, nurturing and building relationships; and “CLICKING” is the final step when at least two or more people add special value to each other and create a win-win and/or synergy...when 1 + 1 equals 11, not 2.
Many people cringe when they hear the word networking.  Why?  People don’t like to just be “networked”.  As human beings we all appreciate and seek a genuine connection, which is based on common ground e.g. (people, places and things).  The more common ground, the higher the trust level.  The higher the trust level, the more willingness a person has to share key contacts, information and resources.  The single step of “networking” is so yesterday…today we understand networking is a process and not a program.  The stories, insights and steps in this book will save you time and increase your effectiveness by investing in people you do “CLICK” with.

4. CLICK discusses 10 truths for connecting with people.  How did you come up with the list and how does it work?

They came out of 30 years of personal analysis, experience, research, failure and success.  I want to pull back the curtain to reveal a simple, proven, powerhouse system that will show people how to avoid the most common mistakes they make in the networking process and the damage it causes.  I also want people to stop loathing the small talk that is the beginning of every successful relationship and determine the potential value in every meeting for you and the other person.  It will eliminate the whole question of “Do I trust you?” because you will trust yourself.  You click with another person when 3 factors are aligned:  Chemistry, Fit and Timing.  
Chemistry involves:  emotions, aura, charisma, posture, energy, physiology, smell (pheromones), gut feelings, clothing, appearance, humor, and temperament and intelligence. 

Fit pertains to:  common goals and objectives, shared values and mores, shared experiences, shared circumstances, shared projects, shared vision/mission, high levels of trust, common interests, common focus, or unusual circumstances. 

Timing can be:  planned, managed, and can relate to circumstances and happenstances.  

I am sharing this groundbreaking new equation and ten truths related to it because I want to help people to master the ability to create and evaluate quickly the relationships in their personal and professional lives.  Are your relationships working for all parties; Are they compromised or synergistic?

5. What’s “the secret equation” for CLICKING?
You “CLICK” with another person when three factors are present and aligned: Chemistry, Fit and Timing.  The equation looks like this C²xFx√T = CL.  The “CLICK” equation, in conjunction with the Truths, is a powerful formula for creating meaningful relationships in your life and quickly evaluating relationships that do not work.

6. What is the most important one of your Ten Truths when a person is trying to make a real connection through networking? 

You can’t really pick just “one truth” but if I had to pick one it would be Truth #3:  Love, give, serve and add value – first!  Why?  Because it addresses two of the biggest mistakes we make when we network: A) We network to “get” instead of to give.  B) We network to win instead of creating the win-win.  This is against all spiritual and human relations principles and simply will not work long term.  You will have to read CLICK to get any more(.
7. How do the truths that work in your professional life also work in your personal life? 

The networking process must become a way of life, learned at an early age and then acted upon 24/7.  Often times professional and personal networks crossover.  You must take the time to build three types of networks: 
1) Personal (at home) - create links to people with whom we “CLICK” with and have something in common.  This is done through professional associations, alumni groups, clubs and personal interest’s communities. These contacts provide important referrals, information, encouragement, cheerleading and moral support.  A personal network can also be a safe place for personal development and as such can provide a foundation for operational networking.  
2) Operational (at work) - Good working relationships with people who can help you do your job, task or assignment.  The groups of people you can depend on to make things happen.  It’s the quality of relationships – the rapport and mutual trust – that gives an operational network its power.  One of the problems with an exclusive reliance on operational networks is that they are usually geared toward meeting objectives, not toward asking strategic questions.  “What should I/we be doing?” 
 3) Strategic (mentors, coaches, partners and advisers) - People who open your eyes to the new business directions, contacts and relationships you will need to enlist to excel in your career.

All three of these types of networks play a critical and synergistic role in one’s lifelong development and ultimate success; therefore at least 50% of your time should be allocated to building these networks.
8. Should we be careful with whom we “CLICK” with?  Can the wrong “network” of friends cause bad health?

Yes, your relationships are critical at every stage of your life.  Some friends cause hypertension, some cause drunkenness, and some even cause obesity.  A recent study claims friends supersedes spouses as carriers of the “fat flu”.  Researchers say our risk of obesity increase 37% if our spouses are overweight, but 57% for overweight friends and 40% for overweight siblings.  Be careful who your friends are and don’t spend major time with minor people.

9. Will “CLICKING” help me rid myself of toxic people and professional bloodsuckers; people who drain you of your time, energy and patience?

Yes.  Truth #5 will teach you how to recognize, bless and release them.
10. Has the Internet changed and shifted the dynamics of networking?

Definitely!  From 2000 to 2007, Internet use has grown 171.6 percent (Internet World Stats).  In America alone, 37.5 percent of the population uses the Internet, to include a very high usage rate among minorities.  The Internet has allowed people to exchange ideas and information more than ever before, from anywhere around the world.  Through sound networking sites we’ve effectively used the Internet to cultivate new relationships and find thousands of job opportunities and billions of dollars in new business.
11. It can be argued that it is easy to network “anonymously” through the Internet, but what about when you’re in a business setting?  A networking conference or symposium?  
People need to learn how to master these skills, on a one-to-one basis.  For some, the thought of networking makes them cringe, because people want to be able to walk in a room and instantly know how to connect.  The greatest resource we have is each other and the collective will and power we possess.  The Internet is critical, but it will not replace one-on-one human contact and interaction.
12. Discuss the importance of networking in business.  Does it differ by age or gender?  What are some of the staples of networking?

Your network—or lack thereof—can help or hinder your initial business idea development. Other important resources can also be accessed through a network, including capital, labor, and emotional support.  Said another way, it’s “who you know, who knows you and what is it they know about you”. It is clear from the Gallup Study we commissioned in 2000 on networking, that the first recognition of a new venture opportunity can grow out of a conversation or interaction with someone you know and where the respect and trust is mutual.

While knowing a lot of people is good, it’s more important to have an effective network that “CLICKS”, than simply a large one.  For example, we are starting to understand that successful professionals may not assemble a large network. They put people in their network that they can be helpful to and can be helpful to them. I call them “personal, operational and strategic networks”.  Many people, scholars included, tend to view large networks as beneficial, but they may actually be crippling unless they include people who can be specifically helpful.

These contacts encourage not only the basic idea, but also its development into a business plan, referrals to secure support, financing, a startup labor force and so forth. It’s a simple   process, but people who will share their knowledge are clearly crucial to it.  Gender isn’t a factor; although I do feel that women are better listeners and are more nurturing than men, therefore inherently better networkers.  As far as age goes, as long as you are living and breathing, you can learn how to form phenomenal relationships, partnerships, and teams.  Networking is a way of life, learned at an early age and then acted upon 24/7.  It is clear that you must take the time to build three types of networks:  Personal (at home); Operational (at work); and Strategic (mentors, partners and advisers).  Each plays a critical and synergistic role in one’s lifelong development.

13. Why write another book about the importance of networking?
After observing all that is wrong with the way we network; and after studying how very successful people use the networking process to form phenomenal relationships, partnerships, and teams, for the purpose of leveraging their wealth and resources, the purpose of this revolution is to elevate the power of networking to a major human relations and productivity strategy in America.  That “statement of purpose” has not been made in America in the context of networking.  
14. Success Runs in Our Race was a touchstone for a generation.  Do you think CLICK will have the same impact?  Why?

Yes, definitely.  Networking, as I have been saying for nearly three decades, is the way to achieve successful and productive relationships that leverage collective resources. However, after observing all that is wrong with the way we network, and after studying how successful people “CLICK” to form phenomenal win-win relationships, partnerships, and teams, I am taking the concept of networking to a much higher level…the level for which God originally intended.
My goal with this book, using the CLICK equation and 10 accompanying Truths is to correct networking wrongs and show you exactly what I do to network… connect…  and then click with so many great people in our community. To lay out for you the very thing that inspires so many men and women across America ... I want to change the opinions of all those who cringe when they hear the word networking. I want to show people how to network in a better win-win way and how to get a better result for themselves, but most importantly, for the upliftment and productivity for all people in the 21st Century.  This is my anointment.
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