
Social Networking and Team Building S.O.P.

Use this Standard Operating Procedure form to stay on track when you network 
and start building your team of business partners, proteges, or referral partners.

Weekly Networking Accountability Checklist

Step 1. Choose a specific objective.

Examples: Recruit partners, Get member sign ups, Sell products or services, or 
seek interviews, etc... 

Keep your objective in mind as you follow this process.

Insert your objective in the text box below.

Now that your objective is clear, we need to seek the right partners to network 
with. Locate social groups where your best potential candidates are active.

Group Examples: Online Marketing, Networking, Affiliate Marketing, Lead 
Generation, Influencers, Business Opportunity, Make Money Online, Direct 
Sales, Self Development, Entrepreneurs, Sales Development Representatives 
(SDR), High Ticket Closers, MLM, Outsourcers, Remote workers, Business 
Development, Lead Gen, Internet Marketing, SEO, Web Traffic, Info Marketing, 
Virtual Assistants (VAs), Business Leaders, Mentors, Authors, etc... 

Step 2. Insert your group type in the text box below.

Next we begin the process of networking. Look for active members in the groups
that you join. If they look like a fit, send them a friend request or connection 
request.  10-20 per week. Gab, Facebook and Linkedin are good sites to start.
 Step 3. Sent Friend Requests 

Each time you finish these tasks, print this form as a PDF and save as proof.
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Like, Laugh, Love, Comment and Share the content of the best potential 
candidates. Make deep and meaningful comments. (Add Value)

Step 4. Interacted with new friend's content. 

After engaging with new prospects for 3 – 4 times over a couple of days, it is 
time to inbox them with a polite message of greeting, compliment, or 
introduction. Show genuine interest in their well being and success. Never copy 
and paste, type out your messages. Start a real conversation about them and 
their interests.
 Step 5. Inbox new prospects.

Add valuable content to your own profile. Use a variety of formats. For example 
you can use plain text, images, memes, GIFs, videos, tips, curiosity posts, 
lifestyle, blog post shares, article shares, etc...  

Step 6. Content post 2, 3 times per week.

After consistent action for 5 days, choose a prospect to invite to take advantage 
of the Business Prosperity, Freedom & Legacy Accelerator Blueprint. Ask them 
what they think their potential for real freedom looks like in the next 5-10 years. 
Then tell them that you have a plan to help secure our legacy of freedom and 
prosperity. Ask if they would like to take a look at our idea. Share your link.

Step 7. Shared document link with new prospect/s

After someone looks at the document, follow up with them to get their feedback. 
This follow up may take some persistence. Send them a new message every 
couple of days until they respond. Your objective is to qualify them or get them 
to disqualify themselves. Continue to engage with them in the group and/or on 
their personal social profile. Always be encouraging and helpful. Social media is 
different than other mediums. People may not respond for days or weeks.

Step 8. Follow up until qualified or not. 

Each time you finish these tasks, print this form as a PDF and save as proof.
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Team Building Checklist

After they give a positive response, ask if they are open to network or 
collaborate to increase their prosperity and freedom. Ask if they would like to go 
over the 7 Essential Elements to Success over video or phone call. Schedule a 
time. And tell them that you would like to work with them to be their 
accountability partner in networking and team building. By working together, 
both of you will have more success. Set an event in your Google Calendar and 
invite them to your event.

Step 9. Followed up with inbox message, scheduled event.

On the call, go over each success element and explore their goals and 
motivation deeper. Try to get down to their driving purpose. Make notes about 
each answer for review and success follow up. This is where true relationship 
begins. Take their success personally. Hold them to account for what they 
should do. End call by setting a time for the next follow up to brainstorm their 
success. Set an event in your Google Calendar and invite them to the event.

Step 10. Followed up with a voice call, scheduled event.

On this next call, see what level they would like to work with you. There are 
several different opportunities that they could potentially get involved with you in.
After small talk and progress review, ask if they are ready, willing, and able to 
commit to a mastermind group or business networking partnership. By this time, 
they should have received emails promoting our mastermind and referral 
networking program. End call by setting a time for the next follow up. Set an 
event in your Google Calendar and invite them to the event.

Step 11. Followed up and invited to partnership, scheduled.

Continue to have regular update meetings to answer questions, solve problems 
and help with their team building and social networking. Take an active role in 
their progress and success. End call by setting a time for the next follow up. Set 
an event in your Google Calendar and invite them to the event. Continue to 
invite them to join the mastermind and network if they are a good fit.

Step 12. Regularly scheduled update meeting, scheduled.
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Each time you finish these tasks, print this form as a PDF and save as proof.
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