
REFLECTING ON GROWTH – 2024 RAKEZ 
GROWTH SERIES CLOSING SESSION



WELCOME



Ian Hunt
Chief Customer Officer 

RAKEZ



Mark Hamill
CEO

ARCET Global



THIS EVENT IS ABOUT 
YOU!



AGENDA
4:30 PM - Welcome and networking

5:00 PM - Welcome note and acknowledgments by Ian Hunt, Chief Customer Officer, RAKEZ

5:10 PM - IntroducKon by Mark Hamill, CEO, ARCET Global

5:15 PM - Expert perspecKves and thought-provoking talks by:
• Mike Hoff (BNI): How to Network EffecKvely
• Neil Sheth (writefully): Storytelling Strategies for Business Leaders

6:15 PM - RecogniKon and closing remarks by Ian Hunt, Chief Customer Officer, RAKEZ

6:30 PM - End of programme



compass.rakez.com/events

ALL EVENTS ON COMPASS WEBSITE

Follow @mycompassrak like 
and share for a chance to win a 
Mövenpick brunch for 2!

https://compass.rakez.com/events


NEXT EVENTS

The event schedule for
RAKEZ Growth Series 2025
will be announced in the
coming weeks.



REFLECTING ON GROWTH – 2024 RAKEZ 
GROWTH SERIES CLOSING SESSION



TODAY’S SPEAKERS

Neil Sheth
Founder

writefully

Mike Hoff
Founder

BNI RAK Pioneers



Maximising Your 
Networking Impact

The Ultimate Playbook 
for Networking, Pitching, and Follow-Up

11th December 2024

Mike Hoff
mike@mhc.consul9ng
www.mhcbusinesscoaching.com



Agenda

● Mastering the Art of Networking

● Crafting a Compelling Pitch

● How to Follow up Like a Pro

● Overcoming Common Challenges

● Q & A



Who Am I?

MHC Business Coaching

Our Mission is to give business owners back their freedom

Mike Hoff

• 30 Years Corporate career
• Founded MHC ConsulIng in 2012
• Profit AcceleraIon Specialist/ Mentor, Author
• Associate Contributor - The Six Figure Coach 

Magazine
• Winner 2023 MEA Business Awards: 
• “Best SME Profit Accelera2on Company – UAE”
• BNI Consultant Director for Ras Al Khaimah



Mastering the Art of Networking



Debunking the Bunk

● “I Tried Networking &  It Didn’t Work!”
● Showing up is enough
● “Aren’t most networking groups full of people like me 

who are trying to build up their business?”
● “What good is networking if you can’t measure the 

results!”
● “If my customers are satisfied, they’ll give me referral, 

why should I join a networking group?”
● “I can’t network, I’m an introvert”
● “Referrals are so old school”
● “Networking is not a hard science”



Networking Disconnect
● “How many of you came today hoping to do a little business?

How many of you are here today 
hoping to buy something?









7 Characteristics of a great networker
1. Good Listener
2. Positive Attitude
3. Helps others / collaborative
4. Sincere / Authentic
5. Follows up
6. Trustworthy
7. Approachable



The 5 least important Skills to be a great networker

1. Fearless / confident
2. Asking for the sale
3. Self-promoter
4. Directness
5. Social Media Savvy



Law of Reciprocity



Using the Law of Reciprocity



Using the Law of Reciprocity

● Giving means helping others 
achieve success



Using the Law of Reciprocity

● The person who helps you may not be the person you helped



Using the Law of Reciprocity

● It can be measured



Here are some of the activities the scorecard 
tracks. You get points for each activity.

1. Sending thank-you cards or gifts
2. Calling a referral source
3. Arranging a one-to-one meeting
4. Attending networking events
5. Bringing someone with you to a networking event
6. Setting up an activity with multiple referral sources
7. Sharing or sending out an article of interest
8. Displaying another person’s brochure in your office
9. Sharing something a connection posts on social media
10. Arranging a speaking engagement
11. Giving a referral



Using the Law of Reciprocity

● Success takes getting 
involved



Q:
What Lead 
Generation 
Strategies 
are Most 
Effective?

Source: Information Technology Service Marketing Association (ITSMA)

Referrals are the Most Effective 
Lead Generator91%

AGREE
91%



How Referral Networking Works







Stand out questions

● “What do you like Best about what you do?”
● “You mentioned you are in [Industry]. What 

got you started in that direction?”
● “Where else do you usually network?”
● “What are some of your biggest 

challenges?”
● “How can I help you?”



5 levels of referral

1.Name & Contact Information

2.Supplementary Information

3.Share experience / Testimonial

4. Introductory call / Arrange a 
meeting

5. In Person Introduction and 
promotion



Crafting a Compelling Pitch



Your USP

● Less is more

● Be succinct & memorable

● Purpose of your business

● Tells them what you do, in a way that makes them ask you “how do you do it?”



● “We work with business owners to help them understand the two 
biggest challenges they face every day”

● “I help non-profit organisations connect with their community through 
the game of golf”

● “I teach people how to create Referrals for Life”

● “How Do You Do That?”



Briefing your messenger
● Why do I do what I do?
● What problems do I solve?
● Who are my customers?
● What do I do best?
● How long does it take?
● How much is the investment?
● How do I stand out from the competition?





How to Follow up Like a Pro



Networking Challenges



5 Of The Most Common Networking Challenges

• A Reluctance To Talk To Strangers. You were 
taught at an early age not to speak to people 
you don't know. ...

• Lack Of A Formal Introduction. ...
• Fear Of Being Seen As Pushy. ...
• Thinking That Other People May Not Like You. 

...
• Having Your Intentions Misunderstood.



Overcoming Common Challenges

● Where do I start?







Maximising Your 
Networking Impact

The Ultimate Playbook 
for Networking, Pitching, and Follow-Up

11th December 2024

Mike Hoff
mike@mhc.consul9ng
www.mhcbusinesscoaching.com



storytelling to grow sales



worked at

worked with

10+ years career in investment 
banking

launched storytelling comms agency 
in 2017

worked with 200+ businesses

board of director for British Chamber 
of Commerce Dubai

spoken at conferences and events 
about digital growth, business 
storytelling and strategy

meet Neil Sheth
founder



storytelling to grow sales



What does your business 
do?

ⓘ
Click Present with Slido or install our Chrome extension to activate this 
poll while presenting.

https://chrome.google.com/webstore/detail/slido/dhhclfjehmpacimcdknijodpjpmppkii


your business starts 
and ends with your 

customer



demonstrating that you know your 
customer makes you likeable and 

trustworthy. 

challenges pain aspirations



but wrapping your deep customer 
understanding into a story helps you 
stand out and connect emotionally





find the story tell the story



they buy from youthey trust youthey like you

problem 
stories

education 
stories 

they find you

weave stories into your sales funnel

elevator story

referral story

experience / 
credibility stories

customer success 
stories

⭐
story sell 
success



how do you “find the 
story”?



understand your 
customer

1



People are checking out of work. They are much 
less engaged, much less productive, and therefore 

don't perform. Our coaching programme solves this.

“I use my coaching certification to support my team 
during career development discussions. Itʼs led to 

higher engagement and morale” – Missy

which one do you think customers would resonate with? 
(corporate coaching)

option boption a



tell a story they want to 
listen to

1



story hunting: find the right story to tell
(e.g. sales presentations)

…this leads to 
{big pain}

your solution’s 
big promise

challenge traditional 
approach your solution

…this leads to 
{customer stories}

😥 ⭐



pro tips

speak to one core challenge

keep it concise

use your customerʼs language



questions?
Neil Sheth

founder and CEO
neil@writeful.ly



Q&A







THANK YOU




