THE RIGHT PEOPLE
IN THE RIGHT ROOMS

A Relationship Rhythm Field Guide

Use awareness, intention, and trust to build
stronger referral and client relationships, without
networking full time.
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WELCOME

Business growth becomes clearer when you pay attention to the
people.

| have always been fascinated by people and how we interact with one another.

Over the years, | have walked into rooms wondering whether | belonged. | have
tried to fit the atmosphere instead of simply being myself. | have stayed in
conversations longer than | should have because | thought | was supposed to. |
have spent time trying to say the right thing instead of noticing what was actually
happening.

After more than twenty years in business development, sales, coaching, and
community building, some of my greatest lessons came from discovering what
didn’t work.

You are not bad at networking. You may have been using the wrong approach,
investing in the wrong relationships, or spending time in rooms that were not a
good fit for you.

This field guide invites you to observe. To notice how you show up, who belongs in

your referral relationship ecosystem, which rooms support your goals, and which
relationships should be nurtured.

You do not need every answer. Start with awareness. Clarity grows from there.



HOW TO USE THIS FIELD GUIDE

Explore before you add more activities.

Relationship Rhythm is not about handing you one universal networking formula. It
helps you explore your current experience and build a strategy that fits your
business, your values, and the way you naturally build trust.

Move through these five stages with curiosity:

1. Notice Yourself
Become aware of your beliefs, energy, values, and how you show up with other
people.

2. The Transaction Culture
See clients, referral partners, advocates, collaborators, and resources as different
kinds of valuable relationships.

3. Identify the right people
Pay attention to alignment, mutual trust, shared opportunity, and the people you
genuinely want to know more deeply.

4. Evaluate the right rooms
Research where the right people gather before committing more of your time.

5. Nurture and retain
Build the habits that keep meaningful client and referral relationships strong over
time.

We provide the education. You build the strategy that works for you.



OBSERVATION ONE

You may just be in the wrong room.

You can walk into a networking event with the right attitude, ask genuine
questions, and still leave wondering why you bothered.

You may have pleasant conversations and collect contact information, yet feel no
closer to a meaningful relationship. After enough experiences like that, it is easy to
assume you are doing something wrong.

The room matters. So do the people, the purpose, and what happens after the
meeting.

A room can be good and still be wrong for you. It may not contain the people you
need to know. The culture may not match your values. The structure may reward
pitching instead of understanding. The time commitment may not support the
return you are seeking.

The answer is not automatically more events, more business cards, or more coffee

meetings. Sometimes the smarter choice is to pause, research, and become more
intentional about where your time matters.

NOTICE

Which rooms leave you feeling connected and clear? Which ones leave you wondering
why you keep returning?



OBSERVATION TWO

Networking activity is not a relationship strategy. It is a step in connecting.

A full calendar can feel productive. It can also keep you busy without moving the
right relationships forward.

You can meet twenty people and build no trust. You can schedule several one-to-
one conversations and leave each one unsure what should happen next. You can
belong to multiple groups and still feel as though no one truly understands who you
help or how to open a door for you.

More networking is not always the answer. More intention often is.

A relationship strategy helps you make clearer choices:

1. Where you spend your time
Not every room deserves the same amount of your energy.

2. Who you choose to know more deeply
Strong relationships grow through understanding, trust, and consistency.

3. How you stay connected
Without a sustainable rhythm, even promising relationships can fade into the
background.

NOTICE

Where are you currently investing time because it is strategic - and where are you
showing up mainly from habit?



OBSERVATION THREE

Business has always been about people.

Sales, marketing, technology, referrals, leadership, and networking all have a place.
Yet when | look back on the relationships that shaped my business, | remember the
people.

| remember the conversations that challenged me to think differently. The people
who encouraged me when | was uncertain. | remember the clients who trusted me
with meaningful work. The referral partners who spoke my name in rooms | had
never entered.

Those relationships did not grow because of a perfect script. They grew because
people kept the conversation going, followed through, and chose to build trust over

time.

A contact knows your name. A relationship understands your work, your values,
and the kind of opportunity that aligns with you.

When you begin seeing business as a collection of relationships instead of
transactions, you stop measuring every person by what they can immediately give

you.

You become more curious about what kind of relationship could grow.

NOTICE

Who has had the greatest impact on your business, and what made that
relationship different?



OBSERVATION FOUR

Every relationship begins with how you show up.
There was a time when | believed | had to walk into a room ready to impress
people. | thought | needed the right introduction, the right words, and enough

confidence to prove | belonged.

Looking back, | was not paying attention to the people around me. | was paying
attention to myself.

The most meaningful conversations began when | stopped trying to decide what to
say next and became genuinely curious about the person in front of me.

When you stop performing, you make room for both people to be present.

How you show up influences what becomes possible:

1. Curiosity creates understanding
Ask because you want to know, not because you are waiting for your turn to speak.

2. Listening reveals alignment
Pay attention to words, energy, values, needs, and the places where your work may

naturally connect.

3. Authenticity lowers pressure
When you show up as yourself, other people often feel permission to do the same.

NOTICE

How do you want people to feel after spending time with you?



OBSERVATION FIVE

Trust what you notice.

For years, | stayed in conversations after | knew they were not going anywhere. |
said yes when | wanted to say no or not right now. | took on clients who were not a
good fit because | convinced myself | could make it work.

Looking back, | was not always missing information. Sometimes | was ignoring what
| already knew.

Experience has taught me there is a difference between fear and misalignment.
Fear often appears when we are trying something new. It stretches us and invites
growth.

Misalignment feels different. A conversation stays forced. Expectations do not
match. You repeatedly leave drained. You find yourself working harder to make the

relationship fit.

Self-trust does not replace research or curiosity. It helps you pay attention to the
information already in front of you.

NOTICE

Which professional relationships leave you energized and hopeful?
Which ones repeatedly leave you unsettled or depleted?
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OBSERVATION SIX

You do not have to build a relationship with everyone you meet.

There was a time when | believed every conversation was supposed to become
something: a client, a referral partner, or a collaboration.

| felt responsible for keeping every conversation going because | did not want to
miss an opportunity. In reality, | was investing time and energy in relationships that
were not naturally growing.

Every relationship can have value without every relationship needing to continue.
Some people are part of one meaningful conversation. Some stay for a season.
Others become clients, trusted referral partners, collaborators, advocates, or
lifelong connections.

The right people are not simply the people who can buy from you or refer business

to you. They are the people with whom there is enough alignment, trust, relevance,
and mutual interest to keep building.

NOTICE

What qualities do your strongest professional relationships have in common?



YOUR RELATIONSHIP ECOSYSTEM

The people who help your business grow will not all become clients.

When you focus only on the next buyer, you can overlook relationships that may
become essential to your long-term growth.

1. Clients
People or organizations whose needs align with the value you provide.

2. Referral partners
Trusted professionals who understand your work and can recognize a relevant
opportunity for you.

3. Collaborators

People whose strengths, audiences, or services create something stronger
alongside yours.

4. Advocates and connectors

People who speak positively about you, make introductions, or open doors without
needing a formal partnership.

5. Mentors and resources

People who offer insight, perspective, knowledge, or access that helps you make
better decisions.

Stop asking only, "Could this person become a client?"

Start noticing, "What kind of relationship could we build?"
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THE RIGHT PEOPLE IN PRACTICE

Clients and referral partners require many of the same relationship skills.

Both relationships become stronger when people feel seen, heard, remembered,
and understood.

A client needs confidence that you understand what matters to them and will
continue to deliver value. A referral partner needs confidence that you understand
whom they serve, will represent them well, and will protect the trust behind an
introduction.

A referral is not simply a name being passed. It is trust being transferred.

Look for relationships where:
1. There is relevance

Your work, audiences, values, or goals have a credible reason to connect.

2. There is mutual understanding
Both people know enough to recognize when an introduction, opportunity, or
support would be useful.

3. There is dependable follow-through
Promises are kept, communication is respectful, and trust has evidence behind it.

4. There is room to grow
The relationship can deepen without being forced into an immediate transaction.
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THE RIGHT ROOMS

The right room gives the right relationships a better place to begin.

A right room is not defined only by attendance numbers, impressive titles, or how
busy the calendar looks. It is defined by fit.

The people are relevant. The culture supports trust. The structure creates
opportunities to understand one another. The commitment makes sense for the
relationships being built.

1. The people are relevant
Participants have a credible reason to know, support, refer, collaborate with, or
learn from one another.

2. The culture is aligned
Curiosity, generosity, integrity, and follow-through are visible in how people
behave.

3. The structure supports depth
People have a way to move beyond introductions and into meaningful
conversation.

4. The commitment is sustainable

The time, cost, frequency, and expectations make sense for your business and your
life.

The right room will not do the relationship work for you. It will give that work
better conditions to grow.
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BEFORE YOU COMMIT

Research the room, not just the event description.

A good opportunity on paper can still be the wrong use of your time. Before adding
another group, event, association, or community, become curious about what
actually happens there.

1. Purpose

Why does this room exist, and does that purpose support what you are trying to
build?

2. People
Who participates, whom do they serve, and are there relationships worth
exploring?

3. Culture

How do people treat one another? Is the environment collaborative, transactional,
educational, social, or something else?

4. Expectations
What level of attendance, contribution, follow-up, cost, and time is required?

5. Experience

How do you feel while you are there, and what evidence do you see that
relationships continue beyond the meeting?

Do not evaluate a room only by whether you made a sale. Notice the quality of the
people, conversations, follow-through, and long-term potential.



NURTURE WHAT MATTERS

Relationships grow through small moments over time.
A conversation over coffee. A thoughtful introduction. Remembering a birthday.
Sending a quick message to check in. Sharing an article because it reminded you of

someone and something they care about.

None of those moments seems extraordinary on its own. Together, they show
people that they are remembered and understood.

Trust grows one conversation, one shared experience, and one promise kept at a
time.

Consistency is not about doing more. It is about paying attention to the people you
have already chosen to invest in.

A handful of meaningful relationships, nurtured with intention, can create more
opportunity than trying to stay connected with everyone.

The goal is not constant contact. It is a sustainable rhythm that keeps important
relationships from disappearing under the pressure of daily business.

NOTICE

Which relationship feels ready for one more conversation, introduction,
acknowledgment, or act of follow-through?
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RETAIN WHAT YOU BUILD

Do not stop being curious after trust is established.

Relationships change. Businesses evolve. Client needs shift. Referral partners enter
new markets, develop new strengths, and meet new people.

Nurturing begins the relationship. Retention keeps you paying attention once the
relationship becomes familiar.

1. Keep learning
Continue asking what matters now instead of assuming you already know.

2. Remember the human
Reach out when no transaction is attached. Notice milestones, challenges, and
changes.

3. Create value
Share useful information, make thoughtful introductions, and contribute in ways
that fit the relationship.

4. Protect trust
Follow through, communicate clearly, repair mistakes, and treat every introduction
with care.

5. Revisit alignment

A strong relationship can change form. Staying intentional helps both people
recognize what still fits.

Retention is not a campaign. It is the continued practice of helping people feel
known, valued, and confident in the relationship.
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PAUSE AND NOTICE

What is your current relationship experience telling you?

You do not need to solve your entire strategy today. Start by noticing what is
already true.

NOTICE

Which rooms leave you energized, clear, and genuinely connected?

NOTICE
Which rooms or relationships are you continuing mostly from habit or obligation?

NOTICE
Who already understands, trusts, and speaks positively about your work?

NOTICE
Which referral partners or client relationships deserve more attention?

NOTICE
Where would research help you make a better choice before investing more time?

NOTICE
Are you building depth with the right people - or mostly collecting contacts?

NOTICE
What is one relationship you want to nurture next?

Your answers are information. They can show you where your time is working and
where a more intentional rhythm could help.



YOUR NEXT STEP

Clarity before more activity.

The Relationship Rhythm Assessment will help you look more closely at how you
are currently building relationships, where your time is working, and what may
deserve your attention next.

Use it to notice what is already strong, where you may be getting stuck, and where

the right people, right rooms, or a more sustainable rhythm could support your
growth.

Interest Form - NIA Connection Academy
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ABOUT ANGELA

Angela Obert believes the strongest businesses aren't built by knowing more
people, they're built by developing the right relationships, in the right rooms, with
intention.

As a Business Relationship Strategist and NIA Minnesota Franchise Owner,
Angela has spent years helping professionals look beyond transactional
networking, constant prospecting, and collecting contacts. Her approach focuses
instead on understanding who is already in your relationship ecosystem,
recognizing where the right relationships can be built, and developing the trust
and consistency that turn connections into clients, referrals, and long-term
business opportunities.

Through NIA Minnesota and the Relationship Rhythm Framework within NIA
Connection Academy, Angela helps professionals create a relationship-building
practice that works for who they are not someone else's version of networking.

Because you don't need to network full time to build a thriving business. You

need greater awareness of your relationships, intention about where you invest
your time, and a rhythm you can consistently maintain.

Your rhythm. Your way. Your results.

This field guide is for educational purposes and does not guarantee business outcomes
or specific results.

Copyright © 2026 Angela Obert, Obert Enterprises LLC dba Network In Action
Minnesota, and Network in Action International. Please do not reproduce or
distribute this material without written permission.
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