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As a VP at a top-tier company, | took countless networking meetings. | was always happy to
say yes, but too often the meetings went off track. The person came unprepared, had no
agenda, or jumped straight to asking for a job | couldn’t give. The conversation stalled, and
when they asked for introductions, | hesitated. | wasn’t confident they would use my
contacts’ time wisely.

Mastering the 20-Minute Networking Meeting

That’s why The 20-Minute Networking Meeting by Marcia Ballinger and Nathan Perez
resonated so strongly with me. It gave me the structure | wish those people had used, and it

has since become a powerful tool in my own career.
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Why 20 Minutes?

The genius of the model is its efficiency. Twenty minutes is short enough to respect a busy

professional’s time but long enough to exchange meaningful insights. Ending precisely at 20

minutes leaves a strong impression and increases the likelihood of future conversations.

When networking becomes a routine practice, not a last-minute scramble, these quick meetings

compound over time into a powerful, resilient network.

The Five-Part Structure

Ballinger and Perez recommend a simple formula:

1.

Great First Impression (2-3 minutes)
Start with warmth and gratitude. Establish rapport immediately.

Overview (1-2 minutes)
Share a brief positioning statement: who you are, what you’ve done, and where you’re
heading. No more than a couple of sentences.

Discussion (12-15 minutes)
The bulk of the conversation. 5 Key questions.

-You need to draft questions 1-3. Ask thoughtful, prepared questions about the
industry, company, or career insights. Listen actively. This is about curiosity, not selling
yourself. Be prepared, don’t ask questions you can find the answer on the internet.

-Question 4 is to expand your network. Ask the person for names of individuals you
can reach out to.

-Question 5 is about giving back : “How can | help you ? “

Ending (2 minutes)
Make a great final impression, review any action, express more gratitude, and wrap it
up!

Follow up (After the meeting)
End on time. Thank them sincerely and thank them again after you reached out to any
contact they provided
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The biggest takeaway is that networking is not a job-hunting tactic. It is an ongoing professional

Shifting the Mindset

discipline. By investing in these conversations consistently, you build trust, deepen your
understanding of the market, and stay visible in your field.

The benefits multiply:

e Better insights: Regular meetings give you a pulse on trends before they hit the
headlines.

e Stronger credibility: Respecting time and showing curiosity builds lasting goodwill.

e Broader reach: Each conversation often leads to more connections.

Tips for Success

e Practice when you don’t need it: Networking feels more authentic when you’re not
asking for immediate help.

¢ Do your homework: Research each person before you meet.
e Keep your pitch sharp: A two-sentence positioning statement is enough.
e Prepare three strong questions: Drive the conversation forward.

e Follow up: Thank-yous and periodic check-ins maintain momentum.

Why It Matters for Finance Professionals

For finance professionals, technical skills and credentials are only part of the equation.
Relationships, credibility, and timely information often determine who gets access to
opportunities first. Whether you’re in corporate finance, investment management, fintech, or
advisory, your network is a critical asset.

The 20-minute meeting approach fits naturally into the fast-paced, detail-oriented world of
finance. By keeping conversations concise and structured, you show respect for time, a currency
in itself. And by practicing networking before you need it, you stay plugged into industry
developments, position yourself for future opportunities, and build the trust that underpins
lasting professional success.



