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We all have a network . . . the question is whether it is the right network 
for you? Janine is an expert at helping people identify who their network is — do 
you have the right people at the right stage in your career and life to help guide, 
steer, cheer and challenge you on your journey?  Networking is not about 
collecting business cards or LinkedIn connections but about strategically 
identifying and engaging with the selected individuals who form your tribe 
to help you achieve your goals. It’s Who You Know will show you how.

Julia Van Graas, Partner EY

Finally — a fresh alternative to networking that makes sense. Th is is a book 
for smart people on a quest to build quality connections.

Dr Jason Fox, best-selling author of Th e Game Changer and
How to Lead a Quest

Janine Garner is a true connector of people and has helped teach, support 
and encourage countless women and men from the corporate industry and 
private business owners to drive deeper, stronger results through her 
excellent business acumen and experience. It’s Who You Know is absolutely 
essential reading for those who wish to learn the best personal networking 
strategies or for those who are at a stage where they wish to re-energise their 
professional and personal goals and kick-start the process to achieve more!

Olivia Walsh, Head of Talent Development and Diversity APAC, CBRE

Build a strategic network before you change the world. Leaders know that 
it’s not just what you know, it’s also who you know that defi nes 21st century 
success. We may be the sum total of the fi ve people we know and spend time 
with. Th is book shows you how to be strategic and intentional about how you 
do that. Janine embodies this ideal and is the perfect thought leader on the 
topic.

Matt  Church, best-selling author of Amplifi ers, founder and chairman of 
Th ought Leaders Global

I’m a real-world example that what Janine says in this book works. I 
have worked closely with her over the last couple of years expanding the 
infl uence of the top talent in my organisation. Janine has brought many 
individuals from her personal network to the table to share their 
experiences. You have to make your network matt er, and it’s a two-way 
street. You have to read this book.

Duncan Smith, VP, Hewlett  Packard Enterprise
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About the author
Janine Garner loves connecting and collaborating with 
people, bringing them together to do incredible things. This 
is the heart and soul of everything she does both personally 
and professionally.

Janine delivers keynotes to corporates on the power of open 
and transparent relationships, mentors and motivates leaders 
and entrepreneurs, and facilitates workshops on building 
connected networks that accelerate success — all while 
managing a family of three young children with her husband.

Janine understands how hard but important it is to build a 
strategic and smart network that can support you through the 
good times and the bad. More than once she has packed up her 
life in a suitcase, leaving behind a corporate career, learning 
from business start-ups and failures to start afresh.

Originally from Yorkshire in the UK, she worked her way 
across the world, putt ing together award-winning marketing 
campaigns and strategies for high-profi le brands such as Ralph 
Lauren, Oroton, Jaeger, Sainsbury’s Homebase and Citizen 
Watches. 

Janine is a partner at Th ought Leaders Global, which helps 
clever people to become commercially smart, and is founder 
and  CEO of the LBDGroup, a networking community 
that connects like-minded women to help them achieve 
extraordinary growth.
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Her client list models the perfect diverse network. She works
with men and women from all walks of life, from a wide range
of industries and with varied experience across the globe,
including IT execs, lawyers, retail operators, fi tness gurus and
multinational CEOs, as well as companies such as Hewlett  
Packard Enterprise, CBRE, EY, Clayton UTZ, Servcorp,
Fernwood Fitness, Bras N Th ings, Scentre Group, ANZIIF
and APSMA, to name a few. 

Janine was awarded an Honorary Doctorate of Science in
2016, and holds a Bachelor of Science in Management and
Business Administration. She has won an International Stevie
Award, has been a top 10 fi nalist in the DARE Magazine
Daredevil Awards and has been listed as one of Australia’s
‘Most Inspiring Women’ by Madison Magazine. 

Her fi rst book, From Me to We: Why commercial collaborationk
will future-proof business, leaders and personal success, was 
published by Wiley in 2014.

She is oft en on TV or radio, and her inspirational words and
insights are regularly published in the media by Th e Huffi  ngton 
Post, CEO Magazine, Success Magazine, BRW, Women’s Agenda,
AIM andM Th e Australian.

Janine believes that by networking we create opportunities to 
mutually exchange value, that this transforms our connections
and our lives, and that only we ourselves have the power to
bring about this transformation. Her life is proof that success
is not so much about what you know as about who you know.

janinegarner.com.au
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Foreword by 
Lisa Messenger
Over a decade ago, I helped a budding entrepreneur and 
motivational speaker with his PR strategy. To me, that 
component of business was incredibly simple, second nature, 
the sort of stuff  I could do in my sleep, but to him it was a 
juggernaut, a mystery, a pot of gold at the end of the rainbow 
he craved and undeniably needed for the systematic growth of 
his business and personal brand. 

So there we were, a fl at white for him and an iced mocha 
for me, sunshine on our backs, pens and paper everywhere. 
I talked him through the media landscape philosophically 
and practically; we discussed his approach, the concept of 
bespoke pitching, potential roadblocks, long-term strategy 
versus quick wins, and then I did something simple but oh so 
valuable: I introduced him to some of my own contacts.

A couple of months later, I saw a feature about him pop up 
in a national newspaper. Th en again four months later, but 
this time he was being announced as a regular contributor to 
a national publication. He was later featured on some prett y 
heavy-hitt ing international websites and then came the 
publication of his book. 
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I have watched from the sidelines over the years as his
business profi le has grown, and each time I spot him in the
media or see his name listed as an event speaker, a small smile of 
pride grows on my face. Top line, I’m thrilled for him and hope
it gets bigger and grander, whatever his personal vision might
be. But on a personal level of refl ection for me, I’m grateful
to have played a part in someone else’s success, realising that
when you connect the right people together through a positive
exchange, their success is also yours. Aft er all, I played a part
in his litt le wins, which have grown into big ones, and it all
started with a handful of mutual introductions.

Th ere is enormous value in making connections with
the right people at the right time and with the right message
or request. It is something I have always been passionate
about and have focused on at every stage of my business life,
believing deeply in the values of generosity and reciprocity.
Th e people we connect with can make or break our ideas and
future success. And we can do the same for them.

Making headway in business (or life) can be darned hard
work. Th ere can be roadblocks at every turn, or just a few 
roadblocks you simply can’t seem to overcome. And one of the
biggest mistakes you can make is going it alone when other
people can oft en be the key.

In a few short years, I’m very happy to say, Collective
Hub has grown into a global movement: the print magazine is
sold in almost 40 countries (and always expanding); our online
community unites hundreds of thousands of people from all
over the world; we run massive events, have global book deals
and have even started our own education course. And you’d be
right to wonder how we have achieved this.

The short answer is a lot of very hard work and a 
relentless pursuit of our goals. There is no denying that we
kept going in a sea of ‘nos’ when others would have turned
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back or fallen over from sheer exhaustion, and for that I’m 
crazily proud of myself and my team. But there are also 
some silent celebrators in our success. For, sprinkled along 
the way, there have been some very key and rather kind 
people who have catapulted our accomplishments in 
certain areas. To a few — I hope very much they know 
who they are — I will be forever grateful. One helped 
me find the right book agent for my US deal, another 
connected me with our international distributor, a third 
provided the connection to some very key players of US 
media, two were the conduits to my connection with big 
global thinkers such as Richard Branson, and another 
suggested the exact consultant needed at a pivotal financial 
time in the business’s journey. Then there have been people 
who simply connected me with a like-minded individual or 
connected Collective Hub with a like-minded organisation, 
and magic happened as a result. While it was definitely up 
to me, up to us, to make something of those connections, 
the seeds of success were sown at the point of connection.

Connection is powerful, essential and far-yielding, and 
this book has the tools to help you realise that, develop your 
network and leverage its potential. Don’t be so arrogant as to 
think you don’t need others or too afraid to play a big game 
with global game changers. Be genuine and consistent in your 
approach, intentional rather than organic and always, always
reciprocate. Th is is your moment . . . but perhaps the best place 
to start is to actually make it someone else’s as well.

Lisa Messenger
Founder and editor-in-chief of Collective Hub

collectivehub.com
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Assess your
network online
As you’re about to learn, a small and strategic network is crucial 
to your success.

Th roughout the book I refer to resources, checklists and 
worksheets you can use to help you assess and reassess your 
network. Th ese resources can be downloaded from my website: 
janinegarner.com.au/resources.

You can also review your network by applying the online 
diagnostic tool I have designed specifi cally for use alongside 
this book (visit janinegarner.com.au/nexus). By unravelling 
what kind of network you have now and who among the 12 key 
people are currently missing from your network, this diagnostic 
will help you build a network that works best for you. 

As you’ll soon see, reviewing your network is not a 
one-off  activity. You need to reassess your network at key 
points in your life and career to respond to new goals and 
diff erent aspirations you have.

So use these resources while you’re reading this book, then return 
to them again and again as your goals and aspirations change.
Th is is the real secret to a successful, strategic network.

Build a network that works for you, share insights that matt er 
to others. Connect. Collaborate. Succeed.





xix

Introduction
Network – Connect – Collaborate – Succeed

How many times have you been told that ‘you really have to 
network’, that networking is ‘essential for your growth and 
personal success’?

Do you jump up and down with joy at this idea, eager to get 
out there and meet new people? Or do you cringe with horror, 
thinking you’d much rather be spending your time doing 
something you actually enjoy or something that seems more 
productive than notching up a couple more friends on your 
Facebook page?

Th e truth is, the adage ‘It’s not what you know, it’s who you 
know’ has more weight now than ever.

Today ‘busy’ is a status update and everyone is your ‘friend’, 
so it’s harder to make connections that really count, beyond 
adding to the number of followers on your Twitt er account.

Job vacancies are fi lled before they are advertised and 
previously unthought-of collaborations appear out of nowhere 
to create new and competitive markets and steal market share. 
Add to this the constant pressure of coming up with new 
ideas to help us remain relevant and infl uential in a saturated 
business landscape and it’s no wonder most of us hide behind 
our computers and feel paralysed with fear.
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SURE, NETWORKING STILL MATTERS, BUT YOUR 
NETWORK MATTERS MORE.

So who is in your network and how much input or infl uence do
they have on what you’re doing or trying to achieve? How well
do they really, truly know you? How much can they help you?

Th ere is no doubt that building a sales lead generation list is
critical for the growth of many a business endeavour, and the
explosion of social media has made fi nding particular networks
easier, but has it made your network any bett er?

Th ere is much more to networking than collecting likes,
friends, connections or old-school business cards. To really 
succeed, and break out beyond the online realm, you must
become the master of your network both at work and in life
generally. 

Th e right network is about having the right people and the
right relationships in your professional and personal life.

Without any network at all, opportunities are missed, 
new possibilities aren’t spott ed, your thinking stagnates,
and the dreams and career aspirations you once had become
unreachable. You change jobs, move location — and suddenly 
you have to start out all over again. You fi nd it hard to push
through tough times, to get that job or promotion, to sell that
idea, to get noticed.

Over the past couple of decades I’ve worked in the corporate
and entrepreneurial space with people across geographical
regions, functions and industries, people with a wide variety 
of backgrounds and experience. I’ve had the opportunity to
interview master networkers such as Emergent CEO Holly 
Ransom and seven-time world surf champion Layne Beachley. 
I’ve studied leaders and entrepreneurs such as Richard
Branson, Oprah Winfrey and Michael Bloomberg to fi gure out
how they achieve their goals and what makes them tick. Who 


