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Kelly: You're listening to the See Jane Invest podcast episode one. See Jane Network, with
Kelly Hoey, author of Build Your Dream Network.  

Hi, Kelly Keenan Trumpbour. As an angel investor and film producer, there's one
question I always ask myself and the women I mentor: what does it mean to invest in
yourself and not simply wait around for someone else to invest in you? If you want to
play big in places that might not be familiar with your voice, your brand of leadership,
and your place in the world, the first person you should be expecting to back you is you.  
If you're craving a conversation that goes beyond fighting for a seat at the table and
instead, talks about how to take over the whole damn lunchroom, you're in the right
place. Welcome to the See Jane Invest podcast.  

On this episode of the See Jane Invest podcast, we are talking to my friend and colleague,
Kelley Hoey. Kelly and I are often on CNBC's Power Pitch together. She like me, is a
former attorney who is frequently found on Twitter, if not world stages. The woman is
constantly on the go. She's an incredible speaker with an incredible shoe collection and
accessories collection. You got to check her out. Her Instagram account is just crazy.  
Aside from all these wonderful feats, she's also the author of Build Your Dream Network:
Forging Powerful Relationships in a Hyper Connected World. She's a limited partner in
two early stage investment funds, and a contributor to publications like Forbes, Go
Banking Rates Incorporated, and Fast Company.  

She is absolutely one of the people you want to follow if you want tips on how to connect
with anyone, really. Especially investors, this is the person to talk to. She's an incredible
mentor, especially to women in tech, but to so many different startups. Let's dive in and
welcome to the podcast.  
Kelly Hoey, welcome to the program. It is so wonderful to have you on. It's always a
pleasure to see you on set at CNBC for Power Pitch. I love having a conversation with you
wherever we are.  

Kelly Hoey: This is so good. I am so excited to be here. Thanks for having me as a guest.  
Kelly: This episode is just going to be jam packed with some of the coolest information.
Anybody out there who needs to know anything about networking and how to rethink
networking, Kelly is the expert in this. She is the author of Build Your Dream Network:
Forging Powerful Relationships in a Hyper Connected World. She has an incredible
background as an investor, as a mentor to startups, especially to women in tech. It's just
always a pleasure to connect with you. 
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Kelly Hoey: I want to say, this is going to be fun. Hopefully, pearls of wisdom that people
can apply.  

Kelly: I think so. I think networking is one of those things that, everybody knows it's
important, but it's kind of like the boogieman, because you say networking and it's like,
gleh. Do I really have to go do it? That's one of the things you get into. Can you tell us
what was the spark that made you really want to concentrate on networking, given your
vast experience with helping people grow businesses?  

Kelly Hoey: Great question. I want to put the entrepreneur that on, how do you solve
your own problem. What's the problem that you see out there that you are uniquely
positioned to provide the answer to? I realized when I stopped and stepped back after a
career in law and in management, et cetera, et cetera, that people came to be regardless
of the sector, regardless of their experience, regardless of their title, they all came to me
seeking similar advice, or I was giving a process and an answer that was very similar in
terms of how I thought they could get to, whether it was moving their career up the
corporate ladder or funding their startup. 
   
I see most business and career challenges and having solutions based on networks of
relationships, and how can we tap and connect into that. I look at networking as a much
more how you're living your life on a day to day basis, how you are creating the
community around you who wants to support you, rather than, as you accurately
pointed out, that ugh, kind of thing, where we're in a position of need, we're feeling
desperate, we're feeling powerless, and we think we have to go off to some cocktail party
and talk to strangers and something magically's going to happen. 

More than anything in my book, Build Your Dream Network, I call BS on that notion.  

Kelly: You really see networking as being grounded in generosity. Could you tell us a little
bit more about how this is really a life view and not just a task to check off on your to do
list? 

Kelly Hoey: Exactly. Are you generous in the sense of, are you interested in other people,
are you taking note and interest in what they're doing. Are you living your day to day life
in a way that others want to help you? I often think we focus on the networking
generosity as the, you made an introduction for me, I need to make an introduction for  
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you. Oh, Kelly's had me on her podcast, I should introduce her to someone who can have
her on their podcast. You might just hear that and go no, I'm good, I don't need to be on
a podcast. I got my own. 
   
Where, as I look at it as, all right, generosity is understanding someone's schedule.
Generosity is understanding what they need. More generous for me to, when we get off
recording this podcast, to say to you, okay, who would you like as a guest. Let me send
you some suggestions of people I may know, versus, people thinking generosity as being
equivalent. Let me give you a really, an example I keep highlighting for people.  

A friend of mine went to email me to invite me to the Tory Birch Foundation event that
was recently here in New York City, her ambition event. My friend Susanne emailed me
to say I was going to invite you, and then I realized you were out of town. I've got these
tickets if you know of anyone who would like to go. I paused and I thought, I am going to
find you people who want to go. Not just because it's a great event. The only reason she
would've known I was out of town is she would've had to go to my website, and look at
my speaking schedule.  Generosity is understanding what they need. More generous for
me to, when we get off recording this podcast, to say to you, okay, who would you like as
a guest. Let me send you some suggestions of people I may know, versus, people
thinking generosity as being equivalent. Let me give you a really, an example I keep
highlighting for people.  

A friend of mine went to email me to invite me to the Tory Birch Foundation event that
was recently here in New York City, her ambition event. My friend Susanne emailed me
to say I was going to invite you, and then I realized you were out of town. I've got these
tickets if you know of anyone who would like to go. I paused and I thought, I am going to
find you people who want to go. Not just because it's a great event. The only reason she
would've known I was out of town is she would've had to go to my website, and look at
my speaking schedule.  

That, to me, was an act of generosity. She knew I was interested in the event or would've
been interested in the event, because it was about women in business and promoting
women, and all that kind of good stuff. The fact that she knew my calendar and was, had
spent the time, was such for me, an act of generosity, that I hustled my butt to find a
couple of people to go with her, that would be valuable connections for her, because
she'd done that for me.  
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Kelly: Yeah. In the world of investing, I see it go both ways. Both investors and
entrepreneurs, I think have a little bit of work to do here. I sometimes feel like investors
are all about the deal flow, and they forget that entrepreneurs ... Many of them,
especially if the pitches are in person required pitches, they're doing a look see. It's like,
that's a huge ask of that entrepreneur's time.  

On the other hand, I've seen entrepreneurs who understandably are very nervous
because their startup means everything to them, they've invested blood, sweat and tears
into it, but they go up to an investor and it's somewhere between a bad blind date and
going in front of an executioner, and they stop, forget. They forget that the investor is a
person. They think of it as this, I don't know, megalith money machine, and everything
[crosstalk 00:08:39] that moment. 

Kelly Hoey: Right, or an ATM, as I say. I'm like, investors are human beings, they're not
ATMs. Networking and startups or networking and entrepreneurs, they started at the
wrong point. The minute you have your startup idea, I think you need to start building
your network. 

Kelly: Exactly. 

Kelly Hoey: You need to start understanding who you need to put in it. The network
more than anything, because I think too many times, I see startups and they're like, oh,
who can you introduce me to with an investor. The network that they overlook and
undervalue and underutilize in terms of spending time with, is their peer network.
Because you and I know more than anything else, as investors, if we get a
recommendation from someone we've already invested in, on a startup idea or a
founder they met, you are more likely to take that meeting than if some VC friend who
you see once every six months fires an email across to you. We get things through our
networks, we base things on reputation, we base things on the time and interest we
have.  

But, if you've already spent time and invested in someone, that's a meeting you're going
to take. 

Kelly: I also find that I pay attention more when a company comes to me and their first
ask isn't about hearing their pitch or reviewing their deck, but is about other people they  
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should be talking to at their stage, because to me, that's just savvy. I'm thinking, okay,
you want to know that you've got roots that are spreading out, you're looking to learn,
and you're looking to me as resource for that first, before you hit me up for the big ask.  
I just think that's, it's an underutilized side of networking, where it's like, let the person
you're talking to show off a little bit of their big worldview, and not just the one thing
they get hit up for all the time.  

Kelly Hoey: Exactly. I think someone, if they were to say to me, hey, how can I network
with you, I would look at them and say, have you listened to her podcast, have you
watched the Power Pitch segments she's been on, have you read over her profile, have
you seen any interviews. Until you've done all of that, don't ask me for the introduction.
Because if you've watched all that information, you probably have a clear idea of okay,
here's how and why I want to meet Kelly. 

I laugh because I'm also thinking of a time where someone was wanting me to make a
direct introduction to Joanne Wilson, and I said to them, I've just interviewed Joanne and
she said on stage, how to reach her. Joanne directly said, I said, nothing about me
introducing you to Joanne is going to be in any way shape or form helpful. Joanne said
hey, this is how you reach me, here's where you find my email address. I was like, really?
Really people? Listen and watch, observe, the analytical skills. The smarts that you're
putting into your product or your business, that you're trying to pitch us as investors.
Use those same skills for navigating how to meet investors, how to surround yourself
with the right people, because if you're not also applying those skills to that facet of what
needs to be built to have a successful company, I don't care how great your idea is and I
don't care how good your credentials are. If you can't get the people part correct, I lose
interest, I've turned off.  

Kelly: Exactly. Yeah.  

Kelly Hoey: The rest of it, all of a sudden, doesn't have the same strength or force, no
matter how well you've, I'm going to say, practiced your pitch. If you've not really paid
attention to how to build relationships and how to navigate through the community, to
reach someone and build a relationship with them, the rest of it is absolutely hollow to
me.  
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Kelly: Yeah. I always say that when you get hit up with that big ask right off the bat,
without any other research being done, it's a lot like being in a bar and getting someone
who comes up and is like, we would make great babies, let's get married, let's do this.
You're like, hi, who the hell are you? Back it up a sec.  

Kelly Hoey: Exactly. At the same time, we've all been in a situation, or many of us have
been in a situation where you meet a founder and you hear a presentation, or you're
part of something that you encounter them at the first time, and you're like, whoa, this
person's got it. There's something here and I want to know more. 

Kelly: The finesse of how they handle that quick, they've got their moment, they've got
their interaction, and they're understanding the chemistry that's there, you're totally
right. There are moments where you seize that, and you go, but it's also being able to
understand what's happening in that moment.  

Kelly Hoey: Exactly. Those moments are few and far between, as opposed to, I think,
increasingly, you probably feel this more than I do these days, increasingly, you just have
people barking in your face with some sort of a overly rehearsed elevator pitch, that
you're just like, you don't get me, I don't get what you're doing because this thing you've
barked in my face is all jargon. You don't even understand what it is I bring to the table,
you just think you need money.  

Kelly: Yeah. I'm also a lawyer by training, and one of the things I've noticed is that, in the
legal world and also oddly the theatrical and entertainment world, I feel like there are a
lot of people, I consider myself one, where they're really introverts on the inside, but
they speak fluent extrovert. You go out of your way and say that you think introverts are
actually great at networking. Tell us why you think that. 

Kelly Hoey: From this, I've now discovered since writing my book, that I'm an ambivert. I
think more of us fall in that category. Yes, there's a third category, not just extroverts and
introverts. Ambiverts, we get our energy from other people. I'm going to say, we can go
both ways. There's the times where we are very outgoing based on the energy, based on
who we've surrounded ourselves with, or we can become very introverted. I think more
of us are that way. You think about when you've walked into an event and you've
immediately been [inaudible 00:15:40] and upbeat, or other times you've walked into
something and you're just like, oh my God, I'm so glad I have my phone and I can stuff
my face in it, because I don't want to talk to anyone. 
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What I discovered in writing Build Your Dream Network was, the people who I had
selected to do the case studies, because it's a very case study driven book, so that people
could see, hey, this is not just Kelly, this is a process, this is the sit ups you need to do to
get a washboard stomach, here's what other people have done, they've followed this
process that Kelly advocates for, and they've had these great outcomes in their own
career. 

What I discovered after getting my interviews back were that most of the people I had
interviewed were introverts. I say that introverts in my humble opinion, make the best
networkers, is because in a very demanding, hyper-connected, 24/7 world, people who
are more considerate, focused, deliberate, and intentional, I think they cut through the
networking noise. I think they pay attention to what it is that is of interest, or the
communication style to get in front of somebody else. They understand why they need
to do certain things, whether it is attend an event or speak at a conference, even if their
personality type, that wouldn't be the first thing they'd want to sign up for.  

I also think it's really important not to confuse the gift of the gab and being the life of the
party, being highly successful at socializing. I don't think we should confuse that with
being a good networker. Just because you can make small talk with anyone, doesn't
mean you're a good networker. You could be a great host. I know people who are great
hosts who are profound introverts, but they know why they're hosting people and
holding events.  

I think it's the idea that, introverts naturally have felt, what it is for people to want
information or resources or time, most importantly, from them. Therefore, they're much
more conscientious and careful when asking somebody else for those same things. I
think more of us need to tap into that, than thinking all right, how do I work a room. 

Kelly: Yeah. I think there's this big misnomer out there that being an introvert means that
you are shy, or that you are socially awkward. I've actually been inspired by many an
introvert who, they were proud introverts. They were like, no, it's everybody else who
has a problem, I'm fine. I don't need to socialize in this moment. When I need to
socialize, I will. To your point, there's that deliberate  

nature to what they're doing, and the empathy. They're very aware of what it feels like to
be intruded upon, and they're very careful not to do that to someone else, lest they get
that same energy returned to them.  



© See Jane Invest

EPISODE: 1 SEE JANE NETWORK WITH KELLY HOEY 

I think that's just a great thing to learn from, and not shy away from that kind of energy. 

Kelly Hoey: I think of one of the case studies in the book, Joe Styler, who's in the
aftermarkets group at GoDaddy, as we talked to earlier, my view of networking is, it's a
much more broader perspective. How are you living your life, how are you working, how
are you engaging with people. Joe is an introvert, and he is also though a great manager.
He is a great leader within his company. He really focused on training and developing the
talent working with him. When these people went off to other jobs, a lot of them within
getting promoted to elsewhere within GoDaddy, he has now this vast network across
function areas, and departments, and offices, that he can tap into when he's seeking
information.  

He's an extraordinary mentor. That, to me, is networking. He also understood, he had
originally been in a customer service facing role when he started at GoDaddy, he also
understood okay, I need to develop skills and I need to develop a network in this new
area I want to move into. He was very intentional, and he knew that he had go to an
aftermarkets conference, which is in Vegas, held annually in Vegas, and I'm like, okay, if
you're an introvert, that's like going to Hell every year.  

He knew he needed to do that. Therefore, the intentional choice to say, you know what,
it's my career to achieve what I want, this is what I can control. That was actually one of
the things he had said to me is, hey, you can control your attitude and your own actions.
You need to do that.  

That whole idea, and the person you know that's an introvert who said hey, I'm fine. It's
like, yeah, you're fine when you're really, I would say, know yourself, know what you
need to do to be successful, and you position yourself for that, which is probably at the
end of the day, when I think about my book, that's really what it's all about.  

Kelly: Yeah. Very needed. Let's talk about those big giant events, the in person things. If
you decided to go to one of those, what are some of the things you'd recommend so that
people would actually get noticed, it would be worth their time, they wouldn't've made a
mistake in just getting there? 

Kelly Hoey: That's where I say to people, if it's a big event, why are you there? People
always want to know from me, they're like hey, Kelly, what's a good icebreaker question.  
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I'm like, that's a stupid question, in the sense that, that's again like looking at every
investor as an ATM and you think they're just about the money. If you know why you're
in the room, you can think of something to say.  

Kelly: Exactly. 

Kelly Hoey: If you know you're in that room to discover hey, is this a networking group I
want to belong more to, you know what, spending more time observing how people
interact is a good way to figure out all right, is this a group for me, can I be successful
here. If you're going to a big event, because you just want to hear the panel, go and hear
the panel and call it a day. If you're there attending an event because your friend's
getting an award, get there early, get in the front row, take the video, get the snapshots
for them, congratulate them, and get on your way. Who says you have to leave with five
business cards? Some of those list advice for working the rooms at events, it's the kind of
thing that makes me want to light my hair on fire.  

Again, it's assuming everything's generic, and all of our motives are the same in every
situation. If you're just there to hear the speaker, go and hear the speaker. Know and
understand why you're investing the time to step into that room. How does it fit within
your master plan. What is it with respect to your business, your career. Why do you need
to do this? When I really got involved in the New York startup community around, is this
before ... It's the idea when Veronica and Deborah and I had the idea to have the startup
accelerator, I probably attended three to five different New York City startup events at
night.  

I'm sure some people thought I was either lacking in things to do, or a complete
schizophrenic, or maybe hearing this now, they think I'm completely contrary to the
advice I've given out. It was really intentional. I needed to understand the New York
startup community. I needed to understand and see certain people in their natural
environment, and how they were behaving, because it was like, okay, it's been
recommended to me that I meet this person, they could be helpful. I'm not going to
assume anything, let me watch them and how they're either, what they say on a panel or
how they host an event, so I can make my own decision and trust my own judgment on
this.  



© See Jane Invest

EPISODE: 1 SEE JANE NETWORK WITH KELLY HOEY 

After a short period of time, it was like, okay, I now understand who and where I need to
invest my time, so that the next time someone says to me, hey Kelly, here's 12 New York
City startup events you should attend, I can look at it and go, no, here's the three I know
are the right ones for me to attend. 

Kelly: I think people discount that whole worth of just observing, and on the level of how
we really have this ability to be internal computers for everything that we absorb, there's
also a second language that gets developed. You were saying, you got to observe and
see very deliberately, which was a big point of your book, the deliberate nature of
networking, but would you agree that there's also this sense that you go into these
places and if you observe, the energy, the communication style, it is like picking up a
second language, and you become fluent in the customs and the morays and the ways
that people are talking, that you seem like a much more natural native person to the
group you actually deliberately want to belong to, than somebody who just comes in
with a sack of note cards saying, hi, my name is, this is what I do, here's what I'd like. 

I found that that's a very helpful thing for me to do, is to rely on everything I've actually
been able to take in.  

Kelly Hoey: Exactly. Absolutely. Yep. Doing my high fives here, if anyone can see me. The
big thing with networking is, you want to be heard. How can you be heard? Recognizing
your own communication preferences, recognizing your own motives, and your own
actions, but then you have to say all right, how is this being received in the environment
I'm in. You may need to switch things up. You may need to collaborate. You may need to
compromise. You may need to approach it in a different manner.  

Hesitating, stepping back and observing, before jumping in, might be your best strategy.
I was at a New Yorker, it was an event a New Yorker had done for the New Yorker
Festival a few years ago, and they had invited me to come and attend and live tweet an
event with Malcolm Gladwell. They were very anxious, the organizer was very sweet.
They were very anxious to introduce me to Malcolm Gladwell. I was like, you know what,
hold on, let me watch, because there's clearly a lot of other people who were more
excited than I was to meet Malcolm Gladwell. It was really interesting. He has a very set
pattern on how he talks to people when he's introduced to him.  
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When someone was introduced to him and they did the fawning fan, oh my God, I love
all your books, he tuned out. Almost to the point from my observation of being rude.
Turned to somebody else. It was not a conversation he wanted to have. On the other
hand, when someone came up to him with the introduction, and said, Malcolm, have you
read, and it was a piece that somebody else had written, clearly in an area that Malcolm
was interested in and likely had written on or had been referred to in one of his books,
whatever the case was, this person knew what Malcolm was interested in and what
Malcolm is interested in is an exchange of ideas and a debate. 

This guy came over, he's like, Malcolm, have you read, I was really interested in, and
Malcolm then went off and had a conversation with him for 20 minutes.  

Kelly: Wow. Yeah.  

Kelly Hoey: It was like, okay, if you really wanted to have a conversation more than just,
this is Kelly and how are you, and she's also Canadian, if you really wanted to have that
deeper conversation with Malcolm, showing up and going oh my God, Outliers is the
greatest book in the world, not going to get you far. I'm with you, stand back observe,
watch, see what the dynamic is, because part of it is, you may just say, I need to navigate
this dynamic this one time, or you may be saying, okay, is this, whether it's a business
group or a meetup, how do I engage with these people, because I know they're going to
be helpful, as I grow and scale my business.  

Kelly: You wrote this book now, and I feel like a lot of the advice that's out there for
networking is sometimes 10, 20, even 30 years old or older. Writing this book in the
digital age, what's different about your advice that you're giving to people in the world of
social media? 

Kelly Hoey: I think my advice is different in terms of, me again thinking that everything
we do is networking. From sending an email to, or a headshot online, to how we RSVP to,
living in New York City, how do we greet a doorman. Every time we bump into someone
in some way, I think that is networking.  

How I think about it differently being in the digital age is, we now have more
opportunities to build relationships and spread word of mouth. Yeah, there's a huge lot
of downsides with the internet and the online world, but for me, there's such hugely  
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positive upsides. I think for marginalized communities, we can find like-minds. We can
share expertise and thought leadership, and it doesn't depend on us being in the same
city, or the same room. If we bring the good behavior of interacting with other human
beings, if we bring that onto online platforms, it can be really, really powerful.  

I'm pausing, my friend, Sinéad Burke, who is based in Dublin, we met at a conference,
here's someone who, she's, I'm going to say an educator, advocate for people with
disabilities, marginalized communities. She's a lover of fashion and an expert in fashion,
and she started off being, I'm going to say, a fashion blogger in a, where she took her
sideline, her side hack, where she could. She was a teacher for a while, where she could
share her passion. 
   
Sinéad is a little person. Before the internet, who would listen to her voice on whether or
not Burberry had a good collection? Now, it's about the expertise. Now, it's about
knowledge. Now, it's about expression. Nothing gives me greater joy than seeing, there's
Sinéad on the cover of the Business of Fashion. Because she could use the power of
social media, she could use the power of the internet to show what she's about, and
people aren't looking ... It's not just a matter of, did you have a fancy last name and go to
the right school, that kind of thing.  

We seem to still have perceptions on leaders need to be white males over six feet two,
and if you actually look at the percentage of the population that fits that category, it's not
that many. What is it, 95% of CEOs of Fortune 1000 companies, fit within that and you're
like, disconnect here, people. That's why I think the difference between, if I'd written this
book 10 years ago, or the advice given in a networking book that is 10 years or more old,
that being said, I think books like Dale Carnegie's How to Win Friends and Influence
People, still apply.  

Kelly: Exactly. 

Kelly Hoey: You just need to, that same behavior you have in person, you need to apply
that to WhatsApp or Facebook or Twitter, anywhere else.  
Kelly: We know that you approach networking with the question of why. After that, what
do you advise people to do? Tell me about vision boards, because I think a lot of listeners
out there, myself included, get all excited about vision boards. What's your idea behind
this? 
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Kelly Hoey: I think understanding, what's the north star, what's the direction you want to
take your career. When I think about a vision board for myself, and your vision board, it
could be reading Simon Sinek's book, Why. What is it in the bigger picture that rocks your
world? Then, how does everything you do move you in that direction? 

My vision board, my why, would be helping other people succeed and be successful, and
giving them the tools to do that. That's what I did when I was a lawyer. That's what I did
when I was in management. That's what I did when I was president of 85 Broads. That's
what I've done as an investor. It's like oh, hold on a minute here. All these careers and
pieces of mine that look disconnected and like, what the heck, how did that happen, if I
step back and look at it within this bigger vision of who I am and what it is that gets me
up in the morning and activated, it's like okay, how can I help other people be successful.
What can I do to give them the tools, the advice, the guidance, to make that happen in
their own lives? 

I say when I think about this, it's like, okay, figure out what your why is. Figure out, and if
that means getting a career coach or doing a vision board, whatever, doodling, I don't
know, whatever it may be, I'm a fan of sticky notes. Put sticky notes everywhere.
Whatever it is, and then say great, what's the skillset? What's the experiences? Who are
the people I need to be connecting with, to make that happen? 

I think if you continually take a look at that and do a check in and a gut check on, is
everything you're doing and how you're interacting with people, moving you or keeping
you on that north star? Frankly, I think you're going to be in good shape. 

Kelly: It's interesting that you say that, because I think that whole concept of the
generosity of the vision board being your north star of why you get up in the morning
and what your purpose is, it's so important, because if you don't have that, you're really
not only going to be chasing your tail, but it's going to come off as artificial. 

That being said, there's been a lot of startups, women I've worked with, where I think
they have a problem of not going for the ask themselves. I think networking is a
conversation, and I've found that even when I created See Jane Invest, I came from the
nonprofit world, and the nonprofit world is all about asking people to give their money
for a very worthwhile cause, and you wind up saying thank you, thank you, thank you all
the time, and that's very necessary, because people are being generous. 
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With investing, it's a step to the right, where you're saying, I look at social impact
investing and say, I want something that's going to help diversify the startup space, so
that's a good. I'm also looking for something that's going to literally profit me, and I
wonder with those vision boards, I know from my own experience, sometimes, after I've
done the necessary work of figuring out what my purpose is and where I can be
generous, I also have the vision boards that go to, if I could imagine what would be the
most cool, amazing experience to have, what is it specifically, and can I tell you how
many times if I didn't have that specific thing, I wouldn't've had the opportunity to ask for
it when that opportunity arose. 

That has happened to me so many times.  

Kelly Hoey: Oh, wait, I think we need to have ... It's sort of like the two pieces. It's like the,
what's the big direction and vision, and then all right, what are the intentional acts and
specific things we're going to do that is moving us, or keeping us in that general
direction. I think having a specific ask is vital. To be able to understand what it is you
want, and why you need it, and why that other person is uniquely positioned to either
benefit from your ask, or is it positioned to help you. Because the more specific we can
get, the more likely we can get to what we need. 

Take a really basic example, when people say hey, I'm looking for a job, can you help me.
Are you looking for a job at Mcdonalds, or at Goldman Sachs? Are you an airline pilot, or
are you looking for a waiter's job? I don't know if you do that, but if you said to me, I'm
going to say a direct message in my Twitter stream right now where someone has said, I
see you have connections with Silicon Valley Bank, my son is applying for an internship in
their New York office, can I send you the details and would you be able to provide any
guidance. Easy peasy. Done. They clearly know I know the people at Silicon Valley Bank. 
That's so easy. If the person had said hey, it looks like you've got lots of connections in
the startup world, my son's looking for a summer internship, can you help if you know of
anyone, oh my God, no, I don't. I don't know where to shoot. That's imposing on my
time, my energy. It's making me do the work. 

Yeah, I think the more specific you can be, because if you're really specific on what you
need, you've also, the flip side is, you need to be really specific in why that other person
can help. It doesn't necessarily get you the yes or the answer you need, but you get your
answer, which is so much better, as we both know in the startup world, too many times,  
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people are jerking around with a maybe. That's purgatory, as far as I'm concerned.  

Kelly: Yeah. What about helping people get over their fears of actually using the network
they have in place, getting their network to help? What do you say to them? 

Kelly Hoey: You got to go to the people who know you first, because they're the ones
who most want you to succeed. This notion that strangers are going to help you, if the
people who believe in you and know you the most aren't stepping up to help, why is a
stranger going to do that? I think the percentage of crowdfunding campaigns that raise
$0, it's an appalling percentage. I can't off the top of my head remember the number,
but it's an appalling percentage. People thinking that if they just put up their
crowdfunding campaign and strangers are going to toss money, it's like, no, we want to
see that your friends believe in you before the rest of us come diving in and buy your
macaroni and cheese recipe, or whatever the heck that one time, there was something
crazy that raised a ridiculous amount of money on Kickstarter.  

You have to turn to your own network. If you can't do that, you need to ask yourself,
okay, am I just being silly, what's my fear that I can't ask people who know me best for
help. Or, are you looking at your network going, I haven't been there for them.
Therefore, I don't know if they're going to step up for me. I mentioned crowdfunding,
Catherine Finney, who has the big accelerator down in Atlanta, she's one of the
interviewees in my book, and she talked about her crowdfunding campaign that she did
for Digital Undivided, the documentary and information the paltry number of black and
Latina female founders who have been funded.  

She said, she asked everyone, ex-boyfriends weren't safe from who she asked to
contribute. She also knew that she'd had 14 years or more of giving to her network, from
when she had Budget Fashionista, her blog, for being an editor at BlogHer, from being a
journalist. She's like, "I've given out a lot. I knew I could make an ask, because I had given
so much so often, to so many people."  

For her, it was also really enlightening, because I think often enough, people are afraid,
what she discovered was that when she reached out to her network to say I'm doing this,
it was a big sigh of relief from her community, who said, hallelujah, we can now do
something for you. Tweets and retweets and reading a blog wasn't enough. They were
like, we really wanted to show our appreciation and do more. 
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If you're afraid to ask your network for help, take a step back and go, what is that? Am I
just being unrealistic and silly, that they don't want to help me? Or, have I not been there
for them, and therefore, I have no right to call upon them for help. 

Kelly: It's interesting, when I worked in politics, DC is its own climate, and in the world of
fundraising, a woman I worked with, who's incredibly talented in political fundraising,
Jessica Grounds, she always used to say when she was raising money in DC, which is a
very specific climate, she would call people and she would say, you don't give up until
you've gotten three fuck offs. Not the first fuck off, not the second fuck off, three fuck
offs, they're serious, leave them alone. I love that, because it actually would embolden
me, this climate, this is more resilient. You can do asks here, and people, they might
ignore you, they might brush you off, but you're not really damaging your reputation.  
That's not going to be the case for every environment. Let's say you came out of some
really rough and tumble environment like that, and you go into a slightly more nuanced
networking setting, and you flup. You do something that's just not quite in the right tone,
what do you do to recover? 

Kelly Hoey: You know what, it's like recognizing that these things are going to happen. It's
like recognizing that you're going to forget people and you're going to need to call on
them for help 10 years later. I think the more authentic and genuine, realizing that we all
have busy messy complicated lives, we all show up at a party every once in a while and
spill the red wine on the white carpet. Own the mistake, and realize it was one place, one
time, and move on. Rather than, I think people dwell on it and they're like oh, that was
no good.  

I also think the community needs to say hey, how can we help other people out in terms
of bringing them into conversations, bringing them into situations, preparing them. The
more you can do that self-assessment of okay, where and how did I go wrong in this
situation, what could I do differently. Don't dwell on it forever, there's no point in that.  

Kelly: No. I think especially as I've gotten older, what I've found is when you're fortunate
enough to be the person that people are reaching out to, asking for help, there's so
many people in the world that, our lives are complicated. I've found that people are
often very forgiving of the things that feel like the giant flubs. Something that in my 20s, I
would've been horrified, like oh my God, I didn't get back to this email and this person  
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was asking for a favor, and I should at least let them know because that's the polite thing
to do, yeah, people have kids, people have hectic lives, and it's still nice to be able to get
back to them one way or another. 

I have been amazed at how often people are like, oh yeah, I didn't even realize you
hadn't gotten back to me, but thank you for doing that. Oh yeah. That's a very common
thing, that there's this relaxed nature of just, we're all human, stuff happens.  

Kelly Hoey: Right. Own it. Just own it and move on in that respect. You hit on it, the more
human we can be, and recognize that oh God, I had back and forth with someone who
was trying to invite me to a very lovely small group dinner with one of those things
you're like, okay, if you could have 10 people around a table for dinner, who would it be,
and I'm like, okay, someone's trying to invite me to one of those. I couldn't give them an
answer. Part of it was like, okay, silence is not a good answer. Owning up that I can't give
them an answer and why I couldn't, that was okay, to be able to say all right, I said I was
hope to have an answer for you by Monday, and I still don't. If you need to invite
someone else, go ahead.  

Just owning it, rather than pussyfooting around or agonizing on it. I also think too, the
more you again, goes back to our vision board and our why conversation, in the sense,
the more you know why you're doing something, the more you can either navigate
through mistakes or flubs, and the more you can step back on track, than if you're
haphazardly racing around not sure why you're doing things.  

Kelly: Yeah. What about when you actually need to unplug? Because every once in a
while, you just need to get away, not be online, not be on, in person, or digitally. How can
you do that and still not lose the momentum? 

Kelly Hoey: I'm going to say, part of me is just going to want to quote from Nike, is you
just do it. A lot of the time, I think people look at networking online as being a very much
manufactured or marketing kind of thing. I'm like, you know what, show up as yourself
and really as yourself when you should show up, and don't worry about it if there's gaps
and silence in between. Put a post on social media that says, hey, you know what, I'm
taking some time off. I'll see you when I come up for air. I use my out of office message a
lot.  
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I think it also, part of it is, we have a fear of missing out. Good old FOMO. Again, it goes
back to, if you know who you are and what you need to be successful, you know what
direction you're headed in, you know what, there's one thing to have a regret in the
sense, damn, that would've been a great event if I'd had the time to go. But it's another
thing to just have this agonizing distraction, that never lets you be at peace. Get to that
place where you know what you need, and you may be bummed out if you miss
something, but better that than scouring, feeling like you can never unplug because you
might miss something. If that distinction makes sense to people. 

Kelly: Yeah. I think for the people who are just starting out, who are very much prone to
feeling that FOMO, every event matters, every connection is a crucial connection, I've
also found that there are rhythms to our year, that you can really take advantage of and
go dark, and people don't notice or they understand completely. Whether or not you
have kids, come the middle of June, everybody is making plans to go on summer
vacation. August is, nobody is really around. The end of the year, whether or not you're
religious and celebrate any of the end of the year holidays, there's a bulk of the
population that does. I try to be intentional and I usually take that first week of January.
I'm like, I'm not here, everybody else enjoy your ski holiday but I'm not here. 

It's a very easy time to just take that time that I need to be offline, and it doesn't really
matter, because nobody else is that busy either.  

Kelly Hoey: Right. Recognizing that, and recognizing those patterns, but also, doing what
you need for yourself, and I think sometimes, gosh, if I'm offline or if I'm not available
and what happens if people need me? If they can't understand that you have your life
and other priorities, and this is the way you need to operate, who needs to be bugged by
that person anyway? It's like, hello. 

Kelly: Not to mention that it's a little bit like dating too. I think a person who has time
away from the internet and isn't always available, is a little bit more desirable. That,
they're a little harder to get, that must mean they're into some really cool stuff or very
together, because they are there at very specific times, and then they won't bend. A little
bit of that, I think is actually a good thing.  

Kelly Hoey: Absolutely. Yeah. Unplugging, I think just do it. Make your priorities.
Understand and then also understand at the same time, other people have their
priorities. I think your point, I want to stress that your point on understanding the  
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rhythms of people's lives and I'm going to say, the seasons, in the sense of, if you're a
startup and you are networking for investment, understand that yeah, August, no one's
around. Come, I always say to people, come the week before thanksgiving through the
end of the year, give it up. There's no point.  

That might be through mid-January. Understand when the holidays are, even if it's not
ones you celebrate. Pay attention to those things. When I practiced law, I used to love it.
My favorite holiday I would say in the, I'm Canadian, so in the US, is thanksgiving,
because everybody takes it. It's like, wahoo, four days of silence for my clients. It was
great stuff. It was like, okay, that's a perfect time for me to take a vacation.  

Kelly: Also, the rhythms of business too. I think when I talk to a lot of startup founders,
they're not aware of how many investors make decisions around important dates for the
tax calendar. The end of the year, before filing taxes in the spring, the end of the fiscal
year in the end of June, there's some investors who are making their decisions around
those dates and they back it up about a month or two, and they're like, yeah, okay, I'm
going to do this one or this one. That's where the competition might be hot, that's where
it might be hard to get in, but you might also have the investor's very undivided attention
because they're making a decision at that point.  

Kelly Hoey: Exactly. Absolutely.  

Kelly: Look, this has been a fantastic conversation. I can't thank you enough. I know our
listeners are just going to get so much incredible information from this. Thank you for
being on. Please, where can people find you, tell us about some of the cool things you
have coming up. 

Kelly Hoey: Probably the best place to find me is on Twitter, @JKHoey. It's J-K-H-O-E-Y. I
have, say my regular newsletter that goes out that gets posted on Medium, at
buildyourdreamnetwork.com. One of the things I've got going on is, I've been sharing the
mentor stories of people who have helped me in my career, and not maybe shocking,
maybe not shockingly, many of them are published authors as well. Pretty much every
week, this year, I have got a book giveaway going on. Yeah, you never know what story
I'm going to share and whose smarts I'm going to be promoting. I'm going to say get over
there on my blog and take a look. You might go home with, or get your hands on a book
or something besides mine that could help you out in your career or your business. 
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Kelly: Your newsletter pops into my inbox, and I can attest to the fact that it's a really
impressive lineup of authors. It's always fun to get that and see who you're profiling,
because it's just an amazing group that has a lot of wisdom to share.  

Kelly Hoey, thank you so much, and I look forward to talking to you again soon. 

Kelly Hoey: Thank you, it's been an absolute pleasure to be on your podcast. 

Kelly: You can always find this episode in the links we talked about at
seejaneinvest.com/podcast. If you head over there, you're also going to find information
about our big summer giveaway. This is a chance for us to reward you, the listeners we
love, with some fantastic prizes. Everyone who enters gets my ultimate guide to
networking with investors, but we're also giving away 10 sets of the See Jane Invest
summer book series, which feature five books from authors you're going to hear on the
podcast this summer and into the fall, and they're all signed by the authors.  
Really, a collectible set. I'm also giving away three video pitch reviews, you'll send in a
video, I'm going to give you video feedback in return. It's a great way to air your idea, ask
some questions, and get feedback from somebody who does it for a living. 

Finally, one grand prize winner is going to get my seal the deal course, and a one on one
with me. It's not even open to the public, so this is your chance to get it for free. Go on
over to seejaneinvest.com/podcast, enter the contest. We want to see you get these
prizes and we want to say thank you for listening. 

If you have a chance, please leave a review on iTunes, it really means so much to
podcasts like mine. It's how we get seen and heard, and of course, share it with your
friends, find us on social media, we are so grateful you're here and we hope you've been
enjoying the content. 

That's it for this episode. Until next time, See Jane Invest in her idea, See Jane Invest in
her community, See Jane Invest in her.  


