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WHAT IS NETWEBBING? 
 
Is your networking not working as great as you would 

like? In this book, you will see that I encourage you to stop 
networking, and instead create a NetWeb for net profit! 

Networking does not work; because, in general, it is 
random activity. People are often taught networking 
techniques, that simply don’t work. In the end, many suck at 
it; yet, they don’t mean to. It’s simply that, many are great at 
building relationships with friends and family; but, when it 
comes to business it seems icky, weird, awkward, and 
uncomfortable. 

People network without question, because they are 
told it’s what they should be doing. Those who despise it force 
themselves to do it, and oftentimes, those who actually enjoy 
it don’t fully understand, there is an art and science to building 
business relationships and mastering referrals.   

This is where creating a NetWeb comes 
in.  NetWebbing is strategic, and a sophisticated way to set 
your intention through your mindset and actions, before an 
event. This then allows for you to pay attention to your actions, 
and the reactions of others during the event. Once you learn 
to  effectively  pay  attention,  you  will  create retention of the  
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resources, relationships, and revenue that you truly desire.  

The three pillars of this philosophy are: Intention, 
Attention, and Retention. To get a true understanding of the 
NetWebbing concept, we will go through each of these many 
times during the book. Just know, if you are introverted, it’s 
okay—I am also introverted at my core.  Being extroverted is 
a learned skill. Trust me, if I can do it, anyone can do it!  You 
will see from my story, that anyone can become skilled at the 
art and science of building relationships and mastering 
referrals. 

In this book, you will learn, in detail, about networking 
sharks, and how they show up to events looking for their next 
victim to prey on. Also, you will learn about the skunks who 
spray their business cards out to everyone, and then pray 
someone hires them. Then you will learn about the squirrels, 
who collect business cards and then stash them away just in 
case they need them someday. You will see that, you more than 
likely, have been networking as a shark, a squirrel, and a skunk; 
but, I will teach you the wise ways of the spider through 
netwebbing. As you grow to understand netwebbing, and 
utilize the strategies, you will find that netwebbing is, not only 
fun, but, is also strategic, producing you the results you truly 
desire.  

With NetWebbing, you are creating a synergy and a 
web of resources, relationships, and revenue through the 
strategies of the three pillars intention, attention, and 
retention.  When a spider creates a web, she is strategic, she is 
smart, and she is sophisticated in her planning.  She knows 
where to position herself to attract what she wants. She knows 
where to start each strand of her web, how to intertwine each 
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connecting part so they are strong, and she knows why she is 
doing it.  And when her masterfully created web is completed, 
she simply sits back, relaxes, and waits for what she wants to 
come to her.  She puts forth much effort to create her web; yet, 
because, it is well thought out, both in placement and structure, 
once created, she simply maintains its connectivity and reaps 
the rewards of her efforts. 

No matter what your thoughts were of a spider before 
this analogy, I invite you to look at the elegant, sophisticated, 
strategic, beautiful, and masterful way she works her magic.  I 
encourage you to ask yourself: Have I been acting as a shark, 
skunk, squirrel, or spider? More than likely, you have been acting 
as at least one of the four, or a combination of the first three. 
If you have not started networking at all yet, then be excited 
for what you are about to learn that will get you started on the 
right track. The bottom-line is, you have the choice of who you 
want to be seen as, and how you want to be received and 
perceived in your marketplace.  If you have been acting as a 
shark, skunk, or squirrel, don’t worry—I have personally have 
been a shark, a skunk, and a squirrel at one time in my life (and 
sometimes all three at once).  

I am not proud of the relationships that I have ruined, 
never made at all, and the relationships that I never had the 
chance of taking to a higher level because of my sharkiness; but, 
I also don’t regret any of it. These experiences created my 
journey of growth, learning, and studying myself and others. 
As a result of my experiences at thousands of networking 
events: spraying and collecting cards, giving God forsaken 
thirty-second elevator pitches, and ultimately having the 
blessing of mentoring thousands of one-on-one clients and 
others  from  stages  worldwide, I have figured out what works  
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and what doesn’t. 

I offer to you…NetWebbing...a strategic way to create 
a web of resources, relationships, and revenue, through 
intention, attention, and retention. This way, you fully 
understand the art and science of building business 
relationships and mastering referrals.
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PREFACE TO MY STORY 
 

When I first became a networker (many years ago), I 
was, what I consider, a brand-new networker. I didn’t know 
where to go, who to talk to, what to say, how to start 
conversations, how to dress professionally, or how to follow 
up. I was a card collector, and not a business builder. I had the 
stacks of cards, and I’m going to guess that you do too.  

As a beginner networker, I was really intimidated. I was 
overwhelmed thinking about going to networking events, 
because it was work. Right? It created anxiety. I just didn’t want 
to go. If you’re a beginner networker and you feel this way, 
believe me when I tell you, I know how you feel. 

Now, there came a point in my networking life where 
I was a very active networker. Perhaps, you are at this stage, 
and are too, a very active networker. Maybe you go once, twice, 
or three times a week. Maybe you’re gathering all those cards, 
and you are a card collector. So, now, you have plenty of leads; 
but, maybe not as much business as you’d like to have. I too 
have been in that position before. I was doing a lot of 
networking, but not getting the benefits of it, that I felt I 
should have been getting. I was meeting a lot of people and 
made some friends, but wasn’t really making the money that I 
wanted to. 
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Or, you may be in the position where I am today. 
Perhaps, you are a professional networker. Now, a professional 
networker, from my perspective, is someone who, when they 
network, they not only build good relationships, but they 
actually follow up. I like to call it: Communicate, Conversate, 
and Collaborate to create Impact, Income, and Influence. 

I’ve done years and years of networking, and literally, 
thousands of events. If it had a business card and a thirty-
second elevator pitch as part of the routine, I was there. I’ve 
been there at six o’clock in the morning, at noon, late at night, 
and even when I had to leave my daughter with a babysitter 
and stay up later than normal. I have sat in rooms with two 
people, and rooms with 30,000 people. I’ve even been the one 
who was the speaker at events; again, some with two people 
and some with 30,000 people. As I said before, I’ve done a lot 
of networking, and over that time, I have found a lot of ways, 
you and I, can be more efficient and effective; which is why I 
wrote Mingle to Millions. It is my desire to share with you, the 
art of building better business relationships and mastering 
referrals. 

However, I wasn’t always this way. I wasn’t always in a 
place where I was attracting business. I’ll teach you later in this 
book about the difference between sharking a room (which is 
chasing business and being aggressive), and fishing (one who 
attracts business). I was not always the person who was 
attracting business. 
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CHAPTER 1 
MY STORY 

 
My business skills began to be built when I was just 

eight years old. You see, I was buying gum, just to turn around 
and sell it to other kids, for a profit. I always had the 
entrepreneurial spirit. I was always looking to monetize and 
figure things out. It is for this reason, it now comes naturally 
to me, to work with people to strategize about their 
networking, their business, their brand, and how they are being 
received and perceived, in the marketplace. 

As a matter-of-fact, taking you back to the term 
sharking, even back when I was nine years old, I was loan 
sharking my brother. He is three years older than me, and was 
always broke. For some reason, I always had money (even back 
then). This often had my brother coming to me to borrow 
money. Call it nine-year-old intuition if you want, but I would 
take things that mattered to him for collateral. I didn’t even 
know what collateral or loan sharking was, but there I was 
doing it, at the ripe old age of nine. 

I’ve been business-minded my whole life, and 
eventually moved on to being a Real Estate Agent and a 
Subcontractor. In these positions, it was essential to my career 
to be out networking. However, about sixteen years ago, I 
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found myself living in another part of the country than where 
I am now. I had a brick and mortar business at the time, which 
was very different from what I was used to (as networking 
wasn’t part of the game). My business was a restaurant by day 
and a bar by night. People just came to me; so, the marketing 
was quite different than what I teach today with business 
networking.  

Now, I would love to tell you that my life was all 
sunshine and roses. However, life began to happen in ways that 
I never foresaw coming. My ability to make good choices has 
been a lifelong journey. For example, when I was thirty, I could 
hear my maternal clock ticking and thought, it would be a great 
idea to have a baby with my party buddy.  We thought having a baby 
would also bring us together (cray-cray, I know); but, we got 
off birth control and became pregnant. 

When my daughter was born, I was owned a bar in 
Panama City Beach, Florida; which was not conducive to 
raising a baby. By the time our precious little girl was four-
months old, we had made a collective decision to move from 
where we resided to where he was from. This is where we 
would choose to raise our baby girl and establish our family—
a chapter in life meant to be glorious. 

What I realized about moving to a new part of the 
country was, many things stay the same, while location is the 
only major change. Whatever problems one has in one part of 
the country, they will still have in another part of the country. 
Yes, I took with me all my loves—my baby girl, her father, our 
100-pound black Lab, and a U-Haul truck full of our treasured 
belongings.  

However, a geographical relocation is not a cure-all for  
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problems; because, changing locations doesn’t change the 
mindset. You see, I also brought with me, my ability to make 
poor choices and my addictions.  

Many times, we see business owners who seem to have 
it all together. We sit in awe at their accomplishments and 
prestige. However, what happens within the will of a person 
(no matter successful or unsuccessful), others cannot see. My 
poor choices would take me down a path, that nobody would 
ever desire to find themselves on.  

So here I was, in a new part of the country, with a baby 
who was just a few months old, and not knowing a soul in my 
city. The father of my child didn’t live up to his promises; and 
I was miserable, broke, a single mother, and starting over. 

I succumbed to a J-O-B. Also known as, Just-Over-
Broke. A business owner turned employee, I found my way to 
cope with my situation. Needless-to-say, it wasn’t the best 
coping mechanisms, but it sufficed my hunger to fill the void 
in my soul. Long story short, my new boss became my 
boyfriend, and my drinking buddy. We began drinking from 
the time we got up until the time we went to bed. Despite 
knowing deep within my soul, that I was on a road to self-
destruction, it was made clear to me, that being this man’s 
girlfriend was the only way to keep my job. Crazy the life we 
will live for the sake of making ends meet.  

Overall, my actions of pleasing this man, to keep my 
job, had me feeling like a prostitute. I knew I shouldn’t have 
been doing these things, no matter the consequences; but, 
before long my life became an addiction. My brain couldn’t 
seem to find another way to function. It is what I knew to do, 
and so it is (sadly), what I did. 
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I share my story with you to let you know that I 
understand—I too have been there. I have hit rock bottom, I 
have felt defeated, and I know what it feels like to struggle. As 
I work with people in business, networking, rebranding, and 
repositioning, I hear all the excuses masked as reasons. Such 
as: "Well, Cami, you don’t understand my situation.” Or, “You don’t 
know where I come from”, “You don’t understand that I’m a single mom, 
I don’t have a lot of money, and I don’t know a lot of people.” Or, even, 
“I just don’t feel very confident or great about myself." It is essential for 
you to understand that I can relate. I have not only been there, 
but I too, have said those exact phrases. 
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CHAPTER 2 
RISING TOWARDS SUCCESS 

 

It was at the time that I made the decision to put down 

the bottle, put my big girl panties on, and pick my ass up, that 

life began to happen again; but this time, with great intent. As 

I ran errands this day, I stopped to pick up the newspaper. For 

those of you who don't know what a newspaper is, it’s the 

internet in print. In the newspaper, there was an ad for a 

Research Assistant (I believe that is the proper terminology).  

Now, let me tell you about the interview, because it’s 
essential to the story and the lesson. My interview was 

scheduled for 5:00 p.m., in which I arrived at 4:45 p.m. (being 

punctual is crucial to one’s success). Once there, although I 
didn’t know who he was at the time, Ken, the Broker’s right-
hand-man, offered me a cup of coffee. Being a lover of coffee, 

I, of course, accepted. 

As I sat there, the room began to fill up quickly with 

others who were there for the same reason as I (fourteen 

people in fact). Realizing my competition was real, I sat 

thinking to myself, Hmm. Why is everyone coming in, and why am I 
not being called for my interview yet? 
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It was a few minutes past five o’clock, when we were 
all called into a conference room together. It didn’t take me 
long to realize, we were all about to participate in a group 
interview. The two gentlemen interviewing us, were the Broker 
at a RE/MAX office and his right-hand-man, Ken. They took 
turns going around the room, asking each one of us a question. 
Over time, I realized, their intent was to see who can handle 
the pressure, and to what degree we could handle it. 

Needless-to-say, I don’t remember the questions 
others were asked, but I sure do remember mine. Steve, the 
broker/owner of the office, looked at me directly while the 
others watched, and he asked me “Where do you see yourself 
in three years?” I looked back at him, straight in the eyes, and 
said, “Working for you.”  

That was it. That’s all I said. That was my interview. I 
will never forget the day I received the phone call, informing 
me, I had gotten the job. I was overwhelmed with feelings of 
being blessed, excited for my new life, and nervous, due to the 
unknown. Overtime, I found out, I had gotten the job because 
I was confident and could hold my own in a room filled with 
competition. Now, please know, I was only about 45 days 
sober, and I was not feeling as confident as I put off. What got 
me through, was the power of, fake it until you make it.  

One of the reasons I got the job, was because Ken was 
the one who offered me the cup of coffee, and I was the only 
one, of the 14, who took the cup of coffee. It turned out, he 
was a big coffee drinker; so, he felt bonded with me. It’s funny 
how the universe gives us what we need, when we need it. 

So, I began working for this real estate office as their 
assistant. I did basically everything a listing agent would do—
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except for going on the appointments. I went to the different 
cities around the area obtaining tax cards, taking pictures of 
properties, and putting signs up. Also, in the office, I did 
computer work, looked up phone numbers, created listing 
packets, and much more. While in the office, I received a lot 
of mentoring. (Thank God I received mentoring from these 
folks!) After about a year and a half of working there, I 
obtained my real estate license, and here’s where the fun 
begins—for me and you.  

I’m guessing, you’re reading this book because, you 
want to learn how to create business relationships, that are 
meaningful and significant. Perhaps, you’re wanting to know 
how to master referrals and have business come to you; instead 
of having to always chase people. When you learn how to 
communicate correctly, you can then have memorable 
conversations; which turns into collaboration. Once you 
master that, you then can create the impact, income, and 
influence you truly desire. 

When I obtained my license, about a year and a half 
into working at that office, all-of-a-sudden, I found myself 
being thrown into the mix to create business. At that time, I 
still didn’t know many people, and I certainly didn’t have a 
center of influence to tap into. As I began attending 
networking events, I started to realize I didn’t know what I was 
doing. But, I was hungry, tenacious, desperate, and I was in 
survival mode.  

Have you ever gone to networking events, simply 
because, you know you’re supposed to? Everybody tells you, 
“It’s what you're supposed to do.” But, somewhere inside, 
you’re not really wanting to be there. You find yourself only 
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going because, you must make this thing work. You must prove 
to your boss that you can do it. You want to move up the 
leaderboard, and hit the different marks in your office. So, like 
it or not, you attend networking events. 

I was going to networking events early in the morning, 
in the afternoon, and in the evening. My daughter (at that time), 
was getting to be three or four years old, and I was leaving her 
with babysitters, way more than I wanted to. Thank God I was 
as hungry as I was; because, I went so often that I succeeded, 
even as much as I had messed up. I can’t tell you how many 
bridges I burned, and how many relationships that I didn’t 
make—all because I was sharkish. I was very aggressive, and it 
was a real turn off. I would chase people. I would hound and 
pressure them. I was doing all the things that, I now teach, not 
to do (and that I often see others do). On top of messing it up 
at the events, I furthered my mistakes after the event, by not 
following up. Maybe, my ego got in the way, I didn’t know 
what to say, or I just figured they were going to call me. Truth-
be-told, it was a mixture of all three.  

I see a lot of people, spraying and praying. They’re 
spraying those business cards everywhere; while assuming 
other people are going to call them. Let’s be honest, how many 
hundreds or thousands (or tens of thousands), of cards have 
you given out, and/or gotten back, where nothing else ever 
happened (other than, maybe, receiving a bulk email, or you 
got added to somebody’s newsletter)? All of this was 
happening for me; but, little by little, over the years, I thought 
up many unique and proven ways to create relationships. I 
realized, being aggressive didn’t work. And guess what? There 
were a lot of books I read, a lot of seminars I went to, and a 
lot of mentoring and training that I took. I did all of this, so I 
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could learn about other personalities, and understand how I 
was repelling people. 

As I learned about all the things I was doing wrong, I 
also learned what I could be doing right. As I watched the 
room at hundreds and thousands of events, I had learned, and 
have come up with, a system to help you. This system will help 
you, just like it has helped me. It helps you to build better 
business relationships and master referrals.  

During those early years in my real estate career, I did 
so much guerrilla marketing—innovative, unconventional, and 
low-cost marketing techniques aimed at obtaining maximum 
exposure for a product. Now, as I implement the techniques I 
know, and helping others to do the same, the amount of lives 
that have been impacted is astounding. It’s time for you to be 
excited; because, in this book, you are about to learn these 
same techniques! 

Many years ago, I got involved in a network marketing 
company. Say what you will—good, bad, or indifferent—but, 
it was network marketing that catapulted my ability to network. 
I received education from books I was encouraged to read, 
mentors who I had the blessing of working with, many people 
who I met, the hundreds and thousands of people on my team, 
all the conventions that I attended, all the coaching I received, 
and all the conference calls I listened in on. 

Over about a five-year period in that network 
marketing company, I ended up having 10,000+ national and 
international people on my team; and I, personally, recruited 
131. Now, I don’t say that to impress you, but to impress upon 
you that, 131 recruits is a lot of people. Anyone in network 
marketing will tell you, the average person can recruit two 
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people, and in my experience, that is just not the case. Have 
you ever heard the analogy: if you take a penny and double it 
every day, at day 31, you have over $10 million? If you’ve ever 
heard that analogy, then you understand, if every person could 
bring in two, and they brought in two, and so on, and so on, 
within two months the entire world population would be 
involved in network marketing. So, it’s just not the case. 
Having brought in 131 recruits, required having the ability to 
bridge the humanity gap. 

Within the first few weeks of my network marketing 
career, I had my team growing rapidly. It was during this time, 
I had people say to me, “Cami, how are you getting people to 
become your business partner? You meet someone at 8:00 a.m. 
and by 7:00 p.m., they’re in your business. What are you saying 
to people when you go to events? How are you approaching 
them?” 

What I had learned through this experience was, 
people didn’t know they were just like me—if I could do it, so 
could they. They struggled because they were acting just like 
me, as the old Cami—the Cami who once was a shark. You 
see, they were active networkers who were out doing a lot of 
networking; but, they weren’t really getting the results they 
wanted to. I even met professionals (people who I worked 
with, who were in high finance and had high rises in downtown 
New York City), who also weren’t proficient at having a simple 
conversation with someone, who they had never met before. 

As those questions kept coming at me, I began sitting 
down with one person at a time. We would talk about a good 
handshake, good eye contact, how to create conversation, how 
to follow up, and all the simple basic functions of 
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connecting—that really aren’t so simple. People often find 

these to be difficult because, let’s face it, we weren’t taught this 
in school. School teaches us certain content that enables us to 

obtain a certain type of career. I know many kids who graduate, 

who can’t even balance a checkbook, and can’t even look 

people in the eye. It’s not that, we as human beings, don’t want 

to have this connection—we just aren’t taught how to do it. 

After a couple of months sitting down with people, in 

a one-on-one mentoring situation, I found my business 

growing, with fifteen to twenty people connecting and 

collaborating in my home. I remember clearly, on Sunday 

mornings, we would have 15-25 people in attendance. The 

street would be lined with cars. People would be sitting on the 

couches, stools, and even the floor. As a matter-of-fact, the 

stool I’m sitting on now, is one we used back then. With 

everyone in my home, we would sip coffee, and I would flip 

my chart, teaching them the techniques I used to grow my 

business. 

Although I was leading the pack, and doing well, it was 

throughout these years that I realized, I still had much to learn. 

You see, I came to realize: the more I know, the more I know that I 
don’t know, and the more I know that I need to know. Therefore, I 

began attending classes to learn about personality styles, neuro 

linguistic programming (NLP), and how to pause in the right 

places (so, people want to hear the next words I was about to 

speak). There were all these techniques, that I went so long in 

life not knowing. I realized, it’s about learning human nature, 

and how we all respond. 

Once I had launched, what I call, my living room team,  
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I then began hosting conference calls. I found the conference 
calls to be beneficial to my network’s growth, as I moved from 
New Hampshire to Massachusetts and then to New York City. 
Conference calls made global business easy. However, in each 
new location, I was set back to not knowing anyone personally. 
This meant, it was time to recruit, communicate, and continue 
business. 

My first step in business, after settling into a new 
location, was to reach out to different meetup groups and 
entrepreneur groups. Also, I would create my own events; 
which by the way, we will talk about a little bit later in this 
book, during the topic: Be the Event.
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