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The Ask & Offer>™ Framework: How 1
Turned Networking Into a Negotiation
Superpower

Let me tell you something most people get wrong about networking: they walk into a room,
make a request, and fully expect the other person to accommodate them — as if that's how it
works. They collect business cards, send cold LinkedIn messages, and focus entirely on what
they can gef from the people around them, without ever stopping to consider what they're
bringing in return. But here's the truth: networking is reciprocal. It's a two-way street, and the
moment you forget that you've already got lost. I've spent the better part of a decade proving
that's backwards.

The Ask & OfferSM Framework is the strategy I've developed, refined, and taught to hundreds of
professionals — from job seekers to entrepreneurs to government contractors to nonprofit leaders
— and it's built on one deceptively simple principle:

Before you ask for anything, think about what you can offer.
That's it. That's the foundation. But don't let simplicity fool you — when you truly internalize

this mindset and learn how to execute it, everything about the way you network, negotiate, and
build relationships changes.

The Problem with Traditional Networking

Here's what I see all the time. Someone walks into a room — a conference, a mixer, a business
summit — and they're laser-focused on their own agenda. I need a contract. I need a job. I need
an introduction to that person over there. And look, I get it. We all have goals. We all have
needs. But when everyone in the room is taking, nobody's building.

Traditional networking is transactional. The Ask & OfferSM Framework is transformational.
The difference? Transactions end when the exchange is complete. Transformational relationships

compound over time. They create ecosystems of trust, reciprocity, and opportunity that serve you
for years — sometimes decades.

How the Framework Works



The Ask & OfferS™ Framework operates on two components that work together like a rhythm.
You can't have one without the other, and the order matters.

Start with the Offer

This is where most people stumble because they underestimate what they bring to the table. You
don't need to write someone a check or hand them a contract to offer value. Value comes in
many forms — sharing an industry insight that saves someone time, making an introduction
between two people who should know each other, offering your expertise on a challenge
someone is facing, supporting someone's initiative by showing up and being present, or simply
sharing a resource that could move the needle for them.

The key word here is authentic. I'm not talking about performative generosity where you do
something nice so you can cash in a favor later. I'm talking about genuinely looking at the people
in your network and asking yourself, "What do I have — knowledge, connections, experience,
time — that could make a difference for this person?"

When you lead with that energy, people feel it. And they remember it.
Then Comes the Ask

Here's where the magic happens. Once you've established yourself as someone who consistently
adds value — someone who shows up, contributes, and invests in the success of others — your
asks carry weight. They're not coming from a stranger with an agenda. They come from a trusted
colleague, a known contributor, a respected voice in the room.

But your ask must be right. It needs to be specific and clear — vague asks get vague results. It
needs to be aligned with the relationship you've built. It needs to be respectful of the other
person's time and resources. And it needs to be timed well — because even the best ask,
delivered at the wrong moment, falls flat.

The Three Networks You Didn't Know You Had

One of the things I teach in my Ask & OfferS™ workshops is that most people are sitting on a
goldmine of influence, and they don't even realize it. You don't just have a network. You have
three.

Your Operational Network — these are the people you work with every day. Colleagues, team
members, clients, vendors. They see your work ethic, your problem-solving, your character in
real time. This network is closer than you think and more powerful than you give it credit for.

Your Personal Network — family, friends, neighbors, your faith community, your alumni
connections, the parents on the sideline at your kid's soccer game. These people know you as a
whole person, and they are often the ones who make the most unexpected and impactful
introductions.



Your Strategic Network — these are the people you intentionally cultivate relationships with
because of where you're headed. Industry leaders, mentors, potential partners, decision-makers.
This is the network most people think of when they hear "networking," but it's actually the one
that works best when it's built on the foundation of the other two.

The Ask & OfferS™ Framework teaches you how to activate all three — how to pinpoint exactly
what you need from each person in these networks, and just as importantly, how to recognize
what you can offer them in return.

Why This Works in Negotiation

Now, here's what really sets the Ask & OfferSM Framework apart from your typical networking
advice: this isn't just a relationship-building strategy. It's a negotiation strategy.

Think about it. Every negotiation — whether you're bidding on a contract, negotiating a salary,
pitching a partnership, or asking for a promotion — comes down to two things: what you're
asking for and what you're bringing to the table. Sound familiar?

When you've trained yourself to think in Ask & OfferSM terms, you walk into every negotiation
already knowing your value proposition. You've practiced articulating it. You've built a track
record of delivering it. And the person across the table? If you've done the work, they already
know it too.

I've seen this play out in real time. At the Minority GovCon Business Summit, I shared the story
of a contractor who spent months consistently showing up in industry forums, sharing their
expertise about certification processes, helping other small businesses navigate the complexities
of government contracting — never once asking for anything in return. When the time came for
them to pursue a major contract bid and they needed teaming partners, their network didn't just
respond. They rallied. The result? A successful teaming arrangement and a $500,000 contract
win.

That's not luck. That's the Ask & OfferSM Framework in action.

The Craft of the On-the-Fly Ask & Offer

Here's what I really love teaching — and what my workshop participants tell me changes the
game for them — the ability to craft your Ask & OfferS™M on the fly.

Because here's the reality: you're not always going to have time to prepare a polished pitch.
Sometimes the opportunity is standing right in front of you at a conference reception, in a chance
encounter at a coffee shop, or in a breakout room you didn't expect to be in. The professionals
who thrive aren't the ones with the best scripts. They're the ones who can read the room, assess
the moment, and craft an authentic, compelling proposition in real time.



That's a skill. And like any skill, it can be learned, practiced, and sharpened. In my workshops,
we practice exactly this — turning those nerve-wracking, high-stakes moments into a dance of
irresistible propositions. And I'm not exaggerating when I say that I get testimonials from
participants the very next day telling me they've already used the framework successfully.

Avoiding the Pitfalls

I'd be doing you a disservice if I didn't also share what not to do. Over the years, I've seen well-
intentioned people undermine themselves by making offers they have no intention or ability to
follow through on (nothing destroys trust faster), asking too soon in a relationship before they've
earned the right, making asks that are so vague the other person doesn't know how to help,
disappearing after a successful exchange instead of nurturing the relationship, and approaching
the whole thing inauthentically — people can always tell.

The Ask & OfferS™ Framework only works if it's real. If you're just going through the motions,
people will feel it, and the framework collapses. Authenticity isn't optional here. It's the engine.

How You Know It's Working

I always tell people — don't just measure this by contracts won or deals closed. Those will come.
But the real indicators that the Ask & OfferS™M Framework is working in your life look like this:
the quality and depth of your professional relationships are growing, opportunities start coming
to you unsolicited, people willingly make introductions on your behalf without you having to
ask, when you need to assemble a team for a new opportunity the right people say yes quickly,
and your relationships feel genuinely reciprocal — not one-sided.

When those things happen, you've moved beyond networking. You've built a professional
ecosystem. And that ecosystem will sustain your career, your business, and your impact for years
to come.

This Is Personal for Me

I didn't develop the Ask & OfferS™ Framework in a textbook. I built it in the trenches — nearly
30 years of progressive leadership across Fortune 500 companies, federal contracting, nonprofits,
and entrepreneurship. I've coached job seekers who felt invisible and watched them land six-
figure roles. I've mentored entrepreneurs who were terrified to negotiate and watched them close
deals they never thought possible. I've led workshops for organizations like Minority GovCon,
SCORE, and the National Minority Supplier Development Council and seen the lightbulb
moment happen in real time, over and over again.

My father taught me that life should be in service to others. The Ask & OfferS™ Framework is
that belief put into practice — a way of showing up in the world that prioritizes contribution,
builds trust, and creates the kind of relationships where everyone wins.



So the next time you walk into a room — any room — don't lead with what you need. Lead with
what you can give. [ promise you, the rest will follow.



