
 

Building High-Value Client Networks 
 
Quick recap 
 
The meeting focused on strategies for building and nurturing affluent client 
networks, with discussions around Metcalf's Law and the importance of 
connecting contacts to enhance network value. Personal experiences and 
transformation stories were shared to illustrate the challenges and benefits of 
embracing new roles and perspectives in professional relationships. The session 
concluded with practical networking advice, including creating social 
environments for client interactions and implementing "gain work" strategies to 
build resilience and expand professional circles. 

 
Summary 
 
Building Valuable Client Networks 
 
Eben discussed the concept of building an affluent client network, using the 
butterfly metaphor to illustrate transformation and the importance of seeing 
oneself with a new function. He explained Metcalf's Law, which calculates the 
value of a network by squaring the number of connected nodes, emphasizing that 
connecting contacts to each other significantly increases network value. Eben 
encouraged the team to think about their networks in terms of value creation and 
to actively work on connecting people to enhance the network's potential. 
Sarah-Jane shared her personal experience of transformation and the challenges 
of embracing a new version of herself, highlighting the importance of taking action 
and overcoming fear. 
 
Network Value and Perspective Shifts 
 
Eben explained Metcalf's Law, which states that the value of a network is 
proportional to the square of the number of nodes, emphasizing the importance of 
nurturing and maintaining a network over time. He discussed the principle of weak 



 

ties in building successful networks, using an example of a long-standing 
friendship that has led to numerous connections. Eben also introduced the 
concept of first, second, and third-person perspectives, explaining how shifting 
between these viewpoints can enhance understanding and communication. He 
shared personal practices for engaging in these perspectives, including exercises 
for first-person experience and techniques for empathetic second-position 
understanding. 
 
Avatar Strategy for Affluent Clients 
 
Eben discussed the importance of developing an avatar or image of an ideal 
client, emphasizing the need to understand and align with the level of success 
and lifestyle of affluent individuals. He explained that by building this image, 
professionals can become valuable to their clients and integrate into their desired 
social circles. Eben also highlighted the significance of adopting a third-person 
perspective in mediating relationships and conflicts, which he viewed as a way to 
contribute to the community and enhance personal growth. 
 
Client Relationship Building Strategies 
 
Eben discussed the importance of studying ideal clients in group settings rather 
than individually, drawing parallels to social psychology experiments. He 
emphasized the value of creating social environments and experience design to 
facilitate valuable interactions among potential clients and referral sources. Eben 
also recommended starting a podcast or writing a book to build relationships with 
high-value individuals, sharing personal experiences of how this approach has 
helped him expand his network. 
 
Networking Strategies and Relationship Building 
 
Eben discussed strategies for networking and building relationships with 
higher-level professionals, emphasizing the importance of reaching out even 
when faced with rejection. He suggested creating a Zoom mastermind event to 
share knowledge and build connections, with a focus on AI-related topics. Stuart 
raised a question about approaching retired individuals, and Eben advised trying 



 

to involve them despite their retirement status, as they often enjoy social 
interactions. Eben introduced the concept of "gain work," which involves 
completing challenging tasks with short-term discomfort for long-term benefits, 
including building resilience and expanding one's network. 
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