
 

Building an Affluent Client Network 
 
How to become a valuable connector and attract 
higher-level opportunities  
 

Quick recap 
 
The meeting focused on strategies for building affluent client networks and 
developing networking skills. Eben led discussions on affluent client psychology, 
emphasizing that affluent people value information and connections more than 
others. He introduced the concept of networking as a "gardener" approach, where 
connectors facilitate relationships between others rather than being the center of 
attention. The group discussed friendship formulas including commonality, 
disclosure, and repair, and explored practical networking exercises. Participants 
shared specific ideas including Hristo's potential for hosting AI and fitness events 
at his gym, Laura and Jim's plans for a "Sedona Brain Summit" in their living room, 
and strategies for connecting with well-connected individuals in their networks. 
The session concluded with discussions about organizing social and educational 
events to build meaningful connections while positioning oneself as a valuable 
connector in their professional circles. 

 
Summary 
 
AI Security and Affluent Networking 
Eben discussed concerns about AI being used for hacking and viruses, suggesting 
the need for offline backups of important data. He recommended a book by 
Thomas Stanley titled "Networking with the Affluent and Their Advisors," which 
highlights that affluent people value information and connections more than 
others. Eben shared insights from the book and his own experiences about the 
mindset of affluent individuals, emphasizing frugality and practical living over 
flashy consumption. 
 



 

Building Affluent Client Networks 
 
The group discussed strategies for networking with affluent clients and building 
an affluent client network. Eben emphasized the importance of being a generalist 
coach who has their life together before specializing in a particular area. He 
explained that most people (80%) follow trends and seek security, while a smaller 
percentage (10%) are more entrepreneurial and seek opportunities for growth. 
Eben advised constantly looking for opportunities to connect people and share 
knowledge, as this is key to building an affluent network. 
 
Network Building and Friendship Formula 
 
Eben explained Metcalfe's Law, emphasizing the importance of connecting people 
in a network to increase its value. He described the role of a network builder as a 
"gardener" who connects others, rather than being the center of attention. Eben 
also outlined a friendship formula involving connecting on commonalities 
(preferably unusual ones), disclosing personal information to build trust, and 
addressing conflicts to strengthen relationships. 
 
Cultural Networking and Connector Strategies 
 
Eben discussed the cultural practice of engaging in confrontational arguments 
within Jewish tradition as a way to build trust and deeper connections. He 
explained the importance of identifying and focusing on networkers - people who 
naturally connect others - as they provide significant value through referrals and 
introductions. Eben instructed the group to create a list of 10 people in their 
network who they believe are effective connectors, including details about each 
person's unique characteristics. 
 
Strategic Alliances and Networking Strategies 
 
Eben and Hristo discussed strategies for building strategic alliances and 
networking with local businesses. Eben advised focusing on connecting with 
people who value being seen as important and finding ways to make them feel 
valued. Stuart asked for advice on approaching David Zaslav, CEO of Time Warner 



 

Discovery, and Eben suggested framing the interaction around featuring 
successful people rather than directly asking for help. Eben then provided a 
structured prompt for the group to develop outreach strategies for building an 
affluent client network, asking participants to identify 10 potential contacts and 
develop both outreach ideas and networking strategies for them. 
 
 
Professional Network Building Discussion 
 
Eben led a discussion about network building, addressing James's question about 
growing his professional network. Eben advised James to attend both online and 
in-person social events and mentioned that a more detailed discussion on social 
networking would take place the following week. Eben instructed James to start 
with existing contacts through outreach exercises and promised to reconvene the 
group later. 
 
Sedona Brain Summit Planning 
 
The group discussed organizing networking events to connect professionals in 
the brain health and longevity space. Eben suggested Hristo host quarterly events 
at his gym focused on specific topics like AI and fitness, while Laura proposed 
hosting a "Sedona Brain Summit" in her living room featuring presentations and 
networking. The group agreed on a format combining short expert presentations, 
Q&A sessions, and networking time for 5-10 attendees, with plans to brand it as 
the "Sedona Brain Summit" and potentially use sedonabrainsummit.com as the 
domain name. 
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