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Building The Largest Non-franchised Networking 
Organization In Arizona   -by Brian K Wright

I had the honor of interviewing 
Robert Jones recently. We 
discussed Network Together 
got started, his big mission, 
and the five pillars upon which 
he organization operates.

Enjoy!

Brian:   Robert, how are you? 
Glad to see you here.

Robert:  Okay, well thank you 
Brian. Thank you for having 
me.

Brian:   What do you consider 
to be your big mission? 

Robert: I think my biggest 
mission is to help just 
demystify this thing called 
networking. A lot of people are 

jumping off the networking 
bandwagon and I say, “Don’t 
jump off the networking 
bandwagon, jump back on”. 

It’s not that networking 
doesn’t work. Bad networking 
doesn’t work, and so let’s 
create great networkers. Let’s 
get rid of average and create 
something better than what 
we’ve seen. 

Brian:  Tell us how you 
started Network Together. 
How did you do this? This is a 
big organization and it took a 
while.

Robert:   It did take a while, 
and certainly I did not set 
out to start a networking 
organization. But, I’m going 

to preface that by saying that 
something I’ve learned as an 
entrepreneur myself is that 
many things come in life out 
of need, meaning you have to 
take care of your family, your 
wife, a loved one, etc. 

You see something that’s 
needed in the community, 
and someone else doesn’t 
provide the services. Network 
Together was hatched because 
of both. There was a need in 
the community for it, and it 
was also necessary for me to 
provide for my family at the 
time. I was a single dad and I 
was actually doing very well in 
San Diego, California.
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I had a burgeoning internet 
marketing company back in 
the early to mid 2000’s. I had 
four employees underneath 
me, and I was living life really 
great. In 2006, I was investing 
in real estate. I wanted to 
diversify a little bit. I had 
some property in San Diego, 
so I could leverage and start 
buying some property in 
Arizona. We probably know 
what happened in Arizona 
between 2006 and 2008.  I 
had three properties and then 
I lost all of them. I had to eat a 
lot of crow. 

My son almost passed away 
because he was born in a tent 
and had to be resuscitated for 
the first month of his life.

And then about three 
months later, he had an 
intussusception, and that’s 
where the small intestine 
starts getting devoured by 
the large intestine. They had 
to cut him open, and we’re 
talking thousands upon 
thousands of dollars. In a 24 
month period, I went from 
living on top of the world to 
really feeling like I was at the 
bottom of the world. I went 
from having been the person 
that had a lot of something to 
being the person that really 
had a lot of nothing. 

I found myself in a place 
called San Tan Valley, Arizona. 
At that time, there wasn’t a lot 
of infrastructure to get in and 
out, and I was also starting to 
lose clients. I decided to do 
the sensible thing, and that 
was to go join a Chamber of 
Commerce.

And at that time I attempted 
to join them, but the problem 
was that I was an internet 
marketer and the Executive 

Director of the Chamber of 
Commerce also did what 
I did, and they would not 
let me join. So I asked him, 
“How about if I do graphic 
design?” And he said, “Well, 
we do graphic design here 
as well”. Then I asked about 
web development and 
e-commerce? And he said they 
had those covered as well. 
And finally I said, “It doesn’t 
sound like there’s a place in 
this organization for me”. And 
he said, “No, there’s not”.

And I was dumbfounded. 
I didn’t know what to do. I 
struggled hard for a year, and 
at 40 years old, I moved back 
to my parents for a little bit to 
try to get back. I sold part of 
my business, and I purchased 
a place in Queen Creek and 
tried to get my life back 
together.

A really good friend of mine 
from San Diego said, “Why 
don’t you go to this leads 
group? It’s going to be a 
great place for you to meet 
some people and gain some 
business.”

I went to the leads group and I 
walked through the door of the 
coffee shop, and the moment 
I looked into the coffee shop, 
I saw the same person that 
was running the Chamber of 
Commerce. We locked eyes, 
and I knew at that moment I 
had to do something different 
because that was not a place 
for me. 

The initial moments of 
Network Together started 
right there. 

Brian:  Wow, that’s crazy.  
Let’s talk about the five pillars 
upon which your organization 
is built. 

Robert:  The first pillar of 
network together is gaining 
confidence through the 
power of public speaking. 
As members grow, we allow 
pathways for members to 
gain confidence from local 
chapter meetings to what we 
call Mashups, to what we call 
our big stage events called the 
Netmobs. And as members 
gain confidence, they have the 
ability to be able to leverage 
themselves up to the point to 
speak in front of hundreds of 
people.

For me, there’s no greater 
feeling of enjoyment than 
seeing someone grow in their 
personal confidence that they 
tell the world who they are 
and what they do because it 
conveys into every marketing 
channel. 

Brian:  The second one 
is offering personal and 
business development 
workshops. 

Robert:  We have over 
25 personal and business 
development workshops with 
Network Together. They range 
from how to leverage and 
utilize LinkedIn, to utilizing 
Facebook for business, to 
how to create your own 
professional bio. We also 
have vendor partners that 
come into Network Together 
that put on other workshops, 
like how to create greater 
sales performance. What we 
do here is we believe that the 
people in our organization 
ourselves are the best 
advocates for other members 
of the organizations.

And by doing so, they can 
complete a set of content and 
standards for members to 
learn from. 
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But also if they go further in 
that, what’s nice is they also 
can go on and hire them as 
business counsel as their 
needs are suited. 

Brian:   Let’s talk about pillar 
number three, which is 
creating multiple business 
opportunities in small to 
large formats. You do local 
chapter meetings, you do 
large quarterly events. Let’s 
talk about that.

Robert: Yes. I actually 
even want to take a little 
bit further than that. The 
basic foundation of Network 
Together is what we call the 
one-on-one. And that is the 
first initial communication 
between our members or our 
members and guests. One of 
the things what we try to train 
our members to do is try not 
to sell what you do or what 
you offer. What you’re really 

doing is seeing if there is 
alignment and compatibilities 
where you trust each other, 
you know each other, and like 
each other enough that you’re 
willing to see their character 
as a person, that they would 
be someone that you would 
want to refer to others in this 
an organization.

But more importantly, we 
call it the family test. Is this 
someone that you would refer 
to your family? After that, we 
get to the chapter level and 
right now we have 15 active 
chapters that meet each week 
in Arizona alone. The chapters 
have anywhere from 12 to 35 
people that come each week. 
And in our particular mix, we 
are an inclusive, not exclusive 
organization. 

What that means is, is you 
could have more than one 
web developer or more than 

one realtor, or more than 
financial services provider in 
any of our chapters. But it’s 
based upon the abundance 
mentality. Everyone deserves 
to eat and everyone deserves 
to compete. Just do it nicely 
because we believe that from 
the emotional, the personal, 
and the mental attributes of
everyone, there is someone 
out there for you. Not 
everyone has a mix with each 
other, not every one will align. 
But if you have choice, we 
believe that we create more 
value from the product and 
services because we’re also 
delivering the personalities, 
and then the alignment that 
comes from that.

Brian:   Absolutely. Then the 
next thing is creating 
awareness of the organization 
through community outreach 
activities. 
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Robert: Yes. Where are 
the mixers and mashups 
came from was community 
outreach. We believe that as 
stewards of our community, 
the small business owners are 
the company representatives, 
the entrepreneurs, the 
thought leaders, etc. We felt 
that the best way that people 
could see that we’re socially 
conscious and community 
minded was that we give 
back and we work with the 
community. That doesn’t 
necessarily just mean money, 
sometimes it’s just the time. 
Sometimes it’s going to a 
local school and being on a 
panel. Sometimes it’s actually 
working with our aged and 
reading them books.

Sometimes it’s actually doing 
a donation of clothing and 
shoes, or working in the 
soup kitchen. Those are 
the things that we want 
people to see when they 
say Network Together. They 
know that these are business 
professionals that don’t just 
sign paychecks, they actually 
give up their heart and time. 

Brian:    I love that. And the 
final pillar is creating and 
providing outlets that 
provides serve to our youth.  

Robert:       Absolutely. There
are many ways that we 
serve our youth. When we 
talk youth, we talk about 
the middle school and high 
school level up through to 
college, and even some of 
the young professionals that 
might be in their twenties. 
The better answer would be 
what we do for the service 
to our youth. We promote 
different organizations within 
our organizations to see if 
our members will go out and 
share and care.

So you may ask me, what does 
that look like? Well, DECA is 
an organization that helps 
develop our youth to be civic 
and business minded leaders. 
We have a partnership with 
DECA in the local area, and 
we put out the call to Network 
Together members to serve 
within DECA to judge the 
contestants from the high 
schools.

And what does that do? 
Well, that shows DECA and 
those students that Network 
Together is an organization 
that is a part of the 
community, not apart from 
the community, and it also 
allows our members to do 
something to give back more 
than just filling out a paper 
receipt to send off in the mail. 
It gives them time because 
the most important thing 
that we as an organization, 
as entrepreneurial leaders, 
is this—to help mentor and 
have our kids be able to model 
after us.

Brian:     Absolutely. Where 
can we find you?

Robert:  Our main website is 
www.networktogether.net. 
It gives a 30,000 foot view of 
what Network Together looks 
like. You can learn how to join, 
who our members are, and 
where you can find a chapter.  

We also have a specialty event 
page and it’s called www.
inetworkexpo.com. You can 
look at some of the speakers 
that we’ve had in the past, 
and some of the curriculum 
that we have at our big stage 
events. Call us if you have 
interest in being on a panel 
or a speaker there. And then 
lastly, we have an events 
calendar. 

We have a short link because 
we have over a thousand 
meetings and events per year, 
and that’s a lot to keep up with. 
That’s www.NTevents.net 
and gives all the information 
to the different chapters, 
locations, and times.

Brian:    Fantastic. Thank you, 
Robert Jones for being here 
today. It was an honor and a 
privilege to have you here.

Robert:   Thank you so much, 
Brian. 

Robert Jones is the Founder and 
Owner of Network Together, 
LLC the largest non-franchised 
independently owned business 
networking organization in 
Arizona. He is a former Internet 
Marketer, Speaker, Leader and 
Mentor to business owners 
looking to practice the skills of 
networking, public speaking, 
digital promotion, and event 
presentation.

His company puts on over 1000 
events and meetings per year 
and has at least 12 large-sized 
event management projects 
per year with his company NT 
Events. He has media experience 
on stage, on set, and in studio 
as a host or guest.

Robert attributes much of 
his success to his 20 years 
of independent business 
ownership with one of the 
most successful boutique style 
Search Engine Optimization 
and Web Design Companies in 
America and his experience as 
a community leader and social 
arts organizer. He has help 
raise hundreds of thousands 
of dollars for not-for-profit 
agencies and has sat on boards 
of publicly traded corporations.
He served as a US Marine, is a 
published poet, and is a health 
nut.
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Three Things To Know Before Writing Your Book  
                -by Brian K Wright

Many people have dreams 
of writing a book, but few 
actually take action to do it. 
Those who actually try to start 
don’t seem to have a strong 
reason other than to “tell their 
story”. On top of that, they 
often feel stuck and at some 
point they decide to give up 
and not finish.

It doesn’t have to be this way.

A lot of you may know that I 
help people write their books, 
so I want to help you get a 
jump start. 

Here are three of the most 
important things that you 
need to have in hand before 
you begin.

Number one, have a very 
clear and well defined a 
message.

Having a clear and defined 
message should be obvious, 
but it’s interesting when 
people approach me about 
wanting to write their book, 
they’re not really sure what 
they want to write about. What 
I’ve found, though, is that when 
I work with entrepreneurs in 
their businesses, they already 
know what their message is.

Think about this. If you have 
a message that you want to 
share with the world, think 
about what it really is in terms 
of purpose and the impact 
you want to make. 

First, what is your purpose 
and what do you want people 
to take away from it? If you 
want to tell your story, ask 
yourself “Why?”. Your friends 
and family will buy your book 
by default. But what about 
everybody else, especially 

those people who don’t know 
you? If you want to sell a lot 
of copies of your book, you 
have to convince people who 
don’t know who you are that 
you have a message that’s 
worth hearing, so what is that 
message and what is your 
purpose? 

And secondly, how do you 
want to impact the world 
through that message? As 
an example, perhaps you’re 
a suicide survivor. That’s 
something that a lot of people 
think about, unfortunately, 
and it’s something that is a 
very valuable message.

If you want people to think 
and do something different 
regarding your topic, if you 
want people to learn more 
about your topic, make that 
message very clear.



6

Number two, know what 
your audience wants.

I tell my clients all the time, 
the perfect intersection for 
your book is: what you know a 
lot about, what your audience 
wants to know about, and 
what your audience is willing 
to pay for. 

So what does your audience 
want? Think about topics 
that are really hot right now, 
whether they are news worthy 
topics, business topics, or 
something else that people 
are talking about. 

In fact, I recently finished 
doing a book for a client, and 
he had his book launch a few 
weeks ago. 

It’s about how to use LinkedIn 
in a network marketing 
business. LinkedIn a topic 
that a lot of people want to 
know about because it’s still 
really mysterious to a lot of 
people. So many people are 
on it, and the demographic 
of your audience on LinkedIn 
is very different than what 
you can find on Facebook, for 
example.

Number three, have an end 
game in mind. 

A lot of people want to write 
their book because they 
simply want to get their 
message out there. There’s 
nothing wrong with all of that. 
But if you’ve ever read a book 
such as Robert Kiyosaki’s Rich 
Dad, Poor Dad, you will notice 
that his book is basically 
a giant commercial for his 
Cashflow game. The book 
isn’t a book just for the book.

The book is a book to sell 
something else after the fact. 
What do you want your end 
game to be? 

   Are you looking just to have 
a book, or you are looking to 
expand your business as a 
result of your book? 

 Are you looking to use 
your book to get speaking 
engagements? 

   Are you looking to use your 
book to launch a coaching 
program? 

   Are you looking to use your 
book as a credibility piece 
to have masterminds and 
retreats in exotic places in the 
world? 

Your book needs to be the 
centerpiece and springboard 
for something else that you’re 
doing that will pay you a lot 
more money. 

Your book is probably going 
to be a $20 item, but speaking 
on stage could be thousands 
of dollars. 

Your mastermind coaching 
program could also be 
thousands of dollars, and if 
you put together a package 
for everything that you’re 
doing, that could be a five or 
six figure item. Your book is 
the launching pad for all of 
that. 

So those are the three things 
that I really suggest that you 
have in hand before you 
start thinking about writing 
your book. Number one, 
have a message that includes 
knowing what purpose you 

want to convey, and knowing 
what impact you want to have. 
Number two, know what your 
audience wants because 
they aren’t going to pay for 
something they don’t want. 
And finally, number three, 
have an end game in mind. 

Your book isn’t just the end. 
Your book is the beginning 
of something beautiful. As 
always, if you are thinking 
about writing a book, I am 
here to help. Reach out to me 
at brian@briankwright.com 
and we can talk about it.

Brian K Wright is the host of the 
popular Success Profiles Radio. 
He also publishes Success 
Profiles Magazine, and is a 
ghostwriter and book writing 
coach for his clients. You can 
learn more about him at www.
briankwright.com or email him 
at brian@briankwright.com



7


