The Power of Social Networks
Aims

· Introduce theory of social networks through a series of practical tasks

· Discuss ‘instrumental’ and ‘transformative’ networks

· The importance of variety within networks

· The implications of a social network approach to how we work within timebanking
Preparation

· Room is arranged in a circle

· Table is laid out with sticky name badge, pen and flip chart paper per participant 
· Flip chart board with own social network drawn out, in stages

· Key terms/ definitions written on flip chart paper and stuck up (hidden) on the walls

· Pictures and examples of social network maps up on the walls (social mapping diagram on wall, gorbals give/get chart)
· Jargon buster of social network terms (nodes, weavers, etc) prepared in advance to be handed out at end

· Photocopies of the worksheets on mapping social networks 
Outline
Arrival & Introductions (5 MINS)

Background (2 MINS)

Drawing network maps (Exercise) (10 mins)

Discussion of network maps (5 MINS)

Key qualities of strong, successful social networks – from flip-chart 1 (10 MINS)

Instrumental and Transformational social networks (5 MINS)

Implications for timebanking – what does it take to create instrumental and transformational networks? (5 MINS)

Arrival & Introductions (5 MINS)
· Everyone arrives, fills in name badge, each participant has a piece of flip-chart paper and pen

· Each person introduces themselves (name, where they are from, 1 thing they really enjoy doing, what they want from the session)

· Explain that the flip-chart paper is going to be for them to draw out their own social networks, these can be private and they don’t need to share them with the group if they don’t want to
· Brief outline of the session (written on a flip chart – added to if additional things come up through the session)
Background (2 MINS)
· We’ve all heard the saying ‘its not what you know its who you know’. That’s a great way of thinking about social networks. 

Some definitions (on flip charts) – ask people what they understand by each before showing definitions
Social Network: a map of the relationships between individuals, indicating the ways in which they are connected through various social familiarities ranging from casual acquaintance to close familial bonds.
Human Capital: is about people’s relationships with themselves and covers features such as skills, attitudes and behaviour and also peoples self-esteem and self-confidence
Social Capital: features of social life – networks, norms and trust – that enable participants to act together more effectively to pursue shared objectives.’
Exercise (10 mins)
1st stage – Informal networks/ first order zone (3 MINS)
· Each participant asked to draw themselves in the middle of the paper (could be just a circle with their name in it, or a little sketch) 

· Then think about the people with whom you have strong emotional and deep complex bonds. These might be family and close friends.

· Draw these people onto your map. The shorter the line that you draw the closer or stronger the relationship (remember that you will need to leave room on the paper to fit in your whole social network!). 

· The type of line that you draw will indicate the type of relationship, so if you feel any relationships with your informal network are difficult or dysfunctional you may want to draw a jagged line instead of a straight one.

2nd stage – Generalised networks/ second order zone (3 MINS)
· Draw a circle around the people you have already added to the paper
· Now think about the contacts you have with people that are not close family and friends, these could be based around ideas, beliefs, shared values or common activities. 

· Add these people onto your diagram

· Draw a line around this group

3rd stage – Institutional networks/ third order zone (3 MINS)

· Think of the group that you have contact with due to your job, this could be people within your organisation and also people in other organisations that you have a working relationship with

· Add these people to your piece of paper and draw a circle around them when you are finished
Discussion of network maps (10 MINS)
The connections that you have drawn in your first circle represent your informal networks and these are said to consist of ‘strong ties’. 

These are usually social relationships with family and/or friends which help members to ‘get by’. These create a sense of belonging, validation of self, and identification of purpose in peoples lives. ‘Strong ties’ are said to generate ‘bonding’ social capital.
The connections that you have drawn in your second and third circles are known as ‘weak ties’. These social relationships enable members to ‘get ahead’. These are needed to extend beyond family to connect to a broader range of resources and opportunities that exist in networks to which you are not otherwise connected.

Weak ties are said to generate ‘bridging’ social capital.
Healthy networks should also include vertical or ‘linking ties’. These are between different social groups or classes and enable members to ‘get influence’ or ‘get results’. 
Question: Would you say strong or weak ties are more important for timebanking? 
The American sociologist Mark Granovetter coined the phrase, ‘the strength of weak ties’. His basic argument is that your relationship to family members and close friends ("strong ties") will not supply you with as much diversity of knowledge as your relationship to acquantancies, disant friends and the like ("weak ties").
Key qualities of strong, successful social networks (10 MINS)
from flip-chart 1
!Warning: Not all social networks are established for good purposes! 

Question: Can anyone give us some examples of problems with networks? 
e.g. ‘Old Boy’s Club’, ‘Ku Klux Klan’, any example where the network favours exclusive groups by achieving internal cohesion at the expense of ‘outsiders’.
Instrumental and Transformational social networks (10 MINS)
Broadly speaking 2 types of network exist;

· networks that exist to get things done (known as instrumental) 

· networks that exist to get people together (known as transformational)

Go through flip chart 2 

Implications for timebanking – what does it take to create instrumental and transformational networks? – get people to feed in ideas/ experiences
· Important that the network emerges from and is visible to its members 

· Word of mouth is important. Members need to want to ask others along.
· Staff are facilitators not leaders or experts. Staff take care of the details, connect the network and its members beyond their often small circle and are the keepers of the vision.

· To achieve reciprocal relations, staff and the organisations for which they work must see both their own worth and the value of the people with whom they engage.

· Investing in people to people connections requires providing opportunities for people from different backgrounds, experiences and opportunities to build community in ways that reinforce mutuality and reciprocity. 

· The role of the leader in social networks is fundamentally different than other leadership roles; it is a connecting role. Leadership in social networks represents a shift in how leaders function (reciprocally), how they are viewed (as equals) and how they view themselves (responsible and accountable to the network, not for the network).
Closing statement about the importance of variety in networks on flip chart 3 
Flip chart 1

Key qualities of strong, successful social networks

	Quality
	Description
	In practice….

	Peak life experiences
	Peak life experiences bond people and keep them invested in the network. A peak life experience happens when we feel recognised and empowered and our self-knowledge and sense of connection with others is increased
	

	Risk taking
	We must step out of our comfort zones to create peak life experiences and accept the successes or failures that result
	

	The power of unifying experiences
	Powerful bonds are formed by people who share common experiences. These unifying experiences forge strong group identities that cross race, class and culture
	

	Voluntary
	Important to create the conditions that make people choose to enter the network
	

	A choice and value environment
	Mere choices of activities are not enough, no matter how many or how varied. People also need to be able to find meaning and value in the choices available
	

	Reciprocal support
	Successful networks create space for people to get and offer support
	

	Demand driven
	Choices are self-determined and self-regulated by network members, not pre-decided or designed by professionals
	

	Constantly expanding
	People reach out to others in their extended personal network to share a good thing, the first and best recruiter for the network is its members
	

	Leadership expected from all
	Leadership is an expectation of all members, rather than a position enjoyed by a few. Members take on leadership roles and encourage others to do the same.
	

	Non-hierarchical
	Reciprocal relationships are not single directional, not dependent and not hierarchical
	

	Imagining a different future
	The group provides permission to dream, affirming that the dream is possible and provides support and linkages to make the dream a reality.
	

	Seeing results
	The more success groups experience, the more people stay engaged and expect bigger things
	


Flip chart 2

	
	Instrumental Social network


	Transformative Social network

	Purpose
	· The goal is the specific result. The network is a byproduct

· The outcomes that participants strive to achieve are individual
	· The network is the goal

· They are not easily controlled and results cannot be predicted

· Individual gains and benefits come about organically, a byproduct of the network

· Other results are the byproduct of the network, not the goal

	Management
	· The network is supported by staff rather than members
	· Members take an active role in leading and supporting the work of the network.

	Structure
	· Instrumental by design

· Intentional introduction to the network with information and activities that support the achievements of specific results
	· Offer lots of people to people connections that support the development of lasting relationships

· Hard to control and even harder to predict

	Membership
	· The network is able to help those who are most ready to be helped
	· These networks are large, reaching great numbers of people and are able to help even the most vulnerable members of community

	Sustainability
	· Participants come and go, very few relationships are sustained

· Once particular goals have been achieved the network does not remain
	· The real incentive for participation is the relationships which survive over time

· Transformation is encouraged and supported to make systems change possible


Flip Chart 3

Quote from the Annie E. Casey Foundations work

If all that networks achieve is to connect poor people to more poor people then it becomes a trap. Perhaps a friendlier and more supportive trap, but a trap none the less.

