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Activity Type

Vocabulary Game: bingo,
matching (group work)

Focus

Networking vocabulary

Aim
To practice common
business networking

vocabulary and
terminology.

Preparation

Make one copy of the
bingo cards for each
group of seven and cut
as indicated.

Also, make one copy of
the caller's sheet for each

group.

Level

Upper-intermediate (B2)

Time

25 minutes

TEACHER'S NOTES

Networking Bingo

Introduction

In this networking vocabulary game, students play bingo by
listening to definitions of networking words and phrases and
marking the matching terms on their cards.

Procedure
Divide the students into groups of seven or fewer.

Give one student in each group a copy of the caller's sheet and
the other students a bingo card each.

Ask the students to use pencils so the cards and caller's sheet can
be reused each round.

The bingo caller reads a definition at random from the caller's sheet
without saying the words in brackets, e.g. 'Building professional
relationships for mutual benefit.'

The caller then puts a tick beside the definition to show it has
been read out.

The players listen and look at the networking words and phrases
written on their bingo cards to see if they have one that matches
the definition, e.g. making connections.

If they do, they cross it off.

The game continues until a player has crossed off four words or
phrases in a row horizontally, vertically, or diagonally.

When this happens, the player shouts 'Bingo!' and then makes
a realistic networking sentence with each crossed-off word or
phrase to verify their win.

If the player makes a mistake in any of the four sentences, they
are allowed one chance to fix it.

If they correct it, the win counts.

If not, the bingo is void, and the game continues.

If the sentences are correct and the words or phrases match the
definitions that were ticked on the caller's sheet, the player wins

the round.

Players then continue to see who can cross off all 16 networking
terms first without making sentences.

Groups play several rounds, with students taking turns being the
bingo caller and players using a different bingo card each time.
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Bingo Card A

NETWORKING

Networking Bingo

making connections click with someone use your network referral
collaboration good fit elevator pitch follow up
get back to stay in touch common contact key player
know-how get across mingle potential client
 tigecams
stay in touch mentor key player opening
elevator pitch mingle making connections click with someone

potential client collaboration background get across
referral good fit follow up swap details
Bingo Card C
use your network key player opening good fit

mingle making connections common contact collaboration
referral elevator pitch get back to follow up
potential client click with someone mentor background
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Bingo Card D

NETWORKING

Networking Bingo

collaboration

opening

elevator pitch

background

making connections

stay in touch

key player

get across

good fit mingle potential client use your network
follow up get back to common contact mentor
Bingo Card E
key player opening good fit get across
mentor stay in touch collaboration potential client

elevator pitch making connections use your network follow up
common contact get back to mingle background
_____________________ B i_n;o_(;a;d_F_____________________
opening elevator pitch get across background
use your network key player good fit making connections
collaboration mentor potential client referral
common contact get back to mingle swap details
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Networking Bingo
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Caller's Sheet

Building professional relationships for mutual benefit. (making connections)

Developing an immediate, friendly rapport with someone. (click with someone)

Maintaining business relationships over time. (stay in touch)

Using existing contacts strategically for business advantage. (use your network)

Someone you both know who can help in business. (common contact)

A recommendation from someone in your network. (referral)

An experienced professional who guides your career development. (mentor)

Someone who might become a customer or business partner. (potential client)

An influential person who can significantly affect decisions or outcomes. (key player)

A strategic business alliance between organisations. (collaboration)

A suitable opportunity or vacancy, especially for a job, project, or partnership. (opening)

Exchanging contact information with someone. (swap details)

Specialised knowledge or skills in your field. (know-how)

A short, persuasive speech about yourself and your work. (elevator pitch)

To communicate an idea clearly so others understand it. (get across)

Contacting someone after meeting to continue the relationship. (follow up)

Your education and work experience. (background)

To contact or respond to someone. (get back to)

To move around and talk to different people at an event. (mingle)

A situation where people, roles, or organisations are well matched and likely to work
well together. (good fit)
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