What is Networking?

Networking is an organized way to link contacts together to form a “net” of people who can give you support, advice, information, and referrals.  It means developing a broad list of contacts—people you’ve met through various social and business functions—in order to gain exposure and possibly unearth promising opportunities.

The best place to start developing your network is with your personal contacts:  family, friends, neighbors, business acquaintances, former classmates and professors, church associates, etc.  Your goal in connecting with these people is to expand your network of contacts by asking everyone you know for a referral and for advice.

Networking can be done in a private, one on one meeting with an individual or in a group setting such as a business/association meeting. Whatever the method, the goals are the same:

Get the message out about your search

Obtain advice and gather beneficial information
Leave a lasting impression and

Get referrals to continue expanding your network

You have a choice: Network or not work!!

Why don’t we just do it?!   Common Concerns:

I’m not good at meeting new people.

I don’t know what to say.

I’m embarrassed to admit that I’m looking for work.

I don’t want people to think I’m taking advantage of them.

I’m too busy to attend meetings.

It’s too expensive.

There are probably many more excuses.  But, have you stopped and looked at the benefits you stand to gain from the process of networking?  Sure it’s difficult to start with but it gets easier and easier with practice and determination.  The end result could be employment. Isn’t that worth the effort of Networking?

Bottom Line - Networking is:

Building Relationships

A Give and Take Process

Exchanging Information

Obtaining Advice, Information and Referrals

Evaluate Your Networking Skills

Reflect back to a recent professional or social event you attended.  Answer the following 13 questions honestly.  Rate yourself on a scale from 1-3. 

1 = not at all

2 = to some extent

3 = did it

1. Did you come to the event dressed appropriately to present a good image?

1     2     3

2. Did you initiate a conversation with at least 10 people?

1     2     3

3. Did you introduce yourself using good eye contact, a sincere smile, a firm handshake and a brief introduction of who you are?

1     2     3

4. When conversing, did you listen closely for common interests and special needs?

1     2     3

5. Were you open minded to persons who may have looked, talked, or acted unlike those you tend to relate to?

1     2     3

6. Did you actively listen for clues to each person’s special strengths and abilities?

1     2     3

7. Did you convey enthusiasm, energy, and direction through your conversation?

1     2     3

8. Did you let others know your expertise or special skills?

1     2     3

9. Did you mingle throughout the room?

1     2     3

10. Did you make a point of introducing any person you talked with to anyone else?

1     2    3

11. Did you exchange business cards or telephone numbers?

1     2    3

12. Have you followed up on each significant contact with a telephone call or personal note?

1     2     3

13. If this was a business event, did you read recent periodicals to gather industry information prior to the meeting?

1     2     3

Why will someone be willing to network with you?

Humanitarian reasons:  Because of a desire to help others

Self-Serving reasons:  The person who referred you to them may then owe them a favor

Parental reasons:  They feel this person is lost and needs their guidance

Ego reasons:  People are flattered

Expansion of their own network:  Most people see the value of expanding their own network

Get this person off my back:  If they answer your questions, you’ll move on

Many people miss the benefit of networking because they over-focus on getting a job rather than on building relationships and gaining the perspective necessary for an active job search.

On Average, it may take

10-15 contacts to generate one formal interview

5-10 formal interviews to generate one solid job offer

5 offers to uncover a desired position

Where Do You Go To Network?

Personal Contacts

Association Meetings

Business networking meetings/monthly mingles

Owen alumni events
Social events

Community service groups

Your child’s school (PTA meetings, etc.)

Sporting events

Social Media

No one activity is any more appropriate than the other, it’s simply a matter of personal choice.

Tip: Volunteer for committees to speed up the networking process
The S-M-A-R-T approach

Summarize your message

Share your Marketing Plan and target list of companies

Ask questions

Referrals:  Ask for introductions to others that may be helpful 

Trade information

Always follow-up, send a thank you, and keep your network in the loop.
Networking Pointers
Advantages of using a Marketing Plan to open a networking meeting over a resume

· Much more comfortable opener for everyone involved

· Sets a business-like tone and gives direction to the meeting

· Save your resume for further discussions and for meetings with hiring managers
Important fact: Successful job searchers spend 30-35 hours a week in job search related activity

If 75% of jobs are found through networking, consider spending up to 20 hours a week on networking activities

Summary
Prepare if you have not already done so:

· Exit Statement 
· Positioning Statement

· Professional Objective

· Marketing Plan with list of Target Companies

· Initial Networking Contacts list

Networking Questions and Tips

Keep the other person talking as much as possible. Ask open-ended questions that are not answerable with ‘yes’ or ‘no.’ Open-ended questions show that you are interested in the other person, and help to build and maintain rapport.

Below are networking questions – listed in no particular order – to keep awkward silence and fruitless small talk at bay. The insightful answers to these questions keep conversations.

1. How did you get involved in…?
People like to tell their story. Give them an opportunity to do so while you listen attentively.

VARIATIONS:

1a. What made you decide to major in…?
1b. What made you decide to attend (name of school)?
1c. What made you decide to go into the ___business?
1d. How did you get your start in the ___ business?
2. What advice would you give me if I wanted to be successful in your line of work (or major)?
This is a great follow up question to #1. It shows your humility and allows for mentoring.

VARIATION:

What advice would you give someone just starting in this business/profession/major?
3. What do you love/enjoy most about what you do?
This question keeps happy feelings in the air.

And just in case you’re wondering whether or not it’s a good idea to ask what a person likes least about what he or she does, the answer is no, unless you’re in the same line of work or major. In which case, the answer will help you to find a common enemy IF you dislike the same things. If not, then disagreement ensues. Keep it positive whenever possible.

VARIATION:

What do you enjoy most about your business/profession/major?
4. What separates you from the competition?
This question gives a person permission to tout his unique abilities. Be sure to ask this question in a polite and inquisitive tone of voice so that it doesn’t sound like you’re challenging the person.

VARIATIONS:

4a. What separates your business/company/organization from the competition?
4b. What separates your school from other schools like it?
5. What one thing would you do if you knew that you could not fail?
A truly thought provoking and inspiring question to ask. (You should ask yourself this question.) It helps and encourages a person to dream and when she revisits the dream there’s a chance that you’ll come to mind often. That’s powerful.

VARIATIONS:

5a. What one thing would you do with your business if you knew that you could not fail?
5b. What one thing would you do if you knew you were guaranteed to succeed?
6. What was the strangest or funniest incident you’ve experienced in your business?
People love to share war stories, but seldom get a chance to finish them because others interrupt with their own stories. When you ask this question resist the temptation to interject your own horror tale. Remember – “let the other person do a great deal of the talking.”

VARIATIONS:

6a. What was the strangest or funniest incident you’ve experienced at your school?
6b. What was the strangest or funniest incident you’ve experienced in your organization? (e.g. Sorority or fraternity)
7. What significant changes have you seen take place in your profession/area of expertise through the years?
Great question for cross-generational networking because it allows a person to reminisce about the good old days. The following variations are good for upper classmen and graduate students.

VARIATIONS:

7a. What significant changes have you seen take place at your school since you’ve been here?
7b. What significant changes have you seen take place in your major since you chose it?
8. What do you see as the coming trends in your profession/area of expertise?
This is a great follow up question to #7. This shows a person that his opinions matter to you.

VARIATIONS:

8a. How do think your school will be different in the future?
8b. What do you see as the coming trends in your major?
8c. What do you think will change about your major in the future?
9. What would make someone the ideal employee for your company or organization?
The information you glean from this answer is priceless. It will allow you to give a person exactly what he or she wants. It will also help you to position yourself as a great asset to the person and his company.

VARIATIONS:

9a. How would you describe the ideal client/customer/prospect/employee for your company/organization?
9b. What would make someone a perfect fit for your profession/major/school/company/organization?
There is no need to memorize all of these questions. Just start off with the 3 or 4 you like the most. Master them and then give the others a test run.

Keep in mind that no question in the world will help you be a better networker if you are not truly interested in the other person.

So, be interested, ask questions, and let the other person do the talking.
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