
It isnõt what you know.

Itõs who you know.



}Benefits of Networking

}What is important to know about 
Networking

}Best Practices on Networking

}How to survive a Networking 
event
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òCreating a fabric of personal 
contacts who will provide 

support, feedback, insight, 
resources, and information.ó

Harvard Business Review, How Leaders Create and Use Networks, 
January 2007
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}It will benefit your career.

}It will help your job search.
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}75 - 95% of available jobs never get 
advertised
ƁEspecially the higher paying jobs

}US Department of Labor Statistics on how 
people get jobs:
Ɓ29%  - direct contact with potential employers
Ɓ23% - placement services
Ɓ48% - referrals (NETWORKING)

}Why?
ƁHiring managers prefer someone who has been 

recommended
ƁBombarded with hundreds of resumes

Harris & Dickey



A lifestyle change.



}Increasing our sphere of influence

}Staying current on the latest trends in your 
industry or profession

}Promotes your business

}Building a network of contacts before you 
need them

}Creates relationships that can help you 
propel your career in the direction of your 
overall goals 
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}Itõs not selling yourself / your firm or 
working a room.

}Itõs not òsucking upó.

}Itõs not cold calling.

}Itõs not collecting business cards.

}Itõs not learning about job openings.
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ÁDefine your brand
ÁWho are you?

ÁKnow what you bring to the table that no one 
else does. 

ÁWhat makes you or your qualifications unique?

ÁAsk your peers / friends.

ÁEnsure your brand is consistent
ƁLinkedIn - Your Virtual Resume
ƁMySpace
ƁFacebook
ƁPersonal Websites
ƁResume
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}Define your career goals.
ƁIf you are in transition, what is your next career 

move?

ƁIf you are employed, where do you want to take 
your career?

ÀWhat industries?

ÀWhat companies?

ÀWhat location?

ÀWhat position?

ÀWhat career path?
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}Specific contacts

}Groups

}Online
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}Ask yourself:
ƁWho would be good to know in your profession 

or industry?

}Determine best approach to be introduced
ƁProfessional / social / community service 

organization

ƁReferral

ƁCold Call

ƁLinkedIn
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}Join groups that share same interests

}Select groups for:
} Brainstorming

} Education

} Commiserating

} Creating referral or alliance partners

}Types of groups: 
ƁNetworking groups, online or live

ƁProfessional business groups 

ƁIndustry and business events

ƁCommunity service organizations / Charity events

ƁSocial clubs
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}Donõt just showing up.

}Take an active role in the group. 

}Know when a group is a great fit for your 
career or business ðand when it is not. 
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}Networking online
ƁChat rooms / Web forums
ƁSocial Networking Websites

}Check them out before you jump in
}Advantages:
ƁThousands of groups / forums
ƁRecruiters are looking
ƁòBreak the iceó before you meet 
ƁYou can engage or not

}Beware!
ƁOnline behavior matters.
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Everywhere you go is a 

networking opportunity.
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} Be prepared.  Know how to start a conversation.

}Donõt ask òYes/Noó questions.

}Ask òeasy to answeró questions.
ƁWhat brings you here?

ƁHow did you hear about this? / Who do you know here?

ƁWhat do you do? / How did you get into that?

ƁWhat does your company do?

ƁWhen all else fails ðAsk about the weather!

} Have a good topic to discuss.
ƁStay current on local topics via newspaper, Business Journal

ƁSeek out common interests and experiences

¶Work, sports, hobbies, kids, movies, restaurants

}Avoid òtabooó topics.

Harris & Dickey



}Balance the two - way information exchange
ƁMake the other person feel important

ƁAsk questions about them

ƁListen

ÁWatch your body language
ÁFirm handshake

ÁSmile

ÁGet their business card; get them yours

ÁHave a polite exit strategy
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}It is not all about you!

}The more you give, 
the more you get. 

}And

}What goes around, does indeed come around.
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A good networker:
ƁBuilds a positive, ongoing relationship ðbusiness or 

personal  
ƁGives (not only takes)
¶Provides information, an introduction

ƁYet is not afraid to ask for something
ƁMaintains notes regarding the contact and your 

meeting
ƁConstantly maintains / grows their network
¶Has a system for follow - up

¶Sets target number of contacts / meetings

¶Stays connected

Harris & Dickey





}Planning

}Execution

}Wrap- up
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}Develop an òelevator speechó ð30 seconds
}Develop a quick intro ð10 seconds
}Make it sound unrehearsed
}Make it interesting
ƁYou want them to remember you
ƁYou want to stimulate conversation

Practice, practice, practice!
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}Business cards
}Draft introduction
ƁEmail
ƁPhone

}Update your resume
}Update LinkedIn, etc.
}Email address
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}Create a plan with goals / metrics
ƁHow many meetings will you have each week?
ƁHow many people will you email/phone per week?
ƁHow many new contacts will you try to meet at 

each organization meeting?
ƁDefine your target contacts and your plans to 

meet with them.

}Create contact tracking system
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}GOAL:  TO SET UP MEETINGS
}Start with your inner circle
ƁFamily 
ƁFriends
ƁCoworkers
ƁNeighbors
ƁChildrenõs contacts (school, activities)

}Join organizations.  Become active.
}Expand your circle
ƁFriend of a friend
ƁReferrals
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}The Meeting
ƁDonõt take up too much of their time.

ƁRemind them of who referred you.

ƁCommunicate your agenda.

}Donõt be afraid to ask for something.
ƁSuggestions on how to expand your network

ƁAdvice and counsel

}Find ways to reciprocate.

}Create a vehicle for follow - up.
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