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Session Objectives:

 Benefits of Networking

1 What Is important to know about
Networking

 Best Practices on Networking

1 How to survive a Networking
event
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WHAT IS NETWORKING?



Networking is....

oCreati ng a [abr
contacts who will provide
support, feedback, insight,

resources, and |

Harvard Business Review, How Leaders Create and Use Networks,

January 2007
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BUT WHY NETWORK?



Because....

1 1t will benefit your career.

1 1t will help your job search.
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Because....

1 75-95% of available jobs never get
advertised
BEspecially the higher paying jobs

1 US Department of Labor Statistics on how
people get jobs:
B29% - direct contact with potential employers
B23% - placement services
B48% - referrals (NETWORKING)

1 Why?
BHiring managers prefer someone who has been

recommended

BBombarded with hundreds of resumes
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Networking is ......

A lifestyle change.




BENEFITS OF NETWORKING

} Increasing our sphere of influence

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

} Promotes your business

1 Building a network of contacts before you
need them

1 Creates relationships that can help you
propel your career in the direction of your
overall goals
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Networking is NOT....

1l'tos not sell il ng your
working a room.

b1ltds not oOosucking up(
b1lto0s not cold call 1 nc¢
11t os not coll ecting |
'l tds not |l earni ng abc
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WHAT YOU NEED TO
KNOW BEFORE
YOU GET STARTED



1. Know yourself and
your personal brand.



Your Brand

A Define your brand
AWho are you?

AKnow what you bring to the table that no one

else does.

AWhat makes you or your qualifications unique?

AAsk your peers / friends.

A Ensure your brand is consistent
BLinkedIn - Your Virtual Resume

BMySpace
BFacebook
BPersonal Websites
BResume
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2. Know what you want.



Know what you want

; Define your career goals.

Blf you are In transition, what is your next career
move?

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

AWhat industries?
AWhat companies?
AWhat location?
AWhat position?
AWhat career path?
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3. Know your
target audience.



Types of target audiences

1 Specific contacts
1 Groups

1 Online



Specific target contacts

+ Ask yourself:
BWho would be good to know in your profession
or industry?
1 Determine best approach to be introduced

BProfessional / social / community service
organization

BReferral
BCold Call

BLinkedIn
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Specific group targets

; Join groups that share same interests

1 Select groups for:
} Brainstorming
} Education
} Commiserating
1 Creating referral or alliance partners
} Types of groups:
BNetworking groups, online or live
BProfessional business groups
Blndustry and business events

BCommunity service organizations / Charity events
BSocial clubs
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Specific group targets

yDondot Just showing up.
; Take an active role in the group.

1 Know when a group Is a great fit for your
career or business 0 and when it is not.
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Online target contacts.

1 Networking online
BChat rooms / Web forums
BSocial Networking Websites

1 Check them out before you jump In
1 Advantages:

BThousands of groups / forums
BRecruiters are looking

BoBreak the i ce0O before you
BYou can engage or not
1 Beware!

BOnline behavior matters.
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Remember:

Everywhere you go Is a
networking opportunity.
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4. Know that networking
is simply having a
conversation with

“friends”.



A conversation with friends

} Be prepared. Know how to start a conversation.
} Dondt ask oYes/ NoO questions.

Ask oOeasy to answer o questi ons
B What brings you here?
B How did you hear about this? / Who do you know here?
B What do you do? / How did you get into that?
B What does your company do?
B When all else fails & Ask about the weather!
} Have a good topic to discuss.
B Stay current on local topics via newspaper, Business Journal
B Seek out common interests and experiences
1 Work, sports, hobbies, kids, movies, restaurants

} Avoid otabood6 topi cs.
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A conversation with friends

1 Balance the two - way information exchange
BMake the other person feel important
BAsk questions about them
BListen
A Watch your body language
AFirm handshake
ASmile
A Get their business card; get them yours
A Have a polite exit strategy
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5. Know that networking
IS a two-way street.



It’s a two-way street.

1 It is not all about you!

+ The more you give,
the more you get.

v And
1 What goes around, does indeed come around.
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Networking is a two-way street.

A good networker:

BBuilds a positive, ongoing relationship d business or
personal
BGives (not only takes)
1 Provides information, an introduction
BYet is not afraid to ask for something
BMaintains notes regarding the contact and your
meeting
BConstantly maintains / grows their network
i Has a system for follow - up
1 Sets target number of contacts / meetings
{ Stays connected
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You are ready to go.
Now what?



The Steps

+ Planning
1 Execution

+ Wrap- up
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Steps to networking - Planning

yDevel op an oOel &&Bmskcomds s p
1 Develop a quick intro 90 10 seconds
; Make it sound unrehearsed

1 Make it interesting
BYou want them to remember you
BYou want to stimulate conversation

Practice, practice, practice!
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Steps to networking - Planning

1 Business cards

1+ Draft introduction
BEmail
BPhone

+ Update your resume
1 Update Linkedin, etc.
» Emalil address
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Steps to networking - Planning

1 Create a plan with goals / metrics
BHow many meetings will you have each week?

BHow many people will you email/phone per week?

BHow many new contacts will you try to meet at
each organization meeting?

BDefine your target contacts and your plans to
meet with them.

;+ Create contact tracking system
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Steps to networking - Execution

1 GOAL: TO SET UP MEETINGS

1 Start with your inner circle
BFamily
BFriends
BCoworkers
BNeighbors
BChil drends contacts (school

1 Join organizations. Become active.
1 Expand your circle

BFriend of a friend
BReferrals
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The Meeting

BDonot take up too much of
BRemind them of who referred you.

BCommunicate your agenda.

Dondot be afrai d to ask
BSuggestions on how to expand your network

BAdvice and counsel

Find ways to reciprocate.

Create a vehicle for follow - up.
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