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Become A Networking Genius
Networking isn’t just about growing the number of connections you have on LinkedIn.

It’s about being “that person” someone thinks of when they have a new position open
or they know just who to talk to about a great opportunity.

Being connected is the outcome of great networking, and it’s the only way amazing
career opportunities come to you.

So how does it happen?

You have to learn to become a Networking Genius, and that’s exactly what you’ll learn
in this guide.

Who to Network With
Whether you know it or not, you already have a network.

Friends, neighbors, co-workers, people you have worked with or known in the past -
they are all members of your network.

Start there. But don’t stop. . .

Strategic Networking - An Overview

Strategic networking is all about understanding who you need to know in order to get
the job you want. It’s not about attending random networking events or meeting
people who happen to show up, willy-nilly.

It’s understanding who you need to target, and then making a point to connect with
them via an informational interview.

Let’s say you want to get a job at X company. Ask yourself:
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● Do I know anyone that works there?
● Do I know anyone who knows anyone that works there?
● Can I find a way to introduce myself to someone that works there?

The goal is to get more information about the company, the culture, and to get more
information about what might be happening there in terms of hiring. There are more
questions you can ask as well. You can ask about the hiring process, what makes
candidates successful, what leadership is like and more. If you want to learn more
about what you can learn in an informational interview, you should read that book, too!

If you find that you need to make a cold connection, use Linkedin as a way to reach out
or find email addresses through a service like MailScoop. It can feel very awkward, so
here are some tips:

● Be clear about what you’re asking for - at this point just to learn about the
company.

● Be considerate, keep your ask small ( a 15 minute phone call is perfect).
● Offer some value to the other person - it doesn’t have to be big, but people

generally want to have a reason to help you. More on that in a moment.
● See if you have anything in common like an interest, a group, a town you used

to live in, etc. Something to break the ice is helpful.
● Tell them why you want to meet with them in particular. Do you think they have

particular insights about the type of career you’d like? Maybe they have a
particular achievement you admire?

● Afterwards, follow up with a thank you.

The Hidden Job Market

You may have heard of the hidden job market, but you might not know exactly what
that is.

First, you should know that up to 80% of all jobs are found through the hidden job
market. That means that most of the time you spend scanning the job boards and
sending in your resume would be better spent on networking.

The hidden job market really means two things:
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First,, when people think of someone for a particular job opening and call them in for
an interview because they already know that person’s skill set and match them up with
the job opening in their mind.

Second, when people think of someone for a job that hasn’t even been created yet
within a company, and call them in to interview or even fill the position because they
know they’d be perfect for the job.

This is why it’s so important to not only get known, but to get known for something so
that people can link you to a need they have, and call you in when they’re ready to fill
that need.

When you are known for something that “something” is your personal brand, which
goes hand in hand with networking.

What If My Network Feels Dead?

When you’re job hunting, you’ll need to let everyone know, but it may be hard if you
haven’t talked to some people for a long time.

You can use this template along with the tips below for getting back in touch with
people you haven’t spoken within quite a while:

Dear _________,

It’s been a long time since we’ve talked, and I am currently looking for a new job, but
I’m also taking this opportunity to reconnect with people I haven’t spoken to in quite
some time, and it has been great.

I’m looking for a new job in as a ___(title)__ in a __(describe company). Ideally, I’d love
to work for a company __(describe your qualifiers - what kind of company?)__.

I would love to talk with you over the phone, or coffee, if you have time - OR - Do you
know anyone who I should speak to who might be able to help me?

Please let me know when we can connect, or I’ll be back in touch in a week or two to
follow up if I don’t hear back - I know life is busy!
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Thank you so much for your time and help! Your support with this is appreciated.

Your name

Tips

● Make sure the tone of your email matches the level of familiarity you have with
the person.

● Make sure everything you say in the email is genuine, including your offer for
coffee and promise to follow up. Nothing is more annoying to someone than to
offer help and then never hear back. Also, feel free to explicitly apologize for not
staying in touch. Skirting the issue is awkward, so just put it on the table.

● Use qualifiers and descriptions that work for you. This could describe your role,
the company you want to work for, or something else. Whatever you know about
the job you’re seeking, you can put it here – just remember to keep it brief. Your
most important and easily visible descriptions will be of the most value.

Everyone is Busy
You already know everyone is busy, but I’m astounded by how often people forget this
in practice.

People wonder why they haven’t heard back, if they should follow up, or feel confused
that someone else hasn’t remembered their job search objectives.

To say that people are busy is an understatement.

People are so busy that they forget important events in their own lives, so they are not
going to be able to keep things about your life at the forefront.

That’s why it’s your job to follow up with your contacts. These connections are new (and
old) relationships you’re maintaining.
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That means you are not just there to see what they can do for you. If you’re good at
being present in the relationship, as a side effect people think of you when it comes to
opportunity.

So staying at the forefront of people’s minds is key. You don’t want them to forget
about you.

The Magic Question

When you are networking, there is one magic question that I recommend everyone ask.
Here it is:

“Do you know anyone else that I should be talking with?”

This is something you ask at the end once the person knows a bit about you and your
objectives.

It’s magic because you begin to dive into their network - and start to get to know who
they know - you’re growing your network and connecting to the right people!

Networking Is A Marketing Campaign For
Yourself

Professional networking can feel about as appealing as having to kiss your old aunty at
the family reunion. You know you should, but you really don’t want to.

What’s worse, when you do network, it doesn’t seem to generate the results that you’re
looking for, whether you’re searching for a new job, a new career, seeking a promotion
or you want professional development opportunities.

So how can you make your professional networking efforts work for you? Here are 7
professional networking tips that will help you leverage your network and whip up
career opportunities fast.

Wishingwell Coaching © 2021



More Professional Networking Tips

1.Know who you want to meet.

As mentioned above this is strategic networking.

Networking might consist of professional networking events and of course random
meetings in your real life – at coffee shops, in the grocery store or at the gym.

But it’s likely that your most productive professional networking connections will come
from the people you deliberately seek out.

With that in mind, think about who you want to meet.

Who might benefit your career because of who they know, because of the companies
they are affiliated with or have been in the past, or because of their experience?

It might sound cold and calculating, but it doesn’t have to be. You will still treat this
person like a person – you’ve just decided to seek out specific knowledge or resources,
these just happen to come in the form of human resources.

Treat everyone you meet with kindness, but since you have limited time and energy,
use it wisely by making the best choices you can for your career and investing in
meeting the right people.

Then learn to use LinkedIn (and other professional networking sites) like a wizard.

2. Be clear on what you’re asking for.

When you’re networking, it can be easy to show up with a big question in your mind:
“How can you help me?” When you do that, you might come to the interaction without
an agenda.
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Instead, you need to be very clear what you are asking for in each meeting. Are you
looking to connect with this person to gain more information about their current
company? Are you hoping to tap into their network?

Don’t take over the conversation with your agenda, but don’t leave it up to the other
person to figure out what you need and then provide it for you.

Instead, be proactive in figuring out how connecting with that person will benefit your
career.

3. Know your professional network is busy.

Your network is made up of real live people, just like you. They’re flat out busy. They
don’t have time to eat something that doesn’t come out of a box half the time, much
less keep you top of mind.

No offense.

So if you want your network to advocate for you, you really have to make it
dead-simple by advocating for yourself first.

Basically, you have to become a marketer and think of your job search/career
change/promotion/strategy as the product.

You need to keep that campaign in front of people constantly. How constantly?
Enough so that when they see an opportunity that you would love, they know it’s for
you immediately (that is, they know what you need well enough to be able to spot it
and to think of you, not drift off into thinking about whatever they watched last night
on Netflix.

That means you need to have broken through their mental noise of to-do lists, self-talk,
crazy TV news, and whatever-the-heck-else we think about all day enough so they stop
in their tracks and you come to mind when they see that opportunity.
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The opportunity can’t just drift by unnoticed.

If you think about it, that’s a lot of what huge brands spend big bucks on. They want
you to stop and notice them when you have a need for their product or service. You
need to market yourself so that when your network notices an opportunity, the
Campaign of Your Career comes to mind.

4. Have a clear and specific CTA.

For you non-marketers out there, a CTA is a call-to-action. It basically means: what are
you asking your network to do?

So, you’ve done a great job and you have your 500+ LinkedIn connections hard at work
scouring the world for opportunities that match your needs.

And, aha! Someone finds one!

Then what?

You’d think it would be obvious, right?

No, no one in your network is dumb.

Everyone is just so overwhelmed that Elon Musk should figure out how to build a
battery that runs on stress.

You need to be very clear about what you’d like them to do if they uncover something
juicy for you.

It can be really simple, like this:

Fred, if you do come across something you think I should look into, please send me an
email right away. I really appreciate it!
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Otherwise, people are likely to sit on an opportunity until they “get to it,” and
sometimes that means those opportunities are dried up before you have a chance to
do anything about them.

One note: Remember that you have very clearly spelled out exactly what you are
looking for to your contact so that they don’t have to do any guessing.

5. Follow up with your business network.

Even though you’ve asked your network for exactly what you’re looking for, you’re
being vigilant about staying top-of-mind with your career campaign, and you’ve asked
your folks to contact you right away if anything good comes up – it doesn’t mean they
will.

Life gets in the way. There’s that extra work assignment. Their long commute. Their
night to do dishes. And then there’s Netflix.
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My point is, no matter how carefully you’ve laid your plan, you need to keep reaching
out to the same contacts to follow up and ask them if they’ve come across anything.

Because you know your network is so busy, you need to maintain a follow-up schedule
that makes sense for you.

You might decide to divide your contacts into different groups and email some every
quarter, some every six weeks, some every three weeks and another group even more
frequently. You could assign people into categories based on how well you know them
or how likely you think they are to generate good leads for you.

Whatever you do, be courteous, grateful and professional.

6. Ask the magic question.

We talked about this one above, but let’s elaborate a bit here.

The magic question in professional networking (and in informational interviewing) that
is often overlooked is:

Can you think of anyone else that would be helpful for me to talk to?

Implied in this question are two things: First, that the person you would be connected
with would be willing to talk with you, and second that you’re asking the person you’re
talking to currently to open up their network to you.

It’s possible that feeling like this is a big ask is the reason this question gets left out of
so many networking interactions, or maybe it’s a question that just is thought about.

Whatever the reason,  asking in this way usually means that it is well received – and
that’s great news for you, because this is a magic question.

Why?
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Because it can potentially turn every meeting and every connection into another new,
targeted meeting or connection.

If you’ve just asked this question, you’ve just had a conversation with someone who
knows you and your professional goals. The person they are suggesting you speak with
is going to be someone that can help you further those goals in some way.

You’re building your network with people who are highly qualified to help you with
your specific career goals.

7. Give back.

People will be more likely to say yes to networking with you if there is something in it
for them. If they feel that you are offering value, they are more likely to say yes to a
networking meeting. Here are some categories of value-adds:

● Boost to their ego
● Make them feel helpful
● Favor to a friend
● Source future employees
● Grow their own network
● Help them learn

No one likes a taker, but at the same time, people are happy to do favors for people
who are grateful and who set clear boundaries around what they are asking for (it’s
clear to the giver that they won’t be taken advantage of).

It’s great to rely on your network, especially in times of need in your career. But don’t
disappear on them once you meet your career goals.

You need to give back.

That same busyness and overwhelm that plagued them will overtake you as well. There
is no way you can stay in touch with everyone in your network, constantly asking them
what they might need without burning yourself out.
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So what can you do?

First, decide what you like to give. There is probably something you’re good at doing
and that you enjoy and that your network would find valuable. Maybe you love giving
business advice to novices, helping with social media or making suggestions on
another tough problem.

Figure out what you like to give and what you want to be known for. This also helps
with your brand development.

Second, make it known to your network what you can offer them and actually make the
offer. Just letting people know that your door is open if they need to talk about a
particular issue is enough.

Don’t worry that you’ll be bombarded with 500 requests. You won’t be. You haven’t
entered into indentured servitude, so you get to decide on the flow of giving back if
you do see more than a handful of requests.

Be sure that you reciprocate, however, for those who went above and beyond for you.

Whipping Up Career Opportunities

There’s a reason big (and small) companies start marketing campaigns instead of going
door-to-door telling people about their great product. Going door-to-door takes too
much time.

Essentially, if you’re trying to get ahead in your career without fully leveraging your
network, you’re going door-to-door. You need to start your own career marketing
campaign by using the professional networking tips outlined above.

Engage your networking army, and watch the results materialize!
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