“Slimy.”
“Gross.”
“Awkward.”
“Confusing.”
These are just some of the words that have been used to describe
networking, and how networking can make you feel.
Why?
One, because many people don’t know what to say or do when networking. It
all becomes very confusing to know how to do it right.
Two, because many people approach networking as a transaction. You
network when you need a job, and other people reach out to network with
you at that time as well, and no one likes to be seen as asking for things. Yet
when you’re job searching, you’re told you need to network to land a role.
(And you do.)
So how can you get past the fear of networking (even if you worry you don’t
have the skills for a job), or if you’re networking with someone and you
perceive you can’t add any value to at all?
In this ebook, I’ll offer you some insights into how you can network with
confidence, and stop feeling slimy, gross and awkward, once and for all.

The Fear of Meeting New People
Some people feel shy or are afraid of meeting new people. This can be true in
general, but a networking situation makes it especially acute because in this
situation the focus can feel like it’s entirely on you, because you are asking for
something or “selling” yourself and your value.
It is an all around uncomfortable set up that makes all but the most
extroverted feel a bit taken aback.
Instead, try to take the pressure off.
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In informational interviews, be sure that you’re asking good questions about
the organization, the role that you’re targeting, and the culture. From the
questions you ask, it will be clear that you’re interested, interesting, and can
provide value. You can and should express your interest, but you don’t need to
start with a huge ask – like a job.
Here are some great questions you can ask that can take the pressure off, but
will still make you stand out:
1. What types of skills is the team missing that you’re looking to fill with a new
hire?
2. What’s different about working here than anywhere else you’ve worked?
3. What kind of person is most successful at your company?
Getting the conversation started is the goal of this type of conversation.

Strategic Networking
Strategic networking is just what it sounds like – networking with a strategy
behind it. But what is that strategy?
It’s networking with folks that can help you advance your career goals.
At first, that might start to sound slimy, gross, awk. . . but let me stop you right
there.
Just because you have a strategy around who you network with does not
mean you don’t value the relationships and people you’re connected to.
Because there are just so many hours in a day, you must use your time wisely.
You must choose who to foster relationships with, and to reach your career
goals, making smart choices about who to network with in your career only
makes sense.
So how does strategic networking help you build confidence?
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Because there is a strategic decision about why you’ve connected with a
specific person, there is inherently a value-add.
This, ideally is a win-win. And this is what you can build on in your relationship.
When you build partnerships with a win-win in mind, it becomes very easy to
introduce yourself, propose solutions, start conversations, etc.
Just think about: Who would benefit from knowing you, and who would you
benefit from knowing?
Answer that question, and you’ll begin to see how you can start conversations
with ease.

Flipping the Script
If your friend called you and said that she had the winning lottery ticket, and
it was all yours, would you go over to her house to pick it up?
I thought so.
So why is it, when you know that you’re fantastic at your job, that you worry
about “bothering” people when you think about networking with them?
There are many people who would see you as that winning lottery ticket, my
friend. They have a burning problem that they need to solve, but only
someone like you can solve it.
You’re worth a million bucks to them.
They’ve spent thousands on advertising, a recruiter, job ads and the like, and
still, they can’t find the right candidate for the role.
What would it be like if you – the golden ticket – just fell into their lap?
Do not worry about bothering people. Worry about making sure your value
proposition is laser-focused.
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Networking Outside the Job Search
Remember, all contacts count as networking – whether you’re job searching
or not; whether you just started a new job or you’ve been working at the same
job for fifteen years; whether they are contacts you made last week or last
decade. They all count.
Networking isn’t something you just do when job searching, and the people
you know, the relationships you build, and the former co-workers, managers
and employees you have known in your career are people you can network
with just as much (or more!) than cold contacts you can reach out to on
LinkedIn.
Don’t stop networking when your job search is over, and don’t neglect the
network you’ve built up to this point – even if you haven’t talked with them in
a long, long time.

Networking to apply for jobs – even if you don’t think
you’re qualified
According to an article in the Harvard Business Review, men will apply for a
job when they meet 60% of the qualifications for it, but women don't apply
unless they meet 100% of them.
That means women are counting themselves out from jobs that they might
have gotten if they were more willing to go for it.
My experience has been that plenty of men do this too!
It comes down to confidence and being willing to put yourself out there.
As a general rule, if you have 75-80% of the skills required for a position, and
the other 20-25% of skills aren’t critical on day one, you should apply.
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Remember, you probably are looking for some career growth in your next
role, so please, don’t wait for a tiny little skill gap. Even employers want
someone with a bit of room for growth, otherwise they know you’ll be bored
out of your mind, and ready to leave by week three.

Add value – even to those who are senior to you
While its true that someone a rung – or several rungs – up the ladder from
you might have more to offer in certain areas, that doesn’t mean you have no
value to offer.

Here are some ideas on how you can add value:
Time:
Is there something that you could volunteer to do (ideally something that
would expose you to leadership, new ideas, processes, etc.) that would help
the other person out?
Volunteer your time and make new connections and learn in the process.
Think about how you could rub elbows with higher ups, possibly showcase
your skills, talk about your experience or successes. Could you volunteer to
coordinate a meeting? Facilitate an event? Drive someone from the airport?
Whatever it is, see how you can help out and get exposure to more people.
Ideas:
Is there some way to offer a new perspective on something? Without
overstepping, as an outsider, can you give new insights or offer something
that hasn’t been seen before?
Sometimes, we’re too timid when it comes to offering new ideas. If you ask,
you might be surprised at who is willing to listen. You may get no’s, but it only
takes one yes.
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Expertise:
No one is an expert in everything. Do you share an interest where you have
the upper hand? Maybe you both love watercolor painting, but you’ve been
doing it for years. Introduce your new contact to your favorite paints, brushes
and sources of inspiration. You can level the playing field when you move to a
new field.
Practice
Networking can also come down to practice. For some, it can be scary to talk
to new people, no matter what. But when you have a strategy for who you
want to talk to, what you’re going to talk to them about, and how you’re going
to get in front of decision makers, it can help you to gain the practice you
need to build confidence over time.

Did you find this e-book helpful?

Wishingwell Coaching LLC is here
to help midlife professionals and
executives get past career mindset
blocks and create careers they are
excited about.
There’s much more available to
help you with your career in The
Career Shop and you can explore
career services offered to help
you skyrocket your career.
For more information, check out the Wishingwell Coaching LLC blog!
If you want to get to know more about me, Jessica Sweet, get to know me
here!
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