NETWORKING

Use networking for advice! 

DON’T ASK FOR A JOB OR A SALE, ASK FOR ADVICE/HELP. 

“So and so suggested that you were a good person to talk to for advice…  I am a (describe really briefly) looking for (describe really briefly…”.   (Don’t slip and ask for a sale or a job!)
People have trouble turning this down.  
Years ago I used it and was able to talk to the top person (gulp) in the organization, even the head of the Little Hoover Commission.  From this process, plus a “strengths” workshop related to jobs, I started my 25+ years career. 

DO THE “SIX DEGREES OF SEPARATION”  LIST.  

If you want to reach any specific person on the planet, you can identify a combination of people who you know, who know someone who knows someone who know someone who knows someone who knows someone who knows that individual – and who can introduce you.  (Make sure you have something of value, of course.)   The deminimus way of doing this, and one that does not need to be directed to a particular target person, is to start with people you know and ask who they know that you could contact to help in the process.  You would also ask each person you talk to who else you could talk to for advice and direction.   
HAVE A SET SCRIPT . 

Know the exact questions you will ask, as you will promise to only take 15 minutes total.

HAVE A GOOD SUMMARY  SHEET. 
Something like “What I Want”, “What I can contribute” (not your skills, but what you can contribute), “What type of company I’d like to work with”.  Really simple, easy to glance at, but you’ll talk it through, as not everybody will read it or look at it, but it, and a resume with cover sheet, will probably be left with the person.  

� The lame version of networking is going to an “event” and having 15 second conversations and handing your card out and trying to set an appointment to talk about one’s services, rather than asking for their advice or direction (which is not at all threatening).  For traditional business networking, read: 


en.wikipedia.org/wiki/Business_networking.  I am hesitant about the effectiveness of this technique, as many people use this to “feel like they are doing something” but often with poor results, except, perhaps, in “tip” organizations designed specifically to explicitly cross-refer.  If you’re in sales, read “Endless Referrals” and become a super-expert at it.





