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In a time where schedules only seem to get busier, the idea of networking most likely does not 

dominate one’s to-do list. Networking can be time-consuming and sometimes an awkward occasion 

given personality differences. Thus, the last thing that many professionals want to do is another 

“networking event”.  

However, a strong professional network can prove to be extremely powerful when it comes to 

your career success and an essential aspect of your job search. When done right, experts have said that, 

“networking will not only help you land a job faster, but will give you and competitive edge throughout 

every stage of your career”. By growing your network, opportunities arise, business partners appear, 

connections are made and trust is gained.  Even if you are well established in your job and have no plans 

of moving or advancing your career soon, networking has proven to be a valuable tool. Today, studies 

have shown that up to 80% of jobs are never advertised rather they are filled by word of mouth. 

Therefore, it is who you know and who knows you that matters. You must develop relationships and 

connections within your network to have more opportunities to advance your career.    

Personally, I believe that networking is more than just exchanging information with another 

person. Furthermore, networking is not begging for favors rather networking is establishing a long term, 

mutually beneficial relationship with people that you meet. Even though all of this may seem like 

common sense how do you go about networking. Here are some suggestions.   

1. Meet People through Other People 

The best and easiest way to meet people is through “referrals”. Be around people you already know and 

who know the people you are looking to meet. Being introduced through them or joining in with their 

conversations you will very likely receive a warm welcome and introduction to the person you wanted 

an introduction to.  

2. Leverage Social Media 

Social media is an effective way to get to know important contacts better and without the pressure of a 

face to face meeting that you may not be prepared for. Seek out like-minded or key contacts you would 

like to know better. Try commenting on a link they posted or responding to a comment they make, start 

a conversation with them and offer them value in return. I believe the key here is value. Offer someone 

something of value with a social media post or response. Additionally, be consistent with social media. 

One comment or post every month is not going to aide in networking. Lastly, when you have the 

opportunity to meet them in person, be sure to reference conversations had via social media.  

Ensure your online profile is always up-to-date. Many organizations often use social media platforms to 

connect with potential candidates, and even to check out your skills and experience.  

3. Do not ask for a job 

Networking is not asking everyone you know for a job, in fact, when you network experts and 

researchers have shown you should never ask someone for a job. You should ask individuals for 

information that will assist you in your job search. Your main networking goal should be to build a 

relationship and establish rapport so when a potential opportunity may arise in the future, your contact 

may be willing to refer you. 



4. Use your resume as a tool for advice/opportunity for connection 

During a job search another way in which you can network is by asking others that you have an 

established relationship with to review your resume and provide feedback for improvement. Through 

this interaction the individual will be able to discover and learn more about you. This could transition 

into them remembering a connection or providing insight for something that you may be best suited for.  

5. Let the other person speak 

When networking, be sure that you do not do all of the talking. The key is being a good listener. If you 

have asked another person for advice or their opinion, make sure they have the opportunity to offer it 

and tell you. If you do all the talking, the person may feel you are uninterested in what they have to say 

and unsure what action to take with the information you have supplied.  

6. Find ways for expansion 

One of the main goals of networking is not only to meet one or two people, but also to tap into the 

network of the people you are meeting with. Follow up conversations could involve asking your contacts 

if they can recommend a professional organization or the names of some of the people you should be 

talking with. This naturally can help to expand your network. 

7. Find a reason to follow up 

If you want to establish rapport with another person, create a reason to keep the relationship going. 

One idea that I have experienced for example is if you read an article that adds to a discussion you had 

during a networking meeting or social media interaction, save it and send it to them with a brief note on 

what you found interesting and how you think it could benefit them. Several articles reference and 

recommend interacting 2-3 times yearly with everyone in your network as the minimum.  

8. Always remember to be thankful 

Building a network is about creating a genuine, caring relationship. Thank your connection for the 

information they have given. 

Please feel free to network with me.  
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