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Networking

Remember the days when the family would congregate in the kitchen after a long day on the farm?  

Rather like ‘The Waltons’, they would sit around the kitchen table, eating supper, discussing the day’s 

events.  

Positive Personal Contact
Networking means contacting other people to share mutually beneficial information; one of the most 

important components of the modern world of work-search.  Networking expands your circle of 

friends and acquaintances through conversation, conferences and interviews.  When fully utilized as a 

job-search tool, it opens previously closed doors of opportunity to your next salary cheque.  Whether 

you’re looking for a job, or a career change, either undertaking will be greatly enhanced by the 

application of the networking principal.  

Have you ever gone downtown with your wife or partner, only to realize that they really didn’t want 

to buy anything?  They were just looking.  They wanted to see the latest fashions or sale items, so that 

at some point in the future, they could return to purchase a new blouse or a pair of shoes.  It’s called 

window shopping.  When the job-seeker is out there looking for a new position, he is window shop-

ping for potential employers.  

Done professionally and courteously, networking proves to be a highly productive and profitable 

enterprise.  Entrepreneurs do it all the time in order to get more business, develop leads or keep 

informed of the latest trends.  It’s only by talking to people who have access to certain information, 

that they stay in the loop.

Networking in Practice
Let's just look at an example of the networking exercise.

A colleague of mine was laid off and therefore needed to job-search.  At the time, he was considering 

further training to enhance his job prospects.  The local community college was running a four year 

Media and Communications Program for those wanting to enter the media field.  After gathering all  
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the information he needed about the program, his next step was research.  He contacted people who 

were employed on newspapers, radio and TV stations. 

His goal was to ascertain the media professionals’ view of the training program, and ask if it would it 

be worth investing four years of his time.  He secured appointments with three radio stations, one TV 

station and the city newspaper.  The exercise was profitable on four counts:

 • he made contacts in the industry

 • he discovered what the job prospects were within those industries

 • he had a professionals' view of the training program 

 • the employers indicated what the best route may be to getting hired

In addition to the information he gleaned, he also had personal tours of the top five media facilities in 

the city.  My colleague’s networking exercise gave him all the information he needed to take his next 

career step. 

The Informational Interview
Unfortunately, there are many employers who are inundated with would-be employees who want to 

conduct an informational interview.  They’re constantly fending off phone calls because they don’t 

have enough time to do their job, and grant interviews to students and job-seekers.  

An alternative perspective is required on the exercise to overcome the understandable reluctance of 

the employer.  The example stated above gives a good clue as to how employers can be approached.  

It can be done without exerting pressure, or giving the impression that this is just another informa-

tional interview from someone looking for a job.  If the appointment is construed to be with a peer or 

a fellow professional, the reception they give you can be totally different.

Opening the Door
So how do you open the door to potential employment, without it shutting in your face at the outset?  

After all, networking requires that you market yourself to potential employers.

Telephoning appropriate companies in your field, telling them you’re conducting informational 
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interviews, and can the person responsible for hiring spare 15 minutes of his time, can result in this 

response from the receptionist:

“If you’re looking for a job, we’re not actually hiring at the moment, but you can leave a resume at 

reception.”  

End of conversation, end of exercise.  

However, a different approach might be more productive:

“Hi, my name is Mike, and I’m a heating engineer doing some research on career transition within 

the heating industry in this city.  I was wondering if one of your engineers could spare a few minutes 

to meet with me?”

or

“I’m new in the city and I’m meeting with people in my line of work to get to know my way around.”

You could offer to meet them for coffee or lunch.  Show a genuine interest in the stated reason for the 

meeting, and experience shows that whoever you meet, is nearly always helpful, and will also ask 

questions about you and what you’re doing.  The key is to be genuine, and in no way give the impres-

sion that you’re only looking for a job.  This approach nearly always conveys the message to a poten-

tial employer, that all you want is a job.  The reaction as stated above will be to inform you that a 

resume can be left at reception.

Approach Potential Employers as Peers
Meet potential employers on their level, as a colleague and peer.  Most will have more respect for you 

because of your professionalism and courtesy.  The above are just examples of what you could say, 

but I’m sure you understand the principle involved.  

Another point to remember is that the results of your efforts may not materialize immediately.  One of 

my own successes came 18 months after the initial contact.  I had called a potential employer to 

arrange an appointment, and we met within a week.  The meeting went well, and I was invited to 

keep in contact, which I did.  Many months later, as I was approaching the conclusion of another 

contract and planning my next step, I received a call from the previous prospective employer inform-

ing me of a vacant position.  I subsequently applied and was hired.  Networking is about communica-

tion, and maintaining regular contact, whether it be once a month, bi-monthly or even annually.  Use 

discretion to determine what fits, but be persistent, and stay in touch!
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In Conclusion
One final note on any approach you decide to take with potential employers.  Always keep a resume 

handy.  You’ll be surprised how many times it is asked for during the networking exercise.   Don’t be 

afraid to refer to it during the conversation, and offer to leave it with them at the end of the meeting.  

And remember,

 • networking can be done with friends, colleagues or potential employers

 • opportunities can be utilized at private interviews, conferences, seminars, social   

  events, business meetings, or anywhere there’s a gathering of people

 • meet employers on their own level as a colleague or peer.  Don’t appear to be begging 

  for a job, it’s demeaning and does not leave the right impression

The networking experience is one to be enjoyed as you increase your circle of contacts, colleagues 

and friends.  It is a valuable opportunity to market yourself, your skills and your product, and is as 

simple as meeting around the kitchen table.
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