Networking for
Beginners and
Introverts

Practical tools you can use the same day — no experience required

Lake Grove
JOB SEEKERS



TODAY'S 80-MINUTE JOURNEY

Interactive e Practical ® You'll leave with real tools and 2 actions

3 N .
\{ Welcome, introductions

Why networking matters — the real numbers

@

Meet & Greet, - Goal, leave today with:
Where & how to start — types, events, ice breakers Your 30 sec. story/pitch
&

1 real action you will

take this week. j

#"  EXERCISE 1.Your 30-second story — write it now

& Theinformational interview —Video introduction & full playbook

I ® The coffee chat & outreach email formula

#"  EXERCISE 2. LinkedIn outreach to 1 connection — write it now



Introduction

Your networking journey starts now.



LET'S START WITH YOU

No right or wrong answers — all of these are completely normal

What's your biggest worry about networking right now?

| don't know what to say | ° I'm afraid of being rejected
I'm too shy / I'm an introvert | 0 I don't know where to start

® Share your answer in the poll — it gives everyone an idea what keeps them worried. The results are anonymous.




THE INTROVERT ADVANTAGE

Introverts are often the BEST networkers — here's why

You listen deeply

@ People feel truly heard. That's rare and ‘.

memorable. Most people are too busy
thinking of what to say next.

You build real relationships

' You prefer fewer, deeper connections. That's ..

not a weakness — that's exactly what great
networking is.

You prepare thoroughly

You research before you reach out. That
genuine preparation shows — and sets you
apart from everyone else.

One-on-one is your strength

Coffee chats and informational interviews are
intimate conversations — your comfort zone,
not your challenge.

@ Networking is not about working a room. It's about one genuine conversation at a time — and you're built for that.




WHAT NETWORKING ACTUALLY IS

The reframe that makes everything feel possible

"The cultivation of productive relationships." — Dictionary
"It is not who you know, but who needs to know YOU." — Pam Gross
Networking is NOT... v NetworkingIS...
X Begging for a job v/ Building genuine, two-way relationships
X Collecting as many contacts as possible v Asking for information and advice
X Fake small talk with strangers v Helping others — and receiving help

v/ Learning about careers, industries and specific

X Selling yourself in every conversation . L
companies/organizations

X A one-time event you can tick off v Along-term career habit, not a sprint

The mindset shift: You're not asking for favors. You're starting a conversation that could help both of you.




WHY NETWORKING MATTERS

The numbers explain why job boards alone won't work

85% 70% 3x

of jobs filled of jobs never more likely to get
through networking publicly advertised an interview with a referral

A as w

. The hidden job market is real. Most positions are filled before they're ever posted — through conversations,
referrals, and relationships you build now.

(7 If 70-85% of jobs come through networking, shouldn't 70% of your job search time be spent on it?




3 TYPES OF NETWORKING

Start where you feel most comfortable — then build from there

MEET & GREET
The Everyday Conversation

Level: Beginner-friendly

Your neighbor. Your barista. Someone in
this group.

No agenda, no prep needed — just a
genuine question and a smile.

MEET & GREET
The Coffee Chat

Level: A small stretch

A 20-30 minute one-on-one
conversation — in person or on Zoom —
with someone who you met and
interests you.

"What brings you here today?"

"Would you have 20 minutes to
chat?"

TARGETED MEETING
The Informational Interview

Level: Goal-directed

A targeted and structured conversation
in a role, company, or industry you want
to learn about. You come prepared —
they share their experience.

"I'd love to learn about your
journey."




Meet & Greet

us mindset



WHERE TO FIND YOUR PEOPLE

Start close to home — then expand outward

This Group, Lake Grove Job Seekers LinkedIn Groups

This group. Your fellow job seekers are your first,
immediate network, your family, your village.

Join our LinkedIn group : LGJS Career Development Community
and groups in your field. Comment, share, start conversations.

Meetups & Events Alumni Networks

q Your school's alumni community actively wants to help
fellow graduates.

meetup.com, conferences, career fairs, local professional
groups.

Nonprofits attract motivated professionals — and it's
giving, not asking.

One-on-one conversations: warm, low-pressure,
surprisingly powerful.

Sports & Hobbies

Running clubs, gyms, book clubs — shared interests create
genuine bonds.

Former Co-workers

n Managers, colleagues, vendors, partners you've worked
with. They know you.

Volunteer Work I Q Coffee Chats

. Portland-specific: Meetup.com - Calagator.org (tech) - WorkSource Oregon - Mac's List - Smart-Peeps.com - PDXMindshare



https://www.linkedin.com/groups/13519405/

Start

Today

Your neighbor.
Your barista.
The person next to you.
Anyone at all.

Small conversations build the habit.

You don't need a script. Just curiosity and a warm question.

Say hi to your neighbor

Ask how their week is going. You never know who they know. ‘How is your day
going so far”?

Chat while getting coffee

A friendly comment can turn into a lasting connection. "I like your shoes”!

Talk to someone in this group

Everyone here is on the same journey. Ask what they're working toward.

At events — arrive early
Be the first one there, step into a smaller crowd = easier to approach. Warm up
with 2-3 people first.
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3 ICE BREAKERS THAT ALWAYS WORK

No perfect line needed — warmth and curiosity are enough

?

) —

Show Curiosity Find Common Ground End with a next step
"What brings you to this “I'm also exploring [topic] — "I'd love to stay in touch — are
event?" how did you get into that?" you on LinkediIn?"

Open-ended questions invite Look for shared interests, goals, or

Don't wait for them to ask. A concrete

conversation. People love talking challenges. Connection follows .
next step = no awkward ending.

about themselves. naturally.

& For introverts: one warm question is enough. You don't need to talk a lot — you need to listen well.




Send a Short, Warm Email or Linkedin message

Keep it friendly, genuine, and about THEM — not about your job search.

STEP
y

a Sample Email/ LinkedIn message

Subject: Quick question — I'd love to learn from your experience

Hi [First Name],

Invite for
. l My name is [Your Name]. | came across your profile while researching
VI rtua Meet & [Company/Industry], and your experience in [specific area] really stood out to me.

Greet I'm currently exploring opportunities in [field] and would genuinely love to hear about

Online, Phone your journey. Would you have 20 minutes for a coffee chat sometime in the next few

. weeks?
Someone you just met.

Someone you admire.

. . . -
Someone whose work interests you. No preparation needed — just a friendly conversation! I'm happy to work around your

schedule.
Thank you so much for considering it.

[Your Name] | [LinkedIn URL]

13



OUTREACH EMAIL EXAMPLES

Real examples using the 6-point formula — notice what they all have in common

Your product management
Subject:  experience at Red Hat and
Blue Tie

Hi Jeff,

I'm Brooke, a fellow Duke alum. May |
chat with you for a few minutes about
your product management experience at
Red Hat and Blue Tie?

I'm trying to learn more about product
management in the North Carolina tech
space, so your insights would be greatly
appreciated.

Tip: add 3 suggestions [Date, Timeslots,
Location] to meet.

Would this work for you?

Best regards,
Brooke

Dan Solar recommended that |

Subject:
unjec reach out to you

Hi Patricia,

My neighbor, Dan Solar, thought of you
immediately when I told him I'm now
exploring a move into EdTech.

May | have a few minutes to ask about
your sales experience at Enspire Learning?

We could meet online, on the phone, or at
a local coffee shop near you. Would [date,
time , mention 3 options ] work for you?
Your insights would be greatly appreciated.

Best regards,
Adrian

Source: Based on The 2-Hour Job Search and The Job Closer, both by Steve Dalton

|
Your interview in last month's

Subject: . .
Science magazine

Hi Dr. Johnson,

| am a researcher at the OHSU Knight
Cancer Institute. | found your thoughts on
the Cleveland Clinic's trial use of
nanomachines in last month's issue of
Science very interesting.

Would you mind discussing your work
further in a brief chat? Would [date, time ]
work for you?

Thank you for your time,
Caroline



VIRTUAL MEET & GREETS

Just as powerful — and easier for introverts

E BEFORE

Log in 10 minutes early to
check your tech

Screen name = first + last
(same as LinkedlIn)

Have your e-mail and LinkedIn
URL ready to paste in chat

Prepare your 30-second story
in advance

DURING

Use the chat to introduce
yourself + paste your URL

Ask a question or comment to
start a conversation

Respond warmly when others
introduce themselves

Exchange LinkedIn URLs / email
addresses in chat

v AFTER

Invite attendees to connect on
LinkedIn

Send a short note: 'Great to
meet you — let's chat!'

Follow up with a coffee chat
invite if interested

Stay in touch every 6—8 weeks

Sample chat intro: "Hi, I'm [Name] from Portland. I'm exploring [field]. Happy to connect! [LinkedIn URL]"

H




Send a Short, Warm Email

Keep it friendly, genuine, and about THEM — not about your job search.

STEP
3

a Sample Email

Subject: Quick question — I'd love to learn from your experience

Hi [First Name],

I nVIte for It was great to meet you at Lake Grove Job Seekers today. Your experience in [specific
C ff area] really stood out to me/l would love to exchange ideas on networking events/
orree Learn if we could be accountability partners during our job search.
In Person
A we briefly discussed, I'm currently exploring opportunities in [field] and would
genuinely love to hear about your journey. Would you have 20 minutes for a coffee

S el R A chat sometime in the next few weeks?

Someone you admire.

Someone whose work interests you. . . . . .
No preparation needed — just a friendly conversation! I'm happy to work around your

schedule.
Thank you so much for considering it.

[Your Name] | [LinkedIn URL]
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Live Coffee Chats

Just getting to know a new person. Be yourself and be curious

& BEFORE COFFEE DATE

() The day before the coffee chat o
meeting. Send a confirmation.
“Hi, just reaching out to
conform our coffee tomorrow.
: . o
Looking forward meeting you
tomorrow at PLACE X at X
time”. @

@ Thinkof 1lIcebreaker, and an
opening from where you left
off the introduction.

@ Whatareyou curious about,
what would you like to learn,
know from this person.

Arrive early, send a text, email
when you are running late.

Offer to buy coffee
Thank them for meeting

Ask a question or comment to
start a conversation

“Hi, Good meeting you again,
how’s your dog? What did you
think of the meeting we met?”

v AFTER

Send a short note:

"Thank you for meeting me
today. | would like to stay
connected. Is it ok to link
online and meet up?”

Stay in touch when relevant
with articles, podcasts, books,
shared interests — not about a
possible job.

Sample chat intro: "Hi, I'm [Name] from Portland. I'm exploring [field]. Happy to connect! [LinkedIn URL]"

H




4

Attend In-Person
Events

Conferences.
Career fairs.
Industry meetups.
Our Monday meetings.

How to show up and make it count

Events are the easiest place to meet new people face-to-face — follow this sequence:

Arrive early

Check in, grab a name tag, scan the room. Be the first one there and approach
one person or a smaller crowd = easier to approach.

Start with a warm comment

"Love the speaker line-up!" or "Have you been to these events before?"

Introduce yourself + exchange

Follow up within 24 hours

LinkedIn connection + a short personal note: "Great meeting you — let's stay
in touch!"

Give your 30-second story. Exchange business cards or swap LinkedIn QR codes.

18



WHERE TO FIND NETWORKING EVENTS

Focus on events with a specific topic or industry — avoid entrepreneur-only mixers

LGJS Career Development Community

" Lake Group Job Seekers LinkedIn Page. Connect with fellow job seekers, post, and find
network events.

Professional Associations

Meetup.com

WorkSource Oregon

Calagator.org

Smart-Peeps.com & PDXMindshare

Mac's List Events

Incight / Jobslist.org

{v Local chapters are the #1 source of meetups, trade shows, and career fairs.
Try Al: 'active chapters in Portland OR in the [tech, marketing, non profit, finance ]...add
your interest group.

Many tech & career groups.
Try: Portland Design Thinking Meetup, Fintech PDX, and HR groups.

Sign up for newsletters. Hosts the High Tech Networking Group: Beaverton/Hillsboro.

Comprehensive tech events calendar for the Portland area.
Sign up for bi-weekly newsletters for aggregated event listings.

Nonprofit and marketing industry focus.

JobFair PDX focus

. Also check our Monday Meetings and our LinkedIn Connect group— a low-stress, beginner-friendly way to practice. You

already know everyone here.



https://www.meetup.com/
https://worksourceoregon.org/
https://calagator.org/
https://smart-peeps.com/
https://smart-peeps.com/
https://smart-peeps.com/
https://pdxmindshare.com/
https://www.macslist.org/
https://www.linkedin.com/groups/13519405/
https://www.incight.org/
https://www.incight.org/
https://www.incight.org/
https://www.linkedin.com/groups/13519405/

Let’s create and practice
your story

A 3 minute workshop, write and exe ow



YOUR 30-SECOND STORY

The one tool you need before any networking conversation

The WHO + WHAT + WHERE + CURIOUS formula

WHO you are

"I'm a marketing professional with 5 years in digital campaigns..."

WHAT you've done

"...I've helped small businesses triple their online engagement."

WHERE you're going

“I'm now exploring a move into B2B SaaS marketing."

WHAT you're curious about

"I'd love to learn how companies like yours approach content strategy."

. 30 seconds max. Practice out loud so it sounds natural. End by showing curiosity about THEM — not a monologue about you. o



* EXERCISE 1 OF 2

Write Your 30-Second Story

YOUR TEMPLATE

Good morning my name is

lama
a background in

| have helped / | specialize in

I am now looking to

I'd love to learn about

. Thanks, name........

@ You'll use this story in every networking conversation from today on.




The most powerful 20—30 minutes in your job search

The Informational
Interview

Where a conversation turns into a relationship —
and a relationship turns into an opportunity.

Click on image to start the 3 min. video


https://youtu.be/m6Pa4ZB4mvQ

WHAT IS AN INFORMATIONAL INTERVIEW?

Hint: it's not a job interview — you're in the driver's seat

A 20-30 minute conversation where YOU ask the questions. You are not being evaluated — you are learning
from someone's experience, insights, and network.

What you gain from every informational interview:

Q Get a reality check about a role or industry I @ Learn what skills are actually valued right now
. Expand your network — each meeting leads to 2—
I f I
.] Understand company culture before applying I @ 3 more
I - Get referred before a job is ever publicly posted I @0 Clarify your own career goals and direction

(O Rule #1: Do NOT ask about jobs. Seek information and build trust first — the referral will come naturally.

24



UNDERSTAND YOUR AUDIENCE — FIND YOUR ADVOCATES

You'll need to reach out to many people — but your Advocates DO exist

Curmudgeons

90-95%

MOTIVATION

Self-interest

(0] ] [T-£11-1

MOTIVATION

Guilt

Advocates

MOTIVATION

Love helping

RESPONSE

Ignore you completely

RESPONSE

String you along, waste your time

RESPONSE

Jump in, respond fast, give real help

WHAT TO DO

Move on quickly — don't chase. They
are not a reflection of your worth.

WHAT TO DO
Watch for false positives: slow replies,
no concrete action, cancelled
meetings.

WHAT TO DO

These are your people. Nurture these
relationships carefully. « & &~ -

@ Goal: Identify Advocates as fast as possible. Spend your energy there — not chasing Curmudgeons or Obligates.




4 QUESTIONS THAT WORK IN EVERY MEETING

Just pick 3 question! Quality over quantity — your go-to conversation starters

”Tell me more about your Company NAME’

Why: Opens their story, shows your curiosity, interest, and you will get an idea of the culture, fit,

"What does success look like in your role, and how did you build the skills to get there?"

Why: Opens their story, shows your ambition, reveals the skills you should be developing.

Why: Shows you think strategically and gives you real market intelligence.

"Is there someone in your network you'd recommend | speak with to learn more?"
Why: The most powerful question — every yes multiplies your network exponentially.

G "What trends or challenges do you see shaping this field in the next 2-3 years?"

. Prepare 5-7 questions but only use 3 max. Listening matters far more than asking.

N




THE INFORMATIONAL INTERVIEW PLAYBOOK

Before ¢ During * After — every step covered

E BEFORE v AFTER

o Research their career path &
company

() Prepare 5-7 questions (use 3 at
most)

o Know your goal: 'l want to
learn about X'

o Send a calendar invite with a
brief note [share a specific
goal]

Thank them & confirm the time
limit

Listen 70% of the time, speak
30%

Take notes — ask permission
first

End with: 'Who else should |
speak with?'

Send a thank-you email within
24 hours.

Also send a thank-you email to
your referral person if
applicable

Connect on LinkedIn with a
personal note

Follow up on any action items
mentioned

Stay in touch when relevant.
share articles, posts on topics
you discussed

27



THE THANK-YOU EMAIL — Send Within 24 Hours

One personal detail = one lasting impression

This is how you stay memorable long after the conversation ends.

Subject: Thank you for your time, [First Name]!

Hi [First Name],

Thank you so much for taking the time to chat with me today — | truly valued your insights on [specific topic they
mentioned].

Your point about [something specific they said] gave me a lot to think about, and I'll definitely be looking into [action item].
I'd also love to follow up on your suggestion to connect with [name they mentioned].
I'll keep you posted on my progress. It was a genuine pleasure to connect!

Warm regards,

Faze P 28 _rae PV |

. Always mention 1 specific thing they said. Could be as simple as how is your dog, cat...when you talked about the well-being of
the cat, dog.....Generic thanks are forgotten. Personal thanks are remembered.

" Send a thank-you email for the referral person — if applicable.



STAYING IN TOUCH

Networking is a habit — not a one-time event

After your first conversation, keep the relationship alive with small, consistent gestures:

m Send the thank-you email — specific and personal

=

I Follow up on any action items — introductions promised, articles shared

I Send a quick update: an article that made you think of them, a win, a question

I Tell them! They helpec! you ge_t here, and you are here to help them in the future. Close the
loop and express genuine gratitude.

Connect on LinkedIn with a short personal note

Relationships grow through small, genuine gestures. You don't need a reason — a brief, warm note is enough.



#" EXERCISE 2 OF 2

Send a Real Linkedln Message — Today

(77 10 minutes * You'll leave today with 1 real connection started

Open LinkedIn on your phone or laptop

1
Go to the search bar. Think of one person whose career interests you.
Find them — alumni, colleague, anyone
omeone in this group, an alumnus, a former colleague, or someone whose wor
2 s in thi I I h K

you admire.

Open and read the profile, Click 'Connect' and write a personal note
3 Be sure to read the persons full profile first.
Use the template on the right. Keep it under 300 characters/ x words.

a Hit send. Right now.

Don't wait until it's perfect. Good enough and sent beats perfect and never sent.

One message sent today beats ten planned for later.

Connection Note Template

Hi [Name],

| came across your profile and was really
impressed by your work in [area].

I'm exploring a career in [field] and would

love to connect and learn from your
experience.

Happy to connect!




YOUR NEXT STEPS

Start this week.

Say hello to someone new today

1
Your neighbor, your barista, or someone here. Use one ice breaker. That's it.
Send 1 LinkedIn connection request
2
You wrote it in Exercise 2. If you haven't sent it yet — send it now.
Send 1 coffee chat invite by Friday
3
Use the email template from Slide 19. Your only goal: get a 20-minute conversation.
Book your first informational interview
4

Prepare 3 questions. Listen more than you talk. Send a thank-you within 24 hours.

Every professional you admire once started exactly where you are now. They just made the first move.



Lake Grove
JOB SEEKERS

You've got this

Networking is just conversations with purpose.
And you just proved you can do it.

RESOURCES & CONNECTIONS

Connect with your coaches on Linkedin Your homework this week

Rich Lehmann, Bob Yokoyama, Mariek Witlox 1 hello - 1 LinkedIn - 1 coffee chat invite



http://linkedin.com/in/richl
http://linkedin.com/in/bobyokoyama
http://linkedin.com/in/mariekwitlox

EXTRA INFORMATION

®m Greg The Introvert Networker

m Pat Romboletti _ Bulletproofyourcareer

m |siah Henkel / Overqualified

33


https://theintrovertednetworker.substack.com/?utm_campaign=pub&utm_medium=web
https://theintrovertednetworker.substack.com/?utm_campaign=pub&utm_medium=web
https://bulletproofyourcareer.com/
https://bulletproofyourcareer.com/
http://isaiah@overqualified.com
http://isaiah@overqualified.com

NEXT STEPS:

= See our website for additional information

= Create/add to your list of your current contacts

» Dig deep, you know more people than you realize.

®  Start tracking your interactions and follow up
regularly to stay top of mind

» Spreadsheet (our website); Teal.HQ; other system.

= Make a commitment to yourself
» Contact X people next week or X people per day.
» Onceyou start, it gets WAY easier!

= Schedule ONE meeting to get started
» PRO TIP: Start with another job seeker!

o

Lake Grove
JOB SEEKERS

Networking: Getting Started

When you're looking for a job everyone tells you to
network, but what does that mean?

In the beginning, it's simply reaching out to people
you know, then expanding that group to people you
want to know.

Your goals at the start might be to gather
information and clarify your goals, and the more
people you can chat with, the better.

Your potential network is much bigger than you
realize, and studies show that it's people who don't
know you well (weak links) who can be the biggest
help.

g Questions!

Leamnv Connect v Events v

Career Pivots

Intros/Tell Me About Yourself
Resumes/Storytelling
Linkedin Profiles/Activity
Other Materials

Job Search Strategy

Target Lists

Company Research
Recruiters

Job Boards/Applications
Cover Letters

Networking: Getting Started
Networking: Advanced
Interview Prep

Interview Practice

Interview Tools
Offer/Negotiation
Professional/Soft Skills
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NETWORKING RESOURCE ROUNDUP

« LinkedIn 201: Find potential contacts at your target companies.

 The 2-Hour Job Search LinkedIn group (and book) shows how to connect with boosters.

* Al Prompts for Networking: Use these prompts to help your efforts.

* Networking Tracker: Track all your networking outreach activities.

* Informational Interview Questions: Review the list for inspiration about what to ask.

« Sample One-Pager or Open to Work document: An overview of your value and what you’re seeking.

* Guide to Networking: Read for best practices for networking on LinkedIn.

« Personal Business Cards: Create a card to help contacts remember to take action.

* The 20 Minute Networking Meeting book: Learn how to network successfully.

35


https://lakegrovejobseekers.org/assets/uploads/documents/Linkedin-201.pdf#asset:6406@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/Linkedin-201.pdf#asset:6406@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/Linkedin-201.pdf#asset:6406@1:url
https://www.linkedin.com/groups/4930157/
https://www.linkedin.com/groups/4930157/
https://www.linkedin.com/groups/4930157/
https://www.linkedin.com/groups/4930157/
https://www.linkedin.com/groups/4930157/
https://www.amazon.com/s?k=2-hour+job+search&hvadid=580765960520&hvdev=c&hvlocphy=9032853&hvnetw=g&hvqmt=e&hvrand=9811083505953666078&hvtargid=kwd-45167642661&hydadcr=21876_13324225&tag=googhydr-20&ref=pd_sl_9566yz3kc1_e
https://lakegrovejobseekers.org/assets/uploads/documents/AI-Prompts-for-Networking.docx
https://lakegrovejobseekers.org/assets/uploads/documents/AI-Prompts-for-Networking.docx
https://lakegrovejobseekers.org/assets/uploads/documents/Networking-Tracker.xlsx#asset:6268@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/Networking-Tracker.xlsx#asset:6268@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/Informational-Interview-Questions.pdf#asset:10189@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/Informational-Interview-Questions.pdf#asset:10189@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/One-Pager-Example.docx#asset:12467@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/One-Pager-Example.docx#asset:12467@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/One-Pager-Example.docx#asset:12467@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/One-Pager-Example.docx#asset:12467@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/Open-to-Work-Info-Sheet_instructions-and-template.docx
https://lakegrovejobseekers.org/assets/uploads/documents/Networking-on-Linkedin-Condensed.pdf#asset:8350@1:url
https://lakegrovejobseekers.org/assets/uploads/documents/Networking-on-Linkedin-Condensed.pdf#asset:8350@1:url
https://www.recruiter.com/recruiting/7-reasons-why-you-need-personal-business-cards-and-7-facts-to-include-on-them/
https://www.recruiter.com/recruiting/7-reasons-why-you-need-personal-business-cards-and-7-facts-to-include-on-them/
https://www.amazon.com/s?k=the+20+minute+networking+meeting&hvadid=580712020684&hvdev=c&hvlocphy=9032853&hvnetw=g&hvqmt=e&hvrand=16018381642529275525&hvtargid=kwd-306985053486&hydadcr=21933_13324183&tag=googhydr-20&ref=pd_sl_8w2diko9xs_e
https://www.amazon.com/s?k=the+20+minute+networking+meeting&hvadid=580712020684&hvdev=c&hvlocphy=9032853&hvnetw=g&hvqmt=e&hvrand=16018381642529275525&hvtargid=kwd-306985053486&hydadcr=21933_13324183&tag=googhydr-20&ref=pd_sl_8w2diko9xs_e
https://www.amazon.com/s?k=the+20+minute+networking+meeting&hvadid=580712020684&hvdev=c&hvlocphy=9032853&hvnetw=g&hvqmt=e&hvrand=16018381642529275525&hvtargid=kwd-306985053486&hydadcr=21933_13324183&tag=googhydr-20&ref=pd_sl_8w2diko9xs_e
https://www.amazon.com/s?k=the+20+minute+networking+meeting&hvadid=580712020684&hvdev=c&hvlocphy=9032853&hvnetw=g&hvqmt=e&hvrand=16018381642529275525&hvtargid=kwd-306985053486&hydadcr=21933_13324183&tag=googhydr-20&ref=pd_sl_8w2diko9xs_e

BONUS: MORE INFO INTERVIEW QUESTIONS TO ASK

= Rewards: What do you find most rewarding about this work?

= Advancement: How does one move from position to position? Or from grade to
grade? How are employees evaluated? What kind of training is provided?

® |ndustry: What trends do you see for this industry? How much of your business
is tied to (the economy, govt spending, weather, etc)

= Advice: When the time comes, how would | go about finding a job in this field?
What additional experience (paid or volunteer) or education would you
recommend?
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BONUS: EVEN MORE QUESTIONS TO ASK

= Demand: What types of employers hire people in this line of work? Are they
local? What other career areas are allied to your work?

= Hiring Decision: What are the most important factors used to hire people in this
work (education, experience, personality, etc.)?

= Referral to other information: Can you name a relevant trade journal | should
review regularly? Are there professional organizations | could join to further my
knowledge and meet others?

= Do you have any other advice for me?
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WAYS TO APPROACH PEOPLE

®= These articles offers different scenarios and examples, e.g., asking for advice,
reconnecting with an old colleague or mentor or inquiring about a job/company.

«  What to Say When You’re Reaching Out to Someone on LinkedIn

« How to Reconnect with Former Colleagues

« Howto (Non-Awkwardly) Reach Out to Old Contacts
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https://www.upskilled.edu.au/skillstalk/how-to-reconnect-with-former-colleagues
https://www.upskilled.edu.au/skillstalk/how-to-reconnect-with-former-colleagues
https://www.themuse.com/advice/how-to-nonawkwardly-reach-out-to-old-contacts
https://www.themuse.com/advice/how-to-nonawkwardly-reach-out-to-old-contacts
https://www.themuse.com/advice/how-to-nonawkwardly-reach-out-to-old-contacts
https://www.themuse.com/advice/how-to-nonawkwardly-reach-out-to-old-contacts

THE 6-POINT OUTREACH FORMULA

Based on Steve Dalton's '2-Hour Job Search' — gets ~5-10% response rates

Keep it SHORT

Under 75 words. Long emails get ignored.
People are busy.

State your CONNECTION
Mutual contact, alumni group, or same event?

Mention it first.

Be SPECIFIC & BROAD
'Product management in autonomous vehicles'

— credible but not too narrow.

Ask for INSIGHT

'I'd love to learn from your experience' — NOT
‘Do you have any jobs?"

Format as a QUESTION

End with a '?' — it demands a response and
communicates confidence.

Focus on THEM

Over half your words should be about them.
Avoid 'about me' language.

@ Send via both email AND LinkedIn message. Follow up at least twice — people forget even when they mean to respond.

39



	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26
	Slide 27
	Slide 28
	Slide 29
	Slide 30
	Slide 31
	Slide 32
	Slide 33: eXTRA INFORMATION
	Slide 34: Next steps:
	Slide 35: Networking resource roundup
	Slide 36: Bonus: More info interview questions to ask
	Slide 37: Bonus: even  More questions to ask
	Slide 38: ways to approach people
	Slide 39

