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Don’t let this be you




Take Charge of Your Career

e

Find that island of

your dreams and...

Rocket to it!
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Networking can
turbocharge
your career



WHAT WE'’LL COVER

Networking: What it is, and why bother
Strategy for building your network
How to reach out

How to easily keep in touch

AN N NN

Your brand, and intro. to your pitch




Networking
Getting introductions
and building relationships over time
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It’s all about keeping In touch

 Form lifelong
relationships

* Re-contacting is key
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Networking helps you...

Stand-out (lead) by I

bringing in new

*» Technigues

*» Strategies

*» Partners

*» Business intelligence

—
-

Learn about career options (that island...)

Tap the hidden job market (e.g. within NYPL)
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Bulld your
Network



Think BIG about your existing network!

People in your field

«  Work colleagues

« External colleagues

Other professional contacts

- Vendors

- People you worked with 10 years ago
- former professors

Family and close Friends

Acquaintances (e.g. your neighbor)
School classmates

Your dentist...
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At NYPL, who
depends on you,
and who do you

depend on?
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Create Your NYPL

“Stakeholder Map”

* List all your:

— “bosses” (not just the official one)

— peers (including business
partners, vendors)

— “subordinates” (including non-
direct reports who support you)

Those above von who influence v

-
=
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Peers — At Your Level
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Quarterly: Assess these
relationships, address gaps
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Ways to Build & Maintain Your Network

* Associations
—Professional
—Alumni
—Clvic organizations

* LinkedIn (and other social media)
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Quality Associlations and Groups
50%+ of members can help you

sl

Quality: ) | Quantity:

* Find and be found by (s~ Morelikely to be found,
the right people and to find others

* Discussions/networking
/learning
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How to Find Associations

* (Google them
* Ask your colleagues

WWW.meetup.com

HELLMANN CAREER CONSULTING

Career Coaching e Executive Coaching e Presentations e Interviewing e LinkedIn

HOME SERVICES PUBLICATIONS EVENTS BLOG TESTIMONIALS RESOURCES ABOUT CONTACT
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http://www.meetup.com/

LinkedIn Groups You Should Join

Educational Institutions
Organizations Where You Worked

Real-world Associations

Groups That Only Exist On
Linkedin
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LinkedIln: Who to Connect With
First |
Quality... '

Then
Quantity

d




Quality Connections

v Know in some way
& open to helping
(maybe)

v' Connection request
from stranger &
you want them in
your network
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If someone you don’t know

Build a relationship —
ask why they are reaching out

Example message (after “accept”): Hi Margaret, | appreciate
your request to connect (just accepted)! As I like to know
everyone in my first degree network, I’m curious as to how you
came across my profile and/or why you decided to reach out.
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Build Your Linkedin (and broader) Network
Quickly: 200+ Connections

If new to LinkedIn:
" Import address book
= “People you may know”
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Reaching out and
Keeping In touch



Include your “pitch” when you're reaching out by email to someone
you don’t know, to make yourself interesting/worth responding to

Subject: Referred by Helen Smith, re: HR people analytics
Dear Susan,

Helen (copied on this email) suggested that | reach out to you because she knows of both my HR leadership
background and your cutting-edge work in people analytics. | also read your fascinating profile in CLO,
congratulations on all you’ve achieved at YourCo. As an HR Director at MyCo, I'm looking to learn more about how
to bring the type of people analytics work you do into our organization.

| would greatly appreciate 15-20 minutes of your time to learn more about what you do. | believe this meeting could
be mutually beneficial; | would be happy to share with you some of the things we’ve done with performance
management and other aspects of HR that we’ve been recognized for in the industry.

Some background: in my current role as a Director for the past 3 years, | lead a team of seven professionals on
initiatives focused on retention, performance management and talent acquisition. Highlights:

* Increased retention by 63% for top performers

+ Transformed approach to performance management, improving perceptions of fairness

+ Created a national award-winning leadership development program

* Improved recruiting through new marketing channels and branding, e.g. increased web traffic by 40%

My LinkedIn Profile is www.linkedin.com/in/myname for your additional information.

| would be grateful for a few minutes of your time. Would you have 20 minutes available to talk?
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Segment your contact frequency

Not in your field?
2-3 times a year

In your field?
At least quarterly

In a job search?
Keep “everyone’
updated every 3-6
weeks

rob@hellmannconsulting.com
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Channels for keeping in touch

One-to-one

v
v
v
v

In-person meetings/coffees/lunches
Calls
Individual emails

Larger meetings or gatherings

One-to-many

v
v

Mass emails

LinkedIn updates

v' Social media posts
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If you feel you have nothing to say...

www.Journalofstuff.com/usefularticle

Subject: Additional thoughts

Subject: Hello and update

© 2017 Robert Hellmann LLC / www.hellmannconsulting.com 27
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Example: keeping in touch

Subject: Hello and update

Hi Ben, hope things are well with you and .... Thanks again for meeting with
me last month!

Thought | would update you on how things are going with my career
investigations. I've met with Linda in X department and also am reaching out
to a couple of colleagues in SHRM. The conversations have been interesting
and may benefit my current role or set me up for future opportunities.

If there is anything | can do for you, including introducing you to my network,
please don't hesitate to ask! | look forward to talking with you again soon.
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Keeping in Touch via LinkedIn

Share an article, photo, or update

< [ Write an article) < i Image) m

* View “Home” Page Updates

* Message your contacts
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Contact Management: 50% of Success

Have a contact management system! Inexpensive examples:

— Spreadsheet with columns for name, company, job target, next
action, date next action, last action, status notes, priority

— www.hubspot.com — free version; inexpensive:
https://app.lessannoyingcrm.com/ (there are many others — search
for “free inexpensive crm”)

— For Windows Computers — Try www.essentialpim.com — like an
Inexpensive, turbo-charged Outlook.
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An Essential
Networking Tool




Your Pitch is for..

= Networking, interviews,
Informational or business
meetings, surprise encounters

= Answers to “what brings you
here” “tell me about yourself”

= Making a memorable
Impression that differentiates you
— advances the conversation,
makes things happen
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Pitch Versions

Routine work interactions
\Voice message, or cold-call
Networking, sales “encounters”

Interviews, planned meetings

© 2020 Hellmann Career Consulting / www.hellmannconsulting.com 33

Five Second
20 Second
30 Second

Two Minute

rob@hellmannconsulting.com
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Organizing Your Pitch

_

1. Why they should care (branding/hook)

—_

2. How they should “categorize you”

3. What differentiates yog>5

— 30 — 2 minutes

4. Examples to back it up

5. Underlying your success (Two-minute only)

6. Turn it back to them

- -
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Your Networking Pitch

30 seconds to 1 minute

* For networking situations - e.g. at
a NYPL or association event, or
Informational meetings

* Any other interaction where time
IS limited and you want to share
your value.
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Step 1: To Develop Your Brand,
ask yourself...

* What makes me great at what | do?
 \What value do | add?
« How do | stand out?

* What is the essence of the role | perform
and the value It provides?
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Step 1 examples (branding/hook)

* Learning is a journey, and | provide the map (L&D professional)

* In my role | make Human Resources more *human” (HR
ombudsperson)

* We turn uncertainty into opportunity (Insurance underwiter)
| turn data into actionable knowledge (Business Analyst)

* | make PC’s dance (IT professional)

| can catalyze anything (research chemist)

* As an interim creative director, I've been told | get my clients’ brands
better than they themselves do

HCC
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Steps 2-5: a Subset of
Resume Summary Section

2. » LEARNING & DEVELOPMENT PROFESSIONAL

Bring close to ten years of experience and success developing and leading programs that have
consistently improved organizational effectiveness.

3.

® Cross-cultural L&D ® Talent Assessment = User Experience = ADDIE / SAM / Kirkpatrick

® Developed training and onboarding strategy that improved learning effectiveness by 50%+.

¢ Improved performance management at global organization; recognized for reduced rater bias and improved
rating accuracy.

e Developed performance management training tailored to all staff levels and functions, with major role across all
phases of ADDIE; demonstrably improved training effectiveness (Kirkpatrick Level 3).

4, — o Initiated web-based talent management assessment tool, in partnership with executive team and IT. Received
promotion based on initiative’s success.

® Keyrole in UX design for L&D app; conducted interviews, created questions, eliminated bias, recommended
design changes. Result: New design drove a quadrupling of app usage.

® Created “best practices” whitepaper that supported division-wide internal coaching and leadership programs.

e MA in Organizational Psychology, UC Berkeley, Magna Cum Laude (2013)

S—

"o
)

5. From reviews and LinkedIn recommendations: “thought leader,” “strategic business partner,” "key member of the team,”

”n

“proactive,” “communicates challenging concepts clearly”
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Make 1t Conversational

Do THIS...

NOT THIS!HT
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Really Simple

E ngaging

stories [nclucle T
U seful IR
Licensed Elements
Tailored
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The Five Second Pitch

A concise phrase that will generate
immediate interest...

—When answering an open-ended question
* How's it going?
* What are you doing these days?

—In a meeting situation when you want to
get across your value
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Examples: Your 5 Second Pitch

* “now that I'm done with the workflow management project...”

* “When | was the CFOQO...”

* “I've been busy in-sourcing our marketing analytics capabilities...”
» “...since completing the Google business partner negotiation...”

e Yours?
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Advanced

LinkedIn PEAK
PRESENTATIONS

‘~ T
LS

For your Job Search,
Business, and Career

Engage Your Audience
Get RESULTS

Includes the basics, and way beyond
Plus: How Twitter & other Social Media can help

Robert Hellmann

Robert Hellmann
Career and Executive Coach

MY EMAIL: rob@hellmannconsulting.com
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