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NO to Passive / Reactive
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YES to Active: Take Control

Find that island of Rocket to it!
your dreams andé

© 2020 Hellmann Career Consulting / www.hellmannconsulting.com 4 rob@hellmannconsulting.com Hcec



Networking can
turbocharge
your career



WHAT WEOLL COVER

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

Your pitch i an essential networking tool

< < < < <

How to easily keep in touch




Networking

Getting introductions
and building relationships over time
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L 0 Q&a I|kéepinglinGoRaled

AForm lifelong
relationships

ARe-contacting is key




Net wor ki ng hel ps

Stand-out (lead) by
bringing in new

X Techniques

X Strategies

X Partners

X Business intelligence

Learn about career options (t

Tap the hidden job market
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ob sear ch, | t O
t he NHI dden Job Mar |

This relationship-driven
market for unadvertised jobs
gets you the interview as soon
as thereds an o
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How to Tap i1 nto the nHiI dd

1. Build relationships that lead to informational meetings and
Interviews

2. Have high-ROI informational meetings
3. Keep in touch
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Strategy for Active Search

Stage 2:
at least six
things* in

the works

Stage 1: get the word
out to your network i
200 people!

* Athingso = meetings or interviews with people o
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1. Build relationships that will lead to informational
meetings and interviews



Think BIG about your existing network!

People in your field

A Work colleagues

A External colleagues

Other professional contacts

- Vendors

- People you worked with years ago
- Former professors

Family and close Friends

Acquaintances (e.g. your neighbor)

School classmates

Your denti st é
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In your job,

who depends on
you and who do
you depend on?
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Those above vou who influence vour job

Create your current job
NStakehol der

OO
OO

A List all your:
b Aibosseso (not just

b peers (including business
partners, vendors)

b Asubordinateso (i nc¢
direct reports who support you)

Peers — At Your Level

You are

Lower Level than You

Quarterly: Assess these
relationships, address

gaps
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Ways to Build & Maintain Your Network

A Referrals & Introductions ‘ Ef
A Cold outreach ‘ar
A LinkedIn &E

(and other social media) = D) |

sl |

A Associations = SR~

b Professional

b Alumni

b Civic organizations
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Elements of Success
AFocus on value to then
AAsked for just 20 minutes

. . . AMutually beneficial
Cold Contact (nformational meeting) Arowert | pieh
Subject: Your CFA talk |l ast September é ANot asking for a job

ANo reference to a resufne

Dear Eleanor, Acall to action

AShow appreciation
Your talk at the CFA Society in September resonated strongly; | appreciated your take on the current opportunity in Latin America, as |
adopted this same strategy in managing a portfolio for InvestCo5. On another note, | notice that we share two connections and three
groups on LinkedIn.
As a portfolio manager and CFA, |1 dm beginning to |l ook fwerymwhher opportunit
appreciate 15-20 minutes of your time to gain your insight on how | might be of help to InvestCol down the road. | will not be expecting
any openings at InvestCo1; this request is purely informational.
Our conversation could be mutually beneficial. My success with the strategy you outlined might be of interest to you. As well, | have a
broad and deep network on LinkedIn (I know all of my roughly 800 contacts) and would be happy to make introductions.

Some background: | have over 15 years of experience achieving returns that have consistently outperformed the benchmark, as a

Portfolio Manager (InvestCo5, InvestCo6). My expertise includes fixed income, equities, options, convertible arbitrage, and cross-

asset class trading. Highlights:

A Managed portfolios of over $1 billion, achieving returns that were twice the peer average through 2008-2010.

A Took underperforming portfolios at FinCol and FinCo2 and turned them into successful profit generators. Pitch

A Took positions that netted returns of over 140% in six months, through research on distressed investments.

A Created four asset allocation products including a $640 million dollar target date fund series and a $1.6 billion risk-based series.

AConsidered a subject-matter expert; presented at | ast yeards X conference; regflularly asked
and investment committees.

—_—

My LinkedIn Profile is www.linkedin.com/in/x if you would like to find out more about me.

| would value and appreciate your perspective on my situation and believe even a brief meeting could be beneficial. Would you have a
few minutes available to talk, perhaps sometime next week?
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http://www.linkedin.com/in/stevejones

|l nclude your nApitcho when youore
you dondot know, to make yourself

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; congratul ation¥ou€m all youdve achieved at
As an HR Director most recently at MyCo, | 6m beginning a search for new opportuni
Given all of youbébve accomplished in this sector, I would gre

your perspective on my search (I will not be expecting any job openings). If interested, | would be happy to
share insights gained from my industry-recognized work on performance management, or introduce you to
people in my extensive network.

Some background: with 15 years of HR |l eadership experience,
performance management and talent acquisition. Highlights:
Pitch A Increased retention by 63% for top performers

A Transformed approach to performance management, improving employee engagement by 15%
A Created a national award-winning leadership development program
A 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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LinkedIn: Who to Connect With

First
Qual i

Then
Quantity
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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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| f someone you dondc

Build a relationship 1
ask why they are reaching out

# PO9EHD= E=KK9? = :HdMargaretJ appréciate = H L ,
your request to connect (just accepted)! As | like to know everyone In
myfirst<c=?J== F=LOGJCd 'BE ; MJAGMK

profile and/or why you decided to reach out.
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Developing Your Network

TRY THIS:

Send a mass e-mail to your broad network. Include:
V Your job target
V Your pitch, with bullet points (no resume)
V Ask for help with contacts in any department at these firms (list firms at bottom)

V Say you will not be asking for a job, but rather a 10 minute conversation

V Ask about how the company is organized and where you would fit down the road.

V Make sure to bcc all the recipients-d on 6t e x p amaikaddresshse | r e

© 2020 Hellmann Career Consulting / www.hellmannconsulting.com 23 rob@hellmannconsulting.com



Emai |

Subject: Your Help Requested
Hi all!

t

o

From one of my clients. This email resulted in mar
leads for Sandy, four interviews, and a job offer!
S a n d 6 S a)Not asking for a job

y b)10-minute conversation
c) Specific target
d)Pitch
e)Call to action

Y

f) Marketing Plan

As some of you may know, | am beginning my search for a new position that would make good use of my skills and talents as a
portfolio manager. | would greatly appreciate the opportunity for a ten minute conversation with a contact in any one of the financial
institutions listed below. In that conversation | will not be asking your contact about specific openings. Rather, | would be interested in
learning how the institution is organized and where my skill set might be a fit down the road.

A reminder of my background: | have over 15 years of experience as a Portfolio Manager, and have consistently outperformed
industry benchmarks. My expertise includes fixed income, equities, options, and convertible arbitrage. Highlights from my experience

include:

A Managed portfolios of over $1 billion, achieving double-digit returns that were twice the peer average.

A Took underperforming portfolios at FinCo1 and FinCo2 and turned them into successful profit generators.

A Took positions that netted returns of over 140% in six months, through performing in depth research on distressed investments.
A Delivered expert market and portfolio commentary that was credited with attracting new investors by the CIO.

I've listed 17 financial institutions below. | hope it's not too much to ask that you read through the list. Any contacts you have, in any
position, in these or other financial institutions would really help. Please feel free to email me their contact information, and/or forward

this email on as appropriate.

Thank you so much for your time, reflection and support!

Financial Institutionsé .

All the Best,

(list)
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Turned down for the job?

Bring them
INto your
network!
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Quality Associations and Groups
50%+ of members can help you

-

Quantity:

Quality: ) |

A Find and be found by\é More likely to be found,
the right people and to find others

A Discussions/networking
/learning
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Get involved to build a high-quality network

ARun or help run a committee, e.g. events, marketing, budget, etc.
AOffer to support senior officers of the association

AGet on the board
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How t o f I

A Google them
A Ask your colleagues
A www.meetup.com

A Search for LinkedIn
AnGr oupso

HELLMANN CAREER CONSULTING

Career Coaching e Executive Coaching e Presentations e Interviewing e LinkedIn

HOME SERVICES PUBLICATIONS EVENTS BLOG TESTIMONIALS RESOURCES ABOUT CONTACT

Lists of Associations
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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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Donot Make t hi s MiI st

Xfisend me your res
f or war tlack holeo n 0

V you need to have the
relationship with the hiring
manager!

AAsk if ok to email
the subject line.

A Ask to be copied on their email directly
to the person.

Source:European Southern Observatory under Creative Commons
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2. Have high ROI informational meetings, i.e.
with those who can hire or refer you



Structure an Informational Meeting

1. Exchange pleasantries

2. Remind them why they are there

3. Networking pitch (30 seconds to 1 minute)

4. Ask questions i see if/now you can help them

5. Depending on their interest in your working for them:

A Maybe share a list of companies on your personal marketing plan -
Ask, AWhat do you think?0 And t hen

A Maybe ask for feedback on your resume

6.Fol |l ow up with a thank you note if t
email o i f they are interested in you
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An Essential
Networking Tool



