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Research as a Networking Tool

Remember that you are looking for lists of companies, people and issues. If you forget your mission, you will get lost. The Internet is seductive in its ability to lure you off the path! Stay focused and disciplined. Bookmark often. And be guided by the following questions:

1. How is the industry organized? Start with the big picture, looking at an entire industry. Then break it down into its components. What part of it are you interested in? For example, within Healthcare you might be interested in Pharmaceuticals, Biotech, Medical Devices, or Hospital Administration.

2. What is the industry profile? Identify what’s going on in the industry or segment that you select. What are the key issues, buzzwords, areas of growth and decline, foreseeable threats and areas of opportunity? What are the industry associations? Associations can be unbelievable sources of information. Take a look at their journals, newsletters, membership lists, and conferences. Pay especial attention to conference topics, presenters, and sponsors.

3. Do you have your company lists and key players identified? Create your lists and narrow your focus. Identify the main players in the industry (companies and people). You will begin to get an idea if there are enough opportunities for you to target. How many companies are there? See if you can figure out where people go when they leave the major companies—this will often help you identify the medium-sized players. Which ones are public and which ones are private?

4. Do you know enough about potential opportunities? Dig deeper into the specific companies you have found in your target. What’s going on in each of them? Do they have a special niche or a unique reputation in the industry? What is their competitive position and/or their key differentiators?

5. Do you know what job you would aim for? Now you can get more specific. What might your job title be in this industry and in the companies you have identified?

6. Who would hire you? Find out the hiring manager’s title and name—or the names and titles of people who are one or two levels above you.

7. What key problems would you be able to solve? Craft your positioning statement to offer evidence and proof of your expertise.

The more people you speak with, the more of an insider you will become in your target industry. 

The bad news is that you won’t be able to answer all these questions through your online or library research. The good news is that you will be able to take what you learn and ask your contacts to help you find the rest of the answers. That is how you combine secondary research (reading articles, directories, websites, etc) with primary research (talking to people). Armed with all the information from secondary research, it will be easier to get in front of 6 to 10 people on an on-going basis. And it is also how you will have something intelligent to say in your networking meetings—so you don’t sound uninformed or desperate.

Information gleaned by following the seven questions gives you power. Instead of asking about open positions (we already know there aren’t any), show contacts your list of companies and ask their opinion about them. Or find the most recent industry association conferences and ask about the topics and presenters. The more people you speak with, the more of an insider you will become in your target industry. As an industry insider you will have more confidence, more contacts, create more opportunities, and find more jobs that ‘don't exist.’

Finding the most helpful resources is not rocket science, and you’ll be surprised how quickly you will be at the deepest levels of information. 

Practical Tips to Save Time and Energy When You Research

1. If you’re planning a trip to the library, check the hours, the off-peak periods for using computers, and anything else that you need to know (e.g., charges for printing, time limitations for terminals). If necessary, ask to make an appointment to review how to access electronic information.

2. When locating resources, always go to the primary source. Call the library first and ask whether the volume or database you want is there. If it is not, perhaps the library has an alternative that would be just as valuable. If it does not, call the publisher for suggestions on how to locate the resource.

3. Use the locating of directories as a networking device. If you can’t find a particular reference book, be creative! Hunting for the book can be a networking technique. For example, if you are looking for a directory of major financial institutions, you can contact people in financial institutions and ask if they have access to the directory. Even if they don’t (or can’t loan it to you), you can still talk about why you need it, which can lead into a discussion about your job search. You have nothing to lose.

4. Don’t just use books and databases in your own industry. If you want to know who the experts are in your field, think about using the Experts Contact Directory. If you want to get a feel for a particular company, try looking it up in the PR News Casebook. Or look up companies in The Corporate Giving Directory—you never know where you might stumble on helpful information.

5. Circulate information. As you are researching, you will come across information that will be of interest to your networking contacts. Make a habit of copying articles and sending them to appreciative people, or email the links. This practice adds the ‘give’ part to the ‘give and take’ relationships you are working to develop.

Judging yourself is toxic and it will deplete the energy you need to move forward.

By Wendy Alfus Rothman

[image: image1.jpg]