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Presenter
Presentation Notes
(Open poll  at 1:55 and post message in Chat)

Welcome to Networking in Your Community. I’m _____ with Campaign Consultation, a Training and Technical Assistance provider with the Corporation for National and Community Service. This webshop is part of a series of monthly webshops designed to provide tips and assistance to help you navigate your VISTA service and perform the work you have been assigned by your organization. 

Relationships are the cornerstone to success in your VISTA experience and can have major career impact.  Building a strong networks can profoundly affect how successful you are in building community partnerships, fundraising, community development and more.  Understanding who you are, what you want to accomplish and the pathways to get you there is the foundation of networking building.  It's not about introducing yourself to random people.  It is about knowing what impact you want to have in this world and how to cultivate relationships to build social capital and continually pivot to meet your goals.  This highly engaging webinar, designed specifically for the national service community, will offer a fresh lens and pragmatic approaches to building networks for maximum impact.

Please look in the lower right of your screen and you will see we are asking you to answer a few questions.  These polls help us to know who is participating in this webinar and direct them to your needs.





Today’s Team

Sharon Rabb

Project Specialist
Campaign Consultation, Inc

Denise Riebman
Director, Career
Development and Alumni
Services, Trachtenberg
School, George
Washington University

Shannon McGarry Robyn Stegman
Project Specialist Project Specialist
Campaign Consultation, Inc. Campaign Consultation
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With us today are __________________________________________.
Sharon is sitting in for our usual host Suzanne Knizner so if you have questions for Danielle, please direct them to Suzanne


Tips for using WebEXx (this virtual workshop tool)

1. If you lose your internet
connection, go back to your
email and reconnect using the
link that was emailed to you. If
you lose your phone connection,
re-dial the phone number and re-
join.

2.Your voice will be muted but we |
will open the line for questions. e

3. Please use the CHAT section to [ °

the right for questions related to =1

the content of this webinar.

o SETCRN Y

Networking in Your Community
Conference Call: 1.877.297.9359
Passcode: 89426794
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Tech
Please make note of this information:

If you lose your internet connection, reconnect using the link that was emailed to you.

If you lose your phone connection, re-dial the phone number and re-join.

This webshop is being recorded and will be available on the VISTA Campus Tour page along with the archives of previous webshops .

We have muted your lines for the first part of this presentation, but later on we will open them to take your questions.  You may also ask questions related to the content in the CHAT section on the right. We will answer those questions as they occur. Please address your questions to EVERYONE, and feel free to answer questions in the Chat.

And now I would like to introduce Andy King, VISTA Training Specialist


Plan your professional development

Andy King
Training Specialist
AmeriCorps VISTA
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Close and save poll.  Do not reveal.

Andy introduces Denise


Today’s Agenda

Welcome and Introductions
What Networking ISN'T
e What Building a Network IS

 Know YOURSELF

 Know WHO & WHAT is happening

 SHARE & LEVERAGE what and who you know |
e Building & Managing your Network for SUCCESS i

e Networking on the VISTA Campus

e Next Steps and Evaluation
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Denise takes rights
Review agenda




If | give himn.,
card, he better help

me find a job! y



Presenter
Presentation Notes
Networking isn’t about finding a job; It isn’t about short term contacts and immediate end goals
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Networking isn’t about fake smiles and unauthentic relationships.


What Building a Network IS
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Honestly, it’s not even about networking.  Even I’m not a fan of that word because of the negative connotations. It’s about building a dynamic, intelligent, ever changing network of individuals and organizations where you share mutual interests and goals.  It’s about Social Capital.

Whether you want to work on educational reform, start your own solar panel business, get into consulting or be a stay at home parent, we all have a vision of what we want our life to be and what we want our impact to be on the world.  You are building a continually evolving network for social impact whether it’s for during your year of service, landing opportunities after service



hat Building YOUR Network IS
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No matter what you want to build – it’s all connected.  And it’s essential that you think about it as all connected.  As soon as you pull it apart, things become transactional and shallow and short –sighted. You want to be transformational and deep and long term.


Know YOURSELF
What would you say

wAS youl bigjest

Streagth? J

=y
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I’m going to ask each of you right now to quickly grab a pen or if there isn’t one handy, to just take the next 10-15 seconds to think about all of your strengths.  Now, if I had asked you to think about your greatest weaknesses, many of you would have a much easier time.  Well, in order to network well, you need to know yourself and what you have to offer.  


Know YOURSELF

"ELEVATOR PITCH"
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I’m sure most of you have heard of having an elevator pitch – that 30 second message about yourself that you should be prepared to deliver in a 30 second elevator ride. Well, I want you to forget about that because honestly, in all my years, I’ve never actually delivered an elevator pitch.  



Know YOURSELF
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Instead, I want you think about file folders and search engines.   Understanding who you are, what you want, where the market and/or your field is critical so that you know what you’re looking for as you build your network.  

So, take the time to think about what “files” belong in each of these folders.  

Yes, there is value is having a message and a hook but it’s not about the elevator pitch.  It’s about having things in each of these files so depending on the situation, you can do quickly search within your own files to pull out what is relevant and interesting.



Know YOURSELF
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It’s not helpful if your file folders or empty and it’s equally not helpful if the are overflowing.  


Know YOURSELF

Hello, I'm Denise. I'm a second year VISTA and work on youth
development issues. I'm interested in learning more about
your organization.

Hello, I'm Denise Ri L' - ) fo%er colleague of
yours, Ann Jones, i@aborhood Initiative.

She recommenc at this conference
since in my role member, I've been
focusing on leade ddle school glrls and
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This first introduction is bland and all about you.  Remember, it’s not about you, it’s about connecting with the other person.

The second introduction establishes a relationship, frames your interest in their work and indicates your knowledge of their work.  Now, you may not always have all of that but you want to figure out a way to relate with someone – whether at a conference, through LinkedIn, at an event – that establishes a connection.  Even if it’s just that you are interested in them and what they do, indicate that.

One of biggest pet peeves with Networking is when people use the generic, “I’d like to add you to my Professional Network” standard line on LinkedIn.  It feels like you haven’t made an effort and doesn’t remind the person how you know them.  Say something like, “It was great meeting you at the VISTA training and I’d love to connect on LinkedIn” or “I just met your colleague John Smith and he thought we have a lot in common and should connect.”  Something that establishes a connection or even just reminds the person who you are.


Know WHO & WHAT is happening

ONLINE
U Complete LinkedIn Profile

U E-newletters/industry journals/annual reports
L News Alerts on Google/Twitter feeds
U Facebook/Youtube/Pintrest

L Memberships (Association, Professional Groups)

= weddles.com/associations
= asaecenter.org/Community/Directories/AssociationSearch.cfm

U LinkedIn Groups and use “Follow Me” button
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STEP 2:  You need to understand your field, key organizations, hot issues and community stakeholders as you begin to build your network. 




http://www.weddles.com/associations�
http://www.asaecenter.org/Community/Directories/AssociationSearch.cfm�
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Know WHO & WHAT is happening
ONLINE

Annual Jobvite 2012 Social Recruiting Survey
Indicates that the social recruiting trend is on the rise
as recruiters continue to retain higher quality
candidates through social networks.

* 929% use or plan to use social recruiting

« 43% of recruiters who use social recruiting
saw an increase in candidate quality

« 73% have successfully hired a candidate
through social networks

Source: http://recruiting.jobvite.com/resources/social-recruiting-survey.php



Presenter
Presentation Notes
And if that information wasn’t enough to convince you of all the resources online for networking – the power of building a social networking online is increasing every year with recruiters looking for people to hire.





Know WHO & WHAT is happening
In PERSON

1 RELEVANT programs/networking events

= Young Nonprofit Professional Network (ynpn.org)
= AmeriCorps Alums (americorpsalums.org)

= Research Centers/Think Tanks

= Universities

= Foundations

= Umbrella Organizations - like nonprofit centers

= Museums

= Meetup Groups

U Professional development trainings

U Informational Interviews /Networking meetings
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STEP 2:  You need to understand your field, key organizations, hot issues and community stakeholders as you begin to build your network.





Informational Interviewing
GONE WRONG...VERY WRONG....

thinking
about

needing a
ife]:}
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Networking Conversations
DONE WELL....VERY WELL....

CURIOUS, INTELLIGENT
CONVERSATION QUESTIONS

NOT CROSS-
EXAMINATION

FIND
COMMON
INTERESTS

O——"2Z2mI-HCcX>
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Know WHO & WHAT is happening
Selectively

anectors

+ WItH $oME€ ENTREPRENEUR

= te Woved INVENT SoME EXTRA Houves
I THE DAY, AHAT wouceb RéaLLY
Herr MY  PRrobucTiVTY.
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The reality is that you can’t know everything, connect with everyone, attend every events. So, here are a few tips to help you maximize the 24 hours you have.

Super Connectors - eg. Lobbyists, Fundraisers, Politicians, Journalists, Community Activists

Be a Professional Flirt - Leave them wanting more

If you can’t go to an entire event, come early to network before or get there late to network afterward – try to catch at least part of the talk so that you can use this as a conversation starter during the networking.

In person vs. online – think strategically about who you have relationships where.  You can’t meet everyone for lunch on an ongoing basis.  





Know WHO & WHAT is happening
selectively
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One final tip about knowing who and what is happening:  Set up an alternative email address or automatic email filter so you don’t get overwhelmed by news. This way you won’t be so overwhelmed and just keep deleting things.


SHARE what you know

_1Be a Connector not a Collector

1 “Insider” information/invites

JTraditional Media

» Helpareporterout.com

= Reporterconnection.com

= http://www.sources.com

= https://profnet.prnewswire.com

] Social Media

* LinkedIn Answer section and Discussion groups;
= Slideshare.net
= Twitter/Wiki/Blog
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STEP 3:  By sharing what you know, you begin to be seen as a resource, a connector, someone who adds value.  This is how you build a transformational rather than a transactional relationship.  The relationship needs to be a two way street.

Connector versus a Collector – It’s not a matter of collecting lots of names and business cards.  Try thinking about ways you connect people.  I recently connected a friend of mine who runs a nonprofit that recruits top business professionals with 2-5 years of business experience who want to use their skills for social impact into fellowships, with a new connection who is the Executive Director of a large nonprofit in DC and was potentially interested in hiring their fellows.  Honestly, right now, I really don’t have much to offer either of them through my own work but by connecting them, I build their bridge together and increase my value in their eyes.  This is not about me finding a job or them needing a job, it’s about social capital, for a social good.

Insider information/invites – Maybe you know about an event they should attend; Maybe you can get them into a conference for a discounted price.  You may have heard about an opportunity for them to connect with someone. One of the students in my school who’s from Minnesota told me about an event in DC with her Senator Al Franken that was just for people from Minnesota that was attending.  It was a porridge breakfast.  That same night I met an alum from our school, also a very proud of Minnesotan so I connected the two of them.  

Traditional and Social Media:  Think about how you share what you know, appropriately, to build connections and raise your profile.  I knew someone who landed a consulting offer after someone saw her PowerPoint that she had uploaded to Slideshare.


http://www.sources.com/�
https://profnet.prnewswire.com/�

SHARE what you know

1 Pro bono projects/ Professional volunteer
opportunities

= www.energizeinc.com/art/subj/profsas.html
= catchafire.org (NYC)
* smartvolunteer.org

= jdealist.org

 Conferences/panels/speaker

J Emerging professional groups
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STEP 3:  By sharing what you know, you begin to be seen as a resource, a connector, someone who adds value.  This is how you build a transformational rather than a transactional relationship. 

 



http://www.energizeinc.com/art/subj/profsas.html�
http://www.catchafire.org/�
http://www.smartvolunteer.org/�
http://www.idealist.org/�

SHARE what you know
selectively

Today a person is subjected to
more new information in a day
than a person in the middle ages
in his entire life!
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Share what you know: Once you understand his needs, think about offering him a small gift. A small gift is something that's easy for you to give, unique to the relationship, and unusually helpful for the other person. Classic small gifts include relevant information, introductions, and advice. A really expensive big gift is actually counterproductive -- it can feel like a bribe. When deciding what to give, reflect on your unique experiences and capabilities. What might you have that the other person does not?

Send an article, a book, connect people together.

But be mindful about how often you are sharing


Let people know what’s happening
with YOU....
selectively

-||'. Jﬂ':l IJ! rl:"i:h - ||, HirFarns & 5 iy

Joyotierh.com

Signs of the social network times



http://www.onlineidcalculator.com/�

Leverage your Network to HELP YOU

/ selectively
/ Make it easy for them to say yes

& to say no

“Come on Dillman, you'll never
know whether I'll say yes or no
unless you ask”
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Study by Journal of Personality and Social Psychology  - people underestimate how willing others are to help.  Through a series of studies, the researched found that people underestimated how likely others were to help them by as much as 100%.

Ask people for names of someone else to you network with; If they know of job opportunities; If their organization is interested in partnering with your organization.  




Building and managing
your Network for SUCCESS

Extende i
Networ

Alliances

Affiliations
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Allies – first level
These are people who you are closest to.  I often think of them as my own personal board of advisors.  They could be people who are further along in your career than you; could be peers with who you have a strong professional relationship; former professors or former colleagues whose opinion you respect.  Someone who you can trust and who will unconditionally support you.

Not only do you consult with them on a regular basis for advice and professional guidance – and when I say regular, this doesn’t have to be often but rather you don’t go years without reaching out to them – but these are often individuals who you might collaborate on a project together or share resources.  You are aware of their interests and share opportunities that meet their needs.  Finally, these are individuals you help promote -  could be a job opportunity, training contract, contact for their work – you talk them up to others.

Alliances – second level.  
This isn’t the core group of advisor but people who you have a mutually beneficial relationship with.   On this level, you might not know them enough yet to fully know how you two can benefit each other yet and at times the relationship may feel weighted to one side or another.  These relationships take time to cultivate and you need to be aware of how to strengthen them gradually.

Affiliations – Third level. 
These are weaker ties.  Does not mean that what you can do for each other is weaker but rather they aren’t people who you connect with on a regular basis and that’s okay.  People in your inner circle – you share a lot – jobs, education, religious and social groups but in your affiliations, they can extend beyond this to new information and opportunities.  Need to have access to information you might not be able to get anywhere else.
�Extended Network
1973 study of people who had just found their job – 82% found them through weak ties – people they only connected with occasionally or rarely.  While this was nearly 40 years ago, it’s not far fetched to assume that this is not only true now but even more powerful with the world of social networking.  Need to think about ROI.

Study done of why Grameen bank has been successful notes that their model first develops strong ties within the group and then connects them to affiliations- weaker ties of members to another group to maximize creative problem solving.

Extended Network
Consequential strangers – term coined by a 2001 study reinforced the power of this.

Best professional network is BOTH narrow/deep and wide/shallow


My Network of Trusted Professionals based on my
Linkedin Connections

Your Connections
Your trusted friends and
colleagues

Two degrees away
Friends of friends; each
connected to one of your
connections

1,257,920+

Three degrees away

Reach these users through a
friend and one of their
friends

8,520,359+
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2001 study by Dunace Watts – More than 60000 participants in the US. He had selected 18 people throughout the globe as the “targets” and then asked these 60000 people to forward an email to one of the targets if they knew them or to someone who might know the target.  Average distance between the participant and one of the targets was 5-7 degrees.  So, the Six Degrees of Kevin Bacon is really true.

But…. 6 degrees of separation is true but not powerful. Need 3rd degree of separation to establish trust – that you have a close connection.

Not the person with the most connections but those with the best connections. And here’s the challenge…you don’t know what that means. And you’ll never know.
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Happiness is contagious.  In 2008, Harvard released findings showing that happiness spreads through social networks.  Not only are you affected by someone you know who is happy, but also by their friend and that person’s friend.  Statistically, the happiness of an immediate social contact increases your chance of being happy by 15%; the happiness of a second degree contact is impacted by 10% and even a third degree contact by 6%.  The same was also held true for obesity and quitting smoking – all were shown to be contagious.

What does this have to do with networking?  Think about the people you are spending time with.  Are they the kind of people who gets things done? Who are connecting with other people to build their own network?  Who are already successful in their field?  If happiness is contagious, then other behaviors also have the same impact.  Spend time with people who are successful and this will impact you.  Increase your own success, and you’ll attract others…and ongoing positive cycle.  


Linked In -

Find People = Advanced People Search = Reference Search Saved Searches

Keywords: Title:

First Hame: Current or past

Company:

Last Name:

Currentor past -

Location: Locatedin or near, -

School:

Country:  United States -

Postal Code: Lookup

Within:

Industries: All Industries - Seniority Level: All Seniority Levels
Accounting ﬂ B E Manager
Airines/Aviation Owner
Alternative Dizpute Resolution Partner
Aternative Medicine - CXO0

VP
Groups: All Linkedin Members - Director
E Commongoeod Careers m Senior
The Heller School for Social Policy and Entry
Management at Brandeis University Students & Interns
International Metworking Speakers and Voluntesr
Coaches Assoc
Rutgers Alumni - Interested In:  [V¥] ANl Linkedin Members

. . E Potential employees
Relatlonsmp: All Linkedin Members Consultants/contractors

1st Connections Entrepreneurs

2nd Connections Hiring managers
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I’m not going to give you the typical laundry list of where to meet people because A.  I’m sure you’ve seen it everyone or can find endless list on line and B.  You can meet people anywhere.  There’s isn’t a magic list of where to meet people. If know yourself, know who and what are happening, share what’s happening and leverage your network, your network will grow.  I do want to highlight one feature on LinkedIn that through my work I find that many people are not aware of and can be a powerful tool to connect with people.

When you search for people in LinkedIn who are at organizations you’re interested in, having jobs that you’d like to know more about or are just people you want to know, after doing this initial search, tap into your LinkedIn network to ask someone to refer you to them.


Andrew Granucci
Assistant Director of Admissions at The
George Washington University
Washington D.C. Metro Area | Higher Education

Current

Previous

Education

Introduction Request

Denise Riebman

wahe Director, Career
Be clear about w h-} Development and Alumni

introduy Servines

2. Give
Be professional and
a way to
Who should make the
introduction?

Showing 3 shared connections

between you and Andrew Granucci.

Assistant Director of Admissions at George
Washington University

American University, Chester Village West
Retirement Home, The George Washington
University Office of Admissions

Master of Business Administration (M_B_A_) at
The George Washington University - School of
siness

Send InMail - | 4.43
connections

Andrew Granucci
Assistant Director of
Admissions at The George
Washinotnn tiniversite

Elisa Cameron 50 Shared Connections
Consultant George Washingten University

Gary Wong 20 Shared Connections
Graduate Student Assistant at George Washingten University
Office of Management and

Budget

Colin Holmes & Shared Connections
Foreign Service Officer at USAID
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2001 study by Dunace Watts – More than 60000 participants in the US. He had selected 18 people throughout the globe as the “targets” and then asked these 60000 people to forward an email to one of the targets if they knew them or to someone who might know the target.  Average distance between the participant and one of the targets was 5-7 degrees.  So, the Six Degrees of Kevin Bacon is really true.

But…. 6 degrees of separation is true but not powerful. Need 3rd degree of separation to establish trust – that you have a close connection.

Not the person with the most connections but those with the best connections. And here’s the challenge…you don’t know what that means. And you’ll never know.



Take care of your Network

LinkedIn Thank you
& Twitter
Updates

Holiday
cards

professional/ One coffee =
personal many emails
updates
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So, you’ve done all of this great work and build a robust, thriving network…and then life gets in the way. Your VISTA year ends, you get into a relationship, your job gets busy, you move, you start graduate school…and this lovely thriving network gets neglected.  It’s not getting fed or taken care of and sadly, what happens….


=4 Hotmail - d.. | E Connect..._xll@ Frequently ... | ':.' tools to ma... | ':.' Manage yo... | @Social Manalﬁ Connected || E Connedeﬁl ':.' copy dﬁl@hmnﬂl MNe... | (&) Using "Pers.. | ':.' hierarchy in...

c _ ':" = clip part of a part from a website

()| Connected | OE SMITH - Mosila firefoe TR W T e

file Edit View History Bookmarks Tools Help

i W ST 9|8 s

*§ Google Ima... |E|-C'W‘ » dp @

(- ) connectedhg.com/contact/Tid=64030464

»¢connected

Contacts

Companies

| Thesaurus.com | Find ... 1A &:? Google Groups ﬁ mdcdfd PB Oriebmandenise [licen... | | MyGW - The George ..,

e

JOE SMITH |A|:||:| v | | Remind ¥ | | Send Me.ssage.|

o Tags

Location
Washington DC
Company

Joe Smith Company

President

Emails
JoeSmith@joesmithcompany.c
om

Phone

555-555-1212

Notes

@R Want to connect him to Professor Lane at GW - they are going to the same conference in
January and are both presenting on similar topics.

= am@ T

http://connectedhg.com

What's New - Blog * FAQ + Privacy + Contact Us

P A

s

Apps Settings Logout ([

How We Met

Nonprofit Conference, Denver, CO. June &

2012

LinkedIn Search

Connect or bookmark the relevant LinkedIn

user to see their details here.

Joe Smith

Senior Recruiter at
Thermo Fisher Scientific
Greater Boston Area

Joe Smith

actor, voice-over talent
at (freelance)

Greater Los Angeles
Area

oo o2 W Smith

‘#'  Regional Manager at
Lightyear Wireless
Charlotte, North Carolina
Area

Joe Smith
Consultant at IBM
Greater Chicago Area

Joseph Smith

" Associate Planner at
City of Malibu
Greater Los Angeles
Area

more...

(*]

Connect
Bookmark

g

Conng B

Bookme

=

Connect
Bookmark

Connect

Bookmark

Connect
Bookmark
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Jibber jobber, LinkedIn, Excel Spreadsheet, salesforce – no matter what you choose, find a system that works for you.
http://connectedhq.com/



Add a Contact to my Networki | =earer

— Contact Info

First Name: "
Middle Name:

Last Name:
Enter Prefix, Suffix and Middle Name
Image:  Browse_ Upload from URL
Referred By: - Choose aContact— =
Category: —chooseone— v [

Group your Network into Categories. For example, Friends, Mentors, Family, Colleagues, Alumni, etc.
Tags: [»]

These are keywords to help categorize this Contact. For example, a business title, industry, etc. You can separate
multiple tags with spaces.

Ranking: @ no Ranking O ¢ @ <o O v O e e e e O e e e e oy

Click here for more info on this

E-mail:
E‘Add another E-mail
http:/f

Company: Make this a new Company Select from one of my Companies
Title:

Department:

Country: United States -
Address:

e e http://www.jibberjobber.

Zip:

Home Phone: avt.

Work Phone: axt.

Cell:

Fax:

E.Add a Phone Number

Initial Contact: —— = toda

Source:

Birthday: --Month— ~/-Dav— ~/-Year— ~«
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Jibber jobber, LinkedIn, Excel Spreadsheet, salesforce – no matter what you choose, find a system that works for you.
http://connectedhq.com/



hat Building YOUR Network IS
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No matter what you want to build – it’s all connected.  And it’s essential that you think about it as all connected.  As soon as you pull it apart, things become transactional and shallow and short –sighted. You want to be transformational and deep and long term.





“If opportunity |
doesn't knock, build

a door.”

Milton Berle
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SRR
DR ask Vanessa to open phone lines



Questions?
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Shannon takes back rights

SRR
Ask operator to open phone lines

Robyn, Do you have any questions from the Chat?

Denise Answers questions



http:/vistacampus.gov
Q VISTA campus

Celebrating 45 Years of Volunteers In Service To America

About VISTA

VISTAs

Leaders

Alumni

Supervisors | |

State Offices
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Give Rights to Andy

SRR
Introduce Andy King

Next we will go to the VISTA Campus where Andy Kind will show us where we can find a number of resources to use for networking

Andy  shares desktop


Questions? 8
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Tack back rights
Load Poll

SRR
In the bottom right corner of your screen you will see that there are again some questions for you to answer

Ask operator to open lines for Questions



Next Steps

» Join the VISTA social networking platforms

e Bookmark the most important pages from the
VISTA Campus

* Post a message or respond to a question on a
VISTA forum

e View the Campus calendar to find events and
future training opportunities

e Follow up on the information your receive in
your resource email.
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That’s it for Networking in Your Community.  Here are 5 things you can do right now:



THANK YOU
for your participation!

[f you have further questions or for more
information, contact us:
VISTACAMPUS@CampaignConsultation.com

Getting the Most from Your
AmeriCorps Healthcare Coverage

Wednesday, October 17, 2 p.m. EDT

Check the calendar on the VISTA Campus
for a complete schedule of VISTA webinars

W W WA\N
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SRR
Thank you

Let poll run out.  Close and save




mailto:VISTACAMPUS@CampaignConsultation.com�
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