Strategic Networking Fundamentals

Building genuine relationships in a transactional world.
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MODULE 4: THE NETWORK



Networking is not “Schmoozing.”
The Old Way The Strategic Way

- Transactional & Awkwarad - Relational & Genuine

- Collecting business cards - Building mutual benefit

- Blasting strangers on LinkedIn - Targeted, high-value connections
- Asking for favors immediately - Giving value before asking

Most people hate networking because they view it as awkward mixers. Strategic networking is about
building relationships with people who can accelerate your career—and whom you can help in return.

J




The Best Opportunities Are Hidden

Public Job Postings
15-20% of roles

Most job seekers over-invest in

R applying to public postings and

& S ‘ S under-invest in the relationships that
¥ The Hidden Job Market &7 lock the hidden job market

: The Hidden Job Market uniock the hiaden job market.

i Access via Strategic Network #%7
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The goal is not to know more people. It is to know
the *right* people who are invested In your success.



You Don’t Have One Network. You Have Three.

Understanding the difference is the key to unlocking opportunities

1. Operational 2. Personal 3. Strategic
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People you work with People who know you People you need to know

Most professionals neglect the third category entirely.



The Foundation: Operational & Personal Networks

OPERATIONAL NETWORK

e Who: Current/former colleagues,
managers, direct reports.

e Value: They know your work firsthand.

Sources of references and intel.

PERSONAL NETWORK

e Who: Friends, family, alumni,
community connections.

e Value: They are invested in your
success. They know people you don't
Know.

Insight: Most
job seekers
stop here.

They tell former
colleagues they
are looking and
wait. That is a
passive
strategy.



The Growth Engine: The Strategic Network

Gap Analysis
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Who: Industry leaders, hiring managers, and connectors.
The Reality: These relationships likely don't exist yet—you must build them intentionally.

The hidden job market lives here. This is where you must focus your energy.



Audit Your Network Gaps

ldentify your top 5 strategic gaps. These are the people you need to find next.

How many people at my target companies do | know?

Who is the most connected person in my current network?

What industry segment is missing from my contacts?

Who could give me a referral right now?




The Golden Rule: Stop Asking.
Stop Asking. Start Depositing.

_ The biggest mistake is
Askmg for rei_’errals, approaching people only
Asking for jobs. when you need something.

Sharing resources,
Connecting others,
Offering expertise.

You cannot make a
withdrawal before you
make a deposit.

( \ Give first, always.




How to ‘Give’ (When You Think You Have Nothing)

Micro-deposits build relationship capital. When you deposit enough, the ask becomes natural.
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Share Knowledge

Send a relevant article or
resource.
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Make Introductions

Connect two people who
should know each other.

Offer Perspective

Share your specific
expertise freely.
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Genuine Recognition

Congratulate a milestone
with a specific, personal

note.

Engagement

Thoughtful comments on
their content.




The 50-Minute Weekly Routine

MON (15 min)

TUE (10 min)

Consistency Beats Intensity

WED (10 min)

THU (10 min)

FRI (5 min)

Reach out to 2
people in your
strategic network.

Engage with 5
LinkedIn posts.

Follow up with 1
person from a
previous
conversation.

Share a valuable
resource with your
network.

Send 1 “thinking of
you” message to a
dormant contact.

Total investment: ~50 minutes per week.
Result: 60 new contacts and 6 reactivated

relationships in just 6 weeks.




Accelerate Your Routine with Al

Use Al tools to remove the friction of starting. It's not about replacing
connection; it's about enabling it.
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The Network
Mapper
Use Al to analyze your

current connections and
spot gaps.
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The Outreach
Drafter

Generate personalized
Ice-breakers to
overcome writer’s block.
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The Event Prep

Instantly research
attendees to prepare
meaningful
conversation starters.




Breaking the Ice: The Outreach

Transactional / Bad Strategic / Good
Hi [Name], Hi [Name],
I'm looking for a job at | read your recent article on [Topic]
[Company]. Can | pick your brain for and loved your point about X. It
15 minutes? reminded me of this resource [Link]
supports your argument. I'd love to
connect to follow your work.

Asks for nothing but connection.
Leads with value.



Your Networking Manifesto
1 Three Networks, Not One

® Don't neglect the strategic layer.

Give First, Always

2 @® Build capital before you withdraw.

3 Consistency > Intensity

® 50 minutes a week wins.

Quality > Quantity
Pl RO Practice [emiitideineg

® 20 deep relatlonshlps beat 2,000 connections.
® Networking isn't just for when you are unemployed.



