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What is Networking?

In a professional context, networking involves meeting new people, engaging with
colleagues, mentors, industry leaders, and other professionals to create a strong web
of connections who can help open doors to opportunities, knowledge, and resources.

Networking can happen both in person (at conferences, events, or social gatherings)
and online (through social media platforms like Linkedln, online forums, or webinars).
It's not just about what you can gain, but also about providing value to others in your
network by offering help, advice, or support.

This guide provides a comprehensive and actionable framework for building a
professional network. Here's a breakdown of the key elements:

1. Why Build Your Network?

It's important to clarify why you're networking. Different objectives can guide your
approach:

© Career Advancement: Expanding your circle to people who can help you grow in your career.
© Mentorship: Seeking guidance from experienced professionals.
© New Job Opportunities: Discovering openings in your field.

© Industry Insights: Staying informed about trends and news in your sector.
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“Succeeding in business is all about making connectiohs.” \
“Richard Branson ; ‘ \
2. Set Goals for Yourself

Networking without clear goals can be inefficient. The SMART goal framework can
guide your strategy:
Specific: Define the specific people or opportunities you aim for.
Measurable: Track how many people you connect with and the results you generate.
Achievable: Use tools and strategies like Linkedln, events, and referrals to reach goals.
Relevant: Ensure your networking efforts are aligned with your professional ambitions.

Time-Bound: Set deadlines for meeting your networking goals.

Examples of Networking Goals:

-Engage with five people at an event.
-Collect 10 business cards and follow up.
-Connect with an industry leader via LinkedIn by next week.

3. Prepare Your Elevator Pitch

An elevator pitch is essential for making a strong first impression. Keep it concise,
authentic, and engaging by covering:

© Who you are and what you do.

© A quick overview of your organization.

© A snapshot of your background or expertise.
© The unique value you bring to others.

Sample Pitch:

“Hi, I'm [Your Name]. I'm an accountant with [Company], a nonprofit dedicated to building
schools in South America. With my CPA and background in financial reporting, | help ensure
our organization has the transparency and sound financial management needed to expand

our impact.”
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4. Start Networking

Networking can happen in various
settings. Some key opportunities include:

© Conferences, Seminars, and Trade Shows:

Attend events to meet industry leaders.

© Roundtable Discussions and Career Fairs:

Focus on face-to-face interactions with
potential collaborators or employers.

© Virtual Networking:

Participate in online forums, webinars,
and on social media platforms like LinkedIn.

© Higher Education and Alumni Events:

Engage with academic communities to
expand your network.

© Specialty Groups on LinkedlIn:

Build a peer group around a specific job
function or technology. For Example:
Deltek Users, ADP Workforce, Nonprofit
Accountants, Marketing Professionals, or
Facilities Managers.

When attending these events, focus on
building meaningful connections, not
just collecting contacts. Be curious, ask
insightful questions, and listen
attentively.




5. Ways to Strike Up a Conversation

Networking events can feel intimidating, but starting a conversation doesn’t have to be
stressful. With a few simple strategies, connecting with someone new can be both easy
and fun. Here are some effective ways to break the ice:

Start at the Food & Beverage Table

© The food and bar areas are a natural gathering spot and a great place to spark casual
conversation. You can comment on the food, ask if they’ve tried something, or casually
segue into asking about their day or what brought them to the event.

Alone? Use it to Your Advantage

© Scan the room for others who are standing alone—chances are, they’re open to
conversation, too.

Look for key people like the speaker or award recipients—congratulating someone is an
easy and warm conversation opener.

If it is an association event, there will often be designated ambassadors. Being an
ambassador is a great way to wear a special badge, introduce yourself around solo and
gain insight on how attendees are enjoying the event. Asking if there is someone an
attendee would like to meet and facilitating the introduction is a great way to support the
event - and make a new business friend. They may next be ready to make an introduction
for you. In general, volunteering on the membership or hospitality committees is also an
easy segue to meeting new people.

Use Name Tags Strategically

Name tags can tell you more than just someone’s name. Use them to find common ground
—company, title, or hometown.

Spot someone who seems well-connected or is actively engaging with others? Politely ask
if they’d be open to introducing you to someone.

Kindness and smiles go a long way in building trust - and enduring relationships are built
on trust.

Review the Guest List in Advance

© |If possible, look over the guest list before the event. Choose 3-5 people you'd like to meet.
This gives you direction and can help reduce the feeling of being overwhelmed.

Dropping an advance note to someone you would like to meet is a great way to start.
Research the folks you want to meet so that you have a basis for a conversation - an
interesting hobby, volunteer positions or past employment are also interesting to talk
about at business social events.
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6. Networking the Right Way:

© Don’t be overly formal: Avoid sounding rehearsed. Keep your tone natural and
conversational.

© Don’t hesitate to ask for help or advice: Most people are happy to introduce you to others
or share tips.

© Have a graceful exit strategy: When it's time to move on, thank the person, express interest
in staying in touch, or reference a follow-up. Exiting a conversation gracefully is all about
subtle cues:

@ Use past tense, like “It was great catching up,” to signal the conversation is wrapping up.
® Shift your body language - turn your shoulders toward where you’re headed or stand up.
® Transition by mentioning where you’re going or simply saying “Hope you enjoy the party.”

© Use names thoughtfully: Repeating someone’s name 2-3 times during your chat helps you
remember it—and makes a positive impression.

© Nail the Handshake: A confident and professional handshake is crucial for a positive first
impression at a networking event. To achieve this, ensure your hand is clean and free from
anything like a drink, make eye contact and smile, and offer a firm but not bone-crushing

arip.

“If you want to go fast, go alone. If you want to go far, go with others.”

- African Proverb

7. Reengage with Your Existing Network

Staying connected with people you've already met is just as important as making new
connections. Here are a few strategies to help maintain those relationships:

© Reconnect: Reach out to former colleagues, classmates, or industry acquaintances with
a friendly check-in message.

© Provide Value: Share articles, offer advice, or congratulate them on achievements.

@ Be Generous: Help others without expecting anything in return. It fosters goodwill and
strengthens professional relationships.

Networking is a continuous process that requires dedication, patience, and follow-through. By
setting clear goals, actively participating in networking events, and nurturing your relationships,
you will create a strong professional network that can support your career growth and help you
discover new opportunities.
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About JustinBradley:

Lasting partnerships are built on trust, shared values, and results. At JustinBradley, we pride
ourselves on being that kind of partner—helping you build your staff with qualified, well-
suited candidates who truly align with your hiring goals.

With 23 years of expertise in building relationships, identifying and qualifying talent, and
successfully managing the search to offer process, we don’t just open doors for your
business; we help you unlock new strategic hiring opportunities. From our industry-centered
business model to breaking new ground in case study interviewing, we work as an extension
of your organization to foster lasting hires. We fill over 95% of our searches, have a 48%
conversion rate with our consultants, and in 23 years, we have watched the candidates we
represent rise quickly in their companies.

For a curated list of top networking opportunities in the DC Metro
Area, contact Blake Gouhari, Business Development Manager:
bgouhari@justinbradley.com



mailto:bgouhari@justinbradley.com

