Who to Network With for Finding Work 

Use this worksheet to focus in on the right people to help you find leads. This is primarily geared for when you already have an idea of what you want to be doing. Sometimes networking is simply for information gathering and some of this will still help.

	TOP PRIORITY PEOPLE 

(These are listed in priority order.)
	List a few names that fit the bill for you

	People who have referred others to you before.


	

	People who seem most likely to refer to you. Perhaps they also serve your ideal audience but offer something different.
	

	People who seem to get you and want to send people your way.


	

	People who love to connect people ("connector" types). Think of people who are active in Twitter or Facebook on a daily basis, or folks who forward emails about causes.


	

	People who have already worked with you before or bought from you before.


	

	People who are (or were) close to buying from you or hiring you.


	

	OTHERS
	

	Friendly people you keep running into but haven't gotten acquainted with yet.


	

	Friends of friends. Check out LinkedIn and Facebook for ideas. Sometimes it's people that are one step removed that are the most helpful. They expose you to people outside your circle.


	

	Someone who seems reserved who might appreciate your taking the initiative.


	

	Could be anyone! Even Aunt Mabel can send leads your way.
	


What to Do with Each Contact 

1) Keep track of them and prioritize them. 

· You'll need a way to keep your list, maybe in your email contacts or in a spreadsheet. I love spreadsheets for the ease of sorting by various columns. 

· Include at least: Name, Email, Phone, Goals, Notes.
Goals might be "Ask for referral," "Ask for job ideas." 

· Make a column for priority level. Prioritize your contacts using A, B, C, D. 
"A" is highest priority.
Note: Some people use "hot," "warm," and "cold" descriptions, but I have found those words end up being confusing in real life. 

· All the people listed as "Top Priority People" on the previous page are A's.

· You may choose to have additional categories in your database such as current status (e.g., referral source, prospect, current client).

· Adjust people's priority level and other notes as you progress. Your time is limited so you have to focus in on what's working. If you don't keep track, you will be scattering seeds in the wind instead of on fertile ground. 

2) Now take action based on priority level.

· The higher the priority, the more immediate attention they get. For example, don't move to "B" people unless you've completed what you can do for "A" people.

· This chart suggests ideal actions for what to do with each level:

	Actions:
	Add to your contacts list with notes.
	Add to LinkedIn, Facebook, etc.
	Invite to your email list.
	Be helpful.
	Call to chat.
	Invite to meet up.

	A
	YES
	YES
	YES
	YES
	YES
	YES

	B
	YES
	YES
	YES
	Yes, after A
	Yes, after A
	Yes, 
after A

	C
	YES
	YES
	YES
	If done w/ A&B
	If done w/ A&B
	If done 
w/ A&B

	D
	YES
	YES
	YES
	maybe
	maybe
	maybe


Where to Meet New Contacts

You might never have to attend an event because networking can have many flavors. But sometimes you need to find new connections, and events can help. Use these questions to help you choose the right events.

1) Where do the kinds of people that might refer to you go? (For example, if you're a copywriter, you might want to connect with lots of web designers who outsource that piece, so attend a web designer meetup.)

2) Where might your potential clients or employers go? (For example, if you want to work in marketing, attend a marketing group event.)

3) Where might connector type people hang out? (Chamber of Commerce events and Tweetups [meetups for Twitter users] are good examples.)

4) As you meet people that are useful contacts for you, ask them what events they attend.
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