Networking

Objectives of the block

¢ to understand the meaning of networking and its use

¢ to understand the concepts of minute networking and traditional networking

e develop independent thinking about the benefits of networking

e understand the importance of diversity in creating a functional network of contacts
e know how to plan a networking event

Group
6-20 people

Material

e A4 paper, writing instruments, flipchart paper, colored markers

Length in minutes
160 min.

Summary

1. Networking — Fill in the missing words

. Concepts — Minute networking and traditional networking
. Profession

. Networking events

. Benefits of networking
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Instructions

1. Networking - Fill in the missing words

The trainer gives the participants an individual task — to organize information and fill in the
missing words in the text of Attachment 1.

Fill in the missing words:

After completing the task, a group brainstorming on the topic will take place:

What are the benefits of networking?

The trainer writes the results on a flipchart.

2. Concepts — Minute networking and traditional networking

The trainer divides the group into pairs. Half of the pairs have 10 minutes to find out what
minute networking is. The other half has 10 minutes to find out what traditional networking
is. The pairs use the internet to complete the task.

In the second part of the task, the trainer asks each pair to describe in their own words what
minute networking is and what traditional networking is. Each other pair will add what has
not yet been said.

In the third part of the task, pairs will be paired up into fours so that pairs working on tradi-
tional and minute networking will form a group. They are to think about how each style of
networking is beneficial. The group will justify their answer in a presentation.

3. Profession

The trainer will divide the participants into 4 groups.
Each group will choose one profession to represent.

They will then choose 5 professions from the given list (Attachment 3) that they think would
be most useful for their profession to get in touch with.
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At the same time, they will offer a possible quid pro quo for what the profession could do
for them.

Each group presents the result to the others. They also justify the results.

4. Networking events

The instructor will divide the participants into 4 groups.

Each group works on the same assignment.

This assignment is to design an original way of making a networking event.

Each group presents its idea in front of everyone.

The presentation must include:

¢ the place and time of the event

e description of the event

e arguments on how the event is different from others and how it is unique and effective
e who the event is for

e and other necessary information

Participants can take inspiration, for example, from networking centers' existing offers.

5. Benefits of networking — The ten commandments

Final reflection. The trainer asks the participants to create the ten commandments of
networking.

Initial warm-up questions for the whole group:

e Do you have personal experiences of using your contacts in certain places?

¢ Do people often use contacts when looking for a part-time job?

e Have you experienced it?

e What do you think is most important when making contacts?

e How should one act?

The trainer then divides the participants into 4 groups and asks them to create and write the
commandments of networking on a large flipchart paper.
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Attachments

Attachment 1: Fill in the missing words

Fill in the missing words:

N primarily serves to develop p relations. Networking helps
you build an of contacts and meet new people who can help you or your com-
pany in the future.

N C organize many events for candidates. These can include
fun events, morning breakfasts combined with a lecture, Friday night parties, and
more.

Missing words: Networking; personal; network; Networking centers (clubs)

What are the benefits of networking?
Benefits of networking — examples:

e getting to know new people, having the opportunity to spread awareness about our
company, business — advertise our business

¢ building business relationships, gaining important contacts, etc.
¢ pleasantly spend time with good company

e personal development — the so-called elevator pitch — being able to highlight only the
most important things in a few seconds

Attachment 2: Minute networking — Networking

Minute networking is s form of networking that works on a similar principle as speed dating.
Candidates always have only a few seconds to introduce themselves and get to know each
other. Only two candidates always talk to each other at the same time. The pairs take turns
after a short time. Usually, this part is followed by a looser part, without such strict rules,
where you can develop your business relationships with selected individuals as you like.

http://minutovynetworking.cz/
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Attachments

Attachment 2: Traditional networking

'Q: Tip no. 1 — It's not just about business

According to a recent LinkedIn survey, networking is still the most effective tool for filling va-
cancies. Up to 85 percent of respondents have reportedly found their current work position
through various events and networks of friends. At the same time, it would be a mistake to
think of networking as only a tool to offer your skills or products to as many people as possi-
ble. It is good to go to networking events without expectations and be open to new things.
You may not meet anyone who is in demand for your specialty, but on the other hand, you
may find a new tennis partner or a passionate beekeeper who will supply you with quality
homemade honey. Plus, if you stop thinking only about business, you may discover the
hidden magic of networking and enjoy interesting conversations on oftentimes completely
new topics.

Ay
'Q' Tip no. 2 — Look for common mission or values

Networking events and clubs are abundant today, and it is often difficult to find the one that
can benefit exactly us. It is, therefore, best to choose meetings with people who share a
common mission, values, or worldview like ours. "In such cases, the participants are tuned in
to the same wave, and from the beginning, they have a number of common themes to talk
about," confirms Jifi Jemelka, co-founder of KOMPAS, an informal association of Christian
entrepreneurs that holds quarterly meetings for businessmen, managers, and tradesmen
united by their Christian faith. In this way, participants can easily establish and strengthen
existing working relationships with colleagues who share a similar worldview.

'\Q" Tip no. 3 — Connect others

The tried-and-true advice of experienced networkers is: "Think about what you can do for
others." Therefore, most who go into networking with only their own benefit in mind are
not very successful in the long run. A far better impression will make those who listen and
can give advice or possibly connect you with a person who knows something that is useful
to you right now. When push comes to shove, you will have no problem recommending that
person in turn. But if someone barges into a conversation, only hands out business cards to
everyone, and talks about themselves, they rarely leave the meeting with the desired out-
come. Therefore, help connect others, they will then help connect you in turn.
N

'Q’ Tip no. 4 — Prepare in advance

Although you should attend events with an open mind and not calculate ahead, it pays off
to be prepared. An elevator pitch, a concise summary of who you are and what you do, is
always useful. "You only have a few seconds to make a first impression. If you waste them
with a lengthy description, you will lose most of your listeners. So, it is definitely not a bad
idea to think in advance about how you can describe your own business in an interesting
and, above all, short way," adds Jiti Jemelka. If you can also add a joke or say something to
make people think, you will not have to worry about questions about what you do.

:Q: Tip no. 5 — Build quality relationships

The power of networking lies in authenticity. People are getting tired of unaddressed email
offers or requests to connect with people they have never even met. So be careful not to
carry social networking habits into face-to-face meetings. It is not about getting to know
everyone and just adding them to your friends list the next day. It is much more effective to
strike up a deeper conversation during the event with one or two people you really stay in
touch with and meet occasionally for coffee, for example.
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Attachments

Attachment 3: List of professions

seamstress, tax consultant, auditor, hairdresser, accountant, sales representative, toy
manufacturer, convenience store clerk, plasterer, lawyer, teacher, musician, actor, cleaner,
construction manager, plumber, locksmith, chemist, bus driver, biologist, auto mechanic,
IT specialist, office worker, electrician, florist, painter, carpenter, photographer, launderer,
presenter, rehabilitation nurse, pediatrician, taxi driver, optician, garbage man, stockbroker,
geologist, architect, farmer, glass manufacturer, shoe repairer, archaeologist, sportsman,
repairer, wholesaler, hotelier, paleontologist, historian, matrician, archivist, arranger, bank-
ing expert, policeman, fireman, customs officer, detective, exterminator, ecologist, graphic
designer, hostess, steward, cook, blacksmith, fashion designer, baker, airplane pilot, psychol-
ogist, stylist, dancer, sound engineer, railroad worker, dentist

USEFUL PROFESSION POSSIBLE BENEFITS COUNTER-SERVICE
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