NETWORKING TIPS

-- Ads, recruiters and the internet account for only a small percentage of                successful job searches.  Networking will allow you to tap into the hidden job  market.

-- Start with your friends, relatives and work contacts.  Work contacts include not only fellow employees (peers, superiors and subordinates) but also suppliers of goods and services to your firm and customers of your firm.  These people know the industry/sector and can be crucial to your search.  If you are in either the legal or finance field, outside attorneys, accountants and consultants make excellent sources and references.

-- If you have already identified a target company, find out who:


-- is the leader of the target department


-- does the recruiting/hiring for the target department


-- the customers, suppliers and outside consultants are


-- might be able to refer or introduce you to these potential contacts

-- Make a list of people and let them know that you are looking for employment and would be most grateful their help.  Take them to lunch and mutually decide what role each of you will play in your search.  Consider that you are a new coach, building a team of valuable contacts, all of whom have the common goal of helping you to land successfully on your feet.  Your role is to get them excited about meeting the challenge ahead.  Get their perspective on your background and qualifications, and solicit their advice.

-- You must make cold calls to develop your contact list.

-- When attempting to contact a hiring manager, if you need to get through an administrative assistant or voice mail, mention that you are gathering necessary information about their occupation and that the manager may be helpful, since he is successful in the field.  Don't mention employment.  Develop a phone script and practice it if you are uncomfortable with this methodology.

-- If you cannot get through to the hiring manager, ask if there is someone else that can help you.  Make sure you have the right person.  Sometimes your initial contact can direct you to someone more appropriate to your objective and purpose.

-- Be clear on the objective of the contact.  The objective of some contacts is to reach other contacts.  Others may be to discuss the opportunities, industry trends or your own qualifications.

-- Be honest with people by respecting their time, and do not have a hidden agenda.

-- Be organized.  Keep a log of each and every contact.  Keep tract of what was discussed, referrals made, and, above all -- follow-up information.  Ask each one if you may call them periodically to let them know how you are doing.  And do it!  Remember, each of these must become an informed and interested team member if the goal is to be achieved.

-- Be prepared and interested.  Prepare your personal introduction, and plan your questions.  Take notes, and try to keep the call/meeting brief.

-- If appropriate, let them know that you would like to be notified should any employment opportunities arise in the near future.

-- Ask them if they know two or three people that you could contact.  You would be amazed at how well this works.  Most know two or three people and these individuals will give you another two to three people.  Before you know it, you have contacted fifty to sixty people.

-- Always thank anyone for his or her time and send a follow-up letter.

-- Many people view job negotiations simply as a matter of coming to terms with an employer on the question of salary.  This is not the case at all, however.  A number of other important factors can be negotiated as well.  These include:


- Starting date


- Vacations


- Decision-making 


- Support, budget and resources


- Reporting relationships


- Relocation and its expenses


- Insurance and pension benefits


- Employment contracts


- Release time for professional membership and activity


- Stock options


- Bonus Arrangements


- Title


- Expense account allowance

-- Be sure to review the prospective employer's proxy information and other filings with the security and exchange commission.  This may give you an insight as to compensation and benefits arrangements the company has with existing personnel, and tip you off as to other items to negotiate.  Such items include:


-                  benefits


Negotiating a severance package in advance of joining a company 



requires a certain amount of chutzpah.  You'll need to sell the idea



on the basis of realistic circumstances that occur daily in today's 


business world.  It could pay off handsomely for you if the 



company is acquired or the job doesn't work out for any reason.  


Realize, however, that this option is typically open only to higher-


level executives.



If you choose to seek a severance agreement, a loose but written 


arrangement is needed.  Don't create a multi-clause legal 



nightmare that forces them to prove you've done something wrong 


or failed to perform up to a certain standard.  Keep the agreement 


simple.  Tell them that you'll accept their decision to terminate your 

employment for any reason they choose, but that short of a felony 


conviction, they'll continue to pay you for nine months (or 



whatever) so you can find a new position.



The best reason for negotiating a severance agreement is the 


possibility that new management could take over the company 


down the line.  Another would be the company's (or your division's) 

relocation to a smaller job market where opportunities are less 


available should you lose your job one day.  Whichever approach 


you take, never relate your need for this agreement to the 



possibility that you might not work out in the job.


- Personal use of autos and aircraft


- Loans to facilitate relocation at favorable interest rates


- Sign-on bonuses (possibly to compensate for corporate inflexibility 


  on other items).

-- Negotiating a compensation package is every job hunter's final hurdle.  Yet             many people are so happy just to have offers that they fail to take advantage of their leverage at this critical time.  Your negotiating strength is never greater than at the moment the company invites you to join the team.  While being wooed, you're treated as an individual case.  Once you accept an offer, future raises are likely to be in line with broad corporate policy.  You are no longer unique.


By negotiating, you seek to create a win-win compromise between two points of view.  The company has set a range for what it believes the job is worth, while you should have a sense of what your skills and experience are worth on the open market.  The two must be reconciled, and you need to determine where the company has flexibility to meet your needs.

Other Negotiable Items:

-- Many people belong to professional organizations that can engender out-of-pocket expenses, such as annual dues and the cost of attending monthly meetings.  Certified public accountants provide a good example.  Many CPAs are required to attend continuing education classes in their field to maintain their certification.  This should be addressed at the time you negotiate compensation.  The company many not agree to pay these items once you've accepted their offer.

-- Recent military conflicts brought out another element of compensation many people overlook -- pay during periods of active duty in the military.  If you're in reserve status, don't go out of your way to reveal it during the interview process, but raise the question once an offer is made.  Not everyone is as patriotic as the personnel in our reserve forces, but progressive companies will make sure such national emergencies don't create an economic hardship for you.

-- Outplacement assistance for an employed trailing spouse should be part of any relocation negotiation.  Getting the second income started sooner will make a difference in total family income, which will affect everyone's satisfaction when making the move.

Though it is highly likely you will not be able to negotiate successfully on all of the above items, the extent to which you can maneuver is generally determined by the nature and level of the job and by the hiring policies of that company.  Remember, too, that any negotiating you have in mind should be opened only after an agreement has been reached (at least in principle) that you will be joining the organization.

The key to successful negotiations is knowing exactly what you want from the potential employer.  Don't surrender anything until you have to, and then only if it is not one of your top priorties.  If possible, get the employer to make an initial offer.  Once he or she has done this, you can suggest whatever modifications you feel are important, or anything else that will make the offer more palatable or attractive to you.  For example, if the employer suggests a salary of $40,000, and you have already earned a bit more that that, you might counter this offer by saying something like:  "$40,000 would be agreeable if I can have three weeks' vacation and a six-month salary review."  Another possible counter might be:  "If I agree to that figure, would there be any problem in my getting a Department Manager title after six months."  However, be sure that whatever you ask for is not something unavailable to persons at your job level.

Finally, remember that it never hurts just to ask for something.  Your natural urgency to get the job shouldn't prevent you from trying to attain a benefit to which you're legitimately entitled and that you'd be unhappy not to have once you actually start working.
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