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Good afternoon everyone and welcome to this afternoon's workshop networking For Success. My name is Alan De Back. I will be your facilitator this afternoon. And I'm confident than in the next 45 minutes, we're going to learn to gather some really good tips for networking effectively and building your professional network. 

Before we take a look at our objectives for this afternoon, I'd like to share just a little bit of background information about myself and what I bring to the table. I am a career coach and also a learning consultant located in the Washington DC area and have been doing this kind of work for about the past 20 years or so. And I also should tell you that I am a confirmed networker. I really believe in the concept of networking, and it has made all of the difference in the world for me professionally and in my career. 

So, I'm really eager to talk with you this afternoon about some strategies and talk a little bit about my experiences and how networking is help to me. We will give you some opportunities to interact during the course of the next 45 minutes. I'm going to be asking you some questions that I'm going to ask you to respond to. But if you have a question during the webinar, please submit your question in the questions field which you'll find in the webinar control panel. One of the webinar organizers will be monitoring the questions, and I'm going to provide some time at the very end five or ten minutes at the end of the webinar to answer some of the questions that came in advance as well as some of the questions that you posed during the course of the webinar. 

So, you won't be able to speak to talk but feel free to submit your questions as we go along. With that said, Let's get into our content this afternoon. Let's talk about networking for success. It really is about helping you be successful in your career. I want to start off by sharing with you the objectives for the next 45 minutes. And there really are four of them. We'll start off by talking a little bit about why networking is so important. And as I said I truly believe it just is an incredibly important part of your professional toolkit if you will. So, we'll talk a little bit about why it's so important. 

We're also going to talk about how to network and where to network. And as far as the how part is concerned a few people submitted questions in advance asking what if I'm not comfortable doing it, what if I'm shy, what if I'm an introvert and I fit all of those categories I have some strategies that I'm confident are really going to help you if it's not a comfortable situation for you to network. So, stand by for those in a few minutes. We're also going to talk a little bit about the traditional concept of networking with has a really negative connotation in some folks' minds. And now what I call net-worth thing, and that's a very different look at networking and a way that it really works for both of the parties involved. 

And so, we'll talk about that and then we're going to talk about something called informational meetings. That is a way to develop your contacts in the field that you're interested in organizations that you're interested in. And we'll talk about some ideas around informational meetings and also some questions that can be useful to you during an informational meeting. So, that's what we'll be doing over the next 45 minutes or so. So, to start off I do have a question for you. And that question is this "why should I network?" And curious about your thoughts around why in the world he would want to network especially for those of you who aren't comfortable doing it. I'd like to invite you to answer this question in the questions backs that you'll find in the control panel. And I'm just curious about your ideas around why you would want to network. 

So, if you will just wanna type in your answers to that question and let's see what some of the ideas are that you have. Alright, and Kerry the first one, and she says job opportunities and certainly that's a big part of it. Collaboration opportunities. Thank You Michelle for that because although this is a job search topic. It really is about professional development as well. Meet people in my field. Jenna, "I love it create meaningful relationships". That is exactly what we're going to be talking about, and Tania also says relationship building. Resources excellent because when you build a network you really build your network of resources, so that's a really good reason for networking. And sharing ideas, learning new ideas, all of these are great right on target with all of these. Learn about the field excellent, excellent. 

So, I think based on the answers that I see you providing, there are a lot of very good ideas for why you should network. And I have a few specific ideas that I want to share with you as well around why I think networking is so important. Let's take a look at those, first of all it really does help you establish professional relationships. A few people in the questions that they submitted in advance of this webinar said things like well I'm not really sure how to go about doing that networking and building those relationships. And an effective networking strategy really does help you build long-term professional relationships. And I told you at the beginning I am a confirmed networker, I been doing this kind of work for over 20 years and I joined my professional association something like 25 years ago and I've networked within the professional association I belong to for a very long time. 

And I'll tell you I've got professional relationships that go back 25 years. And those people are there for me and I'm there for them. So, really good reason. Second thing that I think is really important is increasing your career field knowledge. You know I can send you two books to read, articles to read, things to read online about whatever career field you're interested in, but there's nothing as powerful as actually talking to people who are actually working in that career field. And that is a very important reason for why networking is so important. I also think it enhances your communication skills because especially for those of us who are on the shy side, it does force us to get out, there communicate verbally, use open-ended questioning all the good things we'll talk about. And I would assert that when you enhance your communication skills, you also enhance your interviewing skills, so I think that's a really good reason for networking. And the final bullet is kind of an interesting one and it comes from data that I got from the Virginia Employment Commission. 

And they do they serve job seekers who are located in the Commonwealth of Virginia. And they do a survey periodically of people who are successful in their job searches and asked them how they found their jobs basically. And consistently every time they conduct that research, they find that at least somewhere around seventy-five percent of the folks who've successfully found good opportunities, found them through networking. So, for those of you who are going to be participating in job searches, this is how the majority of people find their jobs. And that's really important. We'll talk more about that in a moment. I do want to share one quick anecdote about a close friend of mine whose company downsized. And he found himself on the street and was in a very long-term job search. And he approached me because he knew that I was a career coach and asked me for some advice about his job search. I asked him what he was doing, and it was a totally computer-based job search. He was basically sitting on his computer all day long, going to job boards, sending resumes electronically and had not had a whole lot of success using that technique. 

And I said to him, "what do you think about actually going out and talking with people and interacting with people in person in essence networking". And I'll tell you in a couple of minutes about what his response was because it was highly interesting. So, there are a lot of good reasons for networking. So, let's get into the press us a little bit. And I have another question for you. And that question is "how and where do I network, where do I go to network, where would I go to look for networking opportunities and how would I go about networking". Once again, if you could go to the question box and just provide some thoughts around how and where you might network. And got some great answers right off the back, conferences excellent, meetups, conferences, professional conferences, Chamber of Commerce, good, LinkedIn, excellent. 

This is primarily about in-person networking, but LinkedIn is a great resource for electronic networking. And again, we have professional conferences and Jenna I know I'm gonna like you, Jenna. She says everywhere. And I'm going to convince you in a moment that everywhere is actually, is actually a very good answer. So, all of those are really good answers about how and where I should network. So, let's start off by talking a little bit about how I should network. And for those of you who are introverts or who really don't like networking this next slide is for you because this is going to give you a strategy, that's going to make all the difference in the world. So, the idea is that typically when people go to a professional association or a conference or wherever they might want to do their networking, they do what I used to do. And that is they go and everyone else is standing around talking and everyone knows everybody, and I don't know a soul and I get my glass of wine and I stand in the corner and I feel like the padded plant. And how the heck do I start a conversation without feeling like an idiot? 

So, this is a strategy that will make all the difference in the world. And the strategy is have a goal before you go have a goal G-O-A-L before you go to that conference or go to that professional association meeting. What is it that you want to accomplish? And around that have a question that you want answer. Here's an example I do a lot of work in leadership development, so suppose I am interested in finding out what various organizations are doing around leadership development. I would go to the professional association meeting with a question something like this. I'm doing a lot of work around professional development right now and I'm trying to do some informal research about what organizations are doing, could you tell me a little bit about what your organization is doing around professional development right now? 

That as opposed to approaching someone and saying, "hi, how are you?" "nice to meet you" "are you enjoying the meeting?" "yeah, it's great" blah blah blah. Now you have a reason for being there and you have a question you want answered so you really have a goal. And boys, that make it easier and people get engaged much more quickly because you have a specific question that you want them to answer. Something to talk about with them. That will give you some data. That will be helpful in addition to developing a conversation with them. It really works like magic a colleague of mine gave me this advice many years ago when I was complaining about the whole process of networking. And it has made all the difference in the world for me to go with a question and go with the goal in mind. 

You certainly should bring business cards along. And not because you were going to go around the room, sticking business cards under everyone's nose and I also have attended conferences were people who were job hunting had stacks of resumes and they were racing from person to person sticking resumes under each person's nose. That's not the goal, but suppose you've asked this question about leadership development and have had a really good conversation with someone. At that point, the question is really like to interact with you more about this I have an article I'd like to send you that I think is really pertinent to what we were talking about. Would you like to exchange contact information, so I can follow up with you? And then you have a reason for powering up. It's not just we exchange business cards and we met and that's it. But we had this conversation and I have a reason to follow along and then you want to do the follow-up. 

Certainly, send them the article or whatever it is that you promised them you would do. This is a great strategy. Really great strategy and it makes all the difference in the world because you have a goal, you have a reason for wanting to get that person's contact information and you have a reason for following up. So, that's a strategy I wanted to share around how do I network. Let's also talk a little bit about where I network and several of you already had great answers to that question. Professional association meetings, I belong to a professional association for trainers and learning professionals, have belonged to that professional association for about over 20 years. And it has made all the difference in my career. I would not be where I am today had I not belong to that association, gone to those meetings. 

Conferences are a great opportunity. I've gone to the APA Convention for about the last five years now. That is mammoth. Any of you who have ever been. It's like 12,000 people. It’s enormous. But you can find smaller opportunities within a large conference. Suppose that you go to a session and the topic you're particularly interested in. Before the session starts maybe interacting with a couple of people in the room and ask them about the topic because they're probably in the room because they're also interested in the topic. And there are certainly smaller networking opportunities available at major conferences. I think somebody mentioned classes. What better if you are pursuing a degree right now. What better way to start to develop some professional relationships network with people who are in classes that you're attending. And also networking with professors great opportunity. And then I think Jeff and I mentioned this earlier, and that is almost anywhere that you go out in public is really an opportunity for networking. I have a very good friend who is very much an extrovert. 

I mean she'll talk to anybody anywhere and I think somebody mentioned airports. She networks in airports. And you know everybody's sitting waiting for a plane board and she'll zero in on someone who she thinks might be interesting to have a conversation with and sit down. And she has developed more professional acquaintances through airports than anyone I know. I had a client who had something very interesting happen. He was looking for, he was in a downsizing situation was looking for his next opportunity and his wife was going to go to her to get her haircut. She went to a hair salon to get her hair cut and was talking with the person cutting her hair. And if you think about it, people who do hair meet lots of people and she was telling her the person cutting her hair about her husband search and what was going on. And the woman cutting her hair, "said oh my gosh you know I know somebody who does that kind of work and they're coming in next week and boy I'd be happy if I'd be happy to ask them if they'd like to make that connection". And talk, you know, asking what they'd be interested in talking with your husband. And I thought wow what a great opportunity and they actually made the connection and actually still have a professional relationship to this day. 

So, you just never know where the opportunity is going to happen and really almost anywhere is the place to network. So, those are a few ideas around how to network and some locations that you might network. But what's kind of move on and now talk about the actual process and why so many people have a negative connotation around networking. 

And I'd like to share with you some ideas around something I call networthing versus traditional networking and you may remember earlier, I told you a little bit about my client or my friend actually who was doing the computer job search and was reluctant to go out and talk with people reluctant to network. and I asked him why and his answer was very interesting his answer was I don't like to use people. And traditional networking does have kind of a negative connotation because a lot of people look at it as using people, so I'd like you to think about networking in terms of Networthing as opposed to traditional networking and here's what I mean by that. Networthing is about focusing and we instead of me. It's about helping each other improve and grow. 

It's about support and advice that flows both ways you're helping each other. And you're developing this this ongoing professional relationship. As opposed to traditional networking that a lot of people think about as I'm gonna use somebody I need to find a job, I'm gonna contact everyone I know, I'm gonna use them and then I'm gonna drop them. And that's why traditional networking has such a negative connotation. So, you know we have this relationship. We send articles back and forth occasionally. Maybe we meet for lunch occasionally. We bounce ideas off of each other but it's very much a focus and we and how can we help each other and how can we be supportive each of each other. So, that's the first aspect of Networthing. It's really a focus on we. The second aspect is there's a concentration and a long-term relationship. 

So, I have written here enduring professional relationship and notice I've said develop strong trust. I want to share a personal anecdote about this with you. Because several years ago, I was with a company that went bankrupt and I was their director of learning and we went bankrupt. And it was one of those situations where on a Tuesday morning two weeks before Christmas, company went bankrupt. We were on the street and I knew that I needed to develop a strategy for where I was going to go next. And I also knew that I needed to reach out to people with whom I had built these long-term relationships and ask their advice, ask their help, ask them for leads if they had leads. And I have a colleague who is very well known in the learning and development field here in the Washington DC area. 

And I actually had known her for probably 15 years at that point. I had used her as a contractor earlier in her career and we had developed this relationship. And went back and forth periodically had lunch together, periodically. So, anyway I reached out to her and I said just want you to know what happened. My company went bankrupt. I'm looking for trying to figure out a strategy, trying to figure out what my next opportunity will be. And so, I'd be interested in your advice and any leads that you might have for me. Excuse me! And her answer was so interesting. She looked at me and she said Alan., for you anything. She said you need to understand a lot of people know me. I'm quite well known here in the area. And she said I get these requests to constantly. And they typically come from strangers or they come from people who I may have met years ago, haven't heard from since. Suddenly they need something and they're reaching out. And she said when that happens, I very politely say no I'm really sorry but I'm incredibly busy and not able to help you at this point. She said for you anything because you have really made an effort to build this long-term relationship and I really value it. 

You've been there as a sounding board when I needed you to be. So, for you anything at all. And I thought that was such an interesting reaction because it really showed the value of that long-term relationship where trust had been developed and where we really respected each other and really respected each other's strengths and what we brought to the table. So, that's the concept of Networthing. It's about we versus me and it's about a long-term relationship. And unfortunately, traditional networking very much tends to focus on me and also has a tendency to focus on the short-term. And that is why so many people have such a negative connotation and why that friend of mine who I was trying to get away from his computer and get out and talk to people had that reaction of I don't want to use people. So, I really want you to think about we and I want you to think about long term. 

And as you go back, as you think about the advice, I gave a little bit earlier about how to network and we talked about going to a professional association meeting with a question in mind and so forth. That is the start of a networking relationship if you indeed start to talk regularly, provide support to each other, provide articles to each other. That really can be the start of a great networking relationship even though it happens in a Traditional networking environment. So, think about that. That whole philosophy of Networthing versus networking. we're almost halfway through our times, so I just want to stop for a moment here. And if anyone has any burning questions they'd like to ask, I can handle a couple of questions midfield here before we go on does anyone have a question, they'd like to ask you and put it into the question box and I'll be happy to handle a couple quick questions. Okay, Kerry is asking and let me get this open, so I can see your entire question. "If there are not professional association meetings in your area and I don't see the rest of it. I guess the question is what to do if they are not professional association meetings in your field, in your area. So, a couple of things around, you can look for some general association meeting. 

Somebody earlier for example mentioned Chamber of Commerce if you are looking for something in a business related in the business-related field. Something like a Chamber of Commerce could be a good opportunity to go to a meeting and do some networking. And if there's just that I know I lived in a very rural area early in my career and there just weren't a lot of professional people and a lot of professional associations. so, if there's not a lot in person then that's a really good reason to look for electronic opportunities like I'm LinkedIn, to join groups and to try to network electronically. And somebody asked if I have any suggestions of how to start one that's a really interesting idea. I've never actually done that, but I think I would try to maybe start off electronically and look for people electronically who are in my area, who are doing the kind of work that I'm doing and then perhaps maybe go from there it's just starting to meet in person and see if I can get something started. 

Final question and then we'll move on I see some that a student is asking. As a student what can we offer it in net worth with a seasoned professional you know. As a student you are doing a lot of research and you probably have time to do research that a seasoned professional probably doesn't have time to do because I can tell you when you get into becoming in the workforce as a seasoned professional day to day stuff gobbles up so much of your time. And so, as a student you could even offer if a seasoned professional has an area that they're interested in and they just haven't had time to do research. Maybe you could offer to do some research and get an answer to a question or maybe getting a couple of articles for them. And that would be that would be a real value you could serve as a student for seasoned professional because you're in research mode anyway. Well, let's keep moving I want to provide a little bit of time at the end for some additional questions. So, I want to share one other big opportunity with you around networking. And that is a concept called Informational Meetings. And some of you may have heard of the term Informational Interviewing in the past. 

Traditionally that's what this has been called. And what my experience has been with some of my clients is that the word interview got stuck in their mind. And rather than going and interviewing someone for information, they turned it into a job interview. And that really does not go over well. It's really getting in to see someone under false pretenses. I've had a couple of people do it with me in the past. And that's just not going to end well. Wo the word interview kind of gets you into a different mindset. So, I'm now using the terminology informational meetings. And it is about meeting with people who are working in your field or who are getting into your field to get information about them, about their career path, about the field about what they've done. And so, I'd like to share with you a little nation around Informational Meetings and some ideas about how to do one successfully. And to start this off, we've got to share one more personal anecdote with you.

Because when I was getting out of graduate school, the advice I received was you need to do Informational Interviews / Meetings. You need to talk to people, find out what's going on in the field. And I went to graduate school in Rochester New York. And the largest employer in Rochester at that time and my master's was in Human Resource Development with a concentration in career counseling. And so, I was trying to network with people who were in the Human Resources field. Well, the largest employer in Rochester at that time was Eastman Kodak Company and somehow through a couple of people who I knew I scored in an Informational Meeting with the Vice President of Human Resources at Eastman Kodak and I was on top of the world. Oh my gosh, I couldn't believe this would happen. So, um on that day I put on my one suit and my one white shirt and my one red tie and went to Eastman Kodak. I was ushered into this guy's office, sat down in the chair across from him and he looked at me and said so what can I do for you today. And I looked at him and I thought oh my gosh. And there was a moment of silence and then finally I said something I think like well I just want to find out what's going on in Human Resources Eastman Kodak, something like that. 

And clearly, I was unprepared, and I could tell from his face that he could see that I was clearly unprepared. And I will tell you that 10 minutes after I was ushered into that office. I was ushered back out of that office and because I had not prepared. It was just a total flop. So, big thing I learned was I need to be prepared for this for this kind of opportunity. So, a few things, if you are going to have an informational meeting, you need to figure out what your goals are, what is it that I want to accomplish, do I want to find out more about my field, do I want to find out more about a particular organization, do I want to get advised about how to break into the field. But figure out what your goal or your goals are. 

And please plan your questions ahead of time. And obviously, you want to use open-ended questions versus closed-ended questions because you want to obviously get the person who you are meeting with talking about whatever it is that you want to find out. And a closed-ended question that's answered with a yes or a no is not going to get what you need. Finally, use your time effectively if you've been given the half hour, use that half hour but be respectful and when that half hour is over be ready to get up and leave. So, don't over plan and be really respectful of the time of the person you're meeting with. So, those are a few ideas around Informational Meetings. And in addition to that, thinking about the questions that you come with they really should probe for information and they really should be open-ended as I said versus closed-ended. So, once again, I have a question for you all. "What do you think some potential questions might be for an Informational Meeting?" And once again if you could use the chat box and just type in some of the questions that you think might be appropriate and then I'll share some that I think are really good that I want to share with you. But I'm curious about what kind of types of questions you might ask during an Informational Meeting. What surprised you about this job? I like that what is a typical workday like? Good. Let's see what else we have. 

Questions they asked them about day to day activities they perform that's great, so you can get an idea of what it's like to be in their job. This is a really good one what are you looking for in a new professional in this industry. And so, if you are just getting out of school or just getting into your field. That's a really great question because then that will give you an idea of where you perhaps need to develop different skills. And what if your career journey looks like. As a career coach, I love to ask people about their career paths. So, that's a great question as well. So, yes those are some good questions. I have some I'd like to share with you. And I've tried to categorize them to give you an idea of some of the areas where you might want to ask some of these probing open-ended questions. The first area the first category I want to share with you are some questions around personal questions about background and career paths and how people got to where they are. 

So, things like how did you get into this type of work what do you like best what do you like least, what would you change if you could. Another question here might be something about what is your career path been like. If it's someone at a senior level, how did you get to where you are. I find that people really love to talk about their career paths and how they've gotten to where they are. And sometimes, the career paths are very unique, but they also are can be very helpful in giving you an idea of what some typical career paths are that you might follow if you want to get to where they are. So, some good personal background questions. Another category professional field if you want to find down about a field or find out about an organization. and I'd like to ask about change because change is constant. And so, what are the changes that are happening in my field our field your field. 

And if you're interested in a particular organization. What are some of the changes that are happening in the organization? What types of skills are most important? That is a really great question because if you ask that question repeatedly and you start to hear some of the same skill sets mentioned over and over, that really gives you an idea of what's important and the skill sets that you really should possess. And if you hear something over and over and you realize that is not an area where you have a strength. That tells you that's something I really need to develop. And I like what are your biggest challenges because it really does give an idea of what some of the things are that you may need to overcome if and when you move into the field. And another category of questions that I really like to ask is this advice. I find most professionals; especially, senior professionals love to give advice. So, what would you recommend that I do to develop myself? What advice would you give to someone entering this field? 

Those are great questions because it really gives you an idea of what steps you need to take to make yourself a better candidate. If you are interested in the particular organization, what advice would you give someone interested in getting into this organization? Advice questions tend to go over really well. Now as I mentioned this is not a job interview and so you're not in this informational meeting mode to find a job, but the nice thing about this is that it does put you in front of people who are potential decision-makers. And I want to share one more final personal anecdote with you around this. Several years ago, when I was a career services manager in a university setting, a colleague of mine at another university called me and she said I just interviewed just had an informational meeting and in from informational interview with this young woman who has just completed her master's degree. 

And I found her to be really impressive and I gave her your contact information because I thought you would also be a really good person for her to come and talk to and do an informational interview with. And so, a couple days later this young woman contacted me to set up an appointment. And because the referral had come from a colleague who I respected that was more than happy to set that appointment up. She came in professionally dressed, very well prepared, asked excellent questions about the field and about the university. I just was very impressed by her sent a thank-you note after the informational meeting which was also very impressive. And what happened was about six weeks later one of my team members came in said 

Alan, my husband is being transferred. I have decided that I am going to go with him. And so, I'm giving my two week’s notice I'll be leaving and suddenly I had a position to fill and obviously I had to go through the recruiting process to fill the position, but you can be sure I called Danielle and I said to her just want to let you know there is now a position open. And to make a long story short went through the entire recruiting process but she ended up being the best candidate. And I did indeed hire her, but obviously I had a great impression of her before she even came in the interview because we had had this remarkably good informational meeting. So, it it's a great way to make contacts with people who could be decision-makers. 

So, I strongly suggest informational meetings as another really good networking strategy. So, we have about five- or six-minutes left what I'd like to do is open up the open up to some audience questions. I believe that one of the organizers is has been tracking audience questions and has a few that she's gonna provide us with. So, let's open it up to questions. Yes, wonderful and this has been so helpful, so interesting. So, to start, I network if I'm how do I network if I'm a shy person. I think it is again all about having that goal in mind if I am going to a professional association meeting or if I am doing an informational meeting because I consider myself to be a shy person and I will tell you that I used to detest networking. 

And having a goal in mind and having a question specific question that I wanted answered made all the difference in the world. I also think we this was really about in-person networking rather than electronic networking, but I think electronic networking is a wonderful opportunity for people who consider themselves shy interpersonally because it is another way of making professional contacts and communicating with professional contacts. That says do not rely solely on electronic networking, you really should balance both interpersonal networking and electronic networking. So, I love this question because I think it's happened to all of us. 

How do you recover from networking fail like connection an awkward first impression no response after an initial positive meeting, etc. Yeah, kind of like the network fail that happened to me at Eastman Kodak. You know not every opportunity is successful. I have had experiences where I met someone and had a fantastic initial conversation with them, tried to follow up and all I got was crickets, but yeah it just happens sometimes. So, I think I think two things. Number one, I had to walk away from the Eastman Kodak experience and ask myself what went wrong and asked myself what I was going to do differently next time and what that obviously was to be better prepared. So, if something went drastically wrong and you can change something to make it better next time. That's certainly a question need to ask yourself but secondly if it goes wrong understanding it happens it happens to all of us, it happens to the best strategic networkers and just picking yourself up and realizing it happens and moving on and trying not to dwell on. It is critical because if you dwell on what went wrong. It's just gonna drag you down so. Picking yourself what went wrong ... And then maybe a sort of an extension of that question, if somebody doesn't follow up or it doesn't respond after you send them an email or a link to connection request or whatever your outreach is. 

How many times is it appropriate to follow up before you sort of you know send them to the island of lost connect. You know that's a great question because there I always say there's a difference between being persistent and being a pest. And so, I will follow up a couple of times because I do want to be persistent and I know people are busy and maybe I emailed them, and the email got lost or maybe they intended to answer, and they got busy and didn't have time to answer you know all kinds of things happen. So, I would follow up a couple of times but if after a couple of times, you're still hearing cricket. They are obviously not interested, and you don't want to cross over that that wine from being persistence being a pest. Definitely not. So, I think this question will resonate with a lot of folks on the call. So, as an academic, I feel isolated from industry. 

How do I begin to build my professional network outside of academia? Excellent, I think professional associations are a wonderful opportunity to do that. And so, identifying professional associations in industry that are related to your field or the field that you're interested in. And there is and I'm gonna forget the website now there is actually an association of associations believe it or not there is an association for virtually everything. Most of them are headquartered here in the DC area. And there's an association of associations called American Society of Association Executives and I can't remember the website off the top of my head. But they have a directory of associations on their website. And you will find there's an association for almost everything. And typically, a large association, you'll be able to find a local chapter. And local chapters are generally just delighted to have guests attend their meetings. And that's a good opportunity for someone trying to move from academia into a business environment. So, this is a good one. How do I make myself memorable in a short amount of time? You know when you're kinda you only have a few seconds to catch someone's attention. What's a good way to do it? 

Two things and I think the woman I told you about who came and did the informational interview with me as a great example. Number one, appearance. Whatever is, and I know that some people will probably not respond well to that because I know we're not supposed to make judgments about people based on their appearance, but the truth of the matter is if I am going to go to a professional association meeting I should be dressed professionally and that show up in my jeans and t-shirt. So, being dressed appropriately for the situation is certainly very important. And then preparation. Having that question, I want answered having that goal if I'm doing an informational meeting. Going in with some good open-ended questions prepared. But being prepared is so huge because people who are not prepared do not make a good first impression. 

That is definitely true and sadly that is all the time we have before we send everyone off to enjoy their Halloween's. So, thank you so much for sharing your wisdom and your insights. And thank you all to those who joined. We have a few finishing notes. But Alan if you just want to give your sign-off sure. Thank you everyone I really appreciate the opportunity to be with you this afternoon. And feel free to reach out. I'm you can find me very easily on the internet, so feel free to reach out with any additional questions. Great thank you so much Alan. All right and thank you to all of our listeners for taking time out of your busy schedule; especially, Halloween to be with us today. 

For you, we have a "Finding A Job In Industry" E-Booklet produced by the editors of the monitor on psychology. It features Q&A; with psychologists working in industry. And articles on job hunting and interviewing. You can download the ebook lit from the handouts tab in your webinar control panel. And we'll will also email you a booklet along with the recording in about a month. If you're ready to start your job search or want to explore job postings, check out APA's online Career Center site careers, create an account and upload your resume to become instantly searchable by employers and recruiters. For all opportunities the web address is www.psyccareers.com. 

Are you looking for more career related information? Check out the APA membership page at www.apa.org/members. We're developing a variety of articles booklets and webinars on this topic. And as soon as the webinar has ended a short survey will appear on your screen. Even if you've completed a survey for a previous webinar, we hope you'll take a few minutes to complete the survey and give us feedback on this on this webinar. And how we did? And how we can improve? So, thank you all so much for your time and attention. Have a safe and happy Halloween and we'll see you soon. 
