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 What   Exactly   Is   Networking?   
Networking   is   the   ac�vity   of   connec�ng   with   others   to   gather   and   share   informa�on.   
For   some,   the   prospect   of   networking   can   elicit   feelings   of   discomfort   or   concern   about   feeling   fake.   Finding   points   of   connec�on   is   just   
the   start,   and   there   is   nothing   fake   about   pu�ng   yourself   out   there   to   connect   with   someone.   As   long   as   you   focus   on   it   being   a   process   
of   curious   explora�on,   those   feelings   can   be   replaced   with   excitement   to   build   your   professional   community.   Click   here   to   learn   more   
from    Celeste   Headlee .   

  
Networking   is   a   two-way   street.   

  

  

You   may   ini�ally   feel   like   you   are   asking   most   of   the   ques�ons   
to   another   person,   as   opposed   to   an   even   exchange.   While   
this   may   be   true   in   many   cases,   keep   in   mind   that   your   ideas   
and   experiences,   both   now   and   in   the   future,   may   also   be   
interes�ng   to   your   contacts.   People   with   whom   you   network   
might   be   interested   in   hearing   about   your   projects   related   to   
their   line   of   work.    The   dynamics   of   a   conversa�on   may   also   
reflect   your   personal   preferences   -   consider   ge�ng   out   of   
your   comfort   zone,   and   it   may   invite   others   to   do   the   same.   
  
Networking   happens   across   cultures.   

  

  

Before   connec�ng   with   individuals   from   different   cultural  
backgrounds,   be   sure   to   research   and   observe   cultural   
norms   surrounding   networking.   Communica�ons   that   seem   
polite   in   one   culture   may   be   considered   strange   or   rude   in   
another.   If   you   find   that   certain   norms   are   very   different   
from   how   you   typically   operate,   find   a   partner   with   whom   
you   can   prac�ce   and   hone   your   style.     
In   other   words;   be   aware   of   your   own   salient   iden�ty   
markers   and   those   of   the   individual   you   are   asking   
something   from.   Consider   how   those   iden�ty   markers   
show   up   in   an   ask   and   engagement   with   others.    
Example:   If   I   as   a   white   person   consistently   ask   
professionals   who   are   BIPOC   to   support   my   career,   I   should   
consider   power   dynamics   and   the   value   of   connec�ng   both   
with   individuals   of   similar   iden��es   and   across   lines   of   
difference.   

  

  
 

Networking   is   NOT   asking   for   a   job.   
  

  

When   connec�ng   with   someone,   remember   that   the   
goal   should   not   be   to   ask   for   an   internship   or   job.  
Instead,   always   interact   with   others   through   a   rela�onal    -    NOT   
a   transac�onal   —   approach.   Seek   to   learn   and   gain   advice   
from   others;   you   never   know   where   it   may   lead.   

  

Since   nearly   70   percent   of   individuals   are   hired   by   companies   
where   they   have   a   personal   or   professional   connec�on  
(according   to   LinkedIn),   networking   is     a   cri�cal   aspect   of   the  
career   explora�on   process.   Beyond   making   personal   
connec�ons   with   others   in   roles   of   interest   to   you,   networking   
allows   you   to   gain   insight   into   many   aspects   of   work,   including   

• Trends   within   fields   
• Personal   career   journeys   

(such   as   someone’s   post-corps   transi�on)   
• Insights   into   organiza�ons   or   companies   

(like   workplace   culture)   
• Job   search   resources   and   interview   prac�ces   
• Strategies   for   achieving   your   goals   and   

roadblocks/hurdles   to   consider   
  

Networking   conversa�ons   can   also   open   your   eyes   to   
career   fields   and   jobs   that   you   may   not   have   
considered.   Approaching   each   conversa�on   with   both   
curiosity   and   an   open   mind   will   allow   you   to   connect   with   
others   in   an   authen�c   and   meaningful   way.   

  
Next:    PHASE   1 :   Lay   the   Groundwork   

https://www.youtube.com/watch?v=R1vskiVDwl4


  

  
 

PHASE   1:    LAY   THE   GROUNDWORK   
  

Know   your   “why”   
  

  

Start   by   clarifying   your   goals   and   objec�ves   for   wan�ng   to   
connect   with   others.   There   could   be   many   reasons   you   may   
want   to   start   networking,   including:   

• You   are   curious   about   naviga�ng   a   career   pathway   
given   certain   iden�ty   markers   (e.g.   naviga�ng   
becoming   a   lawyer   as   a   La�na)     

• You   are   curious   about   exploring   careers   beyond   
those   that   are   already   familiar   to   you.   

• You   are   considering   internship   opportuni�es   and   
wonder   which   might   be    the   best   fit   for   you.   

• You   are   very   interested   in   a   specific   role   and   would   like   
an   insider’s   perspec�ve   to   determine   if   your   
understanding   of   the   work   is   accurate.   

• You   have   decided   upon   a   specific   loca�on   to   relocate   to   
and   want   to   be�er   understand   how    to   find   
opportuni�es   in   that   area.   

• You   are   preparing   for   an   interview   for   a   certain   role   
and   want   to   gain   insight   and   advice   from   someone   
who’s   been   through   the   same   interview   process   
before.   

   

  

Figure   out   your    “who”   
 

  

Whether   or   not   you   realize   it,   you   already   have   a   network.   
Networks   do   not   just   consist   of   high-powered   people,   like   
CEOs   or   execu�ve   directors.   Rather,   networks   consist   of   
people   we   know,   people   they   know   and   people   we   make   an   
inten�onal   effort   to   get   to   know.   

  
Start   by   taking   an   inventory   of   your   network.   In   the   chart   
below,   list   individuals   or   organiza�ons   with   whom   you   
would   like   to   connect   and   learn   more   about   work   that   
interests   you.   

  

  
  
  

Rela�onship   

People   (names)   you   already   know   
Talking   with   these   people   about   their   career   
journeys   can   help   strengthen   exis�ng   connec�ons.   

Contacts   you   would   like   to   make   
These   can   be   as   par�cular   as   an   individual   you   
would   like   to   connect   with,   or   as   general   as   
someone   in   a   specific   role   or   organiza�on   that   
interests   you   (e.g.   “Someone   who   works   in   a   law   
office.”)   

Friends   and   family       

Educators   
Past   teachers,   faculty   members,   
preceptors,   administrators,   tutors,   
etc.   

    

People   you   admire       

https://www.youtube.com/watch?v=mv0SdUQPAgQ


  

  
  
  

Next:    PHASE   2    “PLUG   INTO”   YOUR   NETWORKS   

  
  
  

   

Alumni   from   your   
University     

    

Affinity   groups   
Extracurriculars,   religious   groups,   
athle�c   teams,   professional   
associa�ons   in   a   career   of   interest,   
etc.   

    

Coworkers   or   supervisors       

Community   Stakeholders   
People   who   have   a   vested   interest   in   a   
community   (physical   community   or   a   
community   of   people   like   immigrant   
rights)   and   are   leading   parts   of   the   
work.   

    



  

 PHASE   2:    “PLUG   INTO”   YOUR   NETWORKS   
  

Find   your   people   
  

  

There   are   many   resources   you   can   use   to   find   people   
working   in   your   areas   of   interest.   A   great   place   to   start   is   
online.   

  
  
TFA   Connect   BETA   
h�p://www.teachforamerica.org/     

Find   TFA   alumni   with   whom   you’d   like   to   connect,   including   
messaging   them   by   using   the   Alumni   Directory   search   tool   on   
Teachforamerica.org     
● CM/Alumni   sign   up    

   h�ps://youtu.be/TnbM9Pj0FPM   
● Find   a   role   &   network   as   an   alum   

h�ps://youtu.be/m8qyp4qBcIo   
● Send   messages   to   employers   

h�ps://youtu.be/pRr-MUShgaE   
  

  
  

LinkedIn   
www.linkedin.com   
Iden�fy   individuals,   organiza�ons   and   specific   roles   that   may   
be   of   interest   to   you.   Be   sure   that   your   LinkedIn   profile   is   
updated   and   well   organized,   so   new   contacts   who   read   your   
profile   can   learn   about   you.   For   more   informa�on   check   out   
Dallas   Fort   Worth’s    personal   digital   brand    resource.   

  
  

   

Beyond   online   resources,   opportuni�es   to   engage   in   
face-to-face   networking   are   all   around   you,   including:   
speakers   at   professional   development   sessions   and   other   
employer   events,   coworkers   and   managers,   contacts   you   
have   through   professional   conferences   or   through   
volunteer   work.   

  
Your   Teach   For   America   experience   offers   you   chances   
to   naturally   engage   in   networking,   some�mes   without   
even   realizing   it.   These   include:  

• Par�cipa�ng   in   organiza�ons   and   volunteer   
opportuni�es   

• Connec�ng   with   alumni   and   other   associates   
during   conferences   and   professional   
development   sessions   

• Ge�ng   involved   with   local   ini�a�ves     

• Par�cipa�ng   in   your   placement   school’s   PTA     

• Par�cipa�ng   in   commi�ees   at   your   school   

• Shadowing   alumni   and   other   professionals   at   
their   jobs  

  
  

    

  
  

Talk   with   many   people   about   what   you   are   doing   and   what   you   would   
like   to   do.   Also   take   the   �me   to   listen   to   what   they   are   doing,   their   
successes,   and   their   pain   points.   This   way,   you   can   build   a   genuine   

connec�on.   
  

  

http://www.teachforamerica.org/
https://youtu.be/TnbM9Pj0FPM
https://youtu.be/m8qyp4qBcIo
https://youtu.be/pRr-MUShgaE
http://www.linkedin.com/
https://drive.google.com/file/d/1KYX7Msczo1sQdqNC9nfd7sv7pUkPHm5S/view


  

Reach   out   for   informa�onal   interviews   
  

Once   you   have   mapped   out   your   “who”   and   “why,”   start   
your   outreach.   When   connec�ng   with   a   new   contact   for   the   
first   �me,   you   should   email   them   to   ask   for   the   chance   to   
set   up   an   informa�onal   interview.   

  
Informa�onal   interviews   are   informal   conversa�ons   with   
others   for   the   main   purpose   of   collec�ng   informa�on   for   
your   own   career   explora�on   process.   Informa�onal   
interviews   can   act   as   entry   points   into   networking   with   
people   working   in   jobs   of   interest   to   you.   

  
If   you’re   feeling   apprehensive   about   reaching   out   to   
new   contacts,   remember   that   many   people   are   
fla�ered   by   a   request   to   connect   and   talk   about   their   career   
journey!   
  

  
  
  
  
  

Next:    PHASE   3    PREPARE   
  

  



  

 PHASE   3:    PREPARE     

Once   you   receive   posi�ve   responses,   you’ll   be   moving   into   the   next   stage   of   networking:   preparing   for   your   first   interac�on   or   
informa�onal   interview   with   each   contact.   A   li�le   prepara�on   will   go   a   long   way.   

  
Confirm   logis�cs   

 

  

  
Be   sure   to   confirm   all   mee�ng   logis�cs   with   your   contact   
ahead   of   �me:   date,   �me,   loca�on,   and   method   of   
communica�on   (in-person,   phone,   video   chat,   etc.).   In   order   
to   be   courteous   from   the   get-go,   it   is   best   to   defer   to   the   
plans   that   would   be   most   convenient   for   your   contact.   

  
If   conduc�ng   your   informa�onal   interview   by   phone   or   
video   chat:   

• Be  aware  of  �me-zone  differences  between  your  and          
your   contact’s   loca�ons.   

• Find  somewhere  quiet  and  private,  where  you  will  not           
be   interrupted   and   where   you   have   a   reliable   signal.   

• Confirm   ahead   of   �me   who   will   be   calling   and   the   best   
number   or   username   with   which   to   reach   your   contact   in   
order   to   avoid   any   last-minute   confusion.   

  
If   conduc�ng   your   informa�onal   interview   in   person:   

• Confirm   the   loca�on   ahead   of   �me.   Ideal   se�ngs   are   
public   places   where   you   could   talk   easily   and   
uninterrupted,   such   as   a   cafe   or   an   office.   Sugges�ng   a   
loca�on   near   your   contact’s   office   is   always   a   plus.   

• Plan  your  trip  and  give  yourself  more  �me  than  you            
think   you’ll   need   to   get   there.   

• Plan  to  arrive  at  least  15  minutes  early;  it  sets  a             
strong  impression  if  you  are  at  the  loca�on  and           
ready   to   go   before   your   contact   arrives.   

• If   you’re   having   a   conversa�on   over   coffee/tea,   offer   to   
cover   your   contact’s   bill,   if   possible   (note   that   this   is   not   
mandatory   or   expected).   

  
However   you   connect   with   your   contacts,   be   sure   to   be   very   
responsive   as   you’re   making   plans   and   then   follow   through   
on   those   plans.   Being   a   no-show   to   a   planned   mee�ng   or   
ghos�ng   a   contact   is   unacceptable   and   could   damage   your   
professional   reputa�on.   

   

  
  Do   Your   Networking   Homework   

  

  

You   should   be   ready   to   talk   about   yourself   and   ask   
informed   and   specific   ques�ons   about   your   contact   during   
a   networking   conversa�on.   This   requires   some   research   
ahead   of   �me.   Familiarize   yourself   with   
your   contact’s   professional   background   and   current   
affilia�ons   so   you   can   build   your   ques�ons   from   this   
informa�on,   connect   with   your   contact   on   similari�es   and   
demonstrate   the   level   of   �me   and   a�en�on   you’ve   given   to   
preparing   for   the   conversa�on.   

  
Resources   for   gathering   in-depth   informa�on   about   your   
contacts   include   (but   are   not   limited   to):   LinkedIn   profiles,   
company   websites   (par�cularly   the   staff   or   team   pages),   
professional   bios,   publica�ons   wri�en   by   your   contact(s)   
and   ar�cles/news   about   them   or   their   company.   

  
If   something   in   a   contact’s   background   strikes   you   as   
par�cularly   interes�ng   or   similar   to   something   in   your   own   
life,   make   a   note   of   it   and   ask   more   about   it   when   mee�ng   
with   them.   
  
  

  



  

  

Prepare   your   ques�ons   
  

  

When   preparing   the   ques�ons   you   want   to   ask   in   your   
networking   conversa�on(s),   keep   in   mind   the  
informa�on   you’ve   gathered   in   your   research   as   well   as   your  
“why”   (see   Phase   1).   Build   your   ques�ons   around   the   topics   
that   genuinely   pique   your   interest.   

  

   

  

  Be   professional   during   the   conversa�on   

  

Respect   your   contact’s   �me.   
Everyone’s   �me   is   a   commodity,   even   when   someone   is   
excited   to   connect   with   you.   Consequently,   you   should   keep   
your   ini�al   conversa�on   to   30   minutes.   Keeping   tabs   on   the   
clock   and   wrapping   up   your   conversa�on   within   this   
�meframe   will   demonstrate   respect   for   your   contact’s   �me.   
This   could   also   make   your   contacts   more   willing   to   schedule   
follow-up   conversa�ons   with   you   and/or   refer   you   to   other   
contacts   of   theirs.   

  
Listen   twice   as   much   as   you   talk.   
Be   a�en�ve   during   the   conversa�on   and   prac�ce   ac�ve   
listening.   Give   your   undivided   a�en�on   to   your   contact;   
refrain   from   having   your   phone   or   laptop   
out   during   the   conversa�on   in   order   to   cut   down   on   
distrac�ons.   Ask   open-ended   ques�ons   to   get   the   
conversa�on   going   and   ask   clarifying   ques�ons   when   
needed.   Seek   to   understand,   not   to   judge,   what   the   other   
person   is   saying.   

  
Stay   posi�ve.   
Communica�ng  a  posi�ve  a�tude  through  both  your         
words  and  your  body  language  is  essen�al  to  making  a            
good   impression.   When   telling   a   story   about   a   
challenging   situa�on   from   your   past,   be   sure   to   frame   it   in   a   
posi�ve   way   and   wrap   it   up   with   what   you   learned   from   it.   

  
Re-frame   sensi�ve   ques�ons.   
For   example,   if   you   are   genuinely   curious   about   the   tough   
parts   of   someone’s   job,   instead   of   asking:   “What   do   you   hate   
about   your   job?”,   ask:   “What   are   some   common   challenges   
you   face   in   your   role?”   
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 PHASE   4:    MANAGE   THE   RELATIONSHIP   

Track   your   process   

  

Any   process   can   become   overwhelming   if   not   well-   organized.   A   simple   spreadsheet   can   serve   as   a   useful   tool.   You   can   design   your   network   
tracking   system   however   works   best   for   you,   but   usually   you’ll   want   to   capture   the   following   informa�on:   your   contacts’   names;   contact   
informa�on;   current   posi�ons   and   companies;   dates   of   your   conversa�ons   with   them;   notes/takeaways   from   these   conversa�ons;   and   
follow-   up   steps   you’ve   taken   or   plan   to   take   a�erwards.   You   can   find   an   example   of   a   tracker   here:   
h�ps://docs.google.com/spreadsheets/d/1S-ejar4hWZ0TculK3e00K4IA9d2OOSK-7gCtq2wNHE4/edit#gid=0   
  
  

   Follow-up   and   say   “Thank   you”   
  

  

Sending   a   thank   you   email   a�er   each   conversa�on   takes   only   a   few   moments   
of   your   �me   and   leaves   your   contacts   with   a   strong   impression   of   you   as   a   
courteous   professional.   Take   the   �me   to   personalize   your   thank-   you   note;   
refer   to   specific   topics   or   takeaways   from   the   conversa�on   that   were   
par�cularly   impac�ul   to   you   or   about   which   you   plan   to   follow   up.   
  
  
Strategize   if   +    how   to   keep   in   touch   

  

How   you   remain   in   touch   with   a   certain   contact   will   depend   
on   the   nature   of   your   rela�onship.   There   could   be   many   
outcomes   from   an   ini�al   conversa�on,   including:   

• A�er   gaining   insight   into   someone’s   workplace   or   career,   
you   may   no   longer   be   interested   in   exploring   that   
profession.   In   this   case,   it   is   fine   to   not   pursue   any   further   
connec�on   with   a   contact   a�er   sending   a   thank-you   email.     

• If   you   get   along   well,   you   both   may   be   interested   in   staying   
in   touch   and   possibly   developing   a   mentor   or   professional   
rela�onship.   In   this   case,   you   may   end   up   communica�ng   
regularly.   

• If   you   ever   have   a   nega�ve   experience,   don’t   give   up   on   
your   networking   efforts.   Conversa�ons   that   don’t   go   well   
could   be   due   to   differences   in   personality   or   someone   
having   a   bad   day.   It’s   always   best   to   send   a   thank-you   email   
and   move   forward   to   other   things.   

  
You   can   use   the   network   tracking   system   to   stay   in   touch   in   
ways   that   don’t   feel   forced   or   fake.   Record   takeaways   or   
follow-up   items   from   your   conversa�ons.   Then,   use   them   as   
segues   for   keeping   in   touch   and   upda�ng   your   contacts   over   
�me.     

  

  
  
  

Examples   could   include:   

• If   a   contact   suggests   that   you   contact   one   of   their   
colleagues,   check   back   in   with   them   once   you’ve   done   so.   
You   can   discuss   what   you   learned   from   their   colleague,   ask   
other   ques�ons   that   arose   and   thank   them   for   their   help.   

• Ask   if   your   contact   would   be   open   to   sharing   their   
thoughts   about   your    resume   and   experience .   

• Add   people   on   LinkedIn   following   your   informa�onal   
interviews   with   them.   

• If   your   contacts   men�on   a   milestone   in   their   lives,   
reach   out   to   congratulate   them.  

• If  something  you  discussed  with  a  contact  comes  up  in  a             
class,  the  news,  a  publica�on  or  a  project  you’re  working            
on,   tell   them   about   it.   

• Use   transi�ons   in   the   year   (e.g.   holidays,   the   start   of   a   
new   school   year)   as   excuses   to   reach   out   to   contacts   
whom   you   haven’t   heard   from   in   a   while,   wish   them   
well   and   update   them   about   yourself.   

  

One   day   in   the   future,   you   may   find   yourself   on   the   receiving   end   of   a   request   for   an   informa�onal   interview   or   networking   
conversa�on   from   a   student   or   a   new   professional.   From   your   experiences   here   and   now,   you   will   know   just   how   to   pay   it   forward.   

https://docs.google.com/spreadsheets/d/1S-ejar4hWZ0TculK3e00K4IA9d2OOSK-7gCtq2wNHE4/edit#gid=0
https://tfaconnectbeta.peoplegrove.com/hub/tfa-connect/resources-v2/resume-and-interview-prep


  
  


