
CCITA Minutes 
Special presentation on Professional Social Networking and Job Seeking Skills by Guest 
Speaker Cindy Hinderks of the MN Workforce Center. 
 
Attendance: 35 People Present 
 
Stages of Networking 

1. Network with people you already know. 
2. Conversations with people you don’t know 
3. Go to events with people in your field. 
4. Go to events without IT people. 

 
1 Network with people you already know. 

o Set up informational interviews 
o Go to events where you already know the people well. 

 Go to a friends party, but think of it in a networking way. 
 Talk to the people in your classes at school. 

o Think about questions to ask to get conversations started. 
o Challenge yourself to start conversations 
o Watch body language. 

 
2 Conversations with people you don’t know 

o Where could you go to talk to people? 
 Church 
 Grocery Store 
 School 
 Airport 
 Bus stop 
 Public events 
 Elevator 
 Cigarette brakes 

o Challenge yourself to talk to new people in these familiar settings. 
 
3 Go to events with people in your field. 
 
4 Go to events without IT people. 
 
 
Rules for Meeting New People 
• Smile 

o It works 
o Many people don’t realize they are not smiling at an interview. 



o People naturally smile a lot, but at an interview people get nervous and stop 
smiling. 

• Listen 
o Don’t underestimate the value of listening 
o Introverts tend to be better networkers because they listen more. 

• Ask Questions 
o Where do you go to school? 
o What do you do? 
o Listen to the answer and that will lead you to more questions you may want to 

ask. 
• SAY THE PERSON’S NAME 

o People really connect to people that use their names. 
 
Body Language (Ours) 
• Smile 
• Eye Contact 
• Posture 
• Arms and hands 

o Open stance 
o Hands open 
o Arms open and relaxed 
o Avoid crossing arms and closed stances. 

• We are communicating what we want whether we know it or not. 
 
Body Language (Theirs) 
Watching someone else’s body language tells you a lot about whether or not they are 
approachable. 
• Eye Contact 
• Posture 
• Arms and hands 
• Stance 

o When you go to an event and see two people talking together observing their 
body language tells you if they are open to you joining the conversation. If 
they are facing each other they are not open to new people joining the 
conversation. If they open their stance and face their bodies slightly away 
from each other they will be more open to new people approaching the 
conversation. Also you will see people stop focusing their gaze on each other 
and will start looking around the room more when they want new people to 
join the conversation. 

o Start by listening for a while and interject by asking a question once you have 
a strong grasp of what people are talking about. 

 
Scott: Who should be networking? 
Everybody needs to network whether you are working, or a student. When you go to a 
networking event the people you see there are there for the same reasons you are. 
 



Kathy: Why are employers pushing their employees to go to networking events? 
It’s about business and finding other people to tap into for knowledge. 5 years ago 
employers were less supportive of paying employees to go to networking events and that 
is changing. 
 
Lisa: How long should we converse with a person? 
Keep our conversations shorter rather than longer. We have a tendency to keep a 
conversation going for too long. Pay attention to body language to tell you if the other 
person is ready to move on. 
 
Scott: I have a friend who goes to meetings with the goal of collecting 10 new 
business cards each time he goes to a meeting. This motivates him to talk to more 
people. 
 
What is your why? 
It can help to think about this before going to an event. 
Why do I want to go to this event? 
What am I going to gain for it? 
What is the benefit that is going to encourage me to get out of my comfort zone? 
What kind of questions do I want to answer? 
What kinds of connections am I looking for? 
 
You know you have to do it but… 
You often feel alienated.  
The why has to be big enough to motivate you to go. Otherwise you won’t 
 
Tools 
• Business card 

o At any networking event have lots of business cards. 
• “JUST” Card 

o This is something different. It is a larger card that can have more information 
and because it is unusual it can act as a conversation starter. 

 
Marc: How many contacts should you have on Linked In? 
200 is probably too many, but more than 3. You all should have a Linked-in Account 
employers are looking at these and it can be a very useful tool. 
 
Networking Authentically 
• Be yourself 

o An introvert can not be an extrovert. 
o And an extrovert will not do well pretending to be an introvert. 
o Be yourself. 

• It’s a two way street 
o You have to value the people you are talking to 
o They are there for the same reasons you are. 



 
Scott: What if you lack the motivation? 
You need to have a big enough why. People who are doing the networking are more 
likely to find the right job the right pay and the right pick. Remembering this can be a big 
motivator. 
 
What networking really is. 

• We often think of networking as connecting to one person 
• When we network we talk to people and we bring along with us our network of all 

the people we know and every person we talk to has a network of people they 
know. We are connecting our networks to their networks. 

 
Erin: sometimes you give out a business card and you aren’t sure if you got through, 
but then you have someone who asks for several and that’s when you know you’ve 
made an impression. 
 
Scott: The average person can get to the president of the United States in 5 contacts. 
When you go to an event bring your contact list. You never know when you are going to 
run into someone who you can connect with someone else and help people. 
 
Mike: How often should we go to events? (note taker missed the answer) 
 
Positive Affirmations Works 
• What kinds of things am I telling myself before I go to an event. 
• If you are telling yourself negative things it makes it harder to go. 
• Tell yourself I am going to meet lots of great people. 
• I am going to make so many great connections. 
 
• Visualize yourself at the event 
• Visualize yourself talking to people 
• Visualize yourself making friends 
• Visualize yourself having fun 
 
Network Authentically 
• Shift your thinking – to what value can we add to others 
• Approach the situation with the mind set of providing value to everyone you meet 
• Networking can feel like we are at a high school dance. You have to take action in 

order to dance, but you risk the rejection factor. Consequently we find one person to 
talk to and that’s it! 

• Have a Game Plan. 
o Without a plan it is easy to get stuck. 

• Have an exit plan. 
o Sometimes you can get stuck with someone when you have other things you 

need to do and it helps to have a plan for how to get out of a conversation. 
 



Pam: do you have suggestions for what to say? You can say I had a personal goal of 
meeting 10 people and I still need to talk to 8 more. It helps to ask for a business card and 
suggest you will contact them to continue the conversation later. 
 
Pam: By asking for a business card you can end the conversation? 
Yes that is also a way they can become part of your network. It ends the conversation, but 
continues the networking process. 
 
Erin: When you are going to an event it helps to take notes on the back of the 
business cards you receive. Make sure you write on the back of the card. Maybe walk 
away and write your note. Some people are offended when people write on the face of the 
card. 
 
Pam: are there any phrases you can use? It depends on the situation. I would approach 
with the attitude of listening and then start asking questions. Where are you from? Why 
did you come to this event? How often do you go to these types of events? 
 
Laurence: Do you have suggestions for names? Name tags! Most events have 
nametags and if you have the opportunity to wear one wear it on the upper left side of 
your chest. 
 
Also have a good handshake. A good solid handshake is important. It has to do with 
confidence. Sub-consciously a weak handshake is interpreted as being less confident. 
 
Pam: is there anything that is taboo to ask someone? Extroverts are more likely to 
make this mistake. Steer clear of politics, salaries, etc. Ask about industry related topics. 
Once you put yourself out there you will have plenty to talk about. 
 
Pam: If you get a business card how long should you wait to contact that person? 
You should contact the people you meet as soon as you can. At the very least send a note 
that “it was great to meet you and I look forward to talking again some time.” At the very 
least you are sending the message that you enjoyed your previous conversation. Follow 
up is very important. 
 
Books suggested by Cindy Hinderks: 
 
BRAG!: The Art of Tooting Your Own Horn without Blowing It. By Peggy Klaus 
ISBN-10: 0-446-69278-6 
ISBN-13:978-0-446-69278-6 
Brag is a great book for promoting yourself and learning how to talk about yourself 
appropriately. 
 
Feel The Fear …and Do It Anyway By Susan J. Jeffers 
ISBN: 978-0-345-48742-1 
 


