







Networking to get Customers, a Job or Anything You Want

















__________



by Chris Haroun

























Also available from Chris Haroun:







Online Courses:
 
HarounVentures.com/online-classes/




Books:
 
HarounVentures.com/books/







Please join our email list to receive additional discounts on classes, conferences etc. at:
 
HarounVentures.com

 .



























Networking to Get Customers, a Job or Anything You Want




Copyright  2016 by Haroun Education Ventures, Inc.



(Published by
 
www.HarounEducationVentures.com

 )



All rights reserved. No part of this book may be reproduced or transmitted in any form or by any means without written permission from the author.































Dedication







To my Mom and Dad who gave me the faith and confidence to know in my heart that you can accomplish anything in life.













Introduction & Thank You!




Thank you for purchasing my networking book. I have failed a lot in my career, but I have also successfully changed careers many times; I have also found amazing customers and investors by networking. I have been fortunate to have worked at Goldman Sachs, in the consulting, tech, hedge fund and venture capital industries. I have started several companies. I have also raised and managed over $1bn in my career (a lot by networking). I want to teach you based on my failures and my success in life. Most success is based on the ability to network (not grades in school and not raw intelligence).



I will teach you exactly how to successfully network in this book so you can get anything in life that you want (that’s right). For many people (myself included at first) it feels really uncomfortable asking strangers for meetings or for help...but you know what?
 You will never get anything in life unless you ask
 , including the following:



	
A job


	
A raise


	
A promotion


	
A customer


	
A date


	
A discount


	
Anything really….ask & you shall receive – especially with networking!





Wow – is it really that simple – all I have to do is ask? Almost...but in order to receive, you need to give from your heart and find people that
 had
 similar life experiences as you are
 having
 now. Please watch this video:
 
HarounVentures.com/network1

 (please assume all internet links in this book are case sensitive - thanks).



The key to networking is giving and also finding people with something in common with you, which I will explain using many real life examples in this book. You need to appeal to emotions. For example, think about how you might write a cover letter and try to
 appeal to emotions
 and find someone with something in common with you that definitely wants to help you network. Please watch this video:
 
HarounVentures.com/network2

 .



We need to change the lens by which we see the world
 ; by the end of this book you will have an “a-ha moment” and, if you apply the concepts taught, I am convinced that your career will take off (and your personal life and happiness)! 



Although this book is more than 200 pages, there is much more content available through the video links in this book (over 2 hours of video). Please click on the video links when you see them in this book (or if you have the print version, please type in the address listed – thanks).



Also, there are 15 downloadable documents/templates in this book, which will help you materially improve your networking skills. Please click on the downloadable links when you see them in this book. There are also 11 networking exercises in the book.



Please Note
 : Another way to access all of the videos and all of the downloadable resources in this book is to bookmark this page:
 
HarounVentures.com/networking-book

 .







I hope you enjoy the book and the companion videos! I had a lot of fun putting it together
 : )
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Section 1: Crucial Networking Success Secrets

 















"Don't count the days, make the days count."



-Muhammad Ali







Let’s begin!




7 Steps To Networking Excellence







Now is the best time in your life and in history to network because social media platforms, like LinkedIn, make networking so much easier. Never before has it been this easy to network and take your career to the next level. My success rate in getting meetings with people I've never met before is 95%; I don't say that to impress you, I say it to impress upon you the fact that you can do it and I'm going to teach you how.



Step 1 of 7: Have a Superb Search Engine Optimized LinkedIn Profile




If you don’t have a perfect and optimized LinkedIn profile already, then please watch this video
 
HarounVentures.com/network3

 .



In the past it was really hard to network. You had to be a member of a far too expensive golf club or you had to have gone to Harvard Business School or other places that have great networks.



Networking used to be based on attending expensive out of town conferences and if you were too junior in the company, the company you worked for would not send you out of town because they would prefer to invest in their seasoned executives. Today a child in the middle of Africa has more access and faster access to information using cell phones than Bill Clinton did in the 1990s. In fact, each smartphone that we all have today has more processing power than all the computers in the world that were used in the late 1960s to put the first person on the moon!



According to Ericsson, there will be more than six billion smartphones by 2021 per this image:


[image: ]



You now have access to hundreds of millions of people that you can now contact using just LinkedIn. The secret is to always be building and adding to your LinkedIn profile (which is what we discuss in some of the optional video links in this book).



Per the image below, whenever you send a message in LinkedIn (called an inMail) you monopolize the real estate in the top right hand corner of the most important networking tool ever created.


[image: ]



Almost every single LinkedIn user clicks on that red message in the top right hand corner right away whenever they see that indicator. Whenever they log into LinkedIn, they see it. With your awesome profile and with the proper communication to the right people, you'll be a networking giant.


[image: ]



I want to share with you many tips, secrets, and tricks to making these networking meetings a reality for you. Hardly anyone sends messages over LinkedIn right now which blows my mind because it's the absolute best networking tool ever invented. It's a monopoly; no wonder Microsoft bought the company!



Your LinkedIn profile will be better than 99% of all LinkedIn members by the end of this book and, as always, I am here 24/7 to answer your questions (with my humble advice). More people will now take meetings with you if your LinkedIn profile looks amazing and if you keep it growing.



Email is dead
 ; we receive so many emails from strangers now that we don't even bother opening them anymore. However, with LinkedIn, almost every single message you send gets read by the recipient. The likelihood that the recipient responds to your networking request is based on how professional your LinkedIn profile is which is why if you publish updates and write articles and are thought of as a thought leader, the more likely it is they're going to respond to your messages; in this book I will also teach you how to write LinkedIn articles like a professional journalist does as I have been trained through my Inc.com editor for my Inc.com articles and other publications I occasionally write for.







Step 2 of 7: Write Like a Journalist Does (I Will Teach You How)



Years ago, you could only be a journalist if you worked for publications. Now, for the first time ever, you have the same access to journalism online on LinkedIn that everybody else has (how awesome is that)! I call this friction free journalistic networking.



Please watch this video for how to write like a journalist on LinkedIn and what this means:
 
HarounVentures.com/network4




The barriers to journalism by the masses have finally been breached. By writing often you'll get noticed by recruiters and people that you want to do business with if you write simple articles about your business passion(s) from your heart. And so, I want you to think of yourself from now on as a part-time journalist.



Remember when you were in high school and that one time or two times or three times or whatever where you really poured you heart into writing an essay? You loved it because you wrote it from your heart!



I want you to think of LinkedIn journalism like that.



I want you to take your writing to the next level.



I want you to take your networking abilities to the next level.



And then eventually, I want you to write a book (that’s right).







Step 3 of 7: Write A Book Within 6 Months Of Reading This Sentence (That’s Right!)



Writing a book is a great way to network and it is so darn easy to do. If you can use Microsoft Word and you know how to use a browser to access Amazon.com, then you're done! Then what you'll do is you'll walk into client meetings and you'll bring a copy of your book and you'll give it to them. It's not hard to do.



I am writing this book right now on the elliptical trainer at 24 Hour Fitness in Millbrae California on my iPad using Microsoft Word. I made a simple Microsoft Word template that you can download right now and start writing today.



Download it here
 
HarounVentures.com/networking-book

 . The name of the file to download is I-WILL-WRITE-A-BOOK-IN-6-MONTHS.DOC . The Microsoft Word template is 9 inches tall by 6 inches wide, which is the size of this paperback or e-book.



Throw down a challenge and tell your family and friends you are going to do this….and then you will! This is what I did and it was so darn painful when they asked me over and over again how my book was coming along : )
 
HarounVentures.com/network5

 .



If you write from your heart something you're passionate about, then writing is enjoyable. Who does that? Who writes a book? Who writes a book and gives it to potential people that are going to hire you or to potential customers? Who does that? Exactly. How badly do you want that job or customer?



Simply write it in Microsoft Word and then upload it to Amazon. Amazon takes care of the rest of it electronically. I dictated about half of this book using Siri on my iPhone when I would go for walks to Starbucks.



In electronic (Kindle) format, Amazon does all of the hard work by putting it online for free (see
 
kdp.amazon.com

 ).



In paper format, Amazon does all of the hard work by putting it online for free (see
 
createspace.com

 ).



In audio format, Amazon does all of the hard work by putting it online for free (see
 
acx.com

 ).



I know it sounds incredibly ambitious to mention that you should write a book but again, how badly do you want this job or customer? When you finish it, bring copies to all of your meetings. Would your competitors do this? No, exactly. Every battle has been won before it has been fought.



I want to change the lens by which we see the world, so we can capitalize by networking while coming across, as always, as affable, unique, impressive and interesting.



Networking is all about giving first and not receiving. You're writing articles which means you're giving information. So, before all networking meetings, I want you to please think about this. How can I help this person?



If you give during meetings or if you help somebody out by thinking from their perspective, they're going to want to help you. Let's do this!




Step 4 of 7: Keep Growing Your Online Presence (it Never Ends)



Your LinkedIn profile is a dynamic resume. It keeps growing and you keep optimizing and ‘nurturing’ it. As a result, more people will agree to meet with you if you publish a lot of high-quality content so that eventually you will become thought of as a thought leader.



I'm humbled to be your coach through all of this. There's really no limits to how many people we can meet by networking, except the limits that we set for ourselves. Whether or not you think you can, you're right.



It’s not all about LinkedIn though (this video also addresses how to be careful and potentially remove negative things about you online):
 
HarounVentures.com/network6

 .







Step 5 of 7: Bond Before Business



It took me 20 years in business to realize that relationships are more important than product knowledge. When we were kids growing up in Toronto, we used to go to Exhibition Stadium, which is the stadium my beloved Toronto Blue Jays used to play baseball in. I am so passionate about baseball….but I was even more passionate about it when I was a kid as I didn’t realize it was a business.



We would go to Exhibition Stadium to watch our heroes, the Toronto Blue Jays, play baseball and we would network as little kids and ask over and over and over again from a young age for autographs.



We were persistent, we were a pain in the ass so we could get an autograph from our heroes, from George Bell or Rickey Henderson or Dave Winfield or Don Mattingly (when the Yankees would come to town and lose by a million runs). We
 were
 persistent. Then we reached an age where we started our first full time jobs and we stopped doing stuff like that. For some reason, you stop networking when you get a little bit older and graduate from high school or from university.



Can you pass the O’Hare test?
 
HarounVentures.com/network7

 .







Step 6 of 7: Ask Often



You graduate from school and then you stop asking for some reason. You think you'll get promoted or you'll get a raise for doing a good job. People will see you and they'll appreciate you. Unfortunately, that's not how it works.



We have to start thinking like when we were kids, and we'd ask for an autograph. We have to ask for a raise and we have to ask for a promotion or to get a customer to agree to a contract or we will never get anything in life! We have to ask people to meet with them.



It's so obvious the only place to get autographs from baseball players is at the baseball stadium. And so, I want you to think about that with respect to LinkedIn. It's so obvious that this is the only place, or the best place, to get access to people to network with. LinkedIn is like an adult's version of my Toronto Blue Jays Exhibition Stadium for the whole world!



Every single job I've received wasn't given to me. I had to work so hard at it by networking. I've changed careers many times by networking; I'll teach you how to do it.



What surprised me was that it wasn't really me asking for help that got me what I wanted, rather, it was me helping people that are more junior than me for some reason…. I just wanted to help and it always comes back to you. Some people might call it karma; I'll discuss this in more detail soon.



You can ask people to meet with you by networking and you can, of course, network by taking meetings with other people that reach out to you, which they will a lot once your LinkedIn profile is optimized.







Step 7 of 7: Give/Help Others and Never Expect Anything In Return



The amazing thing is that the best networking meetings for me ended up being from people that reached out to me that were younger and wanted my career help. In fact, I've gotten almost every achievement in my life not through my outbound networking abilities, but by the inbound ones, by people that were starting out in their careers and I just wanted to help them.



I found that by helping people, I felt good about myself. I really enjoyed it and it gave me an incredible high. You know how good you feel when you help somebody out? That's optimal networking, but also what I refer to as ‘accidental networking’. Those ‘I want to help you and I ask for nothing in return’ meetings would pay off big time. I didn't want anything out of it. I just wanted to help.



The accidental receiving part of networking is a beautiful thing. The whole process of writing articles to post online is also the giving part of networking, which really pays dividends; after a while you'll kind of be thought of as a thought leader.



Give and you will receive in the long I run (I promise).
































































Why Are There So Many “Move from the Mail Room to the Corner Office” Stories?




















"Everything you can imagine is real."


-Pablo Picasso







Why are there so many move from the mail room to the corner office stories that we've heard of over the years? What did this person do to go from the mail room to become CEO or president? Two things:



1: They gave.



2: They networked.



Remember, networking is about giving. How did they give? Well, of course they gave the mail out to all executives that matter, and they're usually quite friendly. You know who I'm talking about. It's the charismatic, “good morning, how are you, did you have a good weekend, did you see the Yankees game, here is your mail. Aren’t you glad that the Blue Jays beat the Yankees again?” (Sorry I had to throw that in).



Here are some great examples of people that started in the mail room and became a huge success:




George Bodenheimer

 s
 tarted out in the mail room at ESPN, and 17 years later he was promoted to president of ESPN. I love stories like this!




David Geffen

 started out in the mail room and eventually launched his own media empire by signing Nirvana, John Lennon, Aerosmith, and many more. He's worth $7 billion, he also donated an entire wing, and the medical school at UCLA was named after him. Good for him and God bless him. He also started Dreamworks with Steven Spielberg as well.




Simon Cowell

 …you know that dude from American Idol, he started his career working in the mail room at EMI.




Helen Gurley Brown

 started in the mail room and then became the editor in chief of Cosmopolitan.




Barry Diller

 started out in the mail room.




Dick Grasso

 went from the mail room to become the head of the New York Stock Exchange - pretty cool!




Sidney Weinberg

 went from the mail room to the CEO position at Goldman Sachs where he was the CEO from 1930 to 1969…amazing!



The list goes on and on and on. All these people were given a shot to make it because they networked. If you think about it, if you work in the mail room, it's such a wonderful place to start, because you get access to all of these very senior people. They notice you, they're friendly with you, their barriers are down. They've got access to the people that can help them in their careers, and of course, they asked for help.



We've got to do the same thing as well. You might be thinking - Chris, I might not work in a mail room, but can you give me another way to meet a CEO? Damn right I can, it's way easier than you think. This sounds out there, but it works as I've done this:



Nobody goes to annual shareholder meetings anymore, or not many people. When I worked on Wall Street, I would go to them. Anybody can go and they're almost empty. They're just a formality. In many cases, CEOs love it when you show up. They're like, oh wow, a potential investor or somebody interested in our company is here! These CEOs are on their best game and they don't leave, usually, until everybody else does.



I want you to do it, I want you to be bold. I want you to go to these shareholder meetings and bring your resume to meet these CEOs. Why? Because nobody does this.



It's easier for anyone to network in this digital age versus before I was born when your name or where you came from often led to ceilings on how high you could progress. Today for free you can be a prophetic writer on LinkedIn, and a thought leader too!



It doesn't matter how young you are or how old you are or how many degrees you have. In venture capital, which is the industry I work in here in San Francisco during the day, we think it's ridiculous when somebody is trying to start a company or raise money and they spend so much time talking about their education. In the past, you would go to a great university because it would open up doors and get you access to great networking events. Not anymore because social media, especially LinkedIn, and journalism online, and other ways to network has made networking now accessible to all of us.



All people care about now is your last game. Not a game you played years and years and years ago at a great school. So you've got nothing to lose and everything to gain by approaching senior executives or CEOs at shareholder meetings or in other places…screw it bring a resume. Just like the friendly, upbeat mail room person. They have access to senior management, and now, so do you.












































Why You Should Take Every Meeting


(Yes You Do Have the Time)




















"You miss 100% of the shots you don't take."


-Wayne Gretzky







You should take every meeting that's offered to you. That's right! You
 do
 have time. You'll see that now with your optimized LinkedIn profile and with the many article you're going to be writing, you're going to start getting inbound requests from people that want to meet with you, and a lot of times, it's people who don't want anything from you except advice.



You'll see that a lot of the inbound requests are from younger people that just want mentoring, or people that are just a couple of years younger than you are and they value your opinion. Please help them.



I want you to take all of these meetings…yep, every single one of them even if you are busy. There is a cool saying that is “if you want something to get done, then give it to a busy person!”



You know exactly what I am talking about. Remember when you achieved a few awesome milestones earlier in your life and you look back and think: “how did I do all of that stuff at the same time?’”



If I can't meet with somebody in person, then I do calls on my way home from work with them. I'll line up four or five calls in my 30-minute drive into San Francisco.



It feels amazing helping people…just incredible. But equally as important, when you mentor somebody else, you're basically reinforcing your core values and reminding yourself what your goals are. Younger people have the best damn ideas too as they haven’t been molded by corporate politics, which will suck the life out of you (all the best signers wrote their best music in their 20s)!



My days never feel complete unless I feel that I helped make someone's life better. Maybe it's called karma, I don't know. But I've found that the most successful people that I know mentored and currently mentor more people than people that are not successful. They enjoy it and they're more successful because they mentor. I'm convinced of it. They give and they accidentally receive.



I didn't ever want to take these meetings selfishly, of course, I just want to help people, and often, I'll call these people a year or so later, and ask them for a favor or help with something, kind of like "The Godfather," but in a nice way; it's unintentional or accidental networking.



Helping others is awesome as you get a huge accidental return on your time by investing in people years down the road. We need to be long-term greedy. Executives that rise up through the ranks are the ones that mentor and help others. It's as if they are accidentally growing their empire. I don't know if they mean to, but people kind of rise up with them. These people that work for you or that you mentor become incredibly loyal to you. It's an unintended positive symbiotic networking relationship.



So please mentor as many people as you can as there's only upside in this. I get more personal gratitude and unintended business value in the long run by mentoring others than being mentored. Now, of course you need to be mentored to be successful, but mentoring other people, I humbly believe, has a bigger impact on your success and your happiness in business as well.



Getting mentored by others helps you in your career in the short run, but we always want to be long-term greedy, not short-term focused. So again, getting mentored by others helps your career in the short run. Mentoring others, on the other hand, significantly increases your career longevity and how high you'll climb on the corporate ladder and, more importantly, your ability to go out and make a difference in the world. You will get to a point where you need fresh new ideas from somebody younger that thinks differently.



Mentoring other people helps you way, way more in the long run than being mentored by others.












































The More People You Meet the More People You Will Meet




















“Don’t wait. The time will never be just right.”


-Napoleon Hill







The more people you meet, the more people you will meet; it becomes self fulfilling. If you help somebody with their career from your heart, they will open up their entire network to you. You don't do it on purpose, but it just happens that way.



I find that younger people that use social media have way more contacts than older people for whatever reason. Let's say that the average person that has been using LinkedIn has 500 connections. Let's assume that you only take 12 mentoring meetings per year…or one per month with younger people. Remember these people have 500 contacts each on LinkedIn, for example. Keep in mind that if your LinkedIn profile is complete and you publish on LinkedIn Pulse as we previously discussed, then you'll start to get many inbound meeting requests.



Let’s assume that if in one year you mentored 12 people on LinkedIn and they have 500 contacts each. Of course they want to return the favor, even if that's not the reason you're helping them. You just want to help with your heart.



Let's do some math here:



500 contacts Xs 12 people/year = 6,000 network contacts/year!



These 12 people that you mentored will walk through walls for you! Say you start in your mid-twenties getting inbounds for meeting requests, which you accept. Then by the time you're in your 40s and you mentor only 12 people per year and the 500 contacts times 12….



Then by your 40s, you're close to 100,000 people in your network that are there to help you. And that really adds up! : )



During meetings where I mentor somebody I find that the person I'm mentoring is of course eager to help and quite often during the meetings they offer to introduce me to someone that might really help me a lot in business. Of course that's not why I'm doing these meetings.



Why do they do this?



It's because you're helping them from your heart and they feel it and they want to reciprocat
 e
 .



If not now, then they'll reciprocate to you in the future.



In this Section I have discussed inbound networking requests. In the next Section, we'll discuss outbound networking, meaning how do you leverage your network and your background to get meetings. This
 will
 help you get a job, customers, or just enjoy meeting people with a different approach on business and on life. So the more people you meet, the more people you will meet and we always know that relationships are more important than product knowledge.






























































Before We Get Our Networking Meetings We Need to Do This….




















“Every strike brings me closer to


the next home run.”


-Babe Ruth







Please skip this section if you already have the premium version of LinkedIn set up.



In this chapter all I want you to do is sign up for the premium version of LinkedIn, which you can do by going to your profile and selecting try the premium version of LinkedIn for free, per this image:






[image: ]







We will use this premium service in the next few chapters to start setting up our informational networking meetings to help us get a job, get a customer or just network to understand if a certain career or industry is the right fit for you.



Now before we go on, please know that I am not affiliated with LinkedIn in any way at all (I have no business relationship with LinkedIn). I just think that it is the best networking tool in the world and it has helped my career and my MBA and undergrad students’ careers tremendously.



Please select the plan on the left called Land Your Dream Job:


[image: ]



I will let you browse jobs and apply for jobs over LinkedIn yourself; it’s not helpful for me to teach you that as LinkedIn and YouTube searches can help you with this topic better than I can.



Rather, I want to help you network only. Again – apply to jobs if you want on LinkedIn, but I want to focus on teaching you how to get meetings by networking over LinkedIn as it works for me and has helped almost all of my in class business students that I teach during the evenings in the San Francisco Bay Area (your grades don’t matter as much as your ability to simply ask for networking meetings).







Next select ‘Start my free month.’ You have 30 days to cancel before they charge you monthly. So if you want, set a calendar alert to remind you in 3 weeks or so to cancel.



Of course I don’t recommend cancelling as this networking goldmine will change your life. It has done wonders for many of my students over the past few years.


[image: ]







Please see the next page for the next step.








I want your profile to always be more complete and
 much
 better than your competition. Please remember to be proactive in your new found journalism passion. Write often to increase your visibility.




[image: ]



Please see the next page for the next step.








Here is an interesting feature; per the image below, you can find out who has viewed your profile, meaning recruiters and others.




[image: ]







Please see the next page for the next step.








If you don’t want others to know that you are looking at their profiles, then after you sign up in this exercise, then mouse over the small image of you in the top right hand corner and select privacy settings:
[image: ]







Please see the next page for the next step.








Then select ‘Privacy’ at the top, then select ‘Profile viewing options’ and then change it to ‘Private mode’, which means all the person will see when you viewed their account profile is ‘Anonymous LinkedIn member.’




[image: ]



Please see the next page for the next step.
















Another cool feature is that you can get recruiters to see your full profile so they can reach out to you which is of course optimal from a networking perspective, especially if potential employers or recruiters reach out to you.




[image: ]







Please see the next page for the next step.
















Now this is the main tool that we are going to use and you will love it because you can reach out to literally anyone on LinkedIn using their messaging system which is called
 inMails
 . This is what we are going to use to get networking meetings.

This is a networking game changer!






[image: ]







So please sign up for your 30-day free trial. Again you can cancel within 30 days.







Once you finishing signing up, I will see you in the next chapter and we will start networking.
































Section 2: Strategies to Get Networking Meetings




















“It always seems impossible until its done.”


-Nelson Mandela













How Do We Get Meetings?







I don't believe in theory when I teach. I love using real life examples in business to make you more successful. I'm not ashamed about opening up and talking about my failures and successes. I just want to keep it real. And so, in this chapter, I'm going to use a real example of how to network, how to get meetings, how to give and how to accidentally or unintentionally receive a lot more than you gave.



Unintentionally.



Accidentally.



Here is a recent video example of networking based on my personal experiences that blew my mind (and failures of course) using some of the networking concepts that we have discussed (also includes how leveraging social networking started a recent revolution and more):
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Please remember that less is always more. We're going to talk about how to conduct a networking meeting shortly. Now remember, when you meet them, you have to give something. It doesn't have to be papyrus or an object, it can be an introduction to someone. In the first part of the meeting, you have to bond with them.



Give and you receive many times over and over. The purpose of the rest of this section is to discuss how to get the meetings.







Keep it personal.



Keep it real.



Bond before business.



And most importantly, have fun doing this : )






















































































Networking & Getting Meetings by Using Your Hometown or by Using You Country of Origin




















“I can accept failure, everyone fails at something. But I can't accept not trying.”


-Michael Jordan







How do we network using our hometown or country of origin? In LinkedIn, at the top, click on "Advanced Search" in order to conduct, of course, an advanced search.
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Then you can type in your hometown or my hometown, which is Mississauga, which nobody knows where it is, but it actually has a bigger population than San Francisco! Then I type my postal code or zip code where I am now, which is 94010, California. Then I select a hundred-mile radius and then click "Search."
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As you can see in the next image there are 198 people here, in the San Francisco Bay Area, in my zip code, that are from or worked in Mississauga.
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Now if I scroll down I can see that these people that are from Mississauga and live here in the Bay Area, close to me, work at Genentech, Google, Apple, Oracle, etc.
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Now let's assume that I want to work at Apple or I want to meet a potential customer at Apple. What I do is I click on that little checkbox to the left of Apple. As you can see, there are three people from Mississauga that work at Apple, close to where I live. Per the next image, you select "Send an inMail".
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Then, per the next image, I would then put "Hi" in the subject line, and then in my message I would use "please" and "thank you". Then ask for a coffee meeting and say we're both from Mississauga.
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This person that I am trying to meet with might see that we have a connection in common, which you can see right on the right side, and he may think, "Hmm, I feel even "more comfortable accepting this meeting."























Now as you can see I have fifteen inMail credits available.
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 And what that means is I can send fifteen inMail messages on this plan per month. Whenever you send an inMail, if the person responds, then it doesn't count as using an inMail and LinkedIn credits you one inMail back to your account. Lastly, I want to say that the farther you are away from your hometown, the more likely it is that someone will want to accept a meeting with you.












































Networking & Getting Meeting Using Your Background or Heritage..Leverage Your Roots




















“Believe you can and you’re halfway there.”


-Theodore Roosevelt







You need to leverage your roots. Similar to the last chapter, if we go to LinkedIn and we search for something else like, say you're Lebanese, and you're going to be visiting New York, then (per the image below) I put in the New York zip code where I used to live on the upper east side, which is 10128.
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 There's over 11,000 people with Lebanon on their profile living in New York City….wow that's a lot!











Let's narrow it down a bit. Say we want to meet with someone that is from Lebanon that lives in New York City and works at Goldman Sachs, for example. So, as you can see now, there's 29 results.
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 Leveraging my Lebanese roots from my mom's side of the family actually got me meetings with a guy named
 
John Mack

 . He was the CEO of Morgan Stanley and a great guy. Why did I get these meetings? Because I leveraged what we have in common and because I asked. (
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 )












































Networking & Getting Meetings Using Schools You Have Attended




















"When you cease to dream you cease to live. "


-Malcolm Forbes







Always remember that people want to help you, especially if they have something in common with you. Just ask. So let's do an advanced search on schools that we have attended. Only in this case, I'm going to assume that I'm in Paris, where the zip code where I'm going to be, or the postal code, is 75001. I also enter in the name of my university, which is McGill University. And let's say that I want to meet with people that went to McGill University that live within, 15 kilometers of the Paris zip, or postal code that we just entered.



As you can see…wow that blows my mind, 1693 results!
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Now let's assume I want to narrow it down a little bit more because I want to work at consulting firm McKinsey. I want to find people that work or worked, at McKinsey that went to McGill that live within 15 kilometers of that zip code or postal code. It looks like there are 10 people that work or worked at McKinsey that went to McGill that live in this area.
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 Now, since Paris is really, really, really far away from Montreal, my chances of one of these people accepting my meeting request is very high. Remember, the farther away you get from home, the more likely it is that people want to meet with you that are from a similar background.



So here's what the inMail message would look like (less is always more….mention what you have in common…use please and thank you and never say why you want to meet…..or they will feel bad that they can’t help you with your request to get a job for example and decide not to reply).
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Ya ya ya my title in the image above is a joke eh! ; )























One more thing, per this image, select “my network” and then “find alumni”.
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 You can do a lot of really cool stuff here. You can select notable alumni (per the image on the next page), and I guarantee you that if you search for notable alumni, from your school, you'll say to yourself “I had no idea she or he went there!” Then you can contact them, or find a reason to contact them.



Play around with this, it's actually a lot of fun and interesting too. You can spend hours looking at it, trust me. You'll have an a-ha moment from a networking or job search perspective by messing around with this.
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Networking & Getting Meetings Using Companies You Have Worked At
















*"Once you realize that everything around you was created by people that are no smarter than you, you’ll never be the same"


-Steve Jobs











* for the full speech, please see
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In this quick example, I'm visiting zip code 90210, which is, of course, Beverly Hills. Ya, ya, ya, fine, I watched the show when I was a kid. Then I'll enter in the company that I used to work for, which is Accidenture…..um…Accenture, sorry. Didn't mean that. Accenture is a great company.



As you can see, there's over 5,000 people in zip code 90210 that work or worked for Accenture.
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I would then mention in the inMail that I used to work at Accenture. Actually, this guy Mark would be a great guy to meet.
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 Looks like we have 16 shared connections and he has over 100,000 followers, which means he has many connections from many people that choose to follow him instead of connecting with him, which is something you can set up in LinkedIn. I should probably meet with this guy.












































Networking & Getting Meetings Using Organizations You're a Member of




















"The more you dream, the farther you get.”


-Michael Phelps







I do a lot of charity work, and I play in the odd charity golf tournaments every now and then….even though I barely break 90 when I play golf (on the front nine). So, when you golf, sometimes you accidentally meet with people that end up being great contacts, which happens often, and it's part of this whole accidental networking thing.



So, in terms of organizations on LinkedIn, let's do a search on a fraternity I was a member of when I was at university, which kind of helped me learn how to socialize or network better at a younger age. If I search for this fraternity called Phi Sigma Kappa, you can see that there are over a thousand results, but some of these results aren't right.
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For example, somebody on the previous image at the top is listed as Phi Kappa Phi Honor Society, which is not Phi Sigma Kappa, and it probably means this person was an honor student, which I certainly wasn't, so here's what I do: I put Phi Sigma Kappa in quotes, and we see that there are 454 results.
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 So, if we added my last name to the search then of course my name comes up as well. Play around with this; look for people that are in organizations that you are or were a member of as this is another excuse to network and get in front of people.












































Networking & Getting Meetings Through 2nd Degree Connections




















“If you don't ask, you don't get.”


- Stevie Wonder







Let's say I have nothing in common with someone and I need to do a really really really customized and narrow search for a certain criteria. For example, in this example I need to find somebody that
 used to
 work at Genentech and I need this person to be a DNA expert. I also need this person, for whatever reason, to be a Stanford graduate. Here are the results:
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There are 27 people that fit this criteria. There's a problem; let's pretend I looked through all 27 profiles and I found nothing in common with any of these people. I didn't go to Stanford because they rejected me. I never worked at Genentech, and I don't even know what DNA means! In this case, we find a contact of ours that we have in common with this person.



If you and I are connected on LinkedIn, we're first degree connections. If your cousin is connected to you and not me, then your cousin is a second degree connection of mine. So in this case I have to find somebody that's a secondary connection to help me get introduced to somebody I need to meet.



What can I do? Well I can select any of the four people that you see here that are connected to people I know. We can see that Lucy at the top has seven contacts in common with me, so let's click on the green “
 7 shared connections
 ” to see who the seven shared connections are.
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Brian is one of the seven contacts of mine who knows Lucy. His face is familiar, but where and when did I meet him?
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Well let me click on his name to learn more….oh yeah, you can see here in the notes that I met Brian when I lectured in his class in December of 2015.
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If you come across as unique, impressive and interesting when you conduct meetings (after bonding with them and helping them), then you will go far. Wow look at this guy..he mentioned right up there on the top that he was an F-15 pilot, which is impressive, unique and interesting.



After you connect with someone on LinkedIn (per the image above), please write down a note stating when and how you met this person.



I remember meeting him and now I can reach out to him and ask, “can you introduce me to Lucy?” I'd probably send Brian a message like the one below. This doesn't have to be an inMail, because we're already connected. I don't have to pay for it. I don't have to use one of my 15 inMails, so I can say something like this.



“Brian,



Hope all is well, we met at Stanford in December of 2015. I'm doing research on DNA investments and was wondering if you could please, connect me to Lucy? Also, please let me know if you have time for coffee in the next few weeks.



Thanks,


Chris”



There we go. We killed two birds with one stone by networking in that message!
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The Mother of All Networking Strategies to Use is the Combo-Networking Approach




















“Opportunity does not knock, it presents itself when you beat down the door.”


-Kyle Chandler







The C.N.A. is the Combo Networking Approach and it rocks! Your chances of getting meetings goes up a lot if you list two or more things you have in common with someone when you do an advanced search.



For example, let's assume I need to get access to somebody that works at Amazon in the Kindle department because I love the Kindle, and I want to work at Amazon on the Kindle product.



I conducted an advanced search. I search for “Amazon” and “Kindle.” As you can see… wow there are 9,337 results!!!!
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Now, I know the top two people here as they are actually first degree connections of mine. In fact, Fiona works at Amazon and She reached out to me, and we have spoken a couple of times. She's cool. We actually talked about Canada at first before we talked about business. That's the thing we had in common.



Let's pretend I actually don't know anybody there or I don’t have any first degree connections that work on the Kindle or at Amazon. So now I must enter in something I have in common with people there. Let me start with my hometown, Mississauga. Ah-hah! There's only one result, though. This guy works in recruiting at Amazon…and it says Kindle!
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I'll click beside the blue connect button on that down arrow to send him an inMail
 .
 Big Score
 !
  Pretend I reach out to him. And for whatever reason, he doesn't respond.



Let's try another angle. The place I'm from is right beside Toronto. Mississauga is basically almost part of Toronto. So let's type in Toronto. It's a bigger city. We will probably get more results. Wow; there are over 100 people with Toronto on their profile that work at Amazon and are affiliated with the keyword Kindle.
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The second guy, Don, looks promising as he is a recruiting director. Also we have 20 contacts in common. Big score! I can easily reach out to him. He knows that Mississauga, of course is basically part of Toronto or beside Toronto…so he’s definitely going to respond to me. Almost 100% chance…because of the 20 people we have in common as well. You get the idea. Just keep drilling down until you have more than one thing in common. Try to find multiple things in common if you can.












































Networking Exercise #1: Contacting 1 Person for a Meeting




















“It’s not whether you get knocked down, it’s whether you get up.”


-Vince Lombardi







In this very simple exercise, please do an advanced search in LinkedIn and send somebody an inMail that has at least one thing in common with you…maybe they work in an industry or at a company that you might want to work at.



As we discussed earlier, you need to have a Premium LinkedIn subscriber account set up to send a lot of these inMails. Again, the first month is free but I think you should subscribe to this for life. It'll really help you a lot. You know how to set these meetings up:



In the subject line only type the word “
 Hi
 ”



In the message you basically type one thing you have in common, use please and thank you and keep it short like this:



John,



Hope all is well. I also went to Saint Mary’s High School. I will be visiting Toledo next month. Please let me know if you have time for a coffee.



Thanks a lot,


Mark



Please put a reminder in your calendar that repeats every week and never ends to remind you to send one inMail per week.




































Section 3: Maintaining Networking by Staying in Touch




















"Your time is limited, so don't waste it living someone else's life.”


-Steve Jobs








Finding Reasons to Stay in Touch








Your first meeting went well. Now how do you follow up? Remember, we always think about what can we give when we network; give and you shall receive is a brilliant strategy that has worked for thousands of years.



Think about what you spoke about when you met before. Alternatively read what you wrote down in the notes field in LinkedIn, similar to what I did with Brian, the F-15 pilot from Stanford.
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Maybe you read a cool article on a topic that you talked about in your first meeting. Send that person, over LinkedIn, a copy of the article. Why over LinkedIn? Because more LinkedIn messages get read. Unlike emails where most of them don't even get opened.



As always, please keep messages short as
 less is always more
 .
 Pretend that each word you write, in every message for the rest of your life, costs you a hundred bucks.
 An example of what to write could be this:
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Here's another example.
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As always, it's about personal networking. So no need to say why you want to meet. It's like sending a message to a buddy, or saying, "Hey buddy, do you want to grab lunch next week?" You don't have so say, "…so we can discuss this and this." Just chill out and say, “let's just meet next week…or… let's grab lunch”.












































How Often Should You Meet?




















“A year from now you may


wish you had started today.”


-Karen Lamb







If it's a great contact that you've met with many, many times, then there's no urgency to meet with them all the time. However, if it's a brand new contact, I would reach out to them no sooner than six months after your first meeting.



Then wait to see if they reach out to you for the next meeting. If they don't, wait another six months, see if you can grab a third meeting with them. Hopefully they'll set up the next one. You need to add value to them in order for them to ask you for the next meeting.



I usually pay for the coffee or lunch if I set up the meeting. That's usually the protocol to use. Whoever sets up the meeting pays. Of course when the bill arrives, even if they set it up, the right protocol is to offer to pay. However, you should always pay if they are a real paying customer of yours.



If they're really, really cheap, then when the bill arrives, you gotta say this "oh look at me, I have alligator/or t-rex hands! I can't find my wallet!" Just kidding (sort of). If you have added value to them, then they should offer to pay.












































Why Would They Accept a 2nd Meeting with You?




















"When you cease to dream you cease to live. "


-
 Malcolm Forbes







There are so many ways to help people in business that costs you literally $0. How? Always think about what would help them before each meeting. Most people in business are motivated by 3 things:



	
They want to increase revenue (their own too).


	
They want to decrease expenses.


	
They want to get promoted.





If you offer one item each time you meet with them that addresses one or more of the aforementioned 3 items, then they will start asking you for meetings (and of course they will help you BIG TIME in your career as well).



How can we help them increase revenue? This is a bold solution: set up informational meetings between you and a potential customer of the person you will be having a 2
 nd
 meeting with. Then when you have your 2
 nd
 meeting, mention who this customer is and offer to introduce them. I have done this many times and it will help your career take off! Nobody does this.







Please see the following videos for examples of what to give a person when meeting or interviewing with any of the following executives:



If you are interviewing for a
 sales
 position (or if it’s an informational meeting with someone in
 sales
 ), make or bring this:
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 .



If you are interviewing for a
 management
 position (or if it’s an informational meeting with someone in
 management
 ), make or bring this:
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 .



If you are interviewing for an
 investment
 position (or if it’s an informational meeting with someone that works in
 investments
 ), make or bring this:
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 .



If you are interviewing for an
 operations
 position (or if it’s an informational meeting with someone that works in
 operations
 ), make or bring this:
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If you are interviewing for an
 assistant
 position, make or bring this:
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If you are meeting a
 human resources
 contact make or bring this:
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 .







Side Note on my HUGE interview failure
 : Make sure to wear what they wear at their company when you meet with them! How can you find out what the dress code is? Look at what the interviewer is wearing in their LinkedIn profile picture or look at what people are wearing in the pictures shown (if available) on their website! Here is a self deprecating story of why I got rejected from Microsoft in an interview years ago:
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 …..life is to short not to laugh at ourselves!














































Watch for New Job Announcements




















"If something is important enough, even if the odds are against you, you should still do it.”


-Elon Musk







In your calendar please put in a reminder so that you're reminded every six months to casually look at all of your LinkedIn contacts. Look to see who has a new job.



You don't need to congratulate them, unless it's someone you've met a bunch of times or a close friend. It is always good to know where your contacts now work, in case one day you need to get access to the company they work for.



For example, if you see that a friend of yours or contact of yours now works in the steel business, and you know the head of material purchasing at Caterpillar or Komatsu, you could make an introduction which could help out both parties. Remember you're always thinking about giving (we are long term greedy when we network).



The way you can see who has a new job is (per the image below) go to My Network and then Connections. Quickly look over where your contacts work.
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Section 4: Networking to Help You Change or Start a New Career
















"Failure is another steppingstone to greatness."


-Oprah Winfrey








Find and Take Advice from People that Have Changed Careers








As obvious as this sounds, if you want to change careers, I strongly recommend only seeking advice from people that have changed careers instead of asking for advice from anyone that has never changed careers. I've changed careers a number of times. At first it seemed impossible to do because I wasn't qualified on paper or I was a bit older.



Please know that you can change careers, but you can only change careers if you network like crazy. Don't just send in your resume if you don't have the qualifications. You've got to network a lot. You've got to meet with a ton of people. Why? Because on paper you don't look like a good fit or you might not, so what can you do?



You can find people on LinkedIn that changed careers and look at their profiles to see how they did it. Did they go back to school first? Let's say you want to switch careers from consulting to investment banking. Then go to LinkedIn.com and do an advanced search for people that have worked at specific consulting firms and in specific investment banks.



Let's look at how many people worked at consulting firm McKinsey and investment bank Goldman Sachs. There are a lot. There's 1,300 people that worked at both firms per the following image:
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Since you want to switch firms and you want to switch from consulting to working at Goldman, for example, then just search through all of these results and find someone that has something in common with you (please know that these people want to help you as they were you years ago)! For example, are they from your home town or home country, or did they go to your school, or are they in the same organization as you? Then, just create and inMail and ask them for coffee like we've covered earlier.



If you don't ask, you'll never get.
 If you don't ask for a raise, a promotion, a date or most things in life you will never get! Keep searching to see if these people have anything in common with you. Again, please remember that you've got to be a LinkedIn subscriber to send inMails, which we discussed earlier. The first month, again, is free, but it's a great investment, I promise!







Let's drill down further…say I'm from Toronto. I can add this to the search criteria. I've got 10 people here that I can reach out to:
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Understand Why You Want to Change Careers Before Making It Happen




















"You must expect great things of yourself


before you can do them."


-Michael Jordan







Please understand why you want to change careers before making it happen or you won’t be happy (enough). Years ago, when I was an undergraduate at university, I wanted to be an investment banker, and so did all of my buddies. And then, the ‘luckiest’ ones that got the investment banking jobs were so miserable!



Today most of the undergraduate business schools students that I teach all want to be investment bankers as well (
 
plus ca change, c’est la meme chose

 ! …sorry as a Canadian, there has to be at least one reference to
 [image: ]
 ).



This generation is just like mine was. I feel like an old man saying that, but it's true. I ask my in class business students why they want to be an investment banker? I never get a clear answer! Just like I couldn't give a clear answer at their age. Sometimes people say it’s all aboooot the money, or the excitement of working on an IPO, but the reality can be different, including doing all-nighters photocopying, doing all-nighters doing PowerPoint and making sure that
 
face time

 is high up on your priority list.



Not all investment banking jobs are miserable like this, but many of them can be. I'm not just trying to pick on investment banking, but I want to use it as an example. Starting a career in investment banking can be a good thing because it makes you more marketable than if you started a career at a hedge fund, for example. But I want you to make sure that you always know
 why
 you want to work in a certain line of work



I want you to please network as much as you can and do informational meetings before changing careers (so you understand why you want to change careers)! When doing informational meetings with people that have the type of job you want, listen closely to what they describe they do. It must sound fun and interesting to you and it can’t feel like a job! I admit, I was insecure when I went to Wall Street years ago. It was all about the brand for me that I worked for. Pathetic really – it should be about doing what makes you happy and doing what you love!



When you do these informational meetings, ask yourself if you see yourself doing this job and loving it? Would you see it as a job, or a passion? Also, do people that start in this career track usually go on to be successful professionally or happy professionally (more importantly)? The way you can tell about what they do professionally afterwards is obviously on LinkedIn. You can find out what people did in this profession after they left investment banking, for example. Are they marketable or not?



I wanted to be a lawyer so badly at one point in my life, when I was an undergrad. I don't know why I wanted to be a lawyer (maybe it was because of the
 
movie

 A Few Good Men). I wish I'd thought about it at the time, why, why, why? If you can answer why, and if the answer to why doesn’t include “because I'm passionate about it and it's fun and I enjoy it and it's not work.” Then, fuck it as life is too short.



Why do people become lawyers anyway….I mean what a miserable existence. Maybe it is because most parents want you to be a doctor or a lawyer?
 The worst thing you can do is to live someone else's life instead of your own.
 To be fair, being a doctor is a noble profession.



Thank goodness I actually did a lot of due diligence on what being a lawyer means (no wonder so many politicians have this toxic degree). I met with a bunch of lawyers to see if this would be the right career for me. Some of them seemed cool, and some of them didn't seem as excited about their profession as I thought. I then started visiting law schools. I would walk in, and I would see students reading these massive books that were so boring!



I'd watch them debate in class… who's right and who's wrong when they're in a
 real
 trial. Does that mean you're lying half the time? Is this a fun job? No! That being said, there are great civil rights lawyers and those are the heroes that don’t do it for the money! I'd love to do that sort of thing, but to make a long story short, I want you to network and meet with a lot of people and figure out if a particular job is right for you or not. It's has to be something that you are incredibly passionate about.



My grades were so bad when I was a kid. Some teachers thought I had a learning disability, and they wanted to fail me in the sixth grade and then again in the eighth grade. Then something amazing happened to me! In the
 
1980s my Dad bought a Macintosh, and it was so revolutionary and it changed my life

 !



I loved my Mac. I loved programming. Technology is such a cool industry because there's more passionate people working in tech than in any other sector! It's not a job for them, it's just fun! Nerds = people that are happy and enjoy their jobs! And this is why the tech sector continues to disrupt industries like Uber with taxis, Airbnb with hotels, etc.



The bottom line here is to please find out what your passion is before switching careers by networking like crazy. Meet people in different industries and do many informationals with them. We always focus on
 how
 do I get into investment banking,
 how
 do I get into consulting,
 how
 do I do this,
 how
 do I do that, not
 why
 .
 Why
 do you want to do it? That's key.



The last thing I'll say, is if you ask yourself why you want to change careers from your current career to career X, and your answer doesn't start with this "I want to change careers because I'm very passionate about career X." If that's not your answer, then it's not the right career change for you.



Please focus on the why before the how
 .












































The Hybrid Career Change Approach




















“It is never too late to be what


you might have been.”


-George Eliot







Let's talk about something that I call the hybrid career change approach. Changing careers is hard, but an easier and more strategic way to do it is to find a hybrid approach. For example, if you work at a hedge fund, and you hate it, and you want to work in a venture capital firm but they won't hire you because you don't have any venture capital experience, then see if you can find a company that does both hedge fund and venture capital investing. Next, see if you can get a job at that hybrid firm.



Hedge funds invest in public companies that are listed on the stock market. Venture capital firms invest in private companies that are not listed on the stock market yet. So if you transition from a job at a hedge fund to a job at a company that does both hedge fund and private venture capital investments, then you have a better chance of eventually working in the venture capital industry at that hybrid firm.



We discussed how a very important networking principle is to help others. So when you transition to the hybrid hedge fund / venture capital firm (for example), network with obviously the venture capital folks when you're there (help them do their job better). Add so much value that one day, they will ask if you would like to change roles from the hedge fund side of that company to the venture capital side of that company. I gave this example because that’s exactly what I did. This strategy is generic enough to apply to other industries as well.












































Networking to Get a Different Role in the Same Firm




















“The mind is everything.


What you think you become.”


-Buddha







Let's say you work at a marketing firm, but you're more passionate about sales at the same firm. Well, obviously network with the sales folks at that firm. As you know, salespeople have quotas, so let's think about it from their perspective.



If you can use your networking skills to find customers for salespeople in your firm, then eventually, making the transition from marketing to sales is doable. Why? Because you already proved that you can already do the sales role. Please watch this video for more details and an example of a template to use (which we also covered earlier in the book):




HarounVentures.com/network10




While you work in the marketing department, for example, identify and meet people that could be potential customers or great sales leads, and then introduce them to the salespeople at your firm! Nobody does that. Do you see what you just did there? You proved you can do the job already, before you got it and you added value because you
 gave
 as you put yourself in their shoes! Always think “what do they want?”



The same concepts are applicable, of course, to interviews or informational meetings that you are conducting with other companies that you might want to work for in a different role. In the aforementioned sales meeting, you gave them sales leads….you did something nobody else would do.



You
 networked so you can network
 to get a job. You network with other people before your interview. That's what I mean when I quote Sun Tzu and The Art of War, as “every battle is won before its has been fought.” If you do that, it is like you're playing chess and you're thinking three or four moves ahead of everybody else (also called game theory on game theory) .


























































Consider an Internship (Even an Unpaid One)




















“Someday is not a day of the week.”


-Denise Brennan-Nelson







The beauty of doing an internship is that you can experiment and decide if this industry is what you're most passionate about. Unfortunately the people that get the summer internships are often the ones with parents that have connections, I was the guy that had to cut grass during the summer and apply to every firm I could but never got a job
 
or maybe I sucked at interviewing

 !



Use the methodologies we've discussed so far in this book to network and set up informational meetings and please do lots of them with alumni from your school or people from your home town etc. During the first half of the meetings use the usual meet and greet bonding before business strategy. Then you ask them if they're accepting interns at their company. If they say no, then say I'll do it for free which is what many of my in class students do on weekends or during the evenings.



A website you can consider using to check out internships is called
 
Looksharp.com

 . It's a bit like LinkedIn, but for interns. And it's free to use, as well, for those looking for internships.












































Networking Exercise #2: Setting Up an Informational Meeting




















“The journey of a thousand miles


begins with one step.”


-Lao Tzu







Please don’t read the rest of this book until you complete this simple exercise. Thanks : )



In this exercise, please think about the career that you're considering switching to. This could be your first job, or a new career for you. Think about the industry you think you might enjoy working in, and I just want you to set up one informational interview at another company or another industry that you think you might want to work at (or if you love your job, set up an informational with a potential new customer).



Please make sure that after the meeting you think about
 why
 you want to work in this industry. Ask yourself this question at the end of that meeting:



I want to work in this industry because_________________.



If the answer isn't, "
 I want to work in this industry because I'm passionate about it
 ", then it's not the right career change for you. The wrong answer is "
 I want to make
 a lot
 of money
 ". It's has to be something deeper…deeper within you…something that you love and that doesn’t seem like a job…something that will make you happier. I want you to be long-term greedy, and not very short term focused.
 Think more with your heart and less with your head.












































Networking Exercise #3 Find a Mentor in Another Department




















“To avoid criticism, do nothing,


say nothing, be nothing.”


-Elbert Hubbard







If you work at a company, please complete this exercise. If you don't, you can skip it.



If you receive another job offer from another firm, don't take it until you see if the firm you're working at now counters the offer by letting you transfer to another department; use this as leverage.



If you don’t have this other job offer in hand as leverage, then the only way you can ever transfer to another department is if you have someone senior in another department fight for you, which is how I've done it in the past. I started out working at Accenture after I graduated from McGill University in Montreal. I was miserable, because all my buddies were in Toronto and I worked at Accenture in Ottawa; I wanted to be in Toronto so I could party with them on Friday and Saturday nights. And that's exactly what I did by networking aggressively.



I found somebody that helped me out tremendously, and he was actually my first mentor. Murray Kronick is his name… great guy, and he was a senior dude at Accenture in another department. Without him I never would've made that transition. So let's be preemptive here and strategic by networking within your company right now. By meeting with people in other departments and having them mentor you, then they have the power to help you transition to other roles or other office locations etc.



What if you don’t know people in other departments at your company? The easiest way to do network and meet them is to look on LinkedIn for people in your company in other departments that you want to work for one day. See if they have anything in common with you. Then similar to what we've already covered, send them a LinkedIn message, or email them on your internal email system and set up a coffee meeting. It's a good idea as well to do this with multiple people in multiple departments in case your department ever gets restructured; you need to be preemptive and think longer term about survival if you work in a large company as they tend to overhire and then over fire as well.



This goal is to simply set up a meeting with someone in a different department at your firm and then simply ask them in person to mentor you. They're going to say yes because it's an incredible compliment.



Please send an inMail or an email on your company’s email system and set up an informational meeting before moving on the the next chapter. The more people they mentor, the more of a chance they have of getting promoted : )



Networking of course is an internal career best-practice as well and not just an external one.
































Section 5: Networking with Your Heart So You Can "Accidentally" Receive 10 Times More than what You Give




















“If you don't like how things are, change it!


You're not a tree.” : )


-Jim Rohn








Random Acts of Networking Kindness (This is Why Those People Are So Successful!)








You know that feeling you get when you do a random act of kindness to help somebody? I personally don't feel that each day is a success for me unless I've helped somebody without asking for anything in return. It's just who I am. I found that most of my (limited) successes in life often came from helping other people through mentoring. I never wanted to receive anything in return from them. It just kind of happened; call is karma or call it what you will.



The best networking return on investment you can earn in the long run is through helping others because you genuinely want to help them, not because you want something in return. That's a big networking secret!



Recently, I thought about all of my career changes and accidental successes in life, and I've had many failures to… but the successes can almost all be traced to helping others. In fact, a lot of my jobs and career changes resulted because people helped me that I had helped years ago. One data point doesn't make a trend, but five or six does, and it happened to me five or six times.



The reason I started teaching at nights a few years ago here in San Francisco in business schools was because a student from San Francisco State University cold called me several times asking for help. I met with him and he had me speak on a panel in his class and I loved it!



It’s never about money. For me teaching feels a but like in venture capital when you sit on boards and you help CEOs of the companies you're on the boards of to become more successful. It feels even better when you help a student out.



You can have more influence and you can really help them to meet their goals or give them the confidence to know that they're making the right career choice/change. Help them network to get to where they want to be. It feels great!



As passionate as I am about the venture capital deals I do, I'm actually most passionate now about teaching and so I do venture capital during the day and teaching at night. I found my passion and my purpose, and of course it's not about money. I plan to teach more and do less venture capital in the future (or just edTech venture capital as education can fix all problems in the world).



I am humble to say that my online course called “An Entire MBA in 1 Course” is the most successful online business course at Udemy.com. However, it was never about the money as I taught this course for free to underprivileged students in East Palo Alto, where the high school graduation rate is only 40% through a charity I am on the board of called the
 
LEMOfoundation.org

 . I taught this course to them on the weekends and I loved it because these kids don't really have any people paying attention to them, and they're just kind of in awe that somebody cares. They are poor smart and hungry; they are the American Dream and they inspire me!



It's kind of like give a person a fish and they'll eat for a day. Teach a person how to fish and they'll eat for a lifetime. I know it's a little bit prophetic or whatever, but you're trying to empower the empowerers. The slogan of the LEMOfoundation.org is beautiful:



“Don't expect to realize your dreams in life unless you help others accomplish theirs first.”



I really believe that. It's incredibly prophetic of that charity to have that outlook. I love it. I didn't teach for any other reason other than I wanted to help (we’re all in this together). I also love teaching at nights to my MBA students but never for the money. Then one day one of my students named
 
Fulya Beker

 sent me a LinkedIn message asking if I had time to meet for a mentoring session. Of course I said yes. I said where do you want to meet? She told me to come by her office, and so I read the LinkedIn message and the office was at a place called Uh-dah-me. When we met, Fulya politely corrected me. She said no no Chris, it is pronounced You-da-me (
 
Udemy.com

 ).



I didn't know much about this company Udemy, but I was happy to meet her, and the energy was incredible there! I mean you actually feel really old when you go there because people are young and vibrant and positive and it's amazing…truly amazing. It's a great company with a terrific “let’s make the world a better place” culture.



While meeting with Fulya, she explained to me the business model and I thought, oh my goodness, you could reach out and network with the whole world from here and help everyone; teaching is now finally scalable! Imagine the good you can do with this platform; Udemy.com felt like Kahn Academy + YouTube + Google’s can do “don’t be evil” culture + Salesforce’s pro bono beautiful outlook + the positive energy of Sir Richard Branson all in 1 place!



No other services profession is scalable like this. Being a doctor or a lawyer is not scalable like this. Teachers can reach the world now. You can help people in close to 200 countries. I've got students in over 170 countries, and a bunch of these countries I didn't even know existed (that's how ignorant I am).



I love teaching in class at nights, and I do it at several universities and never for the money. As much as I love doing venture capital during the day, my favorite time of the week is actually Monday and Friday afternoons when I teach at San Francisco State. I love these students. A bunch of them are poor, smart, and hungry, and there's no better combination on earth than that! It is a real pleasure teaching them.



I bring this up because I found my accidental passion by accepting meetings and mentoring/helping others. I would have achieved nothing in my life without the help of others that gave to me without ever asking for anything in return. So by helping other people, you end up stumbling upon what you love to do.



You get a lot more out of networking and in life by giving. Once you realize this, then you will find your accidental passion and purpose; give and you will receive 10x’s more in return by accident by thinking with your heart; let your heart be your pilot!  : )
















































Networking is VERY Similar to Dating! What Can We Learn from This?




















“Accept the challenges so that you can


feel the exhilaration of victory.”


-George S. Patton







Let's talk about why networking is very similar to dating. What can we learn from this? Well, there's a concept that I created called the Networking Match Equation strategy or the N.M.E. strategy, sounds like “enemy!”
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The
 N
 .
 M
 .
 E
 .
 strategy applies to networking and dating. You are your own worst enemy if you can't get the Networking Match Equation to balance. Let me explain what this means. Have you ever seen somebody that's a perfect woman (or man)?



Let’s assume we are talking about an absolutely brilliant and gorgeous woman. On the
 N
 .
 M
 .
 E
 .
 scale she is a
 10
 out of
 10
 . She is dating a guy who's not that attractive. He doesn't have that much going for him and he seems like
 1
 out of
 10
 . When you see this couple you are thinking “how is this possible (and vice versa of course)?”



The Networking Match Equation is out of sync. She's a
 10
 and he's a
 1
 ! What is going on? How is that possible? Why does this happen? There's must be a bunch of qualities about him that add up to get him to a
 10
 .



Let's make a math equation out of this as he must somehow be a
 10
 in order to have the N.M.E. be in balance (
 10
 must =
 10
 ). He's got to be outgoing, so he gets another N.M.E. point; he is now a
 2
 . He must be a risk taker as he was prepared to accept rejection by asking her for a date; he is now a
 3
 .



When I was younger and I would ask people out on dates, I would ask four or five times per week and I'd be shy and I'd stop asking as I was more insecure back then I guess. So alright, he is the polar opposite of insecure so he is now a
 4
 . He only sees failure as an opportunity to try again (a bit redundant…but I am trying to make a point) so he is now a
 5
 .



He doesn't think with his head. He thinks with his heart and he is long term focused so he is a
 6
 . Why is this one important? Because the short term pain of her potential rejection means nothing compared to the long term joy he will have by potentially spending the rest of his life with her.



Okay. Alright, alright, I get it, I get it. He's got all of these great qualities but he is still way way way under
 10
 . He is a
 6
 out of
 10
 and she's a
 10
 out of
 10
 .



What else can get him up to a
 10
 in his mind
 ? He is dirt poor but that doesn't matter to him or to her. He has an incredibly positive attitude so he is now a
 7
 . He never gives up,
 8
 . He thinks he is superhuman and he thinks that he wears a damn super hero cape so
 9
 (confidence is sooooo important when networking).



He is incredibly passionate so he is now a
 10
 ! I thought he was a
 1
 ? Nonsense he is way higher than a
 1
 ! The Network Matching Equation or
 N
 .
 M
 .
 E
 .
 is in balance now because his
 10
 = her
 10
 . So she is no longer out of his league!!!!!!



BUT WAIT, THERE’S MORE! He thinks differently from everyone and he lives life on HIS terms so he is now on this part of the scale (level
 11
 : optional video:
 
HarounVentures.com/network17

 ).



Wait a minute now….there is a problem here. He's has even more positive qualities that we forgot to mention! What do I mean by that? Well we forgot to mention that
 he asks often
 (please see:
 
HarounVentures.com/network1

 ).



Asking counts for all that previous stuff added up together so now he's a




20!


So he is now way out of her league!



Hold on. He's very confident as well. He's very confident. Not arrogant, he's confident and people love that quality. Wow, that's another 10 points. He's now a



30!


but she's a 10.
 He's way way way out of her league now,
 and this is all in his mind. It's important because perception becomes reality.


(optional:
 
HarounVentures.com/network18

 )







He thinks with his heart, he's unique, he's interesting, he’s impressive….yes he's got all of these great qualities. He is way way way out of her league. So dating is about persistence and risk taking. You risk making an idiot of yourself, but you shouldn't give a damn. I mean, why is it that older people always have more confidence than younger people. Well, this chart explains it. It's funny but it's true!
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On the x-axis, you've got your age and on the y-axis, you've got give a shit. If you're around the university attending age, you might be at the peak of that line when it comes to perception of what others think about and this makes you a little bit less confident too (that was me in undergrad).



Not being confident (meaning thinking of yourself as a
 1
 instead of an:
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in business and in your personal life will stop you from realizing your full potential via networking. I want you to think of yourself as being all the way to the right on the give a shit chart when you're low on confidence. I don't want you to give a shit what other people think. Keep this in mind while you network or ask for anything (within reason obviously).
 
Confidence is crucially important when networking

 .



Please this video to see additional commentary and real life examples of the N.M.E. strategy with my interactions with Bill Gates and a Prime Minister (one story is massively embarrassing but I don’t give a shit because it’s funny – at my expense of course)!
 
HarounVentures.com/network19




The bottom line is that networking and dating is identical. The N.M.E. is applicable to business networking as well. So if you ever asked somebody out on a date and they were out of your league, you were networking like a champ! Now, I want you to stop reading this right now and close your eyes and think of what you did or what state of mind you were in when you asked someone that you thought was waaaay out of your league out on a date and they said yes. Remain in this state the next time you network because
 
you are so money

 !



In the next episode/chapter/ lesson, we're going to put the Networking Match Equation strategy (or the N.M.E. strategy) into practice. You must think and find a way to get the person you're meeting with to think you're out of their league and they're privileged to be with you (thinking anything else make you your own worst enemy/N.M.E.).



So what can you give this person to get them to want to have a second meeting with you or a third meeting or a hundredth meeting with you? What qualities do you need to have? They are likely identical to the qualities that you need to have in order to get a date and stay in the perfect relationship forever.



Take a risk. Be personable. Be you. Ask. I'm not telling you to be arrogant at all but be confident because confidence leads to perceived competence and perception becomes reality….so you are your own worst enemy if you can't think of the N.M.E. strategy in a way that puts you out of their league, okay? What you think of yourself, you become. Wear that cape!
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Networking Exercise #4: Using the N.M.E. Strategy




















"We must accept finite disappointment,


but never lose infinite hope.”


-Martin Luther King, Jr.







There are 2 parts to this exercise.



Exercise 1
 : The first exercise deals with qualities that got you a date with someone you thought was out of your league (meaning you thought they were too good for you).



Exercise 2
 : The second exercise deals with how to get people you are going to meet with in business think that you are out of their league. If you want, you can download the table below in Microsoft Word format from:




www.HarounEducationVentures.com/networking-book




(the name of the file is N_M_E_Exercise.DOC)













	

Exercise 1:
 Think of a time when you were on a date and you thought they were way out of your league (meaning you thought “why would they date me?”). This person you are on a date with is a
 10
 and you (for this exercise) are a
 1
 . List at least 10 qualities why the other person thought of you as being equal to or greater than a
 10
 so that the Networking Match Equation brings you at least in balance:













1
 :



2
 :



3
 :



4
 :



5
 :



6
 :



7
 :



8
 :



9
 :



10
 :


[image: ]


11
 (Come on list one more…let’s push the goal post out!):













	

Exercise 2:
 Think of a person you are going to meet with in business or you want to ask them to meet with you for the first time. They are a
 10
 and (for this exercise) you are a
 1
 . List at least 10 qualities why the other person will think of you as being greater than a
 10
 so that the Networking Match Equation brings you at least in balance (think why is it very beneficial for them to have the pleasure of meeting you!):













1
 :



2
 :



3
 :



4
 :



5
 :



6
 :



7
 :



8
 :



9
 :



10
 :
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11
 (Come on list one more…let’s push the goal post out!):








































Networking and Ask Those That Love You for Help (Of Course They Want to Help!)




















“You can never quit.


Winners never quit, and


quitters never win.’


- Ted Turner







Please put your pride aside. Those that are closest to you, can help you a lot when it comes to networking. However, for some reason we don't want to ask them for help. Think about it, if any of your family members or relatives ask you for help, you'd say yes without even knowing what they're going to ask for help with!



Your parents or aunts, uncles, cousins, siblings etc can and want to help you. They know a lot of people so ask them for help (as simple as that sounds). Ask them to help you find people to meet with so you can walk down the right path in life and find your career passion!



They know professionals in industries that you might want to work in. Sometimes the most obvious solution is right in front of you as your family likely knows at least a couple of people that can help you in your job search, or customer search etc.



Again, sometimes the most obvious solution is right in front of you.



: )












































Networking Exercise #5: Setting Up Meeting to Mentor Someone




















“Your imagination is your preview


of life’s coming attractions.”


-Albert Einstein







This exercise will give you the most pleasure and peace of mind and fill your heart up with love and happiness:







	
I want you to find someone and mentor them.









	
It can be a younger cousin who is going down the wrong path in life (you know who I am talking about).









	
It can be one of your employees that you don’t know that well.









	
It can be a random email from someone that you received a while ago asking for help that you never bothered to answer. Reply to that email today.









	
Start mentoring them and many others as it will help you in so many ways. It will make you feel amazing – like the high you get and feel when you are leaving the gym. It will also help to remind you of what your core values are and what your recipe for success is as you'll be more likely to practice what you preach. 









	
It will also help to remind you of what your core values are and what your recipe for success is as you will more likely be able to practice what you preach after these M.O.O. Meetings (Mentoring of Others Meetings)….catchy name eh! …because I want you to remember this forever.












































Section 6: A Radically New and Better Way to Network with Your Resume for the Long Run












“The purpose of our lives is to be happy.”


- Dalai Lama








Are You Ready to Take Your Networking Game to the Next Level (Superb Long Term Networking/Goal Setting Exercise)?








Please watch the video listed below, which is Section 6 of this book. I humbly hope this will have a material impact on who you want to be in 10 years. Please watch this video before moving on to the next section of this book:
 
HarounVentures.com/network20

 .



Thanks



Here is the freedom to be you keynote speech/article that I wrote that I mentioned during the video listed above:



8 Reasons to Stop Dreaming and Start Your Company Today



Freedom to live life on your terms starting right now.
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I had a dream that I went to a corporate picnic and I had to tell my kids to please be on their best behavior so it wouldn't limit my career. Actually, this wasn't a dream; it was a nightmare. If I had to create a title for my nightmare, it would be called "
 Forced Family Fun!"



It doesn't matter how many companies you start in business; all you have to be is right one time. Don't spend the rest your life thinking what could've happened; make it happen starting today.



Many famous people started their business empires out of frustration and failure. Jay-Z couldn't get a record label to sign him, so he started his own record label. Many people don't realize that Bill Gate's first major business venture didn't work out for him. Thomas Edison failed more times than the top 50 entrepreneurs in the world did combined! Perhaps the aforementioned business icons realized that they were in fact creating a new market out of frustration and the hope of having the freedom of living their dreams.



Starting your own business should not be about money. It should be about passion and freedom. Freedom to live life on your terms. Freedom to never have to answer to anyone ever again.



Freedom to set your own corporate culture the right way. Freedom to be able to take an entire week off and do charity work if you want to or take your kids to school in the morning and pick them up at night as well. Freedom to spend more time during the week with your parents, significant others and friends that share your core values when it comes to entrepreneurship.



Freedom to know that if you work for yourself, it is the ultimate meritocracy. Freedom to know that there are no limitations anymore on your career. Freedom to know that those that might have thought of you as a threat at your previous company can no longer hold you back. Freedom from all politics. Freedom to create. Freedom to donate.
 Freedom to be you
 .



Here are 8 reasons that you must write that business plan starting tonight so you can live life on your terms:




1





Freedom to know that working for yourself creates a simple formula so you know how much you are going to be compensated. As a result of the freedom of self employment, you don't have to rely on others stealing your commissions, ideas or your hard work. Corporate politics sucks the life, creativity and freedom out of you.



2
 Freedom to know the rules and set the rules so that you don't have to dance on eggshells and worry if you're overqualified or a threat to others.



3
 Freedom to select your own customers that have the same core values in life that you have.



4
 Freedom to really challenge yourself and compete with yourself and know in your heart that there's no glass ceiling stopping you from progressing.



5
 Freedom to have the pride and peace of mind knowing that you will never ever ever ever again get out of bed in the morning and tell yourself that you're going to work.



6
 Freedom of expression and the peace of mind knowing that you are allowed to focus on your personal passionate pursuit of happiness.




7





Freedom to spend your time pursuing your charitable passion so that you can leave the world a better place than when you entered it.



8
 Freedom to live and work from anywhere in the world. In this new digital reality, working abroad is now an option. Heck, go work in Paris or Dubai or Montreal or Rio if you want to.



Please don't put off your entrepreneurship dreams anymore. Start writing your business plan right now so that you can enjoy the freedom to live your dream and to live life on your terms starting today.
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Side Note: The Mala speech I referenced in the video can be viewed here:
 
HarounVentures.com/network21

 .




























Section 7: Life Altering Goal Setting Workshop (Your Perfect Life in 10 Years
 by Networking
 )












“Perseverance is failing 19 times and succeeding the 20th.”


- Julie Andrews








Introduction & Why This Goal Setting Exercise Will Change Your Life.








We are going to take your networking game to the next level by knowing where we want to be in life in 10 years. After you complete this goal setting section, you will know where you want to be in 10 years. Then we will set up networking meetings with people that are living your dream life today so we can find out how to fill the gap and make our 10 year dreams a reality!



Before we move on to the goal setting exercise, please watch this introduction video, which will help you think about how to crystalize / conceptualize what your goals should be. Thanks:
 
HarounVentures.com/network22

 .






















































Examples of Your Perfect Simple Resume in 10 Years
















““To avoid criticism,



do nothing,



say nothing,



be nothing.”



-Elbert Hubbard.









I like to call our 10 year goal setting resume a perfect and simple resume. It's a more simplistic version of your resume in 10 years without all the bullet point details because we don't know exactly how we're going to accomplish it yet. Please watch this video to learn how we can create our simple perfect resume in 10 years today (and how to download the template so you can get started on this long term goal setting and networking exercise):
 
HarounVentures.com/network23

 .
 After you watch the video, please check out 2 samples of a perfect simple 10-year resumes on the next 2 pages.
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Networking Exercise #6: Part 1/4: Writing Down Your 10 Year Resume in 10 Years (Today!)




















“The more I want to get something done,



the less I call it work.”



-Richard Bach









I hope you're fired up to do this!!!! There are four parts in this goal setting workshop. This chapter deals with part one, which is writing down your goals.
 Please
 don't be conservative with this exercise.



Writing down our 10 year goals will really help us with building our resume and help us to do off the charts / amazing networking later on in the book/course. I'll explain what that means later.



Many of my students and executives that I train with this exercise find that it really helps them to understand what their passion is in life and quite often it results in them changing careers. If you write down your goals, the likelihood that you achieve them increases materially, so please take your time with this and really really enjoy the exercise.



I want you to think
 big
 , and then please think
 much bigger
 than you ever have before as you (yes you and you only) set your own limits in life. Now with that in mind, I want you to write down 100, that's right, 100 10-year goals.



In this list of 100 goals, I want you to write down:



1: Your 10-year work or professional goals.



2: Your 10-year education goals
 .



3: Your 10 year personal goals
 (i.e., charities you will start to make the world a better place, happiness goals, spiritual goals, gold medals you will win, Nobel prizes you will receive etc).



I put some inspirational quotes for you every fifth goal or so in order to give you more energy; thiswill help you with th
 e
 UN
 STOP
 P
 ABLE
 MOMENTU
 M
 you're going to have in completing this life-altering exercise.



What I usually do when I do goal-setting exercises is I go for a long walk by myself and write down my goals, so why don't you do that? Go for a walk if you want to.



Grab a park bench, sit down and buy a coffee at Starbucks, or wherever you go, and really take your time with this and do some soul-searching and enjoy it! Take as much time as you need to in writing down these goals (starting on the next page). I'll see you in the next chapter. Thanks.













1
 0
 0
 GOALS.
 .
 .
 YOU IN 10 YEARS.
 .
 .
 UN
 STOP
 P
 ABLE.
 .
 .
 LIMITS



If you want, you can download the table below here and fill it out in Microsoft Word format at this address:



HarounVentures.com/networking-book

 and download this file: Goal_Setting_Exercise.DOC



The most brilliant entrepreneurs like Steve Jobs would go on long walks to soul search and think of business ideas. Consider going on a long walk while you complete this section:







1:



2:







"Once you realize that everything around you was created by people that are no smarter than you, you’ll never be the same” -
 Steve Jobs







3:



4:







“The secret of getting ahead is getting started.” -Mark Twain



5:



6:







“It always seems impossible until its done.” -Nelson Mandela







7:



8:







"Your time is limited, so don't waste it living someone else's life.” -Steve Jobs







9:



10:







“I'd rather attempt to do something great and fail than to attempt to do nothing and succeed.”-Robert H. Schuller







11:



12:







“Opportunity does not knock, it presents itself when you beat down the door.” -Kyle Chandler







13:



14:







"Everything you can imagine is real." -Pablo Picasso







15:



16:







"Someone is sitting in the shade today because someone planted a tree a long time ago." -Warren Buffett







“Someday is not a day of the week.” -Denise Brennan-Nelson







17:



18:



19:







"Don't count the days, make the days count." -Muhammad Ali







20:



21:







"In the middle of every difficulty lies opportunity." -Albert Einstein







22:



23:







“Accept the challenges so that you can feel the exhilaration of victory.” -George S. Patton







24:



25:







“The best way to predict the future is to invent it.” -Alan Kay







26:



27:







“You can never quit. Winners never quit, and quitters never win.’ - Ted Turner







28:



29:







“Big shots are only little shots who keep shooting.” - Christopher Morley







30:



31:







“Well done is better than well said.” -Benjamin Franklin







32:



33:







“Only I can change my life. No one can do it for me.” - Carol Burnett







34:



35:







“You can't wait for inspiration. You have to go after it with a club.’ -Jack London







“The purpose of our lives is to be happy.” -Dalai Lama







36:



37:







“Perseverance is failing 19 times and succeeding the 20th.” -Julie Andrews







38:



39:







"
 Failure is another steppingstone to greatness."
  -Oprah Winfrey







40:



41:







"Don't let the fear of striking out hold you back.” -Babe Ruth







42:



43:







“If you don't like how things are, change it! You're not a tree.” -Jim Rohn







44:



45:







“The more things you do, the more you can do.” -Lucille Ball











46:



47:











"You miss 100% of the shots you don't take." -Wayne Gretzky







48:



49:







"We must accept finite disappointment, but never lose infinite hope.” -Martin Luther King, Jr.











50:



51:







“If you don't ask, you don't get.” - Stevie Wonder







52:



53:











“Your imagination is your preview of life’s coming attractions.” -Albert Einstein







54:



55:







“What keeps me going is goals.” -Muhammad Ali







56:



57:







“I can accept failure, everyone fails at something. But I can't accept not trying.” -Michael Jordan







58:



59:







" You must expect great things of yourself before you can do them." -Michael Jordan







60:



61:







"The more you dream, the farther you get.” -Michael Phelps







62:



63:








“Happiness is when what you think, what you say, and what you do are in harmony.”



-Mahatma Gandhi










We must change the lens by which we see the world


[image: ]













The more I want to get something done, the less I call it work.” -Richard Bach







64:



65:







“The mind is everything. What you think you become.” -Buddha







66:



67:







"It does not matter how slowly you go, so long as you do not stop." -Confucius







68:



69:







"If you want to be happy, set a goal that commands your thoughts, liberates your energy, and inspires your hopes.” -Andrew Carnegie







70:



71:







“We may encounter many defeats but we must not be defeated.” -Maya Angelou







72:



73:








"
 The two most important days in your life are the day you are born and the day you find out why."



-Mark Twain









74:



75:







“Your work is going to fill a large part of your life, and the only way to be truly satisfied is to do what you believe is great work. And the only way to do great work is to love what you do. If you haven't found it yet, keep looking. Don't settle. As with all matters of the heart, you'll know when you find it.” - Steve Jobs







76:



77:







"Two roads diverged in a wood, and I — I took the one less traveled by. And that has made all the difference.” -Robert Frost (from his poem "The Road Not Taken")







78:



79:








“The journey of a thousand miles begins with one step.” -Lao Tzu













“Dream big and dare to fail.” -Norman Vaughan







80:



81:







“Tough times never last, but tough people do.” -Dr. Robert Schuller







82:



83:







“There is only one success: to be able to spend your life in your own way.” -Christopher Morley







84:



85:







“The power of imagination makes us infinite.” -John Muir







86:



87:







“Believe and act as if it were impossible to fail.” -Charles Kettering







88:



89:








“Every strike brings me closer to the next home run.” -Babe Ruth



"
 The biggest risk is not taking any risk... In a world that's changing really quickly, the only strategy that is guaranteed to fail is not taking risks."
 
 -
 Mark Zuckerberg









90:




“Go confidently in the direction of your dreams and live the life you have imagined.”



-Henry David Thoreau









91:



“Believe you can and you’re halfway there.” -Theodore Roosevelt







92:



“Never let your memories be greater than your dreams.” -Doug Ivester







93:



"If something is important enough, even if the odds are against you, you should still do it. -Elon Musk







94:



“It wasn’t raining when Noah built the ark.” -Howard Ruff







95:



“Don’t wait. The time will never be just right.” -Napoleon Hill







96:



“It’s not whether you get knocked down, it’s whether you get up.” -Vince Lombardi











“Try not. Do, or do not. There is no try.” -Yoda







97:



“Everything you’ve ever wanted is on the other side of fear.” -George Addair







98:



“If you aren’t going all the way, why go at all? -Joe Namath











99:



“A year from now you may wish you had started today.” -Karen Lamb



100:



“Change your thoughts and you change your world.” -Norman Vincent Peale



Let’s do one more to make it 101!



“It is never too late to be what you might have been.” -George Eliot



101:








Great work!!!!



I hope you feel inspired and empowered!



This is just the beginning!














































Networking Exercise #7: Part 2/4: Categorizing Your Goals




















“Do what you love and the money will follow.”


- Marsha Sinetar







Alright, I hope you're fired up. You just completed Part 1 of 4 of the Goal Setting Workshop. We are now on Part 2 of 4, which is Categorizing Your Goals.



In this exercise please write down one of the following three letters beside all of your 101 goals that you just wrote down in the previous chapter.











W
  
 (for
 W
 ork Experience
 Goal)











E
  
 (for
 E
 ducation
 Goal)











P/O
 
 (for
 P
 ersonal/
 O
 ther
 Goal)














































Networking Exercise #8 Part 3/4: Filling the 'Gap'




















“I am not afraid... I was born to do this.”



-Joan of Arc







We are now on Part 3 of 4 which is
 “filling the gap
 ”. Based on the 101 goals you wrote down, on the next few pages I want you to:



	
write down 4 or fewer things you would like to accomplish within 10 years in the left column of the
 work experience table
 . I included a few examples or work experience goals as well.









	
Also, please write down 3 or fewer things you would like to accomplish within 10 years years in the left column of the
 education table
 . I included a few examples or education goals as well.









	
Lastly, please write down 5 or fewer things you would like to accomplish within 10 years years in the left column of the
 personal or other table.
 I included a few examples or personal goals as well.





Please be as brief as you can.



Then in the right column, please enter HOW you are going to fill the gap. Don’t worry as I included plenty of examples over the next few pages.












[image: ]



In the work experience table listed above, one of the goals might be to become a partner at Goldman Sachs by 2026, which is on the left side of the table. Then, on the right side, write down HOW are you going to achieve this goal? That's called a gap analysis. We're going to fill that gap by networking in a future chapter.



In other words, write down what you need to accomplish in the next 10 years to make becoming a partner at Goldman Sachs a reality (if you don’t know that is ok as we will do networking exercises soon to help you figure out how).






[image: ]



In the education example listed above, I wrote down on the left side that I want to get an MBA from Harvard Business School in 2020. And by the way, I got rejected by Harvard Business School. In terms of the right side of this table, how are we going to fill that gap and get into Harvard Business School? I wrote down here, hypothetically, I will call the school's Admissions Department, and ask when can I please visit the school and sit in on classes. It's so easy to do. Please make that call. Please make that call because what happens is in the essay portion of your application, you can write down “I visited the school, I sat in these classes, and this is why I'd love to attend the school….etc”



Then, per the table, I wrote down, “I'm not sure of the other requirements, and therefore I will set up a meeting with alumni from Harvard Business School and ask for help.”












[image: ]



The third and final example here is listed above. On the left side, I listed that I want to start a charity to help underprivileged youth reach their full potential, called PayItForwardToday.org in 2016. It's actually a pretty good idea. I like it. Now, in terms of the gap analysis on how, you can see in the right hand column here I wrote, I'll create a Facebook page to recruit people to help me with this. I'll also improve the lives of many underprivileged youth that didn't have the same opportunities that I did. I will make a difference.



I also wrote down that I'm really not sure what the other requirements are yet, and that I guess I'll set up a meeting with notable alumni from my school or from my hometown that have started charities, and I'll ask them for guidance. Of course, they'll meet with me, right? They want to make the world a better place.



Now it’s your turn. Please complete the 3 tables below (using the examples above as a guide).



If you want, you can download the table below here and fill it out in Microsoft Word format at this address:
 
HarounVentures.com/networking-book

  and download this file: Filling_the_Gap_Exercise.DOC
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Networking Exercise #9 Part 4/4: Finishing Your Simple Perfect 10 Year Resume!




















“What keeps me going is goals.”



-Muhammad Ali













We are almost there! Please open up the document available for download from
 
HarounVentures.com/networking-book

  and download this file: Simple_Resume_Template.doc



Please copy and paste your
 Work Experience
 in 10 years, your
 Education
 in 10 Years and Your
 Personal / Other
 in 10 years that you completed in the last exercise.



Please see the next page for how to do this. Also please complete
 your name, address (the exact address you want to live in in 10 years) & interests
 , which is also shown on the next page.



Great work! I hope you are fired up to make this a reality!!!!


[image: ]














































Congratulations & 5 Ways to Guarantee That You Achieve Your Goals




















“The mind is everything.



What you think you become.”



-Buddha 









Please watch this video for a summary of this section and for great tips on how you can achieve your 10 year goals!
 
HarounVentures.com/network24

 .



Please update your 10-year resume that you just created every 2 years (I have been doing this for many years). Doing this helps you achieve your goals… I promise! I achieved many of my goals, with the exception of winning an Olympic gold medal in pole vaulting, which I plan to win much later in life. Kidding as I suck at sports!



5 Ways to Ensure that You Achieve your 10 Year Goals:




 
 Tell your family and best friends about your goals because telling them makes you more inclined or slightly pressured in a good way to work harder to achieve your goals.







 
 Print out your 10-year simple perfect resume and seal it in a self addressed stamped envelope. Give it to your Mom or Dad or a friend and tell them to mail it to you in one year.







 
 Print out your simple perfect resume and literally tape it on your mirror.







 
 Carry a printed version of your resume and always keep it in your wallet or in your purse.







 
 Copy and past the contents of your simple perfect resume and put it in your calendar or Gmail calendar. In the notes field of that calendar paste your 10-year resume contents and have this calendar entry repeat daily so you can keep focusing on achieving your 10 year goals.




































Section 8: Networking to Reach Your 10 Year Goals!












“Only I can change my life.


No one can do it for me.”


- Carol Burnett








Filling the Gap So We Can Achieve Our Goals Via Networking Help

 







In this section of the course, we're going to discuss networking to reach your 10 year goals. In the Goal Setting section, you created your simple, perfect resume in 10 years, which you should be carrying with you everywhere right now I hope : )



You should have your 10-year simple perfect resume on your mirror so you can look in the mirror everyday and think, "That's the person I'm going to become in 10 years."



You have now documented many incredible work goals, education goals and personal goals that are on your 10 simple perfect resume. But there's a gap between where you are today and what you will become in 10 years.



Consider putting your current resume beside your 10-year resume; look at them and work on filling that gap….but you're going to need help and you have to ask for help in order to make this dream become a reality. So we're going to work on how to fill that gap in this section. How? By meeting people that have achieved your goals and asking them for advice on how you too can achieve your goals okay.



Please watch this really inspiring Oscar for Best Actor speech that Matthew McConaughey gave. He speaks with passion, right from his heart and he talks about meeting himself and competing with himself in the future which I think you'll find really enjoyable, inspiring and motivational (he sort of did the same exercise you just completed):
 
tinyurl.com/filling-the-gap

 .
 












































Networking to Find People that Achieved Your Work, Education and Personal 10 year Goals (Includes
 Networking Exercise # 10
 )




















“The purpose of our lives is to be happy.”


-Dalai Lama







Let’s network to find people that achieved your work, education, and personal 10 year goals using LinkedIn. Why? Because they are living your 10 year dream today.



Find out what they did (using LinkedIn) to get to where they are today. What did they do in between achieving their/your goals? I want you to consider taking the same path that they did. Don’t take advice from anyone else except for them as they achieved these goals!!!!



As a side note, don’t let anyone piss on your dreams by telling you that you can’t do it because they are likely envious or too chicken to have the guts to even try.



I want you to ask to meet these people that achieved your 10 year goals. So, let's break up your perfect simple 10-year resume into three parts (meaning your work experience, education and personal sections). Over the next 10 weeks, I want you to network more than you have ever before!



I want you to please meet or speak with 10 people that achieved those goals in each category (30 people) …yep that's a lot of meetings. This means reaching out to 10 people that achieved your 10-year work goals, 10 people that achieved your 10-year education goals and 10 people that achieved your 10-year personal goals. […how badly do you want to achieve these goals?]



These people are living your dream, in 10 years, right now. Who better to ask how you can achieve these goals than them? They'll feel very flattered, you'll see when you ask them for help.



There are hundreds of millions of people on LinkedIn. All you have to do is do an advanced search, and come up with people that have achieved those goals. Don't forget to search and find something you have in common with this person.



Keep your inMail, very, very short (less is always more).



If you are having issues following through on this because you think that they won’t want to meet you, then watch this video again that I prepared when dealing with asking for meetings using another tactic (the cover letter video*):
 
HarounVentures.com/network2

 . The aforementioned video might help you get into the perfect state in order to get these meetings (step 1 is to ask)!



There are so many people that have your dream resume in 10 years, and they want to help you. Maybe they haven't achieved all the work, education, and personal stuff you want, maybe they've only achieved a few of your work goals (contact them).
 Many of them got there by having a big heart (givers), so ask them
 . They were you one day. They don't forget about how hard it was for them. They will certainly appreciate how hard it is for you. Contact them. Why? Because nobody else will. Again, please watch the video listed above if you need help with this.























* Please skip this video if you already watched it in the introduction section of this book.




























Section 9: Networking Strategies if You Have No Idea What to Do and/or You're a Student




















“What keeps me going is goals.”


-Muhammad Ali








Introduction and Why Thinking Long Term Can Help You Figure It All Out








I want to talk about why thinking long-term can really help you figure it all out. We're going to discuss four strategies in this section:



Strategy one is going to be staying in school a little bit longer.



Strategy two is to network to get what's called an origination job, which makes you more marketable.



Strategy three is why thinking with your heart today, and helping others today, will not only make you feel amazing because you're making the world a better place now, but your resume will love it too. We're going to look at people that have done volunteer work at your age, and went on to do great things.



Lastly, we'll also talk about strategy number four, which is to keep doing informational networking meetings over and over and over and over again until you find your passion.












































Strategy #1: Staying in School Longer




















“Well done is better than well said.”


-Benjamin Franklin







When I was in school I switched majors, a couple of times as I didn't know what I wanted to do. If you can't find a job or a profession that you're passionate about, maybe consider staying in school or going back to school or doing night courses or online courses.



If you're older it's even easier to get accepted as many admissions departments call this process accepting mature students. If you got to busy with your life and you forgot your dream when you were younger was to go to Yale, then you know what, apply and make it happen or at least visit the school.



If money's an issue, then go to Yale in ten years. You can find graduates of Yale or whatever school by finding their profiles on LinkedIn and seeing what they did to get into that school later in life.



If you're currently a student in your third year in undergrad and you really have no clue what you want to do, (which is basically me, when I was younger and kind of up until a few of years ago), then I want you to do this: I want you to apply to graduate school. If you get in, then only go if by the time you graduate from undergrad, you figured out what you want to do work wise. You can even defer acceptance to that graduate school by a year or two at some schools.



The purpose of this section is just to have a contingency plan for you while you're looking for your passion.












































Strategy #2: Network to Get an Origination Job (this Strategy Makes You More Marketable)




















“The secret of getting ahead is getting started.” -Mark Twain







What is an origination job? Well, it's a job where you make the product. I'm not saying it's only a manufacturing job. I'll give you a couple examples shortly.



If you create the product, then you really understand the product. Therefore, if you don't want to make the product anymore after you've made it for a while, then you can easily go into a sales job selling that product, or a marketing job marketing that product, or an operations job supporting the product. You can start your own company making, selling and marketing the product yourself.



What does this mean? Well, an origination job is where you create the product, and it includes being an engineer where you create the product like a software programmer. You create the technology product, and then others around you sell it and market it.



Another type of origination job is if you're an investment banker as you create the financial product that the other people in the firm will then market and sell. For example, you do all the stuff necessary as an investment banker to make an initial public offering product including a lot of the documentation (make sure you love this line of work or it can be torturous).



An engineer at Google, for example, is considered by many to be at the top of the tech food chain. Also, they are more respected, believe it or not, than many other roles at Google because they originated the product and therefore they are more marketable. They can move on to other departments, if they wanted to. If they made the product, then they can probably move at some point into a role that sells the product if they're outgoing or a role that markets the product if they want to be creative.



It's much tougher to move from selling or marketing a product to making the product. You see what I mean by origination? Let's talk about investment banking. In the investment banking example, if you made the IPO product, you originate it. Then at some point if you wanted to you could move into a sales role on a trading floor, for example. You can probably market the product as well as you understand it because you made it.



It's harder for someone in finance that trades the product or sells the product to move into making the product, meaning investment banking. The same thing can be said about engineers who are at the top of the food chain at Google. Investment bankers are considered to be at the top of the food chain at the very big diversified Wall Street firms.



The same thing can be said if you work in strategy consulting at a firm like McKinsey where you advise and you help create new strategies for your clients. So, in consulting if you helped your clients create a new strategy (“the product”) then you can maybe decide to sell the product if you don't want to create it anymore (CEOs are salespeople and
 
many worked at McKinsey

 ).



As a consultant who originated the product, you can even work for the company that you consulted with. Now, if you sold the product or marketed the product it's hard to move into a strategy role making the product.



So what's the bottom line here? So, what Chris? Well, if you don't know what you want to do and you are somewhat interested or passionate about technology or finance or strategy then consider getting an engineering job or an investment banking job or a strategy consulting job right out of school as you'll be more marketable in the aforementioned three origination or creative roles than other career tracks.



If you want more detail then just search for people on LinkedIn that started their careers as an investment banker at Morgan Stanley, or as a consultant at McKinsey, or as a programmer at Google and see what they're doing now in their careers. You'll probably see that they're very marketable and moved on to start their own companies or even changed careers, etc.



There's a saying here in Silicon Valley that you can teach finance to an engineer, but you can't teach engineering to a finance person as engineering is more so at the core of creating or originating a product than the financial profession is within the tech sector.












































Strategy #3: Think with Your Heart Today & Network to Help Others (Your Resume Will Love It)




















“Tough times never last, but tough people do.” -Dr. Robert Schuller







Another option is for you to think with your heart today by helping others. In 1961, President Kennedy established the Peace Corps. For more information on the Peace Corps go to
 
Peacecorps.gov

 . Of course there are many similar charity-based groups around the world.



If you're not sure what you want to do, consider volunteering to work at one of these amazing charities for the following reasons:



	
You're giving and giving with your heart to make the world a better place.


	
You can do some serious soul-searching when you do volunteer work. This soul-searching or purpose-searching, will give you a better idea of what you want to do longer term.


	
If you ever want to do an MBA at a top school, or any degree at a great school, it looks amazing that you gave so much of yourself at a young age (this should not be your primary motivation to do this though). Please remember, that networking is all about giving.


	
Many employees love to hire people that give from their hearts. You can make their company better if more giving people work there that can help mentor others that also work there. In your job interviews after the Peace Corps, or whatever volunteer group you worked with, you can discuss how what you did was mentoring and Amazon-like generous customer service.


	
You will really stand out as being interesting, impressive and unique (which helps a lot in interviews on graduate school applications). When I did my MBA, there were at least three people in my class alone that worked for the Peace Corps. They did this for two or three years after they finished their undergraduate degree. I wish I did this in hindsight. If you're considering doing this, and your parents say, “hey come on, going to school costs a lot of money, you know, is this the right decision for you?” Well, you're living your life right? Also if you do an advanced search in LinkedIn of people that worked in the Peace Corps, you will find 61,000 amazing people. Add McKinsey to this search and you will find 50 people that work at McKinsey that were in the Peace Corps. Lastly, in this LinkedIn search you will find that more that 154 people that worked in the Peace Corps went on to Harvard Business School. Follow your passion and follow your heart.
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Strategy #4: Keep Doing Informational Network Meetings Over and Over and Over Again




















“There is only one success: to be able to spend your life in your own way.”


-Christopher Morley







Repetition, they say, is the mother of all skills, so do informational meetings by networking the way we've talked about at length in this book. You'll meet with a gazillion people in a gazillion different industries. At some point, you'll end up finding your passion. You'll find your passion when you meet with a ton of people that will guide you towards a career you want to be in.



I also want to add that one day when you're a bit older, you're going to wake up and you’re working in a certain career… and you're going to say, “I'm just not feeling it anymore.” As a result, you might end up wanting to change careers many times in your life, but the goal here is to keep searching for your passion and purpose and to give along the way until you find an occupation that you love and you'll never work a day in your life.












































Networking Exercise #11: Did People in Strategies 1-4 End Up Making it Later in Life?




















“Never let your memories be


greater than your dreams.”


-Doug Ivester







Similar to what we did in the last chapter by looking for people that were in the Peace Corps and what they did later in life, I want you to please pick a couple of jobs, or degrees, or volunteer activities and see if people that did those things earlier in life ended up in positions you want to be in later in life. Simply look at their LinkedIn profiles (and of course ask them to meet if you want to based on the networking skills that we discussed in this book).







You set your own path in life…but by networking you can seek guidance from others or observe the career paths of
 others that
 did
 what you want to
 do
 , which can help you crystalize your goals and find your
 path
 ,
 purpose
 and
 passion
 .




























Section 10: Conclusion, Congratulations & Thank You!
















“I know where I'm going and I know the truth, and I don't have to be what you want me to be. I'm free to be what I want.”


-
 Muhammad Ali







Congratulations
 !!!! Please enjoy networking as you take your career to the next level (‘
 meet people, have fun and learn’
 )!



Please watch the next steps here:




HarounVentures.com/network25

 


[image: ]



Please find your passion by networking



and
 live
 love
 life
 on your terms.


[image: ]



We need to change the lens by which we see the world.



Thank you very much for your time, dedication and commitment,


Chris Haroun : )
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Know when someone's interested in you

S0 wha's viewed your prof in 1he last 90 days, ike that rocruler who justloked at
You. Free members oniy see the last 5 viewers






OEBPS/Image00006.jpg
Know how you compare to the competition
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Educafion: Based on fhe goals you wrofe down, please write down
3 (or fewer) things in this fable that you would like fo see in 10
years on the Education Section of your resume (complete the left
side of the fable below and please be brief). Then please sort it
by date — meaning if you have one job that starts in 2025 and
another one that starts in 2017, put the job that starts in 2017
after the job that starts in 2025.

Then after you have written down the 3 (or fewer) Education goals
in the left hand column, please write down in the right hand column
what you need to achieve fo make that goal a reality (meaning
what ‘gap(s)' do you need fo fill per examples listed earlier in this
section.

Goal How do [ fill the gap so | can
achieve the goal?

3
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Personal / Other: Based on the goals you wrote down, please
write down 5 (or fewer) things in this table that you would like to
see in 10 years on the Personal/Other Section of your resume
(complete the left side of the table below and please be brief).
Then please sort it by date — meaning if you have one job that
starts in 2025 and another one that starts in 2017, put the job that
starts in 2017 after the job that starts in 2025.

Then after you have written down the 5 (or fewer) Personal/Other
goals in the left hand column, please write down in the right hand
column what you need fo achieve to make that goal a reality

(meaning what ‘gapls)’ do you need to fill per examples listed
earlier in this section.

Goal How do 1 fill the gap so | can
achieve the goal?
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Goal

How do | fil the gap so I can
achieve the goal?

1: MBA from Harvard Business
School in 2020

-1 will call the school’s admissions
and ask when | can visit the school
and sit in on classes [easy to
do....please make the callll.

Not
requirements....

-1 will set up @ meeting with
alumni from Harvard Business
School and ask them for help...
note | will teach you the easy way
fo get these meefings in the
networking portion of this course.

sure  of the other
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Goal How do | fill the gap so | can
achieve the goal?

-1 will create @ Facebook
page fo recruit people to
help me with thi

-1 will improve the lives of
many underprivileged youth
that didn't have the same
opportunities as | did. | will
make a difference.

+ Start a charity fo help
underprivileged youth reach their
full potential called
“PayltForwardToday.org" in 2016

Not sure of the other
requirements vt
- will set up @ meeting with
notable alumni from my
school o from my home fown
that have started charities
and  ask  them for
guidance....note | will teach
you the easy way fo get
these meetings in the
networking portion of this
course.
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Let opportunities come to you

When you upgrade fo Premium, you can et any Linkedin member see your full profie
and reach out 10 you orfree, 0 you'l never miss an opportunity.
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Goal

How do I fill the gap so | can
achieve the goal?

1: Become a Partner

Goldman Sachs in 2026

at

T will get o finance summer
internship at a great finance
company.

-1 will learn more about finance
online via online courses efc.

Not sue of the other
requirements vet.
- will set up a meeting with
employees from Goldman Sachs
and ask them for help...note |
will teach you the easy way o
get these meetings in the
networking portion of this course.
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Advanced People Search
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Work Experience: Based on the goals you wrofe down, please
write down 4 (or fewer) things in this table that you would like fo
see in 10 years on the Work Experience Section of your resume
(complete the left side of the table below and please be brief).
Then please sort it by date — meaning if you have one job that
starts in 2025 and another one that starts in 2017, put the job that
starts in 2017 after the job that starts in 2025.

Then after you have written down the 4 (or fewer) Work
Experience goals in the left hand column, please write down in the
right hand column what you need to achieve to make that goal @
reality (meaning what ‘gap(s)’ do you need fo fill per examples
listed earlier in this section.

Goal How do I fill the gap so | can
achieve the goal?
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