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Preparatory Exercises for the Relational Market
We all need to see ourselves as our own business identity. The rules of engagement between the employer and the employee have changed. We are all now responsible for managing our own careers; companies no longer look after them for us. Think of yourself as a business of one. 
Answer the following questions. There are no wrong answers and you can change yours at any time so don’t wait for a better answer. Just change your answers if and when that better response comes to you.

What do you call your business? 
	
	
How do you describe the work you do?  
	
	
	
Where do you position yourself in the market?
	
	
	

You need clarity about what you're networking for. The goal needs to be easily understood, not too broad and not too narrow. It should describe the function and level of responsibility at which you are positioning yourself – and the industry, if it’s relevant.
Multiple options are OK – but not more than three. Otherwise you will confuse yourself and the market, and waste time taking a scatter-gun approach.
Ultimately, you will need to refine the goal to one specific professional objective, but this may be after conducting some research.
And you need clarity about your Value Proposition. It should validate why and how you are qualified to perform your chosen role – and why someone who needs your services would prefer them over any alternative.
Here are some things to consider in focusing your search:
· Geographic location: how much time travelling to and from work?
· how much travel (regional, interstate, overseas) are you prepared to do ?
· Do you want to work at a head office or a regional office?
· Regarding industries - Consider aspects such as:
· whether an industry is growing or shrinking
· whether there are ethical boundaries for you, such as weapons, tobacco, gaming or alcohol. You'll harm your self-image If you take a job in an industry that you can't feel good about
· barriers to entry, etc
· And then there's the size of the organisation. Consider brand, resources, scope – and your career stage. 
· And the organisational culture: does it match your criteria?
Think in terms of targeting organisations. Having a list of target companies will help your contacts identify where referrals will be most useful. It’s generally best to have a minimum of thirty target companies (assuming you are based in a large city and depending on your industry/positioning; It will need to be less for regional locations).
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