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Preparing Your Questions for the Relational Market
Think about and prepare the kinds of questions you will ask in a networking meeting. Two areas are particularly important:
1. Questions that will help you develop a relationship as well as a fuller perspective. The most valuable thing you can do in this regard is to seek advice. In doing so, you are showing that you respect and are eager to benefit from the experience and perspectives of the person you are meeting. 
Below are a few examples of this type of question. Be careful not to ask them in a formulaic way and move on to something else too quickly. That will quickly stifle the potential of the meeting. Your listening skills will be crucial to the effectiveness of your questioning, so give your total attention to the responses you receive to each and every question you ask. The following questions can provide good starting points for further discussion:
· How did you decide to go into this field? 
· How did you get to your present level?
· What have been the major learning experiences for you along the way?
· Is there anything you would do differently if you could do it all again?
· How do you feel about the industry and its future?
· Would you recommend the industry as a good one for someone in my situation?
· What advice would you give me regarding my next job?
2. [bookmark: _GoBack]Questions that deal with the issues they may face in your area of expertise. These questions can help you surface areas where your abilities would be genuinely valuable to the organisation. 
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