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Introducing: 
R.A.D.I.C.A.L Networking
To gain the extraordinary results that are possible through effectively accessing the relational market, you’ll need a radical approach. 
The fundamental requirement is to think like a buyer, not a seller. You must not approach people on the basis that you are seeking a job. 
Why? Because:
1. It will make others uncomfortable, so instead of job offers you’ll get well-meaning but generally ill-informed advice.
2. Buyers get a better response. Remember, highly successful people don’t usually have to apply for jobs; others seek them out. To be seen as successful, see yourself as researching the market. You can stop when the right opportunity emerges. Don’t waver on this; it’s the core of the success mindset. 
You’ll need to build your skills, too, so couple the above mindset with the following 7-step approach. Use the mnemonic ‘R.A.D.I.C.A.L’ to remember and embed it as a habit.
1. Relationship/rapport – build these before anything else – and remember you must retain them not only throughout the meeting but long afterward. Aim to do it so well that the people you meet with remain excellent connections for life.
2. Agenda – It’s your job to set the agenda for the meeting. Keep it simple:
a. Take control, thank your networking partner for giving you their time, if you haven’t already, and ask their permission to suggest an agenda so that your time together is productive and efficient. 
b. Make it clear that you are seeking perspective, insight, advice and (potentially) contacts, not a job, because at this stage you are simply researching your areas of interest.
c. State that you would like to share a little about yourself, so they are in a better position to help you, and that you would then like to turn it around and ask them some questions. 
3. Develop interest – this is vital so begin with a 1-minute version of your narrative.  
4. Insight – you are seeking this above all. You want perspective and advice, not a job. That will come when the time is right. Get them talking about their own career journey; the successes, challenges, what they have learned from those etc. Most of the meeting should be devoted to this section. 
5. Companies – show and discuss your target list, if you have one. Seek comment about organizations on the list and suggestions regarding others they think you should add.
6. Additional contacts – seek referrals to people who may be able to give you further information and advice. Important: One must earn the right to ask for referrals. This step is vital and deserves practice to get right. Also, be sure to obtain their OK to use their name when reaching out to these new connections.
7. Leave – conclude the meeting on time (whatever you have agreed, unless they indicate they are happy to spend longer). Thank them, get agreement to stay in touch, then leave.
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