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TECHNICAL PROFESSIONALS LIKE TO HAVE a formula for every-
thing. Wouldn’t it be nice if there were some easy-to-use

protocol to job-finding, one that you could simply pick up, fol-
low and use to land a new job? Unfortunately, it doesn’t work
that way. Getting on the phone to develop job leads is not con-
ducive to formulas. While I can give you a list of all the things
you need to consider, you just never know how suitable they
will be in your own situation.

This column (one of those “clip-and-save” specials if you
aren’t in the market right now) should be a good resource for
gearing up a networking campaign by mail, phone and E-mail.
While the actual process of communicating with your network
may not flow in the neat manner of a formula, if you stay flex-
ible (and above all stay upbeat) you will get some great bene-
fits from networking. Networking is likely to be a key part of
your transition no matter what kind of job search you con-
duct—these are skills that will be used regularly throughout
your career, and not only in emergency (“I need a job now!”)
situations.

There are two types of networking calls that you can make.
Here are my comments about each:

Networking Call To An Acquaintance: These calls are easy
to make. You know this person, and he or she knows you and
your work. Without asking this person for a job (ugh!—what a
great way to ruin a friendship!) you are calling in order to
determine what recommended contacts he or she has that will
lead you closer to your goal. Talk about a weird contradiction 
. . . Yes, you need to find a job but, in most cases, the moment
you ask for one you get the dreaded “H/R shuffle.”

Networking Call To A Stranger: Here’s the $64,000 ques-
tion: Do you have the guts to call a complete stranger and talk
about yourself, asking advice? Or, will you (like thousands of
others before you) fold your cards after making one or two of
these, when you have found that they are very difficult? The
point I would like to emphasize is that this type of contact is a
moment of truth for you. How you manage these calls and
whether you can persist beyond the uncomfortable stage is the
question that you must ask yourself. 

A “To Do” List for the Job-Seeking Networker
1) Understand your goals. When making networking calls, you
must be highly focused and careful not to waste their time (or
yours). While the first calls you make will be to acquaintances,
you’ll still want to watch the clock and remember your prede-
termined goal. Initially, your goal is not to find a job. It is to
gather up a list of people to talk to from those who already
know and like you. You must keep your goals set on something
manageable at the onset of your project (like the number of
contacts on your networking Rolodex). Get two or three names
from everyone you call and you will be doing great!

2) Make the first networking calls to your friends and
acquaintances. These will be people who will recognize your
name immediately. They might be in any area of the country and
in any type of position. Don’t filter out contacts because you
“wouldn’t want to move to Denver,” or “he’s not in my field of
research.” This is a broad sweep across lots of people who know
you already, and you are asking to gather names of suggested
contacts, and to let your friends know of your situation.

3) Who are the top 20-30 people in your field? These people
are the first contacts made by recruiters or hiring managers
when a need exists. Maybe they are ex-FDAconsultants, or per-
haps professors. Regardless of whether you write or call with
an introduction, make sure they know you and have your
résumé. Many keep a file for such contacts, and pull out that
info whenever they are contacted with a “whom do you
know?” question from a manager or recruiter.

4) Here’s where it gets tough. Start making those difficult
contacts with strangers. Many times, there will be someone
who referred you whom you can use as a brief introduction:
“Dr. Smith, Fred Finnegan suggested that I ought to call you
with a brief question on a project of mine. Can you take a
moment for that or am I catching you at a bad time?” In other
cases, you will have to go it alone, without the aid of a referring
third party. Ask them for a moment of time and don’t take
much more than that—three minutes if you aren’t getting a
good feeling. Go five to 10 minutes if it is flowing nicely. Then,
follow up with a nice “thanks for the time” E-mail and attach a
résumé if the conversation merited it.

5) Gather names that you get in print and online job ads. It
doesn’t hurt to add them to your contact list. These will be the
coldest leads of them all, but you should add a few to every
round of networking calls. You’ll be stronger because of it, and
you may just find yourself with a few winners. 

6) When you cannot get past the secretary for a key contact, 
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calling that person later and asking for
the boss’s E-mail address will often pose
no problem for them. This allows you to
generate the same kind of networking
contact, via E-mail, and it works about
half of the time. Although nothing
replaces the phone or in-person net-
working, E-mail is handy because many
senior level managers actually read their
own E-mail each morning.

Tips and Techniques
• Never, ever interject any editorial opin-
ion about geographical location, type of
contact you’d prefer, etc. when request-
ing names and ideas from your network-
ing contacts. Your goal is to continually
build the database. Let people give you
their recommendations free of any extra-
neous information. The worst thing that
can happen is that you get a name that
you never call.

• Develop a response to “Tell me
about yourself,” and have one ready to
go at a moment’s notice. Although you
are not going to launch into even a two-

minute version of this without permis-
sion, you can expect that in some small
percentage of your networking calls you
will actually find an open position. You
might be asked to “spontaneously” tell
them why you are a fit!

• If you have an H/R contact, pursue
it just like any other referral. It will be
one more chance to sharpen your saw,
and at the same time you may just dis-
cover the person in a company who can
get things done!

• You will, no doubt, encounter a cer-
tain number of rude people and secre-
taries who will not allow you to speak 
to their boss. Don’t worry about the
occasional slammed door . . . You will
find, soon enough, that networking is a
numbers game and that the more con-
tacts you make, the better. Those rude
people you run into along the way are
best forgotten.

• Don’t get sidetracked by time-
wasters. These might include worrying
about rude people or exclusive reliance
upon headhunters (the best recruiters
will find you, and/or you will hear from
them after sending information). The

worst time-waster of them all: Falling
back into the age-old trap of conducting
a résumé-mailing campaign.

One of my favorite inspirational
books that I re-read whenever times get
tough is As A Man Thinketh, written
almost 200 years ago by James Allen. It
holds a great quote that I believe relates
to the networking process:

“A particular train of thought or
action persisted in, be it good or bad,
cannot fail to produce its results on
one’s circumstances. A man [or
woman] cannot directly choose his
circumstances, but he can choose his
thoughts and actions which so indi-
rectly, yet surely, shape his circum-
stances.”

My question to you at this important
stage of your life: Are you directing your
thoughts and actions to create the cir-
cumstances that you desire in your life?
Perhaps networking will be one key part
of creating the next productive stage of
your career.  ■
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yet just aren’t convinceable. But I can’t
help but wonder what would happen if
more Americans realized that they’re
subsidizing, from their own pockets, the
lower drug prices of other wealthy,
industrialized countries.

Well, that’s a macroscopic view of
money-making. What about the view
from your desk or lab bench? Well,
there’s a simple question that I try to ask
myself during the working day, as I
check my E-mail and my calendar: What
does this have to do with putting a drug
on the market? Try that one out some-
time. It’s pretty revealing.

It comes in particularly handy when
I’m trying to decide if I need to attend a

meeting. Too many of those are, at best,
charitably described as “informational.”
That’s as opposed to a meeting where
anything might be accomplished or
decided. (The rule of thumb for deter-
mining which kind of meeting you’re
about to attend, as many readers will
know, is to see how many people are
there. More than six or eight attendees
means that it’s almost certainly not a
decision-making meeting. Even if a large
meeting looks like it’s making decisions,
the real calls will likely be made, if they
haven’t been already, by six or eight peo-
ple out of the longer list.)

And there are far too many informa-
tional meetings in the industry whose
sole purpose is to inform one higher-
level manager. You end up in a room
with 30 people, 29 of whom have heard
every word of every presentation be-
fore (in some cases, because they’ve
practiced the things four times during
the previous week.) Adding up the hours
of lost productivity for these things is a
scary exercise.

In the same vein, I generally don’t

attend “State of the Company” meetings,
kickoff ceremonies, congratulatory sym-
posia, or awards presentations. I’ll go by
and congratulate the relevant parties—
assuming they deserve it, of course—but
I don’t think the time spent sitting in an
auditorium is worth it. Not when I could
be working on something interesting
that might put a drug on the market.

It may be that I apply “Lowe’s Razor”
a bit heavily, but I think it’s a worthwhile
habit to employ it at least once in a while.
Large companies have all sorts of ways
to keep their employees busy, but that
doesn’t mean all of them are equally use-
ful. My feeling is that some of them
aren’t useful at all. Finding drugs, devel-
oping them and putting them on the
market definitely provides plenty of full-
time employment. Given the amount of
work that has to be done, whatever isn’t
useful is, in fact, harmful.

So, go find a drug that someone will
want to buy. If you’re like most of us in
the industry, you’ve never actually done
that before. Make some money. You’ll
enjoy it, believe me.  ■
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