THE JOB SEARCH Y

elieve community
service should be
a job perk.

DO YOU KNOW PEOPLE IN YOUR NETWORK that can help you accomplish your career goals?
If not, you might be missing out on helpful information. A Social Network Audit will help you
determine if you are presently accessing information from your network in just seven steps. The
process involves listing your career goals and mapping contacts within your network to them to ——
determine if there are some pathways to information that you are not taking advantage of.

In researching my first job after university

I'm looking for what’s best for me. But

I'm also looking for a company I respect.

A company committed to giving back and

ARE YOU TAPPING INTO YOUR I\

changing people’s lives for the better.

7 Steps to Conducting Your Own Social Network Audit

STEP 1: Identify and list your career goals. Now is the time to start ] }
thinking about what you want to do after graduation. One of the best L J . I talked to some Enterprlse employees and

Name of goal: (1) Main Goal - Find a job
Description: ~ Find a job in my field

Target date: February 15, 2007

ways to organize your goals is to label them (1) main goal and (2) sub was glad to learn that it’s not just about ’

goal. The following is an example of an individual looking for a job: >>
work; they’re encouraged to get out in the

Name of goal: (2) Sub Goal - Résumé
Description: ~ Write a functional résumé
Target date: ~ September 12, 2006

community, volunteer their time and make |

a real difference. And the best part is that

all their good work is backed by a company

that's committed to being a
. : N BEST
positive force in people’s lives EMPLOVERS

2006
and the communities it serves. REPORT ON BUSINESS

Name of goal: (2) Sub Goal — Information interviews
Description: Contact employers in my field for

an informational interview
Target Date:  October 22, 2006

My /wmrml enterprise
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What company will I start my
management career with?

AFER DEVELOPRMEN

s s
r 10
L

Image provided courtesy of UniveiSitjgof Toronto - Commerce Cazﬂ[ievelo ent Centre |

I believe this one.

We welcome you to apply online for our Management Training Program at www.erac.com/careeroptions.
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A CO-OP Take a piece of paper and start listing your goals. For each main goal, list all the
supporting goals - this will make the task of achieving goals more manageable. STEP 6: Ask yourself the following questions:
EX P ER ' E N CE e Are there as many contacts in my network as | thought?
TH AT Wl L L STEP 2: Start thinking about those contacts that can help you. What are the different  Are the majority of my contacts “strong ties” (like immediate family and close friends)?
types of contacts that presently exist within your network? For example, list a family ® Do | know many people and do not contact them frequently?
LEAVE YOU WITH member, friend, work contact, school contact, or neighbour. Indicate whether you These “weak ties” typically provide you with new information. Want to be part of a strong multi-disciplinary team?
MORE THAN know the contact directly, or through someone else. It should look something like this: ® How many contacts in my network are directly linked to me? AVH is the right organization for you.
* How many of my contacts are tied to an organization?
_l UST A DEGR E E ? Name of goal: (1) Main Goal — Find a job John Smith directly These contacts can link you to other individuals in their organization.
Description:  Find a job in my field Barbara Young thru Jerry Ward ® How many times have | requested referrals from my contacts? .
Target date: ~ February 15, 2007 Jerry Ward directly * How many contacts have referred me to another contact? { = Physicians
= Nursing
In addition, indicate the frequency of contact you have with each individual. For STEP 7: Continue growing your network. Do not worry about linking contacts to goals right away, Gl ":"':;d I'.Iealt;'
MR s rojessionais
example, if you see “John Smith” every day and “Barbara Young” every six months, it's as this will come with time. The goal is to know your network and identify the type of information ”/@M
possible that Barbara will share a lot of new information with you. It is also important your contacts can potentially provide.
to contact individuals within your network who you are not frequently in contact with
WORK W’TH in order to identify new information about career possibilities. Your piece of paper Congratulations! You have just completed your Social Network Audit. Interested in conducting Contact:
should now look like this: our version online? http://www.socialnetworkaudit.com. Start tapping into your network today! € Human Resource Dept.
THE LATEST ' y " P : «com: pping intoy b 150 Exhibition Street
Kentville, Nova Scotia
TECHNOLOGY Name of goal: (1) Main Goal-Find a job| John Smith directly every day John-Paul Hatala is an assistant professor at Louisiana State University’s School of Human Resource Education and Canada  B4N 5SE3
= Description:  Find a job in my field Barbara Young | thru Jerry Ward | every six months Workforce Development. His research focuses on the transition towards employment, social networking behavior,
RECE’ VE Target date:  February 15, 2007 Jerry Ward directly every month human resource development and social capital in the workplace. For questions regarding the social network audit, ’;" zgig;:zzzsl; ext: 3421
-mail John-Paul at jphatala@Isu.edu. LR
. . e-mail john-Paul at jphatala@lsu. edu e: webmaster@avdha.nshealth.ca
- STEP 3: Make a list of all your other contacts that are not attached to a goal. Think
HANDS ON w:www.avdha.nshealth.ca
of any agencies, service organizations, support groups, churches, or special interest
TRA ’N’NGI groups that may help you. Vision — Healthier People, Caring Communities
and Valued Healthcare Teams
BE EXC’TED BY STEP 4: Take another piece of paper and start mapping out your contacts. Simply put

your name in the middle of the paper and draw a circle around it. Then draw a line
CHALLENG’NG and put another circle for each individual that you have attached to a goal. For those

WORK. individuals in your network who are not attached to a goal, put a square around their
name. If the individual is a contact of someone else, draw a line from his or her circle/

square with the name attached to it. Your map should look something like this:
An equal number of Over $100 million is 80% of employees hold Comprehensive diversity
women and men hold invested annually in shares in RBC through intranet site connects

management positions employee training employee ownership plans employees globally
Bob Jerry Barb

The first thing you will notice about the people at RBC is our passion — our commitment to
always earning the right to be our clients’ first choice. We make it our business to understand
and respond to clients’ financial needs. It’s who we are. It’s in everything we do... and we’re
looking for additional talented people who share this passion for putting clients first.

John YOU

As one of North America’s leading diversified financial services companies,
we have the resources that will enable you to do just that. Are you driven by 2005
developing the best solutions for a variety of client aspirations? Are you ready
to collaborate with motivated individuals who are equally dedicated? If so,
consider how we can put you in a position to succeed.

Gail Larry Suzy

To learn more about OLG,
check out our website

OLG.ca. Visit your Career Are there any contacts that you are missing? Why are the contacts in squares not
Development Office to find linked to any goals? Do you need to find out more information about them? Do you
know the people they associate with? Start thinking of the people your contacts know

Canada’s Most

. . . Respected
Whether you’re passionate about a career in sales, service or any of the other cOrpF:)ration

exciting fields within our company, we’ll get you well on your way at RBC.

things first.

out how you can get a head
start on achieving your
career goals with us.

and determine whether they can help you achieve any of your goals. When you have

identified new contacts, go back to your goal list and add their names. We value diversity in the workplace, are committed to employment equity/equal opportunity

employment and will provide reasonable workplace accommodation to applicants with disabilities.

STEP 5: Identify contacts that can refer you to individuals that can help you reach

your goals. Develop a plan on when and how you will contact these individuals. To find out more, please visit www.rbc.com/careers
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