
C
urrent research makes it abundantly 
clear that career and technical edu-
cators in North America know how 
to give students the technical skills 

they need to be competitive in the 21st 
century marketplace. However, there may 
be a gap in many educators’ toolboxes. 
Consider the following questions:

	•	How many educators know what to do 
about the fact that the average human 

resource manager spends less than 30 
seconds examining a particular resume?

	•	How many educators know how to 
answer a student’s complaint that he or 
she did not get a single interview from 
more than 100 resumes mailed out?

	•	What does a teacher do with the latest 
trend, which indicates that the majority 
of available jobs are filled from the “hid-
den” job market?

In the past, the answers to these ques-
tions typically centered around the concept 
of networking. Students would often hear, 
“You have to network to get the job you 
want,” or, “It’s important to develop a 30-
second commercial so you can quickly sell 
yourself to anyone you come across who 
might have a job for you,” and other plati-
tudes that, though well intentioned, were 
not very instructive and ultimately of little 

value to the student trying to get his or her 
first job, especially if the student was not a 
natural networker.

The latest research findings indicate 
that the majority of people have a difficult 
time connecting with others, especially 
individuals with whom they are not fa-
miliar. Simple verbal instructions through 
traditional networking activities have had 
limited impact on these individuals’ behav-
ior, nor do they encourage individuals to 
explore the resources that exist within the 
network itself or even within themselves.

In addition, other researchers have 
found that due to the rapidly increasing 
interconnectedness of modern society, this 
skill set is becoming critical to success 
in the labor market. Although traditional 
ways of teaching networking have provided 
some support, a more systematic approach 
is needed, particularly in the area of spe-
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T he  s o c i al   net  wor k  audi t  can    be   an   effect  i v e  
and   teac   h able    to ol  for  st  udent   g oal   atta  inment .
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cific goal setting and linking these goals to 
specific network resources.

So What Is a Career and Technical 
Educator To Do?
One answer is Social Exploration©, the 
next-generation, researched-based, inter-
nationally proven system that takes the 
nebulous concept of networking and sys-
tematizes it into a teachable, accountable 
and repeatable process. The Social Explora-
tion© concept is a multiphase system that 
has successfully been applied in both the 
for-profit and the nonprofit sector. It has 
been used to capitalize on the potential 
that exists within an organization’s social 
network or “informal power structure” to 
improve both individual and organizational 
performance, reduce turnover and increase 
profitability.

In other words, teach individuals to tap 
into the resources that exist within their 
networks to help accomplish the goals they 
set—regardless of whether they are person-
al, academic or career related. This system 
has now been modified to meet the unique 
demands of high school students who wish 
to transition directly into the labor mar-
ket from the classroom or go on to higher 

education, technical training or some other 
endeavor.

Asking the following questions and tak-
ing the following steps can help guide you 
and your students through the process of 
conducting a social network audit.

A Social Network Lesson
When thinking of your career goals, do 
you automatically think of individuals in 
your network who can help you accom-
plish them? If the answer is yes, you have 
a good idea of the type of information your 
network can provide and are most likely 
tapping into resources that will help you 
become successful. If not, you might be 
missing out on pieces of information that 
may help you achieve your career goals. A 
social network audit is an activity that will 
help you determine if you are presently 
accessing information from your network 
that will help you achieve those goals.

The process involves listing your career 
goals and linking contacts within your 
network to them to determine if you are 
utilizing the information that exists within 
the network. The importance of having a 
large network is not necessarily an advan-
tage until you have been able to maximize 

on the information inherent to it. This 
requires that you know what your goals are 
in order to access the right contacts who 
can provide the right information. This can 
only be accomplished by knowing who is 
in your network and what type of informa-
tion the contact can provide toward achiev-
ing a specific goal.

The following steps will walk you 
through a social network audit to help you 
determine if you are maximizing on the in-
formation inherent to it. Keep in mind that 
networking is a two-way street. If you’re 
seeking information from your network to 
help you reach your career goals, you have 
to be willing to provide information back 
to your network. If this is not done, you 
will quickly start to see that the valuable 
information within your network will start 
to dry up.

Seven Steps to Conducting the Social 
Network Audit
Step 1: The first thing you want to do is 
identify and list your career goals. If you 
haven’t done so already, now is the time to 
start thinking about what you want to do 
once you’ve completed your educational 
program. If you’re not quite sure at this 

Name of goal: (1) Main Goal—Find a job

Description: Find a job in my field

Target date: February 15, 2008

Name of goal: (2) Subgoal—Resume

Description: Write a functional resume

Target date: September 12, 2007

Name of goal: (2) Subgoal—Information interviews

Description: Contact employers in my field for an informational interview

Target Date: October 22, 2007

John Smith 	 directly 	 every day

Barbara Young 	 thru Jerry Ward 	 every six months

Jerry Ward 	 directly 	 every month

Goals
List your main goal and the subgoals neces-

sary to accomplish that goal, as well as quali-

fying descriptions of each goal and the date 

to accomplish the goals

Network
Once you have listed the goals, start to make an as-

sessment of your network and how you will use it.
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point what you want to do for the rest of 
your life, list instead what you think you 
want to do upon completion of your pro-
gram. At least this way you will be able to 
determine who in your network may be 
able to provide information that can help 
you determine if that is the career path you 
want to take.

The best way to organize your goals is to 
label them (1) main goal and (2) subgoal. 
See the right-hand column in the chart at 
the left for an example.

Take a piece of paper and start to list 
your goals on the left-hand side. For each 
main goal, you want to list all the support-
ing goals that will help you achieve that 
goal. This will make the task of achieving 
goals more manageable.

Step 2: Once you have listed your goals, 
you want to start to think about your net-
work and those contacts who can help you 
achieve each specific goal. You want to 
think about the different types of contacts 
that presently exist within your network. 
For example, a family member, friend, 
work contact, school contact or neighbors. 
who may help you achieve that particular 
goal.

Now take the same piece of paper on 
which you listed your career goals and 
attach names from your network to each 
goal. In a column beside each name, indi-
cate how you know the individual. If you 
know them directly, write “directly;” if you 
know them through someone else, indicate 
the individual’s name. It should look some-
thing like the green and red columns in 
the chart at the left.

In addition to adding contacts who you 
feel will help you with each goal, you also 
want to indicate the frequency of contact 

you have with each individual. For ex-
ample, if you see “John Smith” every day 
and “Barbara Young” every six months, it’s 
possible that the information Barbara will 
share with you will be new information 
and not necessarily known to the rest of 
your network. This is important to remem-
ber when auditing your network, as it will 
help you identify whether the type of infor-
mation you are accessing is more likely to 
be redundant, because the people that you 
are in the most contact with are the indi-
viduals who are providing you with most 
of your information.

It’s important to contact individuals 
within your network with whom you are 
not frequently in contact in order to iden-
tify new information about career possibili-
ties. Your piece of paper should now look 
like the completed chart to the left.

Once you have attached as many con-
tacts as you know who can help you 
achieve a specific goal, make a list of all 
your other contacts who are not attached 
to a goal.

Step 3: In addition to friends, family 
and colleagues, think of any agencies, ser-
vice organizations, support groups, church-
es or special interest groups that may help 
you. Add any group to your goals that you 
feel may help you accomplish each goal.

Step 4: Once you have completed listing 
your goals and attaching individuals from 
your network, you want to take another 
piece of paper and start mapping out your 
contacts. The process of completing this 
portion of the audit will allow you to fill 
in all the other people you know to whom 
you have not attached a goal.

Simply put your name in the middle 
of the paper and draw a circle around it. 

W hen  t hink ing   of  yo ur  ca  r eer  g oals  ,  d o  yo u 
au tomat  icall   y  t hink  of  indi v iduals    in  yo ur 
net  wor k  w ho  can    help   yo u  accompl ish  t hem ? 
If  not,  yo u  migh t  be   miss  ing   o u t  on  p ieces    of 
infor mat  ion  t h at  ma y  help   yo u  ac hie v e  yo ur 
ca  r eer  g oals   .
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Then draw a line and put a square for each 
individual to whom you have attached a 
goal. For those individuals in your network 
who are not attached to a goal, put a circle 
around their names. If the individual is a 
contact of someone else, draw a line from 
their circle/square with the name of the 
individual attached to it.

Your map should look something like 
the network map on the following page.

Now look over your map to see if there 
are any contacts that you are missing. Con-
sider why the contacts in squares are not 
linked to any goals. Do you need to find 
out more information about them? Do you 
know the people they associate with? Start 
to think of the people your contacts know 
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 enter their names.

Step 5: Go back over your map and 

identify contacts you feel can refer you to 
individuals who can help you reach your 
goals. Develop a plan of when and how you 
will contact these individuals.

Step 6: Ask yourself the following 
questions:

	•	Are there as many contacts in my net-
work as I thought?

	•	Are the majority of my contacts “strong 
ties?” (Strong ties are those individuals 
with whom you have frequent contact.)

	•	Do I know many people with whom 
there is limited frequency of contact? 
(Weak ties are those individuals you 
do not have contact with on a frequent 
basis. They typically are contacts that 
provide you with new information.)

	•	How many contacts in my network are 
directly linked to me?

	•	How many of my contacts are tied 
to an organization? (These contacts 

can link you to individuals in their 
organizations.)

	•	How many times have I requested refer-
rals from my contacts?

	•	How many contacts have actually re-
ferred me to a new contact?

Step 7: Continue to add individuals 
to your network. Don’t necessarily worry 
about linking contacts to goals right away; 
this will come in time. The goal is to grow 
your network and identify the type of in-
formation your contacts can potentially 
provide.

Continuing the Networking Process
Congratulations! You’ve just completed 
your first social network audit. The process 
that you just went through is something 
you need to continue to help you deter-
mine whether you’re tapping into the infor-
mation within your network. It’s not just 
about knowing a lot of people; it’s about 
knowing what each person in your network 
has to offer. At the same time, you have 
to realize that, in order to get something, 
you’re going to have to give something.

Keep this in mind as you network. As 
long as you communicate to your contacts 
and potential contacts that you are willing 
to return the favor, your networking expe-
rience will be a successful one. 

You

Bob

John

Gail Keon

Suzy

BarbaraJerry

Network Map
Creating a visual representation of your 

network will help you to better link goals to 

individuals.

T he  imp or tance    of  h av ing   a 
la  rge  net  wor k  is  not  necessa     r ily 
an   ad vantage    unt  il  yo u  h av e 
been   able    to  ma  x imi z e  on  t he 
infor mat  ion  inher ent   to  i t. 
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