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EFFECTIVE NETWORKING IN-A

VIRTUAL WORLD

Tips to make that online connection

BY JILL J. JOHNSON
On your other monitor or device, go to LinkedIn

and see if you can find this person while you can still
see their face in the meeting. You might be surprised
at how difficult that can be, especially if they have a
common name or have changed their appearance.
By doing it while you're still participating in the
virtual meeting, you can double-check that you have
the right person before you send them a LinkedIn
invitation.

With the shift to our new virtual world, you have probably found
it more difficult to build and sustain professional relationships.
Yet the virtual technologies we are all using have actually
expanded our opportunities to network and build connections.
We are no longer limited to connecting with those in our local
community as we now have expanded opportunities to connect
with people from around the world. It is possible to build
relationships by using virtual experiences. The challenge is, how
do you do it?

Making Virtual Networking Connections

Some social media efforts seem to be a complete waste of time.
But social media now provides new opportunities to make
connections with others. The key is how you use social media to
build and sustain your relationships with others in your network.

Finding people to connect with by searching the social media
sites using keywords and company names is one way to identify
new connections. An even better way is to take advantage

of the various virtual meetings and events that you are

already participating in and connect with those who are also
participating in them.

If you have two monitors on your computer, use one monitor to
participate in the meeting and your other monitor as your search
engine. If you don’t have two monitors, use your smartphone

or tablet. Pay attention to the people you are resonating with or
those who are making thought-provoking comments in your
virtual meetings.
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When you send the invitation, be sure to personalize the
connection message. Say something like, “Joe, I enjoyed
your comments in the XYZ meeting today. Id love to
connect with you on LinkedIn to get to know you better.”

The goal here is to establish an initial connection, not to
make a sale or have them do something for you. You have to
earn that right. Do not immediately reach out and try to sell
them something once they accept your connection.

Successful Approaches to Networking Virtually

Once you've established a connection with someone, begin
to explore the opportunities available to you to get to know
that individual better. It is easier to do than you might
think.

The most effective way to stand out to a new contact is to
engage with them on the social media platform. Start to
regularly post comments on their social media post and
when appropriate, share their post on your own social
media profiles. Don’t just “like” something that they’ve
posted. Likes, hearts, thumbs up and other reaction
acknowledgments don’t make you stand out. These are just
passive engagement reactions and do not get much notice.

Active engagement that gets your name in front of your
connection will make you stand out and connect in deeper
ways.

If your connection has shared something on social media
that you find interesting, do your own post and tag them
in it. Take a picture of you holding their book with a
testimonial. Then post your testimonial on their book page
on Amazon. The idea here is to stand out, especially if they
are someone who has a very large social media following.

Engagement is vital to building relationships. It requires
energy and effort just as it does in the physical world. It

is important to take this slowly. Nothing freaks someone
out more on social media than the appearance of having a
stalker or someone who is only connected to sell to them.
Look for opportunities that are appropriate, but not every
day, especially in the beginning.

Taking Your Virtual Networking to The
Next Level

If the person you're connecting with is someone that you
would like to know better and the feeling is mutual, suggest
setting up a telephone call or virtual meeting. That will
allow for deeper communication beyond the written word.
Explore opportunities that might be mutually beneficial
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or ask them if there is something specific that they need
right now that you might be able to provide. For an
author, it would be a testimonial. Or it might be making
some endorsements on LinkedIn once you get a deeper
understanding of their skills and strengths.

Leverage the combination of interacting with them on
social media platforms, phone calls, virtual conversations
and email as a way to stay connected. This needs to be
organic and it cannot be forced. Too many people today
make an initial connection on social media or in a virtual
meeting and then begin to bombard their contact with
too many emails or too many asks. That is not building a
relationship. That is pushing for a sale.

Those who are successful at networking virtually are
looking to expand their connections with those with
whom they share mutual interests. Those mutual interests
turn into opportunities. In the best of all worlds, those
opportunities are mutual, not one-sided.

Final Thoughts

One thing is certain — virtual interactions are here to

stay. Those who are most effective at networking in this
“new normal” will bridge the gap between connections
and relationships by strategically looking for opportunities
to connect. Remember, networking is about building
relationships, not making sales. It is vital to keep this

key difference in mind as you begin to take steps to use
virtual opportunities to make new connections. Sales or
jobs may eventually flow from these relationships, but the
primary goal in networking is to make a casual connection
and build it into to a deeper relationship. Then, you take
advantage of the virtual world to help you sustain and
deepen that connection over a longer period of time. &
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