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Quality
contacts
It’s not the size of your business network that
counts, it’s who’s in it. By Ann-Maree Moodie.

S

o you find yourself here again.
Another networking function
where attendees talk only to
their companions and everyone
collects business cards as if it’s a
competition to see who leaves with
the biggest pile.
You wonder why you’ve paid
$50 to drink cheap wine and listen
to an average speaker. But next
week you’ll be attending yet
another function and coming
away with yet another pocketful of
business cards that are useless to
your career or organisational
goals. It’s time to wake up: you’re
stuck in a Groundhog Day of your
own making.
It’s tempting to blame social
networking for this mindless,
repetitive habit of attending
functions without any purpose or
strategy. The most popular site for
professional networking, LinkedIn,
encourages members to connect
regularly with new people. And
Facebook is built on the idea that
the more ‘‘friends’’ you have, the
more ‘‘popular’’ you are. Leap into
the real world and it’s easy to think
that a bulging Rolodex is akin to
having lots of ‘‘friends’’. But size
shouldn’t be confused with quality,
especially where business contacts
are concerned.
‘‘If you ask people where they
are networking and with whom
they’re networking, in most cases
you’ll find that they haven’t aligned

the activity with either their career
plan or their organisational goals,’’
says a networking strategist and
chief executive of the Business
Networking Academy, Julia Palmer.
‘‘Therefore people attend
networking functions without
knowing what to do, who to talk to,
or even why they’re there. Our
statistics show that 75 per cent of
people say that their existing
networks don’t support the results
they need.’’
Yet it’s commonly said that most
new jobs and business leads are
gained through your network. So
maybe it’s time to test that premise
and work out why your network

‘Showing up to an event
isn’t enough any
more.’ Julia Palmer, network strategist
isn’t working for you. And that
requires work. ‘‘That’s why it’s
called ‘networking’ not ‘netsitting’,’’
Palmer says.
The first step is to define your
purpose. Do you want to win a
promotion with your current
employer? Do you want to find a job
in the same industry but with a
different company? Do you want to
create a niche for a product or
service in your business?
Once your goals are defined, the

Stay connected ... Julia Palmer says to
align your career goals with your
networking. Photo: Domino Postiglione
next step is to devise a strategy and
align your networking activities
with that plan. Start with the people
already in your network who can
introduce you to your target
audience. Compile a list of
decision-makers you don’t know
but who are the sort of people you’d
like to know and who you would
like to know you. Then devise a
strategy to meet them.
‘‘Showing up to an event isn’t
enough any more,’’ Palmer says.
‘‘You need to join committees and
be part of industry groups; you
need to be at the table where
discussions and decisions are being
made about your industry or
profession. It’s about developing
your visibility and credibility and
making sure that you’re promoting
yourself to the right people.’’
Getting noticed by decisionmakers who are much more senior
means moving in the same circles.
The old advice about joining the
same golf club still applies but if
you don’t know your sand wedge
from a six iron, don’t despair.

‘‘These senior people attend
functions and events all the time
and often they are the speaker,’’
Palmer says. ‘‘And a little-known
fact is that no one talks to the
speaker before they present –
plenty of people line up after their
presentation but not beforehand.
So you have a real opportunity for
face-to-face, uninterrupted
networking by finding out where
they’re going to be.’’
Making the connection, building
the relationship and maintaining it
requires time, so don’t expect
results immediately. Keep
refreshing your network to ensure it
aligns with your current and future
goals. Cull people, especially if
they’re wasting your time and
energy. Just like in the online world,
‘‘unfriending’’ someone takes no
effort at all. Relationships flourish
with attention and they falter if
they’re neglected.
‘‘Making connections through
social networking can be part of
your strategy but, in order to
deepen that connection, you have

to meet people face-to-face,’’
Palmer says. ‘‘Relationships with
people who can help you meet your
career or organisational goals
require more effort than sending an
invitation via LinkedIn. Unless you
can answer the question ‘How will
this person help me, or I help
them?’, you’re always going to have
the wrong people in your network.’’
During this annual spring
cleaning of who you know and why,
examine the professional
associations and groups to which
you belong. If you’re not getting any
benefit from your annual fees or
from the people you meet at events,
move on. There are plenty of groups
you can join that will better suit your
business and professional goals.
Ann-Maree Moodie is the managing director of The
Boardroom Consulting Group.

How’s your business network?
Tell us at mycareer.com.au/vote.

Fairfax is Australia’s leading media company in print and online, serving its communities through high-quality, independent
journalism and dynamic venues for commerce and information. If you are a passionate and hard working individual who is looking
for a rewarding environment in which to develop your career, see below our current vacancies at Fairfax.

Business Development
Manager – MyCareer
Fairfax Media, Australia’s leading Media company in
print and online has an excellent opportunity for an experienced
Business Development Manager to join the Employment Advertising
team.
If you are a natural born hunter when it comes to winning business,
then this opportunity is your next career step. Ideally, we are looking
for a person that has personality and presence. Someone that can
hold the attention of key decision-makers and blow them away with
superb questioning and closing skills. You will love presenting media
solutions to client’s and enjoy the variety this role will give you.
In this role you will be responsible for selling print and online
employment advertising solutions. You will know how to construct a
pipeline from scratch and always be on the lookout for new business
leads. Wether its out on the road attending face to face meetings or
closing deals over the phone, you will be a key member of the team
and lead by example. This is a chance to outshine your peers but be
part of a friendly-competitive team environment. Work hard and be
recognised with monthly awards and fantastic team incentives.
Don’t miss out on this fantastic opportunity.

Product Manager

ASP .Net Developer

If you are looking to move to a highly reputable company,
situated on the waterfront surrounded by highly talented people, then
perhaps you should put together an updated resume and let us know
why we should hire you!
• Australia’s #1 holiday rentals websites
• Opportunity to work on best of breed products

Australian Property Monitors (APM) is Australia’s leading
national supplier of online property price information to the
financial markets, professional real estate agents and consumers. APM
helps individuals and companies in all these markets to make betterinformed decisions about residential property and the property market.
We have a unique opportunity to join the team that is building Australia’s
leading property information web sites. Reporting to the Development
Manager of APM Technology team, you will be responsible for product
development including code development, unit and integration testing.

We’re looking for a Product Manager to develop and manage products that
grow revenue and market share for the Occupancy websites; takeabreak.
com.au and rentahome.com.au
The primary responsibilities of this role are to:
• Gather and translate user requirements into winning product features to
meet revenue, market share and customer satisfaction goals
• Manage the rollout of product improvements with our team of
developers, product managers, marketing, and customer service teams
• Demonstrate your skills in improving the user experience with the
support of the team
Experience
To be successful in this role you must possess an inherent passion for the
user experience and the internet, and be able to demonstrate:
• Experience in the development and commercialisation of websites, and
leading cross-discipline teams
• Enjoy problem solving and demonstrate meticulous attention to detail
• Experience in managing concurrent online projects including an
understanding of user-centered design, development and user testing
• Experience in gathering and prioritising business and customer
requirements, and translating into detailed functional specifications
If you’d like to take the next step in your career.

Interested applicants are invited to apply online at
http://careers.fairfax.com.au quoting reference
number 773865 by 5pm, Friday 21 October 2011.

Interested applicants are invited to apply online at
http://careers.fairfax.com.au quoting reference
number 746400 by 5pm, Friday 21 October 2011.

Essential
• A degree in Computer Science, Engineering, IT Systems or equivalent
• Commercial web development experience
• Strong commercial experience using Microsoft development products,
and platforms including Visual Studio, SQL Server, IIS, ASP.NET
• Strong commercial experience with the following: C#, AJAX/Javascript,
HTML/CSS, SQL
Desirable
• Industry experience with MVC, jquery, .Net 4.0, SQL Server 2008, test
driven development experience, using NUnit etc
• Industry experience in a developing and/or maintaining a medium to
large . NET-based website
• Experience with service-oriented architectures, creating and
implementing object oriented designs
• Experience Microsoft Certified Solution Developer (MCSD) or Microsoft
Certified Application Developer (MCAD)
• Experience in working in an agile environment
• Experience with TortoiseSVN
If you’re looking to take the next step in your career with an industry
leader, don’t hesitate.
Interested applicants are invited to apply online at
http://careers.fairfax.com.au quoting reference
number 750153 by 5pm, Wednesday 26 October 2011.

Customer Support
Executive
Fairfax Marketplaces is a newly created division of Fairfax
Media, and comprises some of Australia’s best-known digital
classifieds and transactions businesses, including Domain, MyCareer,
Drive, RSVP, Stayz, InvestSmart, OMG and Australian Property Monitors,
as well as the recently acquired TenderLink and Occupancy businesses.
Are you interested in being part of the No. 1 Holiday Rental
website in Australia?
The Stayz Group is looking for a passionate inbound Customer Support
Executive with outstanding customer contact skills to join our dynamic
team on the waterfront in Pyrmont.
You will be responsible for:
• Assisting incoming customer enquiries via phone and email
• Provide support and assistance to holiday property managers and
real estate agents
• Pro-active customer relationship building
• Collating and distributing sales materials
A successful candidate will have:
• Passion and a focus on Customer Experience and Travel
• A thorough approach to work with a high attention to detail
• Proven success with customer retention and problem solving skills
• Excellent verbal and written communications skills
• Computer system proficiency
With excellent benefits, including an onsite gym, and an attractive array
of learning and development opportunities. This is the ideal opportunity
for someone looking to develop their career with an industry leader!
Interested applicants are invited to apply online at
http://careers.fairfax.com.au quoting reference
number 765315 by Friday 5pm, 21 2011.
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