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Congratulations! You may have a new role or moved to a new office, firm or practice group. Perhaps you have launched a new law firm. You may seek a different position. In any case, you wish to share this latest career development with your network of colleagues, contacts and clients

There are multiple ways that you can notify people regarding your news. Here is  a three-step follow-up campaign that will also help you strengthen your network.

To begin, the easiest and most direct approaches may be via an email announcement and social media posts. Compose and distribute an email describing your new situation. Always include contact details: email address, phone numbers and website URL. 

As for a social media post, consider recording a short video using Loom, Zoom or another service. Include the link to the recorded session in your post. You might incorporate this recording in your email announcement as well.

Now that you’ve sent this update, consider how to reconnect with the many contacts in your network, perhaps using a CRM (Customer Relationship Management) product to track your activities. 

Start by reviewing each person individually, using these two criteria:
· How strong your relationship is
· Whether they have the power to hire you or influence your being hired

Look first at the warmth of your relationship: Would they return an impromptu phone call from you? Label each person with A for YES, B for PROBABLY, and C for NOT LIKELY but you want to keep in touch with them regardless.

Then, using a scale of 1-3, rank each individual’s decision-making power to conduct business with you or to influence someone else who will make that decision.

Now that your network’s contacts have all been classified by ABC and 123 you may segregate them as follows:

A-1 Strong relationship and able to hire you 
A-2 Solid contact who is able to influence your participating on a project 
B-1 Medium relationship who can contract with you 

Those connections that are not as strong, or who are unlikely to influence the decision to hire you, may be set aside at this juncture.

This second step is the start of your follow-up campaign.

Email these individuals using these two-part subject line prompts, which you will edit to suit your style. Note that each email requires a response that cannot be a yes/no answer:

1. Your name came up in conversation with ____ 
(Put the name in the body of the email, so the reader will open the note.) What are you working on now?
2. This article/podcast reminded me of you and our conversation about ___ 
What do you think? (Include the link to the article/podcast).
3. Remember this email? 
Please help me recall what happened next.
4. Your business card re-surfaced. 
What’s new?
5. Your name came to mind in a review of contacts. 
When can we meet for coffee or a video call to catch up?
6. According to LinkedIn, you are now (at a new company) (in a new role). Congratulations! When shall we celebrate?
7. The news about ____ reminded me of you. 
What’s your take on the situation?
8. Someone asked me about a _____ professional, so naturally I thought of you. When can I call you to discuss the matter?

Perhaps two weeks after this communication, take the third step and build on the relationship in one or more of the following ways:

1. Subscribe to, read and/or comment on their newsletter—and invite them to subscribe to yours.
2. Notify them of potential clients seeking resources and services.
3. Share opportunities to submit articles for publication and speak to reporters.
4. Invite them to co-author an article in an industry publication.
5. Ask them about best practices that you can reference in an article, newsletter or LinkedIn essay. Acknowledge their suggestions with links to their website.
6. Comment meaningfully on their LinkedIn posts.
7. Introduce them to other contacts who have an aligned interest.
8. Send an announcement of an industry event or webinar, article or podcast, whether or not you are involved.
9. Schedule a get-acquainted chat or a periodic check-in phone call to consider how you might help each other.
10. Encourage them to host your workshop for their contacts to learn and network.
11. Invite them to attend your speaking engagement.

Consider using phone, email and video recording in your outreach. When you vary the approach, you will discover which lands most favorably with individual contacts. 

As you know, communication works both ways. Take time to review any open conversations that others have initiated with you and move them forward.

Strengthening your relationships with the many contacts in your network will doubtless yield new possibilities, including:

1. Referrals for each party
2. Co-authorship of articles for publication
3. Podcast appearances
4. Speaking engagements
5. Introductions to colleagues
6. Attendance at events and conferences

It’s up to you to bring these latent opportunities to life through a renewed connection.
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