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Chapter 1: Rethinking the Job 
Search Process
The traditional job search process often revolves around 
sending resumes to job boards and hoping for a callback. 
While it may seem like the easiest way to apply for jobs, 
this method is becoming increasingly ineffective. In this 
chapter, we’ll challenge the conventional approach to job 
searching by shifting the focus away from passive 
applications and toward active relationship-building and 
direct communication with hiring managers. We’ll 
explore why so many jobs aren’t publicly posted and how 
gaining access to the "hidden job market" can be your 
greatest advantage.

Additionally, we’ll discuss an important mindset shift: 
Instead of simply looking for a job, think of yourself as 
seeking guidance, mentorship, and insight. This strategy 
isn’t about aggressively selling yourself—it’s about 
building trust credibility, and positioning yourself as a 
person eager to learn. By adopting this approach, you’ll 
stand out to hiring managers in ways that submitting a 
resume to a job board never could. We’ll also explore 
why direct communication with hiring managers is more 
effective than relying on HR departments and job boards, 
which often overwhelm and filter out qualified 
candidates. This chapter will provide you with a new 
framework for finding the right opportunities, 



establishing real connections, and making your job 
search more focused and impactful.

Challenging Traditional Job Search Methods

How many times have you sent out dozens—or even 
hundreds—of resumes to job boards, only to receive no 
response? It’s an incredibly frustrating cycle. You spend 
hours crafting the perfect resume, writing personalized 
cover letters, and applying to roles that seem like an ideal 
match, but the result is often silence. So, what’s going 
wrong?

The truth is this method is fundamentally flawed. 
Statistics show that up to 70% of jobs are found through 
networking, meaning the majority of opportunities are 
hidden from public view and are uncovered through 
personal connections and professional relationships. 
Most competitive roles, especially those with significant 
growth potential, are never posted on job boards. Instead, 
they’re filled through referrals, internal promotions, or 
the "hidden job market"—a network of people who 
recommend candidates based on trust and professional 
relationships.

So why do so many people continue to rely on job 
boards? It’s because it feels safe. By sending out 
applications in bulk, it gives the illusion of progress. 
You’re putting yourself out there, and it’s easy to 
rationalize that sending 20 or 50 resumes is better than 



sending none. But in reality, this process often wastes 
valuable time and energy and results in little to no 
feedback or offers.

Why Job Boards Fall Short

Let’s break down why job boards fall short for many job 
seekers:

• High Competition: Companies often receive 
hundreds or even thousands of applications for 
every position posted on a job board. Many of 
these resumes never even reach human eyes. 
Instead, they’re filtered out by Applicant Tracking 
Systems (ATS), which scan for specific keywords 
or qualifications. So, even if you’re a great fit for 
the role, your resume might not even be 
considered if your resume doesn’t match the exact 
wording in the job description.

• Vague, Generic Roles: Job descriptions on job 
boards are often outdated, generic, or too broad. 
Companies might list roles that don’t fully reflect 
the team's current needs or provide a description 
so general that it’s hard to know exactly what 
they’re looking for. This makes it difficult for 
applicants to truly understand whether the role is a 
fit.



• Impersonal Process: Applying through a job 
board is typically a transactional process. Your 
resume is just one of many, and there’s no 
opportunity to showcase your unique qualities or 
build a personal connection with anyone at the 
company. You're just another name in a pile of 
applicants, and the competition is fierce.

Imagine you apply for a marketing manager role that 
seems perfect for you. Within hours, 300 other applicants 
have submitted their resumes. Now, your well-crafted 
application is competing with dozens, if not hundreds, of 
others—many of whom have similar or even better 
qualifications. The odds of standing out in that pile are 
slim.

The Hidden Job Market: Your Secret Advantage

The hidden job market operates entirely differently from 
job boards. Rather than competing for attention through 
resumes, it’s about building relationships and leveraging 
your network. Companies often fill positions through 
internal referrals or promotions, bypassing job boards 
altogether. When hiring managers need to fill a role, they 
may ask their colleagues or professional network if they 
know anyone who would be a good fit. This process 
frequently results in someone landing a job without ever 
having to compete against dozens or hundreds of other 
candidates. The key to accessing this hidden market is 



getting in front of hiring managers before a role is even 
posted.

When you focus on building relationships and 
positioning yourself as a trusted professional, you can 
uncover opportunities before they’re advertised. Instead 
of waiting for a job to appear on a board, you become the 
first person they think of when a role becomes available. 
That’s the power of the hidden job market.

Real-Life Success Story

Take Sarah, for example. Sarah, a talented graphic 
designer, was caught in the job board cycle. Despite 
submitting countless applications, she felt stuck in a 
pattern of rejection. Determined to break the cycle, she 
shifted her approach. Instead of applying blindly to job 
postings, she began reaching out to creative directors at 
companies she admired. She asked for 15-minute virtual 
coffee chats to learn more about their work and discuss 
the industry.

During one of these chats, a creative director mentioned 
an upcoming opening in their department. Because Sarah 
had already established herself as curious, professional, 
and genuinely interested in learning, the director invited 
her to apply for the position—before the job was even 
posted. Sarah ended up landing the role without ever 
having to compete against other applicants.



This story illustrates how building relationships and 
connecting with the right people can help you access 
opportunities that aren’t even on the job boards yet. It’s a 
reminder that there are jobs out there that you’ll never 
see if you don’t actively seek them out through 
networking and relationship-building.

What This Means for You

If you’ve been relying solely on job boards, it’s time to 
rethink your strategy. Instead of sending out endless 
applications and waiting for a response, shift your focus 
to building relationships with hiring managers, team 
leads, and industry professionals. By doing so, you’ll 
gain access to the hidden job market—an opportunity to 
connect directly with decision-makers and uncover roles 
that most job seekers never even see.

Action Steps to Move Forward

• Reflect: Think about how much time you’ve spent 
applying to job boards. How many responses have 
you received? If you’re not seeing the results you 
want, it’s time to try a new approach.

• Identify Opportunities: Write down five 
companies or industries you’re interested in and 
begin researching who works there.



• Start Networking: Use LinkedIn to connect with 
professionals in those companies or industries. 
Request informational interviews to learn about 
their work and any potential opportunities.

• Track Your Progress: Use a simple spreadsheet or 
a notebook to track the people you’ve reached out 
to and when to follow up. Keeping a record of 
your outreach will help you stay organized and 
keep the momentum going.

By moving away from traditional methods and focusing 
on relationship-building, you’ll not only uncover hidden 
opportunities but also gain more control over your job 
search. The hidden job market is waiting for you—if 
you’re willing to engage and build meaningful 
connections.

Why Bypassing HR Works

Many job seekers rely on HR departments to process 
their applications, but this is often an inefficient route. 
HR departments are tasked with filtering through large 
volumes of applicants, often using ATS systems that 
screen resumes based on specific keywords. 
Unfortunately, this means that candidates with great 
potential but less-than-perfect keyword matches may get 
overlooked. Furthermore, HR typically focuses on strict 
criteria like degrees, certifications, and specific 



experience rather than evaluating a candidate’s overall fit 
or potential.

When you bypass HR and go directly to hiring managers, 
you present yourself as someone proactive—someone 
who stands out from the crowd and is ready to take the 
initiative. Hiring managers are usually more interested in 
finding candidates who can fit into the team and bring 
value to the organization rather than just checking boxes 
on a resume.

How to Find the Hidden Job Market

To access the hidden job market, you need to be 
proactive. Start by connecting with people and reaching 
out directly. Many opportunities never make it to job 
boards, but that doesn’t mean they’re not available. Here 
are some strategies to help you tap into this hidden 
network:

• LinkedIn: Use advanced filters to search for team 
leads, directors, or VPs in your field. Look for 
decision-makers who have hiring authority.

• Alumni Networks: Reach out to your university’s 
alumni network. Alumni are often more willing to 
help and share opportunities with others from their 
alma mater.



• Company Websites: Check out the “About Us” or 
“Leadership” pages on company websites to 
identify key decision-makers.

• Industry Events: Attend conferences, workshops, 
and webinars in your field. These are great 
opportunities to meet hiring managers and other 
professionals who can provide leads.

• Engage with Content: Follow hiring managers on 
LinkedIn and engage with their posts. Leave 
thoughtful comments or share their articles to start 
building a rapport.

By combining these strategies, you’ll be able to uncover 
opportunities that most job seekers will miss, giving you 
a significant advantage in your job search.

Chapter 2: Researching and 
Identifying the Right Hiring 
Managers
Before reaching out to hiring managers, it’s crucial to 
identify the decision-makers for the roles you're 
targeting. Whether you're pursuing advertised positions 
or uncovering hidden opportunities, the key to success is 
knowing exactly who to contact. This chapter will guide 
you through the process of researching and finding the 
right hiring managers for both advertised and 
unadvertised jobs.



Tools for Finding the Right People

The first step in identifying hiring managers is knowing 
where to look. The most reliable tools for uncovering the 
right contacts include LinkedIn, company websites, and 
organizational charts.

LinkedIn is arguably the most powerful tool for this 
purpose. As a professional networking platform, it’s ideal 
for identifying key decision-makers within a company. 
You can filter searches by job titles such as “Hiring 
Manager,” “Team Lead,” “Director,” or “VP,” which are 
typically the individuals responsible for hiring decisions. 
To narrow your search even further, you can filter by 
company, location, and industry.

Once you’ve identified potential hiring managers, explore 
their LinkedIn profiles for additional context. Many 
profiles include details on the departments they manage 
or their areas of responsibility, giving you insight into 
whether they’re the right contact for the position you 
seek. LinkedIn also shows mutual connections, which 
can provide an opportunity for a warm introduction 
before reaching out.

Company websites are another valuable resource for 
identifying hiring managers. Many companies list their 
leadership teams, often with details on various 
departments and teams. For instance, a “Leadership” or 
“Our Team” page may highlight department heads or 
senior executives—individuals often involved in hiring 



decisions, even if they’re not the direct hiring manager 
for every role.

In larger organizations, it can be more difficult to 
pinpoint the right person. However, organizational 
charts, if available, can be extremely helpful. These 
charts outline the company’s structure, showing you who 
manages which teams and who has influence over hiring 
decisions. If you can access an organizational chart, it 
will quickly help you identify the relevant contacts in 
your desired department.

Cross-Referencing Job Postings

Once you’ve identified potential hiring managers, cross-
referencing this information with current job postings is 
the next crucial step. Job titles can sometimes be 
misleading, and the person responsible for hiring may not 
always have the title you expect. For instance, a job 
listing might mention a “Recruiter” or “Talent 
Acquisition Specialist” handling the hiring process, but 
the final decision may rest with a department head or 
director.

Cross-reference job postings with LinkedIn profiles or 
company websites to ensure you’re contacting the right 
person. For example, if you’re reviewing a job posting 
for a marketing role that mentions a “Marketing 
Director,” check LinkedIn to see if this person is still in 
that position or if the role has been reassigned. This 



process helps focus your efforts on the correct decision-
maker.

Gathering Contact Information

Once you’ve identified the right hiring managers, the 
next step is gathering their contact information. This 
requires careful research. While some companies publish 
email addresses directly on their websites, others may 
require more digging. LinkedIn can be an excellent 
source of contact details—although many professionals 
don’t list their emails publicly, some hiring managers do, 
particularly those in leadership roles.

If the email isn’t readily available, try exploring the 
company’s website. Many organizations provide general 
contact emails that can be forwarded to the appropriate 
person. Alternatively, tools like Hunter.io can help you 
find email addresses based on a company’s domain.

Phone numbers are also valuable. While not all 
professionals list their phone numbers on LinkedIn, they 
might appear on a company website, especially for key 
department heads. Some professionals share direct lines 
or office numbers in their profiles, while others prefer 
email communication first. Having multiple ways to 
reach out is essential for making a meaningful 
connection.

However, it's important to respect professionals’ 
boundaries when gathering contact information. If you 



find someone’s LinkedIn profile, avoid sending a 
connection request with a sales pitch. Instead, personalize 
your message and express genuine interest in connecting. 
A respectful, personalized approach will always yield 
better results than a generic outreach.

Reaching Out Respectfully and Effectively

Once you’ve gathered contact information, it’s time to 
reach out. Whether via LinkedIn, email, or phone, being 
mindful of the other person’s time is essential. Your goal 
should be to request their help and expertise in a way that 
doesn’t come across as pushy.

Start with a brief introduction that explains who you are 
and why you’re seeking advice. Be clear that you’re 
looking to learn more about their career path, the 
industry, or the skills needed for success in a particular 
field. This approach demonstrates respect for their 
experience and shows that you’re eager to grow, rather 
than simply looking for a job. Focus on learning from 
them and gaining guidance on navigating a career in that 
area.

On LinkedIn, craft a personalized message explaining 
why you're connecting. Instead of a generic “I’d like to 
connect,” try something like, “Hi [Name], I’ve been 
researching careers in [industry/field] and saw that you 
have extensive experience in [specific area]. I’d love to 
connect and hear about your career journey and any 



advice you might have for someone looking to develop in 
this field.”

In emails, introduce yourself briefly, then explain why 
you’re reaching out. Let the person know you admire 
their expertise and are seeking advice on how to succeed 
in their role or industry. Mention any relevant 
background you have, but focus on requesting advice or 
insights that will help you build the necessary skills to 
thrive in a similar career path.

Phone calls are a bit more personal but should still be 
approached carefully, especially in the early stages. If 
you opt to call, introduce yourself briefly and explain that 
you’ve been researching their work or company. Ask if 
they have a few minutes to share their insights on how 
you can best prepare for a career in their field. Be polite, 
stay focused on learning, and avoid coming across as too 
pushy. If they’re unavailable, offer to follow up at a later 
date.

The key is to come across as someone eager to learn, 
asking for advice instead of immediately seeking 
opportunities. This builds goodwill, opens the door for 
mentorship, and may even lead to future opportunities 
once you’ve proven your commitment to growth and 
learning.



Conclusion

In this chapter, we’ve outlined the essential steps for 
researching and identifying the right hiring managers. By 
utilizing tools like LinkedIn, company websites, and 
organizational charts, you can pinpoint the key players in 
an organization responsible for hiring. Cross-referencing 
job postings and gathering contact information provides 
you with the foundation to initiate meaningful 
connections. Remember, the key to success lies in a 
respectful and personalized approach. Whether you're 
reaching out on LinkedIn, by email, or via phone, 
thorough research and preparation are vital for making a 
lasting impression.

Chapter 3: Crafting Your 
Outreach Strategy
In this chapter, we explore the importance of crafting a 
thoughtful, respectful outreach strategy. The goal isn’t to 
ask for a job directly but to position yourself as someone 
eager to learn—seeking valuable insights and guidance. 
Whether reaching out through email, LinkedIn, or a 
phone call, your approach should always be grounded in 
curiosity and respect for the expertise of the person 
you’re contacting.

Building a Connection Through Curiosity



When contacting hiring managers or industry 
professionals, it’s essential to express genuine interest in 
their experience and knowledge. Your outreach should 
focus on learning, not asking for a job. Start by clarifying 
your purpose: you're seeking advice, not a position. The 
key is to make the outreach feel like a conversation rather 
than a transaction.

First, identify what you want to learn. Are you curious 
about the daily responsibilities of a particular role? Do 
you want to understand the skills and qualifications 
necessary for success? Are you interested in the trends 
shaping the industry or how to overcome common 
challenges? Whatever your goal, be clear in your 
communication.

Crafting Your Message

A compelling outreach message begins with a brief 
introduction of who you are. Follow this with a clear 
explanation of why you’re reaching out and what specific 
advice you’re seeking. Keep the tone professional and 
respectful, ensuring you don't put pressure on the person 
to provide immediate solutions or opportunities.

Your message should demonstrate that you’ve done some 
research—whether it’s about the person’s background, 
the company they work for, or the field they specialize in. 
This shows you’re serious about learning and not just 
sending out generic requests.



Here’s how to structure your outreach:

1. Introduce Yourself Briefly: Share a few sentences 
about your background, including your current role 
or career goals.

2. Explain Why You’re Reaching Out: Focus on 
your desire to learn more about the person’s career, 
their industry, or a particular role.

3. Ask for Specific Advice: Inquire about skills, 
challenges, or trends relevant to the role or field.

4. Be Polite and Respectful: Acknowledge their 
busy schedule and express gratitude for their time.

Example:

“Hi [Name], 
I hope you’re doing well. My name is [Your Name], and 
I’m currently working in [Your Role] with a focus on 
[Area of Interest]. As someone looking to grow in [Field 
or Industry], I came across your profile and was 
impressed by your experience in [Specific Area]. I would 
love to hear your thoughts on what skills and experiences 
have been most valuable to you in your career and any 
advice you’d have for someone starting out. If you have a 
few minutes to chat, I’d greatly appreciate any insights 
you can share. 
Thank you for your time! 
Best regards, 
[Your Name]”

Reaching Out via LinkedIn



LinkedIn is a powerful tool for professional outreach. 
Personalizing your connection request is key. Instead of 
sending a generic “I'd like to connect” message, provide 
context for why you’re reaching out. Mention something 
specific from their profile that piqued your interest or a 
skill set you admire.

A simple LinkedIn message could look like this:

“Hi [Name], 
I came across your profile and was impressed by your 
work in [specific area]. As someone interested in 
pursuing a career in [field], I’d love to hear more about 
your journey and any advice you might have for someone 
looking to break into this area. Looking forward to 
connecting with you! 
Best regards, 
[Your Name]”

Reaching Out by Email

Email allows for a more detailed message, but it’s 
important to keep it concise and to the point. Just like 
LinkedIn, show that you’ve done your research and are 
genuinely interested in learning more about their 
experiences. Mention aspects of their career or role that 
intrigue you and explain why their advice would be 
helpful.

An email should include:



• A clear subject line indicating the purpose of your 
message (e.g., “Seeking Career Advice on 
[Field]”).

• A brief introduction of who you are and why 
you’re reaching out.

• A specific request for advice, such as guidance on 
skills, industry trends, or how to break into a 
particular role.

• A polite sign-off, thanking them for their time.
Reaching Out by Phone

Though less common, a phone call can be an effective 
way to establish a personal connection. Be sure to be 
respectful of the person’s time, keeping the conversation 
brief—about 10 to 15 minutes. Introduce yourself, 
explain that you’ve been researching the industry or 
company, and ask if they have a few minutes to talk.

If the person isn’t available or doesn’t have time, thank 
them for their time and offer to follow up at a later date. 
This shows respect for their schedule and appreciation 
for any time they can offer.

Positioning Yourself as Someone Eager to Learn

Always remember, the primary goal of your outreach is 
to learn, not to ask for a job. Position yourself as 
someone eager to grow and learn from others. This 
mindset fosters more meaningful conversations and helps 
build a network of people who might keep you in mind 
when new opportunities arise.



By focusing on building relationships through curiosity 
and respect, you’ll not only gain valuable advice but also 
lay the groundwork for future opportunities.

In the next chapter, we will explore how to follow up on 
your outreach and maintain a positive, ongoing 
relationship with the professionals you connect with.

Chapter 4: Mastering the 
Informational Call
The informational call is a powerful tool in your outreach 
strategy. This chapter focuses on how to use phone 
conversations effectively to gather insights—not only 
about roles or companies but also about the industry and 
career path you’re pursuing. It’s about asking the right 
questions, listening attentively, and building rapport 
without the pressure of asking for a job.

Making a Polite Request for Their Time

The first step in scheduling an informational call is to 
politely request their time. Be mindful of their schedule 
by asking for a short window—typically 10 to 15 
minutes. This shows you value their time and are 
respectful of how much they can offer.

You could ask:

“I know you’re incredibly busy, but I was hoping you 
might have 10-15 minutes to spare for a quick 



conversation. I’d really appreciate hearing your insights 
on [industry/role].”

This concise request sets a positive tone for the 
conversation.

Asking the Right Questions

Once you have their attention, your goal is to ask 
insightful questions that help you learn more about the 
role, the industry, and career opportunities. Avoid 
focusing on yourself or your qualifications. Instead, ask 
questions that will provide guidance and help you grow.

Some great questions to ask include:

• “What skills or experiences are most valuable 
for someone to succeed in this role?”

• “What certifications or qualifications should I 
pursue to be more competitive in this field?”

• “What are the biggest challenges in this 
industry, and how can someone prepare for 
them?”

• “How did you start in this field, and what key 
experiences shaped your career?”

• “What do you look for in candidates, and how 
can someone stand out during the hiring 
process?”

These questions encourage a deeper conversation, 
focusing on the person’s expertise, not on your 
qualifications.



Maintaining a Conversational Tone

The key to a successful informational call is to maintain a 
conversational, engaging tone. Remember, it’s not an 
interview—it’s a chance to learn. Avoid talking too much 
about yourself or your job search. Stay focused on the 
other person’s experiences and insights. If the 
conversation starts to shift too much toward your 
qualifications, gently redirect it by saying something like, 
“I’m really interested in your perspective on [topic], as 
it’s so important for this role.”

Your goal is to build rapport and establish a genuine 
connection.

Building Rapport and Demonstrating Your Value 
Naturally

One of the most valuable aspects of an informational call 
is the opportunity to build rapport with professionals in 
the field. By asking insightful questions and expressing 
curiosity, you show your potential without making it a 
“sales pitch” for yourself. People are more likely to 
remember someone who is genuinely interested in 
learning, not just in getting something out of the 
conversation.

By staying focused on learning, you create an organic 
opportunity for them to offer advice or even mention 
potential future opportunities. This makes the interaction 
feel more authentic and less transactional.



How to End the Call Gracefully

As the call nears its end, thank the person for their time 
and insights. Express your gratitude and, if the 
conversation went well, ask if they’d be open to 
connecting again in the future for follow-up questions.

For example:

“I really appreciate you taking the time to speak with me 
today. Your insights have been incredibly helpful, and I 
feel much more confident about my next steps. Would 
you be open to connecting again in the future if I have 
any follow-up questions? Thank you again!”

This leaves the conversation on a positive note and opens 
the door for future communication.

Conclusion: The Informational Call as a Key Strategy

Mastering the informational call is a crucial part of your 
career exploration process. It’s not about asking for a job
—it’s about seeking guidance and insights that will help 
you make informed decisions and strengthen your career 
path. Approaching the call with respect, curiosity, and an 
open mind will help you build valuable relationships that 
can support your growth and position you for success.

In the next chapter, we will explore how to follow up 
effectively after an informational call to maintain and 
nurture the connection you’ve established.



Chapter 5: Leveraging 
Opportunities to Highlight Your 
Skills
In your conversations with hiring managers or industry 
professionals, your primary goal is to gather insights and 
learn. However, there will be moments where you can 
subtly demonstrate your value without sounding like 
you're pitching for a job. This chapter will guide you on 
how to navigate these moments, showcasing your skills 
in a natural and engaging way.

Identifying Opportunities to Showcase Your Skills

During the conversation, when the hiring manager 
mentions specific skills or qualifications that are 
important for the role, seize the opportunity to subtly 
highlight your relevant experience. Respond in a way that 
aligns with the conversation’s flow but emphasizes your 
capabilities.

For example, if the hiring manager discusses a particular 
software essential for the role and you have experience 
using it, a natural response might be: “I’ve used 
[software] extensively in my previous role, where it was 
integral to [specific task]. I found it really effective in 
[positive outcome]. How central is it to your day-to-day 
operations?”



This approach demonstrates your expertise without being 
boastful. It smoothly invites further discussion about 
your experience and keeps the conversation relevant and 
engaging.

Positioning Yourself as a Problem Solver

By asking insightful follow-up questions, you can 
position yourself as someone who isn't just seeking a job 
but someone who wants to help the company tackle its 
challenges. For example, if the hiring manager mentions 
struggles with process optimization, you might respond 
with:

“It sounds like there’s an opportunity to streamline that 
process. In my previous role, I led a project that 
[describe outcome], which improved efficiency by 
[quantify result]. How do you typically approach 
challenges like this?”

By offering a brief success story, you not only show your 
expertise but also demonstrate that you are solution-
oriented. This positions you as a candidate who can offer 
immediate value.

Seamlessly Transitioning to Deeper Conversations

By linking your skills to the challenges discussed, you’ll 
subtly lead the conversation into areas where you can 
further demonstrate your qualifications. The more you 
align your experiences with the company’s needs, the 



more likely they are to consider you a potential asset, 
even if a role isn't available.

For example, after discussing your relevant experience, 
you might ask: “I’d love to hear more about how your 
team handles [specific challenge]. It aligns closely with 
my experience in [area]. Do you think it’s something I 
could assist with?”

This keeps the conversation flowing naturally while 
reinforcing your potential value.

Creating Interest Without Being Pushy

The key to leveraging these moments is focusing on 
being helpful, not on securing a job offer. By sharing 
relevant examples of your experience, you subtly plant 
the idea that you could be an asset when a position opens 
up, without directly asking for one.

Even if there is no immediate job opportunity, 
positioning yourself as knowledgeable and proactive 
increases the chances that the hiring manager will think 
of you when a suitable role arises in the future.

Conclusion: Building a Connection for the Hidden 
Job Market

In conclusion, the goal of these conversations is to leave 
a lasting impression as someone who can offer solutions 
and add value. By subtly highlighting your skills, 
showing you understand the company’s challenges, and 



demonstrating a proactive mindset, you increase the 
likelihood of being remembered when opportunities 
arise, even if they aren’t advertised.

Chapter 6: Navigating the 
Hidden Job Market
Many job opportunities remain unadvertised, and some 
hiring managers plan for future roles long before they’re 
posted. This chapter focuses on how to tap into this 
"hidden job market" by building relationships with hiring 
managers before a formal role is available.

The approach here is to reach out to leaders in your 
desired departments, even when no job is listed. Instead 
of asking for a position outright, focus on learning more 
about the company, the industry, and the skills needed for 
success in that field. By positioning yourself as someone 
who is genuinely interested in contributing, you create an 
impression that can lead to an opportunity when a role 
opens up.

For instance, you might ask about trends shaping the 
industry or what skills are in demand for success in their 
department. These types of questions reflect a long-term 
investment in the company’s future and show that you're 
engaged in understanding their evolving needs. This 
approach builds a connection that could later result in an 
unlisted opportunity.



Following up after these conversations is essential to 
maintaining the connection. A polite, non-intrusive 
follow-up will keep you on the hiring manager's radar, 
showing continued interest without coming off as 
desperate. A brief message thanking them for their time 
and sharing a quick follow-up on how you’ve been 
applying their insights can keep the door open for future 
discussions.

By focusing on building relationships rather than just 
seeking a job, you increase the likelihood of being 
considered for opportunities that arise in the future—
even before the role is officially posted.

Chapter 7: Building a Network 
for the Future
During your conversation with a hiring manager, the 
topic of your resume may come up. At this point, it’s 
important to shift the focus back to relationship-building 
rather than rushing into a job application. You want the 
hiring manager to see you as a valuable connection for 
potential future opportunities.

If the hiring manager expresses interest in your 
background and asks for your resume, it’s a natural next 
step. When sending it, reference the skills and 
experiences discussed during your conversation to 
reinforce your qualifications. For example: “As we 



discussed, I have experience with [specific skill], and I’m 
happy to send my resume along for further details.”

If there’s no immediate job opening, the key is to stay 
connected. Maintaining this relationship will ensure that 
you’re top-of-mind when future opportunities arise. The 
goal is to establish yourself as a potential resource for 
them when the right role comes up, rather than pushing 
for immediate employment.

Even if there isn’t an active role, remaining in contact 
with the hiring manager will help you build a network 
that keeps you connected for future openings.

Chapter 8: Perfecting Follow-Up 
and Building Long-Term 
Connections
Mastering follow-up is crucial to ensuring that your 
networking efforts lead to long-term relationships. This 
chapter explains how to stay engaged and nurture 
professional connections after an initial conversation.

Start with a thoughtful thank-you email after your 
meeting. This message not only expresses gratitude but 
also reinforces your interest in the field and keeps the 
conversation alive. For example: “Thank you for taking 
the time to speak with me about [specific topic]. I found 
our discussion about [topic] extremely valuable, and I 
plan to work on [specific action].”



Afterward, keep the relationship alive through periodic 
check-ins. Share relevant articles, industry news, or 
updates on your progress. This ensures that the 
connection remains active without seeming like you're 
asking for something. For example, you might send an 
email saying: “I thought you might find this article on 
[topic] interesting, given our conversation about 
[subject]. Hope it’s helpful!”

Additionally, sharing updates about your progress—such 
as completing a relevant course or gaining new skills—
demonstrates your commitment to growth. A sample 
follow-up might look like: “I’ve been focusing on 
improving my skills in [specific area], and I recently 
completed [course/certification]. I’d love any feedback 
you might have on how I can continue to grow in this 
area.”

By staying engaged and offering value, you’ll build a 
long-term relationship that could lead to unexpected 
opportunities down the road. Your goal should be to stay 
on the hiring manager’s radar, not by asking for a job, but 
by demonstrating your ongoing growth and commitment 
to the industry.

A sample follow-up email might look like this:

Subject: Thank You and Follow-Up

Hi [Manager's Name],



I wanted to thank you for your time and insights during 
our recent conversation. I really appreciated your advice 
on [specific skill/experience], and I’m already working 
on developing that area further.

I also came across this article on [related topic], which I 
thought might interest you given our discussion. I hope 
you find it useful!

I look forward to staying in touch, and if there’s anything 
I can do to support your work in the future, please don’t 
hesitate to reach out.

Best regards, 
[Your Name]

By nurturing these connections over time, you’ll build a 
trusted network that could lead to career opportunities 
that arise unexpectedly.

These chapters now offer a more streamlined and non-
repetitive guide for building relationships and seizing 
hidden job market opportunities. Each chapter maintains 
its unique focus while complementing the others.





Closing and Conclusion
In conclusion, the strategy you’ve just explored 
empowers you to take control of your career journey. By 
shifting your focus from passive job searching to 
proactive outreach, you position yourself as an active 
participant in your career development. You are, in 
essence, interviewing companies just as much as they are 
interviewing you. Even when there isn’t an official job 
posting, you are still gathering valuable information, 
building relationships, and positioning yourself as a 
potential asset to the right company.

This approach is about more than just finding a job—it’s 
about finding the right career and the right company, one 
that aligns with your values, your strengths, and your 
long-term goals. By engaging with hiring managers, 
industry professionals, and decision-makers, you are 
learning everything you can about the roles, skills, and 
qualifications needed for your ideal career. You’re 
discovering how to shape yourself into someone who can 
solve problems and add value to the teams and 
organizations you’re interested in, even if the job isn’t 
open yet.

The eight chapters you’ve read offer you a clear, 
actionable path that bypasses the noise of traditional 
applications. By connecting directly with decision-
makers, you’ll uncover opportunities in ways that many 
job seekers overlook. This proactive, respectful approach 



not only helps you build meaningful connections but also 
ensures that when a job opportunity does arise, you’ll be 
the first person on their mind.

In today’s competitive job market, it’s not enough to rely 
on job boards or hope that your resume will get noticed. 
You have to be strategic, intentional, and proactive. By 
mastering the art of informational outreach, follow-up, 
and relationship-building, you’re positioning yourself for 
long-term success. So go ahead—take control of your 
career, engage with the right people, and uncover the 
opportunities that will define the next chapter of your 
professional life. Your future career is in your hands, and 
this strategy is the key to unlocking it.


