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Building Trust Over Time: 

Oct 2014

Met at 

LST|CON

Aug 2015

Invited to 

speak

Breakfast/

lunch 

periodically
??Email/ 

lunch

Multiple 

introductions

2015-2018

2018 +



Four Rules to Networking:

1.Know

2.Like

3.Trust

4.Buy



What Happens Next?

1.Know

2.Like

3.Trust

4.Buy

To move into the next phases, you need to follow-up  



I Met Somebody New, Now What?

• The follow-up is critical for effective 

networking 

• Approach follow-ups with a 

philosophy of service
• Follow-up so that you can help someone, not so 

they can do something for you

• Demonstrate that you are thoughtful, reliable, 

and consistent

• Break this process into steps



* adapted from Mark Kuchner, PhD, “Marketing for Scientists”

Draw 

people 

through 

your funnel 

through a 

series of 

positive 

interactions

“Marketing” Funnel

New people 

you meet

Mentors 

and close 

advocates 

Know

Trust

“Buy”

Like



Immediate

(24hrs-3 days)

Three Phases of Follow-Up

Short-term 

(1-6 months)

Long-term

(1 year +)



Immediate Follow-Up

Goal: Remind contacts who you are and set the 
stage for future interactions

• Make a list of who you met and details of your 
conversation

• Send an email 
• Within 24 hrs

• Mention something from conversation

• Offer to help 

• Set next steps (move the ball forward)

• Connect on LinkedIN*
• Personalize invite



10/2/2015, 3:51 PM

Great to meet you at life Science TN this week

Josh, It was wonderful to meet you. I hope that we can 

find some time in the next month or so to grab a coffee or 

lunch. It would be great to learn more about your role at 

Pfizer and get your thoughts on how we can create better 

advocacy/science policy opportunities for our trainees at 

Vanderbilt. 

I'll follow up in a few weeks to see if we can set a time up. 

Best, Ashley 

Immediate Follow-Up: Example



Oct 2017

Speaker at 

LST|CON

Jan 2018

cold-email

(via LI)

Jan 2018

Meeting at 

organization

??

Immediate Follow-Up: Example 



Short-term Follow-Up (next 1-6 months)

Goal: Get to know contacts better, add value and 

focus on how to help

• Meet for coffee or lunch (convenient for them)

• Ask for an informational interview

• Send a relevant news article or link

• Find a way to help (rules of reciprocity)

• Make an introduction (value of being a connector)

Stay in touch– but don’t overdo it!



Students and postdocs often undervalue themselves 

and don’t recognize that they, too, have much to offer:

• Simply wanting “to learn”

• Technical Expertise

• Their own network

• Access to other students and individuals on 

campus

• Knowledge of Vanderbilt 

• Sounding board

• Critical Thinking Skills

• Gratitude for support from someone senior

How can you help?



Sending an Article of Interest



Introducing Two Contacts



Long-term Follow-Up (1 year plus)

Goal: Deepen relationship, build trust, engage them 

• Will need to focus on certain individuals (not 

feasible to manage all of your contacts!)

• Continue to send relevant news articles or links 

and make introductions

• Look for opportunities to reconnect

• Attendance at a conference (or travel)

• Respond to updates on LinkedIN or other places 

(promotion, new job, recognition, publication etc…)

• Be active on LinkedIN yourself



Long-term Follow-Up (1 year plus)

Periodically check-in: 

• Update them on your 

successes (new job, 

defended, publication) 

• Invite them to speak on 

campus or elsewhere

• Let them know how 

their suggestions or 

introductions have 

been helpful to you



Updating a Contact About Your Success
Jun 2016

Met at 

ABP

Thank 

you & LI

Jan 2018

Interview
Mar 2018

update ??



From: Brady, Ashley 
Sent: Friday, October 21, 2016 3:08 PM
To: Bill Taaffe <Bill.Taaffe@medelis.com>
Subject: ACRP CRA Steering Committee today

Hi Bill,
After talking with Jim while he was here visiting last month, he invited Kim and me to 
participate in a portion of their steering committee meeting this morning where they are 
thinking with industry leaders about new ways to define the CRA pathway to fill that pipeline 
for the future. We were very honored to be asked to join, and had the opportunity to share 
what we are doing with our career development initiatives and to reiterate the interest from 
our PhD population in having a pathway to careers in clinical research.

I just wanted to thank you for all that you have done to connect us to others in this area, 
including Jim. It has been really helpful and we are excited about the continuing conversations 
and opportunities we are learning about. Thank you for your support.

Do you plan to be at the LIST|CON meeting on Nov 3? I’ll be there , so would love to see you.

Take care and THANK YOU!
Ashley 

Sharing How An 

Introduction Was Helpful



Let LinkedIN Help You





Be Active on LinkedIN



Be Pleasantly Persistently

Remember: Just because someone doesn’t 

respond immediately, it doesn’t mean they aren’t 

interested. 

• Often requires 7 or more “touches” before 

someone is ready to engage you (“buy”)

• Remember, people are busy

• Be pleasantly persistent

• Stay top-of-mind



March 2016

Introduced 

over email

coffee “interested”

Sept Nov

Dec

Jan

How One Partnership Unfolded: 22mo

“pleasantly persistent’

2017

Aug 2017

Conference

coffee

Sept Dec

Jan

2018

“pleasantly persistent’

2016

Feb

Intern!

Now that trust is built:

• Identifying other ways to partner

• Introductions to others in his circle



Lessons Learned

• Meeting someone is just 

the start

• Be thoughtful, reliable and 

consistent

• Maintain a philosophy of 

service

• Be pleasantly persistent

• Use available tools to stay 

top-of-mind

• There is no “right” way to 

do any of this- find your 

authentic self




