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Who am I?
www.linkedin.com/darceygillie

• Freelance careers and education consultant since August 

2021, The Career Doctor Online

• Qualified, experienced careers practitioner in HE, PG 

Dip CEIGHE

• Qualified secondary teacher, PG Dip Ed

• Researcher experience in Humanities and Geoscience

• Research Staff Careers Consultant (0.4 FTE), University 

of Edinburgh

• Board of Youth Highland, Personnel Committee British 

Ecological Society, Volunteer Bumblebee Conservation 

Trust and Incredible Edible Inverness





• Further research & 
resources

• Information for
understanding

• Examples
• Actions to take
• Homework – devise a 

way forward that’s 
useful and meaningful 
for you.



Networking, influencing, negotiating 
– why all 3?

• They are a Venn diagram

• Recognise when your friend-making is turning into 
influencing, when your influencing is turning into 
negotiating 

• This might be our only change to explore this 
together!

• There is homework



Networking, influencing, negotiating

• What do you feel is currently preventing you from 
networking, influencing, negotiating effectively?

• What are some of your goals in networking, 
influencing, and negotiating more effectively? 

• How will you use what you’ve learned today to make 
an action plan that works for you?





https://www.ted.com/talks/adam_galinsky_how_to_speak_up_for_your
self?language=en – How to speak up for yourself

https://www.ted.com/talks/adam_galinsky_how_to_speak_up_for_yourself?language=en


Networking, influencing, negotiating

“When dealing with people, let us remember we are not dealing 
with creatures of logic. We are dealing with creatures of emotion, 
creatures bristling with prejudices and motivated by pride and 
vanity.”

Key skills – Empathetic imagination, immediacy, active listening

Let’s look at an example: The new PI



Networking, influencing, negotiating

“[T]he only way on earth to influence other people is to talk about 
what they want and show them how to get it.”

Key skills – Emotional intelligence, self-awareness, assertiveness

“What I am hearing you say…”
“It seems you’re feeling <insert here>…”
“Impossible?”  “Non-negotiable?”  “Perfect?” “Must?” 

Sometimes you have to give to get – examples from negotiating 
employer engagement



Networking, influencing, negotiating

“If there is any one secret of success, it lies in the ability to get the 
other person’s point of view and see things from that person’s 
angle as well as from your own.”

The secret to every successful job interview…

Me in every mock interview: “What’s keeping your potential line 
manager awake at night? How are you going to help them to 
sleep better?”

Job interviews – did this successfully – how? Networking 
beforehand.



Networking, influencing, negotiating
Don’t fall into the “action observer gap” (Malle and Pearce, 2001)

“Generally, a person reacts to what he thinks the other person is 
perceiving, feeling, and thinking, in addition to what the other 
person may be doing (Heider, 1958)”

As actors: our own emotional state but not actions
Observants: their actions but not emotions

E.G. – we may believe our facial expressions are clearly 
communicating our emotional state…

We can find it difficult to infer the internal state of others from 
actions:

Things aren’t always what they seem





• Improves your research/teaching

• Improves your research/teaching profile – people need to 
be told it’s good

• Collaboration is a key part of grants and job descriptions

• Your well-being



“Many people wait for the ideal job to fall 
into their lap. 

We can assure them, that won’t happen.”

Dr Peter Hawkins and Associates, occupational psychologists



More interviews and more job offers.

Proactive personality (does NOT mean extrovert!!) – develops job 
goals, does research into careers/jobs/sectors, puts effort into 
exploration (talking to people, work-shadowing, volunteering), 
increases self- awareness (values, priorities).

Not just about getting the job– but social support in job hunting

Son-Tung Le & Shang-Ping Lin (2023) Proactive personality and the job search outcomes: the mediating role of 
networking behaviour, British Journal of Guidance & Counselling, 51:1, 29-45, DOI: 10.1080/03069885.2021.1998362

I would argue that this applies to career progression as well as career or job 
change – I meet experienced researchers who know very little about 
progression processes or criteria because they haven’t done the research or 
had the conversations. 

https://doi.org/10.1080/03069885.2021.1998362




The Key to Effective 
Networking?

Cake



Plan and prepare



Cascade Strategy Model
For networking



Cascade Strategy Model
For networking

Vision: (why do I want to network?) I want 
to “increase my chances of securing X 
fellowship”

Values: Trust, Authenticity, Empathy

Focus Areas: My university, Learned Societies, Other disciplinary 
networks, Conferences, Social media…(choose most impactful)

Objective: Gather enough information to evaluate is X realistic, if 
so, how do I maximise a successful outcome?

KPI: Complete at least 2x informational interviews with people 
who “obtained X research fellowship” (or whatever your objective)

Project: Action Plan – how you will achieve your KPI and meet your 
objective? – we’ll talk tactics in a minute



Negotiation Lifecycle

See also: Mehdi Hasan How to Win Every Argument          (…or at least get your point across)



https://theconversationfactory.com/podcast/negotiation-with-compassion-kwame-
christian

https://www.youtube.com/watch?v=GI9CCwFvz4Q Negotiating confidently 

First – negotiate with yourself 

3-step process to negotiate with compassion
• Acknowledge emotions
• Be compassionately curious
• Joint problem-solving

https://theconversationfactory.com/podcast/negotiation-with-compassion-kwame-christian
https://www.youtube.com/watch?v=GI9CCwFvz4Q


Unconditional positive regard (Rogers, 1951)

Accepting person for who they are, not 
who we want them to be – NOT liking 
them, but acknowledging they are an 
individual with free will

• See wholeness of person
• Recognise there are unknown unknowns
• Separate behaviour from person
• Call out with compassion



How much networking do we need 
to do?



https://www.theatlantic.com/family/archive/2021/05/robin-dunbar-explains-circles-
friendship-dunbars-number/618931/ (sign in for limited no of 3 articles)

https://www.theatlantic.com/family/archive/2021/05/robin-dunbar-explains-circles-friendship-dunbars-number/618931/


Granovetter, M.S. (1973) The strength of weak ties. American Journal of Sociology 78(6): 1360-1380… many subsequent…



Networking
Homework – Map your Network



• Who do you know?
• Who do they know? 
• Who do you need to know?



Networking
Think about your current network

• Who are the people in your immediate network?
• What is their relationship to you?
• What do they do?

• Think about your current situation.
• What do you need to be able to do or know –

- as part of your current work?
- to help you develop your career?

Be strategic – there are only so many hours in the day



Networking
Reflect on the diversity of your network

• Stage of career (starting out, in the middle, senior, 
retired…)

• Area of expertise – also – what career support are the best 
able to give (e.g., fellowship applications, CVs, interview 
prep, coaching, life experience, career and family, career 
and health…)

• Geographical location

• Remember your weak ties. Diverse enough? Are you 
getting new ideas? Exposed to new thinking? If you find 
Bluesky/FB/Linkedin boring – link to new people?



Networking
Are you engaging your network?

• Close triangles – can you introduce people to each 
other (you do need a clear reason!) – my example: 
“narrative CVs”

• Share your work through social networks – online and 
offline

• Convene – get people together
• Using your network to support your learning? Are you 

actually ever asking people stuff?!
• Are you supporting other people’s learning? 



Networking
After today…where are the gaps?

• Who do you need to know to support your research 
and your career?

• Find them and invite them into your network.



Don’t forget to take action



“That’s all very well but…”



“…I hate talking to strangers.”

Figure out why
Shy?
Anxious?
Introvert?
Previous bad experience?
Language?
Pressure?
Feels artificial?
Something else? 



“Interactants must process what others are 
saying and doing, infer what they are feeling 
and thinking, and predict impending actions. 
All the while, they must plan their own 
utterances, monitor their actions, and confront 
the vast inner landscape of their thoughts, 
feelings, and bodily states.”

“Social interactions can be taxing on people’s 
attention.” 

Malle, B. F., & Pearce, G. E. (2001). Attention to behavioral events during interaction: Two actor-observer gaps and three attempts to close 
them. Journal of Personality and Social Psychology, 81(2), 278-294.



Dealing with rudeness and rejection

95% of the time – it’s them, not you

The other 5% - use it as a learning 
experience. It’s still not YOU. It’s your 
behaviour – you can change that.



https://www.ed.ac.uk/careers/students/undergraduates/discover-what-s-out-
there/find-out-about-types-of-jobs-and-employers/informational-interviews

A script for networking outside of academia:
Questions and approaches may alter country to country

https://eucalls.net/blog/how-to-network-for-eu-projects

https://link.springer.com/article/10.1007/s11192-022-04526-z “Formal and informal 
networkedness among German Academics”: exploring the role of conferences and co-
publications in scientific performance   

Do your own research
For example…

https://www.ed.ac.uk/careers/students/undergraduates/discover-what-s-out-there/find-out-about-types-of-jobs-and-employers/informational-interviews
https://eucalls.net/blog/how-to-network-for-eu-projects
https://link.springer.com/article/10.1007/s11192-022-04526-z


Plenary

Thank you!


