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How to Target Network like a 

Headhunter 

- Step 1: Locate Your Target Companies 

Determine which companies you want to work for, how you can add value, and why 
they should hire you. If you’ve read up to this point in the book, you’ve already done this 
work. 

- Step 2: Identify Who Runs the Department 

Find out who is in charge of the area you want to work in. This generally means 
identifying a vice president or general manager. For companies with less than 50 
people, it may mean the owner or president. You can get this information by calling the 
company and asking, “Who’s responsible for X” or by looking on the firm’s web site to 
find the person in that position. Several methods for doing this are outlined in Chapter 5. 

- Step 3: Research Referrals 

Find people who worked at this company in the past call them on the telephone, and get 
information about: 

 - The person you are targeting 

 - The department the person runs 

 - The company 

 Be sociable and ask these people how they liked working there. Watch for any 
hesitation before they answer. The pause may be a clue that they don’t want to answer 
negatively and are framing a safe answer. 
 The reasons for asking most of the following questions should be obvious. 
Having said that, keep the following select questions in mind even though it may not be 
immediately clear why you need to ask them. This exercise will help you prepare for an 
interview at a later date. 
 You should ask the following questions in the order they are presented here: 

About the Potential Boss 

 1. Did you work directly for [insert name of potential boss]? 
 —If the people you question did not work directly for the person, they may not be able to 

answer the questions 100 percent accurately, but their feedback may still be of value. 
 2. How long? 
 —Longer is better. 
 3. What is [insert name] like? 
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 —What they mention first will be a dominant characteristic. You may need to push a bit 
to get the response. 

 4. What kind of person is [insert name]? 

 5. What kind of manager is he? 

 6. What does this manager look for in an employee? 
 —How does your experience compare to that of the people they normally hire? 
 7. How is [insert name] positioned in the company? 
 —This is a crucial question to confirm that you are targeting the right person. 
 8. Is [insert name] on the way up or down? 

 9. Does he have the ear of the president or owner? 
 —You need to know whether this person has the capability to hire you and can get the 

president to sign off. 
 10. Is he political or a straight shooter? 

 11. What is his temperament? 

 12. Where does he get his good people from? 

 13. What type of people does he hire? 

 14. Is [insert name] forward thinking or reactive? 

 15. Is he aggressive or laid back? 

 16. How’s his ability to pick winners? 
 —You need to know now if this manager can easily recognize talent. This will dictate 

the amount of effort you may need to put into your approach. 
 17. Will [insert name] go to bat for his staff? 

 18. What was his biggest accomplishment? 

 19. Does he seek professional growth for himself? [If not, it will be difficult for you to grow 

on the job.] 

About the Department 

 1. Is it growing or shrinking? 
 —Either way, the information will influence which of your skills you emphasize. 
 2. Is the department under pressure from competitors? 
 —How is it handling this? 
 3. What are the department’s biggest issues? 
 —Can you solve their problems? 
 4. Is the department respected by the rest of the company? 
 —This determines whether it can get another hire in the budget. 
 5. Is the department seen as adding value to the company or is it viewed as just another cost 

center? 
 6. How’s the department doing compared with other departments in the company? 
 7. What’s the biggest thing the department needs to do to be successful? 

About the Company 

 1. What new products or services are they looking to build or offer in the near future? 
 —How can my experience apply? 
 2. How are they doing financially? 

 3. If there’s one thing they need to do better than their competitors, what is it? 

 4. What do they do better than their competitors? 
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 5. Who are their best customers? 

 6. Who would they like to have as customers? 

 7. What do their customers think of the company? 

 8. How’s the turnover? 

 9. Can you think of anyone else I should talk to? 
 —Get referrals, if you can, to people who currently work there to help cement your 

position even before you come in for the first interview. 
 10. Would you work there again? 

 11. Why did you leave? 
 —Asking this directly is a good idea, especially if the person has made negative 

comments about the individual, department, or company. A person who won’t or can’t 
return to a former job may have a beef with the company that makes any opinion of 
doubtful value. 

 12. Does the company have a clearly stated vision? Do people in the company know what it 

is? 

Your All-Important Last Question 

“If I decide to talk with them, can I say I was speaking with you?” 
 You ask that question for two reasons: (1) If your questions with the former 
employee result in positive answers, that employee’s name may help you later in 
securing a meeting with the hiring manager; (2) the former employee may just phone his 
old boss and tell him about all the background due diligence you’re doing on the 
company. That’s a great thing. 
 


