
 

Top Networking Tips! 
 
 
Keeping the conversation going 
 
So you’ve struck up a conversation with a recruiter, but what now? How do 
you keep the conversation going, and how do you move it on from a general 
chat to you selling your skills? Using the FORM tool is a great way to keep the 
conversation flowing; here are some of our other tips as well! 
 

 
• FORM is a tool to use when you are in a social situation and you want to get to know the person 

you are talking to. It stands for Family, Occupation, Recreation and Message – four areas you can 
use as conversation helpers in just about any social situation: 

o Family – ask if they leave nearby or how they travelled to the event. This gets the person 
talking about themselves and gives you a chance to learn about them. 

o Occupation – what do you do for a living? When they tell you, use it as an opportunity to 
ask them about their job. If it is an industry you are familiar with you can comment on it. 
If you are unfamiliar with their industry, here’s your chance to learn about it! 

o Recreation – this one’s easy – what do you do for fun? If they participate in a sport or 
interest you enjoy, you can swap stories and build a relationship with the person. 

o Message – when you feel the conversation winding down, or you want to move on to 
meet other people in the group, have your ‘message’ that you want the person to 
remember about you ready to go. Take a look at the ‘exit lines’ below for tips.  

 
• Ask questions but don’t do all the talking. People love talking about themselves, so why not give 

them the opportunity? You told them how you’re an Adult Nursing student and that you’re 
interested in working in trauma, but ask them about their journey. Where did they start out? Did 
they know they wanted to work in that area? What are the struggles that come with working in 
trauma? Asking about their path will show you’re not just in it for connections – you want 
advice, you want to learn, and you want to hear from those that are in the field. 

 
• A really useful question to have in your arsenal is “What’s keeping you busy these days?”  It’s 

useful because it allows people to choose their focus (work, volunteer, family, hobby), and it is 
preferable to the inevitable question of ‘What do you do?”. 

 
• Listen more than you talk. Show interest in your conversational partner by actively listening and 

giving verbal feedback. Maintain eye contact. Never glance around the room while someone is 
talking to you. 

 
• Prepare a few ‘exit lines’ before the event. For example: 

o I have really enjoyed meeting you, can we exchange business cards so we can keep in 
touch? 

o Great to spend time talking to you. I’m really interested in finding out more – can we 
keep in touch via email? 

o I’d love to send you that article about … that I was telling you about, do you have a 
business card and I’ll email it through to you? 

 


