
Navigating The Enterprise Job 
Search
Jenn Savoie

October 2018

Presenter
Presentation Notes
WELCOME Introductions Ask who is in the room – who has never conducted an E-search before? 



Enterprise Case Studies

Before Wharton: HSBC (in Hong Kong), Accion International (Washington)
At Wharton: 
• President of Global Impact Consultants; VP of Social Impact Week
• Pro bono consultant:  Tiger Toilet, sanitation startup (funded by USAID) and 

C4Q (Coalition for Queens), a social enterprise 
• Selected Wharton Social Impact Initiative Fellow
Internships: Summit Public Schools (SF), Illumexico (Social Enterprise, MX) 
Full-Time: Brilliant Worldwide (SF-based education company) Alice  WG18

Before Wharton: Bank of America Merrill Lynch, Netflix
At Wharton: 
• M&E Club Co-Pres and Sports Biz Club VP of Careers
• Winner. UCLA Case Competition. Presented idea to Paramount Pictures team.
Internship: National Basketball Associate (NBA) 
Full-Time: Boat Rocker Media Eric  WG18
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Both participated in treks, workshops, other events and met with career advisors to 
discuss strategy, receive feedback on tactics and eventually on offer management.  

Presenter
Presentation Notes
Eric - Engagement /w MBACM:  Met with MBACM M&E advisor throughout his 2 years. Knew wanted to try the sports side of M&E and focused on securing the NBA internship during 1Y. Attended Sports Biz trek and met with the NBA and followed-up afterwards. Worked with advisor during 2Y to focus on returning to media, reviewed company lists, outreach strategies, relationship development, interview prep and offer management. Alice - Engagement /w MBACM : Develop her pitch, review hit list of organizations/contacts, resume review, networking emails, offer mgmt   Eric Eric:    ----  Jenn – get thoughts from Robyn or have RE cover? Offer Dates: Summer: 3/15 rec’d / 3/16 accept    [] [] Fulltime: 5/21 (rec’d and acceptedAlice Offer DatesSummer -- Summit:  4/5 (rec’d/accpt)  // Illumexico:  4/10 rec’d and 4/17 accept Fulltime -- 08/29/2018  / Accepted Date: 09/7/20182 key takeaways: - Later timed, requires persistence and patience and flexibility -Enterprise is not “do it yourself” – MBACM helps throughout and jobs were posted What’s in common about these students?    ---- Both successful in enterprise recruiting(1) Focus    (2) Wharton involvement tells the story of what they want to do! 



Mindset for Enterprise Recruiting 

 Risk Tolerant

 Resistant to “herd mentality” and FOMO

 Possess the 3 S’s
─ Self-aware:  know what you want and let other opportunities go
─ Self-motivated:  have the internal drive to overcome obstacles
─ Structured:  able to create your own roadmap
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Presentation Notes
(≠ Security, Predictability, Structure)That being said….you are not alone…..Advisors can partner with youServe as your sideline coach 4th S = Self Care 



Two Strategies

MATURE – Be ready for when an opportunity is available.  

• Structure and process
• “Formal” Events
• Stand out from the crowd

• On-Campus interviews
• Heavy fall/winter recruiting

ENTERPRISE – Be ready if an opportunity becomes available.  

• Unstructured
• Multiple types of events
• Build and leverage your 

network

• Pitch solutions and make 
opportunities

• Year-round recruiting

Presenter
Presentation Notes
You all know this by now….. This is this is part of the Wharton lexicon. Mature…. stay on top of details of a processbe ready for when companies are herethink about how you stand apart from other candidatesnail your campus interviews and generally balancing lots of recruiting activity at once.Enterprise ….  Be more comfortable with ambiguity, being ready to talk about yourself, being flexible about the interview process proactively establishing conversations with co’s/contactsBe up for more of a long haul duration of a search.
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REMINDER of the structure of the year . . . . Competency Building Period, Focused Recruiting Period (or FRP) on the black line, and Enterprise Recruiting Period (or ERP) from January through May. SEARCH COMPETENCIES - are the same…strong  communication skills for cover letters and interviews…..but….  --  deployed differently   --- and marketplace response may be differentso build them in the fall and you’ll be applying them to mature recruiting fairly soon, and then enterprise recruiting a little later in the year.The enterprise search can stretch across semesters, while the mature process is more condensed.
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Timeline – WG19 Internship offer timing 

Presenter
Presentation Notes
RW updated 10/29/18Remind about Eric and Alice’s offer timings…… mature (HC, IB, Con, CPG) and enterprise (SI, RE, HF, Energy, M&E, PE/VC, IM, Tech).  Some industries, such as Technology straddle both – picked those that are “heavy” in terms of enterprise We hope this helps give you the risk tolerance to wait.  Use “enterprise heavy”



Grand Total 0% Wharton Job - Job 
Posting 30%

Wharton Job - On 
Campus Recruiting

26%

Personal Networking 
Connections 26%

Other 7%

Wharton Alumni 
Contact 6%

Career Fair 2%

Trek Networking 2%

MBA Career 
Management 
Contact 1%

*Energy, HF, PE/VC, Energy, MS&E, Real Estate, Social Impact, Retail, Tech

WG19 Intern offer source – Enterprise-heavy industries*  

N=560
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Rob update 10.29.181/3 (OCR), 1/3, 1/32/3 still sourced by the MBACM; so again, you are not alone.I wanted to comment on the OCR 33%, note that most come from Tech and IM from Jan-May.  Therefore these are the two industries that most straddle Mature/Enterprise.



WG19 Intern Offers OCR / Non-OCR 
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Enterprise Recruiting – How to….



How to do Enterprise Recruiting 

• Conduct on-going research

• Create your target list

• Be proactive and proactively reactive

• NETWORK

MBA Career Management

Your Goal: Become an INSIDER

Presenter
Presentation Notes
HOW WE DO THIS SEARCH  - this is intro slides for rest of DECK Goal: become an “insider” to this sector Conduct ongoing research –research helps you figure out what you want to pursue and then it makes you a strong candidate. Create your target list  -  “living/breathing document”  / prioritize it and map your connections 	Two – pronged approach….  -- Proactively respond to job postings – CareerPath and other boards --  Proactively sow your own garden (through networking ) Networking  We’ll talk about the why in a moment  



Conduct ongoing research  

Wharton Resources
• MBACM Industry Research pages 
• Lippincott Library
• Research Centers / Initiatives (Zell Lurie, Baker, Social Impact Initiative, etc.)  

External Resources
• Business journals, Blogs, etc.  
• Capital IQ, CB Insights, EurekaHedge, PEHUB, RetailWire, echcrunch, etc.  

MBA Career Management

Your Goals:
1. Uncover/confirm your interest areas

2. Become an expert

Presenter
Presentation Notes
Conduct ongoing research – Goal: become an “insider” to this sector  - Surprise them with how much you know  - Example “speak fluent (x) tech” (Justin Overdorf)  - consulting – mastered a methodology / enterprise – Let me explain why committing lots of time to industry and company research is so important: Employer Feedback -  students who do quality in-depth research are always the most impressive candidatesResearch will become the basis for your pitch to the company – why you are motivated for work for the company, why you are a good fitResearch will help you differentiate yourself from people who are only applying for the brand�And – of course, your research will eventually help you craft quality cover letters, targeted resumes, and give you confidence in networking 



Create target list of companies

Key Resources: 
• Offer Directory 
• Wharton Resume Books 
• MBACM Industry Research Pages 
• External databases and industry sites (AngelList, CB Insights, Impact Assets, etc.)

MBA Career Management

Your Goals:
1. Leverage resources to source contacts

2. Prioritize your companies into tiers
3. Review and revise

Presenter
Presentation Notes
Offer DirectoryWharton Resume BooksMBACM research pages …..job posting archives Industry-specific sites (e.g., Crunchbase, Capital IQ, GIIN, Greyhouse Guide, Pitchbook, CBInsights, Eurekahedge, Impact Assets 50) Building a company “target list” or “hit list”  . . . where you start and  . . . list it’s really a living document.   . . . Companies will get added and others will get droppedBut this but this becomes your beacon or roadmap  – in a way – and a tool to guide your continued research. Prioritize your companies into tiers (high/medium/low), weighted variables most important to you. This will help determine how to invest your time across the list



Prioritizing your list – “individual weighted variables”

MBA Career Management

Strength of 
Alumni 

Network
Job Posting Functional 

Match Geography Size of 
Company

Business 
Model

Sector/
Focus

Work 
Authoriz-

ation
Motivation

Presenter
Presentation Notes
ADVISORS – COPMPANIES List is constantly changing based on what your learnLAMP – List, Alumni, Motivation, Postings Linkedin and JDs to know the functional qualifications Industry: Entre:Will this company exist in 10 years?IM:  Holdings characteristics  (ex. sector or geography)



Prioritizing your list – Sample 

Grading Company
A • Google (Shopping)*

• LVMH
• Jet.com
• Everlane
• Estee Lauder (Strategy)*

B • Glossier
• Sephora
• Harry’s
• JetBlack

C • Glamsquad
• Tula
• URBN
• Burrow

*Many students have few Mature companies on their list.
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Presenter
Presentation Notes
Consulting 8-12 applyingHC: 15-20 for research A:  2-3 networking B:  1-2 networkingFrom this point on, never have 0 networking appointments.  This can be 2nd year students.  Do not contact companies, if you do not know what you want to do.  Know audience, self, company before going outside of the Wharton community. Use the 15 min you have in an Uber to do some research for your top companies.



Proactive Response to Job Postings   

 Set up Job Alerts

 Read Sunday Industry Alert emails

 Apply ASAP

 Check company careers page

 Leverage relevant external job boards

 Keep your contact posted on your progress

MBA Career Management

Note: This generally starts in 
January except for some 
early job postings so keep 
an eye out. 

Presenter
Presentation Notes
Proactively respond to job postings – CareerPath and other boardscover letters 	



Sow Your Own Garden – i.e. Network

MBA Career Management

Presenter
Presentation Notes
Info deepens your for research that guides your continued strategy Networking  -- WHY do we network??You get to know people at target companies before they need internsYou can suggest idea of helping out at some point What you learn becomes new info for your research and informs your continued strategy The Plan - Work your way from internal to externalNetwork with peers (internal, “low risk” networking, active research) Network with alumni  + your other contactsNetwork beyond your networks as neededThe Execution – how to network How to find contacts Emails to ask for conversationsConversations Be thankful and follow upTrack your interactions Rinse and repeat 



Where to Source Your Contacts
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RESOURCES TO 
LEVERAGE

• Offer Directory
• Wharton Resume Book 
• Alumni Community 
• CareerPath
• LinkedIn 
• Undergrad Alumni
• Capital IQ (finance)

NETWORKS TO 
LEVERAGE

• Peers
─ Wharton
─ Penn
─ Other Top MBAs

• Alumni
• Personal networks
• Previous Employer 
• Cold contacts

Presenter
Presentation Notes
Now, once you have your list of target companies, you now have to dig deeper and create a list of potential networking contacts. ADVISORS ABOUT CONTACTS Varies by industry who you contact, example of level to target; PE post-MBA might be less motivated, but HC and IM or the right people to talk to Your contact list – people who work at the company now bAlso former employees And  people associated with the Co through consulting projects etc.  And there many places to look to discover those individuals with whom you should speak as you get into the networking process.  This slide shows a number of the possibilities you might use to find the people could be important in your enterprise recruiting process. 



How to find contacts

 Find 2nd years using the Wharton Offer Directory 

 Find classmates using Wharton Resume Books 

 Find alumni using LinkedIn

 Find alumni contact info using Wharton Community 

MBA Career Management

Presenter
Presentation Notes
Jenn will demo only if the room asks for this! JENN – CHANGE HYPERLINK FOR CP TO STUDENT LINK BEFORE PDF-ing for Website 

https://students.mbacareers.wharton.upenn.edu/networking/offer-directory-search/
http://apps.wharton.upenn.edu/authentication/?service=12Twenty&auth=pennkey
https://www.linkedin.com/feed/
https://quakernet.alumni.upenn.edu/


Finding All Wharton/Penn Alumni for Networking 

MBA Career Management

19

Presenter
Presentation Notes
LI = updated job   {}  Alumni DB = personal contact informationFree service, not “professional”Linkedin Searching Your Connection's ConnectionsYou can search for your connection's list of connections from the Search bar.To search for your connection's connections:Click into the  Search bar at the top of the LinkedIn homepage.Select People from the Search for dropdown.Click the Connections dropdown.Select 1st, 2nd, and 3rd+ boxes depending on the connections that you wish to view.Click Apply.View the list of your connections and their connections.Use any of the filters on the right rail to narrow down the results.Note: If your 1st degree connections choose to hide their connections, you’ll be able to view only the mutual connections.



Emails to set up networking conversation 

 Fewer than 150 words

 Focus on your professional goals (not the immediacy of needing a job)

 Connection goes first (if none, lead with most relevant credentials) 

 Be credible and clear about the ask 

 Offer specific availability (with flexibility) 

 Append LinkedIn profile to signature 

 Time of day matters (i.e., early in the week for most industries; PE/VC 
later in the week)

MBA Career Management

Presenter
Presentation Notes
JENN  Now that you have contacts, want to start reaching out to them to set up “informational meeting” – purpose to learn more about industry / organization and ideally build advocates for yourself within org of interest.  Some industries (PE / HF) informational interviews less common – some may meet with you (particularly super warm contacts), tend to be “all business” / transactional in nature Many student will share their outreach emails with me… I notice they read too much like cover letters Fewer than 150 words: Inbox is a “to do” list; email must be short in order for it to get read  - scroll test – “Every time I decide to open an email, it means I’m deciding not to do work” No mention of jobs: 1) unnecessary 2) intimidating1) Implied you are looking for a job – no-one does informationals for fun.   2) If you ask for endorsement before giving chance to know you, could be intimidating – as result, they might not respond at all. Or, worse… “Sorry, don’t know about current openings – good luck!” 3) **Exception ** if you are applying or noticed a specific posting of interest – in this situation, you can mention it, but you still want to keep ask general enough so that you don’t get the.. sorry, I don’t work in that department response.  Something like “may we set up a phone call to discuss your experience at eBay? Your insights would be appreciated, as I’m now applying for an open marketing position.”  Connection goes first – Maximizes changes that email will get read – gives them a reason to care quickly.  If it’s a cold contact – lead with most relevant credentials. Be credible and detailed in your ask –Be clear about what you are asking for and demonstrate credibility on topic / show you’ve done homework.        Provide specific availability 



Writing Attention-Getting Subject Lines 
Make your subject line matter (know your audience)

Startups

Weak: Wharton MBA reaching out

Stronger A: Quick chat? Data analytics junkie from Wharton 

Stronger B: Really impressed w/ what you're building - a few thoughts

Retail 

Weak: Time to chat? 

Stronger: Seeking retail advice - fellow Wharton grad

Private Equity 

Weak: Wharton student interested in private equity/venture capital

Stronger: Congrats on recent investment in [ ]

MBA Career Management

Presenter
Presentation Notes
In most cases with informational interviews, do not advise attaching a resume to email– good tip is including updated LinkedIn profile in signaturePE , advise that they attach a pdf of their resume. With the theme of being efficient in your ask/demonstrating value-add, it can help complete picture. They know what you’re after and more info tends to be more helpful to them than less.  IM – might consider including a stock pick idea you are working on, especially for career switchers  as a way to be taken more seriously Startup – feedback on the product / user experience PE example -- Making the subject about a topic of relevance to the person you’re targeting is helpful, particularly if you have a similar background in the subjectSubject line – know your industry and audience: level of formality, tone, mention of MBA or not, etc.Time of day – Sunday nights are best, people will read Monday mornings   Commit to follow up! 



Sample email (Wharton contact) – Tech / Startups   

Hi XXX,

I'm a Wharton MBA studying in SF and saw on our alumni directory that you’re 
pursuing an EMBA at Wharton West as well.

I noticed you work at ___ and I’m interested in your advice as I’ve spent the 
last year studying the online lending sector (and spent my summer in Mexico 
learning how this model could be applied to that market).  I’d be curious to 
hear your thoughts on key players in the US and learn more about your role 
and experience at ___.  

I know that with work and the EMBA, you have little spare time, but hoping you 
might have 15-20 minutes to chat this Thursday 9/26? I'm also available all day 
on Mon 9/30 and Wed 10/2. 

Thanks in advance. I look forward to meeting and will follow up next week if 
these times don’t work. 

No mention of jobs
<150 words 

Connection 
first! 

Credible/ 
clear ask

Offer specific 
availability with 
flexibility

Maintain 
control of 
follow up

MBA Career Management
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Presentation Notes
Talk through this oneMaintain control of follow-up – Close email by saying you will follow up if you don’t hear back.  MBAs think this is presumptuous, but 3 reasons this works in your favor. 1- Keep foot in door in case they don’t respond immediately. 2 – Demonstrate commitment to making connection happen – differentiates you from everyone else who emails once and gives up.  Many alumni tell us they only respond on second try – demonstrate resilience and organization.  3 – Creates sense of urgency.  



Professional 
credentials & 
overall goal

Identify 
relevant/credible 
potential value-
add

Sample email (no connection) – Private Equity  

Dear Mr/Ms XXX:

I am a Wharton MBA student graduating this May. Prior to Wharton, I spent 
four years at McKinsey with a focus on industrials and consumer products. I 
am targeting opportunities in middle-market private equity with a similar sector 
focus.

During my time at McKinsey, [I advised a competitor to your portfolio company 
X on their restructuring, providing commercial insights to successfully navigate 
through a $150m debt refinancing]. I would be curious to share perspectives 
on the sector.

I am in [ ] from [ ]-[ ] and would love to take you to coffee on the [ ]. If there is a 
time that works well for you that day, please let me know. Thank you for your 
consideration. 

<[150] words 

Offer specific 
availability with 
flexibility. 
In-person 
is ideal.  

MBA Career Management

Presenter
Presentation Notes
TODD / PE Sample email to PE fund – industry tends to be more transactional  / all business – see how tone is a bit different here In this situation, lead with most relevant credentials and overall goal since no warm connection  (PE that’s Wharton MBA and McKinsey) (EdTech startup, probably wouldn’t lead with MBA – instead, genuine passion for business / spent time working in charter school pre wharton) Also a bit more direct in saying targeting opportunities in PE (again, must know your audience – PE tends to be an industry that wants the answer)   Also offer up a specific and credible potential value add from the get-go  



Pacing of networking emails 

Send email to 
contact 1

Send email to 
Contact 2  

Sun Monday Tuesday Wednesday Thursday Friday Sat

November

Allow 3 business 
days for reply, then 
go to next contact 

Follow up 7 business 
days later if no reply

Source: The 2 Hour Job Search, Steve Dalton 

7-day follow up

Contact 1 

1 2 3 4 5 6 7

8 9 10 11 12 13 14

7-day follow up 

Contact 2

15 16 17 18 19 20 21

MBA Career Management

Presenter
Presentation Notes
Question we get a lot is how frequently to follow up to email   -- from 2 hour job search Recommend using email software calendar – Google Calendar– have calendar send you pop-up notices and reminders Your target list and contact map is purely a strategy document, not tracking document.  Can include notes once meetings occur, but let calendar do the work for you.   Set alerts for 3 business days and 7 business days At 3 business days, if first contact doesn’t respond, you will reach out to a second At 7 business days, you will follow up with first contact This prevents the horror stories you hear of students emailing 10 people at same company on same day – smaller organizations, people often sit next to each other – this doesn’t look good!  Do this in Parallel with 5 A Companies > assuming you get about a 30-40% hit rate, you’ll end up with at least a handful of informational meetings.  = = = = = = = = = = = = = = = = = = No need to mention that you already reached out to someone else – you are being polite by giving people time to respond and moving on – polite, but persistent INDUSTRY SPECIFICS: PE/VC: initial email, follow-up 2 weeks later, wait 1 week wait then call the assistant to set up callTech/Media/Startup/VC: re-tweet, follow on social media; Startup note: informational calls can sometimes escalate to be evaluative quickly IM/Retail : Be sensitive to seasonal timelines 



Sample follow-up email – Informational Request 

Hi XXX,

I am writing to follow-up on my email inquiry of last week. I’m still very interested in 
speaking with you about your work at PetPalooza. I would love to connect via a quick 15-
minute call at your convenience.

Thank you in advance for your time,

My Name

- - - - - - - - - - - - - - - - - - - - -
From: Name, My
Sent: Monday, October 2, 2017  9:15 am
To: Your Name 
Subject: Re: Wharton 1st year avid user/member of PetPalooza

Hi XXX,

I'm a Wharton MBA studying in SF and saw on our alumni directory that you’re a Product 
Manager at PetPalooza. I’ve been following the company since it’s launch in 2015 and have been 
an avid user for my lab, Bucky, since you launched . . . .

Very Brief

Short intro 
with a 
forwarding 
of the 
original 

MBA Career Management

Presenter
Presentation Notes
Your follow up or 2nd outreach email is usually a reminder and quick message that you’re  hoping we might be able to connect.One student sent a more elaborate follow-up to a contact (WEMBA) asking advice about an independent study project�Politely followed up Humble in how he proposes ideas  WEMBA replied within 2 hours 



Preparation for Informational Meetings

MBA Career Management

COMPANY RESEARCH

• SWOT analysis 
• Headlines on 

employer website
• Check the news
• Google/LinkedIn 

background of 
networking contact 

YOUR STORY

• Tell me about yourself
• Why are you 

interested in / want to 
work in this industry? 

• Why are you 
interested in our 
organization? 

Presenter
Presentation Notes
SWOT – strengths, weaknesses, opportunities, and threatsDon’t want to over research – purpose of the informational is to find out more – shouldn’t spend more than 30 minutes on research Tell me about yourself – 2 minutes, focus on transitions…decisions “First I pursued hypothesis A, what I liked about that decision was B, what I wanted to change was C, leading me to pursue new hypothesis D”  - goal is to build rapport – this is your story, enjoy telling it!  Chose to start my career in strategy consulting out of college so I could apply my problem solving and creativity skills across a variety of projects and gain exposure to different industries… I loved working with clients and helping them meet needs, but missed having ability to implement the work.  Thus, came to business school to transition to a career in marketing, where I could still be creative and understand customer needs, but also have ability to make decisions and see work through.   



The Networking Conversation 

 Be mindful of the time

 Ask thoughtful, relevant questions 

 Be conversational (have a point of view) 

 Find ways to showcase your knowledge of the space (with humility) 

 Make it a content-rich interaction

 Close with gratitude and set expectation to continue conversation

MBA Career Management

Presenter
Presentation Notes
THIS IS WHERE YOUR RESEARCH PAYS OFFYou want to have a content-rich conversation, have a point of view. Find relevance, share your interest and enthusiasm.



Informational Meetings – Q&A by industry

Industry Sample Questions 
IM • If you weren’t working at X fund, what fund would you want to work at? (INSIGHTS) 

• What idea/company are you interested in right now, but don’t have time to 
research? (ASSIGNMENTS)

Tech • What is the process for adding new features to X product?  Who contributes to 
the product roadmap? (INSIGHTS) 

• Can you tell me more about the monetization model around X product? (INSIGHTS) 

Startups • Which 2-3 startups (new ideas) are you betting on? (TRENDS) 
• What questions are you asking right now that you don’t have time to answer? 

(ASSIGNMENTS) 

Social 
Impact 

• How did you get to where you are in your career? What advice do you have for 
me to be in a similar place in 5 years? (ADVICE)

Retail • How would you describe the [ ] customer? (INSIGHTS) 
• In what areas can the MBA skillset fit at [ ]? (INSIGHTS)

MBA Career Management

Trends Insights Advice Resources Assignments

Presenter
Presentation Notes
JENN ---  ask Advisors to comments during this slide Tech outlineProductCustomersCompany structure/cultureMonetization SI questions – getting an internship or ft role out of MBA could be difficult, so understanding someone’s path is very helpful and necessary. PE – more about value add – if you came in tomorrow, where would you start?Buy-side – its all business and more transactional 



Sample company research: LinkedIn

MBA Career Management

Presenter
Presentation Notes
Here is an example of how to tie is all together.Esther Cruz WG 13, LinkeIn said she was the best candidate that came through their process.  She said that it was her preparation.  She said they did not ask her a question that she could not answer.25 page research document on LinkedInCompany historySWOTDivisions and productsInfo interview notesAnswers to interview questions JENN – Share Mary Gamber Bridgespan story 



Track your Networking activities 

Track your outreach, conversations, and follow-up
Tools you can use: 

• Google sheets
• Excel
• Job Treks 

MBA Career Management

Last First Type Company City Title Email Notes

Smith Jen
Wharton 
Alum Google New York PMM jen@

6.19.17:  Talked on phone about Google 
Maps…

Zhang Phil UVA alum Zynga SF PM phil@ 8.30.17:  Had coffee chat and discussed…
Brown Jon Personal Hulu LA PM jb@ 9.29.17:  Met at Adam's wedding…

Park Min Other Apple/iTunes Cupertino
Sr. Finance 
Analyst park@ 10.1.17:  Talked on phone about…

Presenter
Presentation Notes
Track your networking efforts. Who you spoke with, when to follow-up, etc.    Find a tool that helps you stay organized. 



A note about your digital brand 

Before reaching out to alumni / company contacts, make sure your digital 
brand reflects what you want portrayed to future employers 

Key considerations: 

What pops when your name is googled?  
What does your LinkedIn profile portray about you? 
What are you writing about? 

MBA Career Management

Presenter
Presentation Notes
Also ask OTHER ADVISORS to comment on this An alum or contact may look you up right when their hear from you or certainly as soon as you have a meeting on the books. What will they find? FUNDS -- It’s absolutely vital for VCs and growth equity, a bit less so for buyout funds I still see many IM/HF professionals who do not manage their LinkedIn accounts actively and info is outdated, or they aren’t on at all.



Digital brand Case study 

MBA Career Management

Presenter
Presentation Notes
If you manage digital brand right – opportunities will come to you and not the other way around Big picture – Steve (WG16)  vet (US Navy) , interested in fintech LinkedIn – summary statement, send of his personal interest – climbing, something adventurous�Co-founded Wharton FinTech  Shift.org – Head of Product (NOW)   Expa – Operator-in-Residence _2016-2017    (product vision and strategy, branding, venture formation)    Spot.com – CEO Plan trips with friends and explore the world's best places.    Shift.org – Advisor (2016-present) Hire exceptional military veterans - https://www.shift.org/Dorm Room Fund -- Investment Partner (2015-2016) VetTechTrek -- Co Founder (2015-2016) Wharton FinTech --     Co Founder --  Wharton FinTech CLUB (2014-2016) --         Published a whitepate : Millennials and the Future of Finance, A Different Kind of TrustUS Navy - Nuclear Submarine Officer (2008-2014)     2012 - 2014: chief of staff / senior advisor to 3-star admiral of the Navy     2008 - 2012: nuclear submarine officer with operational experience in the Pacific and Arctic Oceans.



Timing and Next Steps 
Month Action
Oct. • Resume, Pitch, Research:  On-going news alerts and reading

Nov. • Company Hit List (n=~15)
• Contact Mapping
• Draft Template Email 
• Begin outreach (start with FYs & SYs b/f Alum)

Dec. • Apply for any relevant mature opportunities 
• Plan Networking Trips (use FRP, Spring Break)

Jan. • Networking Trip(s) – personal and/or treks 
• Applications begin/continue

Feb.
• Network
• Apply
• Interview
• Accept Offer 

Mar.

Apr.

May

June • Start Your Internship (email contacts to thank them & let them know!) 

MBA Career Management

Presenter
Presentation Notes
Story about being creative in other ways, Steve Weiner, using Twitter to follow a start up in NYC…led to a job.Let us know Attend Informational Meetings Workshop Schedule Mock Informational with Career Fellow Networking (FY, SY, Personal (not in company); Alum/Personal in the company) and ResearchResearch (blogs, databases-reports, summer surveysTrips to X location during FRP; what if Mature and enterprise?Look back to pts in presentationTime basedCOME IN FOR ADVISING  ---   YOU ARE NOT ALONE!



FAQs
• How many industries can I recruit in? 

• Can I do two internships? 

• What do I do if I don’t get a job? 

• Can I be successful in FT mature recruiting if I do 
enterprise search for summer? 

• How do I manage a mature offer and enterprise 
recruiting? 

• What happens if I renege?  

• As an international student, what should I be thinking 
about in an enterprise search? 
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What do I do if I don’t get a job? You will get a job.  It might not be your first choice or on your “A list” but this is why we suggest that you have a long target list. 99% of students get internships and those that don’t chose not to for personal reasonsCan I be successful in mature FT recruiting if I do enterprise search for summer? (SAM)The skills that you gain prepare you for networking in mature Understand the industry and company dynamics.  For example in IB, you must intern to go FT.  At Apple Retail you must intern to go FT, but at Apple corporate you can go get a FT offer without interning there.How do I manage a mature offer and enterprise recruiting? (JENN)Our policy is that you have 3 weeks for internship and 4 week for FT.You can try to negotiate for more time, but you need to have a solid reason and dateSometimes you need to make a hard decision.  Use your judgment on how much networking is involved, the gap between your past experience and what you hope to do, and if you feel like you are getting traction.How many industries can I recruit in? (SAM) This is the hardest question to answer because it depends many variables, let us give you some examples.How many versions of yourself are you comfortable creating?  Consulting version. Startup FinTech version.  Healtcare version.  Some students find it difficult to develop a meaningful pitch.  In addition, some students become disoriented and unfocused. Some industries pair well together and others do not.  For example, Tech and Consulting pair well.  Other students focus functionally, doing a marketing search in big tech, retail, and startups is possible.Speak with an advisor to craft a personal planCan I do two internships? (JENN) There are different scenariosPrimary (10-12 week) and a secondary which is usually a friend/warm connection doing a favor for you because you cannot doing value-add work (4 weeks)It is very challenging to do 2 8-week internships if you want ft offers.  Let us share some cautionary tales…What happens if I renege? (SAM)  We take it seriously there are fines and penalties (maximum of $20K and no access to recruiting resources for several years as a student and alumni)Company relationships have been damaged (eg., MSFT)What if we let companies freely rescind on you because they found a better candidate As an international student, what should I be thinking about in an enterprise search?  (SAM)Assess you comfort and skills for networking in the US. The enterprise job search heavily uses networking and you want you skills to be well-developedDevelop diverse plans for managing your need for work authorizationPlay to your strengths in order to overcome switching geography, industry and function 



Questions?



Appendix 
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Trends

Advice

Resources

Assignments

Insights

• What trends are most impacting your business right now?                           
• How has your business changed since you started? 

• What surprises you most about your job?                                                   
• What’s been your most valuable experience at your employer so far?

• What can I do right now to best prepare for a career in X industry?                                                          
• If you were me, what would you be doing to maximize my chances of 

breaking into X industry? 

• What resources should I be sure to look into next? 
• What next steps would you recommend for someone in my 

situation?  

• Which projects are most common/important in your work?  
• Which have added the most value?  
• Have you had interns in the past? If so, what sort of projects have they 

done?  
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Top Resources for Creating A Company Target List
Wharton Resources

CareerPath (Jobs: active, archived; Resource Library) 

Offer Directory 

Wharton/Penn Alumni Directory 

Wharton career treks and industry conferences

Industry chats

Industry Research Pages

Reciprocity (visit other peer schools and view their jobs/databases) 

Industry-specific sites – visit our Industry Research Pages for details 
(e.g., Crunchbase, Capital IQ, GIIN, Greyhouse Guide, Pitchbook, CBInsights, Eurekahedge)

LinkedIn

Bizjournals.com (by city)

Reading news and trends
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Industry specific lists are on the industry pagesOnce you’ve spent time doing your self-assessment, thinking about where you want to target your job search and begun preliminary research - the next step is to really start to develop that list of target companies or organizations which you want to learn more about and/or ultimately pursue for employment.Building a company “target list” or “hit list” where you start and once you have this list it’s really a living document.  Companies will get added and others will get dropped, but this becomes your beacon – in a way – and a tool to guide your continued research. Let me explain why committing lots of time to industry and company research is so important: We continue to get feedback from employers that students who do quality in-depth research are always the most impressive candidatesAnd research will become the basis for your pitch to the company – why you are motivated for work for the company, why you are a good fitResearch will help you differentiate yourself from people who are only applying for the brandAnd – of course, your research will eventually help you craft quality cover letters, targeted resumes, and give you confidence in networking 

https://students.mbacareers.wharton.upenn.edu/research/social-impact/


How to find 2Y and Recent Alumni for Networking 
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Explain how AYs work (2013-14 = WG15)Offers and summer surveys for more company intel



Steps to Search Wharton Resume Books

1. CareerPath

2. Resume Book

3. Select a Resume Book Name (e.g., Class of 2018)

4. Click “Resumes” tab

5. Search by “Filters” (e.g., most recent industry) OR

6. Click Applicant to select all resumes

7. Click “Actions”

8. Select “Download All Resumes to PDF”

9. Search PDF bundle by key words (e.g., “Disney”)
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How to find Classmates for Networking (Resume books) 
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Industry-specific follow up Instructions 

PE/VC: initial email, follow-up 2 weeks later, wait 1 week wait then call 
the assistant to set up call

Tech/Media/Startup/VC: re-tweet, follow on social media; Startup 
note: informational calls can sometimes escalate to be evaluative 
quickly 

IM/Retail : Be sensitive to seasonal timelines 
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