
Your Personal Networking Report

Dear Sample Person,

This personalized report will examine your relationships in My academic cohort.

We’ll examine how your social relationships may support you. In particular, we will focus on the network
of who you go to for help or advice at work. We will compare attributes of your network to the networks of
other respondents, including groups of respondents who share the following characteristics with you:
Academic         Sample Class          Men

None of the individual-level information in this report will be shared with anyone else - This report is
intended to help you reflect on your relationships, and to identify new opportunities to connect with others.
If you have any questions or comments about the report, feel free to reach out to me.

Thanks,

Noshir Contractor

Northwestern University

nosh@northwestern.edu

Decades of research conducted around the world has shown that employees accomplish their goals at work
because of what they know and because of who they know.The professional relationships we build with our
colleagues have important implications for how well we can accomplish our tasks as individuals, teams, and
the organization as a whole.

This personalized confidential report provides you with insights and scores about your ability to accomplish
your tasks compared to other respondents. The scores reported here are meant to be helpful in reflecting on
your network, but they should not be interpreted as being definitive. This is because there might have been
variations in how you and others understood and responded to the questionnaire. As you read this report,
please consider your scores in light of your personal and professional context - your age, gender, level in the
organization, tenure in the company, and the nature of your job responsibilities.

This report is based on a scientific framework we previously published in Harvard Business Review. For
more information about the types of measures presented here, you can read about the work at:
https://hbr.org/2018/11/better-people-analytics

Images and text adapted from:

Leonardi, P., & Contractor, N. (2018). Better People Analytics. Harvard Business Review, 96(6),70-81
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Your network based abilities, as compared to other respondents
In this section, we will provide you information about how your network is helping you accomplish six tasks:

Your ability:

(i) to come up with new ideas

(ii) to influence others about your ideas,

(iii) to gather information from your co-workers,

(iv) to spread information among your co-workers,

(v) to mobilize your co-workers to implement tasks and projects efficiently,

(vi) to be a bridge connecting people together to work effectively.

The six signatures above will be based on your responses to the question: “Who do you go to for help
or advice?”

We will show how your scores (based on attributes of your network) compare to the average scores of others
describing a similar context (e.g., full time job), and the overage scores of others in general.

Advice Seeking in your network:

You

Jen

Beth

Amy

Deb

Ed
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Trust Relationships in your network:

You

Jen

Beth

Amy

Deb

Ed
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Friendship Relationships in your network:

You

Jen

Beth

Amy

Deb

Ed
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Your network-based ability to come up with good ideas

Your ability to come up with good ideas is certainly based on your educational background, experience,
personality, and native intelligence. While these contribute, research has shown that your ability to come
up with good ideas also depends on the pattern of your network connections. Put simply, if you talk with
people who don’t talk to each other you are uniquely positioned to combine and build upon their ideas.

Here is how your network connections help you score on Ideation, relative to others:

00000 100100100100100

YouYouYouYouYou

Everyone 49.9Men 50.9Sample Class 44.5Academic 53You 46.2

46.246.246.246.246.2

Your score on Ideation:

What does it mean for you? A high score indicates that you are well-positioned to be an idea generator
in your context because of the novel information you are likely to access. Leverage your ties with other
people to generate creative ideas.

How do you improve? If you would like to improve how your network helps you come up with new ideas,
you must reach out to people who are not directly connected to your other contacts. Reach out to co-workers
by participating in inter-team gatherings and social events. When brainstorming new ideas, communicate
with members who are from diverse areas of the organization to generate creative ideas and new perspectives.
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Your network-based ability to Influence

Developing a good idea is no guarantee that people will buy into it. People need to be influenced that it is a
good idea. Research shows that employees are not only influenced positively or negatively by the company’s
formal leadership. Rather, they are often influenced informally by their coworkers.

Here is how you score on Influence, relative to others:

00000 100100100100100

YouYouYouYouYou

Everyone 47.5Men 48.8Sample Class 52.6Academic 52.8You 78.5

78.578.578.578.578.5

Your score on Influence:

Congratulations, you scored in the top 5% of people at Influence.

What does it mean for you? A high score suggests that you are likely to be influential and to be able to
change others’ behaviors. What you say could have a big impact on others so be mindful about your words
and actions. A high score also indicates that you are able to spread your ideas further in the organization,
because your connections are likely to be well-connected.

How do you improve? To improve your influence score, attend company-wide gatherings to meet indi-
viduals from distinct teams. You must also reach out and connect with co-workers who you perceive to be
influential. These can be either formal team leaders or informal team leaders who are well connected and
have the ability to influence other co-workers.
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Your network-based ability to gather information efficiently (take the pulse)

An old adage states that “knowledge is power.” In an organization, some people, by virtue of their informal
network, may have access to more information than others. We can refer to these peoples as Pulse-Takers.

Here is how you score on Pulse-Taking, relative to others:

00000 100100100100100

YouYouYouYouYou

Everyone 48.3Men 53.7Sample Class 54.7Academic 51.1You 89.2

89.289.289.289.289.2

Your score on Pulse−Taking:

Congratulations, you scored in the top 10% of people at Pulse−Taking.

What does it mean for you? A high pulse-taking score indicates that you are in a powerful position where
you can assess the overall opinions of the organization and you have a sense of the information, attitudes
and sentiments about others in the organization. You can use this information to have a better sense about
how others feel about organizational changes and make informed decisions.

How do you improve? To improve your pulse-taking score, spend time connecting with your co-workers
who you are not connected with through attending common formal and informal social events. You should
also participate in informal water cooler discussions to understand what different team members are feeling
during times of change.
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Your network-based ability to be a Disseminator

One ability that can be an asset to employees is the ability to share a new idea efficiently among all your
coworkers. Certain individuals, based on their network, are better positioned to disseminate ideas rapidly
among their coworkers.

Here is how you score as a Disseminator, relative to others:

00000 100100100100100

YouYouYouYouYou

Everyone 49.2Men 61.5Sample Class 53.5Academic 51.8You 89.2

89.289.289.289.289.2

Your score on Dissemination:

Congratulations, you scored in the top 15% of people at Dissemination.

What does it mean for you? A high disseminator score indicates that you are likely to affect the opinions
of others in the organization. This suggests that if you have something to say, your co-workers will likely
find out about it directly from you or indirectly from your connections, or your connection’s connections.
Be mindful about what you are discussing with others, as both positive and negative information could be
spread easily.

How do you improve? To improve your dissemination score, interact more with individuals you are not
connected with by attending more company-wide networking events. You should establish your credibility
through these increased interactions such that people will begin to trust your opinion.
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Your network-based ability to Mobilize

While it is important to come up with new ideas, and to influence others about these ideas, it is also important
to then mobilize people to implement these ideas. Some people hold a position in the network where they
can efficiently coordinate mobilizing their coworkers These people are mobilizers.

Here is how you score as a Mobilizer, relative to others:

00000 100100100100100

YouYouYouYouYou

Everyone 46.1Men 52.2Sample Class 54.4Academic 39.4You 70.8

70.870.870.870.870.8

Your score on Mobilization:

Congratulations, you scored in the top 25% of people at Mobilization.

What does it mean for you? A high mobilization score indicates that you are well positioned to help
coordinate and promote collective action. This suggests that you have many connections that are well
connected to each other, and you can use this to execute new ideas and tasks. When attempting to inspire
collective action, keep in mind which of your connections are connected to each other in order to best use
your network.

How do you improve? To improve your mobilization score, introduce your connections to each other in
a formal or an informal setting. You could also connect with individuals who are more likely to know and
like each other by attending the events that they attend to.
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Your network-based ability to be a Bridge

Sometimes, information does not flow well in organizations because groups of coworkers live in silos. In
such cases the organization relies on bridges who will help move information efficiently from one part of the
organization to the other. Your “bridge” score measures the extent to which you are uniquely positioned to
relay information between parts of the organization that are not connected.

Here is how you score as a Bridge, relative to others:

00000 100100100100100

YouYouYouYouYou

Everyone 46.7Men 46.9Sample Class 45.5Academic 56.3You 89.2

89.289.289.289.289.2

Your score on Bridging:

Congratulations, you scored in the top 15% of people at Bridging.

What does it mean for you? A high bridge score indicates that you are integral to connecting different
parts of the company. This could indicate that your co-workers rely on you to route or pass on information.
Use your position as a bridge to communicate important information swiftly and accurately.

How do you improve? Before establishing a goal to become a “bridge,” first think about if you really
want to hold such a critical position in the company. If you believe your skills make you uniquely qualified
to be a bridge, then make sure you connect with distinct groups of coworkers who are connected within their
groups but not with other groups. You could do this by looking for teams that appear to be siloed during
company social events and approach these teams to develop a relationship.
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Diversity in your network
To be effective, it is helpful to have access to the thoughts and feedback of others from a variety of different
backgrounds and perspectives. Yet, in practice, people tend naturally towards forming connections on the
basis of homophily - people who share attributes in common with themselves.

Below, we will summarize how the diversity of your network connections - on the basis of gender, race, and
age - compares to the diversity of other questionnaire respondents. We examine whether you go to people
different for you as a source of help or advice.

00000 100100100100100

YouYouYouYouYou

Everyone 40.5Men 61Sample Class 47.7Academic 33You 84.6

84.684.684.684.684.6

Your connections' score on Gender Diversity:

Congratulations, you scored in the top 5% of people at Gender Diversity.

00000 100100100100100

YouYouYouYouYou

Everyone 34.2Men 51.5Sample Class 42.1Academic 26.9You 61.5

61.561.561.561.561.5

Your connections' score on Race Diversity:

00000 100100100100100

YouYouYouYouYou

Everyone 45.7Men 52Sample Class 33.3Academic 25.7You 29.7

29.729.729.729.729.7

Your connections' score on Age Diversity:

00000 100100100100100

YouYouYouYouYou

Everyone 43.3Men 47.8Sample Class 36.7Academic 37.4You 29.2

29.229.229.229.229.2

Your connections' score on Hierarchical Diversity:
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Social Resources Table: How you Rely upon Others
It’s important to leverage your network, but you don’t want to become overly reliant on any one person. In
this section, we will review some of your specific relationships with others, and the benefits that they provide
you. Below we list five social resources your connections may provide you:

Social Resources your coworkers may provide:

Trust: Being someone you can confide in and go to about work-related issues.

Advice: Being someone you can seek out for advice.

Friendship: Being someone you view as a friend.

Energy: Being someone who energizes you and helps you thrive in the workplace.

Purpose: Being someone who provides you with a sense of purpose in your work.

The table below describes which of you connections provide you with each of these resources. For each
resource, the number “1” indicates that the coworker named in that row provides you the resources listed in
that column, i.e.,“1” means that you receive the resource from that connection.Otherwise, a dash indicates
that the connection does not provide you with that benefit.

The bottom row, named “Resource Availability”, contains a score for each network resource, which
measures the extent to which the resources is available from your connections. A high score (near 100)
indicates that you receive the resource from many others in your network, while a low score (near 0) indicates
you receive that benefit from only a few individuals. Having each of these network resources available is
critical for you to thrive and perform effectively.

It is important to consider how reliant we are upon specific people. The far right column, labeled “Personal
Reliance” measures how reliant you are on the individuals in each it. It captures how difficult it would be,
if you lost the ability to rely on this person, to find substitutes for the network resources they are providing
you. Higher scores indicate that you would have more difficulty if that person was not available. A high
score (near 100) corresponds to a someone in your network who provides you benefits that others do not.
This makes that person irreplaceable. A low score (near 0) means a person does not provide non-replaceable
benefits at all.

Trust Advice Friendship Energy Purpose Personal Reliance
Jen 1 1 1 1 0 60
Beth 1 1 1 0 1 60
Amy 0 1 0 0 0 8
Deb 0 1 0 0 0 8
Ed 0 0 0 0 0 0
Resource Availability 40 80 40 20 20

If you notice that you heavily rely on a particular benefit on one or just a few of your connections you
may want to consider expanding your network of connections, so that you are not asking too much from
one person. Alternatively you may also want to make sure you make a special effort to strengthen your
relationship with that connection, perhaps by offering them something they value.

This concludes your personalized report.

We hope you found this information useful. We wish you the best with leveraging your network effectively
in the future.
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