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A. Finding Mentorship/Job Opportunities in Research
· NIH Reporter
· Google Scholar and CVs
· As a senior, setting your future should be a second, full-time job

· If these tips seem trivial, you do not understand

· This information should supplement advising, graduate program books, career advise books
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B. Qualities to Look for in a Mentor/Institution
· Overlapping circles

· Research funding = resources, pay, freedom from additional responsibilities, travel, equipment, connections
· Departments with T and K grants, and universities with CTSIs may have the best mentorship and resources
· Funding and publication record indicates productivity

· Assistant Professors: Need for productivity, but potential to focus on self-interest
· Associate/Full Professors: More connections, more wisdom, more focus on mentorship, lower productivity expectations
· Challenge of finding someone who publishes a lot with their mentees
C. How to Write an Effective Email

RE: Clinical Psychology Ph.D. Program at Northwestern
Dear Dr. Smith,

I am a senior psychology major at Tulane University and hope to begin graduate study in clinical psychology in the fall 2014 semester. 

Are you currently accepting students with interests and experience in personality research?

Thanks for your help,

Jane Doe

Tulane University

RE: Research Assistant at WPIC?

Dear Dr. Smith,
As a senior psychology major at Tulane University with experience conducting research on neuroimaging in depression, I am seeking a two-year post-Baccalaureate research assistantship beginning after April.

Would you be willing to meet by phone to discuss potential research opportunities at WPIC?

My CV is attached, and I would be happy to supply any other information that would be helpful. Thank you,

Jane Doe

Tulane University
Attached: Doe_CV090413.pdf
Key Elements
· Do your homework. Make sure the answer to your question is not supplied on their web site

· Succinct. Professors may get 10-500 emails per day. If your message is long, it may be ignored, or “saved for later” and forgotten
· Formal

· Dear Dr. (not Hi Mr. or Hey Ms. – unless your goal is to be offensive)

· Avoid exclamation points, smiley faces, ellipses, and sending a message with “high importance” (typically code for low importance)
· RE:
· Stands for “Regarding:”

· Supplied by default upon reply, which may lead someone to think they’re interested in reading the email

· File Name Formats
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Last name, topic, date

· Visual Scanning

· Hit Rates

· Marketing research suggests that poorly implemented cold contacts will be successful about 5% of the time

· In my experience with cold emails, 10-20% are highly effective, and 30-60% may generate some response

· Timing

· Email well before deadlines (if present)
· When sending a formal application, include a postcard for the administrative assistant to send you back when your application is complete (70-90% effective)

· Between applying and hearing back from someone, do not email unless there is a concern that the application is mistakenly lost or incomplete, in which case contact an administrative assistant

· For grad school interviews, post-interview thank you emails are generally considered optional, and should be directed to an administrative assistant, host(s), or primary interviewer(s)
· For job interviews, a brief thank you email should be sent probably 1-2 days after the interview. If you interviewed with a lot of people, send it to an administrative assistant to forward along
E. Applied Persuasion

Foot-in-the-Door

· Implemented when someone’s default response to what you want is likely to be “No,” but they might reconsider
· Make a small request that is likely to get a “Yes”

· Build up to a larger request over time

· Can appear openly manipulative, and trigger reactivity, if the gap between the initial small request and the later large request is too great

· Very useful for cold contacts

· Example:

· You want a job or want to join someone’s lab. Begin by emailing simply for a meeting

Door-in-the-Face

· Implemented when someone’s default response to what you want is likely to be “Yes,” and you’re hoping to get just a little more
· Make a large initial request, just beyond what you believe they will agree to
· Be ready to list off smaller and smaller requests (or list them immediately after, if you will be unable to give a split-second response)

· Can appear foolish, immature, or entitled if the initial request is deemed too sizeable, or if used too frequently
· Examples

· Very useful for contract negotiations, or other situations where someone likes you and is invested in you
Communication Hierarchy

· Email, phone meeting, formal in-person, informal in-person (if power differentials are minimal)
· Cold contact, cold contact with name drop, direct referral
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Take it easy,

but take it
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No more half
measures, Walter 
