Resources And Relationships:  Social Networks And Mobility In The Workplace

· The structure and content of individuals’ networks in the workplace affects interorganizational mobility

· A well defined role (clear and consistent expectations) within an organization may be as important as knowing who to talk to about for information and help

· The network structure conducive to maximizing access to information, resources, etc. is not the structure most conducive to a clear social identity within an organization and vice versa

· The network structure most conducive to organizational advancement depends on the content of the social tie involved e.g. task advice, strategic information, buy-in, social support, and mentorship

· The more weak ties an individual has, the more valuable the network as an overall source of information, it links a number of different cliques

· Larger and less redundant networks should aid career advancement 

· The greater the uncertainty about the ultimate authority, the easier it is for a subordinate to play differing preferences off one another and establish his/her own agenda as a solution to the confusion

· To maximize information and control, one should maximize the size and nonredundancy of his/her network

· Informal social relationships forge a sense of personal belonging while creating and sustaining a clear framework within which an individual can determine which actions are in their interest

· A clear cohesive network can be easier to operate in than diverse sparse network in which there are differing preferences and loyalties to cater to 

· Often a dense redundant network is necessary to internalize a clear and consistent set of expectations and values and developing trust and support from others so one can gain access to crucial resources

· Boundary spanning (trying to satisfy both types of networks) can lead to some feeling that their needs and certain commitments are not being performed to expectation

· A buy-in network (network with superiors responsible for defining goals) that is sparse and unconnected can cause confusion and give a person varying expectations and may adversely affect one’s job performance

· Some people inherit networks by way of their organizational position

· Formal positions are especially likely to define information flows and task information

· A formal tie is less likely to be important and long lasting as compared to an informal tie, especially if a position move is made

· A mentor not in the buy-in network represents yet another set of expectations that one must manage that are separate than defined expectations that may affect job performance

· A study was done to try and model the probability of an employee of a certain high tech firm to get a grade shift (promotion) during a certain time period

·  Independent variables included the different network ties of an individual: task advice network (size, density, and duration of ties); strategic information network (size, density, and duration of ties); buy-in network (size, density); mentor networks (limited to two mentors)

· Control variables included race, gender, and age

· Results: size of the strategic information network had a positive and significant effect on chances of promotion, number of indirect ties had a negative effect, average duration had a positive effect; task advice networks have an unclear effect on promotion chances, but task advice networks formed after recent promotion have a positive effect on chances for next promotion but the number of ties formed before promotion have a negative effect on chances, in other words, one’s network often becomes obsolete soon after a promotion and needs to be updated

· The number of direct ties in a buy-in network has a negative effect while the number of indirect ties has a positive effect

· A mentor that is included in a buy-in network increases the chance of upward mobility

· Being close to those with fate control over you (buy-in network) is critical to upward mobility (very profound)

· Having a mentor who is outside of the buy-in network can have a negative effect on promotion chances

· One should want a buy-in network that is dense so as to avoid conflicting goals and expectations while the other networks benefit one in terms of information and task advice if they are sparse and widespread

