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When the Client is You:  
Applying Best Communication Practices to Your Job Search
Presenter:  Janet Reswick Long, President, Integrity Search, Inc.

Tuesday, 28 June   2:45 – 4:00 p.m.

Imagine, for a moment, the equivalent of 75 minutes of “career yoga” -- no power point, no pep talks, just an undistracted opportunity to take a breath, step back and examine your approach to job hunting, whether you are currently looking or thinking about the future.
Through a combination of discussion and live problem solving, we will open up avenues to view your job search through an entirely different lens.  The mission is simple: that you come away committed to giving yourself the level of focused service – and respect – that you typically reserve for your managers and clients.
Bring your toughest questions, your hardest obstacles, and an open mind. To fuel your thinking, take a few moments to read through the following pages. Here’s to your happiest client yet!
Janet Long

President

Integrity Search, Inc.

17 Veterans Square

Media, PA 19063

www.integritysearchinc.com 

Phone: 610-543-8590
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Is Your Job Search Pro-active or Reactive?

If your search is reactive…..

--You are probably feeling frustrated because you are replying to job postings and rarely, if ever, hear back from anyone.
--You have sent your resume to several recruiters and may wonder why none of them has found you a job yet.

--You have sent out a “broadcast” mailing to several hundred prospective employers as well as recruiters and are still frustrated by a small response.

--You have a standard cover letter and related marketing materials to cover most advertised positions that catch your attention.

--While you have succeeded in securing some telephone or in-person interviews, most of them don’t proceed to the next stage and you wonder why.

If your search is pro-active…

--You pay minimal attention to advertised job postings, replying to a few that interest you primarily as a way to hedge your bets.

--You recognize that recruiters are in business to fill specific openings on behalf of their hiring clients, not to market you or find you a position as an individual.

--You have dedicated considerable time and research toward building a targeted list of organizations where you would truly like to work.

--You have a job-seeker’s arsenal of diverse marketing materials, including case studies, testimonials and other documents that you can modify with relative ease.

--You ask the “tough questions” when interviews don’t go your way, so that you can use the feedback to your advantage in the future.

Why is it that…..

…When you start a new project for an external or internal client, you begin by asking about the objectives BUT when you start a job search you jump headfirst into the tactics?

…If you were asked to provide project results for a client you could document every last detail BUT when it comes to your job search you are kind of fuzzy on what you have actually done?

…You take pains to help your clients conduct meaningful research to better understand 

their audiences BUT you don’t invest in this critical step when job hunting?

…Your clients admire the way you consistently think out of the box and pursue creative angles to achieve results BUT you suddenly forget these abilities when it comes to your own job search?

…You work under awe-inspiring deadlines to meet the needs of your clients BUT don’t have any particular timetable for your own job search…until it is too late and you are under the gun to make a move, any move?

What if instead you took your own best advice and…
…Created a project management template for your job search, complete with dates, specific initiatives and assigned accountabilities?

…Started your job search with a no-holds-barred communication audit that gave you real insight into your competitive advantages and disadvantages?

…Treated yourself to the equivalent of speaker or media training, especially if you have been out of the job-search market for several years?

…Developed a crisis plan so you knew how you would stay afloat during an unexpected job search?

Ready to be Your Own Best Client? Take the Quiz.
Rate yourself on these ten statements between 1 and 4 as follows:
 4  for “Check – done.”

 3  for “I’m on it – work in progress.”

 2  for “On my radar but can’t seem to get started.”

 1  for “Never thought about it.”
1)      Off the top of my head, I can name at least 10 organizations, of any size and in any sector, that would be my dream employers.
2)      I have conducted some type of communication audit to seek feedback from diverse sources in areas ranging from my presentation style to the quality and relevance of my marketing materials. 
3)      If my position was eliminated tomorrow, I have a game plan that I could set in motion immediately.
4)      I have targeted specific organizations in my job search, regardless of whether they are advertising open positions, and focused my efforts on meeting appropriate individuals within those organizations. 

5)      When a recruiter calls me about a job, I resist the temptation to go into automatic selling mode, and focus on learning enough to assess whether the role is right for me. 
6)      In addition to a resume and professional biography, I have developed additional materials (for instance, case studies) that allow me to amplify on my accomplishments. 
7)      I make it a point to socialize with people who are not in my everyday work circles.
8)     When I interview with organizations, I ask the questions that will really tell me if I want to work there, not just “showboat” questions to show how much I know. 

9)      I have a developed a system – high-tech or low-tech – that enables me to track my job search activity in a way that I can observe patterns and draw conclusions about what is working and what isn’t.  
10)  Over time, I have learned to tell the difference between due diligence and perfectionism.
Scoring:

35-40      You are well ahead of most.  This session will help you make your plan that much stronger and set the stage for you to mentor others.
28-34      You are on the right track and just need that extra push to complete a few key items.
20-27      You have started to identify some key issues but need some guidance to translate them into action.
0-19        You’ve just been too busy to think about your future outside of your current or most recent position.  Time to be a bit more “selfish.”
There are no failing grades here. However you scored, there is always room to grow.  The wonderful thing about self-empowerment is that it is a moving target.     
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