Get Back to
Work Faster
The Ultimate Job Seekers
Guide for Professionals

Jill Konrath
with Jeff Ogden

Get Back to Work Faster
Please share this Get Back to Work Faster guide with others
That's why we wrote it. If any of your friends, colleagues or family members are
currently looking for a job – or could be looking for a new job in the not-too-distant
future, please send them a copy of this ebook. Or, send them to
GetBacktoWorkFaster.com to download it themselves.

A few considerations & a request
You may not republish this guide or offer it as a promotion from your website unless
you check with us first. However, we encourage you to link to it anytime at:
www.getbacktoworkfaster.com. Your ezine or website readers will love you for it.
Because this is intended to be a free guide, you may never offer it for sale.
Also, Get Back to Work Faster may not be altered in any way or used as a part of a
paid presentation unless you check with us first and receive written permission.

CONTACT INFORMATION
Jill Konrath
Selling to Big Companies
jill@sellingtobigcompanies.com
651-429-1922

Jeff Ogden
jefflogden@gmail.com
www.jeffreyogden.com
516-456-8218
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Introduction
In the past few months, too many good people I know have lost their jobs. They didn't
do anything wrong. They were simply at the wrong place at the wrong time –
collateral damage in an economy that's in serious turmoil.
● Steve was a sporting goods sales rep, who specialized in hockey equipment. He
sold skates, pads, masks and sticks made by a top-of-the-line supplier. Recently, the
big giant in the industry bought the company he sold for – and then shut them
down to eliminate competition. His 25-year career was wiped out overnight.
● Elizabeth sold software for a growing firm in the demand generation business. She
was hired to generate new business in a part of the country where the company
had minimal market penetration. Landing big contracts takes time and she was
making progress. Apparently, not fast enough though. Her company decided to
refocus on growing its existing customer base rather than landing new clients. She
was let go.
● Eric worked for over 20 years with a global manufacturer. He excelled in sales,
moved into management, got involved in training & development, became a Six
Sigma black belt and ultimately a successful national sales manager. But that
wasn't enough to save him when they decided to close down his division, which
had been hit hard by the economy.
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This is hitting home too much for me to sit silently by, knowing that I have expertise that
can help these individuals and anyone else create the career they want.
But what does an internationally recognized sales strategist know about job hunting,
writing resumes, and everything that outplacement firms charge big bucks for?
The answer is NOTHING! And that's my value to you.

Fortune "must read" sales book.
Click to download 2 free chapters.

I've been unemployed for over 21 years. And, I even tell people today that I am
"functionally unemployable" meaning I'm not sure if I could ever work for anyone else
again. But I haven't been on Skid Row. Nor have I been destitute.

Instead, I've been creating opportunities for me to use my best skills and to get
paid well to do it.
During this time, I've been offered innumerable jobs – none of which existed before I
started working for my clients. In here, I'll share the strategies I've used to make this
happen.
For those of you who've read Selling to Big Companies, my book on how to crack into
corporate accounts, you'll discover totally NEW applications for everything you've
already learned. Perhaps you never made these connections before, but as you'll see
– they are there.
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If you haven't read my book yet, you might want to check it out. When you're looking
for a new career opportunity, you're selling yourself – pure and simple. Even if you hate
thinking about selling, it's time to get over it. Your inaccurate perception about it is
outdated and preventing you from showcasing your expertise in a professional
manner.
The best salespeople develop relationships with prospects before they're ready to
make a decision. In fact, they often help customers understand the business case for
making a change. When this happens, they get the order.
It's time to start thinking about selling as "creating opportunities" for you to do the work
you love, while making a valuable contribution and earning a good income.
In Get Back to Work Faster, you'll have a chance to meet Jeff Ogden – a job seeker
just like you. He had to transform his thinking too – and we'll be showing the before
and after versions of his job creation campaign.
The fresh perspectives in this book are guaranteed to shake you up. And that's a good
thing because the old way of landing a job is no longer viable. Are you willing to give
it a try?
Jill Konrath | Sales Strategist
Author, Selling to Big Companies
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SPONSORED BY

Ready for Fresh Career Advice?
● Learn new approaches from leading business and career experts
● Discover job creation strategies you can implement today
● Find out how to maximize your talents, network & connections
FREE LIVE ONLINE EVENTS – HELD MONTHLY ● ● ● ● ● ● ●

Keith Ferrazzi

Jill Konrath

Dan Schawbel

Jason Alba

Faith Ralston

Mark Hovind

Get Back to Work Faster

SUMMITS
PRESENTERS ● ● ● ● ● ● ●
●
●
●
●
●
●
●

Keith Ferrazzi, CEO of Ferrazzi Greenlight, author of Who's Got Your Back? and Never Eat Alone
Jill Konrath, author of Get Back to Work Faster and Selling to Big Companies
Dan Schawbel, author of Me 2.0: Build a Powerful Brand to Achieve Career Success
Jason Alba, CEO of JibberJobber, author of I'm On LinkedIn, Now What?
Faith Ralston, Talent Expert and author of Play Your Best Hand
Mark Hovind, CEO of JobBait, author of forthcoming Fierce Job Hunters
… and more coming soon!
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Using your job
creation strategies
makes me feel like
I'm in charge.

Chapter 1
Stop Playing the Old Game

I'm not relying on job
postings, websites or
newspapers.

Are you tired of competing with every Tonya, Dick and Terry for the limited supply of
job postings available in the market today? Do you dread the thought of being
passed over one more time by someone who was willing to take less money or had
less experience?

I find a company that
interests me and I
connect at the highest
level on my terms.

Traditional strategies to land a job are stacked against you. It's virtually impossible to
come out a winner when 452 other qualified people apply for the same position. And
making it to the final four is no consolation when someone else gets the offer.

Jeff Ogden

Finding a job anytime is a downright miserable process to go through. It's even worse
when the economy is in bad shape.
If you're like most job seekers I know, your days are filled with networking. You make
calls to strangers, begging for a slice of their time over a cup of coffee. You hope
against hope that they'll know about a job opening for which you're qualified, but
know how unlikely that is to happen.
You schlep your resume onto anyone who's willing to take a look. You post it on every
online job board – even the ones that look suspect.
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You update your LinkedIn profile (if you even have one) and try to connect with long
lost colleagues. You join online networking groups and make new connections. You start
going to industry events again, hoping you'll bump into someone who can help you.

Anything to get noticed. Hope against hope. Waiting for the phone to ring. Mostly
it's silent.
But when it does, the pressure is on! You need to stand out from the other candidates,
but you don't even know who the competition is. You hate to brag, but its imperative
to highlight your strong points.
Landing an interview is a real coup d’état! Your hopes start to rise again, but you don't
want to get too excited. You prep for the interview as best you can, but afterwards
find it difficult to assess your chances. After all, there were times that you thought
you'd aced it before, and then found out that you didn't even make the final cut.
So once again, you wait for the phone to ring. Did they like you enough? Did you
come across as confident without being cocky? Were your salary expectations in line
with what they were willing to pay? Will you be called back this time?
Enough already.
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Get off the roller
coaster and regain
control of your life.

Personally, I can't think of anything more depressing. Your success is virtually out of
your control. You're constantly waiting for others to determine your fate. And, just like
in a beauty pageant, there's only one winner.

Job hunting is a constant source of loss. You're always coming up short. Your future is
totally out of your control. It's enough to make you go crazy.

Take Control of Your Life Again
If you’ve had enough of this miserable scenario, perhaps you're ready to try a new
approach to help you get back to work faster. This proactive strategy puts you back in
the driver's seat – on the road to find a perfect position for someone with your skills and
talents.
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Companies create
new positions all
the time because
someone says,
"We need a person
to do this."

There are two ways we'll be applying these strategies in this book:
1. In pursuit of open positions
You'll continue to use all the traditional ways (e.g., job boards, networking) to
uncover available jobs but your follow-up will fundamentally change. Instead of
following the "prescribed process" of submitting your resume and waiting for them
to call you, you'll discover creative approaches you can use to keep in touch,
bolster your standing and raise yourself above other candidates.
2. In creating new opportunities
This one is harder to explain to most people because they're not used to thinking
creatively and proactively about getting a job. Here's a very important fact that
most out-of-work individuals totally overlook:

The jobs you're applying for today were once non-existent! They were created
because a need existed within the organization.
Think about it! Companies create jobs all the time because someone says, "We need
a person to do this." Usually they hire an insider. Sometimes, if they lack employees
who have the requisite knowledge or expertise, they look outside.
But here's the best part: Companies like to hire outsiders who bring them good ideas!
Often they'll hire these outsiders first on a project basis. Then, if they like the work this
outsider does, they'll frequently offer him or her a position.
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Companies need
proactive, creative
and committed
employees in order
to grow.
Be the person they're
looking for!

When you use a job creation strategy, you invert the job acquisition process. Here's
how it looks:
● After deciding which companies you'd like to work for, you thoroughly research
them to get a grasp of their current situation, their goals and challenges.
● You put on your thinking cap and ask yourself, "What kinds of issues might they be
facing that someone with my skills and background could help them with?"
● You initiate contact with the targeted companies – as a “bringer of ideas” who can
help their organization with issues or challenges.
● You keep the conversation going by implementing a multi-touch campaign.
During this "campaign," you'll leverage thought leadership strategies to position
yourself as the smart, savvy professional that you truly are.
Instead of waiting till a company has an opening, you put yourself in a position so that
you’re "top of mind" when one occurs or is created. Since you have no idea when this
might be, it's imperative that you start pursuing the job now – even if it isn't available.
There's no reason you can't start this process while you're still in your old job too. It may
take awhile, but if it's a good career move why wouldn't you do it?
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Don't limit yourself
to pursuing open
positions only.
Create opportunities
for employment.

In summary, here's your goal: Instead of trying to fill an existing box on an organization
chart, develop a new opportunity - one that has your name written all over it. Then
show the company why it's worth creating this job.
TARGETED COMPANY

Pat Jamison
FUTURE BOSS

Maria Lopez
EMPLOYEE

YOUR NAME
FUTURE OPPORTUNITY

Jonathan Clifton
EMPLOYEE

Here's the beauty of this strategy:

Instead of being limited to applying for existing positions, you can create your
own job or get yourself in a position to be the #1 choice when one occurs.
And even better, you don't have to wait for that to happen. You can make it happen!
So, let me summarize now the key differences between the traditional methods of
finding work and what we'll be talking about in the rest of the book.
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Traditional Job Hunting

Get Back to Work Faster Approach

● Search for available job postings
● Network like crazy to identify hidden
job postings
● Send in cover letter & sample resume
● Wait & hope
● Find out over 450 people competing
for same job; get depressed
● Get called for an interview; prep
hard for it so you make a good
impression; feel good about it.
● Wait & hope, get depressed
● Receive call back; feel elated
● Go to interview; feel like it went well.
● Wait & hope; get depressed
● Learn they hired someone else, but
that you did a great job.
● Crash
● Repeat above process

● Clarify your value proposition
● Identify companies you'd like to work
for based on criteria you established
● Determine potential needs based on
your expertise
● Craft proactive campaigns to
connect and meet with decision
makers
● Direct to your professional website
which highlights your expertise and
approach to business problems
● Share ideas on how you can help;
have business-focused conversations
where you're seen as an intelligent
person, not a desperate job seeker.
● Continue to keep in touch; share
more ideas that can help your
targeted contact with key business
objectives
● Get invited in to work on a special
"project" or to talk about newly
emerged opportunity
● Job offer extended to you with no
competition
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Get in touch with your
natural entrepreneurial
spirit – and prosper!

Why It's Worth It!
Embracing the Get Back to Work job creation process, changes everything. You're
back in the driver's seat of your own life. It's not careening out of control.
You'll find that it:
●
●
●
●

Stimulates your creative thinking.
Keeps you challenged, looking for a positive outcome.
Creates a “buzz” about your skills & talents.
Generates short-term, income-producing projects.

Ultimately, it gets you hired to do what you're best at – and making good money. That,
in itself, makes this whole approach worthwhile.
But wait! It gets even better when you look at this approach from the employer's
perspective.
By using these strategies, employers see you as having:
●
●
●
●
●
●

Lots of initiative.
Strong problem-solving capabilities.
Critical thinking skills.
Persistence to see a project to completion.
Out-of-the-box thinking.
Commitment to the company's success.
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These are skill sets that employers desperately need – and are tough to evaluate
during the interview process. By practicing these job creation strategies, you actively
demonstrate these metaskills, setting you apart from other possible job candidates.
By learning this methodology, you may discover that you don't need or want another
job. The truth is, you can earn a good living running your own business – especially
when you know how to get someone to buy your products or services. But that's a
whole different story. Your goal now is to get money coming in the door. So, it's time to
dig in and get to work.
In this book, we'll be focusing on one job seeker who is actively engaged in finding
work today. You'll have a chance to learn all about him – and what he's doing to find
a new position. This should help you understand better how to apply these strategies
to your own job search.
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Meet the Job Seeker - Jeff Ogden
Since his graduation from the University of Notre Dame, with a degree in marketing,
Jeff Ogden has worked in the sales and marketing field for over 25 years.
He's worked for various software and services firms, including large well-known
companies and young start-ups. He is most proud of his remarkable ability to engage
senior executives in large accounts; win over 85% of deals worked, and negotiate well
to protect margins. He is also proud of his unusual creative approaches.
But Jeff is not where he wants to be right now! Here's his story …
At a small software firm, Jeff closed a multimillion-dollar deal1 -- which he later
learned enabled the struggling software firm to survive for years. After moving to a
large multinational software firm, in a space where he had no experience, Jeff was
the top performer in his first full quarter. During this time, he uncovered huge potential
with GE. Jeff requested and received global coverage despite never handling GE
before.
He proceeded to build a plan from scratch. Jeff’s first step was recruiting and leading
a worldwide team. Twelve months later, revenue had shot up by a remarkable 224% -from $2.1 million to $6.8 million. The firm’s very strong competitor was shut out
completely.

1 Refer to “We Need this Deal” at www.jeffreyogden.com/success.html

GET BACK TO WORK FASTER ©Jill Konrath 2009

17

Get Back to Work Faster
But Jeff’s strong business ethics hurt his career. After closing a million dollar deal at
Heineken USA2 – based on trust – his company treated the client badly. When Jeff
tried to protect his reputation and solve the problem, the firm refused to do anything
about it. After the executive who placed his trust in Jeff was fired, Jeff decided the
ability to look at himself in the mirror was more important than a job, so he moved on.
But after a quick crash-and-burn with a UK company and a failed startup, Jeff found
himself back on the job market recently at the age of 48.

2 Refer to “Worst to First” at www.jeffreyogden.com/success.html

GET BACK TO WORK FASTER ©Jill Konrath 2009

18

Get Back to Work Faster
Need to Find Work
Jeff started his job search with traditional methods – reading want ads, using Monster,
CareerBuilder, etc. He worked to refine his already strong resume and submitted it
along with very gracious cover letters for a bunch of jobs.
Here's an example:
Dear (Employer),
In response to your job posting for a Vice President of Sales & Marketing, I have attached my
resume for your review.
My background includes over 25 years in technology sales. I have a passion for developing strong
relationships with my customers and growing sales concurrently.

STANDARD
LETTER

Most recently, I've served as the Vice President of Sales & Marketing for a start-up search engine
optimization firm. I am confident that my experience would be an asset to your organization.
I would like to schedule a time to discuss my qualifications and see how they fit with your needs.
Please do not hesitate to contact me to arrange a time. I am available by phone at 126-456-7890
or via email at jefflogden@gmail.com
I look forward to talking with you.
Jeff Ogden
As requested, my salary history (starting & ending) for my last three jobs is ...
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He also was looking for opportunities everywhere. Here's one where he very cleverly
identified a new prospective employer by looking at a company's client list and sent
an email to initiate contact.
This time notice the employer’s thoughts in the right column.

Dear Sir or Madam,
I found Radware by looking at the client list for Bulldog
Solutions. Then I investigated the firm by browsing your
website. Looks very interesting.

BAD
EXAMPLE

Who cares!

I'm a very senior marketing and sales expert looking for
a challenge. I'm a proven revenue producer with a BBA
in Marketing from the University of Notre Dame.

How is this relevant today?

For more on me, please visit www.jeffreyogden.com.

At least the guy has
a website.

Jeff Ogden
126-456-7890 mobile
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It didn’t work either. But if anything, Jeff was determined so he kept at it.

BAD
EXAMPLE

Dear Sir or Madam,

Love the personalization!

My interest was piqued by your company’s approach to
sales in the Wall St. Journal. No arrogance. Just value.
Very much like me.

Pandering!

I'm a deeply experienced sales and marketing expert
with years of high-level business experience. I also am
an expert in lead development processes -- who doesn't
need more qualified leads? I'd love to join a great
company in a senior sales and marketing role.
For more on me, please visit www.jeffreyogden.com.
If your interest is high, I'd welcome a conversation.

So would everyone else
who's looking.

I'll bet you would!
Why should I hire you?

Jeff Ogden, VP Sales and Marketing
126-456-7890 mobile
jefflogden@gmail.com

As you might imagine, that email failed as well. Failure, failure everywhere!
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!
Visit
GetBacktoWorkFaster.com
& sign up for the newsletter.
More job creation strategies
are coming soon.

Things were growing more and more depressing. Jeff was sinking further into debt. Life
was looking bleak and Jeff was growing increasingly desperate.
The worst thing was, he was doing everything right, but nothing was happening.

The Ah Ha Moment
One day, Jeff was sipping a cappuccino at Starbucks after a particularly stressful and
unproductive interview in which he was one of over a dozen candidates.
As Jeff enjoyed the coffee, he thought long and hard. “There must be a better way.
This is not working.”
Then suddenly Jeff had a Eureka moment. “I’m the same guy I used to be. I just don't
have a job. I'm good at what I do. I have a great product – me. Why don’t I approach
this the way I would approach a real sales job and if I can't find one, let’s create one!”
In the rest of the ebook, you'll discover how Jeff leveraged "Get Back to Work Faster"
strategies to regain control of his life. Currently he has a number of active relationships
he's created with decision makers in his targeted companies.
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Chapter 2
Sharpen Your Personal Value Proposition
To be successful in today's job-hunting environment, it's imperative to clearly articulate
your value proposition. But what exactly is a value proposition? In my book, Selling to
Big Companies, I define it this way:

A value proposition is a clear statement of the tangible results a customer gets
from using your products or services.
When you're in the job creation market, your value proposition is all about the
difference you personally make. It's not about your job or your years of experience.
Instead, it's about the tangible results – the business outcomes – you achieved or
realized in your previous positions.

Are You Talking Trash?
Unfortunately, most job seekers don't realize that. Instead, they focus their resume,
emails and letters on things that today's busy decision makers consider irrelevant and
totally non-differentiating.
They give a detailed overview of all their job responsibilities, explaining everything
they did during the course of their employment.
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But, they don't mention results they achieved or what specifically was accomplished.
BORING! Into the trash pile.
Are you using words like these to describe yourself? Experienced, talented, ambitious,
diligent, committed, focused, team player, driven or loyal.
BORING! Everyone says that. Into the trash pile.
Are you looking for a job that enables you to utilize your best talents? Are you touting
your advanced degrees, continuing education or the high-level classes you've
taken?
BORING! If you can't articulate what difference you make, you'll end up in the trash
pile. All your hard work in crafting your resume, cover letter and introductory emails
are trashed in one fell swoop.
And you no longer exist as a viable candidate for the position you're trying to get.
Are you telling people that you're a "Jack (or Jill) of all trades" who can do a wide
range of jobs? If so, you're most likely doing this to increase your chances of finding a
position – hoping that if you show that you can do all sorts of different things that they'll
want to bring on such a versatile candidate.
Well, guess what! Employers want to hire experts – the best people they can get. So
your attempts at being versatile actually boomerang against you and once again,
your resume ends up in the trash or your messages get deleted.
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Clearly, you need a new way to describe what you do. When you stop talking trash
and learn how to describe yourself with a strong value proposition, everything
changes.

Creating Strong Value Propositions
A value proposition that works really well in today's business climate answers this
question:

"How can you help my business? What difference do you make?"
Consider these two different responses to the question of "What do you do?"
● "I'm the manager of customer service for a software company."
That's totally boring and really, no one is interested. It's a weak value proposition.
● "I help customer service departments increase productivity by 24%, at the same
time they increase customer satisfaction by 17%.
When potential employers hear this, their ears perk up and they start paying
attention. That's when you know you have a strong value proposition.
When I talk about value propositions, everyone wants to know what mine is. Please
note: it would be easy for me to say that I do sales training or that I speak at
annual/regional sales meetings. That's what I do!
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But instead, I focus on what happens as a result of me doing that.
Jill Konrath: I help sellers crack into corporate accounts and speed up their sales
cycles – critical issues in today's economy. One of my recent clients achieved an 87%
call-to-appointment conversion rate in pursuing appointments with large national
accounts resulting in millions of net new business in the following 12 months.

The strongest value propositions have these three components:
● Business Issue Focus: They're all focused on business issues that are important to key
decision makers: length of sales cycles, call-to-appointment conversion rate or
lead generation.
● Movement: They all show a change from the status quo: speeding up, reducing,
increasing.
● Metrics: They all include metrics – because that's what's important to decision
makers. The bigger the metrics, the better.
The ultimate goal of a strong value proposition is to get a prospective employer to say
or think, "Mmmmm. That's interesting. I MUST learn more."
So, your first order of business is to create an employer-enticing value proposition –
one that makes you stand apart from all the other people who are looking for a new
position.
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Several years ago, Mark Hovind, CEO of JobBait contacted me after reading Selling
to Big Companies. When he read about value propositions, he immediately saw their
application for job seekers. Since that time, he has become a true master at helping
his clients clarify their personal value propositions.
What's his value proposition? Mark Hovind helps 6 and 7-figure executives find a job
through targeted direct mail. Eighty-five percent of his clients get a 2:1 (or better)
return on their investment in 90 days. Some get a return as high as 10:1. Here are two
sample value propositions that Mark developed for his clients. As you read them, I
want you to imagine yourself as somebody who could be in a position to hire either of
these two people. Would they be of interest to you? And if so, why? What do you like
about them?
● Chief Financial Officer: I help construction companies increase margins by
negotiating contracts with large homebuilders. The companies I've already helped
have increased gross margins from 32% to 40% in just 6 months.
● Supply Chain Consultant: I help manufacturing companies move production to
China by negotiating supply chains in Mandarin and English. My average client in
the last 2 years increased earnings by 22% within 6 months.
The right potential employer would drool over either of these candidates because
they deliver results! Big results that drop right to the bottom line. Most of us aren't used
to thinking of our jobs like that. We just "do our work." But the key to success in job
hunting is to know the difference you make – and then to be able to articulate it in a
way that others can appreciate.
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Value Proposition Generator
Your value proposition will always start out with the words, "I help." Then, you have to
state whom you help. Finally, you need to figure out the key differences you make in
your job. If you've worked on multiple initiatives, you have multiple value propositions
that you can leverage at different times.
So here's how to create your personal value proposition – one that decision makers
really want to hear.
1. Identify the primary business issues/driver. List the various business challenges
you've helped address or objectives you worked on.
lead conversion rate

compliance

efficiency

cost of goods sold

operating costs

downtime/uptime

sales velocity

cost of capital

productivity

profit margins

asset utilization

cycle time

share of customer

time to profitability

turnaround time

customer retention

EBITDA

time to market

customer loyalty

collections

revenue streams

average order size

risk/exposure

employee turnover

lifetime customer value

labor costs

billable hours

competitive differentiation

waste

inventory turns

market share

risk management

time to revenue
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2. Determine the impact. Figure out how your work impacted the business issue. What
movement was there from the status quo?
increase

save

free up

accelerate

maximize

eliminate

strengthen

enhance

minimize

slash

differentiate

drive

cut

grow

revitalize

reduce

squeeze

shrink

improve

balance

boost

3. Get specific. Add metrics to strengthen your value proposition.
The most common metrics people use are time frames, dollar amounts and
percentages. Rather than round things off, I suggest that you be very specific.
51.6% savings is more believable than 50%.
So here's the one-sentence formula.
I work with (who you help) to (impact)
(primary business issue/driver) by (key metric.)
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Or, here's the two-sentence formula.
I work with (who you help) to (impact) (primary business issue/driver).
On one of my recent projects, we were able to (insert impact)
(primary business issue/driver) by (key metric) in (time frame)
Got it? If not, go back and review the examples in this chapter until it makes sense to
you. Then start working on creating your own.

What if You Don't Have Metrics?
Prior to focusing on the front end of the sales cycle, I worked for 15 years on new
product launches. I helped companies clarify their value propositions, create sellerfriendly tools and conducted sales training on how to jump start sales of the new
product/service.
My value proposition at that time was this: I help companies shorten time-to-revenue
on new product introductions.
While I would have LOVED to have metrics to show the value of my work, I ran into a
real problem. None of my clients were willing to launch their new offering in half the
country using my new approach and test it against the other half of the country
where they used the old way that they knew was grossly inadequate.
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So I operated with a 2/3 value proposition – which was still a whole lot better than
describing in gory detail all the things I could do for their organization.
JobBait's Mark Hovind suggests that you make an educated guess on the business
impact you had in a previous job. Then, if at all possible, contact your former boss and
say something like this:
"Simon, I was trying to figure out the business impact of that work we did in order
processing. Based on my best estimates, I'm thinking we probably reduced the DSO
(day sales outstanding) by about 7%. What are your thoughts?"
According to Hovind, you'll likely get one of three responses:
1. It sounds about right.
2. It was less or lots less.
3. It was more or way more.
Then you just have to confirm that it's okay to use the agreed upon metric in your
value proposition and you're all set!
I wish I'd thought of that! I know that I'd have had some pretty stellar numbers to use in
tempting my future prospects.
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Get Rid of the Mumbo Jumbo
And finally, because it bears repeating, please stop using those trite overused phrases
that everyone thinks sounds so wonderful. Here are just some of the phrases that Mark
Hovind insists his clients avoid using:
● A team player with an outstanding track record who gets record-breaking results
and drives profit to the bottom line.
● Successful leading organizations experiencing rapid change and growth.
● Experienced in business operations startup, turnaround, and acquisition.
● Accomplished leader, passionate about managing people and supporting
employees in reaching full potential.
● I led the Department through a successful internal transition and re-created Core
business processes to support massive change.
● Extensive career of progressive experience in sales, marketing, merchandising,
brand and product development, creative direction, strategic planning, retail,
client negotiations & internet management.
Getting rid of phrases like this can make a jobseeker feel almost naked.
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But they're so overused that they don't do anything for you. If you want to stand out
from the crowd, it's imperative to focus on value propositions – clear statements of the
tangible results you delivered in your previous jobs.
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Back to Jeff Ogden
Like most people, Jeff struggles with clearly articulating his value proposition. As you
can see from his early job-hunting letters and emails, here's how he describes himself:
● "My background includes over 25 years in technology sales."
● "I have a passion for developing strong relationships with my customers and
growing sales concurrently."
● "I'm a very senior marketing and sales expert looking for a challenge."
● "I'm a proven revenue producer with a BBA in Marketing from the University of Notre
Dame."
● "I'm a deeply experienced sales and marketing expert with years of high-level
business experience."
● "I'm also an expert in lead development processes."
You probably know what I'm going to say about this already. BORING! Potential
employers don't care about all this gobbledygook that simply details what he's done,
what he’s passionate about, or how he describes himself.
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You don't just "do"
a job. Your work
created or contributed
to tangible business
results.

But if you remember back to when I first introduced Jeff, I mentioned that he
uncovered an unmet need at GE and turned it into a big order. Let's turn that into a
value proposition:
● I help software (technology) companies uncover and capitalize on their prospects'
or customers' unmet needs, resulting in huge and profitable orders despite intense
competition.
● With one customer (GE), I assembled and led a team that increased revenue 224%
- from $2.1 million to $6.8 million in just 12 months.
● Another customer grew sales by up to 78.6% within 12 months, without increasing
their overall marketing budget.
Sounds lots better, right? Now Jeff's challenge is to start using this messaging in all his
customer communications, rather than the blah-blah-blah pablum he's using right
now. Additionally, he needs to identify other metrics he can use to demonstrate his
expertise.
Jeff is really good at his job! Now he needs to show the world what he can do. And he
can't be shy about it. Instead, he needs to shout his value proposition out to the world,
making sure everyone knows what kind of business outcomes he can deliver.
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Using Your Value Proposition
Once you've clearly defined your value proposition, it will be used as the foundation
for your entire job creation campaign. You can use it to craft enticing:
● Messages to set up appointments with key decision makers.
● Business letters to send to decision makers who work at targeted accounts.
● Discussion documents that outline your ideas for business improvement.

Based on what I’ve seen, the biggest benefit you get from understanding your
value proposition is a strengthened belief in your own value.
When you're in a job-seeking mode, it's all too easy to get really down on yourself.
When my own consulting business collapsed during the time of the dotcom bust, I
went through all those feelings too. In fact, I was very concerned that I might be over
the hill and that my best days were behind me. Scary thoughts.
In my work with my corporate clients, I'd been given so many opportunities to grow
and expand my horizons, that if you asked me what I did I could blather on forever
about all my capabilities. As a sales strategist, I knew that was wrong and would dilute
my ability to find high paying work again.
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It took me a long time to realize that I needed to get back to my primary value
proposition – one that was in the area of shortening time-to-revenue on product
launches. When I was finally able to articulate it again, that's when my business started
coming back. And that's when I regained my much-needed mojo that had slowly
seeped away during my walk through the valley of darkness.
So, I know this works from personal experience too! Now, your challenge is to dig deep
and work on clarifying your own value proposition.
Experiment with it. Try it out on colleagues. See if their ears perk up when you share
your value proposition. If they do, you've found yourself a winner!
Remember, the response you want to hear is this, "That's interesting. Tell me more!"
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Chapter 3
Develop a Strong Online Presence
In today's business environment, your online presence is far more important and
relevant than your resume. You need to put your focus here, as opposed to creating a
static document that all too often ends up in the trashcan.
What you need to realize is that savvy employers are checking you out on the Internet
– whether you like it or not!
What are they finding in their search? If it's nothing, that's not good if you're a
professional. If it's pictures of you drinking a Mai Tai on vacation in Los Cabos, that's not
too impressive either. How about a sketchy LinkedIn profile? Now that makes a great
impression.
So, you have a choice to make. You can either let whatever is out there in
cyberspace pop up for your potential employer to see. Or, you can control and
manage your online presence so that it works for you.
To make this happen, you need to commit time and a little money to get started.
Then, once you're up-and-running, it's just a matter of adding to what you've already
created. Let's get you started.
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Start by creating a
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Create Your LinkedIn Profile
This will be one of your foundations. What is LinkedIn? Per their website, they describe
themselves like this:
LinkedIn is an interconnected network of experienced professionals from around the
world, representing 170 industries and 200 countries. You can find, be introduced to,
and collaborate with qualified professionals that you need to work with to accomplish
your goals.
There are many reasons why you might want to use LinkedIn, but we're going to focus
on only one – creating a great profile that makes you look like a top-notch potential
employee.
This profile will make a difference if someone:
● Googles your name. This way you'll pop up right away with a really professional
looking personal overview.
● Searches LinkedIn for you. Again, you'll look like a real pro! Done correctly, your
profile can jump right off the page at them.
● Clicks on your LinkedIn link that you've included in your signature file at the bottom
of your email. That's right! It's a good idea to do that because it entices potential
employers to check you out in more depth.
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?
Did someone forward you this
copy of Get Back to Work
Faster? If so, visit our website
to check out more resources
for out-of-work business
professionals.

To get started, go to www.linkedin.com to sign up for your free account, then get
started building your own profile.
Here's mine: http://www.linkedin.com/in/sellingtobigcompanies
Jeff's link is http://www.linkedin.com/in/jeffreyogden
Here are the profiles for several LinkedIn & branding experts. They're using just about
every capability that LinkedIn has to offer. Check them out for what's possible on your
profile.
● Patrick O'Malley
http://www.linkedin.com/in/patrickomalley
● Scott Allen
http://www.linkedin.com/in/scottallen
● Wendy Terwelp
http://www.linkedin.com/in/wendyterwelp
● Jason Alba
http://www.linkedin.com/in/jasonalba
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Using LinkedIn To Help You Get A Job
Are you trying to use LinkedIn to help find a job? Here are a just a few of Patrick
O'Malley’s “Missing LinkedIn Tips”, which can be found at http://www.the-linkedinspeaker.com/blog/, that will definitely help you.
1. Install and use the LinkedIn toolbar
This is a little known feature can save you lots of time and clicks during your job search.
If you install it, your browser senses when you're visiting a job site like monster.com
careerbuilder.com, and craigslist.org. Then, when you're looking at a job posting on
any of these sites, the browser toolbar creates a blue panel on the left hand side that
shows the number of people in your “network” who are employed by the company. If
you click on the link, you'll see the names of all your 1st level connections. You can
then ask these people for tips on how to get to the hiring manager.
If you don't have any connections who work at the company, click on the link for the
2nd level connections. On the right hand side of their profile, about 1 screen down,
you'll see which of your 1st level connections knows them, and you can ask for an
introduction (probably by phone). You can then ask the 2nd level connection for tips
on applying to the company.
Here's a 3-minute video that shows how it works: http://tinyurl.com/linkedintips
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2. Put common misspellings of your name in your profile
Wouldn’t it be a shame if someone from your past, like a boss, college friend, or coworker was looking for you, and couldn’t find you? If people frequently misspell your
name, you can use a trick that will still allow them to find you. The trick is to put the
common misspellings of your name in your Summary field. Check out my blog post
that describes this technique in more detail at http://tinyurl.com/linkedin-misspelled.
3. Answer questions in LinkedIn’s Q & A section
You can become known as an expert in your field by answering questions in LinkedIn’s
Q & A section. To see the questions that are “open":
● Click Answers at the top of the page
● Click Answer Questions
● On the right hand side, where it says Browse, pick a category
● Click on Date in the upper right so that you see the most recent questions
If you give insightful answers, others will see the value of your opinion. Also, the person
asking the question can “rate” your answer, and LinkedIn keeps track of that, so you
can become known as an expert by having a lot of “Best answers” in that category.
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4. Develop a cool professional headline
Who would you rather interview?
Jeff Ogden
Sales/Marketing Consultant

Jeff Ogden
Fearless Competitor

Wouldn’t you be more intrigued by the one on the right? Your “Professional Headline”
is the first thing people see when they look at your profile, and it’s the major thing that
they see (besides your name) in some of LinkedIn’s screens. For example, in the Q&A
section, if you give an answer, your name and professional headline are shown along
with your answer.
If you give a great answer, and your “Professional Headline” says “Web Developer
seeking employment in Boston”, the people reading the answer may want to contact
you that day! After all, it's clear that they had a problem and you can solve it.
Don’t think of your Professional Headline as the job title that your last company gave
you. Instead, think of it as a 10-15 word marketing phrase that you would use to
describe yourself to someone else if you wanted a hiring manager to be more
interested in you.
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Patrick O’Malley’s advice is spot on. Plus, it’s something you can do right now – at NO
cost.
If you already have a profile, MAKE IT BETTER! If you don't have one, get started. Check
out different people who are in similar positions as yours to see how they’ve described
themselves. This is being smart, not a copycat.
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Jeff Ogden's LinkedIn Strategy
On LinkedIn, Jeff has a well-developed
profile that includes his previous job
positions. But you'll also see more.
● Following Patrick O'Malley's advice,
he's created a strong "Professional
Headline" that doesn't sound like a job
seeker.
● He adds "status updates" showing that
he's keeping active.
● He has lots of recommendations –
which he has personally solicited.
● If you want to learn more, you can visit
his executive website and his blog.
● His contact info is easy to find in his Summary.
● In the Experience section, he's identified challenges & accomplishments.
● He's even highlighted his Notre Dame background because the alumni help each
other out – and he wants to make sure it's noticed.
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LinkedIn Recommendations
Take a look at Jeff's recommendations too. They include his former colleagues,
bosses, and even clients. Having this many is impressive to anyone who might be
looking at your profile.

Want some particular accomplishments stressed? When you request one, offer to
write the recommendation subject to the recommender's approval. You'd be
surprised how many people leverage this strategy. It is totally legitimate to do. And the
people you ask are relieved!
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Create a Personal Website
Despite all the angst (and sometimes money) that goes into creating the "perfect"
resume, it's extremely difficult to stand out from the hundreds that companies receive
unsolicited virtually every single day.
Besides, we're talking about leveraging job creation strategies too – not applying for
an existing position. If you want to get back to work faster, it's essential to stand out
from the crowd. In reality, there are multiple reasons why it's a good idea in today's
business environment:
● Having a website shows that you're up-to-date and savvy, a perception you want
to foster.
● Potential employers, upon receiving your proactive, job creation-driven
communications (which we'll talk about in upcoming chapters), can't resist clicking
through to your website to check you out. This gives you a tremendous opportunity
to "shine."
● There are sooo many things you can do with a website that you can't do with a
resume or with LinkedIn!
Despite what you may think, creating a personal website does NOT have to be
expensive or even hard. Keep reading to find out more.
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Bait's Mark Hovind,
potential employers
are 50x more likely
to visit your website
than call.

What to Include in a Personal Website
While there are many things you can put on a website, here are the bare essentials
you need to get started.
Home: On the home page, you'll highlight your primary value propositions and other
key areas of emphasis such as industry focus, most recent position, and even work
environments in which you excel (e.g., mergers, start-ups). Your smiling face also
needs to be included here.
Accomplishments: On this page, you'll include your key qualifications, focusing on
those that are most relevant to the kind of work you want to do today. If any of your
work can be quantified, make sure you include the metrics.
Services: Now this one might be a shocker for you. After all, you're looking for a job!
But one of the best ways to get a job is to get hired for a project. This allows you to get
money coming in the door, do productive work (which feels really good if you're
unemployed) and develop a relationship with a potential employer so they can "test
you out" before they decide to bring you on board. So, identify three primary services
you can offer organizations and put them up on your website.
Recommendations: This page features testimonials from former colleagues, bosses,
subordinates, vendors, and other professional relationships. (You already asked for
these on your LinkedIn profile.)
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About: This section is a great place to put a brief career summary, your personal
philosophy, contact info, education and all that resume stuff that isn't vital, but nice to
have.
Now if you really want to take your website to the next level so that it really starts
differentiating you, here are some things you can add.
Case Studies: From the standpoint of tempting potential employers, nothing beats a
good case study. Here are the questions you need to answer: What was the objective
of your project/initiative? How were things before you started? What was the business
environment like? What did you accomplish? What obstacles did you overcome?
Video: As a professional, you have expertise in your area. Think of ideas you'd like to
share. Talk about challenges people are facing. Expound on the top three ways to
provide leadership. Have someone film you with a digital video camera – or do it
yourself. Check out the 2-Minute Tips on my website: http://tinyurl.com/2minutetips
Audio: Again, share your professional expertise in areas that would relate to the type
of job you'd like to land.
You might also choose to include a section on your Volunteer Work (important for
executive positions), Presentations, White Papers and whatever else is relevant.
As you can see, a good website puts a traditional paper resume to shame. However,
the quality of your writing is still essential!
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How to Get Started
If you've never created a website before, you've probably pushed the panic button
already. Calm down. It's not as hard or as expensive as you think. Here are my
suggestions:
● First register for a domain name. That's the url you'll be using. If at all possible, get
your name. I have jillkonrath.com as well as my company name of
sellingtobigcompanies.com. If that's not available, try a .net or .biz domain name.
Or, put in your middle initial. This only costs about $10/year and you can get them
at places like http://www.godaddy.com.
● Next, set up a Typepad account at http://www.typepad.com. I use the $149/year
or $15/month package. That's the entire cost you'll pay for your website. If you don't
want to do that, use Wordpress. It's free at http://wordpress.org but you’ll have to
pay for hosting.
● Create your website on this platform. If this is all Greek to you, hire a teenage kid to
help you. I'm not kidding. They can have you set up in a few hours. Make sure that
it's set up so that the url is http://www.yourname.com instead of
http://yourname.typepad.com.
Use Pages, not Posts when you set it up. Make sure it looks professional. Simple & clean
is the best. They have lots of templates you can choose from. Or, if you want, you can
hire a graphics person to create a banner for you.
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● Write your content. This is the most important part – and you'll likely agonize over it
like you did when you created your resume. However, it's also a chance for you to
showcase your talents to the world! You can repurpose much of what you already
have on your resume and your LinkedIn profile, so at least you're not starting from
scratch.
Creating a website takes some time. But it's such a powerful support tool in the Get
Back to Work Faster process, that it's virtually a "must have" today.

Create a Thought-Leadership Focused Blog
Most job seekers have absolutely no idea why they'd want to blog or how to do it.
They think, "Why would anyone bother to read my pontifications?" Or, they feel like
blogs are a passing fancy that have now passed their prime.
It's time to wake up! You're missing the boat about what this is all about.
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In my opinion, this is the way to go for a professional. First of all, you can do everything
I stated under the website section – and more! By leveraging a thought-leadership
focused blogging strategy you will naturally:
●
●
●
●

Demonstrate your in-depth knowledge of your expertise.
Position yourself as a leader in your field.
Showcase your thinking and the value you can bring to an organization.
Give potential employers a chance to "experience" you, before they reach out to
engage you.
● Set yourself apart from everyone else who is submitting static, boring resumes. In
fact, it makes resumes obsolete.
In short, it's the best way I know for a prospective employer to get a real sense of who
you are as a human being and potential employee.

Case in Point
My daughter Katie is in job creation mode. She received a Masters degree in
Creativity & Innovation a little over a year ago. Since that time she's worked in
marketing and as a freelance e-marketing content specialist.
But her real passion – and where she'd love to be employed – is working for a creativity
company. And there aren't a whole lot of jobs in that field.
So, she writes about creativity on her blog at www.GetFreshMinds.com.
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Katie has currently established contact with executives at two of her targeted firms.
These potential employers are literally blown away with her ideas and insights on a
topic that they're passionate about.
Right now, she's getting
opportunities in a profession
where there aren't any
openings.
In
fact,
one
company wants to bring her
on board so badly that they're
talking about creating a job
for her.
That's exactly what this book is
about!

How to Get Started Blogging
Just set up a TypePad or Wordpress account like I described earlier. Instead of Pages,
use Posts. Then create ONE post that will display on the top of the front page all the
time – and start writing. If you want some good examples of blogs, check out the blog
roll on Katie's blog (above) or mine at http://sellingtobigcompanies.blogs.com.
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Once you have all your website material posted - Home (front page), About,
Accomplishments, & Recommendations – then you're free to start writing blog posts.
What can you write about? Think about what's important and relevant to people who
would likely want to hire you. For example, if I were looking for a sales job right now, I
might consider writing articles on:
●
●
●
●
●
●
●

Lengthening sales cycles and what sellers can do to speed them up.
New sales technologies and how they're changing the game.
How I tackled difficult challenges I encountered with clients.
The necessity of sales & marketing coming together.
Book reviews of recently released sales books.
What I learned from listening to a webinar featuring an industry expert.
How the economy is impacting sales right now – and suggestions to be successful.

You can always write about people issues, technology, industry trends, and the
economy. If you're keeping up to date on your profession, you can write commentary
on different companies, latest developments, legislation or mergers/acquisitions.
If you're really brave, interview an executive from a company you'd like to work for. Or
contact a well-known person in your industry for a brief interview. You'll be surprised
how many agree to your request.
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The key is to showcase your thinking and expertise in the area that you'd like to be
working. You don't have to worry about writing for the general public – unless you
want to. You're only writing for potential employers.
Before you start writing, read a few blogs for awhile. You'll discover that the style of
writing is very familiar – almost as if you're talking to a person. This ebook is written in the
same manner. It's not eloquent and your high school English teacher probably
wouldn't give you a good grade on it. However, it's eminently readable – and that's
what people want.

Avoid These Mistakes at All Costs
If all this is new to you, it's easy to not understand how certain things are perceived by
people who have been online for awhile. So, make sure that you:
● DON'T use a free site for your website or blog.
They have other people's branding on them and it makes you look cheap and
cheesy. Or, they have a "look" that everyone who's been around awhile recognizes
as one of the "freebie" places. While you may never have seen it before, others
have.
● DON'T put any Google ads or other advertising on your website or blog.
This makes you look desperate for money. Note: If you have a free website or blog,
they may run ads on it. Make sure you pay the extra fee (about $30) to ensure that
you remain ad free.
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● DON'T get a url (website address) with another company's name in it.
Make sure it's the web address with your name in it. You want to look like you're a
real pro who's been doing this for a while.
● DON'T write about your job search.
Focus on your expertise. Write about challenges and issues facing people in your
profession. If you write about looking for a job or really wanting a job, it makes you
look needy – and thus undesirable.
● DON'T spend too much money.
Start with one of the simple, business-templates offered on Typepad or WordPress.
A nice looking custom banner design should be a couple hundred dollars max.
● DON'T use all capital letters.
It's considered shouting online – and quite rude. The only reason I'm including them
in these bullet points is that I want you to really pay attention.
Finally, DON'T think that you have to do it right the first time. You can easily change and
update it yourself. Believe me, it's easy. If I can do it, so can you.
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Just Get Started!
It transforms people's opinions of you almost immediately.
It "sells" for you even when you're not in front of a prospective employer.
It showcases your expertise and makes you a hot commodity.
So, let me re-iterate – just get started – now. You'll learn as you go along.
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Jeff Ogden's Online Strategy
Jeff foresaw the need to differentiate himself from the flood of resumes. He decided
to do it online. He invested a great deal of sweat equity in a robust online presence,
with:
● www.jeffreyogden.com
● www.fearlesscompetitor.com
Personal Website – Initial Version
This was Jeff's initial website. It was
built on FrontPage 2003 and
required some technical skills to
put up.
As you can see, it's not as
professional as it could be. The
design looks a bit schlocky and
amateurish.
That's not the image you want to convey.
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New, Improved Personal Website
With this website, Jeff moved to
Wordpress. He hired a graphic
designer to create a custom template
and banner which ensures that he has
a consistent and unique look
throughout his site. That alone makes
his site stand out.
Note the headline: "Could strong
sales leadership turn your company
into a fearless competitor?" He's
using that to pull potential employers
into the site because it addresses a
key issue he can solve for them.
Then he includes a short video, where people can actually "meet" him and he can say
a few words about how he helps companies.
Jeff has also added additional text below the video to keep people interested – and
it's all about their issues, needs, and concerns.
From the moment the site was upgraded, Jeff started getting much more interest from
the senior-level executives that he was contacting. In his emails, he encouraged
people to check him out online. He also invited them to take a look at his blog.
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?
Want more job creation
strategies? Check out the
upcoming FREE webinars on
GetBacktoWorkFaster.com
featuring top experts.

Thought Leadership Blog – Initial Version
This is Jeff's initial blog. What I really
liked about it was that he was
putting up great content that
demonstrates his thought leadership. He has articles entitled:
● Generating Demand Starts with
Understanding
● The Only Thing We Have to Fear
is Fear Itself
● What is a Fearless Competitor?
● How Great Companies Turn
Crisis into Opportunity.
This alone makes it worth reading – and really demonstrates his expertise.
However, it looks totally different from his personal website, which doesn't look so
professional. Also, you can't find any info about Jeff on the site. The man you see is Jim
Collins, author of Good to Great – not Jeff!
So, change was needed here too. He needs to be in the forefront of this website, as
the smart, savvy guy who's writing about these topics that are very important to
people who could potentially hire him.
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Your online presence
is working for you –
even when you're
sleeping!

New, Improved Blog
What you'll immediately notice is
the visual continuity between Jeff's
personal website and his blog.
Now they are working together to
"sell"
his
knowledge
and
capabilities to people who could
potentially use his services.
Jeff's photo is right up front too, so
anyone who comes across the site
now knows who is writing it.
He's also starting to use these blog articles in his direct mail campaign to potential
employers. He pastes the article into a Word document, lays it out professionally so it
looks good, and prints it out on quality paper.
Finally, he mails it to senior executives with a handwritten note attached, "Thought
you'd be interested in reading this."
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Does It Matter?
As you can see, upgrading your online presence immediately enhances the
perception that potential employers will have of you. Invest the time to do it!
Recently Jeff received this email:

Jeff,
I came across your name while I was looking at a listing of Notre Dame alums. It turns out that we
have somewhat similar backgrounds, coming from Notre Dame (I'm an ’83 alum), living in New York
and having a deep sales background in the technology/software space.
I've reviewed your background and your website and would like to at least grab 10 minutes on the
phone one day and get to know you a bit.
Hope to talk to you soon.
Vice President of Sales
Well-Known Software Company
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Will this request to talk lead to a job? At this point, it's too early to tell. However, I can
assure you that Sales VPs are pretty busy people who don't have a lot of time to chat
with former classmates who just happen to live in the same area.
What we do know is that Jeff's online presence impressed him and he reached out to
initiate a conversation.
Here's are Jeff's final words on this topic:
A robust online presence is a lot like fishing. You use great bait (content) and do what
you can to attract the big ones to your hook. But you never know when a fish will strike.
If one happens to be cruising by, you want to be ready!
Get started today. First LinkedIn, then your professional site and finally your blog.
Become a fisher of men – and women too!
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SPONSORED BY

Ready for Fresh Career Advice?
● Learn new approaches from leading business and career experts
● Discover job creation strategies you can implement today
● Find out how to maximize your talents, network & connections
FREE LIVE ONLINE EVENTS – HELD MONTHLY ● ● ● ● ● ● ●

Keith Ferrazzi

Jill Konrath

Dan Schawbel

Jason Alba

Faith Ralston

Mark Hovind

Get Back to Work Faster

SUMMITS
PRESENTERS ● ● ● ● ● ● ●
●
●
●
●
●
●
●

Keith Ferrazzi, CEO of Ferrazzi Greenlight, author of Who's Got Your Back? and Never Eat Alone
Jill Konrath, author of Get Back to Work Faster and Selling to Big Companies
Dan Schawbel, author of Me 2.0: Build a Powerful Brand to Achieve Career Success
Jason Alba, CEO of JibberJobber, author of I'm On LinkedIn, Now What?
Faith Ralston, Talent Expert and author of Play Your Best Hand
Mark Hovind, CEO of JobBait, author of forthcoming Fierce Job Hunters
… and more coming soon!
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Chapter 4
Target and Research Prospective Employers
Now that you've laid the groundwork, it's time to focus on organizations where your
talents can be put to good use! Please note: I did NOT say to focus only on companies
who are hiring. Certainly, they will be on your targeted list, but you will not be limited to
only those firms that currently have open positions.
In the "Get Back to Work Faster" way of thinking, you can initiate conversations and
ultimately create work with any organization that has issues and challenges that can
be addressed by your knowledge and expertise.
From this point on, I'll be showing you new ways to get well-paid work. Because many
companies are leery about adding staff right now, we will be operating from the
premise that they still have needs that you can help them with. As such, your
relationship may begin with sharing ideas and then progress to a project. Ultimately
this can lead to a job offer where you are the only candidate.
I'd strongly suggest that you consider changing to this highly proactive model of
getting business instead of playing the job-hunting game the old way.
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Focus your job
creation campaign
on companies where
there's a good "fit."

Overall Job Market
As an opportunistic job seeker, first be alert to what's happening in today's job market.
Each month JobBait's CEO Mark Hovind publishes a detailed report that includes the
employment trends and the number of new jobs by state for a variety of industries. This
can help you determine if you want to switch industries, relocate or stay where you are.
Visit JobBait's website to sign up
http://www.jobbait.com/e/start.htm

for

monthly

Job

Market

Reports

at:

At JobBait, you'll also find info on recession-proof cities and industries as well as
employment growth rates and recession opportunities.

Target Organizations You'd Like to Work for
In order to get back to work faster, it's important for you to determine the type of
companies, firms or non-profits you want to work for. Much as you'd like to say you're
open to "anyone who's hiring," the truth is that you'll be much more successful with
certain types of organizations. So, get clear first.
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Determine the types
of companies you
want to work for.

There are three important things you want to consider as you make this decision.
1. Start with the Demographics
Basically, this involves the basic characteristics of the organization. You can easily
research these parameters and identify companies that fit them. You'll want to
analyze these areas and make some decisions where you'll be pursuing opportunities.
● Industry type such as health care, printing, business services, or agriculture. You'll
have the most credibility pursuing work in industries that you've already worked in
before. Also, look at contiguous industries because your expertise can easily be
extended into those areas.
● Company size matters to many people. Some individuals like to work for global
firms, while others prefer working at local businesses. The size of your previous
employers can impact your credibility when pursuing work opportunities. If you've
always worked for big companies, you'll have good credibility with other large
corporations. However, if you've only worked at small entrepreneurial firms, that's
where you'll be most credible. Those who have strong mid-market experience can
go either way.
● Growth rate is a critical demographic to consider because it has a strong affect on
job stability. Most of us would prefer to work at growing companies if at all possible.
For more info, check out Job Bait's list of recession-proof industries at:
http://www.jobbait.com/a/rpi.htm
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Intangible factors
impact "fit." Define
yours.

● Location is vital too. While most of us would prefer not having to move, others may
see this as an opportunity to relocate to a more recession-proof part of the country.
For more info, check out the recession-proof cities analysis on JobBait at
http://www.jobbait.com/a/rpa.htm
In my work, here are the demographics of my typical customers – midsize or larger
companies involved in business-to-business sales. The industries I generally work with
are technology, business services and professional services. Their growth rate has
slowed, but they're still growing. Also, for many years I only worked in the
Minneapolis/St. Paul area, although now my clients are across the country and even
global.
2. Consider the Psychographics
These are the intangible factors that can have a huge impact on your "fit" – and
ultimately, your success in a specific job. If you've ever worked for a company that
had a different personality or values from you, then you know what I mean.
For example, I do not work well with slow-moving companies. I drive them crazy and
vice versa. Nor will I work for the military-industrial complex or tobacco industry. It's a
personal choice.
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Here are some factors to consider as you're deciding on companies you'd like to work at:
●
●
●
●

What are the vision and values of the organization?
How committed are they to their people, customers or the environment?
Are they innovators or low cost providers?
What are their management priorities?

There's no right or wrong here. Simply personal choice. You want to work for a "good fit."
3. Zero in on the Enabling Conditions
This is critical if you're going to pursue a job creation strategy. If you're going to look for
jobs AND create billable work, you need to identify companies that have challenges
or objectives that you can help them with.
In an earlier chapter, we focused on your value proposition. It's a great indicator of the
enabling conditions you want to focus on.
For example, if this is your value proposition: "I help business-to-business (B2B)
companies shrink time-to-revenue on new product launches," then you'll want to
identify B2B firms who are 1) bringing out important new products and 2) focusing on
shortening time-to-revenue.
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Another example: If your value proposition is "I help companies increase the sales
conversion rates on their website," then you'll want to identify firms who 1) place a
strong emphasis on web sales and 2) have initiatives to increase their online business.
There are several primary types of enabling conditions to consider:
● Goals, objectives and strategic initiatives that may create work opportunities for
you include things such as improving operational efficiency, new market growth,
growing market share or streamlining the supply chain.
● Challenges and issues that may create opportunities for you include business
problems such as declining profitability, inefficient processes, inability to make
decisions, and high employee turnover.
When you get clear on this, then you really know what kinds on companies will be the
best fit for you and have the greatest need for what you can do.
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Think opportunistically.
There are more
options than you think.

4. Identify Organizations Meeting these Parameters
That's the final step in your targeting campaign. You'll find these companies in
numerous ways, so keep your eyes wide open. Here are some of the strategies you
should use to find companies that you'd like to pursue work with.
●
●
●
●
●

Job postings showcase the kinds of companies who are hiring
Google searches, industry blogs, analyst reports, consumer reports
Reading the trade press, business magazines, and newspapers
Associations, organizations, job support groups
Conversations with friends, former colleagues, other job seekers.

I just discovered a new site called TradeVibes.com that describes itself as the "best
way to discover, find and share information about new startups. How did I find it? In
Google, I entered the name of a hot new growth company in the marketing
automation space AND the word "competition." Immediately I uncovered 3 direct
competitors and ten related companies. Now that's a quick way to find more
targeted companies to further research.
Additionally, when you've identified some of these parameters, you can also buy lists
from a multitude of companies – and it's really not too costly.
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Develop your own list to work from. When leveraging a job creation strategy, you'll
pursue a minimum of ten companies who aren't actively looking – but meet your
parameters. Plus, you'll go after all the companies you know who are hiring right now
too.
You'll constantly need to be adding organizations to your list. Some companies will fall
out because everything is "frozen" there. With others, you'll hit a brick wall. And
sometimes your message won't resonate.
The key is to think opportunistically. Keep your eyes open for potential firms who could
fit, then do your research to verify it.

GET BACK TO WORK FASTER ©Jill Konrath 2009

72

Get Back to Work Faster
Jeff Ogden's
Targeted Companies
DEMOGRAPHICS
• NYC area
• Technology business
• Solid financial status
• Size: irrelevant
PSYCHOGRAPHICS
• Clear, compelling,
measurable value
proposition.
• Happy client base
• Low voluntary turnover
• Value lead generation
• Willing to leverage
technology to gain
competitive advantage
ENABLING CONDITIONS
• Focused on growth

Worksheet: Targeted Organizations
1.

Start with the Demographics

2.

Consider the Psychographics

3.

Zero in on the Enabling Conditions
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4.

Identify Organizations Meeting these Parameters
Initial Top Ten
-

Others
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For the best success,
look for business
issues, key initiatives
and stated goals –
not job openings.

Research Targeted Companies
In today's business environment, this is an absolute must! It continues to amaze me
how few job seekers understand that it's an immediate disqualifier if they haven't
done their homework. In short, it's the minimal "price of admission" for employment
these days. You will look like a total loser if you don't have a reasonable understanding
of the company.
And, if you're pursuing a job creation strategy, this research becomes the foundation
of your approach to your targeted accounts. All this information will be used when
you initiate contact. For the best success, look for business issues, key initiatives and
stated goals – not job openings.
Jeff Ogden calls this his "Sharpshooter Approach" because a sharpshooter chooses a
target carefully, positions himself well, studies the target, carefully lines up the scope,
takes a deep breath and gently squeezes a shot. He almost never misses.

Check out the Company Website
For starters, if you're researching a really big firm, it's impossible to gain an in-depth
understanding of the entire organization. Instead, you'll work for a department of a
division of a business unit of a corporate entity. Realize that each of these segments is
an opportunity for you to find well-paid work. Your job is to find an area of the
organization that might have a need for what you do.
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Companies who
successfully raise
funds are hiring.
To find young firms
with money, check
out the PWC Money
Tree report.
http://tinyurl.com/pwc
moneytree

The bigger the company, more challenging this research can be. But again, I cannot
stress enough how essential it is for you to get your foot in the door. For mid-sized or
smaller firms, you don't have all this confusion with the numerous business segments.
Instead, one website says it all.
What are you searching for? Here are some things you should look for:
● The company's business direction
● Their basic financial status
● Its products, services and solutions
To get back to work faster, you'll also need to research the company's:
● Goals and objectives
● Issues & challenges relevant to the work you do
● Strategic business imperatives
Where do you find this information? To get really savvy on what's going on in the
organization:
● Check out the About Us section. You'll gain a deeper understanding of their overall
business.
● Delve into Investor Relations. Read their annual report. Download their 10ks. Listen
to online broadcasts by their executives when they talk about quarterly results.
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● Check out Executive Bios. Then, Google their names to find out if they've been
quoted anywhere, written any articles or spoken in front of any groups. Also, check
out LinkedIn to see if you're connected in any way to these people or others in their
company.
● Call sales. Use the concept that you are a prospective customer and call their
sales department. Ask them why you should buy from them rather than
competitors. Salespeople love to talk and you will get invaluable insights.
● Call a customer. Most businesses put a list of their customers on their website. Pick
up the phone and call that customer. Ask them why they bought from your target
company and what their experience has been. Ask them what they like best and
least. Just think, if you were the CEO of target company, would you like to hear
from a job seeker or from someone who just talked to your best customer?
● Look again at Investor Relations. There is a lot you can do here. You can call
Investor Relations and ask questions about the company. It's also a good entry
point. Lastly, a lot of companies host an Investor Day for mutual funds and analysts.
Did you know that anyone can attend – merely by calling Investor Relations to
RSVP? Jeff once attended Investor Day for Gartner Group and their CEO Gene Hall
personally introduced him to the entire leadership team.
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Watch for Triggering Events
As I mentioned at the beginning, I've been an independent business consultant for
over 20 years. My most effective job creation strategy was based on leveraging
triggering events. Let me first give you an example of what mean.
Several years ago while scouring the business section of my local newspaper, I came
to a screeching halt when I noticed a small headline that read, "Local Firm Spins off
eBusiness." The article stated that the manufacturer was doing it for financial reasons.
For more info on triggering events,
click to download this ebook:

Bingo! That was the day I knew I had a new client. Wall Street would be all over this
upstart business; it was critical that they do well financially. That meant that their new
products had to be successful. And helping sales organizations with new product
introductions was my specialty.
Please realize though, that at this point my targeted account didn't know they
needed me. No one in this business had ever heard of me nor was any money
allocated for the type of work I do.
Yet within 45 days I was working on a $30,000 project that grew ultimately grew to
$45,000. That's good money coming in the door when you need a little income!
A triggering event is a change within a company or external to it, that impacts an
organization's priorities. They can create urgent and compelling needs, ones that
were nonexistent prior to the event.
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Internal Triggering Events include: management changes, expansion into new
markets, corporate relocations, poor quarterly earnings (or stellar results), new
product announcements, landing/losing big customers and venture capital funding.
External Triggering Events include: legislative changes, natural disasters, competitive
moves, economic issues, trade disparities between countries and the exchange rate.
When you notice that one of your targeted companies has a triggering event, THINK
about what issues, challenges or needs they might now be encountering that you
can help them with. If you can come up with an IDEA about how you can help them,
you now have a valid business reason to contact a decision maker within the
organization.
To learn more, read my free Leveraging Triggering Events ebook.
www.SellingtoBigCompanies.com/trigger

GET BACK TO WORK FASTER ©Jill Konrath 2009

79

Get Back to Work Faster
Employers evaluate
your knowledge
of their company.
Make sure you do
your homework.

Online Resources
There are a number of excellent online resources you can use to research companies
where you'd like to work. If you want to get back to work faster, it's essential to use
these tools.
Company Research
If you're in sales, you're probably familiar with these sites. If not, you'll be surprised how
much data is out there for you.
● BizJournals Search: Compiled info from 40 business journals
www.bizjournals.com/search
● ThomasRegister: Manufacturing industry information
www.thomasregister.com
● Manta: Hard-to-find info on small to medium-sized businesses
www.manta.com
Also, there are tons of excellent resources on the web that you have to pay for.
However, if you're a library cardholder, you can access many of these for free!
Depending on where you live, you'll either have to visit the library or you can sign on
remotely and do your research. You'll find that the research librarians are great at
helping you find the information you need. In fact, they are waiting for you to ask!
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?
Did you sign up for the Get
Back to Work Faster
newsletter yet? Click here
now so you don't miss out on
what's happening.

Company Lists
Want to launch a direct mail campaign to a group of companies that meet your
targeted organization parameters? If so, check these out. For a reasonable charge,
you can create a good list fast.
●
●
●
●
●

ZoomInfo: www.zoominfo.com
ZapData (D&B) www.zapdata.com
Jigsaw: www.jigsaw.com
Hoovers: www.hoovers.com
Netprospex: www.netprospex.com

Visit your local library to find out the list building resources they have for you. Some of
the above resources are available to you at no cost.
People's Names/Contact Info
This is always a challenge! Here are several free and paid resources for you:
● Search Google: Don't know who's in charge? Try an advanced search capability
using the company name and position. Make sure to include multiple word phrases
such as "vice president" in quotes. Use a "+" sign to look for more than one search
item at a time.
Look for a name: Microsoft +"vice president" +"channel sales"
Find email format for contacts on Google: *@microsoft.com
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● Name Aggregator Websites: These people collect names, positions and contact
info. Some have small monthly charges, initial free trials, or allow you to trade your
contacts for ones you want:
Jigsaw: www.jigsaw.com
ZoomInfo: www.zoominfo.com
Hoovers: www.hoovers.com
Netprospex: www.netprospex.com
● Networking Sites: A variety of sites now exist, some dedicated to specific locations,
others to professions. Here are several of the ones that include "everyone."
LinkedIn: www.LinkedIn.com
Spoke: www.spoke.com
Plaxo: www.plaxo.com
My Workster: www.myworkster.com
Ecademy: www.ecademy.com
Xing: www.Xing.com

Pick Up the Phone
I also suggest that you call the company with the sole purpose of finding the names of
some people in positions you're hoping to reach. DO NOT GO TO HUMAN RESOURCES.
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Ask for help.
Most people are nice
and will do what they
can for you.

Instead, ask to be transferred to the specific area within the company where you
typically work – e.g. legal department, marketing, IT, supply chain, sales, or
production. When you reach a human being, ask for the name of the person who is
responsible for the business issues you solve or the goals you help them achieve.
For instance, I would call up and asked to be transferred to Sales. Then, rather than
asking if I could talk to someone about sales training, I'd say this:
ME: Terry. Jill Konrath calling. I'm wondering if you could help me. I'm trying to reach
the person who's most concerned about shortening your sales cycle. Can you tell me
who that would be?
TERRY: And what's this in regards to?
ME: Shortening sales cycles. It's a critical issue facing sellers today. Who should I be
talking to about that?
TERRY: That would be Pat Jeffries.
ME: Thanks. And how to do you spell Pat's name? Would Pat's email be
pat@yourcompany.com?
TERRY: No. It's pjeffries@yourcompany.com.
ME: Thanks so much for your help. I appreciate it.
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On your initial contacts with your targeted organizations, you're simply trying to find
out whom to contact. You do NOT want to engage in a conversation unless you're
100% prepared. If you happen to connect with the right person, indicate that you're
busy right now, then suggest an appointment next week.

Trigger Events
Want to receive notification of what's happening in your targeted organizations? Use
these resources to monitor news releases from the companies you want to follow.
Also, use them to be alerted when companies experience triggering events that
create needs that you can potentially help these companies with. For example, you
might follow "venture funding" or "acquisitions."
My personal favorite is SalesView Pro from InsideView. You can use multiple search
criteria concurrently to really pinpoint companies that could need your services or
who might be looking to hire someone with your professional skill set. They're not free,
but the time you save by using this resource makes them invaluable:
http://www.insideview.com/cat-professional.html
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You can also use these alert services, although they're not nearly as easy to work with:
Google: http://www.google.com/alerts
Corporate Alerts: http://corporate.alerts.com/
Yahoo: http://help.yahoo.com/l/us/yahoo/alerts/

Summary
In the upcoming chapters, you'll discover how to use this company information and
triggering events to open conversations with key contacts in targeted accounts.
This is what's at the heart of the Get Back to Work Faster methodology! When you
know this info, you have the ability to leverage it in ways that can turn you from a
hungry job seeker to a credible resource – which is what ultimately leads to work!
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Chapter 5
Pursue Known Opportunities
After being out of work for awhile, it's pretty exciting to discover job openings that
match your skill set and experience. Like Pavlov's dog, you start to drool at the very
thought of landing this paid position.
Knowing that other hungry job seekers could snap this opportunity away from you
before you have a chance to showcase your exceptional (or perhaps average)
talents, you immediately pounce on it.
In less than a nanosecond, you dash off a quick email that expresses your interest and
highlights your qualifications. With a final flourish, you attach the resume that you're so
proud of.
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And, if you're like 99% of the job seekers – you used the Gracious Job-Seeker Email
format:

Dear Mr./Ms. Big,
I understand that your company is looking to hire a new (job title).

DELETE!

•
•
•
•
•
•

I've attached my resume for you to review.
I have over (#) years of experience in this field.
I'm hard working, dedicated and (other words you use to describe yourself)
My most recent position was as a (fill in the blank) for (company).
I'm confident that my experience would be an asset to your organization.
I'd like to set up a time to discuss my qualifications with you at your convenience.

I look forward to talking with you.
Gracious Job Seeker
Phone | email address
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Or perhaps you prefer to make a phone call. If so, you likely left this Gracious JobSeeker Voicemail:

YAWN!

Mr./Ms. Big. This is Jane Kerry calling. I understand that your company is looking to hire
a new (job title). I've been working in this field for (#) years and have many of the
qualifications that you're looking for. Additionally, I'm passionate about providing
excellent service.
I would love to set up a time to talk with you about this position in more depth. I know
that you're a busy person, but would be glad to meet with you at a time that works in
your schedule. You can reach me at …."

Stop it already! These messages only get deleted. You don't want to squander this
opportunity.

What to Do When You Hear About an Opening
If you really want to have a chance, then you have to think about things from a
prospective employer's perspective. He or she is getting bombarded with look-a-like
resumes or phone calls. Every one that even remotely looks like "just another
candidate" immediately gets deleted or goes into the humongous pile of resumes.
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Talk like a peer.
How you sound makes
a big difference.

You want to stand out. But it doesn't work to tell them how wonderful you are.
Everyone says they're wonderful, talented, passionate, hardworking and committed
to excellence.
Instead, you need to BE DIFFERENT. When a potential employer sees or hears your
message, you want them to say, "I need to meet with this person."
What is it that elicits this reaction? In my experience with corporate decision makers,
you'll hit a home run if you:
● Reference a strong referral immediately.
● Demonstrate that you've done your homework and are knowledgeable about
what's happening in their organization or industry.
● Highlight the business results you've achieved in your previous positions.
● Show that you understand the issues they're facing or the goals they're trying to
achieve.
● And finally, sound like a peer.
In reality, you can't pull that off without doing a bit of due diligence first, followed by
some time invested in crafting a well thought-out message.
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Do Your Due Diligence
● Visit their website.
Read what's happening in their press release section. Check out the investor relations
section. Review any presentations or audios available. Read about their leadership
team.
● Research the people who will be interviewing you.
Patrick O'Malley, the LinkedIn expert, suggests that you look up the person you're
hoping to land an interview with before you connect with them. Look them up in
LinkedIn to see if you can find any common interests. This can give you an edge over
the other job applicants.
Google their names to see what other info you can uncover about them too. Visit
ZoomInfo to see if they've been newsworthy.
● Check LinkedIn and other social media for people you know in common.
Patrick O'Malley also says that you can gain an advantage by finding “shared
connections” on the right hand side of their profile. If you know someone in common,
it's one more thing you can talk about. If that person can give you a good reference,
that's even more powerful. This is how you harness the undocumented power of
LinkedIn or other social media forums.
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Just because you’ve
lost your job, doesn’t
mean you’ve lost your
business savvy. Use it!

● Review how they describe their current position.
Here's how one of my friends talks about her job on LinkedIn: "Directly responsible for
all corporate marketing for XYZ Company including brand development, new
product development, consumer research and strategy, pricing and promotions, and
the XYZ membership experience."
Knowing what a person is responsible for is helpful in framing your message.
Additionally, review their past positions to see what they've accomplished. This helps
you find out what they value.

Use Your Own Business Smarts
If you're struggling to find good information about an organization's goals, objectives,
issues and challenges, don't push the panic button yet. While it's always nice to have
"for sure" confirmation of a company's strategic direction and growth plan, you can
live without it if you tap into your own personal expertise gained during your tenure in
the workforce.
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Sales Smarts
Because I've been in the sales field for my entire professional career, I can tell you for a
fact that virtually every sales vice president is concerned about:
●
●
●
●
●
●
●
●

Increasing revenue
Shortening sales cycles
Improving sales productivity
Converting leads into sales
Predictable revenue streams
Hiring top talent
Shortening new hire ramp-up time
Increasing forecasting accuracy

Marketing Smarts
Over the years, I've also done a lot of work with Marketing in business-to-business
companies. Consistently I find these marketing executives are focused on issues such as:
●
●
●
●
●
●

Capturing more quality leads
Shortening time-to-revenue on new product launches
Increasing demand generation
Optimizing their marketing spend
Enhancing inbound marketing effectiveness
Generating more website traffic
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Align your messages
with what’s important
to the employer.

As a professional, you know what you cared about and were measured on when you
had a job. You also know what your boss was expected to achieve.
Believe it or not, you can leverage your own business smarts to make fairly accurate
deductions regarding a prospective employer's issues.
You are not starting from scratch. Using the Get Back to Work Faster methodology,
you'll bring your expertise to the forefront of your job creation initiatives.

Highlight the Key Qualifications
If a job description is available, review it carefully to highlight the points that the
company is looking for. You'll want to make sure your messages stress only the most
important criteria – and leave out the rest. In the job description below, the key points
to focus on are highlighted.
XYZ, Inc. is seeking a unique individual who can close larger enterprise deals and has
the experience to drive the strategic direction of sales/marketing. The balance of "in
the trenches" sales capabilities in the online marketing industry and strategic
planning/management skills is necessary. Core responsibilities include:
● Business Development: Take highly qualified leads for larger enterprise and Fortune
1000 companies and work a longer consultative sales cycle to build relationships
and credibility that consummate in a closed contract; leverage an existing rolodex
of existing relationships is desired.
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Think about how you
can be irresistible.

● Channel Partner Development: Leverage XYZ's existing relationships to further
entrench company with existing partners as well as identify and forge new
partnerships with complementary services, agencies and technology companies.
● Drive the vision for Sales & Marketing: Work closely with the CEO, Sales Manager
and Marketing Manager to build a complete sales and marketing strategic go-tomarket plan to execute against in the year to come.
Now that you know what they're looking for in the job, your challenge is to figure out
how to approach the decision maker in a way that makes you irresistible.
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You're a force to be
reckoned with – not a
desperate job seeker.

Craft a Compelling Message
It's time to get out of the "gracious job seeker" role and move into an "I'm a force to be
reckoned with" mode. If you've been job-hunting for a while, you may not feel like
that. But it's imperative to put all those feelings aside right now to take advantage of
the potential opportunities in front of you. Your mojo will start coming back after you
start seeing how this approach can create entirely different outcomes for you.
What's your primary tool for connecting with prospective employers? Email – for a
couple reasons:
● It increases your response rate.
People are much more comfortable jotting you a quick note than they are picking
up the phone to call you.
● It enables you to showcase your expertise.
By providing links to your professional site and blog, an interested employer can
scout you out – and become tempted to continue the discussion.
Just because an email is easy to write, doesn't mean you should quickly send
whatever message pops into your head. On the contrary! You need to make every
word count.
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Every message you send needs to be:
● Personalized.
People must feel beyond a shadow of a doubt that you wrote this message just for
them. That means you need to reference something very specific about their
business, industry or position to which they can immediately relate.
● Short and pithy.
In less than 10 seconds, people decide if they'll zap emails, read further or forward it
to someone else. It's critical to get right to the point.
● A conversation starter.
Good emails engage the reader in an online discussion. You might ask a question,
invite the employer to check you out online or set up a time to talk on the phone.
● Readable from a preview window.
Over 50% of people scan their messages from the preview screens. That means you
only have about 150 words MAX to capture an employer's attention.
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Do NOT attach a
resume to your initial
email.

The Formula for a Compelling Message
After extensive research on what worked with email, this format yielded the best
results for sellers. As a job seeker, that's the position you're in. You're selling yourself – so
we want to make sure you do it most effectively.
1. Establish credibility
Do this by referencing a referral, noting the research you've done or mentioning a
triggering event.
2. Pique curiosity
You can make this happen by:
● Communicating your value proposition.
● Citing results you’ve achieved.
● Conveying an idea relevant to their business needs.
3. Close graciously
Do this by inviting a non-threatening, but very professional response.
Do NOT attach a resume. I repeat, do NOT attach a resume. I repeat again – so that
I'm sure you get it – do NOT attach a resume.
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Why not? Because that immediately categorizes you as one of the gazillion hungry
job seekers out there. It will not earn you brownie points. It will not make you stand out
from the crowd. But it will get your message forwarded to HR where you're put into a
pile with everyone else.

Evolution of an Email
It takes hard work to pull together a compelling email message that demonstrates
your competence and credibility at the same time it evokes curiosity. In the upcoming
pages, you'll see the evolution of an email message written to a company where the
seller knows about an existing opening and is attempting to start a conversation with
a potential employer.
As you read these emails, notice how the messaging gets more and more focused to
the decision-maker's needs at the same time it highlights the job seeker's strengths.
First Draft: In this 208-word email, the job seeker is really excited about the opportunity
and wants the employer to know what a star he is. Unfortunately, the exuberance
comes across as pushy hype rather than business-focused competence.

GET BACK TO WORK FASTER ©Jill Konrath 2009

99

Get Back to Work Faster
Sounds like a self-serving pitch!
Also, the oversized letters in an
email are seen as screaming.

He's leading with why he wants to
work there, instead of the value
the employer gets from bringing
him on board. Also, his reasons
sound weak.

While he echoes what the
company is looking for in the job
description, it's all about I, I, I.
Instead, he should focus on the
business outcomes he's
delivered in his previous
positions.

Even at the end, he hasn't made
his case for the value he could
bring to XYZ, Inc.

Tom, you want me for that job description below.
And I want to work for you.
Why XYZ, Inc. for me? You get marketing -- an area where most software firms do terrible. For
instance, you have a white paper. I know you hired the best in the business for webinars. I've
attended several.
Why me for XYX, Inc.? I know sales and marketing. I know large complex deals and demand
generation. I know how to craft innovative win-win relationships with partners. I'm a superb team
player and public speaker.
For instance:
• I'm teaching an online class on demand generation.
• I'm hosting a session on demand generation at the Marketing Summit.
• I was VP, Sales and Marketing for Big Deal Search.
I'm that unique individual who can both close large enterprise deals AND drive the strategic
direction of sales/marketing. I'm a "roll up the sleeves and go to work" kind of guy.
How can you learn even more about me? Forget traditional resumes, etc. Instead, click below. I've
been in enterprise technology sales for over 25 years and internet sales for three. I live in New York,
but moving to VA is doable. Salary is negotiable.
I look forward to meeting you, Tom.
Jeff Ogden
(Note: a copy of the entire job posting was included below.)
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When you're writing to a
colleague, you do not start with
the word "dear."

Shows up-to-date knowledge, but
almost sounds like it was copied.
Also, why is this important? It's not
relevant to his ultimate message.

2nd sentence feels like pandering,
while the 3rd seems to be a
replication of what's on the
website.
Really a strong paragraph! Truly
the strength of this email. Also,
highlighted value proposition really
stands out.
Gracious and professional close.

In this email, he's omitted the part
about salary and relocation. It is
irrelevant until the potential
employer has decided they're
really interested in you.

Second Draft: In this 174-word email, the job seeker tries to focus more on the
company, thus demonstrating that he's done his homework. However, he hasn't tied
his own business value to the difference he could make for the organization. While he
states a clear value proposition in the 3rd paragraph, his opening is weak thus making
his message immediately deletable.

Dear Tom,
I see that Bob Sandberg recruited you away from ABC Software to become his Chief Operating
Officer. He says that he did this so he could focus on product strategy and development, while his
trusted ally focuses on business, marketing, and operations.
Having once headed the sales team at one of your channel partners, I got to know the Company
quite well. I always found your company highly professional and quite savvy at marketing. You help
companies cut costs, ensure business continuity, improve security and go green.
I help companies like yours to increase revenues and profits while improving operational efficiency
– by transforming sales teams. As the global leader on a massive, complex client, I led a team of
25 worldwide to a 223.8% revenue increase in just 12 months while slamming the door on
the competitor. Can your global teams take advantage of this approach?
In a few days, you’ll receive a letter from me. In addition, I will call you next Thursday at 3:30PM
Pacific Time. I look forward to talking with you, Tom.
Regards,
Jeff Ogden
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Final Draft: In this 138-word email, the job seeker starts out strong and continues that
way throughout his message. Prospective employers find his email to be relevant,
timely and of high interest. And, it sounds like a peer wrote it.

Tom,
1st paragraph deals with key
business issues facing the new
executive.
Key value that the job seeker can
bring to an open position stressed
right away.
Bullet points emphasize the most
important points. Note that each
one focuses a business outcome.
The metrics strengthen the
message.

After a 25% revenue growth in the most recent quarter, the reins were handed to you. Undoubtedly
you face pressure to continue rapid revenue growth – despite economic challenges and competitive
pressures.
I help companies like XYZ deliver sales growth. I have numerous examples from my long sales
career, but here a few I’d like to share. Over the years, I've:
• Transformed a product-centric company into savvy sales and marketing operation, becoming
the 21st fastest growing firm in the UK with 97% yearly revenue growth.
• Realigned a VAR, helping it move from the #6 revenue producer to #1 in just one year – and
keeping it there despite strong competition.
• Closed the largest transaction ($3.2 million) in software firm’s history.

Invitation extended to visit the
website & blog. This makes it easy
for a prospective employer to
check out the well-prepared job
seeker.

To learn more, please visit my website and blog. I'll call you next Thursday at 3:30 PM Pacific.
I look forward to talking with you.
Jeff Ogden
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!
Visit
GetBacktoWorkFaster.com
& sign up for the newsletter.
More job creation strategies
are coming soon.

Emails such as this final one capture the attention of busy employers. They speak to
the issues and challenges that are currently top of mind. Notice how this last email
includes:
● Up-to-date and relevant information about what's happening in the company. The
reader will know this message was written just for him/her.
● An emphasis on the key criteria the employer was looking for in a candidate with
proof points in each of the bullet points.
● A call to action as the employer is invited to visit the websites.
And finally, it's written as if the job seeker is a colleague of the employer. There is no
pandering. No formal or stilted language. It's direct, to the point and businessfocused.

Following Up on Referrals
If a business colleague or friend gave you a referral, craft a very similar email to the
previous message. Here are the primary differences:
● Mention the referring person immediately in the first paragraph.
● If you've learned any relevant information about the company or the position,
include that in your opening. But be careful that you don't violate any confidences!
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Jim,

Immediately mentions referral
from credible source.

Positions himself in a manner that
aligns with employer’s needs.

Earlier this week my friend Jill Konrath suggested I give you a call. I understand you're expanding
your sales force and looking for top talent with experience closing big deals in the technology
industry.
My specialty is large accounts and complex sales. For one large software firm, I managed the global
GE relationship and grew worldwide revenue by 223.8% in just one year.
Additional points of interest include:
• For a VAR, I tripled the value of the sales funnel in just 6 months, while moving them from #6 to
#1 ranking.

Highlights relevant achievements
in easy-to-read bullet format.

• For a software start-up, I closed a $600,000 deal shortly after starting by leveraging my
valuable connections.
• For an online marketing company, I took pipeline from zero to $800K in only 90 days while
engaging and refocusing both UK and US teams.

Closes confidently not as a job
seeking hopeful.

To learn more, please visit my website and blog. I'll call you next Thursday at 3:30 PM Pacific.
Regards,
Jeff Ogden
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While working on this book, I received an email from a LinkedIn connection stating the
he was looking to hire his next "sales superstar." He suggested that if we knew of a
good candidate that we have him/her get in touch.
Since that was my co-author's specialty AND since I knew the company was in his
"target market," I immediately dropped Jeff a note about the position.

Here's where things get interesting!
● Jeff had specifically identified this company as one he was interested in working
for.
● He'd already talked to the CEO about sponsoring The CMO Club, an organization
he'd joined to keep him engaged and involved while looking for a job. Note: this
was not a coincidence. Jeff was being savvy about his connections.
● And, Jeff was interviewing one of the company's key consultants for a white paper
he was writing – an income-producing opportunity he'd created through his own
initiatives (more on that later).
As you can see, Jeff's online initiatives, his focused networking efforts with The CMO
Club and his job-creation talents were all coming together at the same time.
This message is longer than normal because there are so many points of connection.
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Immediately references connection
point, ensuring she knows its in
response to her email.

Hi Jennifer,

Does a bit of bragging.
Perhaps overkill!

Are you really looking for a sales superstar? If so, you just found him. I'm a senior sales executive
experienced at selling marketing solutions to senior level marketing executives and I'm a demand
generation expert who knows how to help large B2B companies improve their lead generation.
When I recently spoke to your CEO, about a CMO sponsorship, he told me that Q4 2008 was the
best ever - but he's concerned with what the future may hold.

Connection to CEO puts Jennifer
on alert that this is no ordinary
candidate.
Stresses his sales expertise with
just one big win at a very notable
global firm.

Makes sure that employer knows
his deep expertise in the field as
well as his valuable connections.

Invites the employer to check him
out online.

I was surprised to receive the email below from my good friend, Jill Konrath. As you requested, Jill
pointed me to you.

As you will see from my websites, I turn sales teams into fearless competitors. For one large
software firm, I managed the global GE relationship and grew worldwide revenue by 224% in just
one year. One question you may have is "How well does Jeff Ogden know your company's lead
generation space?" Draw your own conclusions from the following:
• I'm writing a white paper on Demand Generation, sponsored by a leading firm -- and among the
experts I am to interview is your company's own (consultant's name).
• The CMO Club invited me to host a breakout session on B2B Demand Generation at The CMO
Thought Leadership Summit in May with a Chief Marketing Officer and the VP of Worldwide
Demand Generation for IBM.
• The CMO Club invited me to participate in a select committee to review business books for our
900+ CMOs. Why does this matter? My name will become well known among Chief Marketing
Officers as an expert in marketing.
Please research me further by visiting the websites below. I look forward to your call or email.
Jeff Ogden
The Fearless Competitor
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To ensure your email
gets opened. spend
time crafting a strong
subject line.

As you might imagine, the Vice President of Sales contacted him immediately after
receiving this email.

That's what happens when you write the message that cannot be ignored!
If he didn't get a response, Jeff could follow up his initial email with another one that
stressed the business outcome he's helped other companies achieve. That would
make a good, strong one-two punch!

Tidbits of Knowledge
In order to be even more compelling, here are some other valuable tips you'll want to
know prior to sending your email messages.
Subject Lines
Selecting a good subject line is essential to getting your emails opened – especially if
you're writing to a stranger. Here are some suggestions on writing strong ones:
● If you've been referred, use the person's name in the subject line:
- Mary Smith suggested I contact you
- Bob Jones from your regional office told me to get in touch
● If you're following up on a known job opening, put that in the subject line: Re:
Marketing Communications Position
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● If you're trying to get information about who to contact, ask for help & let them
know it will only take a second: Quick question – hoping you can help me out.
● If you have ideas on how to help the company achieve their objectives or address
tough challenges, put that in the subject line:
- Ideas on how to reduce time to market on new product launch
- Strategies for improving operational efficiency in the plant
- Increasing quantity and quality of leads for your sales force
If you want your email to be read, put some good thought into your subject line. Then,
send yourself an email and see how it looks in your inbox. If you were the employer,
would you be tempted to open it? If not, try a different approach.
Remember, if they don't read it, all the effort you put into crafting a well-written
message has gone for naught. Don't let that happen to you.
Essential Email Etiquette
Many job seekers have never really thought about the emails they send because they
primarily communicate with people inside their own company. However, when you're
looking for work, you want to make a good impression. Follow these guidelines to
ensure that your messages represent you in the best way possible.
● Use short paragraphs with no more than two to three sentences in them. Your
grammar teacher may have told you that each paragraph should contain a full
thought, but she didn't write for online reading. This is the new way of writing.
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Your SIG file gives you
a chance to leave
a strong lasting
impression.

● To enhance readability, put a space between paragraphs. Also, consider using
bullet points if you're including three or more points in one sentence.
● Make sure to use a screen-friendly font such as Verdana, Arial or Helvetica. While
highly stylized fonts and the use of color in your text or background may look
wonderful to you, many corporate decision makers view them as quite amateurish.
● Using CAPITAL letters in your emails is the online equivalent of shouting and
considered extremely rude behavior.
● Even if you have the capability to send a fancy looking html message, don't.
They're much more likely to be caught in the spam filters and they look tacky.
Creating a Good Signature (SIG) File
Want to leave a good lasting impression? Then make sure your SIG file closes off your
message properly. Good SIG files give you an opportunity to highlight your title,
descriptor and/or pertinent professional qualifications. Plus, they include the
necessary information for employers to check you out online and connect with you.
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SIG files are used after you sign-off with your first name. Typically, there's a space under
your name, then two dashes or a divider, followed by your SIG file. Here are several
variations of how it could look:
Jeff
__________________________________________________________________________________
Jeff Ogden | The Fearless Competitor | 126-456-7890 | jefflogden@gmail.com
web: www.jeffreyogden.com | blog: www.fearlesscompetitor.com

Jeff
___________________________________
Jeff Ogden, The Fearless Competitor
jefflogden@gmail.com
126-456-7890
web: www.jeffreyogden.com
blog: www.fearlesscompetitor.com
LinkedIn: www.linkedin.com/in/jeffreyogden
Don't try to get fancy here! This should be "just the facts." That's how to end your
messages professionally – and with the right stuff to get in touch or learn more about
your capabilities.
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Chapter 6
Job Creation: How to Develop New Opportunities
Just because a job doesn't currently exist, doesn't mean you can't get work. Savvy job
seekers never let the lack of an opening stop them from pursuing potential
opportunities. Are they wasting their time? Not at all. By taking the initiative to create
their own opportunities they actually:
●
●
●
●

Get back to work faster – maybe not as an employee though.
Make money in the interim so they're not running out of cash.
Strengthen their mojo because they're involved in interesting projects.
Maintain their momentum, giving them even more oomph to move through these
tough times.

As you'll see in this chapter and the next, there are different strategies for making this
happen. Use just one strategy – or bundle them together as part of your entire Get
Back to Work Faster campaign.

What's the Big Idea?
As a professional, people hire you because of your knowledge, expertise, and ability
to solve problems or to achieve specific end results. The key to job creation is to learn
how to leverage your brainpower and business savvy to get your foot in the door.
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Pursuing a job
creation strategy puts
you back in control.

To make this happen, you need to first get clear on your value proposition and define
your target market. Then you need to research the companies you'd like to work for to:
● Uncover business issues and challenges you can help them with.
● Find gaps in what they're currently doing that may impact their ability to achieve
their desired goals.
● Propose ideas on how to make their business run better.
Once you've done your homework, plan how you'll approach the potential decision
maker to set up a meeting.
The focus is NOT on getting a job. Instead, your objective is to get hired to do
meaningful and well-paid work – which may or may not lead to a position in the
future.
What we'll be covering in this chapter may be a stretch for those of you who are
adherents to the get-your-resume-in-as-many-hands-as-you-can crowd. You're going
to be challenged to do things that may seem downright brazen to you at first blush.
You'll likely be thinking, "No way. I couldn't possibly do this."
But you can do it! And you must. Stepping out of your comfort zone is essential if you
want to get back to work faster.
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On the right is an actual email
that Jeff received from a
company.

Jeff,

I'd like to make two key points
about this:

Unfortunately, I cannot provide any insight into why
you were not granted an interview. We receive over
200 resumes a day in our inbox.

1. Even a small software
company like this one that
Jeff wrote to is flooded with
job seekers. They get 200
resumes a DAY!

We forward the resumes along to the hiring team
and they tell our department what candidates they
would like us to contact for an interview.
Regards,
Potential Employer

2. When you send a resume to
a company – whether via
email or snail mail – it ends
up in a giant pile where
you're just one of a
thousand hungry job hunters.
With hundreds of resumes coming in, there is no reason that any potential employer
would reach out to connect with you. Instead, you wait and wait, hoping that it's
finally your turn. Hah! That's not very proactive.
It's time to ditch the resume and go get 'em!
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If you have a good
idea, you can get
a meeting with an
employer.

Getting Your Foot in the Door
Earlier I told you about the eBusiness where I was able to create a $45,000 project
opportunity in less than 1.5 months. But I didn't tell you about how I actually made this
happen. Pay attention to this, because:
●
●
●
●

This company was totally happy with their strategic plans.
They were NOT looking to hire somebody.
They had no intention of spending any money on what I ultimately proposed.
A job opportunity emerged from it.

Here's what I did: After reading the article about the spin-off, I went to their website
and read everything I could about what was happening. Basically, the rationale for
the spin-off was that the profits weren't in line with what the investors wanted. I also
looked for information on the new company's goals, key initiatives, logistics involved
and for names of people I might contact.
As an opportunistic thinker, I was interested in this triggering event because I knew one
of my personal strengths was in helping companies launch new products. I knew how
important the success of their new offerings would be in the upcoming months.
What was my big idea? To create sales tools and a customized sales training program
to help their salespeople get more appointments and have more effective meetings
with prospective customers.
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You don’t need a
perfect idea - just a
compelling one.

Now this isn't a brilliant idea. It's simply a decent idea that I suspected, based on
my experience, could solve a business problem they were likely to encounter as
they launched the new products.
Lots of people think they have to have the perfect idea – and have the solution all
flushed out prior to contacting a person. Then they get all hung up on the fact that
they can't get all the information they need to ensure that it's exactly right prior to
contacting a prospective employer.
That is simply not true. The people you contact using job-creation strategies would
think you were crazy if you approached them with "the answer" to all their problems.
They know that the best you can do is have a good supposition based on your
professional experience. That alone provides high value and a reason to meet.
Plus, when you meet with the potential employer, you will position your idea as a
possible solution to their challenges – one that you can't be sure of till you learn more
about their organization.

The Initial Approach
In order to find the decision maker's name, it took me seven phone calls. I started with
the ex-wife of a former neighbor who worked at the company. It was my only "in." She
didn't know whom I should contact, but she referred me to three people. One of those
people connected me with someone else, who ultimately gave me the name of the
man I needed to reach.

GET BACK TO WORK FASTER ©Jill Konrath 2009

116

Get Back to Work Faster
The first thing I did was give him a call. Since I was pretty sure I'd get voicemail, I
prepared my message ahead of time so I didn't sound like a babbling idiot. Believe
me, that's so easy to do – and incredibly embarrassing if you're trying to make a good
impression.
It took me quite a while to prepare my actual message so that I sounded capable
and informed, and so that it also piqued his curiosity. Here's essentially what I said:
Shows up-to-date knowledge re:
what’s happening.
Demonstrates expertise in key
business drivers.
Piques curiosity with an idea.
Closes as a peer.

"Ken, Jill Konrath calling. With your company's recent spin-off from BigCo, Wall Street
will be scrutinizing your firm's performance in the upcoming year. Based on what I
read on your web site, it's clear that the success of your new products is key to
meeting your numbers.
"I have some ideas on how you can shorten time to revenue on new product
introductions. I'd like to set up a time to talk about them. My number is 651-429-1922. I
look forward to talking with you."
It took many iterations to come up with this concise message that was relevant,
urgent and credible. My first versions were 60 seconds long; they droned on and on.
But I said so many wonderful things about how I could help them and my experience
that I couldn't bear to part with any of the words.
Once I finally regained my sanity, I realized that no one in his/her right mind would
care about all those details. In fact, I sounded pathetically self-serving trying to strut
my own stuff. So, I started chopping till I got down to the bare essentials.
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Voicemails that Work
Follow this format to craft a voicemail message that captures the attention of
potential employers:
1. Establish credibility
You need to do this right upfront to show that you're worth talking to. The best way to
do it is to reference a referral, show that you've done your homework and/or mention
a recent triggering event.
2. Pique curiosity
After reviewing what you know about your targeted company, determine what
would pique their interest the most. The most effective way for talented professionals
to do this is to combine their value proposition with an idea.
3. Close Confidently
Enticing voicemails end with strength, not hopefulness that you can get together. This
leaves employers feeling like they will get immediate value from working with you.
The truth of the matter is that you need to write a script and practice it. Do it multiple
times, till it sounds totally natural. If you're stumbling over words, it's because you're
trying to sound too smart. Cut the voicemail down to bare bones – so there's only
enough to convey the essence of the value you can bring.
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If you want to make
a positive impression,
practice your message.
If you don’t care,
wing it!

Then call yourself and listen to your voicemail. It takes a while to get good at it. Most
likely you'll need to rewrite it to ensure it sounds like one colleague talking to another –
not a job-hunting hopeful.
This practice session is essential, so don’t overlook it. I also strongly suggest that you ask
a colleague to evaluate your voicemail. Prior to actually delivering it to the employer.
Have your colleague fill out the checklist on the next page and give you feedback.
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Testing Your Message*

❏

1. The caller immediately sounded (tone of voice, confidence) like a
businessperson, not someone who wanted a job.

❏

2. Credibility was established within 10 seconds. The caller referenced: (check
which method was used)
❏ a. Research conducted prior to phoning.
❏ b. Referral from a credible colleague.
❏ c. Recent event that happened in my company.

❏

3. The caller used business terminology and focused on business results important
to my company. No mention was made of possible job openings.

❏

4. My interest was piqued. I wanted to learn more. The caller: (check which
method was used)
❏ a. Shared a strong value proposition.
❏ b. Mentioned ideas related to helping me achieve critical business
objectives.
❏ c. Referenced important information I'd love to learn more about.

❏

5. Closed with confidence. Left me feeling that she/he could make a difference
for my company.

* Adapted from Selling to Big Companies by Jill Konrath (Kaplan, 2006)
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Don’t give up after
one attempt. It takes
multiple contacts to
connect with potential
employers.

The Anatomy of a "Get Back to Work Faster" Campaign
Much as I'd like to tell you that’s all it took to get an appointment with the key decision
maker, the reality is that it took multiple contacts to reach him.
Potential employers are swamped these days. With the economy in turmoil, it seems
like everyone is doing the work of two or three people. Also, they're totally stressed out
and overwhelmed.
You may not realize this, but the average corporate decision maker gets 150+ emails
every single day. They're in meetings most of the time – and when they're not, they're
putting out fires. If you've recently come from a corporate environment, you know
exactly what I mean.
Here's why this is important for you to know:

If you call or email someone and expect them to get back to you, you're making
a wrong assumption.
They're simply too busy. In fact, there's a high likelihood that your voicemails and
emails will get deleted without the potential employer even having the courtesy to
call you back. You might call this rude, but the reality of it is that there's not enough
time in the day for them to get all their work done.
In today's business environment, YOU carry the responsibility for reaching out again – and
again. That's why you need to plan to launch a multi-touch campaign from the onset.
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What do I mean by touches?
Different ways of reaching out to people and connecting with them. Clearly, the most
common "touches" are via phone and email today. But you can also be effective
sending letters, faxing info, inviting a person to a webinar, meeting someone at a
conference – and more.
On the next page you’ll find an outline of the contacts I used to ultimately reach the
decision maker at the recently spun-off company.
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?
Did someone forward you this
copy of Get Back to Work
Faster? If so, visit our website
to check out more resources
for out-of-work business
professionals.

Touch

Action Taken in Account Entry Campaign *

1

Left a voicemail highlighting value proposition related to new product
introductions.

2

Sent letter focused on new product launch issues and relevant customer
results.

3

Followed up via phone; left voicemail stressing different aspect of value
proposition.

4

Faxed funny cartoon illustrating the "problem" with a brief note attached.

5

Left voicemail reiterating need to get together to discuss how to ensure
successful launch on critical new product coming to market.

6

Talked to assistant. Found out the decision maker was out all week
traveling but would be in Friday. Got his email address and sent short
message that I looked forward to talking to him soon.

7

Called on Friday at recommended time. Got voicemail and transferred
to assistant. His schedule had changed and he was traveling. Got cell
phone number.

8

Called cell phone and immediately reached decision maker in airport.
Had short conversation, answered questions and was referred to Product
Marketing Manager with blessings.

* Excerpted from Selling to Big Companies by Jill Konrath (Kaplan, 2006)
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Think multiple touches.
It’s the only way you’ll
be able to connect.

In this case, I didn't use email till near the end. However, I very easily could have – and
certainly would if I implemented this campaign today. Hopefully this gives you an idea
about how it works. It's not difficult. It just takes time and multiple touches to connect.
Remember the result of this account entry campaign? $45,000 of revenue in just a few
months. Clearly, it was worth it. In each of my contacts, I stressed the same basic
message with some different variations.
What happened when I finally reached the decision maker? He said, "I've been
meaning to get back to you. I'm interested. What is it you do?"
Please note, I never said that I was a product launch specialist. I never said I created
tools that salespeople could use. I never said I did sales training. My messaging
throughout was focused on his business issues, challenges and concerns re:
successfully launching new products, shortening time to revenue and Wall Street.
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Frequently Asked Questions
Whenever I talk about campaigns, people have tons of questions. Here are the most
common:
● How many contacts should I make?
Plan on 8-12 if you're really interested in the company. Most people quit after 3-5
touches, assuming that the company is clearly not interested. That's not true.
They're busy.
● Don’t you become a pest then?
Not if your messages are business-oriented and consistently provide value. Each
one should be carefully crafted so that it sounds totally personalized to the person
you're reaching out to.
● Isn't there some way I could get by with fewer contacts?
Certainly if you craft a really enticing message that's focused on the potential
employer's key business issues, challenges or strategic imperatives, you'll have a
much greater chance of getting a returned call/email. However, people are
overwhelmed with work. Often, just to keep their head above water, they'll delete
all emails and phone messages from strangers. Even if they intend to reach out to
you, they have difficulty taking that action.
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In short, if you want to reach someone, it's your responsibility to make the connection –
even if it takes multiple contacts.

What These Touches are NOT
They are not blatant or even feeble
attempts to get a job. Nor are they
clumsy approaches to hopefully
get your foot in the door. If you're
writing something like this, you're
wasting everyone's time.

HELP! NOT
THIS AGAIN!

See how pathetic this kind of
approach seems now – especially
after you've seen how you can
leverage your personal value
proposition and company research
to craft meaningful and pertinent
messages.

Bob,
I wanted to reach out to you directly -- as I
am a very senior level sales and marketing
person. I discovered your company while
watching a presentation by XYZ company. I
noticed that your firm is a client of theirs.
Who am I? First, I am an experienced and
proven sales leader. But I also have a great
deal of expertise in demand generation.
Marketing and Sales must move closer
together and I am the "glue" to make that
happen.
For more on me, including a resume, please
visit my website.
Regards,
Hungry Job Seeker
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Jeff Ogden Creates Work!
While Jeff searched for "real jobs," he also needed to bring money in the door. So, he
started getting creative.
In his previous position with a technology company, he'd immersed himself in learning
about search engine optimization and online demand generation. Personally, he
found this emerging field to be fascinating and was hoping to find a position with a
growing company.
As Jeff got to thinking about this, a light bulb went on. He could write a white paper
(an authoritative report) on how to solve the problems that companies face in
generating demand for their product/service offering.
But wait! Jeff isn't a writer. He's never written a white paper before. He doesn't have
the industry clout to come off as the official authority on the topic.
Did that stop him? No way. He knew he could write well enough. He figured he could
interview industry experts and company leaders to give the report the credibility it
needed. Plus, in his previous job, he'd requested a proposal from a writer to create
one of these documents so he knew he could make some decent money.
With that in mind, Jeff compiled a list of companies that might be interested in a white
paper on this topic. He started researching their websites to learn more about their
solutions, their current marketing strategies, and their current thought leadership
content.
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On one of the targeted company's website, he noticed that they had numerous
ebooks and webinars that addressed various aspects of inbound marketing. But he
also saw a gap in their materials – they had no comprehensive guide that would help
a prospect who was just learning about demand generation.
That's when Jeff launched his job-creation strategy. First he identified the VP of
Marketing and did some research on him. Then, he crafted a message he could either
leave on voicemail or use in a conversation:

SIMPLE,
PERTINENT
MESSAGE
THAT PIQUES
CURIOSITY

"Hi Sam. Jeff Ogden here. You don't know me but I've been looking closely at the
marketing resources on your website. You have a lot of great content, but I see a gap.
"If I was a prospect looking for in-depth info on demand generation, I don't think your
info would serve me. I have some ideas on how you can plug that gap. Why don't you
call and we'll discuss it …"
Sam called him back within a day – definitely a good sign! In the conversation that
ensued, Jeff gave him a quick one-sentence overview of who he was, then talked
with him about what he liked about the resource section of the website, what was
missing and why the lack of that information could negatively impact prospects for
the company's services. He suggested that he write a white paper, then outlined what
it would cover.
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Job creation is about
what’s possible – not
what exists today.

Sam was definitely interested – but felt that the white paper needed to be more
concrete with worksheets and checklists. Additionally, his company was targeting two
new markets so he thought that perhaps the white paper could be skewed for these
industries.
The conversation ended with Sam requesting a proposal – which Jeff said he'd be
glad to put together. After completing the document, it took a few more weeks to
turn it into reality. For a while, Sam didn't return Jeff's emails, but he kept in touch
anyway. He attended the company's webinars and posted comments on their blog,
slowly building his credibility and solidifying the relationship.
Finally, Sam reconnected and the rest is history. Jeff got paid to write a white paper
that will be highly beneficial to the company – one that he has an interest in working
for. He's building a relationship with a key player in the organization as well as
demonstrating his own competence.
This work also expands Jeff's credibility in the marketplace. The project itself enables
him to connect with industry experts and senior executives. Plus, they've negotiated a
pay-per-performance deal where the more leads that Jeff can drive to the
company, the more money he will make.
Creative, right? As we say in Minnesota, "You Betcha!"
That's what job creation is all about. Stepping out of the narrow confines of "I need a
full-time position or I will die" thinking and into the realm of possibilities.
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Become an idea
person.
They’re irresistible.

What you really need is the ability to create paid work. Then, despite what happens in
the economy or to your employer – you are able to earn a living.

Ideas are seductive. I have built my entire career around bringing ideas to
companies, so I know it works.
Since Jeff learned the job-creation approach, he has created several other new
income streams. Right now, he's helping a start-up company launch their new
product and selling sponsorship programs for a growing organization.
This work challenges Jeff and keeps him sharp – which in itself makes him more
desirable as a job candidate. He doesn't have the dragged out feeling of
hopelessness that comes from being turned down so many times. Plus, he's feeding his
family!

The Value of Job Creation
As Jeff says, it's immensely rewarding. When he reaches out to various companies with
well-researched and carefully crafted campaigns based on his ideas, he:
● Gets responses.
This was unheard of when he was contacting the organizations to see if they had
any job openings. Now, people call him back or reply to his email.
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● Gets people to visit his website.
They want to learn more about this individual who is thinking about how to help
their organization. His website is "selling" him even when he's asleep. That's a whole
lot better than being stuck in a pile of resumes.
● Gets treated as a colleague.
People want to engage in a discussion with him. A prospective employer even
invited him to lunch to talk about the ideas he had for the company. That never
happens to a job seeker.
Here's what Jeff wrote me after he started using these job-creation strategies.
"The two meetings I had today were business discussions – learning about their
company and priorities. I didn't bring a resume and they didn't interview me, but I
made more progress than I have in so many others.
"When I started, I didn't know if either company had any openings. That was not gist of
the conversation. But then the software company CEO told me he just got rid of his
partner who was heading sales and marketing. He wants a leader who knows
complex sales.
"He actually asked me what I was looking for – to head Sales and Marketing or run my
own show. When I gave him my criteria, I could see him start thinking about what was
possible. That's when he invited me to lunch the following week.

GET BACK TO WORK FASTER ©Jill Konrath 2009

131

Get Back to Work Faster
"In the second meeting with a VP of Marketing, we talked and bonded around
business issues for at least 25 minutes before the job opportunity came up. She was so
impressed with me, that she wants to introduce me to the CEO and recommend the
company hires me to do sales consulting."

Job Creation Gets You Back to Work Faster
It changes the whole dynamic of the relationship you have with a potential employer
– especially when combined with a solid online presence that demonstrates your
professional expertise. Suddenly you become a VERY desirable candidate.
As Jeff says, "It takes time and focus, but it puts you in control of your own destiny."
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Chapter 7
Use a Targeted Direct Mail Approach
Mark Hovind, CEO of JobBait is the master of the targeted direct mail approach. As I
mentioned earlier, he helps 6 and 7-figure executives find a job using mail campaigns.
These highly focused initiatives uncover the hidden job market – not the advertised
one. This is exactly what good salespeople do!
They don't wait for a company to put out a Request for Proposal and then bid on the
project. Instead, they get in earlier when the decision makers are still struggling with
the issues or trying to meet the goals.
This enables them to help shape the opportunity to the strengths of their product or
service.
You can do the same with a job, actually co-developing the position with your new
boss so that it plays to your personal strengths (and of course, your passions)! Also,
when you employ these strategies, you don't compete with everyone else.
Prospective employers are so delighted to have found a strong "solution," they don't
post the job or call in a recruiter. Decisions move quickly and you don't have to
lowball your salary range to get the job.
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Job seekers who use Hovind’s approach get
back to work significantly faster. Based on his
research, his 90-day success rate is over 3x more
effective than networking and outplacement and ridiculously more effective than recruiters,
job boards and resume posting. Hopefully this
graphic catches your attention. Are you wasting
your time on minimally productive job search
strategies? If so, it's time to try the new job
creation strategies that you find in the Get Back
to Work Faster guide. They really do work.

Keys to a Successful Campaign
It's not just the targeted direct mail technique that enables this to happen. Hovind
works closely with his clients to:
● Clearly articulate their strongest value propositions from the potential employer's
perspective.
● Target the right industries in the hottest locations based on solid research.
● Develop the optimum mailing list for the job seeker's sweet spot.
● Craft a message that’s impossible to ignore – and gets results!
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Since Hovind works primarily with top executives, I convinced him to share his insider's
secrets for the Do-It-Yourself crowd. Here they are:
● It takes about 3,000 letters (snail mail, with a stamp) per $100k in salary to achieve
85% success rate in 90 days.
● There are two approaches you can use:
1. Saturation: Send 3,000 letters per $100k in salary all at once for 85% odds. If the
industries and locations you're targeting are growing and robust, send less ...
and if not, send more.
2. Progressive: Send 1,000 or more letters every few weeks to the same mailing list
until you land the job you want. Statistically, your response rates increase by an
average of 2% each time. At a salary of $100k, you can achieve 85% odds by
the third mailing.
● The quality of the list is key. By being precise, you can save 50-75% of the distribution
costs.
● Use high quality paper and make it all look first class. Don't be tempted to cut
corners.
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You get 6x the
response rate when
you send a powerfully
crafted letter.

What's in the Message?
Hovind spends hours crafting the perfect letter – and that's after thoroughly
interviewing the executive who is using his services. Essentially, he's using the same
strategies mentioned earlier in this guide to identify the target market and find the
strongest value propositions. When you examine the sample letters that Hovind so
graciously shared with us in the upcoming pages, take note of the following caveats
that make these mailings so effective:
● High quality personal stationary and envelopes are used to make the best possible
first impression.
● Each letter starts with a question that's specifically designed to entice the recipient.
● After the question, the first paragraph is a statement of the person's primary value
proposition statement.
● That's followed by three key proof points that support the value proposition.
● Next comes a short explanation of the job seeker's current status.
● The letter closes with an invitation to connect, plus gives website information.
● A relevant and compelling P.S. finishes it off.

Don't send a resume!
According to Hovind, you get six times more responses when you send a letter like this
instead! Hopefully, that statistic is enough to convince you that it's foolhardy to be
throwing your resume around like every other starving job hunter.
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SAMPLE
LETTER FOR
CEO
POSITION
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SAMPLE
LETTER FOR
CFO
POSITION
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SAMPLE
LETTER FOR
VP-SALES
POSITION
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Doing it Yourself
Pulling together a campaign like this can work for you. Do your homework though
before you try it. Get clear on that value proposition. Focus in on the target markets.
Find a high quality list that meets your criteria. Do it all first class.
Please note how the message in this approach is nearly identical to the other
strategies we've suggested in earlier chapters where we talked about following up on
existing job openings or targeting companies you want to work for.
Here are a few final thoughts from Mark Hovind of JobBait:
● This approach uncovers 4 times as many job openings as traditional job-search
strategies.
● It works 3 times faster than networking, recruiters and job boards combined.
● Potential employers are 50X more likely to look at your website than pick up the
phone to call you.
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Companies create
jobs all the time. They
can create one for
you to – if you position
yourself correctly.

Here's another BIGGIE:

25% of Hovind's clients landed well paid work opportunities that did not exist.
That's right! The employer liked their qualifications so much, that they hired these
people to work for them in very short order on projects or consulting assignments they
felt could help their business.
They certainly got back to work faster! That's what this book is all about!
P.S. Want to hire Hovind to do this for you? If so, visit his website at www.JobBait.com or
contact him directly at mark@jobbait.com
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Ready for Fresh Career Advice?
● Learn new approaches from leading business and career experts
● Discover job creation strategies you can implement today
● Find out how to maximize your talents, network & connections
FREE LIVE ONLINE EVENTS – HELD MONTHLY ● ● ● ● ● ● ●
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Faith Ralston
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Keith Ferrazzi, CEO of Ferrazzi Greenlight, author of Who's Got Your Back? and Never Eat Alone
Jill Konrath, author of Get Back to Work Faster and Selling to Big Companies
Dan Schawbel, author of Me 2.0: Build a Powerful Brand to Achieve Career Success
Jason Alba, CEO of JibberJobber, author of I'm On LinkedIn, Now What?
Faith Ralston, Talent Expert and author of Play Your Best Hand
Mark Hovind, CEO of JobBait, author of forthcoming Fierce Job Hunters
… and more coming soon!
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Chapter 8
Conversations & Connections
After launching a job-creation strategy or targeted direct mail approach,
conversations with potential employers fundamentally shift. They recognize that you –
your track record and/or ideas – have value and want to learn more. There's nothing
sweeter than when a prospective employer says:
● "We reviewed your (email, letter, website) and are interested in talking with you
further."
● "You piqued my curiosity with your message. Tell me more."
It's an acknowledgement of your value – and that you've done a great job so far. Now
the key is to keep the interest alive and advance your fledgling relationship to the next
step.
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Tell me more: What Employers Really Want to Know
Unfortunately, most of us think that those statements of interest are a request for more
information on our background. They're not. Whatever you do, don't launch into a
detailed explanation of your professional history:

WRONG
ANSWER

I graduated (x) years ago from (college) with a degree in (major). I immediately went
to work for (first employer) where I started out as (entry-level position). I stayed there
for (x) years before accepting a position with (company) as a (next-level) job.
If an employer contacts you, something you said or wrote interested them. Perhaps it
was your powerful value proposition. Maybe it was your ideas on how to solve a sticky
business issue or achieve a much-desired goal. Then again, it could be an
accomplishment of yours that stands out.

THE REAL
DEAL

What they really want to know is, "How did you do it?" or "Could this business
outcome be replicated in our company?"
Before you launch into answering those questions, I suggest that you get more insight
into where they're coming from. Just ask,

"I'd be glad to. But first, can you tell me what was in my (email, letter, message)
that specifically captured your attention?"
When you find that out, you have the context necessary to provide them with the
information they need as well as position yourself for a current or future position.
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?
Want more job creation
strategies? Check out the
upcoming FREE webinars on
GetBacktoWorkFaster.com
featuring top experts.

Passing the 'Tell Me More' Test
Your professional website and resume document your job history, promotions and
accomplishments. But they don't bring them to life. Stories do that – and as someone
who is set on creating a new position or landing an existing one, it's your job to tell a
good one.
Let's say that you "led a project to drive costs out of the supply chain, resulting in a
36.1% annual savings." It was a major accomplishment in your previous position – even
though you didn't do it all yourself.
The employer says to you, "I'm interested in the supply chain project you worked on in
your most recent position. Tell me more."
How should you answer? Here's what needs to be in the story you share in order to
pass the "Tell me more" test:
●
●
●
●
●
●

A brief overview of the situation prior to the initiative
Your mandate: what you were expected to achieve
What you did to create the change; your role in the process
The issues, challenges, difficulties you encountered
How you overcame these problems
The final outcomes achieved
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Be prepared to tell the
“story” of your
accomplishments and
how you overcame
the obstacles along
the way.

This is something that needs to roll off your tongue when you're talking to someone
who can hire you. There's NO way you can tell this story without practice. If you try to, I
guarantee that you'll:
● Skip over important details that highlight your strengths and expertise.
● Blather on and on, boring the listener to death.
That's why you need to grab a colleague and practice sharing stories with each other.
Focus in on the relevant and salient details typically important to decision makers
and/or employers. Find out where more explanation would build value and flush out
your story. Learn where your details distract and omit them.

How to Avoid Overkill
Recently I talked to a business professional who was looking for project work. He gets
really excited when corporate decision makers say, "Tell me more." It's a sure sign to
him that they want to know all about his methodology. He responds ...
"The process I use to achieve these results involves pulling together a team of people
from multiple functions to analyze and address your critical business challenges. First
of all, it's absolutely imperative to have senior-level commitment in order to make this
work.

GET BACK TO WORK FASTER ©Jill Konrath 2009

146

Get Back to Work Faster
"Before any session, I conduct thorough interviews with key executives and other
stakeholders. Then, when we get together, we use a variety of proven tools such as
customer value mapping and process mapping, as well as a systematic, integrated
tactical approach to help you achieve objectives ..."
I yawned. My eyes glazed over. Because I hear things from a decision-maker's
perspective, it was painful for me to listen to this.
"Stop, stop," I cried. "It's not what they want to hear."
He was confused. They'd wanted to learn more and so he'd explained his process to
them. But he was also a "root cause" kind of guy and, since the response he was
getting wasn't spectacular he was open to suggestions. Here's what I told him.
When you're in the early stages of working with a prospective employer, the answer to
"Tell me more" is not an overview of everything you can do. Neither is it a description of
your process or methodology. Nor is it a request for all the gory details.
The people you're talking to are sitting at their desks struggling to get everything done
with fewer resources and in less time. It's an impossible, never-ending task with no relief
in sight. So that's what you focus on – the challenges or issues you can address.
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After your ‘Tell Me
More” story, ask a
provocative question.

Your primary goal is to develop your credibility as someone who is intimately familiar
with the issues they face and to demonstrate your ability to deliver results. You do this by:
● Expanding on how tough it is for companies to achieve their objectives today.
● Talking about all the difficulties that arise, the bottlenecks and the workarounds,
the frustrations.
● Mentioning the ramifications on other areas in their business.
● Highlighting the outcomes you achieved on a particular project.
Then you wrap it up by asking a question that engages the potential employer in
discussing the issue in greater depth.
How I Respond
When corporate decision makers want to know what I do, here's what I say:
"The biggest challenges facing sellers today is cracking into corporate accounts.
Decision makers never answer their phone. They roll all calls to voicemail and they
never call anyone back.
"You may have the greatest product or service in the world, but if your people can't
get their foot in the door, it's all academic. Most sellers I work with are discouraged.
They've tried everything they know, but it's not working. I help them figure out what it
takes to succeed in this crazy business environment.
"How big of an issue is this for your company?"
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That's what you need to say to pass the "Tell Me More" Test. Like I said, those words
don't just roll off your tongue without thinking them through. You need to practice and
prepare like everything depends on it – because it does.

Jeff Ogden's "Tell Me More" Story
As you know from earlier, Jeff wants a job in the technology sector. He has a track
record of success in making big-ticket sales for growing software companies. This is an
accomplishment that he's most proud of – and certainly one that will generate a "tell
me more" request.

"I increased revenue from $2.1 million to $6.8 million at GE in just 12 months while
slamming the door on the competitor."
Here's what he can say if when a potential employers says, "Tell me more."
Upon joining XYZ Software – which is now part of SAP – I was assigned a territory that
included a few GE divisions. The company was doing about $2 million at GE, but the
revenue stream was shrinking and competitors were killing us.
Start with a brief overview of
the situation.

I proposed to the executive team that I take over GE as my only account, so that I
could turn things around. It was a tall order as I was new to the industry and had only a
handful of contacts in the organization.
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The first thing I did was to create a global account team comprised of everyone in our
company who "touched" GE. I led the team in pulling together a comprehensive goto-market strategy that focused on:
Highlights what he was expected
to achieve.

1. Finding a showcase project that we could use to prove our value.
2. Leveraging our success to win more business at the account.
Our first big opportunity was a digital cockpit management project – one that was so
important, that every major vendor was invited. Microsoft, Oracle, Hyperion, Cognos,
and SAS wanted it BADLY.

Shows how he accomplished
the goal.

Working with a strong pre-sales person we identified key resources, impressed GE with
our fit to their vision and won the deal. My job was to ensure it was a rousing success –
and it was.
GE originally planned to roll it out to 17 executives. But they were so delighted with the
results; they instead rolled it out to 174. The word of mouth marketing machine was in
high gear.

Raises a big challenge he had
to overcome and how he
addressed it.

GE Appliances then asked us to help on a project to identify manufacturing problems
earlier in the cycle so they could eliminate expensive rework. Our company didn't
have an off-the-shelf solution, but I recognized that a conceptual fit existed. So I
pulled together meetings between GE and our technical gurus to turn it into a reality –
then supported the implementation across the organization.

GET BACK TO WORK FASTER ©Jill Konrath 2009

150

Get Back to Work Faster
Summarizes the final outcomes
achieved.

At the end of the first year, my team’s results were tabulated. Revenues exploded by
a remarkable 223.8% in just 12 months. My team and I never once lost to our top
competitor — hence their business was flat to near-zero growth.

Engages with a provocative
question.

Tell me, how is this relevant to what you want to achieve in your company?
As you can see, that's a pretty strong example. It doesn't give all the details either.
There's lots of room for employers to ask questions such as:
● How did you beat that "Who's Who" of software companies?
● What was all included in that go-to-market strategy you implemented?
● How did you ensure that your projects were "rousing successes?"
That's what you want to happen. Also, notice the question at the end. Remember that
you want to engage prospective employers in a discussion so you need to take the
responsibility to make that happen.
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Why You Want to Ask Questions
I've spent over 25 years studying the art and science of asking questions. Here are a
few things that might surprise you:
● People who ask a lot of questions (as opposed to talking) are seen as significantly
more credible, competent and caring.
If that's the impression you want to make on potential employers, questions are the
key to making it happen. Insightful, thoughtful questions have the maximum
impact.
● The human brain is not capable of simultaneously listening to someone talk at the
same time it's formulating a question to ask.
It's essential to prepare your questions ahead of time. I recommend having ten
questions ready to go for each conversation you have with someone who could
hire you for work.
● After asking a thought-provoking question, the average person waits 2-3 seconds
before he answers it himself or rewords it. The average listener takes 8-10 seconds to
think about the question and formulate a response.
This means that you need to ask questions, then be quiet. Seriously. Be quiet. I used
to force myself to count to ten slowly before I started talking again.
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Good Salespeople
know that questions
are the key to their
success.

About Those Questions
If I had initiated contact with a company, hoping to create an opportunity to get
back to work faster, I would likely ask questions on these topics:
●
●
●
●

How are you currently handling things relevant to (my expertise)?
What are your goals and objectives for the upcoming year in this area?
What strategies and initiatives are you implementing to help get you there?
In your opinion, what are the biggest obstacles and issues to achieving those
objectives?
● What plans do you have to overcome those challenges?
● As I mentioned, I help companies ____; how would having someone help you with
these issues help your company?
Please note that these are not typical job seeker's questions. They're not focused on a
position, benefits, training or anything specific to an existing position.
Instead, they get you talking to a potential employer about their business. That's when
they open up to you. That's when they start seeing you as a potentially valuable
resource who could help their organization. That's exactly what you want!

By having a business-focused conversation, you elevate your position from a
hungry job seeker to a highly competent, potentially invaluable resource.
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Plan your questions BEFORE you contact anyone. Yes, your discussion will deviate from
your initial plan – and that's totally okay. But if you don't have good, thoughtful
questions planned ahead of time, they will not pop into your mind when you're trying
to make a good impression.

Keeping in Touch
Whether you've approached a company using a job-creation strategy or whether
you're following up on a known opportunity, your first conversation is the start of your
relationship.
YOU bear the responsibility for keeping the momentum going. Failure to realize that
will invariably lead to frustration and ultimately, defeat. I know you dream of having
an employer contact you and say, "We can't get you out of our mind. Please, please
come talk with us again about that position/project. We need to get you onboard
ASAP."
It's not going to happen. The minute they hung up the phone from talking with you,
they checked their emails, answered their phone calls and rushed to the next
meeting. Meanwhile, ALL you're thinking about is this potential opportunity.
What you don't want to do is be a pest. That means you don't contact them every
week to find out, "If there's been any decision" or "Just calling to touch base." Those
seemingly "nice" ways of reaching out are what makes you a pest.
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Your job is to ensure
that every contact has
value to the employer.

Think ABV – Always Bring Value
Here are some things to do if you have an idea that could turn into a project for you:
● Suggest you have a conversation with other people in their company who might
be involved in the process.
● Pull together a "discussion document" highlighting your understanding of the
current situation, their business challenges and your recommendations for
achieving their goals. Then review it together in person, over the phone or via web
conference.
This is my personal favorite since it nearly always generates a positive response.
● Write an article on your blog that's relevant to the conversation but not exclusively
focused on your targeted employer. Then, send your contact a link to read the
article or even a hard copy of it with a note that says, "Bill – Thought you might find
this interesting – Jeff."
● Read more about what their company is doing and send a relevant email with your
thoughts.
● Keep up to date with what experts in your field are talking or writing about. When
you find a pertinent article, blog post, research study, or webinar, send your
contact a link.
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● If the company you're pursuing an opportunity with has a blog or uses social media
in any way, make comments on their site. Jeff has even taken it a step further, by
suggesting he re-use their material on his blog. Here’s what he wrote to the CEO:
I enjoyed reading "Timing is Email's Trump Card." This is a common question I hear
and I would like to reuse it on my blog, with your permission. You can visit my blog
below to check it out.
He got this response back from the CEO: "Glad you enjoyed! It makes me feel good
that someone appreciates my efforts. Please feel free to use it how you see fit."
Again, the key to effective follow up is to be a great resource instead of a hungry job
seeker. You can do that. It's what you've spent your entire life doing. Just because
you're out of work right now, is no reason to abandon this strategy.

Interview Follow-Up Plan
The "wait-and-see" period after an interview can seem like an eternity, especially
when you know the company talked to five other candidates. Other than writing a
nice "thank you for the interview" note, most job seekers feel like they're in purgatory
waiting for the axe to fall on them, but hoping it won't. But what else can you do?

My suggestion? Proceed as if you were hired for the position.
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Act as if you already
had the job. Get to
work on creating your
Action Plan.

Put together a plan that covers what you'd do to maximize your first three months in
the new job. That means you have to put on your thinking cap:
●
●
●
●
●
●
●
●

What are the responsibilities of this position?
What goals/objectives were shared?
What do you need to learn in order to be effective?
Who do you need to meet with? For what reason?
What are the priorities? Strategic imperatives?
What needs to be put in place to ensure success?
What are the key issues and challenges?
How can you minimize their impact?

Start by writing down all your thoughts about these questions. Then, start thinking
about sequence – what needs to be done first? Then what?
Create Your Action Plan
Finally, pull together a 2-3 page Action Plan as if the job were yours. Include the
following categories:
●
●
●
●

Overview of position/expectations
1st Week: Objectives & Plan
1st Month: Objectives & Plan
1st Quarter: Objectives & Plan
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When you're done, review it carefully to ensure that it's exactly what you'd do – based
on your current level of understanding – should you be hired in the next few weeks.
Before you send it off, get someone to
proofread it for you: Does it make sense?
Is it well written? Any typos or
grammatical mistakes? If you want to
make the best possible impression, don't
omit this step!

Communicating with the Employer
Immediately after your interview, send
the person you spoke with a gracious
email
thanking
him/her
for
the
opportunity to interview for the position.
Also, alert this person to expect another
email from you shortly. Here's what it can
look like:

Pat,
Thanks for the chance to talk today about
the (fill in the blank) position at your
company. Based on our initial discussion,
it looks like it could be a good fit for both
of us. I'm confident that I can achieve the
objectives you outlined and look forward
to getting started.
Over the next few days, I'll be working on
an Action Plan that will spell out what I
would do in the 1st week, 1st month and
1st quarter in this position. This should
give you further evidence of my
capabilities and how we can work
together.
Looking forward to continuing the
conversation,
Regards,
Job Seeker
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When you’re
proactive, employers
take notice – and you
stand out from the
crowd.

How will this message be received? With great interest. It's not what typical job
candidates do so you will immediately stand out. Plus, if you put together a good
Action Plan, you'll stand out even more.
This is all about differentiating yourself from the pack! It works because most job
seekers are unwilling to do this "unpaid work." Yet from my perspective, it's exactly
what gives you the opportunity to really show what you're capable of doing.
When your Action Plan is complete, send
an email similar to this one. Please notice
the collegial tone of the message. It's not
written by a hungry job seeker. Instead, it's
from a peer.
Because this approach is so unique, your
Action Plan will be reviewed. And, it's
highly likely it will be circulated to others in
the company. Creating an Action Plan
takes time and effort, so only do it for the
positions that really excite you and that
you'd love to land! Hopefully you have
lots of ideas now regarding how you can
keep
the
communications
going,
increase your value in the process and
begin your working relationship even
before you get the job.

Pat,
Here is the Action Plan I put together for
the (fill in the blank) position we talked
about last week. As I said earlier, I believe
that your needs for this job are a good fit
for my skills (knowledge, expertise,
background).
While I don't have all the relevant data to
create a firm plan, what I'm sending
should give you a good idea regarding
how I'd approach this job. Let me know if
you have any questions.
Looking forward to talking again soon,
Job Seeker
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Chapter 9
A Time of Growth
When I started writing this book, my primary goal was to provide concrete, "how to"
advice to help you get back to work faster. Hopefully I've accomplished that with all
the ideas and strategies I've shared.
Now that I'm almost done, I realize that I have a bigger message to share. A few years
back – around the time of the dotcom bust – my own business was wiped out when
my two best clients cut all consulting contracts. Wall Street told them to deliver better
earnings, so they chopped all outside resources. Like you, I was out of work. And, I was
totally lost.
I spent almost a full year with no money coming in the door. Fortunately, we'd been
saving to build an addition to our house so we weren't in dire financial straits. But it was
bad enough.
During that part of my life, I felt like I walked through the proverbial "Valley of Death."
There were many times when I didn't know if I'd make it to the other side.
I'd lost my direction, my pride and my own sense of value. I questioned my own
relevance as I saw all the younger people coming into the workplace with skills and a
technical savvy that I could never possess. Perhaps, after all these years, my best days
were behind me.
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There was even one point, when my husband said, "Are you ever going to work
again?" My reply – "I think so." Believe it or not, I even seriously considered waitressing
again – a job that I'd held through high school and college.
But I didn't. Instead, I chose to re-establish myself in my profession. And, I used every
single strategy in this book to make it happen.

Something More
During those barren days, weeks and months I learned many other lessons too. That's
what I want to share with you now – because honestly, they are the real gifts that
came out of those dark days of the soul.
You are not your competence; your value is not in your job.
As someone who's spent her whole life focused on achievement, this was a tough one
for me. I was an "out of work" sales expert. How embarrassing is that! I couldn't even
sell myself.
For a long time, I pretended that business was good when it was downright awful.
Then finally I couldn't keep up the charade any longer.
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When your friends,
family and former
colleagues can help
you, they feel better.
Ask them!

I learned to be real. I let down my guard and shared my struggles with others. I asked
for help, something I was loath to do. But what I discovered is that people really want
to help you. It makes them feel important and valuable. For those who have been a
recipient of your assistance in the past, it also creates a balance in your relationship.
They want to give back.

Let people help you. It's good for you and for them.
I learned to be humble. Suddenly the phrase, "There but for the grace of God go I"
took on a whole new meaning. Everything I'd worked for was obliterated in a
nanosecond – not because I was a bad person or stupid or anything. Certainly, I
could have made choices that created different outcomes, but I didn't. And so there
I was – an everyman – or should I say, an everywoman, stuck with a situation I didn't
want to be in.
Truth be told, I didn't want to learn any one of those things. I liked my life. I was
successful, respected, accomplished and a winner.
Afterwards I was just me – a normal human being, doing my best to make a living and
a life. I was much nicer too!
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?
Did you sign up for the Get
Back to Work Faster
newsletter yet? Click here
now so you don't miss out on
what's happening.

Re-energizing Your Life
There was one benefit of my career collapse that I never could have anticipated.
I grew so much during that period.
When you don't have a lot of work to fill your waking hours, it's a great opportunity for
reflection. I spent a lot of time taking a look at what I wanted to do with my life. I asked
myself lots of questions:
●
●
●
●
●

What was I passionate about?
What excited me? What did I love to do?
What aspects of my work bored or frustrated me?
What were my values?
What contributions did I want to make?

Finally, I kept asking myself the BIG question: How could I create meaningful and wellpaid work that brought all this together?
I wish I could say that the answers came in an afternoon. Instead, I muddled over
these questions for a long time. The first thing I discovered was that I needed to be
able to bring my two primary interests (sales and creativity) together in whatever I did.
I had no idea how I would do this.
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No more living on
cruise control. You
have been given an
opportunity for growth.

At one point, I started writing a sales novel. While nothing ever came of it, that
initiative got me writing – something I hadn't done since high school. But it was the
start, the genesis, of what I'm doing today. It got me headed down the pathway that
would later emerge as my true direction at this point in my career.

Don't get down on yourself if you get stuck. Trust the process. That's what's most
important.
Since you have lots of extra time on your hands, it's also a time to start learning new
things. Most of us haven't done that for a long time. We've been living on cruise
control and been reasonably happy.
It's only when you get that big jolt of unemployment that you re-awaken to the fact
that it's time to update yourself.
●
●
●
●
●

Been avoiding learning about technology? Time to jump in.
Don't know much about new developments in your industry? Time to learn.
Skills a bit outdated? Time to study something new.
Lousy at presentations? Time to get good at it.
Sick of your current work? Time to make that change you've dreamed about.

Becoming a learner again is both nerve-wracking and energizing at the same time.
You actually have to go through a period of feeling totally stupid or being really lousy
at something for awhile – which most of us aren't real good at handling.
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But when you crack the code, the excitement is palpable. From the agony of defeat
emerges the joy of victory. Then your oomph starts coming back.

The new, improved you emerges from a cocoon you didn't even know you were in.
This enforced downtime of yours is truly a chance for you to explore your talents, get in
touch with your passions and realign your career with what's important to you at this
point in your life.
You'll find inner resources you didn't know you possessed. You'll have faced one of your
greatest fears – and survived. You'll have strengthened the relationships in your life.

What Choice Do You Have?
During that tumultuous period, I remember being struck by thoughts I'd never had
before. They may seem simplistic to you, but they were profound to me.
I realized that creativity didn't just mean being artsy or musically inclined. Instead, I
had the ability to create my own life the way that I wanted. I also realized that every
single moment of every single day, I made choices that either led me toward what I
wanted to create or away from it.
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What choices will
you make?

I'm not talking even about revolutionary choices like moving across the country or
getting married. I'm talking about choices like being angry at your company for the
rotten position they put you in – or accepting it and figuring out how to create
something new and better. I'm also talking about the choice to get up in the morning
with a pit in your stomach, dreading another day of searching for employment – or
waking up, glad to be alive.
When you start seeing everything as a "choice," you have so more latitude in your life.
It puts you back in control again. Fear, which can be overwhelming when you're out
of work, stops running your life and you start seeing options again.
As this book comes to a close, you're going to face some choices:
● Are you going to keep job hunting the same old unsuccessful way, hoping for
different results? Or, are you going to try some of the new approaches I talked
about?
● If you decide to try new job creation strategies, will you make a one-shot attempt
and quit if it doesn't work? Or, will you work hard to learn the new techniques and
skills – even if you do terrible at first?
● Will you keep pursuing existing job openings? Or, will you try to create new
opportunities on your own?
● Will you use this time to grow both personally and professionally? Or, will you only
focus on getting a new job as quickly as you can?
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● Will you let your circumstances turn you into an angry, embittered person? Or will
you chose to greet each day eager to get to work on creating the life you want?
Aren't you lucky to have these choices – tough as they are! Every single day, you get
to make more choices like this. If you had a bad day yesterday, it's over. Today you
get to choose again.

Planting the Seed
Finally, I'd like to leave you with one last thought. I have a little saying from Robert
Schuler pinned on the wall next to my desk. It says,

"Never Believe in Never!"
It's traveled with me now, from office to office, for 30 years. I've adopted it as my
mantra. During the times when I'm most discouraged, it buoys me up.
It reminds me that what I'm hoping for is still possible, but that I just don't know the way
yet. Since my own crash-and-burn saga, I've learned that I don't need all the answers
right away – that it's not even possible for me to even have them.
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Life is a series of
challenges we’ve
been given the
opportunity to master.

I've learned that when I state things as problems, I lose my oomph and my ability to
think creatively about options. So now, I never have problems. However, my life is filled
with challenges instead. But challenges inspire people to a new level – so they're
good for us!
I've learned that when I'm stuck, my job is to ask questions – and they all start with
HOW.
● How can I find someone in that company to connect with?
● How can I help them understand my value?
● How can I demonstrate that I'm the best option?
It's amazing how powerful one word can be. When your brain hears HOW, it starts
searching for answers and connections that you've stored over the years. Then, when
you start doing your research or planning, you'll come up with more ideas than you
thought possible – and they'll be better ones.
Here's the last question I'd like to leave you with. Ask it daily. Play with it too. See where
it leads you.

How can I create income-producing opportunities that utilize my best talents, are
fun to do and pay me well?
The truth is, there's no right answer. But there are a whole lot more answers than just
replacing one job with another – if you choose to create your life.
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On the Other Side
While you're going through all this right now, it's hard to imagine that good things can
possibly come from it. I totally understand. That's exactly how I felt.
But from where I stand today, I can honestly say that I wouldn't be here without the
great big kick in the butt that forced me out of my comfort zone and into new territory.
I'm doing work that challenges me. I'm making a big difference for others. The money
is decent. My family life is good. I have great friends and colleagues. I have a zest for
life that is unstoppable.
Please use this time wisely. It is a gift in disguise.
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Appendix:
Fresh Resources & Tools You Can Use
● Selling to Big Companies
Jill Konrath is an internationally recognized authority on how to create
opportunities in corporate accounts. Check out her numerous resources that can
help you get better at job creation! Her book, Selling to Big Companies was
selected by Fortune magazine as one of eight "must read" sales classics.
Website: www.sellingtobigcompanies.com
Blog: http://sellingtobigcompanies.blogs.com
Book: http://tinyurl.com/SellingtoBigCompanies-Amazon
● Targeted Direct Mail Campaigns
Mark Hovind, President of JobBait, helps highly compensated executives find a job
by sending their value propositions to the decision makers most likely to hire them.
More than 85% of his clients land a job in less than 90 days when they do it right –
and 50% get multiple, simultaneous job offers.
Website: www.jobbait.com
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● LinkedIn Expertise
Patrick O'Malley loves and lives LinkedIn. He can show you how to utilize it to polish
up your image, connect with the right people and get back to work quicker. He
also does speaking, training, and consulting on other Internet marketing topics
such as Twitter, Google SEM and Google SEO.
Website: www.patrickomalley.com
● InsideView
InsideView not only gives you access to detailed corporate and executive profiles
on hundreds of thousands of businesses, but enables you to identify social and
business relationship that can deliver you the “in” you need with your target
companies.
Also, InsideView will also send you alerts on “trigger events” on any of the
businesses you are following so you have something timely and relevant to say to
help you get in the door.
Their SalesView FREE edition is perfect for jobseekers and can be used stand-alone
or mashed-up into your CRM application.
Website: http://www.insideview.com/cat-products-socialprise.html

GET BACK TO WORK FASTER ©Jill Konrath 2009

171

Get Back to Work Faster
● Find Your Dream Job
If you're having trouble finding that perfect position, perhaps it’s time to take
control of your future and consider self-employment. But where do you begin?
Consultants from This is My Dream Job can assist you in this process. They'll listen,
evaluate, and introduce you to business opportunities that "fit" your personal
interests and needs.
While their consultation is at no cost to you, the service is invaluable because it
saves you so much time in evaluating the multiple options available to you. Their
mission is to help you achieve success through business ownership
For more info, download Is Business Ownership Right for You in Today's Economy?
Website: www.ThisisMyDreamJob.com
● Organize Your Job Search
As a job seeker, you need to keep track of a host of networking contacts, recruiters,
job opportunities, your status with these organizations, multiple connections within
these organizations, and more. Doing this manually is a nightmare. Moving it to
spreadsheets is only slightly more helpful. JibberJobber is a website designed to
replace the job search spreadsheet. Patterned after CRM software used by
salespeople, JibberJobber helps you organize your job search, networking
contacts, jobs applied to and more. Use JibberJobber for the duration of your
career, and focus on nurturing individual relationships. FREE and premium services
are available.
Website: www.JibberJobber.com
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CLICK to Take the
Talent Quiz Now

● Discover Your Talents
Are you frustrated that your skills aren't valued and appreciated? Are you tired of
being in roles that aren't right for you? Then discover your top talents! In a
competitive job market, being able to clearly articulate your strengths sets you
apart from the crowd. In job interviews, you’ll feel more confident and exude
credibility.
The Talent Quiz immediately pinpoints your best strengths so you can find the right
job and business environment for you. Developed by leadership expert Faith
Ralston, author of Play Your Best Hand and the Play to Your Strengths® Talent
System, this assessment highlights the value of your unique talents to potential
employers.
Take the Talent Quiz today and get a personalized 25+ page report you can use to
set yourself up for success.
Website: www.TalentQuiz.com/getbacktowork
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● VisualCV
VisualCV provides you with an
alternative to a personal
website and blog. It's a
professional "show and tell" for
the 21st century.
Visual CV brings you, your skills
and
background
to
3dimensional life with video,
images, informational pop-ups
and examples of your work.
This FREE resource offers lots of
functionality and customization.
Website: www.visualcv.com
● SalesForce.com
One of the most popular CRM systems today is SalesForce.com. Their FREE
"personal edition" offers good support for job seekers who are trying to keep track
of their myriad contacts and opportunities. Check it out here:
Website: http://www.salesforce.com/products/editions-pricing/personal-edition/
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● Personal Coaching
Losing a job is tough – and it's even harder when you're totally confused about
which direction you should take next. If you need some help getting clear about
what your next step is, I recommend talking to Vicki Nelson at Clear Source
Coaching. She's a gentle person who helps you stay focused on what really
matters and reach your personal goals.
Website: www.ClearSourceCoaching.com
● LinkedIn for Job Seekers DVD
Jason Alba, president of JibberJobber and author of I'm on LinkedIn. Now What?,
has a new DVD available now called LinkedIn for Job Seekers. If you need some
extra support in figuring out how to get the maximum value from LinkedIn, this
might be just what you need.
Website: http://www.ImOnLinkedInNowWhat.com/dvd
● Personal Branding Blog
Developed by Dan Schawbel, author of Me 2.0: Build a Powerful Brand to Achieve
Career Success. This Personal Branding Blog focuses on what you can do to
manage your online reputation. The content includes podcasts, interviews with
experts, insightful articles, research reports and much more.
Website: www.personalbrandingblog.com
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● Interview Best
Need help with your messaging? Stuck on the words to use. Check out the
customizable presentations you can create at InterviewBest, where they use a
sales-based approach to job search.
Click here for a free trial: http://tinyurl.com/interviewbest-trial
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Get Back to Work Faster
Meet Jill Konrath
Jill Konrath is the driver of the Get Back to Work Faster initiative & author of the Get
Back to Work Faster guide. She's also an internationally-recognized sales strategist,
author of bestselling book, Selling to Big Companies (a Fortune "must read" selection)
and an in-demand speaker at annual sales meetings and association events.
Jill specializes in helping salespeople, entrepreneurs and consultants create
opportunities where none existed before. She frequently receives emails such as
these:
● "With your help, I landed 14 new clients in 6 weeks with projects ranging from
$50,000 to well over $1,000,000."
● "You helped me get my foot in the door rather than bang my head against it.
What's the value to me? It looks like I'll earn $90,000 in the first year alone."
To learn more or have Jill speak to your organization …
Phone: 651-429-1922
Email: info@sellingtobigcompanies.com
Web: http://www.sellingtobigcompanies.com
Blog: http://sellingtobigcompanies.blogs.com
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