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INTRODUCTION
Career Whiplash

Any changes in your work life lately? You might be laughing right now, saying, “Where do I begin?” Whether you’ve been let go from your company, chosen to leave, are looking for something new, want to grow within your current company, or just want to hold onto what you have, the dynamics of the job economy have changed dramatically in recent years. Career whiplash is now a preexisting condition for most of us.

Despite this new job economy, with its sharp transitions, intense competition, and high churn rate, too many of us are using old career management skills. Regardless of your age, it’s easy to have picked up old expectations, old habits, and old mind-sets. If people around us are looking for work, we assume that how they’re approaching it is correct, right? Bad habits are contagious. Ask yourself:


	Do I look primarily for approved job openings, typically through the Internet?

	Do I keep my head down at work, doing my job without tracking marketplace trends and developing skills I’ll need to be in demand in the future?

	Do I strategically stay in touch with those in my network and help them even when I don’t need anything in return?

	Do I negotiate win-win situations to get the money and working conditions I want?



If you answered “yes” to the first two and “no” to the second two, you have old job skills with the attendant career risk. In the new job economy, learning the 5 best strategies will put you out in front, making sure you’re in charge rather than unemployed or stagnating. Out in front is where you want to be.

This book is your guide to the new rules for career management. Using current research and information gathered from more than thirty years of experience as a national career management consultant, I have identified and integrated results-driven approaches for people who want to develop their own New Job Security. Contrary to popular opinion, there is job security out there; its location has just moved. The New Job Security is centered in you, not in a company. It’s portable.

CREATING YOUR NECK BRACE FOR CAREER WHIPLASH

It’s a good thing that job security is portable, because we’re moving a lot! The statistics in ExecuNet’s Executive Job Market Intelligence Report (2009) bring home our dramatic lack of stability. Executives expect to hold a job for 5.6 years and end up doing so for only 2.3 years. We think that we’ll work for the same company for 6.6 years, but we remain employed by that company for 2.8 years. What we plan for and what happens are two different things. The call for our own independent plan for job (or career) security is clear. Is the idea that you’re in charge new? No. What’s new are the ways that people find jobs, whether they are looking for a new position within the same company or trying to break into a company from the outside. What’s new is the economy, in which you’re a hot commodity one year and yesterday’s newspaper the next. What’s new are the demographics: boomers are finding themselves searching for jobs at middle age, and Gen Xers are discovering that the start-ups have stopped. What’s new is the idea that not only are you responsible for your own career, but that you actually have a significant degree of control over it. You have the ability to make your own career neck brace that will allow you to observe the rapid changes in the job market but not be subject to their collateral damage.

The experience of working with professionals like you—incredibly accomplished people who take the risk of trying new career management strategies to accomplish their professional goals and succeeding—is what drove me to write this book. Unfortunately, nobody teaches us career management strategies before we join the workforce and realize we need them to develop our careers. Even if you were lucky enough to pick up some basic strategies in college, those strategies have changed. Mailing your résumé directly to companies you’d like to work for and responding to published job openings, which used to be considered best practices, now often result in low yields and a high level of frustration. The good news is that you can change as well, and The New Job Security will give you the tools you need to manage your career effectively, not just for a single job hunt, but for your lifetime.

Learning to predict and direct most of the forces that affect your work requires taking a step back to see the big picture. First, see if you recognize yourself in the following scenarios. They represent forces that affect all of us. Then we’ll get into exactly what the New Job Security is, and how you can get it … quickly.
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“What do you mean, a pink slip? Termination? Me? There’s been a mistake.” Gordon had been working for his employer for more than twenty years, had been promoted regularly, had received good performance evaluations, and was doing the organic chemistry work that he loved. This pink slip, which wasn’t even pink, had to be an error.

Sure, he’d seen his shares of stock in his publicly held company erode in value as earnings had slipped, but his chemical research was at the heart of the company’s products. They couldn’t keep the money coming in without the core products that Gordon’s research helped produce. The idea of his job being vulnerable to some of the changes he’d seen in other parts of the company was so foreign to him that he had ignored the tremors going through his own division.

“Why me? This doesn’t make sense!” But to his company, cutting Gordon made perfect sense.

Professionally, Gordon was in a holding pattern. He’d done most of his intellectual development in college, more than twenty-five years ago. He’d gone to work for his current employer shortly after finishing his bachelor’s degree in biology. He’d taken some workshops that his employer had offered, but not many, and only those on topics he believed would directly benefit his current work.

Staying in touch with professional trends outside the company had been difficult for Gordon. He occasionally read articles in professional journals, and he had taken some graduate courses in chemistry twenty years ago. He found professional association meetings painful, so he avoided them. “Too many people are standing around, and there is too much chitchat,” he said.

Socially, Gordon was a private person. He did his job and kept in touch with a small group of friends. At work, he wasn’t terribly interested in life in the other divisions, corporate politics, or company finances. He was only interested in his research, saying, “I thought if I just kept my head down and did my work I’d be safe.” That approach proved to be fatal.

If Gordon had taken the time to look up from his work, he would have seen two warning flags waving wildly in front of him:


	Most of the people who worked with Gordon had advanced degrees, a master’s or doctorate, while he had only a bachelor’s.

	His colleagues had degrees in chemistry, the department’s main focus; Gordon’s degree was in the less directly related field of biology.



Gordon had assumed that his increasing experience would offset his professional weaknesses, but his colleagues were becoming increasingly experienced at the same time, so when his company hit an economic speed bump, he was vulnerable.

Could Gordon have changed his direction?
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Barbara was brilliant but had sharp edges. She worked for an organization that wasn’t planning to let her go because she could deliver hard messages that other people couldn’t about performance, compensation, and terminations; they also valued the diversity that she brought to her division and her twenty years of experience. Barbara, however, wasn’t convinced of her permanence when she called me in for coaching. She was shocked and angry that she had received a negative 360-degree evaluation and word-of-mouth feedback. The consensus was that she wasn’t a good team player and she wasn’t acting as professionally as she should for her level in the organization. Her lack of political savviness was proving to be her undoing, and her reputation was on the slide.

Head of human resources for a large division of her company, Barbara was used to reacting quickly. Fires on her desk were self-igniting; she could stamp out one and more would appear. Attending meetings with groups outside her division was required but not welcomed. More fires would ignite in the meantime. What Barbara couldn’t see was that:


	She was keeping her head down dealing with problems as they came up rather than prioritizing her time.

	She wasn’t delegating some of the more routine jobs to her staff as her work grew, and therefore she was not setting aside time to do the planning and strategy that was critical at her senior level.

	Her staff wasn’t helping her reputation. Between irritating people outside the division and not following through on certain tasks, several staff members were affecting Barbara’s reputation without her knowledge.

	She wasn’t widely known in her company and had no profile at all in her profession outside her company.



Barbara had become so comfortable in her job and organization that she had stopped thinking about staying awake to the outside world, continually developing her skills, or being conscious of how she was building support within her division and organization.

Could Barbara change her patterns?
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Michael is twenty-six years old and, by all measures, he should be a hot commodity in the job market. After finishing his undergraduate degree in finance at a major university, he headed for an investment banking firm to get some firsthand experience. He followed through on his master plan to get three years of work experience before enrolling at a well-known business school for a master’s in business administration (MBA) degree that would make him eligible for some of the most prestigious and well-paying jobs available.

As the source of our economic wealth continues to shift from manufacturing to information and services, the “knowledge worker” continues to rule. Graduates of well-regarded MBA programs comprise a pool of knowledge workers that the world’s best companies target for bright, motivated hires. Michael put himself on the path that leads to these high-level jobs by enrolling in a world-class MBA program. When he started classes, however, he discovered that he had become a little fish in a big pond. He’s now in classes with people who are as smart as or smarter than he is. His first job successes have paled as the bar has moved higher. Having completed the first year of his program, he’s now competing for coveted summer internships at companies that could catapult him to long-term career success.

I met Michael in a networking seminar I presented to MBA students. He was clear about his own goals. “I want to be a consultant with a professional services consulting firm. I want to design strategy for Fortune 500 companies, become a partner, and reap the rewards.” What he wanted, he could articulate, but when I asked him, “Why should a company hire you?” there were five seconds of dead air. That’s a long time for an aspiring consultant. He hadn’t thought about the company’s needs. Most of his fellow students are targeting the same consulting firms, investment banks, well-funded start-ups, and a select group of other companies.

How is Michael going to get their attention and differentiate himself from the rest of the pack?



As you can see, controlling your career isn’t about age, experience, when and where you got your degree, or what your plans are for the future. It’s about attitude. It’s an orientation to the outside world. It’s learnable.
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WHAT IS THE NEW JOB SECURITY?

The New Job Security is a work agreement that you make with yourself. You consciously decide to take the initiative in your work life, to set your own course for your current employment and future alternatives. No, this doesn’t mean that you’re going to tell your boss what to do and tell everybody else to get out of the way. It does mean that you will have your own professional goals and fallback plan. You decide how you’re going to play to win, and you tweak your strategy according to the cards you are dealt. As you transfer the control of job security to yourself, you’ll develop an overall strategy to help you get what you want from your work. You’ll learn how to develop a demand for your services, either at your current company or a new one, so you will always have choices. You’ll identify goals and the skills that you’ll need to reach them. You’ll develop backup plans to help you conquer the challenges that will inevitably appear. Anticipating change and being ahead of the game, positioned where you want to be before shifts in the economy or company occur, will keep you vital. Watch out world: you’re taking control and you’re going to make a difference.

Once you’ve created your New Job Security, you can:


	Move successfully within a company

	Move externally, with little trauma, to interesting alternative jobs

	Create multiple income streams, if you choose

	Shape your job so that it reflects your values and goals as well as your expertise

	Plan for your career transitions (including your eventual retirement) so they’re under your control rather than someone else’s



To achieve the New Job Security, you just need to become comfortable with the 5 best strategies that I teach in my practice, which thousands of people are now using successfully. Without these skills you are at a significant disadvantage, both while you’re employed and while you’re in transition. With them, it’s like being the only person to have discovered SAT prep courses when the exam is coming up. Who’s going to do better?

THE 5 BEST STRATEGiES

The order in which I’ve presented the 5 best strategies is not random. I begin by laying a strong internal foundation, move into more external concerns, and end with steps for negotiating the conditions of your new (or revised) job. If you jump straight to the money (Strategy #5: Negotiate in Round Rooms), you won’t typically have the base built yet that allows other to say “yes,” so take your time and work your way through them. Once you master these five strategies, you’ll continue to use them throughout your career to achieve the type of work life you want. (They’ll even work with your kids or partner, but I’m not going there in this book.)

Send Clear Signals

Sending the right message determines your results. Of course, you need a plan before you know what your message is, right? If you’re reading this book, you’re going to have both. You will no longer say, “There are no job openings,” “I don’t have the right qualifications,” “I’m too old or young,” or “I can’t move up in my company,” because you’ll be sending out the more positive signal that you’re a catch. You have a lot more options than you realize.

Market for Mutual Benefit

If you lead with the business needs of your “target markets” rather than your own needs (focusing, for example, on ways to increase their profitability rather than your interest in a promotion or employment), you will get their attention and differentiate yourself from the crowd. Using their vocabulary shows that you already understand their business at their level.

Stop Looking for Jobs

The number of approved job openings is finite. The number of problems to be solved is infinite. Which category would you rather go after?

Build Sustainable Networks

Developing networks wisely has taken some hits and changed a lot in recent years. Social networking sites have added to the noise and the pressure to nurture everyone in your network simultaneously. The goal is to feed and sustain a network that you select from the noise so that the members of your network are motivated to help you over the long term.

Negotiate in Round Rooms

Negotiating strategies are simple and often require only that you use the right vocabulary at the right time. You can put them to work quickly, and you can use them for more powerful results for the long term. These alone will pay not only for this book, but for some nice vacations as well.

What’s the bottom line? The New Job Security comes from you. It is within your control, not your company’s. Does all this sound like a tall order? Actually, it isn’t. All 5 of the new strategies, which are illustrated in Jim’s story below, are learnable. And if you practice them until they come naturally, you’ll be prepared for change. You may even create it.


[image: ]

Jim leveled out the career roller coaster with impressive speed and skill. In his early fifties he left his position as a senior administrator at one of the world’s most prestigious hospital systems because his division had been restructured and it became clear that his work style wasn’t going to fit in with his new boss’s. He had always done a little consulting on the side to improve operational efficiencies for healthcare product manufacturers, so now was his chance to develop that business. He knew how to do it, so he did. Promoting a consulting business over several years came easily, but it didn’t bring the job satisfaction that Jim desired. He wanted to be part of a team, and he wanted a more predictable income, even though his current one had increased substantially.

Getting into a larger, for-profit company when you’re an independent practitioner with not-for-profit experience is a major challenge. He started out by doing a direct mail campaign, sending unsolicited letters to potential employers, and he got no results. Old dog tactics. Jim began to feel discouraged and trapped in the job he had created but didn’t want any longer. As he started learning and practicing new career management skills that oriented him toward marketplace needs, his results changed. He targeted where he wanted to be and what he needed to do to get there. He repackaged himself in both his verbal and written communications. He networked deliberately, not randomly. Within months, he had accomplished his goal: a job in the for-profit world, developing business in the new healthcare practice of one of the world’s fastest-growing information storage companies.

The story doesn’t end there, however. Within fourteen months, Jim was laid off. When a company’s cycles clash with an economy’s cycles, something is bound to give, and the most recent hires are usually the first to go. But Jim’s attitude was entirely different this time around. When he was given his termination notice, Jim had the presence of mind to be complimentary about his experience with the company that laid him off. He told the senior-level executive who eliminated his job, “On a scale of one to ten, this job was a twelve. Thank you for the opportunity to have been part of this team. I really enjoyed it.” The executive immediately started scrambling to find a way to save Jim from the list of those cut. Jim didn’t want to be saved if the rest of his department was gone, but he left with great references.

The layoff didn’t catch him off guard. Jim was tracking business, industry, and company trends long before the announcement was made. He had interviews lined up. He was much more competitive than before he took the job because he had created a strong network; developed new, highly marketable skills; and could clearly articulate how he would be an important part of his next employer’s success. Jim wasn’t going around to companies asking them what jobs they had open. He had a specific plan about how he wanted to combine his skills with targeted companies’ market opportunities and how he wanted to set them up to capitalize on emerging business. Companies were drooling over his ideas. By the way, the company that laid him off offered him a different job one month later. He was now in a position to negotiate his conditions. What would you do?



Let’s take a look at the 5 strategies that Jim used. His positive, externally oriented mind-set (Strategy #1: Send Clear Signals) kept him in touch with his markets both inside and outside his company, even when he didn’t need them. The ideas that he presented to companies as he was developing new relationships were based entirely on identifying and meeting their needs, not his (Strategy #2: Market for Mutual Benefit). Not waiting until there were official job openings but finding ways for companies to be more successful meant that people were eager to hear his ideas and create work for him (Strategy #3: Stop Looking for Jobs). He already knew the people and the companies that he wanted to approach before the cutbacks came at his company (Strategy #4: Build Sustainable Networks). He did not discuss compensation until a job offer was imminent, when he would have maximum leverage to negotiate for his personal and financial goals (Strategy #5: Negotiate in Round Rooms). Practicing these 5 strategies made Jim highly desirable. You can be, too.

When he learned new career management strategies, Jim’s results changed. Using his five new strategies he stopped projecting anxiety about work, he started planning and networking strategically, he identified work he loved doing and who was having problems getting that type of work done, and he discontinued his old pattern of sending out direct mail. As his information base and confidence grew, people sought him out. And he made sure that the skills he needed within his profession remained sharp. Whether it was new product knowledge or relationships with potential clients, Jim stayed in front of where he saw the growth coming. By the way, since the last edition of this book, companies are now chasing Jim. He’s a hot commodity. It worked.

What does the future hold for your career? People are looking for their next jobs and planning their careers in a whole new way. The five new strategies in this book are more subtle and persuasive than any interviewing tips or how-to-write-your-résumé ideas that you learned years ago, if you were fortunate enough to get any career training at all. The five new strategies go far beyond the concepts taught in outplacement seminars, alumni groups, and self-study programs. They will teach you how to develop yourself not only when you need a job, but also while you’re on the job and into an active retirement. Career management is no longer just a between-jobs task. It’s something you’ll want to adopt for the long term, and it is within your control. Welcome to the New Job Security.
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“Ninety percent of the game is half mental.”

—YOGI BERRA



“I’ve never had to look for a job before. They’ve always come to me. My company has always offered me something or recruiters have called. This is not what I had in mind at midcareer.” This is the lament of the professional. I hear it frequently, and you may have experienced similar emotions yourself. The lament expresses a loss of dignity and a loss of control, but that’s about to change.

PINBALL VERSUS PLANNED CAREERS

In order to develop your own portable job security, you’ll create a master plan during the course of this book that you can use as your career GPS. In this chapter we’re going to capture your goals, values, and experience into a working plan, and then shape how to articulate it to the outside world so you can successfully execute your plan. By the end of the book you’ll have built the framework that will allow you take control of your career for the long term. Good news: it’s doable!

Before you start contacting people you know for career conversations, let’s talk. Getting the right message out to the right people is going to make a big difference in your results. To get the working plan behind generating clear signals, we’ll need to be on the same page in defining how a job is different from “work” or “a career” so you can distinguish between them. As Richard N. Bolles said in his seminal book What Color Is Your Parachute? (Ten Speed Press, current edition), “A career is technically your total life in the world of work. … A job is a particular kind of work in a particular field or occupation, where you set your hand to particular tasks using particular skills.”

In other words, a job has well-defined parameters, and typically a job description. When you started reading this book you were probably focusing on your next job. That’s important, and it needs to be done. The best jobs, however, come when you’re not thinking about them one at a time, not grabbing at a job just to have one, but thinking about future jobs in a sequence. “How does this job set me up for where I want to go?” is a question that you’ll want to be able to answer.
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Looking Two Jobs Ahead to Plan Today

Think about a couple of jobs that you would consider having two jobs from now. They could be logical extensions of your current work or fantasy jobs that you’ve been contemplating. Sources of inspiration can be your current organizational chart, interesting-sounding jobs that friends have, titles in higher-level job listings, or titles that you run across in business publications you’re reading.


	List at least three jobs that sound interesting two jobs from now.
[image: ]

[image: ]

[image: ]


	What characteristics do these jobs have that make them sound interesting?
[image: ]

[image: ]

[image: ]


	What kinds of skills does this work require? (If they aren’t listed in a help wanted ad, ask people who might know.)
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	What could I be doing in my current (or next) job that would serve as a springboard for the job after that?
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You’ll want your next job to help build the management and technical skills, the connections, and the industry knowledge that will set you up for your subsequent job. Use the requirements of your second job from now (even if it’s what you want to do in retirement!) as a test for whether you need to begin shifting some of the content of your current one or, if you’re in transition, whether the job you’re considering fits with your future plans.





Thinking about your future—about where you want to be heading, even if it’s just two jobs away in the same company—starts putting you in control. If you’re employed, your boss may tell you what the company has in mind for you. They may want you to replace someone, to move to a different location, or to expand or consolidate your division. In some ways, isn’t it a relief that someone else is doing the hard work of deciding the best place to apply your skills? But stop and think before you answer your boss. Is that new position heading you in the direction you have in mind for your future?

If you’re in job transition, a job might fall into your lap early in your campaign. Uncle Frank is happy to put your inventory management skills to work in his warehouse, even though his wire and cable aren’t your first-choice products. The good news is that the job is available now, it pays you a decent wage, and it ends the job campaign. But stop and think before you answer your uncle. Is the job heading you in the right direction?

The problem with both of these situations is that they’re examples of “pinballing.” They lack a plan and are reactive. Whole working lives can be based upon a series of reactive decisions, thus becoming pinball careers that are determined by what they bounce off of. A career might bounce off a boss who wants you to do something for the company, a convenient job offer, the relative who wants to help, or the recruiter who calls. They’re not bad options; they’re just accidental. Saying “yes” without comparing the opportunities to your goals can lead to a random series of jobs that doesn’t build a set of compelling skills. A random series of jobs with a random series of skills doesn’t build up the reputation that you’ll need to take control of your career.

Taking control of choices about where you work and what you do will come more easily as word gets out that you’re a star. A pinball career doesn’t give you the time necessary to build industry knowledge and professional relationships. If you jump around from industry to industry and from function to function, you will spend more energy on learning curves than on mastery. This doesn’t mean not to jump if you aren’t happy, but it does mean that you should do research up front so you can limit the number of major changes to your career. If you can, stick to one main direction for a good stretch of time. A straight path allows you to get some traction in your area of expertise and industry; you’ll light up your professional scoreboard and the recruiters’ iPhones. You’re a pinball wizard.


If you jump around from industry to industry and from function to function, you will spend more energy on learning curves than on mastery.



YOUR FIRST SIGNALS

Underneath the shock, anger, and resentment (if you’ve been terminated by a company), or the apprehension, frustration, and feeling that you’re trapped (if you’re currently employed), comes an element of fear. “What if the right company doesn’t come along? How will I handle rejection? How will I maintain my lifestyle and my plans for my family? Will I be able to land something that is at least as good as my old job?” Or, “What if I want to apply for a job outside my division and my boss decides that I’m being disloyal? Will people become suspicious if I start trying to build relationships in another department? What if I apply for a position and don’t get it?”

The pain is real, the fear is real, and the stress of transition is real. I often recommend Elisabeth Kübler-Ross’s book On Death and Dying (Simon & Schuster, 1997) as reading for executives going through difficult career transitions. Dr. Kübler-Ross outlines seven stages that we go through when facing death or loss. People ending a job, especially if they’ve been with the company for a long time, experience a similar series of emotions. You can’t force yourself through the stages, nor can you will yourself into the final stage of resolution until your mind is ready. However, I’m going to ask you to put most of your painful feelings in a box that you access only when you’re at a safe time and in a safe place with a small group of trusted people. Although addressing these feelings is critical to healing, sharing the pain with a broad group of people can actually stretch out a process that you’d like to end quickly. You want to generate positive action and referrals in your network, not an “ain’t life miserable?” type of sympathy. The signals you send out make a difference from the beginning.

Sending clear signals, the first strategy, means disseminating to your world the information that will motivate others to act on your behalf and, as you’ll see in the next strategy, learning how you can help them in return. If you’ve been laid off but can demonstrate to your professional community that you haven’t been leveled by your former company’s decision, that you can even understand why they needed to make some tough calls, and that you now have a chance to focus on new, interesting work, how do you think you’ll come across? Strength attracts strength. Let that sink in. To attract the right opportunities, you’ll want to come across as the winner that you are. You’ll send clear signals of strength by seeing both sides of the story and moving on to the future. You’ll be easier to talk to if you keep your emotions on the positive side, and you want to be easy to talk to right now.

The more you appear forward-thinking and the less you air your dirty laundry, the more you can engage your colleagues and friends in discussions about where the growth is in your industry and the economy and the faster you will move into your future job. When you are in that new job and engaged in interesting and challenging work, your pain will truly disappear. “My old company actually did me a favor by terminating me” is a reaction that I frequently hear a year after the event. It’s amazing what time, sending clear signals, and an action plan can do.

If you see yourself in the executive’s lament at the beginning of this chapter and you feel inexperienced when it comes to job hunting, try looking at things from a different perspective. This is your opportunity to plan what you want to do for work rather than simply react to what the marketplace throws in your lap. Congratulations. If you’re midcareer and this is the first time that you’ve looked for a job, you’re going to learn a process that will serve you well for the rest of your life. You’re going to be in control, maybe for the first time. What may have been a pinball career up until now—beginning with an offer from a recruiter in your senior year at college, then bouncing off various unplanned events—is about to become a planned career that meets your own as well as a company’s needs.

Jeffrey Katzenberg, CEO of DreamWorks Animation (think Shrek, Kung Fu Panda, etc.), recently said, “One of the most difficult and painful and ultimately most valuable lessons came from being fired [as studio chairman of The Walt Disney Company]. It really just opened all kinds of doors for me that I never really would have pursued. DreamWorks Animation … would not exist were it not for getting fired from Disney. I was kicked out the door, and everything … that was bad at the time was ultimately invaluable. That’s what fueled me to get on and understand that, if anything, I had been held back” (New York Times, November 8, 2009). You don’t have to go through trauma like Katzenberg’s to realize that you have control over how you react to events and that things will be better on the other side.

CLEAR SIGNALS FOR TWO TOUGH QUESTIONS

Start sending clear signals by giving yourself a way to answer hard questions that others will inevitably ask when you’re least prepared for it. The first question that will pop out of their mouths, usually right after you’ve left a company, is “What happened?” This is your most vulnerable time, because you might be in pain if you’ve been terminated or you’re feeling somewhat at loose ends if you have chosen to leave. People will hit you with “Why are you leaving?” and then “What do you want to do?” right away because they want to be helpful as soon as they hear your news. You run the risk of losing their attention and referrals if you’re not prepared to answer, but who’s thinking rationally at a time like this? After completing the assignment below, you will be.

Work through this exercise now if you’re anticipating leaving your job for any reason. Even if you’re currently employed and talking to people outside of work to gather information, they’ll inevitably ask, “Why do you want to leave?” Having an answer will give you more control during times of change so you don’t miss the support or ideas of a single person who is interested in helping. Try drafting several versions of your answers until you arrive at something that is both honest and positive.


[image: ]


What Happened? Why Are You Leaving?




[image: ] A blank, printable form for this exercise can be found at www.thenewjobsecurity.com.




The questions “What happened?” and “Why are you leaving?” are perennial favorites. Turning these questions to your advantage and directing the conversation toward the future are your two objectives. You may have one shot at some people who are asking, so work out the kinks to your answers so you can give clear signals from the start.


	Answer the question “Why are you leaving?” in the most positive way possible, without airing any dirty laundry. Use no more than two or three sentences, covering just the high points and, ideally, the company’s point of view as well. “Well, it’s bad news and it’s good news. The company made a decision to consolidate two departments into one for cost savings. That’s the bad news, but they did what they needed to do. The good news, however, is …”

	Describe the opportunity. Explain why the parting will actually be an opportunity for you. Reflect a positive attitude. You’re in control, signaling strength. “This will actually be an opportunity for me because it will allow me to concentrate on …”

	Envision the future. How will the company that you’re considering benefit from your transition and from your unique set of skills? “As a result, I am looking for a company that …”

	Ask a business question. It gets the other person talking and moves the conversation toward future possibilities. You are not asking, “Where are there job openings?” or any question using the word “opportunities” (the code word for “jobs”), because they probably won’t know. You are asking a business question they’ll have an opinion about, such as, “What companies should be thinking about cleaning up their emissions before anything is mandated by the government?” You can take it from there.



If you’re talking to a company representative, change the question to ask about the organization itself, such as, “Am I correct in assuming that you … (have plans to introduce Product X, want to convert to a new type of system, or so on)?”

If you’re talking to a friend or colleague, you can use the business question by itself. “Are you aware of any companies that want to … (grow their international sales, turn around their operations, or so on)?” I call it the “cocktail party” question because you can use it with anyone, anywhere. Try a couple of different questions to see which ones get you the best information.





See what you just did? You just did what every good politician does intuitively … changed the topic. You’re now talking about the future and business needs rather than your past—a much more useful place to be. People don’t want to hear all the details about why you’re leaving a company. Don’t waste valuable time with good lead sources by focusing too long on history. You now have a structure for coming across strongly, positively, and quickly to someone who is expressing concern. Practice saying your spiel before you hit prime time. You’re already gaining control over your presentation and sending out clearer signals to others.

KNOW YOUR VALUE

Let’s define “value.” I’m using the word in two senses. The first sense is an intrinsic one: you value yourself as a competent, intelligent human being, independent of any associations with your work or your employer. It may seem obvious to be telling you, a professional, that you’re of value. You wouldn’t be where you are today if you weren’t. I’m continually saddened, however, to see the number of highly competent people who start doubting themselves personally when their affiliation with a company has ended. “I’ve not only lost my job, I’ve lost my identity,” one senior-level professional confided in tears, describing why he was having trouble projecting a positive image when meeting people. He had lost touch with why he was, and is, of value. Tapping into your sense of self-worth will make a dramatic difference in your success in the marketplace. If you’re not projecting confidence now, fake it for a while. Send signals that suggest you feel stronger than you actually do. It’s amazing how faking success, knowing that you’re going through a temporary blip, can actually reestablish your personal sense of value.

The second sense of your value is your uniqueness and worth in the job market. This will show on your résumé, and you need to continue to develop your value if you want to stay competitive. It doesn’t matter whether you are currently employed or in transition. Having hot skills is what it’s all about. The great people at a major high-tech manufacturing company that I outplaced, whom I trained to set



	Not Knowing Your Strengths


	Complacency


	Isolation from Outside Networks


	Losing Confidence








Knowing and Presenting Your Value
















	Inventory Your Skills



	Ask Friends


	Create a PAR Story


	Describe a Problem. (“Sales were going downhill and we couldn’t get our new products out of R&D …”)

	Describe specific Actions you took to resolve the problem. Speak in bullet points, very simply and clearly. Use “I” rather than “we.” (“The first thing I did was to call the team together …”)

	Describe the Results of your actions. Quantify them whenever possible. (“As a result of the new systems and revised products that I introduced, within two quarters we were able to increase …”)

	What additional strengths, skills, and assets does this story demonstrate?















REINVESTING IN YOURSELF: YOUR CLEAR SIGNALS FOR THE FUTURE





“I’M THE BOSS. ADIOS, MUSHINESS!”


Being Mushy Backfires

















A Sense of Direction



	Function: What do you want to do?

	Industry: Where do you want to do it?






	FUNCTION:
What Do You Want to Do?
	INDUSTRY:
Where Do You Want to Do It?



	Jobs that might be a fit
	Categories of companies with which I have (or want) experience



	CEO, president
	Electronics manufacturing



	General manager, division president of several companies
	Holding company



	 
	Companies going through transactions: acquisitions, mergers, divestitures



	Consultant
	 



	Running U.S. operations for an international company
	Security manufacturing



	 
	International technical companies with plans to expand into the U.S. market














	Function. Be inclusive. List all the job titles that intrigue you as well as ones that you’ve had and enjoyed. What titles are now being used for the work you love? You can get ideas from job listings, the Internet, The Occupational Outlook Handbook, or titles your friends have or that you read in the media. Forget about where particular jobs might be located; just start doing some market research. Look at the titles only; we’ll come back to the rest of the ads in Strategy #3: Stop Looking for Jobs.

	Industry. List any industry in which you have experience at this point, even if you don’t love it. (Okay, you can leave it off if the memory of it makes you ill.) You will be of greater value when you have knowledge of an industry, and you don’t want to eliminate any just yet. By industry, I mean the category of work that your employers are or were in: Ford is in the automotive manufacturing industry. AT&T could be broken down into different parts of the telecom industry, such as broadband, wireless, or residential services. Warning: High tech doesn’t count as an industry. It’s too broad. Break it down into the type of work the company does.












Getting the Word Out So People Actually Respond






	Introduction. The first sentence is an umbrella statement. “I have more than ____ years experience in ____.” “More than twenty years” is as large as the number needs to get. You might start sounding a little too geriatric otherwise. If the number of years is small, simply say that you have “in-depth” or “extensive” experience.

	Three skills. Keep it simple and conversational. “What I particularly enjoy doing is ____.” Look at the list of skills you came up with in your homework earlier in this chapter and pick out three strengths that you are certain will be of interest to potential employers. Express each in a brief sentence or two. “What I particularly enjoy doing is getting teams that have never worked together before to surprise themselves with their own success. I also like to untangle a customer’s technical problems so they’re thanking me a year later. And I enjoy selling against stiff competition. I must thrive on abuse.” Not only did you introduce humor, an important element to keep people listening, but you also implied as many as ten additional strengths, such as leadership, happy customers, and strong sales results, without bragging. Once you have one Elevator Story comfortably taped in your brain, you can switch your three skills to fit your listener’s interests. Stay away from boring expressions such as “I like exceeding customer’s expectations.” Eyes will glaze over.

	Two results. “As a result, I have been able to ____.” This is the part that is really going to sell you. Listeners remember the results more clearly than the rest of the story and can resell you to their colleagues on this alone. Look back at the PAR stories that you wrote earlier. Pick from the bottom line, literally. If you can get some numbers or profitability into your results, so much the better.

	Question. “Are you aware of any ____?” This is an important conversational tactic. Most people don’t think to continue their Elevator Stories by lobbing the ball back into the listener’s court for some useful information. You’re smarter. “Are you aware of any professional service firms that might be interested in new business by introducing some ancillary services?” Note that you didn’t ask for job openings. That’s a dead end. You did something much more difficult and much more effective: you did the thinking by defining the type of company that might have an emerging need that would fit with your background, then asked a question that they can’t say “no” to. (You’ll get more details on this approach in Strategy #3: Stop Looking for Jobs.) Good questions do not come easily. They take tweaking and refining until you receive answers that give you information that enables you to progress. Weren’t you wise to capture the opinions of a person who was interested in you when you had the chance?












	Introduction


	Three Skills


	Two Results


	Question










	Define your main target market. (Use your industry listings, or the categories within them, for this.)

	Define the needs of this target.

	Present your product (you) in terms of its needs.







	Ask senior-level professionals in and around your targeted industry.

	Analyze job listings from the Internet or search firms.









	Whose opinions would you value about the type of work you want to do? (Ideally, these are people who won’t be hiring you.)

	Who knows about what’s happening in your target markets, the type of industry you’re in or want to be in?













	Function: Senior engineering management (VP, director)

	Industry: Telecom, wireless, networking































	Demonstrates technical development leadership skills

	Manages projects so schedules and budgets are consistently met

	Creates and implements innovative design solutions

	Motivates teams to work well under pressure with strong communication skills

	Ensures that quality standards are met or exceeded in all projects









	123 Main Street
	876.543.2100



	City, State Zip
	tsmith@gmail.com














	Developed and implemented successful strategic plans, including financial and operational analyses, for refining operations of pilot site. Operational changes resulted in a 12% savings.

	Opened multiple-site treatment centers by establishing policies and procedures, hiring and training personnel, controlling costs, and managing sales staff in developing referrals and new patients, generating new revenue streams.

	Focused marketing strategy for introduction of new technology, resulting in 74% increase in sales within a year.

	Managed Materials and Process Review Board, a multidepartmental senior management committee that reviewed and approved all operational issues, including process development validations and policies and procedures, to ensure total quality management.

	Developed new multisite cGMP-compliant laboratories (current Good Manufacturing Practices) by combining expertise in FDA regulations with practical knowledge of protocol validations and sterility procedures.

	Reduced cell-processing breakeven costs by 35% by increasing protocol efficiency of internal operations and lowering staffing utilization while meeting cGMP regulations and maintaining quality of product and patient care.










	Initiated capitated/cost guarantee contract resulting in sales of $27 million by analyzing client’s cost history, forecasting cost savings, and performing trend and financial analyses.

	Negotiated management agreements to improve profitability, including 6 contracts that yielded $3 million net profit on an annualized basis.

	Improved financial performance by instituting strict budgetary controls and by implementing operational efficiencies, resulting in exceeding budgeted profits every year.








	Created individualized marketing plans for each account that resulted in a 20% increase in client retention.

	Streamlined staffing patterns, eliminating level of field management that resulted in savings of $500,000 annually while increasing revenue growth and client contact.






	Achieved 27% increase in profitability by tightening billing procedures and strengthening purchasing controls.






	Surpassed sales targets, increasing annual volume from $6 to $8 million and doubling profits within first year.

	Introduced successful new services with first national nursing home contract and new Home Health Care Services that generated $1 million in first year.






	Developed and introduced new business by identifying customer needs, then introducing new services that met expectations. Increased sales by $4.5 million annually.















	4 Pasture Lane, Watertown, MA 02188
	mlamb@gmail.com
	508.321.6789








	Marketing experience with food and hospitality, from designing strategic plans that clearly identified target markets, goals, and how to get there to developing products and services that anticipated market trends. Introduced and promoted new product lines for companies that dramatically increased revenues.

	Strong sales and negotiating track record that includes training and managing successful sales teams and negotiating contracts and prices to corporate advantage. Developed strategies that increased overall sales sixfold.

	Ability to penetrate key accounts with industry relationships developed over twenty years of experience. Credibility with professional associations as a guest speaker and lecturer, as the subject of feature articles in media, and from industry board memberships (AIWF) that create a strong referral base and access.

	Product knowledge, from expertise in planning and implementing major events to teaching college courses that emphasize product development and marketing.

	Recognized presentation and communication skills from unprecedented sales generated after product demonstrations and by consistent commendations from audience.

	Create and direct promotional events. Arranged cooking demonstrations by Julia Child and Jacques Pepin; the first food and wine festival at St. Andrews in Scotland for the hotel and travel industry; multiple trade shows and corporate functions; and all aspects of international tours. Increased visibility and sales.
























	Find ten to fifteen help wanted ads that are of interest to you, preferably in a fairly narrow range of functions and industries.

	What words and themes keep reappearing?

	How could you state these themes succinctly? And how can you show your results in these areas?







JOB SEARCH FOR FUN AND PLEASURE


The Chemistry Factor














Being a Contrarian



	“I may have some ideas for you. Have you thought about doing …?” (Insert a brief strategy that you think would work better than their current one and listen to their reaction.) This is the lead-with-a-question-but-get-the-cannon-pointed-at-the-right-target-before-you-fire approach.

	“I’ve had a great deal of success using a slightly different approach. Want to hear about it?” Wow them with a brief PAR story that ends with the same results that they want.

	Reframe the problem. “It sounds like you have an open-system problem but you may not be getting the results you want because you’re using closed-system approaches.” You could even move to the whiteboard at this point and illustrate your point. This is a consultative approach that you can use to show you bring a fresh perspective.





THE BOTTOM LINE
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