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    Book Presentation: Get The Job You Want, Even When No One’s Hiring by Ford R. Myers


    Book Abstract


    MAIN IDEA


    You can find a great job in a down economy – but not if you use conventional job search strategies. Instead, you have to reverse the dynamic.


    Rather than waiting for a company to advertise your dream job, identify what problems and challenges the company you want to work for is clearly and obviously facing at the present time. Your challenge then becomes how you will demonstrate to your potential new employer that hiring you would address these issues successfully. If you can definitively show hiring you will make their company more productive, more efficient or more profitable, then you’ll be able to land a good job irrespective of what the economy is doing.


    Of course, this approach isn’t for the feint hearted. To pull this off, you’ll need to be proactive about building and managing your career. You have to take full responsibility for how your own career unfolds. You also have to learn how to sell your value in a compelling way if you’re to have any chance of making this play out. And you have to be prepared to read, study and work hard to keep your skills at the cutting edge of what’s happening in your profession.


    The whole point of all this is while others are sitting on the sidelines waiting for the economy to improve, you can be out there securing the job you really want. It’s all up to you.


    “Maybe you’re in career transition (laid off); perhaps you’re underemployed (not enough challenge or compensation); or you might be fully employed but dissatisfied. Whichever situation you find yourself in, there are proven (and sometimes contrarian) steps you can take to maximize your opportunities and get the most from your chosen career. With the proper knowledge and support, you can make your career anything you want it to be, even in the midst of economic turmoil. You can’t stop the storm, so learn to work in the rain. When times are tough and things look bleak, that’s the time to push harder than ever. Push now, and you’ll be heard. Leverage smart career strategies, and you’ll get noticed.”


    – Ford Myers


    About the Author


    FORD MYERS is president and founder of his own career management consulting firm, Career Potential, LLC. Mr. Meyers has personally assisted thousands of clients reach their career potential or move on to successful business ownership situations. He is also an accomplished public speaker. His consulting and speaking clients have included Princeton University, Radian Group, The Vanguard Group and the International Society for Performance Improvement. Mr. Meyers has been featured by the Wall Street Journal, the Chicago Tribune, the New York Times and many other publications. He is the author of The Ultimate Career Guide. Mr. Meyers is a graduate of Temple University and Hampshire College.


    The Web site for this book is at www.CareerPotential.com.


    Important Note About This Ebook


    This is a summary and not a critique or a review of the book. It does not offer judgment or opinion on the content of the book. This summary may not be organized chapter-wise but is an overview of the main ideas, viewpoints and arguments from the book as a whole. This means that the organization of this summary is not a representation of the book.


    Summary of Get The Job You Want, Even When No One’s Hiring (Ford R. Myers)


    1. Focus on your mind-Set, not your skill set


    When it comes to getting a job, having the right mind-set is more important than having a good set of skills. Irrespective of what the economy is doing, companies are hiring new people all the time. All it takes to get hired is being able to offer precisely what they need when they need it and that’s up to you.


    An undeniable fact of business life is companies are hiring high quality people all the time. They may not necessarily be advertising positions or engaging executive recruiters at the present time but whenever a high flier comes along offering any company precisely what it needs at precisely when they need it, companies are still hiring. Your aim should be to position yourself in this kind of employment sweet spot.


    To get hired today:


    
      	You have to be proactive rather than reactive. This means you need to be actively managing your own career rather than merely looking for a job. Remember, if you’re not managing your career, then who is?


      	You must be prepared to push harder – because this is what will make you stand out in a bleak market.


      	You need clarity and focus – so you get into a position where you can earn what you’re genuinely worth rather than being forced to do something else just to pay the bills.


      	Paradoxically, you need to be more selective in your job search. In a down market, a high flier who is crystal clear about where he or she is heading stands out even more.

        “The first essential in a boy’s career is to find out what he’s fitted for, what he’s most capable of doing – and doing with relish.”


        – Charles Schwab

      

    


    Keep in mind the seven truths about career success in both good times and bad:


    
      	The most qualified candidate does not necessarily get the job offer – but the best jobs generally go to the person who is better at self-marketing. The workplace is not now and never has been a pure meritocracy where the best qualified people get the most desirable jobs. Particularly when the economy is down, strong qualifications are helpful but won’t guarantee you success.


      	The best time to be working on your career is when your job is secure – this should be ongoing regardless of whether you’re in a good position at the moment or not. Building your career is an essential activity in good times or bad.


      	Remind yourself graduation from school is the beginning rather than the end of your career - so you have to keep on upgrading your knowledge, skills and competencies all the time.


      	When you get a first offer from a new employer, disregard it – their first offer is never their best offer. Take it as a starting point and start negotiating. Realize if you aren’t prepared to negotiate, you’ll be leaving a lot of money on the table.


      	Keep your research up to date – be aware of what’s happening to other companies and other professionals in your industry. This will help you negotiate with confidence when the time comes to do so. Learn how to frame your expertise and know how in terms of value which are relevant.


      	Put aside some time every week to network – this will be the centerpiece of your career development program. Keep on maintaining your established relationships and developing new ones all the time. This is something you will need to do every week and every month of your professional career.


      	Keep acknowledging if you’re not actively managing your career, then nobody else is either – so don’t leave it to your current firm’s human resource department. You hold the keys to your career and your future. Nobody else can do that for you.

    


    The key habits of successful job seekers in a down market which you need to build are:


    
      	Network continually and connect with more people one-on-one all the time.


      	Seek help from career coaches, government programs, college alumni groups and non-profits.


      	Read career books and attend career seminars.


      	Utilize the technology of the Web including career sites, social networking and e-mail.


      	Differentiate yourself as an expert by writing articles, giving presentations or teaching a class.


      	Use your time productively by enhancing your credentials and learning new things.


      	Stay in the game by being prepared to volunteer, take a consulting contract or a temporary position.


      	Show up earlier, arrive more prepared and demonstrate your seriousness by acting with speed and urgency.


      	Stay healthy – exercise, eat well and groom professionally.


      	Keep all the documents in your career portfolio (resume, accomplishment letters, professional references) up-to-date and keep improving them.


      	Identify which industries will emerge from the downturn first and position yourself to be a solution in these market niches.


      	Always keep working on your presentation, interviewing and negotiation skills.


      	Focus on the tangible results and practical solutions you offer rather than your educational assets.


      	Live frugally and cut back on expenses whenever you’re in job transition mode.


      	Stay upbeat and positive – stay away from doom and gloom and focus instead on what you bring to the marketplace and how that is valued.


      	Be philosophical about the need to look for a job and look at the big picture perspective. Lots of people have found a down economy is a great time to transition to a new career which better aligns with their passions and interests. Be open to the possibility this might happen to you as well.

    


    2. Figure out what your “perfect job” actually is


    While you may be prepared to do other things to “pay the bills” in the short-term, you have to figure out what you want to be doing long-term and where you want your professional path to take you. Clarify what your perfect job is so you know what to shoot for rather than leaving this vague and undefined.


    If you’re out of work right now, you might need to grab some work to pay your bills until you land the job you want. Some possibilities here might be:


    
      	Take a part-time or flexible hours job in a retail store, restaurant or business services field.


      	Look at the possibility of a part-time teaching position at your local school, university or vocational training facility.


      	Undertake some consulting or contract assignments in your field. There are loads of outsourcing firms who arrange this kind of short-term work who can help.


      	Speak to your family and friends who may know of some work you can do to help tide you over.


      	Look at the feasibility of doing home-based work in the field in which you have some experience.


      	Consider doing odd jobs (home handyman, renovating, yard work, etc.) for organizations or individuals you may know.

    


    Once you get some cash flow happening, then you’ll find it easier to focus on where you want your career to take you. This is more a matter of working backwards from where you want to end up and figuring out what the stepping stones are along the way than anything else. Unless and until you’re crystal clear about what your perfect job entails, it will be difficult to make sound decisions. Don’t think you’ll always be able to migrate from one hot field to another because that will get you nowhere. You want to articulate where you want to end up so you can focus on what it takes to get there.


    To get started on detailing your dream job, take a piece of paper and write down your answers to these questions:


    
      	What do I like to do in my free time?


      	Whenever I go to a bookstore, what sections do I seem to be most drawn to?


      	My closest friends work in which professions?


      	What kind of work environment do I find stimulating and engaging?


      	What have my friends told me I’d be good at?


      	What motivates me the most?


      	What kind of work have I been praised in?


      	If I had the time and wanted to do some volunteer work, what would I do?

    


    The answers you give to these questions should tell you a little about your core values and interests, your passions and gifts and the kind of work you love. To further focus your thinking, take another fresh piece of paper and write down your answer to questions like:


    
      	When I was young, what kind of work looked like it would be the most fun?


      	When I was young, what did I used to dream of becoming when I grew up?


      	What would be my ideal career given unlimited choices and options?

    


    Now take a third piece of paper and write down what your ideal workday would look like. Insert as much detail as possible. Describe how you’d like to be spending your time at work in an ideal world. Be specific about the people you’d like to be working with, the environment you’d most like to be placed in, the sorts of things you’d spend your time doing and more. Remind yourself you need to get crystal clear exactly what your ideal workday would look like on paper first if you’re to have any chance of making this happen in the real world.


    On a fourth piece of paper, answer these questions:


    
      	What is good and bad about my current job?


      	What would I like to do more of in the future and what would I like to do less of?


      	Which of my skills and competencies are not being utilized at present?


      	What would signal when I have arrived?

    


    All of these exercises are intended to get you thinking and to clarify what could be vague thoughts lurking in the background. Now you have to get realistic and narrow your choices. This will involve three steps:


    
      	Look for recurring themes – which run through all four sheets. This might point to an industry or niche where your future dream job lies.


      	Create an employer wish list – the characteristics of the company you’d love to work for because they would provide exactly what you’re looking for. Be specific. Who would be great to work for?


      	
        Now write down your perfect job description - in as much detail as you can muster. Set out:

        
          	Your job title


          	An overview of what you’d be doing


          	Who you’d report to and who would report to you


          	The requirements you’d need to meet


          	The formal qualifications you’d require


          	What your roles and responsibilities would be


          	The compensation package you’d be expecting

        

      

    


    In crafting your ideal job description, be bold. Remember, you’re talking here about designing the job you’ve always wanted. What does that concept conjure up in your mind? Do some research and figure out what a perfect job would be from your perspective. This is something you have to nut out for yourself because what’s perfect for one person would be positively boring to the next. Personalize the concept.


    Again, it’s important that you do your thinking on paper. This forces you to get specific. It also helps clarify fuzzy thinking. By articulating what your perfect job is, you’re actually laying a good foundation to start moving closer to what you want.


    “You’ve got to name it before you can claim it.”


    – Dr. Phil McGraw


    “Solicit market feedback from former colleagues, associates, and other professionals who are in a position to know both your skills and the requirements of your target positions.”


    – Ford Myers


    “No man is born into the world whose work is not born with him.”


    – James Russell Lowell


    3. Assemble your job seeker toolkit materials


    In just the same way as a builder doesn’t show up at a job with just a hammer, you need a variety of tools to make your perfect job became a reality – not just a resume. Assemble a toolkit which will be available to propel you towards your perfect job. In simple terms, the best tools get the best jobs, especially when the market is down.


    To get serious about finding and then securing your perfect job, put together a great job hunter toolkit. It should have ten elements:


    
      	Accomplishment stories – five or six written stories which describe challenges you’ve faced, what you did to address those challenges and the positive results you produced. Stories like these are a powerful way to sell yourself and get your foot in the door. These never have a use-by date and can be from any job you’ve had or any time in your career.


      	A verbal presentation or elevator pitch – which is essentially a 30-second positioning statement about who you are. Write this down, polish it and then practice delivering it so it’s on the tip of your tongue and ready to roll at a moment’s notice. Supplement by pre-thinking out why you departed from your previous employment as well because that’s likely to come up in any discussion.


      	Your professional biography – a one-page narrative of your career as if written by a reporter. Cast modesty aside for a moment and write about your accomplishments in glowing terms. Make what you’ve done sound impressive without lying. It’s nice to include a bullet list of the tangible results you’ve delivered somewhere in the middle. This will be your most frequently used tool and will in practice act as your calling card so do a good job. Your professional biography should give insight into your character and reputation. Keep it up-to-date and current.


      	Your target company list – a wish list of companies you’d love to work for. Create a folder for each company and gather as much information as you can in that folder. Research the companies you want to work for and see who in your network has contacts with any of those companies. Be selective and then get busy trying to create a great employment opportunity.


      	Your professional contact list – all the people you know professionally and personally. Make certain you have everyone’s names, phone numbers and e-mail addresses so you can get back to them when occasion demands. Around 80 percent of positions are today filled by networking contacts. You’ll be amazed at how often the people you least expect to be of any help will be able to help steer you towards a new job opportunity so include everyone.


      	Professional references – colleagues who will sing your praises if asked about you. Contact these people, ask them to act as references and then provide them with a bullet point list of things they could say when contacted by prospective employers. Also ask these people to let you know immediately if any prospective employers call them. It’s a good idea to send these people your cover letter, professional biography, resume and target company list in advance so they have a reasonable idea what specific attributes or experience you’d like them to mention when contacted.


      	
        Letters of recommendation – from four or five of your most respected business associates. Ideally, you want these letters to be on their company letterheads and to detail how you worked with them to create bottom-line value for their companies in tangible ways. Obviously, these will be people who like and respect your work and who are happy to help you advance your career. These letters should be brief (no more than one page) and in the writer’s own words provide specific information and details like:

        
          	Projects you have worked on with them


          	The tangible results of those projects


          	What you’re like to work with


          	A description of your personal traits and work ethic


          	Details on the contributions you made


          	How they feel about you as a professional

        

      


      	A networking script - something you can follow to get networking discussions started. By developing a script of key talking points in advance, you’ll feel much more confident about initiating conversations with others. This is mainly a matter of deciding in advance what you’re comfortable talking about and what you should say about each point.


      	Workable tracking systems – detailed records of your various job search activities. If you keep track of phone calls, meeting notes, correspondence and the steps you’ve taken to follow-up, you can assess what’s happening from week to week. If you rely on your memory to keep track, things will blur together. By staying organized, you’re in the driver’s seat and able to make adjustments as you go along rather than merely being at the mercy of whatever happens.


      	Your resume – which must be something you’re very proud of. Ideally, this will be the least-used tool in your job seeker toolkit. You hopefully will only provide someone with a resume after they have been exposed to letters of recommendation which demonstrate your bottom-line value and spoken with professionals who can help you prove you’re the real deal. People from within your network of contacts should be providing you with an introduction so you target companies who need the skills and competencies you have to offer. Your resume will then be the figurative icing on the cake rather than your main sales document.

    


    You will naturally want to integrate all ten of these documents and tools into your job search. This will generally only happen if these materials are available and ready to be used as the need arises. It takes time and effort to prepare these materials and to learn how to use them effectively so don’t put off preparing them. Keep building your toolkit all the time.


    “Getting a great job when no one’s hiring is much easier when you have the right tools. Now is the time to create a complete portfolio of job search tools to market yourself as the standout candidate who companies can’t afford not to hire.”


    – Ford Myers


    4. Position as a solution provider


    When no one is hiring, the best way to get a job is not to look for a job. Instead, you want to position yourself as a solution provider. You approach firms you know and give them a “Proposal for Service” which outlines what you can do for them, the results you could generate. This soft sell approach is a great way to go.


    A Proposal for Service is a one- or two-page document you put together which details:


    
      	Your qualifications and prior accomplishments


      	The challenges and problems facing your target firm


      	The suggested solutions you could provide


      	Details of the results you would generate if used

    


    What you’re trying to do here is to spark a stealth hiring conversation. This is a real soft sell in that you don’t push for a follow-up meeting or do anything else. You’re planting the seed of an idea with a recruiter. If he or she likes what you’re suggesting, it’s up to them to get in touch with you and take the next step. That puts you in a position of strength rather than the usual dynamic where you’re applying for a job they have advertised.


    The undeniable fact is even in a recession, a company can and will create a position for you if you can show that using your services – either as an employee or as an outside contractor on temporary assignment – will be beneficial for the company.


    “Every company is hiring all the time – as long as you have what they need. What does this mean to you? It means you should stop looking for job openings and look instead for needs, problems and challenges! If you present yourself as a solution to a problem that’s been costing the organization time, money, stress, headaches and heartaches, the company will often create a spot for you on their team. They can’t afford not to hire you if that’s the case. So always think positive and don’t be turned away as easily as some people.*


    – Ford Myers


    A solid Proposal for Service won’t come out of the blue. To get


    

    
      	Remember networking is not about talking – it’s about listening to what others are saying. Try and listen more than usual.


      	Always have an agenda when you network - something you’re trying to achieve. The whole idea is to be moving your job search forward and not just to kill some time.


      	Make genuine efforts to try and bring hiring managers into your network – because there will be an obvious correlation between how many hiring managers you know and how quickly you can land a new job. Getting to know a hiring manager may be a two-step process. You may need to get to know an influential person first who can then provide an introduction. It’s then up to you to build the rapport you want.


      	
        Try developing a networking script you can use - which basically will be some well thought out phraseology you use to describe:

        
          	Your qualifications and professional experience


          	The reason why you departed your last firm


          	A direct request for help to secure a new position


          	Small talk which will take pressure off


          	A solid way to wrap up and keep in touch

        

      

    


    

    

    
      	Try and block out two or three specific times during the week where you will follow up – and use this time to make calls, send e-mail or hold meetings with the people in your network. Keep a detailed record of what you do in each allocated block of time and then work at improving your performance from one week to the next.


      	Keep a log for each person – where you detail everything you do to follow up. Also write down the things you committed to do and follow through on that.


      	Try sending out a mini-newsletter to the people in your network – something which contains some useful snippets of information and ideas they may be interested in getting. Send something which reflects your personality every two to four weeks or so. This will enable you to keep in touch and stay top-of-mind.

    


    

    

    

    

    

    
      	Use social networking sites – like www.facebook.com or www.linkedin.com both of which allow you to set up a personal profile page for no charge.


      	Own your name – by registering a domain which is www.yourname.com. It will cost you about $10 a year to own this and then everything you do becomes searchable on Google by your name.


      	Put together a Web based personal portfolio – which includes your resume, professional biography, significant career achievements, links to articles you’ve written or awards you’ve won, case studies, references, etc.


      	Try and write your way to the top of your field - publish a blog or make available some very solid information in your specialist field.


      	Track your name – perhaps by setting up a Google alert to notify you every time your name is mentioned online.


      	Be aware pictures on the Internet can come back to haunt you in the future – so be judicious about what kinds of materials you post online. There have been several cases where beer drinking photos from college days posted online have come back at embarrassing times for people seeking top executive positions later in their careers. Have the mind-set anything you post online is permanent and therefore you should be rather selective.

    


    

    

    

    
      	Chronological – where you create a timeline showing what you’ve done throughout your education and career. This is good if you’re staying in the same industry but not so good if you have only limited relevant experience.


      	Functional – where you organize your accomplishments into distinct functional areas. This is good if you’re in the midst of a significant career shift but prospective employers can be wary you’re trying to cover gaps in your previous experience.


      	Combination – part chronological and part functional. You can highlight your best accomplishments and then show a chronological transition from one job to the next. The only potential downside of this format for a resume is it might be confusing for the reader.

    


    

    

    

    
      	Your contact information – full name, address (including e-mail), cell phone number, etc.


      	A brief summary – of who you are, where you’re coming from and the skills and expertise you have to offer a prospective employer. Make this five or six lines at most. Keep it targeted and specific.


      	Professional experience – past jobs, roles, responsibilities and accomplishments. Quantify with facts and figures and put the most impressive facts first and in bold print. Be honest but sell yourself.


      	Education – schools, academic degrees, other training courses you’ve attended.


      	Professional development activities – especially those you have undertaken on your own initiative or in conjunction with a past employer.


      	Affiliations and memberships – of trade groups, professional societies or industry-related organizations.


      	Experience – what you’ve accomplished in previous employment positions.


      	Any honors, awards or certificates you’ve won - which can take on special importance.


      	Any publications you’ve been featured in.


      	Don’t include an objective – the reader will naturally assume you’re seeking an opportunity to move up to the next level in the field you’re in. There’s no benefit in stating the obvious. Your objective is much better addressed in your cover letter anyway.


      	Don’t waffle. Be brief and succinct.


      	Don’t exaggerate your achievements but be candid and straight-forward about what you’ve done. Embellishments will always come back to haunt you in the long run so don’t do it.


      	Don’t use boring language. Use strong action oriented terms and phrases. Keep in mind your resume is a selling tool and will be used that way.

    


    

    

    
      	Don’t send out a letter which says: “I’m interested in a position with ABC Corporation. Enclosed please find my resume.” Successful companies get these all the time and do nothing with them.


      	Instead, send out a cover letter which is a sales presentation in disguise. Or even better, get to know someone who works at your target company and find out what problems they’re working through. Your cover letter can then introduce yourself as a potential solution to that problem. You can then ask for a brief get together where you can detail your proposed solution in person.

    


    

    
      	Why you’re writing to them – based on your relationship with a mutual friend or one of their current employees.


      	What you can do for them – in terms of solving a problem which has been a major issue. Combine your genuine interest and enthusiasm with your knowledge of their requirements to come up with a winning idea with merit.


      	Suggested follow-up – which would usually be a request for a meeting or interview. You might also state you will call within a set time frame to follow-up.

    


    

    

    

    

    

    
      	What would be this position’s responsibilities?


      	If hired, how would I be evaluated?


      	What are the most challenging aspects of this position?


      	How do loyalty and hard work get rewarded?


      	What is the next step in the selection process?

    


    

    
      	What weaknesses do you have?


      	What changes would you make if you were hired?


      	Are you considering other positions at this time?


      	Why aren’t you earning more money?


      	What did you like least about your last job?


      	How would you handle a PR disaster?


      	What has thus far held you back in your career?

    


    

    

    

    

    
      	Send a thank-you note as soon as possible.


      	Include some good testimonials with your thank-you note to reinforce the impression you tried to make.


      	Leverage any inside contacts or connections you have and get them to put in a good word for you.

    


    

    

    

    
      	Your base salary


      	Job title and responsibilities


      	Vacation time and office location


      	Relocation assistance being provided


      	Bonuses for sign-on and performance


      	Commission rates and expenses allowance


      	Paid memberships and other indirect benefits


      	Noncompete agreements you are required to enter into


      	Health plans, retirement plans, etc.


      	Training and development opportunities


      	Automobile allowances


      	Frequency of performance reviews


      	Consultant vs. employee status


      	Assistance with home purchase


      	Whatever else you can include

    


    

    

    

    

    
      	Keep updating your job hunter toolkit – have your resume, list of professional references, letters of recommendation and accomplishment stories in a current file and ready to use at a moment’s notice. With today’s business climate, unplanned transitions may crop up quickly.


      	Set aside some time every week to network – both to maintain your established relationships and to build new ones. Keep adding to your network.


      	Join appropriate associations or trade organizations – and see whether you can take a leadership role. This can significantly boost your visibility and quickly build your own credibility.


      	See if you can write articles for trade publications or give public presentations of some nature – because again these activities boost your credibility. This level of exposure will also definitively demonstrate your professional know-how.


      	Continue your ongoing career education – look for training opportunities which will boost your industry credentials. Make very certain you’re up to date with the cutting edge of your field. Keep your knowledge base and trade skills sharp.


      	Research your competition – and become your in-house specialist about what other companies and professionals in your industry are doing. Know your competition exceptionally well.


      	Offer to help the people in your network advance their careers – return the favor. Do this even if the other person is not currently in a position to help you in any way. Put time and effort into helping others succeed.


      	Keep on looking at new job openings and career advancement opportunities – which will be cropping up all the time. Stay plugged in to what’s happening in the marketplace even if you’re not actively job hunting at present.


      	Ask: “How can I contribute more to my employer?”-and then get out there and do precisely that. Find new ways to demonstrate your value to your employer in measurable ways over and over.


      	Keep polishing your interviewing and negotiating skills all the time – so you don’t wait until you have a career crisis. Today’s business environment is highly fluid. A secure job can vanish into the ether in a flash. Hope for the best but prepare for the worst.

    


    

    

    
      	Establish a reputation for delivering great results - and for keeping your commitments. Keep a success file which documents your achievements. Collect the positive feedback you get from clients and from other departments. Stay abreast of all the core issues facing your organization and become known as the go-to person. Generate good results.


      	Communicate – what you’re doing to your manager and to your team. Develop clear goals for projects and bring them in on time and on budget. Keep everyone in the loop.


      	Keep fine-tuning your job description – sit down with your manager at regular intervals (about every 90 days or so is good) and craft a career development plan. Include short- and long-term goals for you personally and for the company you work for. Ensure you understand your boss’s priorities and work in with them.


      	Keep a good and healthy balance between your private life and your work - work hard when you’re on the job and then recharge your batteries with family time, hobby time and personal interests time. If you maintain a healthy balance, you’ll be able to sustain what you’re trying to achieve.


      	
        Always remind yourself you do have control over your employment situation – even when the media is full of bad news about the job market. Remind yourself people like you are landing great new jobs every day and you can do the same if necessary.
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