
  1 The 30/30 Job Solution for Re-Entry Success


  


  “Most ex-offenders face important re-entry time and place issues – quickly find a promising lifeboat job both close to home and near their parole/probation officer. That requires initiative in building a resume . . . and burying a rap sheet.”


  


  HOW LONG WILL IT TAKE TO LAND A JOB, and where will you find that job? Those two time and place questions are central to the many challenges facing ex-offenders as they go about the daunting and stressful business of trying to make it in the free world. Time and place are of the essence as they must quickly take their own initiative in making many life-altering decisions with outcomes that are anything but certain. After spending so much boring, mind-numbing time in a cage, where they experienced bouts of fear, distrust, and depression, life now comes at them in dizzying speeds, requiring many new decisions and responsibilities. As they soon discover, this new, fascinating, and often scary “life on the outside” is anything but boring!


  First and foremost, the urgency of now is to find a job and keep it in order to support themselves and stay out of trouble. As we stress throughout this unconventional book, that job often needs to be close to home as well as near their parole or probation officer. For many ex-offenders looking for their first job out, any job will do as long as it provides them with sufficient income to survive on the outside and point them in the promising direction of re-entry success. Put another way, most ex-offenders need to quickly find a lifeboat job that will help float their transition to another level.


  Why Lifeboat Jobs?


  While many employment experts primarily focus on finding ideal jobs – ones their clients do well and enjoy doing – you’re different, and thus you require another approach. Re-entry for ex-offenders initially is all about survival in the free world without a strong and reliable net. Therefore, we are more concerned that you quickly find a job that helps you support yourself right away as you embark on a new life in the free world. That job should enable you to become stable, self-sufficient, and productive. In short, this book is all about getting that all-important steppingstone job. Hopefully that job will also lead to a satisfying career. But you need to focus on first things first – get a lifeboat job to navigate some choppy waters ahead and avoid drowning in a sea of “must do’s.” It’s all about taking initiative (something that may have been killed while doing time in a cage), acquiring important knowledge, and using wise reality-based strategies for reshaping your future.


  


  Any job can lead to something great if you have the right attitude and work hard.


  


  In today’s challenging economy, we increasingly focus on what we call a lifeboat job. Such a job may well become your key to long-term re-entry success. Handled properly, it should give your life both purpose and direction. Better still, it will help you avoid that vicious cycle of recidivism that too often plagues the lives of many ex-offenders and reflects a failed criminal justice system.


  Let’s begin by clarifying what we mean by a lifeboat job. It’s one you need to find NOW – not six months down the road – in order to keep yourself financially afloat. It’s essentially a survival, stop-gap, or bridge job that may or may not lead to a rewarding career. It’s not one you should agonize over for long. Just take it, and get on with your life. After all, better days lie ahead for those who welcome opportunities and respond accordingly. You can always change jobs after you get settled in, establish meaningful routines, and build your resume in the process of burying your rap sheet!


  While many lifeboat jobs are dead-end jobs, others lead to meaningful careers. Indeed, this book should assist you in finding “good” lifeboat jobs – those with a promising future – rather than “bad” lifeboat jobs – those that go nowhere, may depress your future, or lead to trouble.


  As you journey through life, you soon discover that there are both seasons and purposes in life that are subject to changes that may or may not be within your control. Let’s face it. Sometimes personal circumstances, such as your incarceration, dictate that you must find a job that may not particularly appeal to you, but it’s a job that will support you as well as contribute to your long-term freedom. Such jobs give you a se cure financial footing so that you can take care of your basic housing, clothing, food, transportation, and other essential daily living needs. While such jobs may turn out to be very satisfying and eventually lead to career advancement, they at least give you a paycheck in exchange for your labor. Understandably, you need to quickly develop a steady income stream in order to survive, and hopefully do well, on the outside. In the process, you should grow into the job by acquiring new skills, becoming accomplished, and getting promoted. Best of all, you’ll turn that lifeboat into a positive long-term career!


  Transformative Jobs for Ex-Offenders


  Ex-offenders know all too well the importance of lifeboat jobs and survival on the outside. Being released from prison or jail without money, a job, or family support, and facing immediate housing, clothing, food, medical, and transportation needs – as well as probation and parole reporting requirements – they need to quickly land a job near where they live.


  Not all lifeboat jobs are dead-end jobs. Indeed, many are transformative – they put your life on an unexpected journey to somewhere you never thought possible but extremely rewarding nonetheless. In fact, no matter what you’ve done, dead-end job or otherwise, any job – even digging ditches or delivering pizzas – can lead to something great if you have the right attitude, work hard, and persist. Just think about it for a moment. All companies, no matter what service they provide or product they produce, have people who own them, run them, make money, and have a real career. Many ex-offenders who now run major companies once started out at the very bottom. Take, for example, David Koch (author of Slaying the Dragon) who established a Fortune 500 company and sold it for millions after doing serious prison time. Then there’s actor Robert Downey, Jr., who seemingly conquered his drug demons and became today’s highest paid actor. The list goes on and on with Martha Stewart, Tim Allen, 50 Cent, Wesley Snipes, Don King, Lil Wayne, James Brown, and Mike Tyson. Not all conquered their demons, but they did time and survived against many odds. Along the less visible celebrity route, you’ll find restaurant chain owners who started their careers by delivering pizzas – they were ex-offenders. You’ll find owners of major construction companies who began with a shovel in their hands digging ditches under a hot sun – and they were ex-offenders. The main difference is these people worked harder than others and had the right attitude for success. And that’s what you need to do. This book will show you how to find good lifeboat jobs – ones that lead to a career if you work hard and have the right attitude. For many ex-offenders, attitude is something they need to work on.


  Unfortunately, few people know how to find good lifeboat jobs. Many waste a great deal of time looking for jobs in all the wrong places and then eventually settle for hard-labor, low-paying, and unstable day laborer jobs. Such jobs may in fact be impediments to long-term survival on the outside. Your goal should be to land a good job with a promising future.


  The Ex-Offender Lifeboat Experience


  Most ex-offenders expect to face difficulties in landing a job given their criminal backgrounds. After all, employers are not social experiments. Why would they want to take a chance and hire a known ex-offender? Regardless of what you may think of yourself – real or delusional – isn’t it risky business to hire someone with your background?


  Since most employers ask questions about criminal backgrounds (Have you ever been convicted of a crime or felony?) and many conduct background checks on everything from employment record (Is it stable and progressive?) to credit history (What is your FICO score?), today there are few places ex-offenders can hide from their red flag backgrounds.


  Not surprisingly, a disproportionate number of ex-offenders already gravitate to lifeboat jobs. These are basically unattractive, dead-end jobs few people want. Such jobs tend to have the following characteristics:


  
    	experience high worker turnover


    	pay low wages and salaries


    	offer few benefits


    	require limited specialized skills


    	ask few background questions


    	require no pre-employment testing


    	are physically demanding


    	represent part-time work


    	may require a lengthy commute


    	lack employment stability

  


  No wonder these are low-paying, high-cost jobs with little or no future. Many of these jobs, which may require a long commute and hard work, are often more of a financial burden than a benefit. After a while, you may discover that you can’t afford to continue in such a job. You need to move up the lifeboat ladder to find a good lifeboat job that’s more responsive to your income needs and interests.


  Ex-offenders typically take these high-turnover lifeboat jobs that require little customer contact, offer low wages and few benefits, and can be physically demanding:


  
    	day laborers/handymen


    	construction


    	lawn maintenance


    	cleaning/janitorial


    	roofers


    	moving services


    	manufacturing


    	warehousing


    	food processors/preparers


    	waiters/waitresses

  


  Many restaurants, for example, have annual turnover rates of 90 percent or more – perfect places for seeking lifeboat jobs.


  But there are many other lifeboat jobs with a more promising future available for those who know how to find such jobs. Ron outlines many such jobs in his recent book Best Jobs for Ex-Offenders: 101 Opportunities to Jump-Start Your New Life. Neil, who created the innovative 30/30 Placement Program, has helped thousands of people find jobs using his 30/30 Job Search− techniques. Indeed, the 30/30 program is one many people can use to secure a lifeboat job. It’s especially relevant to anyone with a stable work history and marketable skills who is looking for employment in a difficult and challenging economy. It also can be adapted to ex-offenders with less than stable work histories who need to quickly find employment close to home.


  


  You should be able to find a lifeboat job within 30 days and within 30 miles of where you live.


  


  In the following pages, our mission is to make sure you expand the range of your job search as well as use a variety of smart guerrilla strategies and techniques to land a job based upon Neil’s 30/30 program. If you learn the key job search lessons in the following chapters and put them into practice, you should be able to find a lifeboat job within 30 days and within 30 miles of where you live. Best of all, you’ll go a long way toward jump-starting your life on the outside and securing a better future for both you and your family, because you found a “good” lifeboat job!


  Find a Job Within 30 Days


  As an ex-offender, you need to quickly find a job upon release. If you’ve participated in a transitional work experience, such as a halfway house involving subsidized job training and wage-paid temporary work with wrap-around supports and services, you may be well positioned to find a job upon release. Indeed, many ex-offenders who are fortunate to get such transitional work experience with government agencies, nonprofit organizations, or local businesses – especially in construction, manufacturing, food preparation, hospitality, printing, transportation, warehousing, and distribution industries – may be able to quickly find employment upon release. Such individuals are able to create a recent work record that appeals to employers who might otherwise only focus on the individual’s prison record or rap sheet.


  


  Your goal should be to create an employment record and resume that is more compelling than your criminal record and rap sheet.


  


  Your goal should be to create an employment record and resume that are more compelling than your criminal record and rap sheet. This record and resume should indicate that you have marketable skills and that you will become a productive and loyal employee with a stable work history.


  In the following pages we outline proven strategies that have helped thousands of individuals find lifeboat jobs within 30 days. Organized as a program of unconventional job hunter guerrilla tactics, our techniques quickly put job seekers in contact with employers who want to hire them. It is a relatively brief, streamlined process, and leaves out many topics normally included in most job search books.


  Let’s get started with this process by identifying two jobs you’ve had, including any transitional work experiences, that would indicate to an employer that you have useful, marketable skills and would be a dependable employee in lieu of a stable record of employment:


  
    
      	

      	Job

      	Marketable Skills
    


    
      	1.

      	_________________________

      	_________________________
    


    
      	2.

      	_________________________

      	_________________________
    

  


  Get Employed Within 30 Miles From Home


  More and more individuals want to find employment close to home. Given the high costs of commuting long distances to work, today’s job seekers prefer finding a job within an easy 20- to 30-minute commute. In fact, many people are willing to take a lower paying job that is close to home than a higher paying job that requires a lengthy commute. Spending two to three hours each day commuting 100 to 150 miles roundtrip may cost more than $50.00 a day in fuel, tolls, maintenance, and parking fees – recurring expenses few people with limited budgets can sustain for long. Add to this the lost time and high stress associated with such lengthy commutes and you probably have a recipe for an unhappy worklife and future unemployment!


  Many ex-offenders have little choice in this matter. For them, a long commute can be very costly in terms of both time and money. Some lack adequate public or private transportation to get to job sites. Added to these costs is the need to stay close to one’s probation and parole officer. As ex-offenders soon discover in the free world, their choices tend to be limited and freedom can be costly! For them, our innovative 30/30 job solution offers great promise for jump-starting their life on the outside.


  Let’s start thinking about your essential employment needs by focusing on your housing, income, and commuting needs each day:


  
    
      	My new address (city and street):

      	____________________
    


    
      	Minimum amount I need to make

      (hourly wage or yearly salary):

      	____________________
    


    
      	Maximum miles I can afford to commute to work each day:

      	____________________
    

  


  30/30 Success on Your Own and With Assistance


  The following pages are designed to help you clarify exactly what it is you need to do in order to land a good lifeboat job. Filled with insider tips and techniques, the remaining five chapters and three appendices will show you how to overcome barriers to employment by targeting specific employers and jobs the 30/30 way.


  While most of the material in the remainder of this book is based upon Neil’s experiences as a 30/30 placement professional who works with both job seekers and employers, especially transitioning military personnel, we’ve adapted his techniques for conducting an unconventional re-entry job search on your own. For more information on Neil’s 30/30 approach, please see our companion volume – The Quick 30/30 Job Solution: Smart Job Search Tips for Surviving Today’s New Economy (see page 122).


  We’re confident that if you perform the actions prescribed in this book, you’ll be very successful in landing a job within 30 days and within 30 miles of your home! That new lifeboat job may also open doors to a very satisfying long-term career. At least that is our hope as you fully transition into the free world with a combination of purpose, meaning, and joy. When you do that, you will be truly free at last!


  2 Three Unconventional Principles That Can Work for You


  

  “Employment opportunities are everywhere – you just need to know how to best link your talents to employers’ needs.”


  

  THE PROGRAM OUTLINED IN the following pages is often referred as “job hunter guerrilla tactics.” These are unconventional job finding methods designed to help you outsmart other job seekers who use conventional approaches – those who literally “follow the rules” on how to find a job. Unfortunately, many of the so-called “rules” are also job search myths that can take you down the wrong path to job search failure. In today’s economy, you need to literally think outside the box by using many of the unique approaches outlined in this book.


  It’s Now Okay to Break the Rules


  As an ex-offender, you know about breaking and following rules. Like many other people, you broke a rule somewhere and paid a price for doing so. Your reward/sentence – more mindless control rules surrounding your cage behavior! But job hunting is one activity where breaking the rules can be a good thing for both you and employers. Indeed, when you follow our unconventional job search strategies, having 30/30 “street smarts” can pay off big for you. The trick is in knowing which rules you should break and which rules you shouldn’t break. This book will teach you the difference.


  Become Your Own Campaign Manager


  Like a candidate running for office, you become your own “Campaign Manager” (CM) within a specific geographic area where you hope to be “elected” (hired). You target supporters (employers) with specific information about how your talents can best benefit them. Key supporters decide to bring you on board to help solve their problems.


  Everything in our 30/30 job search program centers on three job search principles:


  
    	Talent Intersecting Opportunity


    	Talent and Geography


    	30-Mile Placement

  


  As we emphasize throughout this book, you must learn, internalize, and believe in these principles in order to make them work for you.


  Talent Intersecting Opportunity (TIO) Principle


  Our 30/30 program is based upon this first important principle – Talent Intersecting Opportunity (TIO). This principle goes beyond just identifying job openings and responding to them in a conventional manner. Here’s how this principle works:


  
    If a job hunter communicates his or her marketable skills and a desirable pattern of work behavior to enough key decision-makers, as well as initiates effective follow-up actions, he or she will receive employment offers regardless of announced openings or current economic conditions.

  


  In other words, you must take initiative in marketing your talents (skills and abilities) to individuals who have a need for your skills and who have the power to hire you. While they may or may not have an announced job opening, they will hire you because once they meet you, they recognize that you are the one who will add value to their company or operations. You are seen as an important asset for expanding their business.


  

  Employment opportunities exist everywhere and at all times; job “openings” do not.


  

  The TIO Principle is an important truth that will serve you well throughout your working life. Indeed, your career and livelihood will never be endangered as long as you have marketable skills and perform well in your work. Regardless of technological advances and the in creasing use of social media in the job search/recruitment process, people hire people only after they meet them face-to-face.


  “Talent” must intersect “opportunity”; however, “opportunity” does not necessarily mean advertised “job openings.” Employment opportunities exist everywhere and at all times; job “openings” do not. Therefore, you should always think in terms of opening doors of opportunity – not just responding to announced job openings or vacancies.


  Always remember that employers have needs, many of which are never announced as job openings. Your job is to uncover employment opportunities by marketing your skills and abilities to potential employers. That’s where your talent intersects opportunity. When it does, you’ll progress from employment opportunities to employment offers.


  Using this program, you’ll learn the fastest and most effective ways to make this principle work for you – intersect your talent with opportunity. You’ll become a Campaign Manager for your own 30/30 job search.


  The number of such opportunities you must uncover in order to receive a job offer is not high – usually between four and six. Following our 30/30 process, this means you’ll probably receive a job offer after meeting only four to six key people. You’ll need to carefully follow each step of this process in order for it to work to your advantage.


  Let’s start thinking about putting this TIO Principle into practice by identifying three of your major talents (skills or abilities) that might intersect with opportunities that you locate with potential employers. In listing your talents, try to be as specific as possible. For example, if you are trained in electronics and can repair equipment, put down “can repair electronic equipment.” If you are not skilled in a trade, but are an excellent writer, you can put down “can write and edit material in a timely manner.” If you have no skills at all, but are very physically fit from working out, it is even okay to put down “am very physically strong” (some companies want physically impressive people, such as moving companies, gymnasiums, construction companies, and security companies). You get the picture...the key is to think hard about what you can do for someone which they might be willing to pay you to do. Now go ahead and list your three major talents desired by employers:


  
    
      	1.

      	_________________________________________
    


    
      	2.

      	_________________________________________
    


    
      	3.

      	_________________________________________
    

  


  At the same time, identify your three most important work behaviors (such as getting to work on time, following instructions, getting along with co-workers, taking initiative, dependability, etc.) that potential employers might find most attractive. Keep in mind that employers are looking for a stable work history along with key skills and abilities. If you think you lack a stable work history because of your red flag background, identify three other work behaviors that might compensate for your lack of work stability:


  
    
      	1.

      	_________________________________________
    


    
      	2.

      	_________________________________________
    


    
      	3.

      	_________________________________________
    

  


  Now, state how your talent might best intersect with opportunities you identify through our 30/30 process. State it in the following talent-to-opportunity form:


  [image: My ability to ______________________________________ will be discovered by an (specify key talent and/or workplace behavior) employer who will hire me to _________________________________________ (specify an opportunity – something that adds value to an employer)]


  Talent and Geography (TAG) Principle


  The second key principle of our 30/30 program is Talent and Geography (TAG). This principle recognizes the fact that talent usually prefers working close to home rather than relocating to another community or making long daily commutes to work:


  
    Today the vast majority of workers place far more importance on the geographic location of an opportunity than on the importance of an opportunity for their career advancement. Simply put, they prefer working close to home.

  


  Similar to the great real estate principle of location, location, location, today’s job seekers are more location-specific than ever before. Indeed, people prefer living and working where they and their families want to live. For many job seekers, finding job opportunities is like real estate – it’s all about location, location, location!


  Neil discovered this important principle in the 1980s. A former Marine, he joined one of the most prestigious and successful search and placement companies – Management Recruiters International – where he specialized in recruiting and placing junior military officers (JMOs). Corporations aggressively recruit JMOs because of their leadership, maturity, and experience. But Neil soon noticed that something very significantly had changed with these highly sought-after recruits: Most JMOs said they would go wherever opportunities arose, but when it came time to take a job involving relocation, many would not make the move. Instead, they preferred staying in their current location. As a result, Neil shifted his placement focus toward finding opportunities located only in the desired geographic locations of JMOs.


  

  Today, quality of life is more important than ever for most people – surpassing career and financial growth.


  

  Neil’s specialty quickly became his ability to place junior officers with companies located within 30 miles of their favorite geographic locations. This eliminated relocation worries for hiring companies and relocation concerns for the placed JMOs and their families. It also relieved many “fall-off” (failure to report for work) concerns for recruiters because the officers placed were excited about the locations they were going to.


  In 1994 Neil opened his own placement firm that specialized in placing candidates – not just JMOs – only in their preferred geographic locations. Thus, the 30/30 concept and program was born. It’s now used by many staffing and placement firms for geographically targeted placements. Even during recessions, economic downturns, and wars, the 30/30 methods have consistently resulted in hires. While many search and placement firms have come and gone, 30/30 firms continue to be successful because they operate according to the TAG Principle.


  Today, quality of life issues are more important than ever. People live and work where they desire most to live and work, and many will gladly pay the career or financial price for being able to do so. There are, of course, exceptions to this principle. In fact, you may be willing to go anywhere for work. But chances are you’re more selective – you want to work near where you currently live or at least within a short (under 30 minutes) commute. Unlike many other individuals, you also may face legal restrictions on where you can find employment – live in a place that is near a parole/probation officer.


  30-Mile Placement Principle


  We call our third and final principle the 30-Mile Placement Principle. This is a geographic preference principle:


  
    Except when facing highly unusual economic, geographic, or occupational circumstances, when using the correct approach, almost every type of talented person can find satisfying employment somewhere within a 30-mile radius of any medium-sized population center within the continental United States.

  


  30-Mile Placement Principle


  Within 30 miles of any point on the map are employment opportunities which fit almost every type of person.


  [image: image]


  A 30-mile radius represents an area that is commonly referred to as a “local job market.” This is the maximum one-way distance most people will travel to work. It also represents a minimum-sized geographic area where a sufficient number of potential employers can be found for targeting a successful job search. The figure on page 11 illustrates this important principle.


  While almost any kind of talented person should be able to find employment within 30 miles of any medium-sized (150,000 minimum population) community, this does not mean that 30/30 will not work within rural areas. In fact, this program works quite well in remote areas. It simply works best near population centers of at least 150,000 people, which are medium-sized cities.


  Old Myths and New Zones of Opportunities (ZOOs)


  How many times have you heard the following statements, or considered these thoughts, when looking for a job?


  
    “A serious job hunter is willing to relocate to where the best jobs can be found.”


    “I can’t find a job, because there aren’t enough good jobs in this area. Why should I spend time looking for something in this wasteland?”


    “So many companies are laying people off around here . . . I might as well forget about ever finding anything worthwhile here.”


    “None of the career websites has appropriate listings for people with my background and located where we’re moving.”


    “No one wants to hire an ex-offender.”


    “Everyone says that since my parole board says I cannot relocate, I’ll face a very long job search.”

  


  These statements and thoughts are largely myths about job finding approaches. For some job seekers, these myths – especially “I can’t find a job” – also represent excuses or rationalizations for not taking actions that would result in job interviews and offers. Indeed, such myths dissuade many people from taking effective actions that could result in a 30/30 job.


  The good news is this: almost all companies, large and small, at all locations, and at almost all times, exhibit the following internal employment characteristics and dynamics that lead to hiring more people, such as yourself. Most have this combination of positions, needs, problems, and goals:


  
    	presently open positions


    	soon-to-be open positions


    	unsatisfied needs


    	unsolved problems


    	a leader’s vision for the organization that requires new people and capabilities

  


  Viewed from the perspective of a smart and assertive job seeker, these characteristics and dynamics are indicators of possible employment opportunities. Viewed from our 30/30 perspective, such potential employment opportunities are Zones of Opportunities, or ZOOs for short, that argue well for our 30/30 intervention strategies for finding a job which may or may not have been formally announced or advertised.


  As we stress throughout this book, your goal should be to intersect or link your talents with these different Zones of Opportunities by meeting with potential employers in at least six companies located in your targeted geographic area.


  

  You need to link your talents with different Zones of Opportunities (ZOOs) by meeting with six potential employers.


  

  The Widespread Reality of ZOOs


  Our concept of ZOOs is a powerful tool for finding a 30/30 job. Somewhat abstract, nonetheless, this concept becomes a reality once you target your job search and take actions that put you in the midst of ZOOs where you will meet with key decision-makers and persuade them to acquire your talents.


  If you want to intersect your talents with ZOOs, you must really believe that ZOOs can be found nearly everywhere. Perhaps you find this difficult to believe since you’ve not had experience in conducting a job search using an expansive ZOOs approach. Trust us on this critical concept, which will become central to your 30/30 job search. Whatever you do from this point on, you must change the way you view the job market or you will have difficulty finding ZOOs. Worst of all, you’ll fulfill your own negative expectations and create a negative self-fulfilling prophecy.


  The following story involving Neil in his previous professional life illustrates the concept of ZOOs and how pervasive and important they can be for “survival”:


  
    When I was a Marine, my unit underwent wilderness survival training. This training was conducted in a forest classroom, and we were seated in a semicircle on the ground. The


    
  


  

  

  

  

  

  Finding Your Zones of Opportunity (ZOO)


  

  
    	Within 30 miles of where you live, or where you are relocating to, how many total companies or organizations, big and small, do you think there are? Hundreds? Thousands? (HINT: look at business listings in the telephone book)


    	Would you agree that each company or organization is a potential employer?


    	How many of these employers do not seek improved performance?


    	How many of these employers have no unsolved problems?


    	How many of these employers have no unmet needs?


    	How many of these employers lack a vision for the future of their companies, or for their departments if in a large organization?


    	How many of these employers would give an ex-offender a chance if the ex-offender showed a strong ability and desire to bring value to their organization?

  


  

  

  

  

  

  

  What Employers Want


  

  

  Key Program Elements


  

  The 30/30 Job Search™ Defined


  
    
  


  

  30/30 Activities and Phases


  

  
    	Research and Planning (Phase I)


    	Action (Phase II)


    	Getting Hired and Reporting for Work (Phase III)

  


  

  
    
      	Activity

      	Phase/Time
    


    
      	1. Research and Planning

      	I (Days 1-4)
    


    
      	2. Action

      	II (Days 5-8)
    


    
      	3. Getting Hired/Reporting for Work

      	III (Days 9-30)
    

  


  

  
    	Use software, web pages, directories, and the telephone book.


    	Develop your Contact List – a list of companies and the key decision-makers or leaders at those companies.


    	Identify companies by products, services, size, sales volume, address, numbers of employees, and geography, but you will not perform “in-depth” research.


    	Research key leaders and learn where they live.


    	Plan your pursuit of advertised openings and “opportunity leads” by using the “Candidate Contrived Coincidence” tactic.


    	Create a “chronological resume” if you have been incarcerated for one year or less; create a “functional resume” if your incarceration has been longer than one year.


    	Write a “baseline” presentation of your profile.


    	Prepare responses to predictable employer questions.

  


  

  

  
    	Use a multi-pronged approach to contact the companies and key leaders on your Contact List.


    	Work in efficient “time blocks” and perform the tasks you planned in Phase I.


    	Leave voicemail messages which will be heard.


    	Send emails that will be read.


    	Write letters which will be answered.


    	Use the “Candidate Contrived Coincidence” technique to pursue advertised openings.


    	Schedule meetings with potential employers.

  


  

  

  
    	Prepare for interviews, especially study and apply the interview principles outlined in Appendix A.


    	Rehearse your answers to possible questions until you sound and appear confi-dent, effective, extroverted, and conversational, yet not sound “programmed” or rehearsed. See Appendix B for 100+ sample interview questions. Interviewing techniques that are not included in Appendix A should not be used.


    	Avoid being “over prepared” or trying to have answers for every possible question. You don’t want to appear “too smooth.”


    	Close your interviews by scheduling follow-up appointments using the “Interview Closing Sequence” (ICS) scheduling technique.


    	Write thank-you notes using the 30/30 method and “pre-close” regarding salary and compensation, but only at the right time.


    	Do not ask for more than two minor changes to any negotiated job offer.


    	Accept an offer immediately if it is what you asked for. Resist any “let me think it over” situations, thus avoiding possible hard feelings on the employer’s part (or withdrawal of the offer!).


    	Promptly perform any pre-employment tasks and report for work on the agreed date.
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