JOB HUNTING
KEY POINTS

BECOME AN EXPERT

There are certain things well worth doing well.  This is absolutely vital, not only in effectiveness at finding a job, but also in making sure that you are in the right career/job for living a happy life.  The wrong job is a source of unhappiness and, in the long term, also making less money, probably, than you would have otherwise made in the “right” job. 
USE  RESOURCES:

Use a good resource/reference book:
  What Color Is Your Parachute?, Richard Bolles

    Read this whole book, taking notes on what you find interesting, then organize a 

       strategy/plan to systematically achieve the goal.

Use a good resource website:  www.jobhuntersbible.com .

Use Brainstorming - The "Green Light" (anything goes!) approach to generating 

                            incredibly expanded perspectives and ideas.

                            Self-brainstorming: 20 Ideas From Self-Brainstorming (In less than 
                            15 minutes)

Use Networking for advice – Don’t ask for a job, ask for advice/help.

     Do the “six degrees of separation” 
 list.  Have a set script
 and a good summary 

     sheet.

Use Key Allies:
  To run strategies by, review what you write, etc.
USE THE MOST EFFECTIVE MEANS
The least effective are:  internet, resumes mailed, answering ads.
The most effective are: (in order of effectiveness)

      Design the job you really want using the skills you most enjoy with the organizations 

          that are best for you to work with in the geographical area you like best.

      Network for advice (see above). 

      Identify your top organization targets, call directly and/or visit personally. 
      Ask for job leads (family, contacts, associates, friends, people in community, 

          schools/colleges, former teachers; generate ideas on who to ask) – Have to simplify 

          what you want and make it understandable

WRITE OUT A STRONG CASE FOR HIRING YOU
Write out a real one, one that points out your unique abilities,
 rather than just lists all of your abilities.  If it is for a specific company, write out your commitment to what        benefits you will provide.  (Run this by your “allies” to see if they think it is “great”.
)
Be clear on your actual strengths.

USE A “WEEK-END” RETREAT  
Use a committed time period (three days is best), with no interruptions, where you immerse yourself in the process of planning, deciding, identifying, writing – and then come out of it with a specific calendar of events/tasks that you will do.
� If you really want to do it right, use the other resources from them:  The What Color Is Your Parachute? Workbook , Job-Hunting On The Internet, and any of their others. See � HYPERLINK "http://www.jobhuntersbible.com" ��www.jobhuntersbible.com�. 


� Read, at least, Unique Ability: Creating The Life You Want (at � HYPERLINK "http://www.strategiccoach.com" ��www.strategiccoach.com� , Store, Complete catalogue).  Look at their other products, as they are extremely effective in having you operate at a much higher level.





� “So and so suggested that you were a good person to talk to for advice…  I am a (describe really briefly) looking for (describe really briefly…”.  People have trouble turning this down.  Years ago I used it and was able to talk to the top person (gulp) in the organization, even the head of the Little Hoover Commission.  From this process, plus a “strengths” workshop related to jobs, I started my 25+ years career. 


� If you want to reach any specific person on the planet, you can identify a combination of people who you know, who know someone who knows someone who know someone who knows someone who knows someone who knows that individual – and who can introduce you.  (Make sure you have something of value, of course.)   The deminimus way of doing this, and one that does not need to be directed to a particular target person, is to start with people you know and ask who they know that you could contact to help in the process.  You would also ask each person you talk to who else you could talk to for advice and direction.   


� Know the exact questions you will ask, as you will promise to only take 15 minutes total.


� Something like “What I Want”, “What I can contribute” (not your skills, but what you can contribute), “What type of company I’d like to work with”.  Really simple, easy to glance at, but you’ll talk it through, as not everybody will read it or look at it, but it, and a resume with cover sheet, will probably be left with the person.  


� In life (and even in your imagination, where you can insert anyone you want onto your “team” and/or supporters group), it is highly, highly, highly effective to identify the few most reliable, trustworthy people who will support you in achieving your goals.  They will vary somewhat depending on the goal and depth of involvement in deeper thinking/knowledge.  A spouse is a good supporter and background ally, but may not be who you’d use in the strategic planning for the job, at least not extensively.  


� If they don’t think it is great (clear and impactful), re-do it.  You don’t get a second chance to make a first impression.  And if it isn’t clear, then you’re probably not clear (or strong). 


� Even the deeper level strengths, such as the (free) tests of your “signature strengths” at � HYPERLINK "http://www.authentichappiness.com" ��www.authentichappiness.com� , by the researcher who is the pre-eminent leader in the field.   � HYPERLINK "http://www.jocrf.com" ��www.jocrf.com� has some good links for aptitude testing – you’ve got to know your aptitudes.  For instance, through my extensive and expensive aptitude testing years ago through the Johnson O’Connor Research Foundation (� HYPERLINK "http://www.utulsa.edu/careerplanning/Johnson_OConnor/Overview2007.html" ��www.utulsa.edu/careerplanning/Johnson_OConnor/Overview2007.html� ), I learned that my accounting aptitude was not very high (so avoid that type of job) and that my flow of ideas [‘ideaphoria’] was too high to be an executive because I’d go crazy not using my aptitude and/or “get in trouble” all the time.    
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