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SEVBI] ObStHClES toa resentatives, and job seekers, do not
Successful Job Search yiq aiof e time. Can we mitigate

Given the current downsizings
and lay-offs, let me share these
thoughts with you. Here are the most
frequent and major obstacles that I
have seen people stumble over dur-
ing my years as an outplacement
consultant. To enhance your job
search you will need to overcome
these stumbling blocks. The seven
obstacles are:

Overcoming inertia.
Handling rejection
Gering organized
Seeing people
Developing persistence
Being in control

Doing your homework.

OVERCONHNG INERTIA

Being unemployed dissipates a
person’s energies. Otherwise very
active, energetic, people acquire the
habit of pracrastinating when in a
job search. They cross into the world
of Goana. They are”gonna™ contact
that company. They are “gonna” cafl
that prospect. They are™ gonna™
lock up the information. Dick
Bolies, auther of What Color Is Your
Parachute, says that about two thirds
of all job seekers spend five hours a
week or less in their job search. Do
you know anybody who is success-
ful in their carcer by working five
hours a week? So your competition
is really only about 15-20% of job
seekers: those who are serjously
looking for work. The real test, as it
relates to success in the job search
process, is: Can you get yourself
moving? Can you think of ways that
will prompt you to do something?
Set attainable goals and work to-
wards their achievement, Get into
exercise; it will help o keep up your
energy.

HANDLING REJECTION

This concern seems to go to the
core of our existence. What's been
your experience? Who gets en-
thused about being rejected? Have
you heard people speak eloquently
about how they were turned down?
Ncbody likes rejection. But, con-
sider the rule of thumb used in the
insurance business; 10 good calls
will result in 3 meetings which will
result in one sale. So, if accom-
plished insurance agents can only
close on one out of ten prospects,
why is it then, that as a job seeker
we expect 10 close on every salefin-
terview. No one bats 1000,

Do you expect to win ( succeed)
at every single interview? We need
to deal with the realization that even
the best athletes, insurance sale rep-
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our need 1o succeed by redefining
success? Have an alternative strat-
egy if yousee 2 “"NO” coming. Flat-
ter the inierviewer a bitand ask for
referrals. Don't leave an interview
empty-handed.

GETTING ORGANIZED

The job search process seems to
drain us of every organizational cell
that we have. You have o apply the
same organizational skills that have
made you succcessful to your job
search. Quite early on in the process,
you need to develop a system. The
precise composition of the system
is not nearly as important as is its
very existence.

Many people get caught up in
processing data. They don't distin-
guish between activity and achieve-
ment. For example, making two
good network contacts is a far bet-
ter use of time than writing ten tar-
get lettess to companies you picked
out of some directory. Should you
write 10 a target company on a “cold
call” basis? Certainly. But you have
10 deal with the realities. A personal
contact is more likely to be produc-
tive than sending your resume io a
total stranger. And yet, many job
searchers describe their activity level
by how many pieces of paper they
mail each week,

SEEING PEOPLE

While watching an NBA game
several years ago, [ heard a statement
that still speaks to me. John Stock-
ton, the outstanding guard for the
Utah Jazz, was not guarding his man
closely. Magic Johnson, the color
commentator, said that John had 1o
get in the player's face in order to
stop him from scoring. To Magic, it
was simple—if Stockton’s is in his
face, his opponent will not score. If
Stockton lays off the guy, he will
score. If you accept the analogy—
to be successful in finding a job you
have to get into people’s face. You
must let them know that you are out
here. Let them know what you seek.
Develop a two or three sentence in-
troduction for yourself. If people
know even a little bit about you they
will feel more comiortable with you.
They are far more likely to be of
help. So your task is to make a friend
out of a complete stranger.

Remember that there are differ-
ent levels of contact or intimacy. If
you write to somebody, it is not in-
teractive. There is no immediacy
associated with it. The recipient
could be reading your letter on a
commuter train.  There is only a

second level of intdmacy to a
telephone call. For example,
you could talk 1o a person for
20 minutes on the phone, walk
out of your office, stand next
to the same person on the el-
evator, and not even know it.
The ultimate goal is face o
face contact. Once you have met a
person you can never treat them
quite the same way as if you hadn't
met them. They have entered your
psyche. And, of course, the whole
notion of seeing people should cul-
minates in a” real” interview: the
ultimate purpose of contacts,

DEVELOP PERSISTENCE

Can you think of a single busi-
ness leader, politician, or religious
figure that you admire that is not
persistent? Do you really admire
anybody that isn’t persistent?

‘You have to getin frontof people.
Some people are always saying that
they are going to contact some spe-
cific person. Finally, when they con-
tact the person, they get hired or at
least they get referred to a very vital
situation. Somehow or another, once
something succeeds, nothing is more
obvious and logical. Remember that
a year before Mr. Clinton was
elected president the first time, you
could not get odds on his candidacy
in Las Vegas. But My. Clinton is an
enormously persistent man. He got
his job, can you get yours?

BEING IN CONTROL

Many job seekers simply give up
the reins of their search to their
outplacement consultant, some
friend, or 2 mentor/colleague, asso-
ciate/significant other. Somebody
else dictates the process. Don't al-
low that o happen to you. Don’t
allow your contacts to dictate to you.
People say things like, “Well, my
contact doesn’t want me to talk to the
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referral until he/she does first. * That
could be wecks, months, or even
never. Who is going to let you know
when this event finally takes place?
Is your friend going to let you know?
The person receiving your resume
does not see your job search with your
same sense of urgency.

DOING YOUR HOMEWORK

Many job seekers simply don'tdo
the fundamentals. They don’t pre-
pare an achievement-oriented re-
sume. They don’t make sure that their
resuime is typo-free. So consider these
three simple concepts when develop-
ing your resume: A) Make it read-
able B} Keep it crisp and neat. C)
Give yourself enough eredit.

Are you prepared to be inter-
viewed right this minute? Most of
us are simply not prepared to talk
about ourselves. Do you have a
crisp five minate presentation
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ready? Can you answer fundamen-
tal questions like, “Why should 1 hire
you? Have you thought about these
things. You need to hone your in-
terviewing skills continuously. Ask
a close colfeague to conduct an in-
terview.

Take thirty minutes to review these
seven obstacles with somebody else
in the job search mode. Discuss how.
you will overcome them. Discuss
how you might help each other. You
can be assured that your job search
will be significantly shortened if you
leamn how to deal with these seven
obstacles. Carpe Diem,

James F. Fitzgerald is the presi-
dent of James EFitzgerald & Asso-
ciates, Irc., an Oakbrook Terrace,
llinois-based senior executive career
transition/management and execu-
tive coaching firm. 630-575-2973.
Email: jamesifitz@aol.com %

o

A ————

R—



