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 Finding a new job is a job in itself. Therefore, you must organize your 
thoughts and energies while realizing that finding the right match will require 
significant effort, patience, and a strategic plan. Each section of this book is 
designed to assist you with your planning, as well as execution, of your plan. 
At the end of this chapter I’ve included a form to assist you in personalizing a 
strategic job search plan for your unique situation. The information shared in 
this Strategic Planning chapter, will help you become familiar with a variety of 
options you can employ in your plan, with suggested level-of-effort references 
based on industry research. The objective is for you to use your time, 
resources, and energy effectively in order to locate the right position faster. 

Certainly job search techniques such as networking, resume writing, and 
interviewing are important for you to master. But there is no guarantee that 
these techniques alone will bring you success. Conducting a job search is an 
information-intensive project. In addition to applying the techniques you have 
used in the past to locate positions, you’ll need to integrate the ones we are 
sharing in this book, including useful techniques for finding a job in the 
twenty-first century. Being effective and productive will require: 

 strategic planning of job search goals, objectives, and actions  

 efficient gathering of information and research 

 focused analysis of gathered data and strategic integration of findings 
with practical and targeted outreach techniques and communications 

 structured approach to implementation along with consistent 
monitoring and measuring of productivity, effectiveness, and results 

 patience with the ebb and flow of the recruiting cycle, as well as the 
highs and lows  

 willingness to learn and adapt to new technologies and diverse options 
in the workplace of today 

Keep it in 
Perspective 

 Your career transition journey will lead you down a multitude of paths as you 
explore and discover, not only who you are and what you want to do, but 
what the job market is looking for and how that fits with your needs and 
desires. Along your travels there will be times of joy and great hope as you 
believe you’ve found the “perfect” position. At other times there will be lows 
brought on by organizations that don’t acknowledge they received your inquiry 
or resume, individuals who don’t return your phone call or emails, and “thank 
you” letters that encourage you to keep looking. It’s important to develop the 
right attitude, skill set, and network to deal with these types of emotions you 
will most likely encounter. Be prepared by developing your personal resiliency, 
along with adding individuals to your network who have the capability to be 
compassionate and understanding in these moments when frustration, 
disappointment, and desperation could easily creep into your psyche and 
derail you. 
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Learning to manage the emotions of rejection, while still motivating yourself 
to continue to stay on task, can be a challenge. Remember this, if you’re not 
being rejected, it is probably because you are not doing enough to make 
contacts! Accept the notice of “not this time” as not the right match of 
interests, skills, and/or experience for this particular company or position. 
Don’t take it as personal rejection or a rejection by the entire marketplace. 
The company or agency is not rejecting you, the person, they’re just 
communicating that for this particular position, at this particular time, you’re 
not the right match.  

In sales there is a saying that goes like this, “For every ‘No,’ you move closer 
to that ultimate ‘Yes!’” Well, you’re selling something, right? You’re selling your 
knowledge, skills, and abilities. You just need to keep selling until you find the 
right buyer. As in sales, this takes a huge measure of positive attitude, 
humility, fortitude, and perseverance. Cultivating these characteristics during 
your transition will serve you well during the process, as well as improve your 
performance on the new job. 

Should you find yourself encountering the “thanks, but no thanks” 
circumstance with any frequency, take the time to honestly reflect on the 
situation, your process, and your performance and interaction with the 
companies, to determine what you can learn from the feedback. Are there any 
actions you could have handled differently? Are you relying too much on email 
contacts, and not enough on developing personal networking relationships? 
Has the profession or industry you are targeting changed in a way that you’re 
not aware of, and therefore your skills are no longer required? Are you 
struggling in the interview to communicate your relevance and value to the 
firm? Ask these companies for a few minutes to provide you with feedback so 
you can assess and modify your approach going forward. This may also be a 
time when a professional career transition coach could be helpful. Consider all 
your options. 

In his book, What Color Is Your Parachute?, Richard Bolles talks about 
“rejection shock” and the resulting effect it can have on a job-seeker’s self-
esteem. To avoid this pothole on your journey, it’s important to understand 
the probability of success that any job-seeker, not just you, will have with 
each particular strategy. Being equipped with this perspective allows you to 
acknowledge a certain likelihood of rejection associated with each contact. 
Therefore, when you experience that “No,” it is easier for you to see the 
reality that it’s not just you, it’s xx% of the job-seeker population that was 
pre-determined to receive a rejection. After all, there is only one job to fill, and 
xx number of applicants.  

It’s only natural that you’ll want to ask the question, “How long will it take 
me to find a job?” Of course you want to have an answer as you have to make 
financial plans, decisions regarding expenses to cut, part-time jobs to explore, 
dipping into your IRA, etc. But the answer is complicated and anyone 
espousing that it will take a particular number of weeks or months, is just 
guessing. Be careful following this type of counsel. 
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It used to be, in days long gone, that a common rule of thumb was to allow 
one month of job search time for each $10,000 increment in salary you were 
expecting. So if you earn $80,000 annually, by this calculation, you should be 
prepared to search up to eight months for your next job. Today this type of 
calculation has no merit. Instead, you have to consider a variety of factors, 
and still you will not have a clear number of days, weeks, or months that the 
process will take. That’s why it is a good “new rule” to have savings set aside, 
should you lose your job, to be able to live for a period of time, without 
dipping into your savings and IRAs. 

Today the calculation to answer the “how long” question takes the following 
factors into consideration: 

 What types of communities are you actively involved in that can help you 
find the new opportunities? These communities could be work related such 
as: professional association and training groups, communities related to 
your hobbies, alumni organizations, neighborhoods, religious 
organizations, etc. 

 What does your past experience demonstrate as far as relevant skills and 
competencies to tackle the current challenges in your profession or 
position? 

 What is the impact of the current economic condition on the industry you 
are seeking to transition into or to stay in?   

 What is the impact of advancing technologies and the global market 
conditions on your industry and profession? 

 How has the marketplace landscape changed in your current location, and 
will re-employment in this same field likely require a move? If yes, are you 
and your family ready and willing to take that on. Obviously seeking a job 
in a city where you are not currently living is more challenging for 
developing relationships and making the right contacts. 

There is no easy answer. However, planning and perseverance using the 
right channels and tools will get you to the “congratulations letter,” a lot faster 
than a willy-nilly internet-focused approach. Be aware of all of your search 
options and use them accordingly. But remember that networking has 
consistently over the past twenty years, been the #1 best avenue for finding 
the right job. 
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 Once you realize that the odds for success are not the same with each 
method of job search, it will be easier for you to evaluate and align your time 
to focus on methods that will produce the higher chances of success for you. 

There are three major ingredients to an effective and productive search. 

1 - Marketing Approach 

Think of yourself as a new product that will be sitting on the shelf waiting for 
someone to buy it. What would you have to think about if you were in charge 
of marketing that product?   

Well, you would probably be thinking about what service this product is 
offering, how it will be packaged, and who your customers might be. 

This is the same thought process you need to take yourself through whether 
you are seeking a part-time, temporary, contract, or full-time position. 

2 - Researched Target List 

Usually individuals define their target market by location, mission of 
organization, industry (or type of organization or agency), and/or the size of 
the organization. Do you want to work for a small company or a large, 
international organization? Are you interested in working for the government 
at the local, state, or federal level? Do you want a specific industry like 
robotics or health care? Do you want to stay in a specific field like finance or 
human resources? Would you consider relocating? These are the types of 
questions you need to ask yourself as you develop your target list.  

As you do your research and network with others, you’ll find yourself 
updating and re-prioritizing this list. Naturally, your efforts will be more 
effective as you identify and pursue those companies that are most likely to 
be interested in a person with your skills and interests.  

3 - Commitment and Persistence 

Research indicates that the best way to locate the right job is to talk with 
others. Therefore, a commitment to networking is essential, along with a 
systematic method for managing conversations, information, and follow-up. 
Conversations and contacts need to produce the right information and be 
with the appropriate people. Most importantly, you need to work hard at 
simply making enough of the right contacts. Information on improving 
networking skills is covered in the Go section of this book. 
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 Over the next few pages, we’ll be exploring the various job-search paths your 
journey could take you down. Our purpose is to present options that you will 
select in creating a plan to devote time to all appropriate paths. The time you 
assign to each should be reflective of the statistical probability of success that 
this path is known to produce.  

The informal job market, also known as the "hidden" job market, consists of 
unpublicized opportunities. Changes occurring in organizations resulting from 
promotions, transfers, resignations, retirements, terminations, or expansion 
often create new opportunities to fill the same position vacated or to redesign 
the needs of the position going forward. These positions often remain 
unannounced in the traditional sense. Instead, they may remain “unadvertised” 
as the organization has a preference to secure an internal candidate, or work 
through an Employee Referral Program, or perhaps there are budgetary 
considerations that impact the timing of the official release. Since such 
openings are not disclosed to the general public, you gain access to this 
informal job market through personal contacts, informational interviews, and 
networking. Because these openings are not advertised, the potential candidate 
pool is usually much smaller and therefore your chance for success is much 
higher. 

Research indicates that most jobs change hands simply by people talking to 
people. While the experts may not always agree on exactly how to do it, they 
are nearly unanimous in their recommendation that individuals in job search be 
active in seeking opportunities to talk to others about current or future 
opportunities. Also these contacts will have friends and acquaintances who may 
also know of an opportunity or may even be a hiring manager.  

The most effective networkers are talking to 10-15 new people a week!  
Surprised? Well, in order to move your job search forward you need to be 
striving for these types of numbers as well. From these contacts, research 
indicates that on average a job seeker should be holding approximately five in-
person meetings a week. As a minimum, you should plan for 20-30 hours per 
week devoted to these networking activities, as well as research via LinkedIn. 
Check out the profiles of the contacts you’ve made and identify any of their 
connections to who you would like to be introduced. 

 

 

 

  “Every adversity carries with it the seed of 
an equivalent or greater benefit.”

~Napoleon Hill
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