Demonstrating Your Value
To Potential Employers

What hiring managers perceive your worth to be depends
on whether they believe you can fulfill their needs

hen a financial executive's 23-year

career with a large Southern California

tov manufacrurer ended abruptly after &

recrgamization, he immediately laumched
& job-search campaign, But despite his energy and
motivation, he was having httle luck.

After several months. the executive realized his
mistake: He had been approaching employers as
though be deserved 1o be hired—as though his needs
had to be filled before he would consider a position.

“In the early stages of my job search, 1 was try-
ing to duplicate what | had with my previous
emplover.” he says. “My networking conversations

Too many resumes read

as though the writers

hope to be hired
into their old positions

and interviewing technigue forused on what [ did
befare. As a result, [ put myself into a small box with
limited appeal ™

He svenrually leamed that by focusing on how he
could meet uinng managers needs, his perceived
value rose dramancally. He soon became & serious
contender for most positions he sought

“By changing to & rustomer-driven approach. [
began forusing on the emplover's needs and how 1
could fill them.” ke savs. "By researching the
prospective company. individual and posicion, |
found greater success in cover letters and interviews
by discussing more of the particulars about them
and less about me.”

Conmary to popular belief, vour value as a poten-
tial employee 58t detérmined by a formula con-
swring of a weighted average of vour previous com:-
pensation. market salary averages and your
competency and skills

Your value to prospective emplovers is only as
great as they percerve it to be. And their perceptons
are based an how well vou demonsoate your abilicy
1o sansfy their hinng needs. The more completely
vols fill those needs the greater vour perceved value
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The key is to attract employers’ attention and
effectively communicate your professional value
throughout the employment process.

Create a Marketing Plan

Before starting vour search, decide which industey,
profession and location to focus on and develop an
appropriate transition marketing plan, Also deter-
mine which information resources to

good about helping another person. If vou approach
a potential contact strictly to ask for a job, you
almost always can expect repciIon.
“Informatiopal interviewing is the name of the
game,” sayva Beverly Fuentes. a vice president and
manager of career services at Bank of America in
Whirter, Calif, “Pecple are much more responsive to
& request for information than a request for a job.
[They] enjov talking about their expenence and shar-
ing their professional kmowledge rather than having
to sav no to job hunters asking for work.”
Through your contacts, try to find

consult for employment guidance and
Opportmnities.

Sources should inclede employers
and company decision-makers; search
firms and emplovment agencies; job-
hunting support groups and profes-
sional associations where vou can
establish networking contacts; news-
paper and trade-publicaton want ads;
and friends, business associates and
other influential people who can help
vour plan work,

Many job hunters mistakenly
believe that networking smply means
calling all their frends 1o ask whether
they've heard of any job openings. The
problem with this approach is
that there's nothing
in it for the con-
tacts, 50 thev're
unlikely 10 be
helpful for long.
Rather than estab-
lish or enhance &
networker's valué,
this selfish approach
directly diminishes
vour professional
value and access to
OppOTTUniTies.

To receive benefits
from a network. vou
must give something
firgt, That “something™
will vary from contact Lo
contact, but can range
from information about
ndustry develnpments and
job opemngs o muatual sup-
porl. & MenLonng opportu-
nitv and a chance to feel

out what's most impor-
tant to prospective
emplovers, suggests E.
Joseph McKay, vice
president of human
resources at Mattel
Tova in El Segundao,
* Calif. For example, is
it guicker delivery,
. shorter product-devel-
i opment cvcles or bet-
P ter vields?
Also try to uncover
i issues related to the
firm's culture. You'll be
able to work some of
v this information inte
¢ vour responses during
job intzrviews. Or. you
may decide the compa-
' nv has the wrong envi-
ronment for you

*You mav be sur-
prised at how readily
| with a little prompzing
Y good contacts will zalk
* ghout the subtleties of 'how things get

The following tips should help vou
become & better networker

* Alwayvs be prepared with a plar
and be sure 1o refer to it fequently

* When telephoning, always
' begin by mentionng the name of
+ the person who referred vou. anc

request permossion to take uf
. thewr ame.

* Dion't dwell on why vou'ne
job hunting. A simple explana
ton weusllv works well, such as
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Conveying your value

Conrmued from preasd poge

“Mare Smith told me vou've held responsibie pos-
tons in the computer-software mdustry for many
venrs. John, I'm considering a career change and
have hisd an interest in your industry for some time.
Wild vou mind sharing vour views of the industry’s
futurs wath meT"

« Ask for fuce-to-face meetings. It's much casier
16 eatablah meaningful relanonships in pemson.

* Muintain your network by talking with contacts
manthiv. After ench meeting, note the next contact
date and vour objective on the calendar, and always
send a thank-you note.

Many people don't invest in professional rela-
tionshaps unt] they're ous of work If you'ne currently
employed. begin developing vour netwark today. You
can build a significant netwerk in a short tme by
acheduling one meeting or breakfast each week.

A Targeted Resume

The objective of a resume is to survive the first
cut and earn you an interview. But if you den't
sddress the hiring manager's needs, you'll never get
through the front door.

U nfgrrumnately, too many resumes sound as though
the writers hope to be hired into their old positions.
Farther than link their accomplishments to hiring
companies’ needs, they list experience and skills
unrelated to the available position and its respons-
hilities.

Most resume screeners don't have time to read
between the hnes to figure out whether you're an
appropriate fit. Since most resumes are scanned in &
matter of seconds, think of yours as a direct-response
mail paece that must pique a reader’s mtenest Umme-
deately. Mot only must 1t be well-written, it should
look good, 100,

Douglas Richardson, presidest of Richardson &
Co.. a career counseling firm in Bala Cynwyd, Pa.,
omce mecetved 239 responses to a single employment
ad and had to parrow the pile down to the five best
spplicants. He scanned each resume for approxi-
mately 25 seconds and, Hke most screeners and hir-
ing managers, judged them partly based on his first
umpressions of their gppearance, he says, adding that
typos and form letters always lost out.

When vou néed to be in the top 1% to T% just to
g2t into the game, you can't afford anything less than
the best starionery and printing equipment. If you
lose, et it be due to those things you can't control
not those Vvou can

To creste a winning resume, adhere to the fol-
lywing puidelines:

* Use & chronological format and don’t ezceed two
pages

* Use white or off-white, high-quality paper with
black mk and a business typeface

* Don't waste space and take readers’ time with
such headings as “Expenence,” "Educartion,™
"Hessme” and “Heferences Avmlable” Readers
know it's & resurme and that you'll provide references
if thev're requested

* Ebrunate such self.semang words as “wonder-
ful " “professional” “high-powered.” “cost-conscious”
and “hard-working.” You can't expect to develop
trist when wang subjecove lanpuage that makes the
readsr wonder how much is an exaggerition Instead.
concentrate of quantfiable accomplishments. Above
ali demonsorate vaiue relatve to the buver's needa—
M VOLLS

Impressive Cover Letters

Responses to ads should be targeted to the
emplover's vxpressed needs and folow the order lst-
ed in the ad I none are stated. addnees the empioy-
er's probable needa

Dop't begun vour response with °T saw vour ad

in.... Since you're attempting to fill their needs, begin
your letter with “you™ of “your.” An opening, such
s, “Your description of the electrical enginesr you
seek matches my accomplishments, experience and
ohjectives,” geta right to the point.

Use bullets to list those achievements that match
the company's specifications. 1f the ad asks for an
ability to control costa, a posiible response would be:
*Raduced insurance costs $775,000 without incress-
ing risk." Then close the letter with an “ertra” you
can offer that will add value beyond the employer's
EEpecialins

¥ou might say: “As you can see, my accomplish-
ments closely parallel your nesds. Additionally, an
M B.A and experience with strategic planning may
help me more completely accomplish your objectives
for this position.”

In short, vour letter should state what you're going
to tell the reader; then state it; then tell them what
vou told them. [t should be no longer than one page
and have a fair share of white space.

Shining in Interniews

If you've made it to the interview stage, you suc-
ceeded in impressing screeners and cOMMUNIcAUNg
your value on paper. Mow you have to wow the inter-
viewer in person. You can start by being polite to
evervone you meet in the bullding.

“First i jons are very important,” says Susan
Skara, vice president of human resources for
Homedeo in Fountain Valley, Calif. “Those impres-
gions aren't limited to what the interdewer helieves.
I put a lot of ateck in the feedback I receive from
support personnel. When someone doesn't treat the
receptionist or secretary
wnth respect, a red flag ia

iaed.”

Until you reach

me about the peaple [ will be working most closely
with.,” “What do vou view as the most impnn.u':l
objectives for the person assuming these responsi-
bilities?" “Will I be able to count on your suppert
when [ encounter difficult msues™

Avoid directly asking for the job near the end of
the interview. If it's not the right time, this tactic
could backfire. Instead, ask a question thar illus.
trates your understanding of the corporate culture
and the importance of a good personal fit, such as,
“I'm sure there are several people who are gualki-
fied 1o do this job. Still, it has been my expenence
that chemistry and the ability to become a positve
team member plav a significant part in determin-
ing who will be successful. [ feel very good about
you and your company. How do you see me fifting
in with your team?"

If the interviewer says, "I'm not sure,” ask why
Then try to overcome the objections that otherwise
may net have surfaced and Loy his o her misgivings
about your candidacy to rest.

Megotiation Tactics

Once you've proven your value to an smplover,
you'll likely receive an offer. Consider asking for the
entire offer in writing. then request a day or two o
review it (more than three days and the deal will
probably begin to eool). This will give you time 1o
consider the proposal and develop a strategy to
reqUest ANy NECeAgary

Limited tme will acmually strengthen vour nego-
tinting position. But remember that everyone needs
to feel they've won, and no one should believe
they've been taken sdvantage of.

Before haggling for
your next job offer, con-
sider the four nules of suc-

Until you reach the
offer phase, concentrate

the offer phase,

cesaful negotiating:
i He who mentions

on the company’s needs
and put aside your con-
cerna about suich asues a8

concentrate on

price first, loses. Once
¥Ou SLRTE YOUT Price,
vou've set the ceiling or

benefits, compensation
and vacation time. This

the company’s

the floor. When someone
asks you what you want

needs and put

to earn in the position,
tay something like. ~I
haven't thought sbowut

reference department.
One helpful source in

your concerns aside

compensation relative to
vour apportunity ¥et

Citicorp's Global Report,
an on-fine database.

When asked such broad questions as, "Tell me
about yourself,” respond thoughtfully. To answer the
question adequately, ask: “Where would you like me
to begin™ or “To ensure | make the best e of your
time, what would vou like me to concentrate on?”
Show your ability to take control in & meaningful
way while providing organized. targeted responses.

When completing an answer to a queston, ssk the
interviewer how he or she usually handles that type
of situatian or what approaches have been successfil
within her company. Encourage the interviewer o
give you information that can help you address the
firm's needs more completely, thereby enhancing
vour value as a candidate.

To be better prepared to answer questions about
wourself, wTite a one-page biographical sketch, then
rehenrse a one- to two-minute oral presentation.
When you're unable w get an interviesrer w specify
where he or she wants you to begin, use the skewch as
n reference and start at the finst relevant point

When discussing previous positions and other
nspects of your highlight related respon-
sibilities, two or three of your most significant
sccomplishmente and what you leamed from diffi-
cult situationa. But trv pot o dwell on anvthing.

Ungl the final interview, only ask quesuons that
demonstrate vour interest in fulfilling the company’s
needs. Posshle questons inchade, “What will be most
imporant dunng the first few monthe”™” “Flease tell

After all, | haven't had
the chance o clearly
establish my value by showing how [ can mest your
needs. However, since you brang it up, what is the
range for this position™

When vou do state vour salary expectalions, avoid
giving & range. For example, when you say, “$75.000
to $100,000," what have you said vou'll work for?
§75,000°

2 Never negotiate unless you're prepared 1o
walk away from the offer. Once vou suggest a
change, vou've voided the original offer. So make
sure it’s worth the risk before trying to negotiate
for more.

3 Make no decisions until you recerce an offer,
Unless a position is an absolute waste of nme. fight
to make it all the way through the scresmung process,
You never know how good a deal vou could end up
with. The worst that can happen is that yoeu'll have
to decline an offer.

4. All offers are good offers. Regardless of what
you hope for or need, an offer means someons wants
vou enough to ask you to join their company. Be
gure to thank them. and explam how much you want
10 join the orginization and how excited vou are that
they've selecied you, Then stan negonanng

Keep in mind that at each siage of the vour wb
search, your potential valus will be appraised
Perception is evervihung, so when talking to Ael-
working contarts and hanng mansgers, make sure
vou're creating the right piciure @






