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Thank you for joining us today for the Career Speaker Series. This series brings to you the
nation's top career authors who provide tips, tools and best practices you can use to
create a successful career strategy. Hello, my name is Dawn syllabub. And I'll be your host
today. We're very excited to have a very special guest today. Eileen Williams, she is a
blogger radio host, career expert, Huffington Post contributor and author of land the job
you love 10 Surefire strategies for job seekers over 50. And then the next hour, you're going
to learn how to manage your career as you head into those Boomer years. Now, before we
get started, I want to make sure that you have your pen, paper and electronic device
ready to take notes. You'll note that on the screen, you can download some of the
resources that will help you use liens ideas, as you learn how to deal with the job search
process in your Boomer years. And certainly ask questions. You can submit your questions
by simply clicking on the menu in front of you typing in those questions, and then I'll share
those with Eileen in our q&a session at the end of our talk today. And we also want to
remind you that this webinar is about you, you are invited to help influence the program
by offering your thoughts and how we can continue to be a support to your career. So to
give that just click on the menu option that says give us your feedback. And keep in mind
that you can feel the frame of your computer with the presentation today by clicking on
the crossed arrows on the bottom right of this slide. And when you want to ask question,
simply hit the Escape key pretty simple. All right. So let's get into it and learn a little bit
about our speaker today. Mary Eileen Williams is a job search expert author, blogger,
speaker and radio host as a nationally, nationally board certified career counselor with a
master's degree in career development. She has over 20 years experience as a career
strategist, working with job seekers and career changers. Her book the land the job you
love. 10 Surefire strategies for job seekers over 50 provides mature applicants with the
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critical information they'll need to successfully navigate today's competitive job market.
It's information that we're going to definitely need as we move into our Boomer years, and
all of us need to be more active, looking for new opportunities. Now, Eileen is an active
contributor to the Huffington Post. She's a frequent guest appearance on radio and TV
shows. She has been interviewed by marketwatch Money Magazine, Kiplinger, and several
other national and international publications. She is the host and founder of a very
popular Boomer blog and radio show called feisty side of 50. Now I'll repeat that just in
case you missed it, simply go to the URL and type in feisty side of fifty.com, all one word,
and you'll find a lot of good information, timely information, I think that you'll find. So
today, Eileen is going to be your private consultant and share with you her philosophies
and ideas from her book. And definitely, I think you're going to want to dig in deeper as
you hear the ideas that she's going to share with you today. So join me in welcoming
Eileen Williams. Eileen, thanks for joining us today.

 03:43

Well, thank you so much for having me, I am thrilled to be considered one of the speakers
here for the Career Speaker Series. And I truly hope that I'll be able to provide some
information that our listeners are going to find helpful. And something you can refer to
again and again, should you wish so john did mention I've got the feisty side of 50. My
blog, I've got various other resources we're going to be referring to at the end of the
seminar. We are going to be covering tonight the seven keys to a successful job search.
And I realized this is a lot of information coming at you quickly. So I did want to alert you
to the fact that yes, you may want to follow up with some of these additional resources
and get more specifics on each one of these areas. Because there's a lot of information is
all important, but I am especially thrilled to be presenting to you my Boomer audience.
But before we begin with the actual meat of the webinar, I would like to mention a few
words about first impressions. I realize I am making one on you now and certainly hope
that it's going well. Many of us have heard that it takes about 30 seconds for someone to
form a first impression of us. Some studies even show us as little as six or seven seconds.
But what hasn't README is lately, studies have been showing that it takes up to 12
additional meetings to outter to counteract a bad first impression. So this means if you
are someone out there looking for work via a part time job, a full time job, or even a
volunteer position, at our age, you want to make sure that you are presenting yourself as
the number one candidate for the job. And because many of you listening are mature job
seekers, you have some additional and sorry to say, rather negative, oftentimes,
stereotypes you have to overcome. So whether you're looking for, as I mentioned, a full
time job, a part time job, or even a volunteer activity, the basics that we're going to be
covering this evening are pretty much universal. You want those impressions to be
powerful and positive. And that's what we're going to be talking a lot about those tonight.
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So let's move on to the agenda and some of the specifics of what we will be covering this
evening. First off, as I mentioned, we're going to be talking about the seven critical keys
for a successful job search. Point number two, how to define differentiate and launch you
the product. Yes, the good news is you used to be a person, but now you can consider
yourself a product to be sold out there in the marketplace. But it isn't all that bad.
Because if you figure you are really if you are looking for work, you are competing against
other products, and you want to make sure that you are presenting yourself most
effectively to your potential buyers, and I'm putting buyers in air quotes. But in other
words, potential employers. So it can be helpful to think of yourself as a product. And
that's what we're going to be doing with this webinar. We want to talk about creating a
powerful presence on paper in person, and marketing and branding Strategies for
Success. And finally, how to make you the number one candidate of choice. So as I just
said, there really is basically no way around it in order to be successful today. And it's a
very competitive marketplace out there, you do want to consider yourself a product. Now,
if that term seems to be a little too impersonal for you, you can think of other terms like
service provider skills, merchant consultant, whatever, but you have to have that feeling of
again, giving the prospective employers, your buyers as much of what they are looking for
as possible. And I found in working with my clients over the years, one of the easiest and
most effective ways to create a you as a viable and attractive product is to turn the tables
around and think, well, gee, what are some of the reasons that you select a certain
product over another, which elements draw you to maybe pick up that sweater or that
canopies, or that new car, whatever it is, there are certain elements that people have in
common, that are reasons that they select products. So again, we're turning the tables
here, this is what you are going for. But let's think of it in terms of you going out there
shopping. So one, there are basically five keys to this, that underscore the choices that we
make. And the first is pretty much packaging or visit visually attractive. You want to find
some again that canopies or that sweater or something that attracts you visually, you'll
see it in the show room, you'll find it on the marketplace, shell fuel selected from the rack,
something like that, that packaging and being visually attractive are one of the elements.
Number two is when you're selecting a product is oftentimes it has to meet the needs it
has to meet have the right ingredients or attributes that you are looking for. Specifically, if
you're looking for a gray sweater, you don't want a purple one, if you're looking for
canopies, you don't want a can of carrots. In other words, you want something that meets
your needs. So there's that visual attractive packaging piece, the meeting your needs
piece. And then the third area that people make their selections is based on how the
product you want compares with the competition. Most of us want to get the best bang
for our buck. So we want something that is different, better than will outperform the
competition. And that's the same for us as people. So those are three of the five ways that
people tend to make selections as far as products. The fourth way is especially true when
you are looking for a big ticket item. And there's not too many bigger tickets than
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selecting a new employee. So this is something that is really important. So let's say you are
looking for a car you're definitely a lot of times you might look online and you might do
some research that way. But most likely you are going to turn to friends or people you
know and trust and get that word of Mouth recommendation. Same is true for a job
search. So we're going to be talking about how you can build your own word of mouth
reputation, because that networking and those recommendations are critical to your
success. And number five, as far as picking up a selecting one product over the other,
tends to do with price, we want to feel that our money is well spent. And so to employers,
we want the price to be fair, we want it to be worth our you know, our money is spent. So
we're going to be talking more about discussing how you can present yourself with the
right price, in terms of compensation and salary factors. So as a quick review, because
these five points are important, you want to have that attractive packaging, that you
know, again, that that present pleasant outlook, etc, you want to meet your customers
needs, you want to beat out the competition, you want to have that word of mouth, those
wonderful recommendations, and you want to be selling you the product at the right
price. And because we are human products, we're going to add two more elements to that
creating these seven critical keys to marketing yourself successfully. And these two
elements both have to do with attitudes, they're both p words. So you can remember the
first being positive and the second being persistent. So again, just thinking in terms of
marketing you most successfully to the job that you are looking for, you want to remember
those all seven elements are important to market you the product most effectively. So let's
begin with key number one, which is an attitude that at first p word, that attitude of being
positive, it is your ultimate success factor. After all, it defines you the product, and it
underscores every aspect of your job search. So I'd like to spend a little bit of time talking
about how you can keep your attitude positive. Because I'm not giving away any secrets
are surprises here, during a job search is a stressful experience most times and you want
to think of ways in the past that you have kept your spirits up, or different things that you
can do that you know are pretty much Surefire strategies to borrow from my title of the
book. But the things that you can do that you know will support your mood and make you
feel better about things. And I know I'm speaking for myself here, but I'm also speaking for
many others, we oftentimes turn to friends for support. And that is great. I think during a
job search, especially maybe the first couple of weeks or months or whatever if it goes on
for a while, having a pity party from time to time is great. However, if you do you want to
make sure that you limit these sessions, to a few very close friends who will provide you
with emotional support, you do not want to spend any time complaining to your
professional network are those who have ties with your professional network. Because
whining and complaining, no surprise here again, that they are giant turnoff, and it will get
around. So get that emotional support, but realize you want to have it with a few select
friends. The other thing about emotional support is we oftentimes turn to those in our
family. And that of course can be wonderful and supportive. However, if you are turning to
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a spouse or significant other, and you're not getting the reaction you had hoped for, just
realize that they are also likely going on their own emotional roller coaster. their finances
are oftentimes tied in with years, they've been you know, witnessing your your changing
moods perhaps. And they are you know, as I say experiencing their own ups and downs
with that. So a lot of times, close friends can be one step removed and provides you with
the emotional support that family members or spouses especially or significant others
might not be able to at this point. Another thing that can be a pretty great way to keep
your spirits high. And I know this might seem a little strange, but to come up with small
projects, and it's important that these projects will give you a tangible result. When you
are doing a job search you are extending huge amounts of time and energy. And you're
not necessarily getting or probably very frequently getting an immediate return on your
investment. So if you can take time out from time to time not too too frequently, but plan
you know throughout you know once a day or a couple times a week, clean out a drawer,
mow the lawn, weed a small patch of your garden, something where you can see the
results from your efforts that tangelos tangible results will give you that sense of
satisfaction you may not be getting from the job search and it just will build that mood
back up because there's Nothing like looking at a result that you are getting. And again,
that satisfaction of a job well done. Because that can be a little hard and can take some
times in a job search. And that's for sure. And the third way, there are many more, but just I
do like to spend a little time since the emotional aspect is so important. And that positive
attitude is so important. But try to give yourself an emotional break from time to time,
break up your day with a nice walk, take the dog out to the dog park, go to a movie, do
not spend hours doing this when you should be looking for a job. But when you have had
it, make sure that you're giving yourself as stress reliever because that is totally totally
important. The other thing that is a great stress reliever and a very important part of any
job search which doesn't directly have to do with it. But is another way to underscore your
efforts is is doing some type of fitness training. It is very helpful in a number of ways. And
almost every job search book out there suggests you have some kind of an exercise
program, it helps your appearance and we know appearance is important in the job
search. And the other thing is it's a great way to relieve stress and also boosts your energy
levels. So again, something that you want to consider as part of your positivity package
here. And then the last one is one I want to spend a little time on because I think out of
the three, it perhaps is the most important how you finish the phrase or the first first two
words I am, this is the strongest message you will ever send. And you need to be very
careful how you finish this sentence. It not only determines how you project yourself onto
others, so how you are presenting yourself to others. But it also and even more
importantly, determines how you see yourself. So if you can indulge me for a moment,
maybe close your eyes or just kind of sit back for a second and consider the following. If I
would say I am too old to get the job I want. I'm too overqualified no one's even going to
talk to me. I'm too shy to sell myself effectively. I'm too burned out. I am I'm lucky I'm
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never going to get anything I want. And even just repeating those I can feel my own
shoulders dropping and my head going down and my breathing getting shallow. It the
negative things that you say to yourself really have amazing consequences on a lot of
aspects of of your life. So if you change that around and change, follow the aim with more
positive messages. So I am confident in my abilities. I am a magnet for success. I attract
people who will be happy to help me I would make an asset to any team or any of these
are a core message. What do you want people to take away from meeting you? Why are
you the best person for the job. These are also known as affirmations. And they really can
be extremely helpful in keeping that attitude up and positive. And with that, we're going
to move on now to key number two. And this is a biggie and this is the first kind of product
specific one, but that attractive product packaging. And the first part of that no surprise is
appearance and clothing. So what you want to think of is whenever you are out and about
meeting people, maybe networking events, but of course must especially at a job
interview, you have to make sure you're dressing the part. Your clothing has to be neat,
stylish, and if you want it to represent you professionally, in any way you want your
parents to show two things, you want it to show a combination of professionalism and
personal warmth. So think about that when you are doing a link a photo for your LinkedIn

 19:00

profile. or anytime you might have something that would be say like on a web page or a
personal website, something like that. professionalism and personal warmth. And also
consider those two aspects when you are meeting people. So you want to update your
dress, make sure it looks modern, you have it for especially for women are your
accessories look up to date. You know that all shows you know you care about yourself,
you care about your appearance. I wear and make sure your eye wear if you wear glasses
is also current and up to date because again, that is a nonverbal message of saying, you
know, I care about myself, I care about what I do. hair, I get a lot of questions about gray
hair. I think gray hair can be extremely flattering and I wouldn't worry so much about that.
But you just do want to make sure that the cut and the style are current and flattering.
And this is getting a little personal this next point but I think it's really important for older
job seekers, if you need to whiten your teeth do so. That is worth the amount of you know
the money that you'd spend, or at least use a whitening toothpaste because you want to
be smiling, you're going to be speaking with a lot of people. And again, that's part of your
appearance, and your overall attractive product packaging. And so last point on the the
appearance and closing, you want to remember that it's very helpful to dress for success,
have two outfits in your closet that are separate, and they're clean, press ready to go at a
moment's notice. You might get called as is so and so's in town, they'd love to talk with
you can you come in tomorrow, or something like that, that can be very common. So you
have two outfits that you know are ready to go, you look good, you feel good, they boost
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your spirits, and they represent and resent you well, and you have that double
professionalism and warmth factor with them.

 20:51

The other part of attractive packaging is of course, those nonverbal cues that you give off,
we've all heard about them, I'm going to go over them briefly that I do want to make sure
we cover briefly and that firm handshake that is something you want to make sure that
you've got, you know, again, not too hard, and don't squeeze anybody but make sure it's
good firm, that's a nonverbal message of confidence. posture is as well, mannerisms, try
to avoid fidgeting and make sure that you keep your upper body open. If I if you are
talking to someone who's got their arms crossed, that's tends to show one of two things,
either, you know, you get that sense that, hey, they're not going to listen to anything I
have to say. Or you might get the sense that Ooh, they're trying to protect themselves,
they're, they're not confident they feel bad about themselves. So whenever you see if you
find yourself crossing your arms, try to make a mental note not to do that and uncross
them. You want your vocal tone to show warmth and sincerity. Of course, smiling is
important, you want to do that. But actually, you may not realize this, the number one
nonverbal message that interviewers say means the most of them is eye contact, some
people have issues around eye contact. And if you do, it's great way practicing at the
supermarket. When you're talking with the checker. When you're you know, when you're
out, you know that you're at the library, speaking with the librarian, all these kinds of
casual social interactions can be great times to practice all these nonverbal messages.
But most importantly, perhaps eye contact, because, as I just mentioned, there are a
whole lot of issues that or things that interviewers might hold against you should you have
difficulty with eye contact, and that can be a cultural thing. So just make sure that again,
you're covering all of these and and practicing whenever you can. And another thing on
nonverbal cues you may have heard about, but I really am excited about this. If you have
not heard about the two minute power pose, I encourage you to Google, a woman called
Amy Cuddy. And her last name is C UDDY. She's a Harvard instructor. And she's done a
wonderful TED Talk that's gotten very popular. But Amy Cuddy and actually one of her
colleagues realize that if you power pose for two minutes, which is a way of placing your
body in expanded, expanded stance, that this can produce real physical results, which is
remarkable, I think, they gave subjects that who power pose, they tested their blood, and
they found that they had a 20% increase in their testosterone levels. This was male and
female, and, and hot. And that, of course, is the hormone that's linked to confidence,
energy and assertion, all good things when you're looking for a job. Also, the they
produced a 25% decrease in cortisol levels. And cortisol, as you may know, is the stress
hormone. So that's the one that's going to make you want to crush your arms, it's going to
make your enthusiasm deflate, and make you feel insecure about yourself. So there was a
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combination of a 20% increase in testosterone and a 25%. Decrease increase in cortisol.
That actually turned to another experiment that was quite interesting. They they used
experimental participants who went through job interviews, and those who had power
posed were believed by their interviewers to be more honest, more effective, more
confident, and they were far more likely to get the job offer. So it's about a 20 minute talk
on the TED talk. I truly encourage you to take a look at that all part of your nonverbal
cues. And then finally, the written materials is the third piece of this attractive product
packaging. All of these could be workshops in themselves, but I am going to be brief on
here but this is a very critical piece, of course. Anything that you have in writing, which
would, of course, include your resume, your cover letters, your online profiles, LinkedIn, et
cetera, you want to make sure that the material that you are presenting is eye catching
and pleasing to read, you have to think in terms of your critical selling points. Again, you're
a product. So these would be your critical skills. And you think in terms of top left, in
English, we read left, right top down. So your most critical selling points need to go to the
top and to the left, so that any reviewer say who's looking at a resume will immediately
see the skills and see what you bring to the table. And on top of the placement of top left,
anything that is critical and important, for sure, needs to be further highlighted with
bullets and whitespace. So you want to make that easy to read, eye catching, etc. If you
bury your skills, they can be as impressive as all get out. But if they are buried in
paragraphs, nobody's going to see them. So make sure that those written materials have
all those elements that they are certainly that they are easy to scan, because that's
probably all you're going to get is a very brief scan. And with that, we're going to move on
to a polished first impression package with a punch. Who ever came up with the studies
on first impression, I'm not sure but they broke first impressions down into these various
percentages that you have probably heard that 55% of the first impression is supposedly
affected by your nonverbal messages. So that's the attractive packaging piece. It's 38% is,
is supposedly your confidence, enthusiasm, and vitality. And 7% of the first impression is
actually formed by the words that you use. So we're going to think in terms of some of
these areas that were most highlighted in this first impression idea. And really take a look
at the three areas that you need to project the first being confidence in your skills and
experience. And I could get on a soapbox and talk for an hour about this alone. But
especially if you are a mature job seeker, please do not apologize for your age. If you think
of a salesperson who would be apologizing for the product, it's absolutely getting It's kind
of crazy. So remember to fill your head as much as possible with those affirmations those
strong positive I am messages, because you really do have a lot to offer your age is a is a
chi your age is an asset, if you look at it that way. And there are a lot of articles I've written
on it for Huffington Post, I hope you take a look at some of these too. Another thing to
build your confidence is to make sure that your skills are current, that you are a strong
product, in other words to be sold out there in the marketplace. And a phrase that I like is
hone it till you own it. But one of the best news about what's going on out there today are
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some of the smart I call them smart websites. But these are low fee and even free
websites, that will give you the skills that many of you need unless you need very specific
ones. These I'm just going to start out with some general ideas and you can follow up on
these, I would suggest you look at each one of them. And because they are affordable or
free, and a lot of times they will give you everything you need. The first one is lynda.com.
And that's LYND a.com. And for a mere $20 a month, I think you also get a 10 day free trial
period, you get basically unlimited access to close to 4000 video courses. So it's a huge,
you have a huge opportunity for I think a small amount of investment, you certainly do
want to check it out if you can. So lynda.com The second one is g c, f learn free.org. And it
is just like the word says like the title says free. So let me give that to you one more time.
It's g C, F, G leg George C y cat f like Frank, learn free.org. They provide 120 free tutorials
on topics ranging from technology, math, Microsoft Office, work careers, and more. Again,
take the time to check that out. You might find everything you need for free there. at third
area or third website i think is great. And I don't have the URL because I suggest you
Google it. It's a long one. But just Google Microsoft Office Suite training or Microsoft
Office training. And that will link you to a website that provides free training on a lot of of
the various software packages that you find in the Microsoft Office Suite which basically is
pretty much what you know what a lot People are using today. So that would serve you
well and can help you brush up or learn new skills if you need. And then the last one is
open culture.com and open culture comm links to scores of free high quality quality
training videos that have to do with cultural, educational training all sorts of areas. And
that's just the start. So anyway, as I say, if you are especially a mature job seeker, you have
to make sure that your skills are current. But the good news is, you can find a lot of these
free or low fee classes and trainings on websites out there today. So

 30:38

that's part of the confidence piece. The second part I think that is really critical is you want
to show enthusiasm for the position and the company. And the way that you can do this is
actually in number of ways, but I've got a specific suggestion, do your research and let
them know you've done your homework. So say you are in a job interview, you are likely
for sure to be asked the question, why do you want to work here? you respond? Well, I've
done my homework, and I am especially excited about this company. because.dot.or,
you're in a networking situation? Well, why are you looking at that company? Well, I've
done my homework, I'm especially excited to find out more about them. because.dot.it
comes up over and over again, employers actually compete, teach people the skills, they
want them with the skills, but skills can be taught, but not that you can't teach them with
the enthusiasm and a positive attitude about the job. They want people who want to work
there. So the more openly enthusiastic you can be, the more you can show your interest,
etc, the better off you're going to be. And one of the easiest ways to do that is just to
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remember that sentence, I've done my homework, and I am excited about this. And then
the third area in this first impression package is vitality, energy. And a can do attitude. A
lot of that you show through your nonverbal messages and your vocal tone. But another
thing and we're going to be talking about this in a minute is you show this can do attitude
a lot, by the way, you follow up on your commitments. And that is a very important piece
that as I mentioned, we I will commit to following up with that in a minute. So you'll get to
hear a little bit more about them. So let's move on though to this. Another important key
for job search success, which is you need to focus on your customers needs your
marketing you the product to meet the demands of today's consumer, which in other
words are the potential employers that you might use? So how can you do this in order to
do meet their needs, and to have them want to speak with you, you have to target your
product description. Like we were saying, if you're looking for specific canopies, you want
to have the canopies it doesn't have the carrots in his or whatever. You want to make sure
that product description is as close to what they're looking for as possible. And the use of
keywords today is critical. And these keywords need to be strategic, they need to be up to
date and current. So how can you find these keywords? Well, one of the easiest and best
ways to do that is to use the online postings as your primary research tool. So in other
words, I would suggest looking at at least five, maybe six, seven or eight, maybe even up
to 10 positions that are all position descriptions of actual jobs out there that doesn't have
to be in your area, you just want the jobs that are something that you would want to do.
So if they are basic job descriptions of a job you would like to do, you will certainly start to
notice that there will be certainly certain required skills that are consistent among all of
these positions. Basically, again, if it's something that you're you know you're interested in,
it's pretty much going to have the same required skills. And you know that these these
skills in our current because these are out there in you know, recent postings, recent job
descriptions. So if you've got those skills, you want to let them know it. And then another
thing that you want so make sure any of your written materials as you're presenting
yourself, your 32nd commercial, all of these things reflect those skills that are currently out
there that the your your consumer or your potential employer is looking forward to today.
And while you are looking for those skills that are consistent, you also want to make note
of the order that the skills appear in the ad. Because this shows how greatly valued the
skills are. In general they're going to put the most important skills first You run to reflect
that, again in your resume on your LinkedIn profile. That top left principle you give them
what they are looking for you focus you, you the product on meeting the needs of your
customers. And as I mentioned to just a moment ago, you'll find these because you are
getting current ad positions, you're going to know the hot button skills and the industry
buzzwords, this is all helpful to you. And it's not that difficult, because it's fairly easy
research to do that. And then as focusing on part of your customers needs, you want to
develop a cohesive and powerful brand, that reflect these needs, and where you can
speak to them in person and on paper. And this, again, could be a whole workshop in
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itself. And you probably have workshops out there that you have listened to on branding
yourself. But I would just like to point out that there really are three different distinct types
of skills, and there's certain of them fit in certain branding areas, and certain of them fit in
others. The first would be your knowledge base skills. And these are hard skills, these are
skills that reflect the specific industry or job you are in. And these skills go very well on
your resume your LinkedIn profile, whenever you have a written list of your skills,
transferable skills, you know, are broader base skills that transfer from one arena to
another. They tend to be things like organizational prioritizing, etc, those types of skills.
Those are also hard skills and do very well on written materials. But the third area is the
special strengths and personal traits have, I think, been unfairly discounted and called soft
skills. But those are the ones that are actually going to get you the job many times
because these are the skills you want to highlight in person, when you're in an interview, or
when you're networking. Of course you want to, you know refer to your hard skills, but you
want to say things like, well, I especially pride myself on my ability to think outside the box,
or I have gotten a number of compliments on my ability to get along with a number of
people, all these kinds of things can be very, very important in being able to state. So
again, these three distinct skill areas all serve a purpose, and you want to make sure that
you've covered all of them. And then finally, on this point survived that first level of
screening, I'm going to go back to the written skills now because this has to do with your
resume. Basically, as many of you know, if you are applying for a position, now you are
going to go through a first level screening and is likely to be an applicant tracking system,
which is basically computer software that is designed to only pull up resumes that match
the skills that are required. So you need to focus that resume customize it in to meet the
needs of the specific ad or it won't even be seen. If it is pulled up, it will likely either be
reviewed by a recruiter or human resources person who again is looking for the resume
that matches the skills most directly so that they can hand it off to the hiring manager,
who will also want to review that resume prior to selecting people they want to interview.
And once again, it will base the based on how well you match those the requirements in
the ad. So you want to get through that by really focusing in on your customers needs and
targeting your resume to meet what they're looking for.

 38:25

So now let's move on to a way that you can outperform, show how you can outperform
the competition, you want to define your added value. And think in terms of which talents,
attributes or skills differentiate you. And a way you can do this is to think in terms give a
little bit bragging here, I know we're taught not to be stuck up, but you have to sell
yourself in a job search, that's for sure. So think in terms of ways that you might be better,
more qualified, and more appropriate than other candidates. Are you especially creative?
Are you known for your creative ideas, maybe you're especially good with detail and
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follow through. Or perhaps you're a people person who can relate easily with other people
and bring a team spirit to the job or you know, again, create that that friendly work
atmosphere. So which talents attributes and skills make you better than the competition
think in terms of those. And another thing that you might be able to consider is also think
in terms of experiences, or perhaps environments, where have you have worked, or
challenges you have face that provided you with a unique perspective on your work. So
those are all ways that you might be able to differentiate yourself. And then the way you
can do it is by highlighting what career counselors called cross functional skills. This is
another way to make yourself a little bit different and you show how you match what your
customer is looking for. But you show how you bring something added or something
different and that is with these cross functional skills, which are basically skills that don't
always go together. So as an example, say someone who's highly technical might not
always be a proven team builder or a proven team leader, one tends to be oftentimes
wants to prefers to work on their own, and others tend to be working in teams or groups.
So if you have these cross functional skills, you can focus this in a written, you know, again,
your resume or your LinkedIn profile by using the phrase unique combination of x and y.
Or if you prefer, use it use a winning combination of x and y. Either way, this shows Yes, I've
matched all the skills, you know, earlier in my resume, but I bring this added value with
me. And this way, you can clearly show how you can make that exceptional contribution
contribution to, to what they're looking for, by again, matching their needs, but bringing
that added value with you, too. So those are ways you can show you outperform the
competition. And one last point in that this, which is not actually on the slide there. But
especially if you are older, this is really important. You want to put another section on your
resume, right underneath your formal education section, and you want to call it
specifically ongoing professional development. The reason it's so important for a mature
job seeker to have this added section on your resume ongoing professional development,
is to demonstrate that you have a commitment to lifelong learning, a lot of younger
employers are going to have that negative stereotype that you're stuck in your ways that
you're not technically astute, and all of these things, but ongoing professional
development, you then list three or four cores, three or four courses or training, a lot of
them they can be from those free websites that I just mentioned, that you have taken. And
that shows again, that demonstrates your commitment to wanting to keep current with
your skills. In on that vein, too, when you are networking and certainly in a job interview,
you might consider proactively speaking up, you've got these technical skills, you have
this commitment to lifelong learning, you can show how you've made a difference with
your technical skills or when people come to you for help. And it this can all help dispel
that that stereotype that you might be set in your ways and and again, stuck and not
willing to learn new things so that ongoing professional development could go a long way
to dispel that particular stereotype.
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 42:40

And now after that, we are going to move on to the best marketing strategy of them all
word of mouth, people get people jobs, at least 75% of jobs are gotten by way of personal
referral or networking, this percentage has remained pretty, pretty much the same,
despite the wealth of all the websites and all of that, it just makes sense. People really
care about getting referrals from other people. And just one example of this is if I were,
you know, I'm the hiring manager, I see two candidates in front of me, they've got
basically the same skills and experience but one gets a personal referral, who am I going
to favor, it just makes sense that I am going to go with the one that has the referral. So
that alone is one of the reasons but we also want to hire people that we trust are going to
do well. Employers want to hire people. So they're going to turn to valued employees,
colleagues and other people to get those referrals. And by getting those referrals from
people you will get that halo effect. They you know, they want to they want first off to
know that the candidate has the skills that they are looking for on the job, a resume will
say some things. But if you get that personal referral, oh yeah, so and so can do the job,
I'm sure of it. That can go a long way to help. So one of the things you can do if you are
looking for work or as a job seeker is to give your resume to your network, so they know
how you're marketing yourself. And they know what skills you are highlighting and they
are in a position to market you that way too. And the other thing that personal referral
can do that a resume cannot, is the fact that even as much as hard skills are important,
those soft skills, again, things like integrity, responsibility, that those intangible personal
strengths, those are highly valued, they can't necessarily be taught for sure. And so these
are things that employers are going to count on their referral network to get about you. So
if you get a referral from a trusted friend, employee colleague, you will get that halo effect
and that as they say is priceless. So that is a really important part of this. Another reason
that you want that marketing word of mouth networking aspect is that your own
competition levels are going to drop dramatically. If you are relegating your job search to
basically answering postings, your competition level is very likely to be one out of 500 800
1000 1200, whatever. And your resume has to be perfect, it has to get through that first
level screening and has to, you know, mate, match all their criteria. But if a you know,
have a friend walks through the door and put your resume on the desk of the hiring
manager, you might still have to go through the appropriate channels for sure. But you
are likely to rise to the top and instead of being one out of 1000, you might be one out of
eight or one out of six, at a minimum is almost always the case that a personal referral,
someone with a personal referral will at least get a phone screen interview. So that can
drop those competition levels, as I say dramatically. And then finally, you are going to
break through to the hidden job market. And some career experts believe as many as
80% of new postings go on advertised. And this makes sense because employers want to
avoid time and expense, they don't necessarily want to have to review a flood of incoming
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resumes, even if they've got applicant tracking systems etc. They are turning a lot of times
towards employee networks, personal referrals. And also much of the hidden job mark is is
found and many of the jobs themselves are found in these smaller companies. So they in
particular, will often first turns toward employees or colleagues or friends to ask for
suggestions if they need to bring on a few people. So again, really focusing on your
networking, it is by far the way you are most likely to get that job. Which brings us to
closing the sale with appealing pricing. This is one that again, is it is important. And so
you, I have broken it down into actually kind of three, three things you want to look at first
value, second desire and three adaptability. And before you do anything too much, you
need to know your value out there in the marketplace, a lot of ways that you can
determine your worth, you can google salary surveys and a number of resources are going
to come up. Or you can look at specific websites like salary.com or glassdoor.com. You can
also ask recruiters, if you're dealing with a recruiter, you might say around what you know,
man with this pay? Or do you have any idea about what the compensation for that is?
You're doing probably a lot of informational interviews. Those would be and again,
another workshop in themselves, but I suggest highly doing those. And also checking in
with your networking partners. It This is a little tricky when you're talking about salary,
though, because you don't want to say well, how much do you make that's not to provide
in our society? But you could say turn it around and say, Well, what do you think someone
with my background or experience could expect to make at company x. And that way,
you can get a general idea of of your worth out there. Then desire you need to get very
clear on your income needs, what are your budget, what are your expenses, you want to
think in terms of essential expenses and non essential expenses, and you want to make
sure that this is something you can live with, you're not necessarily leaving money on the
table, but you know it, this is something that you can, you know, it's seemed fair for you all
the way around. And then finally, you want to make it adaptable. Speaking of that,
because you want it's helpful to make a list of priorities prior to negotiating. And that way
you can, you know, you have more room to really recognize what's important to you, you
can oftentimes people like to negotiate the task items first. In other words, what aspects
of the job would be ideal for you what aren't so important, you know, things that those
areas and then you can get into more sour if you want to do if that works out. And if if it's
possible, in which is difficult in today's job market, I realized this but if they can bring up
salary before you do, that gives you the advantage. However, online applications really
have taken that advantage away in the most part and if you can possibly be able to
present your salary needs in a range do that, or, you know, make sure that they're aware
that you are flexible on some points because you want to have as much negotiating room
as possible is not always to your advantage as for top dollars because they are going to
not give you much of a learning curve and you better be able to do the job 100% and
then finally, you want to remember that your goal is to create a win win situation because
you're likely going to be negotiating with that with your future boss. So all of this is it has
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to do with appealing pricing. And it can be, you know, it has a lot of layers and elements
to it.

 50:12

So let's move on with that, too. key number seven, we have reached just about the end
with our key number seven, which again, is the second attitude, and another p word. And
it is the power of persistence, you want to make sure that you are scheduling your time
wisely. If you are looking for a full time job, I usually recommend that you make your job
search a full time job. And even if it's part time or something, you know, say like a
volunteer opportunity, the more hours per day you put into it, that would generally mean
the fewer weeks or months, it's going to take you to land that job, you do want to make
the best use of this time. So spend a minimum of 75% of your job search time connecting
with other people, we already know that about three quarters of jobs are gotten by way of
referral. So this is the best use of your time, if you were doing a pie chart of your job
search, you want to you know, make sure that 75% of it is is focused in on connecting with
other people who can act as referrals for you. A third bullet down here is really important.
And that is the organizational piece. You You're going to be sending out resumes for a lot,
you'll you'll have to follow up on people to contact when to follow up with whom you've
made connections, etc, etc. And so you can do weekly or daily to do lists. I actually like to
have something where you can check off physically because it gives you a sense of
progress. And that can be helpful. But there's another website, it's called jibber
jabber.com, that's JIBVRJO BB e are calm, great tool to get organized. And there is a free
version of it that will work for most people. So fourth point down here, you want to do a
proactive job search if you can, which is target places where you'd like to work, begin with
that personal network and network your way through the door. And you can do that by
saying even emailing, you know, I'm targeting companies XYZ, do you know anyone who
might work there, and if you do, can I use your name and that way you start up with these
reap for these warm referrals. And then as I promised, I'm going to follow up with follow
up because it is critical. Oftentimes your networking partners are going to they'll reach out
to their friends and say expect a call from so and so. And if you don't follow up, that
makes you look bad and it makes them look bad. They're gonna think Jeez, that person
didn't even bother to you know, contact me after all of this, or the other person who was
your mutual contacts gonna think I wasted my time and they didn't even bother to follow
up. So it is critical. And here we go the seven keys and five easy pieces. I'm going to go
over this fairly quickly because I know time is running out. But to sum up attractive
packaging and personnel on paper, those are important. You want to present that
combination of professionalism and personal warmth. And you want to make sure that
your written materials are clear and easy to read. Product Description, you have to
distinguish yourself from the competition, present that message of added value. Think and
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describe what makes me or what makes you the best person for the job. And don't forget
that core message. What do you want people to say about you to take away from
meeting you. customer driven marketing, use the postings as your primary research tool
and brand yourself with skills that are currently in demand and industry keywords. That
word of mouth, maintain your word of mouth by again that three quarters of a time of
your time spent networking, and negotiate for that Win Win outcome. That's always the
best way to end things. And for our last couple of this slide, I am borrowing from the great
delayed grade Betty Davis. And using a successful job search well we know it sure ain't for
sissies. So here are a couple of quotes to hopefully put a smile on your face and keep you
going. Success is a little like wrestling a gorilla. You don't quit when you're tired. You quit
when the gorilla is tired. And another quote from a very intelligent man, Albert Einstein, in
the middle of every difficulty lies in opportunity. And this quote I don't know who to credit
it with, but it's one of my favorites. The only difference between the word try and the word
triumph is just a little own. So remember that when you're in the midst of a job search. And
finally, if you would like additional help again, we've covered a ton of information I know
we've got a few minutes for questions and I'm sorry it went on so long but I did have a lot
to share the please do check out my page on huffington post that So you can find it at
that URL above. And I've written somewhere 70 8090 articles, something like that on
various aspects of the job search, or you can check out my book, I'd certainly love to have
you take a look at that. You can get it on Amazon. But if you want to take a little extra
effort, you can go directly to create space the publishers on that euro or URL, put in the
discount code, and you'll get a 25% discount. So thank you so much. I've enjoyed this and
excuse me, Don, do we have I know we've only got a couple minutes? Do we have some
questions?

 55:35

Oh, we definitely have questions. In fact, if we don't get to all of the questions, I urge you
to reach out to Eileen and and I think she'll be able to take care of them after this event.
One of the questions I linked coming in from G
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