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A Major Way to Land Interviews Over Your Competitor
By Mark Bartz

Consider the Following:
The turnover rate of employees in the U.S. is at an all-time high—about 
50% of the American workforce now change employers every 2.4 
years (source: Bureau of Labor Statistics). Today’s ‘Company Man’ 
is the five-year veteran. The cost to replace an employee? Hard to say. 
We’ve seen figures of 25% of total compensation (source: Saratoga 
Institute and Kepner-Tregoe, Inc.) to 200% (source: Career Systems, 
Intl.) Bottom line—it’s very expensive to replace professional staff.

I want to share a new trend we see—and show you how to take 
advantage of this information to land interviews. Here at CRI, our job 
is to help sales & marketing professionals quickly land new positions. 
We follow up with each candidate at the 90 day mark in their job search 
to find out what’s working and what isn’t. Any surprises? You bet. Here 
was one major new trend: employers want to know what your future career goals are—particularly 
for the time two to three years after they hire you. The lesson? You definitely want to state your 
immediate and longer term career goals on your resume. 

You might ask yourself why this is so important to employers. Bonnie Roberge, Director of Human 
Resources for Corinthian Colleges (CCI is one of America’s 40 fastest growing companies) explains: 
“It’s important we know where employees are going in their careers. Often, their resume is a mere 
reflection of where they’ve been—not where they are going. We need to know their immediate and 
longer-term career goals to assure they’re a good fit for the company’s immediate and long-run 
concerns.”

If employers know what your future career goals are—and those complement where their organizations 
are heading—they feel more comfortable speaking with you. Employers know that if they hire you 
and groom you towards a certain long-term goal, then they can be sure of two things: first, that you’ll 
be a star employee because you’ll be doing what you love; and second, that you won’t quit and leave 
them with those astronomical aforementioned replacement costs.

In light of this, it’s crucial that you state both your immediate and more forward-thinking career 
goals on your resume. I suggest you mention it in the beginning of your resume in a “Profile” or 
“Summary” section. This section is usually five to eight sentences and acts to pique the interest of 
the reader—much like a movie trailer. I like to use a “branding” statement as the first sentence. The 
formula goes something like this: “Marketing Professional with expertise in X, Y and Z.”

Here, the product is you, the candidate - for example, a “Marketing Professional.” The elements that 
give you unique value and support your immediate career goals are “X and Y”:  these variables must 

About 50% of the 
American workforce 
changes employers
every 2.4 years—

How will this affect 
your job hunt?
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indicate areas of expertise and passion. We find employers are leery of 
“burn-out,” so make sure you still have a passion for both.

The element that supports your longer-term career goal should be stated in 
place of “Z.” This is the fun part, because it’s all about change: how you 
have changed. Think about something you’ve gotten into in the last half 
dozen years. International product development? Marrying IT and marketing 
resources? Z is your longer-term career goal; it’s where you plan to go next in 
your career. As long as it complements the employer’s goals, they’re likely to 
groom you towards this goal.

Still having trouble defining ‘Z’? You need to do some navel-gazing and ask 
yourself important questions. For example, think about your greater preference: 
building or improving? Tactical or strategic? Generalist or specialist? Sincere 
answers to those questions should help isolate and display where your heart is, 
and where you’d like to go in your career. Sometimes the answer comes as a 
major surprise. The opportunity to reinvent (and better understand) yourself is 
one of the great joys of career development: if you’re asking the right questions, 
you’ll find it very exciting to point yourself in a new direction.

Just remember that focus is everything when it comes to achieving your career 
goals—whether they be short or long-term. The times have changed—and so 
have you.

Mark Bartz is Director of Marketing 
for CRI, graduate of OSU (though 
he will speak to MSU folks!) and 
has worked with Human Resources 
groups at Pepsi-Cola, Honda, Mazda 
and Dow Chemical. He resides in 
hurricane alley—Lakeland, FL.

You can reach Mark at 
mark@careerresumes.com or
visit www.careerresumes.com
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Your resume may be one of the most important documents you ever 
write: it must represent you effectively to potential employers when you 
can’t speak for yourself. And if your resume doesn’t accurately represent 
your abilities, it’s letting you down. We’ve created this checklist to help 
you evaluate and improve your resume but the principles apply equally 
to your cover letter and, generally, to all aspects of your job search.

Is your resume targeted to appeal to your audience? Does it quickly 
communicate that you have the desired skills and experience? (E.g., 
if applying for CFO positions, can the reader immediately see that 
you have experience in M&A, raising capital, implementing ERP 
systems etc.?) If not, take a moment to review job postings that 
interest you and make a list of the requirements– look at your 
background in this light and incorporate anticipated requirements 
into your resume.

Does your resume begin with a compelling sales pitch? The best resumes begin with a clear 
statement of value. Rather than beginning with career chronology, start with an introduction that 
displays your key strengths and abilities (use the qualifications list to help you target this profile 
to the needs of employers.) To help you develop this profile, ask yourself: What impression do 
I want to make on potential employers? What are the strengths others frequently compliment 
me on? When do I shine? When do I most enjoy my work? Are there common themes running 
through my career?

Have you given more information about your achievements than about your responsibilities? Most 
employers already know what the main responsibilities of your job were – they want primarily to 
know what makes you different from all the other applicants. Summarize your job responsibilities 
in a few sentences and then focus on quantifiable achievements. Tell the employer how you’ve 
increased sales, boosted profits, improved staff morale, lowered employee turnover, or slashed 
overhead costs. This is the information that generates interviews.

Is the financial impact of your accomplishments very clear? Make sure the dollar values aren’t 
buried at the end of a long bullet point. Look for ways to lead with the important information (for 
example, start a bullet with “Saved $500K by...” or “Boosted sales 70% by....”)

Do you provide your readers with context? This is one of the most powerful ways to highlight 
your ability to solve business problems. Under each position, give a brief (1-2 line) description 
of the reason you were hired, or the challenges you faced. Once the reader understands what you 
were up against he/she can best appreciate your accomplishments (See Mark Bartz on 800-lb. 
Gorillas).

Evaluating Your Resume’s Effectiveness
By Louise Fletcher

1
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Eight Crucial Steps
to making your 
resume show off 
your biggest asset — 
You!
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Is your resume easy to skim quickly? Remember, your readers will spend 
20 seconds or less reading your resume the first time round. Make sure 
you use white space and selective formatting to draw the eye to key selling 
points. Replace long paragraphs with bullet points and use lines to break 
up the page.

Is the language clean and simple? Remember that recruiters and HR 
people will often be the first to read your resume—make it easy for them 
to understand what you did and why it was important. Make sure you 
translate technical achievements into business impact (profit, savings, 
productivity, customer satisfaction etc.).

Have you asked others what they think? Don’t just ask friends or family 
for their opinion of your resume. They like you and will want to make 
you happy! Instead, seek the opinions of recruiters or hiring managers. 
Ask these people “what impression do you have of me when you read 
this resume?” Their reactions will usually expose an insight or disconnect 
you’d never have considered.

Many executives find writing a resume to be a very difficult process—it’s hard 
to write objectively about yourself, especially your work—but it’s critical to 
invest this time and effort into creating a truly compelling resume:  your first 
differentiator in a highly competitive market.

7

8

Evaluating Your Resume’s Effectiveness, Continued.

Louise Fletcher is the President 
and Cofounder of Blue Sky 
Resumes. She is a Certified 
Professional Resume Writer 
(CPRW) whose resumes have 
been selected for publication by 
JIST Works in upcoming “Expert 
Resume” books. She specializes 
in working with senior executives 
to develop compelling marketing 
materials including resumes, cover 
letters, bios, and web portfolios. 
Prior to founding Blue Sky, Louise 
built a successful career as an 
HR executive and she still writes 
a monthly column on Human 
Resource management for 
Monster.com.

Louise can be reached at 
lfletcher@blueskyresumes.com or 
visit www.blueskyresumes.com
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They say “seeing is believing,” so we’d like to ask you a favor—take 
a good look at your resume. What we’re going to share with you is 
something most Human Resources and hiring professionals know but 
probably won’t tell you. This “something” is critical to you landing 
interviews.

As a senior executive you may be asked to recover a lost vital account, 
overcome entrenched competition, establish a new product’s brand 
position, or address the challenge of a corporate merger or name change. 
These are problems, and you are the problem solver. We’ve found that 
including the problem you faced—the “800-pound gorilla”—in your 
resume will land you interviews.

Why? Because someone’s going to read your resume and see that you successfully faced the same
800-pound gorilla they’re facing today. Your competitor’s resumes are filled with action statements 
and results—but have little or no reference to problems. This tactic helps your application stand apart 
from the pack, making the reader more likely to want to speak with you. 

“One of the most critical elements of a resume—missing in nearly all resumes—is  a clarification of 
the original problem. Most resumes look like shadow boxing: we see the candidate’s actions—we 
see the results (sometimes)—yet we don’t know what they’re fighting. Did the candidate face a 
major problem we are facing here? We’d like to know, and it would definitely get our attention to see 
they successfully overcame a challenge  we’re now facing.” —Bonnie Roberge, Director of Human 
Resources, Corinthian Colleges (CCI)  

Now look at your resume. You’ve likely done well on the action statements and on articulating  the 
results. But can you see room for improvement in clarifying the problem? If you answered  yes, here’s 
how. 

Three Quick Steps to Articulating the 800-Pound Gorilla 
Give your resume to a few trusted colleagues (and, humph, not your boss). After they read it, ask if  
they can pick out what specific problems you faced. Listen carefully to their responses. You may 
be shocked to hear them impressed with a problem you thought was inconsequential—or they  
may miss seeing a problem you thought you had well stated. We advise you to include at least  
3–4 clearly stated problems on your resume. Consider the terminology: “overcame”, “addressed 
the challenge”, “faced”, “creatively resolved”, etc. This terminology sets up the reader; it says, 
“Take note, I’m about to mention the 800-pound gorilla.” 

Why 800-Pound Gorillas are Your Best Friend
By Mark Bartz

You’ve faced big,
ominous challenges 
in your previous jobs—

Make sure 
your prospective 
employers see that

1
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When stating the problem, keep your focus on the problem itself as 
opposed to your corresponding  actions. Save articulating your response 
to the problem for your interview! For now, you want to pique the reader’s 
interest, not tell your life story.  

Now imagine yourself in your interview. The magic words arise, “So, tell 
us about this problem you faced”. You then showcase how your education, 
experience and soft skills came into play to successfully overcome your 
800-pound gorilla. Your interviewer can now see you as someone who’ll 
overcome not only the 800-pound gorilla they face today, but any beast 
they’re sure to face in the future.  

Why 800 Pound Gorillas are Your Best Friend. Continued.

Mark Bartz is Director of Marketing 
for CRI, graduate of OSU (though 
he will speak to MSU folks!) and 
has worked with Human Resources 
groups at Pepsi-Cola, Honda, Mazda 
and Dow Chemical. He resides in 
hurricane alley—Lakeland, FL.

You can reach Mark at 
mark@careerresumes.com or
visit www.careerresumes.com
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The cover letter is absolutely essential when submitting a resume and 
must be a “grabber” that gets the reader’s attention and interest. If it 
isn’t done well, your resume may not even be looked at or considered 
for the perfect spot. 

Remember that the reader is probably considering applicants for a 
number of different positions, so your first goal is to let her know the job 
or type of position for which you’re applying. Be specific. If applying 
for an advertised job, refer to the job title or job number and mention 
where you saw the job. If you aren’t responding to an advertised job, 
be clear as to the type of position you’re pursuing and qualified for. 

Your second goal is to get the reader’s attention hooked on why you’re 
qualified and would be an outstanding candidate. Mention your years 
of experience doing the job you’re applying for; mention your educational qualifications; and most 
importantly, provide the outstanding accomplishments you’ve achieved that relate to the job. Again, 
be specific, and provide exact numbers where appropriate. Saying you increased sales or lowered 
costs by 30% is not exact and is viewed as a “guesstimate” or approximation; saying it was 29% or 
31% is a lot more credible due to the exactness of the number. (Tip: Always have the raw numbers 
that back up any percentages. Good interviewers will probe at numbers to see you provide the same 
answer from several different angles. Listing these points as bullets in the cover letter will give them 
more emphasis and impact when brought home by the interview.) And never, ever send a cover letter 
more than one page long. Your only goal is to get them interested enough to read the resume, which 
is what will effectively sell your qualifications.  

Your third goal is a “call to action.” Tell the reader you look forward to speaking or meeting with 
them to explain more about your qualifications (there will always be more to say; a reminder of this, 
even if understood, is always helpful). Also, put in an action step of your own, in case you don’t get 
a quick response. Example: “If I don’t hear from you by _____, I’ll give you a call to discuss things 
further.” If you know the company’s name you can usually find the phone number on the internet or 
through a library. If you can’t get a phone number, tell them you’ll “follow-up on _____, if I don’t 
hear anything earlier.” Readers and recruiters owe every applicant a response, even if it’s negative, 
but professional and persistent follow-up shows your degree of interest and really can elevate you 
above other applicants. If nothing else, follow-up brings you back to the top of their mind versus 
more recent applicants. 

Some more general points: firstly, cover letters should never come across as form letters: they should 
be personalized, tailored, and targeted whenever possible. And be very careful to use correct grammar 
and spelling: the cover letter demonstrates your ability to communicate well in writing, and since the 
resume could have been professionally prepared it isn’t usually considered a demonstration of this 
skill. It’s difficult to see your own errors, so if necessary, have someone else proofread it to check 

Cover Letters: Why are They Necessary?
By Steve Kendall

Writing the perfect
cover letter can get 
you hired, 
Even before you
interview
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Cover Letters: Why are They Necessary? Continued.

for typos and awkward phrasing. If you’re using a word processing program, make sure to run the 
spelling and/or grammar check. These won’t catch every error, but they minimize the chance of 
incidence. 

A well done cover letter has one primary goal: to get the reader interested in reviewing your resume, 
and so consider you a candidate worth talking to or meeting with. You only get one chance to make a 
first good impression, so invest the time to impress with your cover letter. It will make a difference. 

Steve Kendall’s Top Ten Cover Letter Blunders
Not telling the reader what job you are applying for or you consider yourself qualified for. Why 
make them guess?

Not checking and rechecking for spelling or grammar errors.  

Not emphasizing your core, primary qualifications for the job. 
Don’t assume you can depend on anyone reading the resume.  

Not providing every possible way to contact you: street address, home phone, cell phone, 
work phone (as appropriate), and your e-mail address. Different schedules and personalities 
accommodate (or demand) varying forms of communication: be prepared for every type! 

Not following up if you don’t get a response. It certainly takes two to tango, but the most attractive 
dance partners usually require extra seduction.  

Not personalizing the cover letter. Form letters work poorly and accomplish little aside from  
demonstrating your lack of targeted interest in the opportunity.  

Applying for jobs you aren’t qualified for makes the reader irritated and wastes their time. You 
are better off sending more general cover letters vs. applying for a job you don’t fit.  

Not providing a resume along with the cover letter. The cover letter’s purpose is to get people 
interested in you, but they may not take the time to request a resume...which is what truly tells 
them if you’re qualified or not. If you’re sending an e-mail, attach a resume as well as pasting it 
into the e-mail itself: make it as easy as possible for the reader to get to know you. 

1
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Referring to (or over-emphasizing) “ancient history.” Applicants are 
rarely considered qualified if they haven’t had recent experience doing 
the job that needs filling (at most within  the past few years.) The further 
back your relevant experience is, the less likely you’ll be selected over 
applicants with more recent experience. 

Not presenting yourself quickly and professionally. E-mail is best; faxing 
your information is second best; and “snail mail” via the post office is 
the least preferred. You can back up an e-mail or fax with “snail mail”, 
but be sure to clarify that you previously e-mailed or faxed the enclosed 
information.

9

10

Steve Kendall is the President of 
Management Recruiters of Atlanta
West in Lithia Springs, GA, and 
has been recruiting senior level 
executives with consumer goods 
experience for over 16 years.

Previously, he was an EVP of Sales 
and Marketing, with over 15 years
in consumer goods himself. He has 
extensive experience in hiring as 
well as having helped hundreds of 
companies and thousands of people
form new, productive employment 
relationships. 

He views his role as driving  
companies’ growth by finding, 
recruiting, and helping them hire 
the best available talent.
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During your job search, the suggestion to take advantage of networking 
opportunities may start  to sound like a broken record. This is especially 
true, not to mention frustrating, if you’re unsure of the best way to go 
about it. If this sounds all too familiar, the following “recipe” is for 
you. 

As with anything else, preparation is the key. Set yourself up right 
from the beginning and the rest of the process will fall smoothly into 
place. First and foremost, remember that the phone is your friend. 
In this day and age, it’s easy to forget that the phone, not e-mail, is 
the most immediately effective mode of personal communication. 
The phone call demands responses, while the e-mail demands, well, 
nothing. This is why networking, for me, is always done on the phone. 
So get yourself back to the 80’s and love that polyester suit! It’s time 
to get used to being on the phone again, not sending e-mail.  

Going into the networking process, you have to prepare yourself mentally. Attitude is an often covered 
topic in self-help books, training seminars and the like. Do you know why? Because it works! 
Attitude is the key ingredient to success in this venture, and networking is a high energy, demanding, 
maximum output activity if you do it right; it’s not a laid-back, directionless chat with friends and 
acquaintances. Networking requires you to be Goal-Oriented and Task-Oriented for the duration. 
If you were a jock back in the days, approach it like you did your sport back then, with a competitive 
edge. Be assured, this is a battle for your time and energy. The spoils go to the victor: more contacts, 
more connections, more activity. 

Your best bet is to set up a block of time and a set of goals: work in blocks of uninterrupted time, 2–3 
hours maximum. Have a goal for that amount of time; for example, you will connect (have a phone 
conversation) with at least 15 new people. These goals are obviously not set in stone and different 
things work best for different people. For example, you may set a goal for the amount of phone 
numbers you dial. Regardless, goals work when you set rewards: try rewarding yourself by taking a 
break when you’ve reached your goal. 

All preparation flies out the door if you don’t know what you’re going to say when someone is at  the 
other end of the line. You should have a bit of a script, or at least a basic outline of what you’ll say 
- it should include three parts: 

Introduction 
Give your name and a brief background first. For your background, all you really need is your title, 
department, or previous position. If you feel that’s not descriptive enough, you can add a functional 
title, but remember—this should be quick. Next comes the important part—the hook. The hook is 
the reason they’ll continue listening. Think of this as the bold heading or catchy first sentence of an 

Networking: a How-To
By Bob Olman

Are you networking as 
hard as you could be?

Expert tips on 
picking up the phone 
and creating a buzz
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article that gets you to keep reading. This, too, should be fast - max 10–15 
seconds. Since you have only 15 seconds to get it out, it could be as simple as 
“—and I’m looking for a job.” The point is to grab their attention.   

Why You’re Calling 
As silly as it sounds, compliments do work. Tell them you heard they were  
really special in their chosen field, well-liked, well-connected, whatever fits 
your audience. I’m sure I don’t need to tell you that a well-chosen compliment 
will make your listener much more cooperative, helpful, and interested. 

Close 
Be very specific in asking for what you want. Being vague will get you 
vague  (read: ineffectual) results. Perhaps the close might be “—and I was 
wondering who you know who’d want to hear about my background and 
accomplishments?” Or even, “I was wondering who’s in charge of Middle 
Market Senior Secured Lending at your company?”  

Setting a plan for what you’ll say means you control the direction of the 
conversation.  

So now you know what to say, but who will you call? It’s very important when you sit down to 
network to have all the names and numbers of people you want to contact at the ready. The idea is  
to build momentum: call, hang-up, dial tone, call, hang-up, dial tone, and so forth. This will  put you 
in the networking zone. Don’t make one call, go to the yellow pages, 411, or web searching, then 
another call: you won’t build any energy that way. In fact, as you gather new info, don’t even do 
anything about it! Instead, set aside a later block of time for gathering the primary information to do 
more networking. This consists of names, companies, phone numbers, etc. Then set aside a second 
uninterrupted block of time to execute your plan and make the calls. I guarantee if you work as 
outlined here, you’ll sound more confident, more powerful, more pleasing, and get twice the results 
than if you work in an ‘interrupt-driven’ mode. 

Speaking of interruptions, don’t let little things stop you up. You should have enough pads, pens, 
light, and desktop surface to do your work. Also, remember to work in a quiet area, not with the kids 
yelling and throwing a Frisbee over your head. 

The last thing you should remember is to be happy and high-energy. Smile when you’re 
on the phone. You may not believe it, but the smile effects your tone, pitch, and the whole 
verbal presentation. And it may sound a little strange, but stand, don’t sit, when making 
networking calls. Get the blood  flowing and present that energy to your audience! 

I hope this clears things up and has you well on the road to effective networking. These 
tips are designed to put you in control of your networking process. Now it’s up to you to 
get out there and start dialing! 
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Bob Olman has been quoted in 
or contributed to Risk Magazine, 
Derivatives Week, Institutional 
Investor, Inc. Magazine, and 
Mortgage-Backed Securities Letter. 
His firm, Alpha Search Advisory 
Partners, is a global executive 
search firm specializing in building 
teams with P&L responsibilities for 
hedge funds and proprietary trading 
groups within investment and 
commercial banks.

Contact Bob at
team@alphasearchadvisory.com
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If you dislike job interviews, you’re in good company: many senior-
level executives—accustomed  to being in control—find the uncertainty 
of an interview can really throw them for a loop. The good news is that 
you can take charge of the situation by using a common interview 
technique to your advantage. 

Behavioral interviewing is what I’m referring to: it means interviewers 
ask very specific questions about real situations, on the theory that 
your past behavior is the best predictor of how you’ll behave in the 
future. Employers (thus) naturally want to probe your background for 
clues. 

Imagine that XYZ, Inc. is looking for a Marketing VP who can 
generate a lot of buzz with a small budget. In order to understand your 
experience in this area, a behavioral interviewer will ask: “Tell me about a time when you had to 
promote a product with very little cash.” or “Describe a time when you created a lot of excitement 
about a new launch using non-traditional marketing techniques.”  

Behavioral interviewing has become quite common over the last 15 years; you may well have 
experienced it yourself, either as an interviewer or an interviewee. Provided you’re prepared (and  
we’ll talk about this in a moment!) a behavioral interview gives you an excellent opportunity to talk 
in detail about your experiences and accomplishments. 

Unfortunately, many interviews still follow the old format—the questions may be arbitrary, sometimes 
based on the content of your resume, sometimes on the preoccupations of the interviewer. They may 
also be very general in nature. For example, if the XYZ, Inc. isn’t using behavioral interviewing, 
they may ask VP candidates a question such as: “How much experience do you have working with 
a small budget?” This question doesn’t invite the same detailed response as the request for a specific 
example—but who needs an invite? The secret to wow-ing at every interview is simply this: act as 
though you were asked a behavioral question, even when you weren’t. 

Imagine two different candidates for this fictional marketing position. When asked “How much 
experience do you have working with a small budget?” Candidate A replies, “I’ve had to do that a  
lot actually - most of the companies I worked for were small- to mid-size, so there was never a  lot 
of opportunity to spend money. I’m very good in those situations and I always find a way to make 
things happen.”  

Candidate B, however, gives a ‘behavioral’ answer: “I’ve had to do that a lot actually. Let me give 
you a recent example... you know the film “Dark Night?” I created the campaign around that movie 
with a $10,000 budget. It came to my attention because it was the only film all our staff were excited 
about, although it was a low-budget, independent production. I decided to create a really cool web 

Taking Charge of the Interview
By Louise Fletcher

Find yourself stumbling 
in interviews?

Here’s how to 
Knock ‘em Dead
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site themed around the film, then we planted seeds of interest on web forums 
and  in chat rooms ... the whole thing took off within weeks and the movie 
eventually grossed millions. We never did run a single TV advertisement.” By 
answering in such a concrete and specific way, Candidate B brings himself 
(and his work profile) to life—and ensures he’ll be far more memorable than 
his competition. 

You can use this technique for any vague or generic question: 

Q: “How much do you know about?....” 
A: “I’m very familiar - just recently I ....”  

Q: “How often have you had to ....?”  
A: “That’s something I’ve done frequently ... actually, I remember when ...” 

The technique also works when an interviewer asks a hypothetical question: 

Q: “What would you do if .....?  
A: “Well, I faced a similar situation just last year. What happened was ... “  

Preparation is what makes this work for you. To prepare effective stories, first 
focus on the employer’s needs, then develop examples which demonstrate 
your ability to meet those needs. 

Research the employer’s needs before you go for the interview - identify 
their key business issues (Are they growing rapidly? Are they in a crowded 
marketplace? Are they planning new product launches?) Get into the minds 
of the company’s executives and ask yourself: “Given their business issues, what will they want to 
know about me?”

Develop your examples in advance using the C-A-R (challenge-action-result) formula to demonstrate 
your ability the target employer’s needs. If you know from your research that ABC Corporation 
needs a sales executive who can forge new strategic partnerships, develop and stay focused on 
partnership stories. Describe the initial challenge (e.g. need  to enter a new market), the actions you 
took (researched the market, identified targets, met C-level decision-makers) and the results (built 
partnerships worth $15 million in revenues within 12 months). 

If your interviewers have been trained in behavioral interviewing, you’ll be exceptionally 
well prepared. But if not, you’ll be able to separate yourself from the other candidates 
through compelling, interesting, targeted stories that demonstrate your ability to add value 
to the prospect organization. Entering with carefully refined success stories is what puts 
you in control and makes the interview work for you! 

Louise Fletcher is the President 
and Cofounder of Blue Sky 
Resumes. She is a Certified 
Professional Resume Writer 
(CPRW) whose resumes have 
been selected for publication by 
JIST Works in upcoming “Expert 
Resume” books. She specializes 
in working with senior executives 
to develop compelling marketing 
materials including resumes, cover 
letters, bios, and web portfolios. 
Prior to founding Blue Sky, Louise 
built a successful career as an 
HR executive and she still writes 
a monthly column on Human 
Resource management for 
Monster.com.

Louise can be reached at 
lfletcher@blueskyresumes.com or 
visit www.blueskyresumes.com
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Confidentiality
Conducting a job search online poses greater challenges for the 
employed than for those unconstrained by the need for anonymity. 
So how do you successfully wage an online campaign for the entire 
world—your current employer excepted—to see? There are dozens of 
sites where you can post your resume in a database to be viewed by the 
general public or by any employer paying an access fee, such as
Monster.com, Careerbuilder.com or CareerWeb.com. As an unbiased 
party this why a site like TheLadders.com is so beneficial to the 
executive job seeker: the candidate is presented with hundreds of 
opportunities for consideration without revealing their intentions to 
the world.

Alternative Resources
Many online “blasting” services will send your resume to select recruiters and venture capital firms 
who guarantee not to redistribute the resume. Fees for this kind of service can range anywhere from 
$99 up to several $1000s and - for some - can be an attractive alternative to posting on a major site.

Have You Googled Yourself Lately?
For those of you less tech-savvy folks - I’m not trying to be crass, I promise! Conduct a Google 
search on yourself and see what comes up. Make sure the message you’re sending the world is one 
you want them to see. A colleague of mine had a client who’d left footprints, but unfortunately not 
the right kind: his strongly-worded message about a controversial political issue offended the hiring 
authority personally and the candidate was out.

Create an Online Portfolio
Executive portfolios are rapidly becoming a must-have for senior executive job-seekers. Why? 
Because most recruiters now routinely research executive candidates on the Web. Online portfolios 
allow senior executives to take control of their online image and personal branding while creating a 
sleek and tailored message. Several firms now specialize in working with you to design an effective 
portfolio and help this (relatively) new medium become an integral part of your job search and 
networking efforts. One day we’ll become as accustomed to using this tool as we are to the mouse or 
the cell phone - get a head start!

Your Online Job Hunt
By Liz Benuscak

The Internet has
changed everything –

Have you 
Adapted?
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How Can Executives Take Their Brand Online?

Writing business-related articles and posting to serious forums regarding 
business issues is an excellent way to build a positive online presence.

If you have a personal web site, make sure it isn’t indexed in the search 
engines. You can do this by placing a simple piece of HTML code on 
each page.

Establish your own web presence and take control of your personal 
brand before someone else does. The Internet is the perfect medium for 
demonstrating your value because its dynamic, interactive nature allows 
you to provide a more complete profile than is possible on a resume. An 
effective web portfolio might incorporate management insights, Q & A 
sessions, work samples, testimonials, photographs, personal information 
and anything else that enhances your brand. Even video or audio clips 
may be appropriate (although this depends entirely on your ability to 
present well and speak fluently).

Unless you’re a web developer, hire a professional to create your web 
site. As Tom Peters once wrote: “when you’re promoting brand You, 
everything you do—and everything you choose not to do—communicates 
the value and character of the brand.” It’s really essential for this reason 
that web portfolios be professionally developed.

Liz Benuscak is the Executive 
Director of Bi-Coastal, a Certified 
Professional Resume Writer and 
Job Career Transition Counselor. 
Designated as the Resume and 
Interview Expert for iVillage.com, Liz 
writes about career development 
and resume writing across several 
business and industry publications 
and has been quoted in The LA 
Times, The Chicago Tribune, The 
Journal News, The Orlando Sentinel, 
and the Miami Sun Times. She has 
also appeared on national television 
as a Career Expert for Better Homes 
and Gardens.

Liz can be reached at 
lizbenuscak@optonline.net or visit 
www.bi-coastalresumes.com
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Can you articulate, in 20 words or less, what makes you uniquely 
valuable to potential employers? If you’re shaking your head, you’re 
not alone: most executives struggle to express what makes them 
special. But, if you can’t quickly and clearly explain your value to 
potential employers, how can you expect them to see it?

As a business person and a consumer, you understand the importance 
of branding. You’ve seen the sales impact of a clear and compelling 
brand, and you’ve also seen what happens when a brand loses its 
way. Yet few executives realize that personal branding is every bit as 
effective—and essential—as product branding.

Who Are You?
If you’ve ever gone through the process of brand development for a product or service, you’ll have 
a sense of the work involved in defining and articulating a brand message. You will also know that 
a brand message is not something you “create”, but rather something you discover. The product (in 
this case you) already exists. It already has strengths and weaknesses. Your goal when developing a 
brand is to find and articulate a clear and compelling message that resonates with the consumer (or in 
this case, with the employer.)

That’s why I put my resume clients through a rigorous process of self-reflection. I ask them to answer 
probing questions about their successes. I challenge them to develop compelling stories—challenges 
faced, actions taken, results achieved, lessons learned. I ask them to recollect what others have said 
about them. Patterns emerge during this process of reflection; these patterns form the basis of the 
client’s personal brand.

One recent client (a sales executive) had consistently exceeded his sales targets in every position, and 
he’d done so even in challenging economic times and market downturns. It quickly became clear that 
this ability to unwaveringly increase sales was the core of his personal brand. Another sales executive 
was less fortunate in his choice of employers—he’d worked in some very tough situations and hadn’t 
always been able to beat his quotas, but in almost all his positions he’d forged unusual partnerships 
and alliances in order to enter new markets. This talent turned out to be a key feature of his personal 
brand.

To identify your own personal brand, take yourself through this same reflection and discovery. Look 
for the recurring themes in your career. Think about the most frequent compliments you’ve received. 
Identify those times when you were happiest and most fulfilled in your job. Then, work to hone all 
this information down to 15–20 words which summarize your personal brand.

The Power of Personal Branding
By Louise Fletcher

What’s unique about
you and your skills?

Use tested 
techniques to get 
your message across
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Remember That—Just as With a Product—
Your Positioning Must Be:
Truthful Successful brands resonate with the consumer—trying to be something you’re not just 
because it matters to your audience won’t work in the long-term. I often wonder how many of the 
people who buy TV-advertised diet pills actually become long-term customers—I’m guessing it’s a 
tiny percentage. Why? Because the message and its promise aren’t truthful.

Supportable If you say that “visionary leadership” is the core of your brand—you need to support 
the claim with specific examples of visionary leadership. For example: “Visionary Leader who 
transformed a struggling $5 million business into a $250 million industry leader in only five years.”

Focused You have many strengths and talents. Don’t be tempted to focus on more than one or two, 
or you’ll dilute your message. When Apple launched the new iPod, there were many great features to 
highlight, but I was struck by the simple, stripped down approach they took to promotion—minimalist, 
stylized images throughout all campaigns highlight a few overwhelmingly attractive features.

Relevant to your target market: Select those abilities and qualities that are relevant to the needs 
of your audience of potential employers. The CEO of the ad agency you’re targeting will be very 
interested in the fact that you’ve recently managed multiple Fortune 500 accounts, but will likely care 
little about your brief prior experience as a sales manager for a small computer peripherals company, 
unless, of course, you can draw thick parallels.

Compelling and Unique This is essential in order to make a connection with others. And it’s as 
true in career marketing as it is in product marketing. Avoid clichés and don’t copy a resume format 
or wording from someone else. Your presentation—both in writing and in person—should be your 
own.

So You Know Your Brand—Now What?
Defining your brand is the first stage of the process—now you must communicate your message 
effectively and clearly to your target audience.

In his seminal 1997 article, “The Brand Called You,” Tom Peters wrote that “everything you do— and 
everything you choose not to do—communicates the value and character of the brand.” Think about 
that—everything!

Every resume, every e-mail, every suit, every conversation—they all contribute to your personal 
brand. And this is doubly true when you’re looking for a new job, because those reading your 
resume or conducting interviews are focusing all their attention on you. If your brand is coherent and 
compelling, it will sell.
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Getting Specific
Resume and Cover Letter
Now that you know your brand, you can create your messaging. Start your 
resume and cover letters with powerful positioning statements. Back up your 
claims with hard evidence and reiterate your message all the way through 
the documents. If your core value proposition is the fact that you always 
drive exceptional sales growth by building partnerships and alliances, include 
specific examples for each position and provide dollar amounts.

Your Marketing Campaign
Your brand should impact the approach you take to your search. For example, 
core branding for one of my recent CFO clients was his ability to turn around 
struggling small to mid-sized companies and bring them to profitability. This 
realization guided his subsequent job search—he was able to research local 
companies that fit his criteria, then manage a direct mail and networking 
campaign designed to get his resume in front of key decision-makers.

Interviews
Since most interviewers are extremely busy, many will not have time to prepare 
in advance. As a result, they often use the resume as a guide, asking questions 
based on the accomplishments you listed. If your resume is truly in line with 
your brand, congratulations! It means you’ll be given a chance to talk about 
your brand-specific accomplishments. Develop your stories in advance and 
practice, practice, practice until you’re totally comfortable articulating these 
examples of your ability to add value.

Online Presence
Many recruiters and executives regularly use the Internet to research candidates, which means 
you need a positive Web presence. One of the quickest ways to build your online presence is to 
write articles on your area of expertise for Web sites and newsletters. Also, be wary of what you do 
online—if you have a personal web site that’s been indexed by the search engines, turn it into a career 
portfolio. You don’t want the CEO of your dream company to come across that photo of you throwing 
back tequila shots on vacation!

Ongoing Brand Management
It’s tempting to lose focus on personal branding once you’ve settled into a new position, 
but this is a mistake. Instead, develop and nurture your brand by remembering that 
“everything you do—and everything you choose not to do—communicates the value and 
character” of your brand.

Good luck!

The Power of Personal Branding, Continued.

Louise Fletcher is the President 
and Cofounder of Blue Sky 
Resumes. She is a Certified 
Professional Resume Writer 
(CPRW) whose resumes have 
been selected for publication by 
JIST Works in upcoming “Expert 
Resume” books. She specializes 
in working with senior executives 
to develop compelling marketing 
materials including resumes, cover 
letters, bios, and web portfolios. 
Prior to founding Blue Sky, Louise 
built a successful career as an 
HR executive and she still writes 
a monthly column on Human 
Resource management for 
Monster.com.

Louise can be reached at 
lfletcher@blueskyresumes.com or 
visit www.blueskyresumes.com
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Your Resume
Is Your Irresistible Value Proposition Clear? 
Potential employers need to understand what separates you from 
other applicants.

What’s Your Current Career Goal? 
That question needs to be answered in the first 2 seconds of reading 
your resume. Don’t keep the reader guessing.

Why Are You the Best Candidate for the Position? 
You need not only to qualify and quantify your accomplishments, but 
also demonstrate how, when faced with a problem, you’re precisely 
the candidate who solves that problem.

Are You Impressed When You Look at Your Resume? 
Have you infused your personal brand into the document? If not, then the chances your resume will 
impress others are slim to none. Do not underestimate the WOW factor here!

Your Cover Letter
Simply stated, a cover letter is an Introduction, Sales Pitch, and Call to Action.

The Introduction
You don’t want to simply rehash your resume. This is your opportunity to provide the hiring 
authority with valuable (preferably targeted) information not appropriate for resumes such as your 
business philosophy, enthusiasm for their new product, or challenges you wish to take on in the 
next step of your career.

The Sales Pitch
Let’s get some #’s on the page. Increased revenues by 37%. Expanded market share by 54% after 
developing and implementing an innovative product launch campaign which increased year-end 
profits by $47 million dollars. Get the idea?

The Call to Action
This is where you tell them “I will be calling you on 12/13 to set up an interview.” Heck, you’re 
the leading Senior VP of Sales for the largest Pineapple Distributor in Hawaii! Do not take a 
passive voice in this situation—make something happen!

Are You Ready to Land?
By Liz Benuscak

Use our 
Assessment Checklist 
to make sure you’ve 
got everything you
need to land that 

$100K + Job
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Networking
In case you were unaware, 80% of senior level positions are sourced or filled through networking. If 
you aren’t comfortable with networking, decide what you need to do to get over your issues and get 
comfortable, because it is a mission-critical facet of your career marketing.

E-Networking
E-Networking is traditional networking coupled with the clout of the Internet. Surfing the net 
you’ll find numerous sites dedicated solely to business networking, and other sites which simply 
have solid networking components - these include many career clubs hosted by Internet Portals and 
differentiated by profession, passion, or area of expertise.

The Givers Gain Philosophy
“If you don’t genuinely attempt to help the people you meet, you are not networking” says 
Dr. Ivan Misner, Founder of BNI. He’s dedicated his professional life to the study of networking 
and has been dubbed the “Networking Guru” by Entrepreneur magazine. Think about a time when 
someone helped you make an unexpected key connection—how did you feel about that person? 
More than likely your immediate reaction was, and still is, to reciprocate the kindness/assistance 
that was shown you. Integrating this philosophy into your networking process will take time: the 
potential rewards, however, are astounding.

Are You Putting Your Network to Work for You?
Break out that Rolodex and start going through your contacts one by one. Answer the following 
questions for each contact... Where is he in his career? What happened when you last met her? 
What synergies exist? Can you be of assistance to this contact?

Behavioral Interviewing
As discussed earlier, behavioral interviewing simply means an interviewer asks very specific questions 
about real situations. The theory is that your past behavior is the best predictor of how you’ll behave 
in the future, so employers probe your background for clues.

Can You Take Charge of the Interview? Positively?
During the interview process, even if you aren’t asked behavioral questions - very specific questions 
about real situations - answering questions this way helps put you ahead of the pack. Your freshest 
examples are the best indicator of how you’ll behave in the next few years, so make sure you 
prepare a mental list of touchpoints. Remember - especially if you aren’t being interviewed in this 
style - that there’s a not-so-fine line between self-assuredness and brazen dominance... Diplomacy 
is an art form—practice this one!

Are You Ready to Land? 
Continued
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Give Cohesive Examples...
If you’re asked “How much experience do you have working with a small budget?” give a behavioral 
answer of facts and figures with a short war story to tie it in. This makes an infinitely greater impact 
than the ...“I’ve had to do that a lot actually” answer.

Tell the Story
Q: “How much do you know about?”
A: “I’m very familiar – just recently I ....”

Q: “How often have you had to ....?”
A: “That’s something I’ve done frequently ... actually, I remember when ...”

Preparation is Key!
To reach your target firm effectively, focus first on the employer’s needs, then develop examples 
which demonstrate your ability to meet those needs. Keep it relevant and you’ll have great success 
with Behavioral Interviewing.

Do Your Research
Identify the company’s key business issues. Are they planning new product launches? Divesting 
non-core units? Get into the minds of the company’s executives and ask yourself: “given their 
business issues, what will they want to know about me?”

Online Job Search
Online search is a key facet of an executive candidate’s search. Be aware that resumes posted to job 
board databases may be read by all sorts of people, and give some thought to how you’ll prevent 
unauthorized readers from seeing it.

Google Yourself
Conduct a Google search on yourself and consider what comes up. Take action to ensure the 
message you’re sending the world is one you want seen.

Take Your Brand Online
Writing business-related articles and posting to serious forums regarding business issues is an 
excellent way to build a positive online presence. 

If you develop an explicitly nonprofessional web site (a blog, for example), make sure it’s not 
indexed in the search engines. 

Create an Online Portfolio
An executive portfolio is rapidly becoming a must-have for senior executive job-seekers. Web 
portfolios allow senior executives to take control of their online image and personal brand. 
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Personal Branding
20 Words or Less!!
Get ready to articulate, in 20 words or less, what makes you uniquely 
valuable to potential employers. You already understand the importance of  
branding as it pertains to your business—now apply those same principles 
to your career.  

Who Are You?
Develop compelling stories—challenges faced, actions taken, results 
achieved, lessons learned—and weave these points into your interviews 
and marketing documents’ message. Work to hone all this information 
down to 15-20 words that summarize your personal brand.

Key points to keep in mind when developing your personal branding 
statement: be Truthful, give facts that are Supportable, Focused, Relevant 
to your target market, Compelling and Unique. 

So You Know Your brand—Now What? Drilling Down...
Have you infused these points into your Resume and Cover Letter, your 
Marketing Campaign, your Interviews, Online Presence?

Liz Benuscak is the Executive 
Director of Bi-Coastal, a Certified 
Professional Resume Writer and 
Job Career Transition Counselor. 
Designated as the Resume and 
Interview Expert for iVillage.com, Liz 
writes about career development 
and resume writing across several 
business and industry publications 
and has been quoted in The LA 
Times, The Chicago Tribune, The 
Journal News, The Orlando Sentinel, 
and the Miami Sun Times. She has 
also appeared on national television 
as a Career Expert for Better Homes 
and Gardens.

Liz can be reached at 
lizbenuscak@optonline.net or visit 
www.bi-coastalresumes.com
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About TheLadders

TheLadders brings you real, open, high-level jobs across the 
United States and abroad in an easy to use weekly jobs newsletter. 
Our targeted sites list over 3,000 new jobs weekly, across every 
industry and sector.

Each week, we screen over 50,000 job listings and hand-select 
the 3,000 jobs that meet our strict criteria. We list exclusively 
jobs that pay more than $100,000 per year, including C-level, 
VP, Director, and Manager jobs. If you’re in the market for this 
type of job, you won’t find a better resource anywhere - it simply 
doesn’t exist.

Designed just for the $100k+ professional.
Most job sites out there are designed for the mid-level job-seeker. Loaded with jobs below 
your skill-level or experience, they make it difficult to quickly and easily pick out the jobs 
that are right for you.

TheLadders makes it easy by delivering only top-tier jobs in the right industry and sector 
for you. We’ll also send you our weekly jobs newsletter, packed with tips and advice on 
successfully landing that dream job you’ve been after.

Sign up today and see what you’ve been missing.
Visit www.theladders.com

If you’re looking for
your next $100K+ Job

TheLadders 
is right for you
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