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WHAT WE’LL COVER

✓ Job Targets

✓ Marketing Plan

✓ Branding & Positioning

✓ Prioritizing Your Job Search Time

✓ Diagnosing a Stalled Job Search

2



Take a Targeted 

Approach
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(don’t be a “Rennaisance Man”)
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❖ Job title or description

❖ Industry or Organization 

Type/Size

❖ Geography (sometimes)

4

Change a parameter, 

change your positioning
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Job Target Example

5

Marketing, Tech Co.’s, Greater NYC

Director of Marketing

Director of Marketing, Tech Co’s, Greater NYC
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Advanced Target Decision-making
1. List important key drivers of your decision in columns:

➢ Assessment Exercise results

➢ Things you enjoy doing that you are good at

➢ Values, interests

➢ Potential regrets

➢ Long-range vision

2. “Brainstorm” any possible job interests – list in the rows

3. For each “row” (potential target), check off the number 

of “columns” (things that matter)

4. Narrow down the list: Those jobs with the highest 

number of check marks are worthy of further research.
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Decision-making Brainstorming Example
Assessment Results

(total the # of columns with weights, and then sum 

the weights in each of the columns)

Possible Job targets
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select

ed

Sum 

(Wtd) 

Priority (enter "1", or "10" if mandatory) 1 1 1 1 1 1 1 1 1 1 10 10 1 1 1 10 10 1 18 54

In-house Tax research & planning expert 1 1 1 1 1 1 1 1 1 1 10 10 1 10 10 1 16 52

Running a special needs school 1 1 1 1 1 1 1 1 1 10 1 1 12 21

consultant/advocate for special needs families 1 1 1 1 1 1 1 1 1 1 10 10 1 1 10 15 42

CFO for small bank (get to wear other hats) 1 1 1 1 1 1 1 10 10 1 10 10 1 13 49

Solo Tax Consultant 1 1 1 1 1 1 1 1 1 1 10 1 1 13 22

Tax for a Consulting Firm 1 1 1 1 1 1 1 1 1 10 10 1 1 1 10 1 16 43

Lobbyist for non-profit 1 1 1 1 1 1 1 1 1 10 1 1 10 13 31

Pilates Teacher 1 1 1 1 1 1 1 10 1 1 10 11 29

CIA Analyst 1 1 1 1 1 1 1 10 1 1 1 10 12 30

Stay at home mom 1 1 1 1 1 1 1 10 10 10 10 37

Lion Tamer…

… and so on…
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Prioritize targets

(don’t go for them all at once)
9



Target Enough Potential

10
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Your Marketing Plan

Two to Five prioritized Job Targets

✓List target companies

✓Rank the Companies: A, B, C

✓Guesstimate # of potential positions by company

11
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EXAMPLE MARKETING PLAN
JOB-SEARCH MARKETING PLAN

Total Positions*: 185

TARGET 1 TARGET 2 TARGET 3 TARGET 4

Position/Job Description Financial Accounting Director Financial Accounting Director Finacial Accounting Director Financial Accounting Director

Industry or company type financial services Luxury/Global Retail Financial Services Luxury/Global Retail

Geographic Area Toronto New York New York Toronto

# positions Rank # positions Rank # positions Rank # positions Rank

Bank of Montreal 5 A Tiffany's 10 A HSBC 10 A Tiffany's 5 A

Toronto Dominion 5 B Louis Vitton 10 A BNP 10 A Louis Vitton 5 B

CIBC 5 C Gap 15 A Societe Generale 5 B Gap 10 C

Brooks Brothers 10 B Credit Suisse 10 B

Paul Stewart 10 B UBS 10 C

Gucci 10 B Deutsche Bank 10 C

Chanel 10 C

Rolex 10 C

Hermes 10 C

Total # Positions* 15 95 55 20

12
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EXAMPLE MARKETING PLAN
(what’s wrong with this plan?)

13

Too small – aim for 200
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Create a Version to Share in Info Meetings or by Email

14



Position Yourself Correctly

15
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Position Yourself

16

for your job target, NOT your last job
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Example of Marketing Analyst: 

Banking to Higher Education

YES

• Doubled 

Marketing's ROI

• Increased retention 

by 57%

17

NO

• Doubled credit card 

balances

• Increased revolver 

retention by 57%
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“Before” 
Resume, 

Page 1 of 2

Susan’s target 

was “Senior 

Finance Exec” in 

a big media 

company. How 

does her resume 

position her?

18
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“After” 

Resume, 

first of 

three pages

19
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BRANDING & POSITIONING

20

You
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Their #1 Question

How Can You 

Help Me?

21
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Research to Identify Positioning

22
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Develop “Pitch” from Positioning

✓How to Categorize Yourself

✓How You’re Different

✓ Examples of Your Success

23
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Pitch in “Direct Contact” Message

24

Subject: Discuss fundraising at Ivy?

Dear Claire,

Upon seeing your name in the AFP LinkedIn Group and noticing our additional shared connection, I thought I would reach out to you; 

I myself have many years of experience with fundraising.

I’m currently a Director of Event Planning at GoodOrg. In the long run I am looking to transition into higher-ed, such as Ivy. I would 

greatly appreciate 20 minutes of your time to gain your insight on how my experience might fit in an educational setting (I would not 

be expecting any openings). Perhaps the meeting would be mutually beneficial; I would be happy to make my extensive network 

available to you, or share ideas from my experience developing successful fundraising strategies and events. 

Some background: As you can see from my LinkedIn profile, I have over 10 years of experience in fundraising and event planning 

that could be useful to institutions of higher-education. Highlights include:

• Developed an analytic approach to identify most likely donors, which resulted in a 37% increase in donations following its 

implementation.

• Led a capital campaign last year that brought in $3 million and exceeded goals.

• Created seven partnerships with associations and corporations; all were credited with providing new value to our audience while 

substantially increasing donations.

• Planned and delivered dozens of events; met or exceeded fundraising forecasts in every one.

With three family members who have graduated from Ivy, I’m grateful for both the benefit they have derived and the contribution you 

are making to society; I would greatly value your insight regarding this hoped-for transition. Would you be available for a brief 

conversation, either in person or by phone?



Prioritize the

ACTIVE Approach!

25
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The Four Ways of Getting Interviews

26

• Job Postings

• Search Firms

• Direct Contact

• Networking

(passive) 

(passive)
≈20%

≈80%
(active)

(active)
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Challenges with Answering Ads

Finance

Genius

Ads are a passive method for searching

The average online ad receives hundreds 
or thousands of responses

Your background has to look almost 
identical to the requirements

A computer or HR is often doing the initial 
screening

27
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Challenges with Search Firms

Passive 

Your background needs to match nearly exactly

You will need to give your salary requirements

The hiring manager is NOT doing the initial screening

Middle-person between you and hiring manager can 

often hurt more than help

28
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NO to Passive / Reactive

29



© 2014-18  Hellmann Career Consulting / www.hellmannconsulting.com rob@hellmannconsulting.com

YES to Active: Take Control

30

Find that island of

your dreams and…
Rocket to it!

http://www.hellmannconsulting.com/
http://www.hellmannconsulting.com/
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Strategy for Active Search

31

Stage 1: get the word 

out to your network –

200 people!

Stage 2:

6-10 

things in 

the works
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Networking

When you’re using someone 

as an introduction to get to 

someone else

Form lifelong relationships

“re-contacting” is key

32
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Stage 1: Developing Your Network

33

1. Use LinkedIn!

2. Think broadly about who is in your network

✓ Dentist

✓ Neighbor

✓ Old professors

✓ Current and former colleagues 

✓ People you worked with long ago and liked

✓ Family & Friends

✓ Etc.
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Stage 2: 
At least six meetings at any time, with 

people who can hire you

34

(it’s a numbers game)



Be proactive at all stages

35
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Contact Management: 50% of Success 

Have a contact management system! Inexpensive 

examples:

─ Spreadsheet with columns for name, company, job target, 

next action, date next action, status notes, priority (1, 2, 3)

─ Gmail – www.capsulecrm.com , www.insightly.com (there 

are others) plus Google Calendar

─ For Windows Computers – Try www.essentialpim.com

36

http://www.capsulecrm.com/
http://www.insightly.com/
http://www.essentialpim.com/
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Plan to re-contact Your network

every 3 to 6 weeks 

✓ update them on your progress

✓ Send them a link to a useful article

✓ Provide additional thoughts

37
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Example: keeping in touch

38

Subject: Hello and update

Hi Ben, hope things are well with you and …. Thanks again for meeting 

with me last month!

Thought I would update you on how things are going with my search as it’s 

been a while. I’ve met with TechCompany1, as well as some other 

Technology firms.  The conversations have been interesting, and may 

result in something down the road.  In the meantime, I continue to reach 

out to companies and people in my marketing plan.

If there is anything I can do for you, including introducing you to my 

network, please don’t hesitate to ask! I look forward to talking with you 

again soon.
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Diagnosing a Stalled Search

39

1. Are you "positioning" yourself correctly? 

2. Are you too general, or trying to be all things to all people? 

3. Are you too scattered, trying to go for many different targets at once?

4. Are you actively going for it, or waiting for the ad or search firm? 

5. Are you proactive at all stages (following up, keeping in touch)?

6. Is your "message" getting lost because of poor communication? 

7. Are you meeting with both the right people, and enough of them?

8. Are you targeting enough positions (i.e. roughly 200)? 

9. Are you spending enough time on your search? 

10. Are you having fun?



Additional Resources: www.hellmannconsulting.com
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NEWLY UPDATED (May 2018) Includes how to pitch yourself
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