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Salary & Job Negotiation

HCC
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The Four-Step Salary Negotiation Method

Effective negotiation starts from the first interview

Step Four:
Step Three:

Step Two:
Step One:
Negotiate Your

Outshine and :
Create the Get the Offer Compensation

Foundation Outlast Package

Negotiate the Job the Competition
Know What You’re Worth

HCC
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#1: Create The Foundation
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Create A Foundation For “More”

SUCCESSFUL COMP

NEGOTIATION

/

NEGOTIATE THE JOB

e

~

KNOW WHAT YOU’RE
WORTH
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Negotiate The Job, NOT The Comp!

* Suggest “enhancements” to job description (salary will follow)
* Make sure hiring manager agrees

* Highlight these areas in interview follow-ups

—)
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Know What You’re Worth

If changing geographies, consider COST OF LIVING

Cost of Living in Miami vs. Other Cities
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. 2 *Source: www.payscale.com

HCC
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Know Your Worth — Do Research

Search Firms
Job Postings

Network (including associations)

N X X

Google e.g.
“risk manager salaries New York”

AN

Salary Research Websites (see next
slide)
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Compensation Websites
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Compensation At Non-Profits

{ 'EE GUIDESTAR }

www.guidestar.org

* Perform a search by name of non-profit

* See IRS Form 990 for organization

 Form 990, Part V—List of Officers,
Directors, Trustees and Key Employees
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What Do You Really Make?

é Base salary é Transportation comp.
é Bonus é Tuition, training
é Profit Sharing é Other Perk’s

é Deferred Comp.
é Stock Options
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#2: Outshine And Outlast The Competition

HCC
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Question

What do you tell the interviewer
If she/he asks about salary?

© 2014-18 Hellmann Career Consulting / www.hellmannconsulting.com 14
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Postpone Salary Discussion Until
AFTER An Offer Is Made

Before the Offer After the Offer

An Offer Gives You the Leverage
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Answer:

Avoid discussions about salary
until you receive an offer

It destroys your negotiating leverage

You can't talk salary when you aren’t clear what the job is yet

Salary is only one piece of total compensation

You might arbitrarily exclude yourself
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For Salary Questions, Say In priority order:

1. | know we're both fair and we’ll be able to work something out.

2. There are so many aspects to compensation, for example base, bonus,
401K matching, amount of raises, frequency of raises, profit sharing... If
you don’t mind, I'd like to postpone this discussion until | understand
thoroughly all aspects of both the job and compensation.

3. | haven’t completed my due diligence yet. What are you thinking about?
then We'll be able to work something out.

4, I'm looking for a (salary or total comp) range of <absolute bottom> to
<way high>

© 2014-18 Hellmann Career Consulting / www.hellmannconsulting.com 17 rob@hellmannconsulting.com
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Know where you stand

« Surface objectionsin the interview
« Learn when the decisionis being made

* Follow-up “strategically”
* Address concerns

o Offer additional value/info

HCC
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#3: You’ve Gotten The Offer!
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Never Negotiate On The Spot

HCC
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Offer Is Way Out Of Line?

You will need an immediate
response, e.g. “That sounds
like a different job...”

Rule of Thumb: < 30% difference, may be able to negotiate a solution

HCC
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Assuming Less Than 30% Difference

You should respond (via phone or email) with:
1. Positive framing
2. Get information about compensation

3. Make an appointment to discuss in person with hiring manager

HCC
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Step 1: Positive Framing

Before you start asking for more information, say/write:

* “lappreciate your thinking of me for this role...”
* “I know I will enjoy working for you...”

« “...and I'll be able to add the value you’re seeking...”

HCC
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Step 2: Get Information About Compensation

Say: “I look at this as a long term opportunity, so | would

like to understand exactly what I’'m accepting...”

Then ask about ALL parts of compensation, e.g.:

Base

Bonus

401k matching

Deferred comp/pension

Benefits, including healthcare, paid leave, etc.
Amount and frequency of raises

Other comp, e.g. stock options, profit sharing
Etc.
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Step 3: Make An Appointment To Discuss
With Hiring Manager

* The hiring manager cares the most (not HR
unless that’s your boss!)

* Don’t say “want to discuss salary,” say
“want to discuss the job to ensure we’re
both set up for success.”

* In-person is better, because they see the
effort, and there’s better communication

HCC
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High Offers

* Canyou live up to the expectations of the job?

* Will they cut you first because their salary is too high?

HCC
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#4: Negotiate the Offer

HCC
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At The Meeting: Framing Is KEY

It’s never about “I want”, it’s about WE
v’ Say “What can we do to make this work”

v" You’re on the same side- how much you’re looking
forward to working with them

v Aim for a win-win

HCC
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Everything is Negotiable

/ Basic Compensation
[0 Base Salary

O Sign-onBonus

Incentive Compensation

[0 Performance bonus (discretionary vs.
set)

[J Sales commission/incentive plans

[J Stock options

[0 Matchinginvestment programs
O Deferred Compensation

O Profit sharing

O Frequency of reviews/raises

O Amountofraises

0 How “Success” will be measured -
(Transportation costs /

O Vacation
O Start Date

/ Perquisites (Perk’s)
Expense accounts

Company car

Memberships

First-class hotels or air travel
Paid travel for spouse

Private secretaries

Employee discounts
Financial-planning assistance
CPA and Tax Assistance
Tuition Assistance
Continuing and Professional Education
Conventions

~

OO00O0OoOO0OoOooOoooOooOoao

\Fu rlough trips for Overseas Assign ments/

~N

I [y o o

Related to Severance
U Severance Pay and Outplacement
U Consulting Fees After Termination

O Insurance Benefits After Termination

-

Relocation Expenses
Moving

Housing allowance

Real estate brokerage fees, closing
costs, bridge loan

Home buying trips

Lodging while between Homes
Company purchase of your Home
Discounted loans/mortgages
Temporary Housing
OutplacementAssistance for Spouse

/

© 2018 Hellmann Career Consulting / www.hellmannconsulting.com
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Signing Bonuses

* Last resort, since it’s a one
time event

* Companies often use these
to hold down costs
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How Strong Is Your Position?

=

¢
)
"

How do you compare to your competitors?

Can you be easily replaced?

What are you worth in the market? “

Do you have alternatives?

Are you willing to walk away?

HCC

© 2018 Hellmann Career Consulting / www.hellmannconsulting.com 31 rob@hellmannconsulting.com



Less Negotiating Flexibility

/I‘;

it

X Government Agencies

X Law Practices
X The Military
X Non-profit (some, but limited flexibility)

X Union-based positions
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Keys To A Successful Negotiation

@ RESEARCH is your best friend - so it’s not about
* “Il'want” it’s about what’s fair

w Share the research with them!
Y

* “Here’s what Glassdoor says others get paid...”
Jf\\y' 11 . ”
. °*“My colleagues at your competitor make...

S0
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1. Start with a couple of easy items that you can give them
2. Rotate between easy and hard items

3. Salary may not be the first thing you bring up!

4. Vacation should be near the end

5. Severance is last

HCC
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If They Ask You For A Number First...

* Name a high number; re-frames in your favor
 Give an exact number - not ‘around 150k’
but instead ‘$154,000’

« Back itup with “evidence” of fairness

© 2018 Hellmann Career Consulting / www.hellmannconsulting.com 35 rob@hellmannconsulting.com



If The $ You Ask For Is Higher Than
What You Originally Said

 “Now that! betterunderstand the role and WE BOTH
understandthe value I bring to you, | believe this is what I’'m
worth.”

* “I’ve done some additionalresearch, and have found that
the market rate for this role and the value | bring are X; I’'m
looking for what’s fair, which to me is the marketrate”
<show them the research>

© 2018 Hellmann Career Consulting / www.hellmannconsulting.com 36 rob@hellmannconsulting.com



Are You Set Up For Success?

Ensure you
are BEFORE
you accept!
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Your Role

 Expectations (what are they?)

* Resources (staff, budget, access- any
weak links?)

* Key Stakeholders (are they aligned with
position?)

HCC

© 2018 Hellmann Career Consulting / www.hellmannconsulting.com 38 rob@hellmannconsulting.com



Personal Assessment (SWOT)

Strengths e.g. strategic,
relationships

Weaknesses e.g. not technical
Opportunities e.g. break down silos

Threats e.g. will be relied on for
technical programming

HCC
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Organizational Strategy

Is the offering company a winner or might it hinder your career?

e.g. THE 5C’s
Customers
Collaborators
Capabilities
Competitors

Conditions

© 2018 Hellmann Career Consulting / www.hellmannconsulting.com
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Keep 6-10 Things In The Works

* Essentialto keep moving towards
alternatives, until you have agreed to an
offer and it’s in writing (e.g. email)

 Common trap: you place all their hopes on
one offer!
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Common Sticking Points

Afraid you’ll lose the offer if they negotiate

 Emphasize how “same side of table” approach negates this fear
 Clients negotiate successfully all the time

* If 6-10 things, that's the ultimate security

Short-change yourself by not negotiating “everything”

* Develop along list of things to negotiate

* The longer the list, the more likely they'll get something (hiring
managers don’t like to keep saying “no”)

HCC
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INTERVIEWING

HCC
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Interviewing

Jonathan E. Doe

42 John Doe St., APT 00 + New York, NY 10027 1 » 000-555-9999

RELEVANT PROFESSIONAL EXPERIENCE
Position 1 2011 - Present
Employer 1, New York, NY
« Lorem Ipsum dolor sit amet, consectetur adipisicing ek, sed do elusmod
+ Utenim ad minim veniam, quis nostrud exercitation ullamco laboris nisi

mpor incididunt it

. D in voluptate ou fugiat nula
position 2 2009- 2011
Employer 2, Boston, MA

« Lorem ipsum dolor sit amet, consectetur adipisicing eit, sed do elusmod tsmpor incididunt ut

« Utenim ad minim veniam. quis nostrud exsitation ullameo laboris nisi

. D in P fugiat

2006~ 2009

Empioyer 3, San Francisco, CA
« Lorem Ipsum dolor sit ameL. consectetur adipiicing it sed do eiu
+ Uteenim ad minim veniam, quis nostrud exscitation ullsmoo laboris|
« Duis aute irure dolor in reprohendert in voluptate velit esse Gllum

the stage

SELECTED PROFESSIONAL SKILLS
Advanced with Professional Skill 1, Professional Skill 2, and Profess]
Highly proficient with Professional Skill  and Professional Skill 5

skill 5, 7,and
Highly proficient with Professional Skil 9 and Professional Skill 10
Proficient with Professional Skil 11 and Professional Skill 12

SELECTED VOLUNTEER ACTIVITIES
Volunteer position 1, Organization 1
o Lore psum dolo it amet, consectetur adiisicing i, sed o
Volunteer position 2, Organization
o Duis auto irurs dotor i raprahendetin voluptate velt esse cik
Volunteer postion 3, Organization 3 Donna M. Poudrier - B carw

in|

Voluntee posion & Orgomasnin . o1 SorERion M2 185 pyirector of New Business Development | Co-Founder “Get L qronspoor
Duis aute irure dolor in reprehendent in voluptate veit esse cit  Hired” Program | Career Coach| Public Speaking Coach | -
Reciber () sew contactinto
EDUCATION &%
Bachelor of Arts in Economics . " 0% connections
New York University, New York, NY
Bl s [ IS
. Honors E trics, Global
Honors Advanced Statistics, and Global Development
Fm passionate about communication and teamwork we work together. connecting in our

REFERENCES AVAILABLE UPON REQUEST | €OVersations and presentations, we produce stellar With 20 years of corporate experience in

R Interview mindset
must be fueled with a
consultancy mentality

44



Have a “Consultant Mindset”

The
Consultant
Mindset

Solve the company’s

Get the Business oroblem(s)

How do | do this? How can | help them?

45



Four steps to ace the interview

1. Understand the strategy
2. How to prepare
3. Interview tactics

4. Follow up

Your goal: get to the next meeting!

46



A consultative approach

A consultative approach: fosters a
dynamic and engaging conversation The

Consultant
Mindset

a7



Your focus...

How you can Help

The
Consultant
Mindset

B Uncover what problems there
are and how you can help
solve them

B Display your ability to solve problems
» Tell stories
— Key strengths
— Results

48



Your strategy...

Thinking and acting like a
consultant involves the following: The

Consultant

Research the company to form a hypothesis vindset

Ask guestions to confirm/disprove hypothesis
Focus dialogue on client’'s problems
Share examples of success

Follow- up with a proposal

49



The employer wants to know the answers to

these 3 questions:

1. How can YOU help Me?

2. Why do you want to work here?

3. Willyou fit In?

50



“How” you prepare for the interview

1. DO YOUR RESEARCH

2. SELL YOURSELF

3. MAKE IT EASY FOR SOMEONE TO
HELP YOU AND/OR HIRE YOU

It’s really that simple.

51



Put yourself in the shoes of the interviewer

Turn yourself 180 degrees!

52



Obvious Interviewee Questions

B \What's your greatest challenge in the next 6 months?

B \What's a typical day like?
B Why would | be interacting with (other depts.)?
B How would my success be measured?

B What are the characteristic of people who succeed in
this role?

53



Obvious Interviewee Questions (Continued)

Research

Basics
Company All news regarding the company & people
Role LinkedIn profiles of all interviewers
Who Meeting with Company website

Hypothesis about each person you
might be working with

Reach out to network for potential referrals

Draft questions for each person to help
you prove/disprove your hypothesis

54



Tell your story

Your stories are what
make you...

* A dynamic interviewee

« A memorable and
gualified applicant

55



How to tell a good story

B Showcase your greatest
successes.

B Use your 3 main attributes
from your pitch.

B Have 2 or 3 success stories
INn your hip pocket at all
times.

56



The best stories have three main parts

P B Problem — present conflict

or obstacle

A B Action — The HERO (YOU)
has taken some action to

L i
—
remedy the situation |

R B Result — The happily ever
after ending all because of
YOUR doing!

(No more than 2 minutes!)

57



Your story should grab your listener’s attention

IT SAYS HERE
THAT YOU'VE N
GOT A SHORT ||| ~
ATTENTION
SPAN

We all have short attention spans

KC/\

B A recent study! by reported that the
attention span of a gold fishis 9
seconds...

' What was I

. doing again? Q
- ..and because of the digital age, e o
our attention span has been Y o

reduced to 8 seconds

7

So make your opening line compelling!

1U.S. News 2015 58



Look for opportunities

to showcase your stories!

Jonathan E. Doe

42 John Doe St., APT 00 « New York, NY 10027 « johndoe@johndoe.com » D00-555-9999

2011 - Present

RELEVANT PROFESSIONAL EXPERIENCE
Position 1
Employer 1, New York, NY
& ipsum dolor sit amet, consectetur adipisicing elit. sed do elusmod tempor incididunt ut
gim veniam, quis nostrud exercitation ullamco laboris nisi
in reprehendent in voluptate velit esse cillum dolore su fugiat nulla

2009 - 2011

Position 2
Employer 2, Boston, MA

*  Lorem ipsum dolor sit§
Ut enim ad minim veniai
Duis aute irure dolor in rop

sectatur adipisicing elit, sed do eiusmod tempor incididunt ut

jostrud exercitation ullamco laboris nisi
jerit in voluptate velt esse cillum dolore eu fugiat nulla

2006 -~ 2009

Position 3
Empioyer 3, San Francisco, CA
Lorem ipsum dolor sit amet,
Ut enim ad minim veniam, q|
Duis aute irure dolor in rep

tetur adipisicing elit. sed do eiusmod tempor incididunt ut

rud exercitation ullamco laboris nisi
it in voluptate velit esse dcllum dolore eu fugiat nulla

1, Professional Skill 2, and Professional Skill 3

SELECTED PROFESSIONAL SKILLS
Advanced with Profess
Highly proficient wig

onal Skill 4 and Professional Skill 5
sional Skill 6, Professional Skill 7, and Professional Skill 8

fessional Skill 9 and Professional Skill 10
sional Skill 11 and Professional Skill 12

2011-2012

R ACTIVITIES

Volunteer position 1, Organization 1
Lorem ipsum dolor sit amet, consecletur adipisicing elit, sed do eiusmod tempor incididunt ut
20102011

.
Volunteer position 2, Organization 2
Duis aute irure dolor in reprehendent in voluptate velt esse cillum dolore eu fugiat nulta
2010-2011

.
Volunteer position 3, Organization 3

* Utenim ad minim veniam, quis nostrud exercitation ullamco laboris risi
Volunteer position 4, Organization & 2010
*  Duis aute irure doloe in reprehendent in voluptate vest esse cillum dolore eu fugiat nulla
EDUCATION

Bachelor of Arts in Economics 2006

New York University, New York, NY GPA: 3.68/4.00

«  Graduated magno cum laude
Courses taken include Honors Econometrics, Global Macroeconomics, Honors Microeconomics,

.
Honors Advanced Statistics, and Global Development

REFERENCES AVAILABLE UPON REQUEST




Interviewing Tactics

® DO YOUR DIAPHRAGMATIC
BREATHING

 Arrive at the interview early, do not be

announced until 5 minutes prior - “Nothing great was ever
? achieved without
 Greet with a smile and a strong enthusiasm.”
handshake - Ralph Waldo Emerson

* Show energy & enthusiasm
* Open body language and eye contact
« Take notes

* Dress professionally

ALWAYS BE POSITIVE!

60



Tactics — Diaphragmatic breathing

B DIAPHRAGMATIC BREATHING
(also known as belly breathing)

* Relaxes the diaphragm:
— Puts more oxygen into your blood stream

— Makes you more relaxed for your
Interviews

— Makes your voice more resonant

61



Tactics —answering questions

Always listen carefully and decide how to answer

PAY
ATTE’%\!TION

\

Give yourself time to pause and reflect on the question.

Ask yourself: Can you answer with a relevant story?
Or can you sidestep it with an alternative

If sidestep or no story — be brief and steer it back to the
conversation (giving and getting info)

62
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10.
11.
12.
13.
14.

Handling difficult questions

How would you find a needle in a haystack?
Tell me about yourself

W hy should we hire you?

What's your greatest strength?

Give us an example from your experience that’s relevant to the problems we need
you to solve

Give us an example of an obstacle you faced at work or in a class project

Give us an example of an assignment you were not proud of/didn’t get the outcome
you wanted

Whatis your greatest weakness?

Give us an example of criticism you received at school or work
In the past, how have you dealt with a difficult boss?

Do you prefer a manager who’s hands-on or hands-off?

How did you deal with a difficult employee or colleague?

Why did you leave your prior position?

Why have you moved around so much?

63



Final Rules

B Never say anything not compatible with the job

B Always stay positive e

PMA

64



1.

Concluding the interview

—you must ask these questions

How do you feel about moving my candidacy
forward? (really asking for any negatives,
concerns)

Where are you in the process? (then if not the
first person interviewed) How do | compare
versus the other candidates?

How soon will you be making a decision?
(really asking next steps, then say...) | look
forward to hearing from you within “x” (.e.g. 2)
weeks (solidifying time line)

65



Get the Offer:
Post-Interview Follow-up

66



How many write “thank you”
letters after an interview?
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Change Your Mindset From
“Thank You” To Influence

» Oftenasor more important than the interview itself.
* Aninfluence letter:

v’ Is personal, that is, cannot be used for a different interview

v" Addresses areas that you forgot to bring up

v Addresses areas that you didn’t do justice to in the interview

v Addresses objections they raised to your candidacy in your questioning

v Shows you heard them; addresses how you can help with problems

© 2014-18 Hellmann Career Consulting / www.hellmannconsulting.com 68 rob@hellmannconsulting.com



http://www.hellmannconsulting.com/
http://www.hellmannconsulting.com/

In your influence letters, address:

o Questions interviewer asked (what they cared about)

o What interviewer seemed to like
o What they spent time discussing
o What objections interviewer may have (%

o The competition
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Common Problems
X Using Postal mail (should be an EMAIL MESSAGE!)

X Big dense paragraphs (solution: break them up,
subheadings, bullets, bolding, underlining)

X Repetitious
X Nothing new

X All “me, me, me” while leaving out how would help
interviewer or showing you heard them

X No direct link to what they discussed in the interview

X Too much “I can help with this” without proving it in
the letter

X Too much “thank you,” not enough “influence”

© 2014-18 Hellmann Career Consulting / www.hellmannconsulting.com 70 rob@hellmannconsulting.com
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Sample Influence Letter

Dear Joan,

It was a pleasure meeting with you and discussing your vision for leading the Enterprise PMO
department through the SAP migration over the next 18 months.

| was reminded in our conversation how exciting it is to have a chance to engage with another
seasoned Project Manager and compare notes. Thank you for the recommendation for the
book Project Managementis an Art. | have downloaded it an am already taking in the insights.

| am excited about the opportunity to be part of your team and to help the firm streamline its
accounting and reporting processes through the SAP implementation.

Regarding my SAP experience, | wanted to highlight a project | successfully managed that
was out of my purview at the time. (brief explanation)

| have also attached a brief outline of how | would get up to speed with the functionality of
SAP. In fact | have already begun that process...

HCC
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Julie’s Influence e-mail #1

Dear George,

Thank you for setting up the meetings with Dan, Robert, and Cathy. It was a pleasure to meet
them all.

| left yesterday with a clearer picture of the position's requirements. | understand that the
Admissions Director motivates and brings out the best in the Admissions staff, and relies on
measurement techniques to support the sales strategy and identify gaps and opportunities. With
this understanding in mind, | would like to reiterate what | bring to the position that others may
not.

| offer a superior analytical ability when working with people, which has enabled me to
successfully motivate, negotiate, build relationships and sell. | have a keen ability to listen to what
15 being both said and not said, articulate the key issues, and remain clear-eyed in both high-
pressure and highly charged situations. A cormmon trait of strong leaders is the ability to
communicate effectively, and this is my competitive advantage.

| know from my own experience that you only succeed at what you measure, so | understand the
importance of data analysis to the success of this position. | have previously analyzed sales and
revenue numbers, particularly in my business. | realize, however, this was not brought
out in my resume. Therefore, | would like to demonstrate my ability in this area.

If you are amenable, | propose that | analyze some of the department's spreadsheets containing
sales data and | will present my findings to you. | am happy to sign any confidentiality agreement,
or feel free to alter the numbers if necessary.

Looking forward to setting us both up for success.

From Robert Hellmann:

“Julie was a client of mine. At
the end of the first interview,
Julie found out what their
objections were. We wrote his
influence letter to emphasize
his analytic skills. She included
a proposal that they send him
data and she would analyze it..
Her proposal was accepted, she
analyzed the data they sent
him, then requested another

meeting to discuss it.”
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Example: After an interview

...Iunderstand the importance of data analysis to the
success of this position...| realize, however, this ability
was not brought out in my resume. Therefore, | would
like to demonstrate my ability.

If you are amenable, | propose that | analyze some of
the department's spreadsheets with sales data and |
will present my findings to you. | am happy to sign a
confidentiality agreement or feel free to alter the
numbers.

© 2018 Hellmann Career Consulting / www.hellmannconsulting.com 73 rob@hellmannconsu Iting.com




Julie’s Influence e-mail #2

Dear George,
| tharoughly enjoyed meeting with you on Thursday to discuss the findings of my analysis.

I'd like to expand further on our discussion of management approaches. | recently read a book
based on the Gallup Organization's study of managers (entitled First, Break All the Rules), and
felt that their findings reflect the strengths | would bring to this position. As the book states,
"Great managers look inward. They look inside the company, into each individual, into the
differences in style, goals, needs, and motivation of each person... These subtle differences guide
them toward the right way to release each person's unigue talents into performance. "

This ability to "release each person's unique talents into performance” is a natural talent that |
have honed throughout my professional career. As a Behavioral Change Counselor and Coach, |
work with each person's temperament and learning style to guide them toward their goals.
Mumerous testimonials (available upon request) attest to my ability to help people reach their
goals and even increase people’s performance beyond what they initially thought was possible.

| also have a successful record with sales. | currently sell my counseling/coaching services with
an over 80% close rate with phone inquiries. | have broken sales records at two different
locations of the nationwide chain, | ', selling 4 week, 8 week and 12 week programs (not
unlike selling educational programs). In my Star Chocolate business, which | conceptualized,
developed and ran, | successfully sold to both wholesale and retaill customers, including Fortune
500 companies. This strong sales background combined with my managenal ability makes me
uniquely qualified to deliver outstanding results to BCA.

| look forward to bnnging my talents to BCA and making a substantial contribution to the bottom-
line.

| hope you and your family had a wonderful time in D. C.

From Robert Hellmann:

“Now Julie went from being
rejected outright to being one
of the top two candidates. But
by again asking the “followup”
questions at the end of the
interview, she found that the
President preferred the other
candidate because he’d done
this job before. So we wrote
Julie’s next influence letter to
emphasize his unique
competitive advantage-- his
relevant skills that no other
candidate could bring, The
result? she got the job.”
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Influence after Rejection!

Susan <MY CLIENT>,

We are moving quickly toward finalizing the process. Our
recruiter has recently given us a substantial number of folks
who are either in, or recently in, XYZ positions with key
competitors. Many of these folks are coming to us with
substantial contacts at firms like BigCo Annuities and other
key firms we work with. My point is that we're narrowing our
search down to folks who have done this exact job, with recent
experience and current contacts. Pat or | will be back in touch
In the event we end up expanding the scope of our search
with a wider net. Thanks.

Anne <THE HIRING MANAGER>
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Influence After Rejection!

Anne and Pat,

| appreciate your candor. From your note, it sounds like you are identifying some highly qualified
candidates.

| would like to note, however, my blend of experience that uniquely differentiates me from the
competition and that makes me very well positioned to be able to deliver outstanding results. In
particular, please consider the following in your decision-making:

1. 1bring the client perspective: Coming from the client side, | understand more than others who
have done the XYZ job what the client is looking for. When pitching a prospect at, for example,
BigCo Annuities or a similar prospect, | would be able to leverage my insider knowledge of their
budget, presentation and marketing needs to help close the deal.

2. lgetthe difference between retail & sub-advisory wholesaling: Knowing how critical each meeting
is for sub-advisory adds to my understanding of the partners’ needs, and enhances my ability to
sell to them.

3. lbring a network of former colleagues: For example, at BigCo Annuities, the wholesaler
relationships from my former retail wholesaling role would automatically instill confidence in others
at BigCo to whom I'm partnering with.

4. |l am alow risk candidate-choice: My 24 years in the business, my proven track record, and my
diversity of channel experience throughout my career (having worked in all three channels) should
instill confidence that | will be able to perform above expectations for you, as | have for others.

I’'ve appreciated our conversations over the last few months, and would be thrilled to work with such a
top-quality company, for leaders that | hold in such high regard. | look forward to the possibility of
continuing the conversation.

Warm regards,
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Be Proactive

* Seek further meetings

* Help hiring manager shape the
position
* Share new ideas

» Write a strategy or proposal that
gets attention if appropriate

* Keep in touch to influence (NOT
for a status update- sounds
insecure)

HCC
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Turned down for the job?

Bring them
INnto your
network!

© 2018 Hellmann Career Consulting / www.hellmannconsulting.com 78 rob@hellmannconsulting.com



The Six Keys to
On-the-Job Success
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The First Key S

* The Old Goal was
Job Security

* The new goal Is
“Career Security”

* TO achieve career
security, you need
“Marketability”
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Marketability S

Think and act
like a
“consultant” -
an investigator
for your
employer.

HCC
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Marketability S

« Keep up with what is happening in your industry
v" Join associations or LinkedIn groups
v' Read trade journals
v' Take courses
v Network with people outside your organization.
« Keep up with what is happening outside your industry.
« Acquire the new knowledge and abilities that are in demand

* Bring new knowledge/abilities back to your present employer.
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The Second Key

Manage Up, Down,
and AcCross

Most people lose their jobs
because of poor
relationships, not
Incompetence.

HCC
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Manage Up, Down, and Across STy

> Your job is to please your boss
Your Boss » Appreciate boss’s leadership pressures.
» Are you set up for success?

» Manage Expectations!

Your Peers Be part of the solution- get along with your peers.

Your Practice situational leadership: vary style across the Directing---

Subordinates Delegating spectrum according to:
- competence and commitment

- importance and urgency
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Those above vou who influence vour job

OO
OO

Peers — At Your Level

At work, who
depends on you,
and who do you
depend on?

Lower Level than Yon
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Create Your
Stakeholder
Map

- List all your:
“bosses”’

peers (including business
partners, vendors)

“subordinates”

Quarterly: Assess
these relationships,
address gaps
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Your Five Second Pitch G2

Use it to make sure that your boss(es) and
colleagues know what you want them to know
about you.
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The Five Second Pitch

A concise phrase that generates interest...

- When answering an open-ended gquestion
- How’s it going?

- What are you doing these days?

- In a meeting, to get across your value

HCC
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Examples: Your 5 Second Pitch

* “now that I'm done with the workflow management project...”

* “When | was the CFO...”

* “I've been busy in-sourcing our marketing analytics capabilities...”
 “...since completing the Google business partner negotiation...”

 Yours?
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(the 39 key): Don’t let this be you




G
The 3'd Key: Take Charge of Your
Career — Vision and Plan

/,

-~ A

Find that island of Rocket to it!
your dreams and...

HCC

© 2017 Robert Hellmann LLC / www.hellmannconsulting.com 91 rob@hellmannconsulting.com




The Third Key S

Develop your career plan as if you were planning
someone else’s business. Understand (exercises):

* Your vision for your life
15-40 years out

* Your “motivated skills” —
what you enjoy doing that
you do well

* Your work-related values,
Including things you can
and can’'t compromise on.

HCC
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The Fourth Key S

Know when it’s time to move on.

¢ Are you set up for
success?

*» Are you able to learn
and develop?

*¢ Is this position still
compatible with your
Plan?
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Are You Set Up for Success?

Ensure that you
- are BEFORE
you accept!




Your Role

= Expectations (What are they?)

= Resources (staff, budget,
access— any weak links?)

= Key Stakeholders (are they
aligned with position?)
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Personal Assessment (SWOT)

= Strengths e.qg. strategic, relationships
- | = Weaknesses e.g. not technical
= Opportunities e.g. break down silos

= Threats e.g. will be relied on for
technical programming

HCC
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Organizational Strategy

Is it a winner, or will it hinder you?

THE 5C'’s

= Customers

= Collaborators
= Capabilities

= Competitors

= Conditions

What’s being said about your industry, your department?

HCC
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The Fifth Key &
I Demonstrate Leaders

HCC
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The Fifth Key

Demonstrate Leadership

Great Leadership =

1) developing a compelling vision for the way things should be

+

2) influencing others to adopt and work toward your vision

+

3) Results

“ You can lead from any level in the organization.
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The Sixth Key oS

Build and Maintain Your Network
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Networking

Getting introductions
and building relationships over time

HCC
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It’s all about keeping In touch

Y g
=

Form lifelong relationships

Re-contacting is key
‘*Holiday season
“*Hello/checking-in e-mails

“*LinkedIn updates / social media
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Networking helps you...

*» Techniques K &

Stand-out (lead) by
bringing in new
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*» Business intelligence ..

Learn about career options (that island...)

Tap the hidden job market

HCC
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Think BIG about your existing network!

People in your field
 Work colleagues

« External colleagues
Other professional contacts
- Vendors

- People you worked with
10 years ago

- former professors
Family and close Friends
Acguaintances

School classmates

Your dentist...
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Ways to Build & Maintain Your Network

* |Internal Associlations

 External Associations

—Professional
—Alumni
—Clivic organizations

 LinkedIn (and other social media)
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Summary: the Six Keys ==

For “Career Security,” you need "Marketability"
Manage Up, Down and Across

Develop a long-term vision and a detailed plan
Know when it's time to move on

Demonstrate Leadership

Build and Maintain a Network
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Getting Promoted
Are you READY

Are you INCLUDED

Are you
ACCEPTABLE
to others
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Are You Ready?

See Keys 1 and 5:
v Marketability

v’ Leadership
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Are You Included?

 Volunteering for
Assignments?

-

* Asked to join meetings
of top Exec’s that your =
peers aren’t attending?

* Involved in employee-
engagement types of
activities?
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Are You Acceptable to Others?

OO0 00O
See key #2- Q QQ Q O
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Are you In the right place at the
right time?

: ® e ® o oo/ ' oe0
| ® e L o o/ 0 o00

See Key # 4- Know when it’s
time to move on
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So What Did You Learn?
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Download the Slides and LinkedIn Checklist:
http://bit.ly/ncsuhcc

Additional Resources:
www.hellmannconsulting.com/resources

OUR EMAILSs:
donna@hellmannconsulting.com
rob@hellmannconsulting.com

THANK YOu///
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