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• Recording, slides and resource library access will be 

emailed to you by Friday evening.

• Type in your questions by using the “Questions” button only 

(you can upvote others’ questions as well).

• The Chat feature will not be monitored other than in specific 

instances when I’m asking for your comments.

• I’ll start taking questions roughly 50 minutes into the 

presentation, and we may go past the hour depending on 

the number of questions.

Before We Get Started…



HCC’S SIX STEPS TO SUCCESS

Choose Job 
Targets

1

Plan & 
Organize

2

Create 
Marketing 
Materials

3

Get 
Interviews

4

Turn 
Interviews 
into Offers

5

Close the 
Deal

6

Be the world’s best consultative salesperson and marketer – for yourself



© 2023 Hellmann Career Consulting / www.hellmannconsulting.com rob@hellmannconsulting.com

• Didn’t manage big enough teams

• Too experienced, e.g., “overqualified”

• Others have more experience in a 

particular area

• Career or industry change

• You’re going for a more senior role

• Resume gap or short tenure in prior role

Some reasons you may feel you’re not “perfect”
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Another reason many executive clients 

feel they’re not “perfect”

• Perceived as too old
─Are you really? The average age of C-suite

is 56 (Korn Ferry Study)

─“Too old” means a) want too much money, or

b) not as motivated, or c) won’t fit in. 

The fix: show “enthusiasm,” that you get them.

─Consider leaving dates off of education

─Consider leaving off very old, irrelevant 

experience, or summarizing at the 

bottom of your resume.



Position Yourself Correctly

6
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Example: Retail Banking Executive (Marketing) to 

Higher Education (Advancement)

YES

• Doubled 

Marketing's ROI

• Increased 

retention by 57%

NO

• Led doubling of 

credit card balances

• Drove 57% increase 

in  revolver retention
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Position Yourself

8

for your job target, NOT your last job
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❖ Job title or description

❖ Industry or 

Organization Type/Size

❖ Geography 

(sometimes)

Your Job Target

9
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“Before” 
Resume, 

Page 1 of 2

11

Susan’s target was 

“Senior Finance 

Exec” in a big 

media company. 

How does her 

resume position 

her?
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“After” 

Resume, 

first of 

three pages

12
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TARGET: COO in 

retail or tech firm. 

BACKGROUND:

PE firm principal 

with brief interim-

COO stint, no large 

team leadership. 

“After” 

Resume, 

first of three 

pages
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Client wanted to 

leave Pharma and 

go back to 

Education in a step-

up CHRO role

“After” 

Resume, first 

of two pages
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*Example from one of my clients.

In prior jobs, client was 

a therapist, a health 

center counselor, and a 

gift business owner.  

She positioned herself 

successfully for her 

Head of Sales target.

“After” 

Resume, 

first of three 

pages
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• Have a Summary Section that pitches you

• Use the language of your job target

• Connect the dots on “equivalent” experience, 

e.g., “CFO-equivalent…”

• Consider leaving out a short tenure job

• Combine 2+ short-tenure jobs under one heading 

• Leave out dates on education, or earlier career jobs, 

if age issue

Ways to Become More Perfect on Your Resume

• If recent gap, consider these options:
o Build out consulting, listing specific engagements

o Add “Continuing Education” to top of Experience

o List unpaid experience; get involved in an association
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Create a “pitch,” for informational meetings, 

interviews, and emails

✓ What org-chart “box”

do you fill?

✓ Differentiators

✓ Examples of 

Your Success
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When saying your pitch (one or two min) 

start with your brand/hook

• I’m not just an Operations Executive, I’m also a Diplomat and an Engineer…

• As an HR Leader, I’m viewed both as a trusted advisor to the CEO and Boards 
and a True Business Partner

• I lead my team in turning uncertainty into opportunity (Insurance Executive)

• I’m an energy insider (Corporate Development Exec - PE energy firms)

• Organizational Learning is a journey, and I provide the map (Chief Learning 
Officer)

• I’m a CFO who knows how to speak the language of investors

• My clients tell me I get their brands better than they themselves
do (Ad agency executive)



© 2023 Hellmann Career Consulting / www.hellmannconsulting.com rob@hellmannconsulting.com

Use Resume Summary Section for Pitch Outline

Box you’re in

Differentiates

Greatest Hits 

(examples)

How viewed
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Get Targeted Recommendations

• Prep your references

• Consider asking for three or 

more targeted LinkedIn 

Recommendations
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The Four Ways of Getting Interviews

22

• Job Postings

• Search Firms

• Cold Outreach

• Networking

(passive) 

(passive)
≈20%

≈80%
(active)

(active)
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A Word on “Applying”

• Don’t bother unless you match nearly 

perfectly

• Think of postings as the tip-off that 

there’s a need – then reach out directly 

(cold or via your network)

• Set it and forget it: “Search Alerts” on 

Job Boards

Warren

Buffett

Clone
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Subject: Discuss UT Global Tax Issues?

Dear Julietta,

Could United Technologies benefit from a hands-on senior tax director and counsel with international expertise and 

the ability to drive strategic initiatives?

I have designed and implemented tax strategies for businesses in the U.S. and more than 14 countries, which could 

be helpful given your well-publicized expansion into Europe and Asia.

I know how to work with operations, finance and legal to deliver tailored solutions that get results.  I have managed 

global teams in North America, Europe, Latin America and Asia-Pacific in complex projects, including

• Executing a $4 billion U.S. recapitalization.

• Refinancing global operations to extract cash from overseas without crippling operations or paying significant 

taxes.

• Implementing a global trading company to streamline production, increase sales and reduce the global effective 

tax rate by 50%.

• Reconfiguring a global sales organization to isolate and manage an estimated $100 million foreign tax exposure.

My resume is attached for your additional information, and my LinkedIn profile is X.

I am very interested in meeting with you and believe you will find even a brief meeting beneficial.  Would you have 

20 minutes available to talk?

Saw Ad, contacted C-Suite Hiring Manager Elements of Success

• Focus on value to them

• No reference to Ad

• Mutually beneficial

• Powerful Pitch

• Hard-hitting

• Attach Resume

• Call to action

24
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NO to Passive / Reactive

25
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YES to Active: Take Control

26

Find that island of

your dreams 

and…

Rocket to it!



Take the Active Approach!

27
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Goal: at least six meetings at a given 

time with people who can hire you

28

(it’s a numbers game)
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Strategy for Active Search

29

Stage 1: get the word 

out to your network –

200 people!

Stage 2:

At least six 

meetings in 

the works
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LinkedIn

People in your field: work/external colleagues

Other professional contacts

- Vendors

- People you worked with years ago

- former professors

Family and close Friends

Acquaintances (e.g., your neighbor)

School classmates

Your dentist…

Think BIG about your existing network!
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Pitch

Cold Outreach when opening unknown

(informational meeting – industry change)

Subject: Open to discussing Development/Fundraising at Ivy University?

Dear John,

Upon reading your bio on the Ivy website, I thought I would reach out to you, as I myself

have experience that could support fundraising and development efforts.

I currently head Business Planning and Analysis at Fortune100Co and teach part-time at GreatUniversity. In the long run I’m looking 

to make a move to the Hudson Valley, preferably at Ivy or one of the other area Universities.

I would greatly appreciate 20 minutes of your time to gain your insight on how my experience might be a fit in a University setting (I 

will not be expecting any openings). Given my many years of experience leading teams in successfully targeting and converting 

high-potential prospects, perhaps I could also share insights that you would find useful for Ivy's fundraising efforts.

Some background: I bring over 15 years of experience leading teams including dozens of marketers, data scientists and business 

analysts, turning data into actionable insights that drive marketing initiatives and revenue. I believe that a University would find this 

experience valuable in helping to optimize fundraising contacts, target enrollment prospects efficiently, and improve retention.

Highlights include:

• Doubled Marketing's ROI to 23% by changing the culture from “intuition” to "test-learn-enhance.”

• Increased retention by 57% for high potential customers, and increased new account acquisition revenue by 79%, by 

developing segment-based targeting strategies.

• Led team in creating entire analytics infrastructure, including data sourcing, reporting, and analytic tools..

My LinkedIn profile is X.

I also notice from your bio that you made the transition from corporate to university that I'm looking to make. I would 

greatly value your insight regarding this transition I'm seeking. Would you be available for a brief meeting?

Elements of Success

• Focus on value to them

• Asked for just 20 minutes

• Mutually beneficial

• Powerful Pitch

• Not asking for a job

• No reference to a resume

• Call to action

• Show appreciation

31
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In informational meetings, take initiative to share your pitch 

near the start of the conversation – 1 minute version

“Why don’t I take a moment to 

remind you of my background 

and what I’m looking for? Then 

I would appreciate hearing 

your perspective...”
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Form lifelong 

relationships

It’s all about keeping In touch

Re-contacting 

is key
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Re-contact your network every 3-6 weeks

✓ update them on your progress

✓ Send them a link to a useful article

✓ Provide additional thoughts

34

copyright 2012-2019 Robert Hellmann -

www.hellmannconsulting.com
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Use your two-minute interview pitch

to answer open-ended questions 

Tell me about yourself

Tell me about your background

Tell me about your experience

Why should we hire you?

Take me through your resume
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Difficult Interview Questions

Use a strategic approach (vs. 

just memorizing answers).

❖ Don’t think “what’s the 

answer?”  This is a game, 

ask yourself how to play this.

❖ Your attitude is the most 

important element.

❖ Have positive answers to 

everything.  They want this to 

work!

© 2012-17 Robert Hellmann – www.hellmannconsulting.com

http://www.hellmannconsulting.com/
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To answer questions, program your brain…

…to pause for a 

moment and to 

assess how you 

should “play it.”  FIRST: Can I use the question to show 

how I can help them using a “story”? 

If not, then…

SECOND: Can I sidestep the question?

If not then…

THIRD AND LAST: Be brief in my 

answer, then steer it back to the game of 

getting/giving info. about how I can help.

© 2012-17 Robert Hellmann – www.hellmannconsulting.com

http://www.hellmannconsulting.com/
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Handling Uncomfortable Questions

• Proactively address before they ask, or…

• Answer briefly, and as positively as possible, then pivot - change the subject 

back to them, e.g., why you want to work there and then ask a question

39
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Be proactive in building your case and 

overcoming gaps

Missing specific experience? 

Take initiative to:

✓ Show that you “get” them

✓ Sound like an expert

40

Build Your Case
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Examples of questions they may ask 

to identify “imperfection”

41

• Do you have experience in X?

• Why did you leave your last job?

• What have you been doing?
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KEY Questions You MUST Ask

At the end of the interview:

✓ Just so I understand what you’re 

looking for, I’m curious as to how I 

compare with the other candidates?

✓How do you feel about moving my 

search forward?

The sale begins after the customer tells you what their objections are.

© 2012-17 Robert Hellmann – www.hellmannconsulting.com

http://www.hellmannconsulting.com/
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THANK YOU LETTERS
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Write an “Impact Email”

✓ Personal, cannot be used for a different interview.

✓ Shows you heard them

✓ Influence decision-making by addressing:

❖ How you can help with issues/problems

❖ Areas that you forgot to bring up.

❖ Areas that you didn’t do justice to

❖ Objections to your candidacy

© 2012-17 Robert Hellmann – www.hellmannconsulting.com

http://www.hellmannconsulting.com/
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Listen for Followup Points

• Needs/Challenges/Issues – so you can 

offer solutions 

• Objections – so you can address

• Competition – so you can outshine and 

outlast 

© 2012-17 Robert Hellmann – www.hellmannconsulting.com

http://www.hellmannconsulting.com/
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Julie’s Impact E-mail #1

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 

impact email to emphasize her 

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.”

© 2012-17 Robert Hellmann – www.hellmannconsulting.com / rob@hellmannconsulting.com

http://www.hellmannconsulting.com/
http://www.hellmannconsulting.com/
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Julie’s Impact E-mail #2

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 impact email to 

emphasize her unique 

competitive advantage-- her 

relevant skills that no other 

candidate could bring.  The 

result? She got the job.”

© 2012-17 Robert Hellmann – www.hellmannconsulting.com / rob@hellmannconsulting.com

http://www.hellmannconsulting.com/
http://www.hellmannconsulting.com/
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Influence email following rejection generated renewed interest

48

INITIAL EMAIL from the HIRING MANAGER TO MY CLIENT, REJECTING HER

Armando, <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 I 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>

EMAIL RESPONSE FROM MY CLIENT TO THE HIRING MANAGERS

Anne and Pat,

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

I 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:

• I bring the client perspective: Coming from the client side, I 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, I would be able to leverage my insider knowledge of their budget, presentation, and marketing needs to 

help close the deal.

• I get the 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.

• I bring 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 with whom I’m partnering.

• I am a low-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 I will be able to perform above expectations for you, as I 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 I hold in such high regard. I 

look forward to the possibility of continuing the conversation. 
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Make sure you 

highlight your competitive differentiator

“Be so good they can’t ignore you.” Steve Martin
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• You’ll get the sildes and recording by Friday evening

• I’m unavailable from Saturday the 9th through Sunday 

the 17th.

• If you want to schedule an appointment with me, I’m 

back in business the week of the 18th.



Resources: www.hellmannconsulting.com/resources
Blog Posts: www.hellmannconsulting.com/blog

MY EMAIL: rob@hellmannconsulting.com

www.hellmannconsulting.com/pubs

Q&A

http://www.hellmannconsulting.com/
http://www.hellmannconsulting.com/blog
mailto:rob@hellmannconsulting.com
http://www.hellmannconsulting.com/pubs

	Slide 1: The Executive Job Search: Become the Perfect Candidate
	Slide 2: Before We Get Started…
	Slide 3: HCC’S SIX STEPS TO SUCCESS
	Slide 4: Some reasons you may feel you’re not “perfect”
	Slide 5: Another reason many executive clients  feel they’re not “perfect”
	Slide 6: Position Yourself Correctly
	Slide 7: Example: Retail Banking Executive (Marketing) to  Higher Education (Advancement)
	Slide 8: Position Yourself
	Slide 9
	Slide 10: HCC’S SIX STEPS TO SUCCESS
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16: Ways to Become More Perfect on Your Resume
	Slide 17: Create a “pitch,” for informational meetings, interviews, and emails
	Slide 18: When saying your pitch (one or two min)  start with your brand/hook
	Slide 19: Use Resume Summary Section for Pitch Outline
	Slide 20: Get Targeted Recommendations
	Slide 21: HCC’S SIX STEPS TO SUCCESS
	Slide 22: The Four Ways of Getting Interviews
	Slide 23: A Word on “Applying”
	Slide 24
	Slide 25: NO to Passive / Reactive
	Slide 26: YES to Active: Take Control
	Slide 27: Take the Active Approach!
	Slide 28: Goal: at least six meetings at a given time with people who can hire you
	Slide 29: Strategy for Active Search
	Slide 30
	Slide 31: Cold Outreach when opening unknown  (informational meeting – industry change)
	Slide 32: In informational meetings, take initiative to share your pitch near the start of the conversation – 1 minute version
	Slide 33
	Slide 34: Re-contact your network every 3-6 weeks
	Slide 35: HCC’S SIX STEPS TO SUCCESS
	Slide 36: Use your two-minute interview pitch to answer open-ended questions 
	Slide 37: Difficult Interview Questions
	Slide 38: To answer questions, program your brain…
	Slide 39: Handling Uncomfortable Questions
	Slide 40: Be proactive in building your case and overcoming gaps
	Slide 41: Examples of questions they may ask  to identify “imperfection”
	Slide 42: KEY Questions You MUST Ask
	Slide 43
	Slide 44: Write an “Impact Email”
	Slide 45: Listen for Followup Points
	Slide 46: Julie’s Impact E-mail #1
	Slide 47: Julie’s Impact E-mail #2
	Slide 48: Influence email following rejection generated renewed interest
	Slide 49: Make sure you  highlight your competitive differentiator
	Slide 50
	Slide 51: Resources: www.hellmannconsulting.com/resources Blog Posts: www.hellmannconsulting.com/blog  

