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To Get The Slides and 

Contact Management Template:

bit.ly/cfadc11024

https://bit.ly/cfadc1724


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
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WHAT WE’LL COVER

✓ Job Targets

✓ Marketing Plan

✓ Branding & Positioning

✓ Prioritizing Your Job Search Time

✓ Planning to Avoid a Stalled Search



Take a Targeted 

Approach

(don’t be a “Renaissance 

Person”)
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❖ Job title or description

❖ Industry or Organization 

Type/Size

❖ Geography (sometimes)

Change a parameter, 

change your positioning
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Job Target Examples

Director of Finance

Finance, Tech Co.’s, Greater NYC

Director of Finance, mid-large Tech Co’s, 

Greater NYC

www.hellmannconsulting.com/feeling-stuck-in-your-career-10-questions-to-help-you-move-forward/

http://www.hellmannconsulting.com/feeling-stuck-in-your-career-10-questions-to-help-you-move-forward/
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Prioritize Targets

(don’t go for them all at once)



Target Enough Potential
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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
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EXAMPLE MARKETING PLAN
(what’s wrong with this plan?)
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EXAMPLE MARKETING PLAN
(what’s wrong with this plan?)

Too small – aim for 200



Position Yourself Correctly
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Position Yourself

for your job target, NOT your last job
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Example: Banking to Higher Education

YES

• Doubled 

Marketing's ROI

• Increased 

retention by 57%

NO

• Doubled credit card 

balances

• Increased revolver 

retention by 57%
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“Before” 
Resume, 

Page 1 of 2

18

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

19
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Develop “Pitch” from Positioning

✓What org-chart “box”

do you fill?

✓How You’re Different

✓Examples of 

Your Success
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Use Resume Summary Section for Pitch Outline

Box you’re in

Differentiates

Greatest Hits 

(examples)

How viewed



© 2024 Hellmann Career Consulting / www.hellmannconsulting.com rob@hellmannconsulting.com

When saying your pitch (30 sec to two min) 

start with your brand/hook

• As a CFO I’ve been successful because I take the investor’s perspective

• I’m not just an operations leader, I’m also a Diplomat and an Engineer…

• I turn data into actionable insights (Director of business analysis)

• I turn uncertainty in opportunity (insurance analyst/”risk” underwriter)

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

• Organizational Learning is a journey, and I provide the map (L&D Executive)

• I make PC’s dance (IT VP)

• I can catalyze anything (research chemist)

• As an interim creative director, my clients tell me I get their brands better than 
they themselves do
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To Get The Slides and 

Contact Management Template:

bit.ly/cfadc11024

https://bit.ly/cfadc1724


Prioritize the

ACTIVE Approach!
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NO to Passive / Reactive
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YES to Active: Take Control

Find that island of

your dreams and…
Rocket to it!
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The Four Ways of Getting Interviews

• Job Postings

• Search Firms

• Cold Outreach

• Networking

(passive) 

(passive)
≈20%

≈80%
(active)

(active)
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It’s all about the “Hidden Job Market”

This relationship-driven 

market for unadvertised jobs 

gets you the interview as soon 

as there’s an opening.

29



© 2024 Hellmann Career Consulting / www.hellmannconsulting.com rob@hellmannconsulting.com

Strategy for Active Search

Stage 1: get the word 

out to your network –

200 people!

Stage 2:

at least six 

things* in 

the works

30

* “things” = meetings or interviews with people one or two levels above you who can hire you
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Planning to Execute this Strategy

1. Build relationships now that lead to informational meetings & interviews

2. Set yourself up for high-ROI informational meetings

3. Have a method for keeping in touch

31



Build relationships now that can lead to 

informational meetings and interviews
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Networking
Getting introductions

and building relationships over time

33

An intro”duck”tion



© 2024 Hellmann Career Consulting / www.hellmannconsulting.com rob@hellmannconsulting.com

People in your field

• Work colleagues

• 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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Ways to Build Your Network

• Associations

─Professional (e.g., CFA Societies)

─Alumni

─Civic organizations

• Cold outreach

• LinkedIn (and other social media)

• Referrals & Introductions

35
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LinkedIn: Who to Connect With

First

Quality…

36

Then
Quantity
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Quality Connections

✓Know in some way & 
open to helping (maybe)

✓Connection request from 
stranger & you want 
them in your network

37
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If someone you don’t know

Build a relationship –

ask why they are reaching out

Example message (after “accept”): Hi Margaret, I appreciate your 
request to connect (just accepted)! As I like to know everyone in my 

first-degree network, I’m curious as to how you came across my 
profile and/or why you decided to reach out.

38
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Build Your LinkedIn (and broader) Network 
Quickly: 200+ Connections

If new to LinkedIn:

▪ “People you may know”
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MARKETING 

PLAN 

EXAMPLE

for 

Informational 

Meetings



Keep In Touch
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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 – most clients do fine with just this

─ Many other free or inexpensive CRMs - search for “free inexpensive contact 

management”; examples include Hubspot, Essentialpim (for Windows), Zoho, 

Nimble, Capsule CRM, etc.
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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
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Example: keeping in touch

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 PharmaCo1, as well as some other 

pharmaceutical 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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Planning to Avoid a Stalled Search

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?



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
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