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Some of the more popular strategies for
seeking a new job include:

. Answering newspaper and Internet want
ads

e  Filling out job applications

. Contacting employment agencies and
headhunters

. Utilizing school and employment
services

e Mailing resumes and posting resumes
online

. Networking

. Contacting potential employers directly
. Interviewing for information

Since most employers don’t advertise job
openings, and up to forty percent of all jobs
are found through networking, networking
and interviewing for information are the most

successful strategies.

Begin a networking campaign by listing all
your contacts. Your contacts include:

. Past employers, coworkers, direct
reports, suppliers, and salespeople

. Friends

e Your parents’ friends and your friends’
parents

. Family members and neighbors
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be higher. Sometime soon you may be looking for a new job.

e Community contacts in groups such as
social clubs, sports teams, and civic
organizations

e  Professional organizations
3 Former professors and alumni groups

In his book Monster Careers: Networking,
Jeff Taylor reminds us that we each know
approximately one hundred people with
whom we are on a first-name basis, and
each of these people knows another hundred
people. “In a strictly academic sense,

you're one referral away from ten thousand
people,” he writes.

Once you compile your list, commit to
contacting a set number of people each week
by email. Most clients set a goal of emailing
five people a week. Your email should include
the following:

1. Adescription of the position you are
seeking, including three items from
your ideal job environment list.

2. Your unique selling proposition (USP],
or those three things that separate you
from other job candidates.

3. Two questions:
a. Do you know of any openings that
match my qualifications?

b. Do you know of someone else
who might know of such an
opening?

You will want to follow up each email with a
phone call within a few days.
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Experts say the average worker under thirty-five will go job hunting every one to three years, and those over thirty-five

will conduct a job search every five to eight years. If you are in the public relations industry, chances are the numbers will

Interviewing for information is an excellent
way to narrow down the type of job you

are seeking; it also expands your existing
network.

Your first step is to compose a list of
organizations or public relations firms for
whom you would like to work. Next, research
the names, titles, and phone numbers of

the persons whose jobs appeal to you. Call
each and request fifteen minutes of his or
her time. When asked if you are looking for
work, focus the conversation on securing
information. Say something like, “I will be
looking for a job a little later, but for now

I want to learn everything | can about the
industry, the position, and your company.”
You'll be pleasantly surprised at how willing
most people are to take a few minutes out of
their busy day to help you.

Remember that your primary objective when
you are interviewing for information is to
learn. As such, your first duty is to listen. Ask
these questions:

1. Howdid you get started in the field?
2. What attributes, skills, and education
do you think one must possess to be

successful in your field?

3. What advice can you give me about my
job search?

4. Would you keep an eye out for me for
any appropriate openings?

5. Who else would you recommend that |
talk to?
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During the course of the interview, you'll
want to share your unique selling proposition
and no more than three criteria from your
ideal work environment list. Your ideal

work environment is that environment

that encourages you to be your best. You

may need to adjust your unique selling
proposition depending on the person’s
responses.

Send a thank-you note to each person;

in that note reinforce your unique selling
proposition and provide a few details about
the position you are seeking; also ask for his
or her help in identifying suitable openings
and referring you to other people with whom
to talk.

Follow up with referrals right away — within
twenty-four hours, if possible. Stay in touch
with your expanded network throughout your
job search. A phone call, email, or handwritten
note every six to eight weeks should be
sufficient. When you do land a job, send a
thank-you note to all those who helped you. In
it, express your desire to return the favor.

EmploymentCrossing is the largest collection of active jobs in the world.
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A former partner and executive vice
president for Fleishman-Hillard International
Communications, “The Career Engineer”
Randy Siegel now works with organizations
to take high-potential employees and give
them the leadership and communications
skills they need to be successful as they
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We continuously monitor the hiring needs of more than 250,000 employers, including virtually every corporation and organization in

the United States. We do not charge employers to post their jobs and we aggressively contact and investigate thousands of employers

each day to learn of new positions. No one works harder than EmploymentCrossing.

Let EmploymentCrossing go to work for you.
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