
 

Job Guy's Fabulous Five Job Search 

Strategies 
Networking key component in job search 

 

By JOHN BATES 

 

Early in my career coaching life, I was charged with the responsibility of 

presenting weekly job search strategy seminars to groups of executive clients. 

After a month of doing most of the talking, it occurred to me that these 

executives were “experts” in their own right. After all, who knows more about 

what decision-makers want than the decision-makers themselves? So I asked 

them.  

 

Armed with what is now over 4000 points of view, I have discovered some 

interesting patterns regarding what works well, and not-so-well, in a job 

search. Obviously, no one style or strategy will work perfectly in every situation, 

but good execution with resume construction, interview technique and 

professional networking will accelerate success in a job search. 

 

It is with this spirit that I present Job Guy’s Fabulous Five search tips: 

 

1. Design your resume with an eye on where you are going, not where you have 

been: Recruiters and decision-makers almost always favor candidates who 

have successfully executed the responsibilities of the job they are looking to 

fill. When building a resume, always start with the question “what is the best 

way to demonstrate how I have successfully executed the duties of the 

targeted jobs?” Looking up 4 to 5 jobs on the Web that are the right level 

and function is a good way to identify which skills are most important to 

emphasize. Use accomplishments where possible to demonstrate that you 

have done the work well. Remember that a resume is a marketing piece, not 

an application. It is essential that all information included must be true, but 

not that information is included. It is acceptable to emphasize activities that 



fit the target while omitting or downplaying those that do not. For those who 

are completely stuck on how to get started, the Mansfield Public Library 

website offers tools for both resumes and cover letters.  

 

2. Use your network for introductions and information, not only to ask about 

openings: 75% to 80% of jobs are not published; in many of these cases, jobs 

are taken before they are even defined. Savvy campaigners understand that 

almost all jobs are created because a company needs a person to solve a 

problem or to help to seize an opportunity. Getting to someone in authority 

who owns a problem, and who has not yet created a job description or a 

competitive interview situation, is the true goal of networking. Job seekers 

should know what problems they can solve for an organization and have a 

plan in place to identify and approach owners of those problems. The Tri 

Town Chamber of Commerce does allow job seekers to attend an after-

hours networking event for free. 

 

3. Leverage social networking to reinforce your brand: Sites like Facebook, 

Simply Hired, Twitter, and Myspace are powerful tools that can be used to 

identify and approach prospective employers and contacts. But they are a 

two way street. I recently read an article that the average American owns 178 

“friends” and over 31,000 “friends of friends” in their social networks. 

According to CareerBuilder, 45% of employers use social networks to screen 

prospects. Content posted on these sites is playing an increasingly 

important role in determining who gets hired and who does not. The Tri 

Town Chamber of Commerce hosts an introduction to LinkedIn course each 

month. While this program is targeted toward business members, the 

chamber will accept job seekers for free if an open seat is available. 

 

4. Interviews are with people, not companies, so tailor your responses to the 

individual interviewer: Each interviewer brings a specific perspective based 

on how s/he would interact with the new employee. While an immediate 

supervisor may feel threatened by a strong candidate, his or her boss might 

be attracted to a fast-tracker. Finance people care about bottom line, 

operations people care about productivity, and sales people care about 

revenue. If you are asked to talk about your top professional 



accomplishment, tell a story that will appeal to the person asking. It is not 

effective to talk about managing a $50 million budget in an interview with 

the head of a startup company, for example. Telling an individual interviewer 

how you can help them succeed in their job can make all the difference in 

getting a top offer. 

 

5.  Create a plan and stick to it! A good search strategy should involve 25% web 

search and 75% networking and targeting companies in need of the solution 

you provide. Because networking is dependent on a contact’s availability, it 

is best to set up the networking schedule a few weeks in advance. An 

average of one networking encounter per day is a good benchmark for 

unemployed seekers. Once the networking meetings are in place, schedule 

the Internet activities into the gaps. Plan an hour or two for recreation, 

ideally as a reward following diligent execution of least favorite tasks. 

 

Consistent commitment to proactive and targeted activities is the key to a 

productive search. Developing an influential network and generating leads will 

almost always produce a better result than will erratic, web-centric strategies. 

And you don’t need to go it alone. There are a number of employment support 

groups in the area, including a very good one in Norton. The Employment 

Support Group of Norton meets every Tuesday at the Trinitarian Congregational 

Church. Anyone interested should contact Bill Lippincott at 

lippin55@comcast.net. 


