Recession-Proof Your Career!

Is the economy beating you down ?  Having trouble landing that new job?  Are you worried about where your career is headed?  Are you struggling to get your new business off the ground?  Does the topic “reduction in force” cause chills up your spine?  
Relax, there are specific skills you can develop which are the key to stabilizing your career and achieving the success you so richly deserve.   Whether you’re currently “in transition” , moving up the corporate ladder, or building your own business, the same vital skills will always get you where you want to go. 

Today’s issue deals with how to recession-proof your career.  Read on….






**********************

Attitude is Everything
I know you’ve probably heard this same message hundreds of times, but it is absolutely critical that you maintain a positive mental attitude.  

How is this possible with all the negative economic news piling up day after day after day?  There’s a simple answer:  DON’T AGREE WITH IT.  This is not avoiding bad news by burying your head in the ground like an ostrich, but it is an argument to remain detached from the negativity.  

If Boeing just laid off 10,000 employees, you can appreciate this will create a challenge for many but will also open up a window of opportunity for some.  If sales at Microsoft are down, what impact will that have on your personal life?  Just because bad news is happening over there doesn’t have to mean it exists in your back yard.  The worst mistake you can make is to allow your personal attitude to get dragged down by something bad which is happening “over there.”  Remain objective, but distant. 

Watch your “self-talk” and monitor for negativity.  Any time you say or think a sentence that begins with “I’, it can become a hypnotic command.  

If you say to yourself “I’m a failure,” you will be.  If you think “I’m just not good at this”, you won’t be.  If you think “I just can’t change,” then you won’t.  Be careful not to program yourself for failure!

No one hires a pessimist.  Would you?  

If you show up for your next sales call or job interview with drooped shoulders, a hang-dog expression, and a wimpy handshake you are setting yourself up for certain failure.  

Guess what, you have this amazing ability.  You control what you think and when you think it.  You can examine your mind for negativity, and you can root it out just like you eliminate the weeds from your garden.    So clear those cobwebs out, eliminate the negative chatter, and then allow the bright and shiny you, the REAL you, to emerge. 

 Target your Focus  
One of the biggest mistakes salespeople make is to attempt to sell to the wrong person.  If your prospect has no compelling reason to buy your product, they won’t.  Worse, if they have no authority to purchase your product, you are absolutely wasting your time.  Trained salespeople know how to qualify their opportunities and then they spend all of their time with decision makers who have a business need.  As a result, their probability of closing a sale increases exponentially. 

This lesson applies just as well to finding your next job or recruiting your next client.  If you want to increase your probability of “sealing the deal,” you must concentrate your efforts on where you’re most likely to be successful.  This requires targeting. 

Let’s assume you’re looking for a new position.  You need to do a bit of research and analysis to determine the following:  


--- What industry?


--- What position?


--- What Exact company? 


--- What’s your career objective?


--- What department would you work in?


--- Who manages that department?


--- Who does that person report to?

Don’t make the mistake of scanning the want ads or searching the electronic job boards.  While you may get lucky and score a job, realize your are competing with thousands of other people. 

I recently did a job search for a client, recruiting a VP of Sales, and I had to wade through hundreds of resumes before I could even narrow the search.  Amazingly, at least 50% of the resumes submitted did not even meet the baseline qualification specified in the job description! 

Don’t leave your next job to chance.  Don’t follow the herd and just limit your search to what is available and posted.  Statistics have shown consistently that the best jobs are NEVER posted or listed.  They are discovered by word-of-mouth (WOM), by business networking, or they get created to solve a recently-discovered business need.   Why not  be the catalyst to help them in this process?  

Find a company that excites you, and find out who you need to talk to about possible opportunities.  Schedule an informal coffee or luncheon.  Tell them you’re interested in their company/industry, and you’d like to find out more about them.  Find out if they are hiring, or might consider hiring to meet some upcoming needs.  Ask for advice, offer your resources, and do some quality business networking.  
Don’t worry of they’re not hiring right now.  Find out if they have a business need that you could solve, and offer to help them be doing some free investigation.  Then submit a proposal to be hired as an employee or consultant to solve what you find. 

You’ll be surprised how well this approach works.  It’s aggressive, it’s pro-active, it shows initiative, and it’s downright fun. 

Take charge!

In our next issue, I’ll discuss how to prepare for that critical interview, the 3 most important things to prepare in advance, and the biggest mistakes to avoid. 

Until next time. 

