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Hone Your Message
During your job search, you are (or should be) talking to a lot of people - networking contacts, referrals, friends and neighbors, hiring managers, and pretty much everyone you come in contact with who might be able to give you advice, suggestions, leads, or referrals that can help move your search along to a speedy and successful conclusion.
To make the most of each and every contact, be sure that you are being clear and precise about how others can help you. A big part of this communication process is explaining what you do and the kinds of organizations you are looking for. After all, if your next-door neighbors know only that you are "looking for a job" without having a clear sense for what kind of job in what kind of organization, they won't be able to help you all that much. But if they know you are looking for a position as an administrative director for a non-profit agency that needs to improve its financial performance or increase its level of services, they might be able to pinpoint leads and contacts that fit precisely within your target.
Here are a couple of methods that you might like to try to sharpen your message and make your value crystal-clear to the most casual of your contacts.
Strategy 1: WHAT I'M BEST AT…


Everyone has special skills and unique approaches that make them effective on the job. What are yours? Incorporate them into the way you describe yourself to your contacts.
• "I'm looking for a position as an administrative director for a non-profit agency. What I'm best at is helping non-profits achieve their mission by managing their resources as efficiently and productively as possible."
• "I'd like to stay in the technical sales field. What I'm best at is explaining to clients how a complicated piece of technology can benefit their business."
Strategy 2: YOU KNOW HOW…


Putting your capabilities within the context of customer problems or organizational challenges is a great way to bring them to life. First you identify the problem/situation, then position yourself as the solution. Try this - you'll see how your audience makes an immediate connection between what you do and who you help.
• "You know how manufacturing companies need to bring in raw materials to produce their goods? What I do is manage the process so that they get exactly what they need precisely on time and at the lowest possible cost."
• "You know how two-career families get stressed out from having too much to do and not enough time to do it? What I do is provide housekeeping and errand services so they can enjoy family time and sill get all their tasks done."
Strategy 3: THE KIND OF CHALLENGE I REALLY LOVE IS…


Sometimes your job title does a pretty good job of communicating your function. Yet there are many different nuances to every profession. This strategy doesn't waste time explaining your function but rather focuses in on the specific kind of environment in which you thrive.
• "I'm in retail sales. The kind of challenge I really love is creating an exciting retail environment for rather mundane products. For example, I made the bath towel department the most profitable in the store at my last job, and twice I have set store records for sock sales."
• "I'm an architect. The kind of challenge I really love is designing single-family houses for difficult sites."
Finally, don't make the mistake of communicating a vague message because you don't want to box yourself in. Job seekers who want to "leave themselves open" to every possibility typically endure a much longer search because they make it hard for their contacts to help them. Not only that, but by trying to seem qualified for everything they don't seem to be a good fit for anything specific. Hone your message, deliver it with confidence, and let all of your contacts steer you toward that next great opportunity.
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