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DEDICATIONS & PERMISSIONS  

 

To Carmen & Chelsee (my very soon future) with special thanks to 
Xavier Barnes, Otis Collier and Holly Quazro and to all else who 
encouraged me with this endeavor, but especially to my baby sis, 
because I never forgot. 
. 

EMPLOY THE WORLD!  

Here’s what you can do to 
spread the word about finding 
a job when the economy 
sucks:  

• Send this file to a friend 
via email (It’s kind of big, 
so ask first).  

• Pass around the link 
www.JIMSTROUD.com 
so they can download it 
themselves.  

• Copy it onto a diskette or 
CD and pass it out at 
career fairs.  

• Take a copy to the 
Human Resources 
department and ask them 
to give it to everyone they 
plan to lay off.  

• Bundle it with your 
career-related product 
offering. (Just give me a 
"heads up" first).  

PERMISSION TO POST  

You have permission to 
post this, e-mail this, 
print this and pass it 
along for free to anyone 
you like, as long as you 
make no changes or 
edits to its contents or 
digital format. In fact, I’d 
love it if you’d make lots 
and lots of copies. The 
right to bind this and sell 
it as a book, however, is 
strictly reserved.  

© 2002: Jim Stroud  

P.S. Be sure to join my 
mailing list and get even 
more innovative job 
searching tips, tricks 
and techniques from an 
industry insider.  
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FOREWORD: ONE GUY’S OPINION, By Otis 
Collier  

 

Today’s market requires individuals to be proficient in job 
searching techniques. As we have witnessed in the last year, 
no one is sheltered from the vulnerability of being downsized 
out of his or her job. Those who equip themselves with job 
searching strategies BEFORE they need to look for 
employment can quickly recover from an untimely and 
unfortunate layoff, should one occur.  

As a job seeker, there are many facets involved in securing a 
vocational occupation. Most people go about their job search 
with a trial and error approach. Some get lucky and find great 
jobs. Many however, miss out on their true potential because 
they fail to understand the necessary steps of preparation. 
Instead of taking a gamble approach to your job search, you 
can greatly enhance your chances of success by following 
tried and proven techniques.  

The job market operates on the supply and demand model. In 
the mid 90’s there were more job openings than qualified 
candidates to fill those positions. Job seekers did not have to 
put a lot of effort into the job-hunting process. Many jobs were 
being offered on the spot to candidates who met minimum 
basic skill levels.  

In 2001, the market took a sharp turn south and by the end of 
the year, thousands of people found themselves unemployed. 
Today, those same individuals are finding it extremely difficult 
to find employment. They never learned the processes and 
techniques of finding a job. "How Do I Find A Job When The 
Economy Sucks?" provides the answers to common problems 
encountered by today’s job seeker.  

There is a process to job-hunting that involves multiple areas 
of proficiency. Not only does job hunting require you to know 
how to write a great resume, but it also includes 
understanding the multiple ways to find job leads. Knowing 
how to market yourself so that you stand above the crowd is 
also an important skill. Interviewing is another area in which it 
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is extremely vital to have competency in; for this is the phase 
in which employers make their hiring decisions.  

The problem that many people encounter is that they have 
never really been taught the proper way to search for a job. In 
fact, there are many crucial life skills that are not taught in 
school. Balancing a checkbook, managing money, and doing 
personal taxes are just a few examples of other skills that are 
often overlooked in our educational system. It is no wonder 
why many people in our society seem to have problems with 
these areas of their lives.  

When I was asked to write the foreword for Jim Stroud’s new 
book, "How Do I Find A Job When The Economy Sucks?" I 
was flattered that he chose me to say a few words about his 
book. I understand the inside workings of the employment 
game. In my profession, I have taught hundreds of recruiters 
across the United States how to search and find employees. I 
have a strong comprehension of what takes place in the 
interviewing process and what the hot buttons are that make 
employers hire candidates.  

Jim Stroud’s book will help those who are currently 
unemployed discover the inside workings of the employment 
game. It will give the reader non-traditional ideas for job 
seeking techniques. This will prove to be a huge advantage 
over those who are only using the traditional means of job-
hunting.  

Jim Stroud’s book, "How Do I Find A Job When The Economy 
Sucks?" offers a more in-depth dialogue with tips and ideas to 
the common barricades facing job seekers than his previous 
works. Jim provides quick answers to tough questions that no 
one else wants to answer. More importantly, as an added 
value, Jim provides numerous online resources that cover 
interviewing techniques, resume templates, and much, much 
more.  

Who is this book for? It is for anyone who is currently 
employed or hopes to be. The lessons learned through this 
book will enable you to have a clearer understanding of the 
job searching process. This book will provide you with 
immediate answers and action items that propel you to 
advance beyond your peers. "How Do I Find A Job When The 
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Economy Sucks?" is the book that every person should read 
and keep.  

 

 

 

Otis Collier is a certified Internet recruitment specialist with over ten years experience 
in the recruiting industry. He is a senior trainer with AIRS (Advanced Internet 
Recruitment Training). This Vermont based company has over 22,000 alumni and is 
responsible for the recruitment training of over 60% of the Fortune 500 companies in 
America. Otis travels across the country teaching recruiters advanced techniques 
utilizing the Internet to uncover prized candidates. A list of a few of the companies he 
has personally trained includes: AT&T, Amazon, Hewlett Packard, GE, and Ernst 
&Young.  

Otis has written articles for websites such as AIRS, CollegeRecruiter.com, and 
PlanetIT.com. He has been quoted in the reader’s commentary section of the June 
2000 edition of Black Enterprise and is a columnist for the Tennessee Tribune.  

Otis is also an Executive Director of the Atlanta based organization, Black Greek 
Network. This company is an African American professional business organization 
that encourages personal development through newsletters, workshops, and seminar 
trainings. Its core audience is made up of members from Black fraternal organizations.  

More information about Otis Collier can be found at: http://www.otiscollier.com  

Otis can be emailed at: ocollier@blackgreeknetwork.com  
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INTRODUCTION: So, who are you Jim Stroud 
and why did you write this book?  

 

If you are reading this book ,then you are either out of work, 
on your way to being out of work, or you are combating 
burnout and have your options open. Any one of these 
reasons work for me, as you are my target audience. 
However, you can be perfectly happy with your present gig 
and still find useful information here to advance you on your 
current job. Why not flip a page or two and see what grabs 
you? If nothing catches your eye at all, then tell somebody 
else about this book so they can use it.  

Why did I write "How Do I Find A Job When The Economy 
Sucks?"  

I read recently from Yahoo News that 1.08 million jobs were 
cut in 2001. This was the largest single-year loss since 1982 
when 2.16 million were cut as the country struggled through 
the steepest downturn since the Great Depression. Yowza! I 
knew it was rough, but when you see a number like that, you 
have to count your blessings. In my 9 to 5 gig as a recruiter, I 
run into unemployed people everyday (literally) and it wears 
on my heart that I have only so many opportunities that I could 
bring to their attention. I would give tips and hints on how to 
pursue finite possibilities online and in the offline world. I 
would introduce them to people who might be able to assist 
them later, but when you have to eat now, such support was 
of little consequence.  

I recently read a VERY good article in the Atlanta Journal and 
Constitution by a writer named Michael Kannell who put into 
words what so many are hoping for: no additional terrorist 
attacks, federal rate cuts eventually working, consumers not 
drowning in debt, among other things. With so many obstacles 
it may seem impossible for the economy to bounce back, yet I 
still remain hopeful. What pessimists and optimists of our 
economy can both agree, on however, is that any type of 
change will take some time. So whether the economy 
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recovers by 2nd quarter 2002 or longer, there will be a need 
for this book. For that matter, there will always be a need for 
this book because somebody, somewhere, will be out of work.  

So what makes me expert enough to write this book?  

Well, I have been involved with Human Resources related 
functions for over 5 years. My HR career began with MCI 
where I was the second employee of a startup division 
focused on using the Internet to locate talent. (This was pretty 
much cuttingedge at the time.) I supported over 35 technical 
recruiters, created and facilitated virtual job fairs, developed 
online career sites and assisted with diversity initiatives. I also 
taught Internet basics and generally annoyed my co-workers 
by singing "Roxanne" by The Police whenever it was most 
inappropriate.  

When WorldCom bought MCI, I did some contract work with 
The CRS Edge. My work included brainstorming recruiting 
techniques, sourcing potential hires and some web design. 
After the CRS Edge, I landed at "Lanta Technology Group."  

At Lanta (clever isn’t it?), I was hired on as the third employee 
of a placement agency that concentrated on staffing post and 
pre-IPO Internet companies in Atlanta and across the nation. 
During my tenure, I generated net revenues for the company 
surpassing $500,000. Said number is representative of fees 
collected as a result of placing permanent, contract and 
contract-to-hire personnel. My responsibilities included serving 
as Lead Recruiter, Business Developer and representing my 
employer at diverse functions; (all that to say, I’ve been 
around the block a few times; but I digress).  

It has been said that finding a job is a job in itself! If you have 
ever been out of work for an extended period of time, then you 
know how true a statement this is. Consider the book you 
have in your hands as a training manual for your "new job," 
which is to find a new job. While I am not touting this book as 
the end all to whatever unemployment ails you, I can say that 
it will go a long way toward helping you to locate, qualify and 
pursue career opportunities in the hidden job market. (A place 
so often spoken of, but generally considered a myth. - Smile)  

"How Do I Find A Job When The Economy Sucks?" will tell 
you some things that you already know and quite a bit of what 
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you might not already know. The purpose of this book is not 
solely to disseminate job-hunting tips, but rather to change 
how you view your present or potential unemployment. If I am 
successful in altering your mindset, then corresponding 
actions will take place and you may never be out of work 
again in your life.  

If you are sufficiently curious as to what new thing I could 
possibly tell you about finding a job in any industry, in any city 
at any time, especially during the time of a wholly depressed 
economy, then by all means flip to the next page.  
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CHAPTER 1: NECESSARY 
EVILS AND HAIL MARY 

PASSES  

Okay, so for whatever reason, you are looking 
for a job. Your first inclination is to round up the 
usual suspects: online job boards, newspaper 
classifieds and career fairs. I would lump them 
all as necessary excursions into frustration. Why 
do I say that? I say that because everyone else 
is doing the same thing - especially now! I read 
recently that in 2001 there had been over 
1,000,000 layoffs nationwide. That’s a lot of 
people looking for work at the same time and a 
LOT of competition for a seemingly small plate of 
opportunities. Not a lot of fun for jobseekers, but 
a treasure trove for employers. As such, 
employers are demanding more from candidates 
and paying less, a practice that will surely bite 
them in the boom-boom when the economy flips 
back. (How totally opposite from the dot-com 
days when employers were willing to give up 
their firstborns for a senior management and/or 
technical dreamteam, sigh, but I digress.)  

 

NEWSPAPER CLASSIFIEDS  

If you are searching for a gig in the newspaper classifieds, what can I tell 
you? Try to get the paper early, respond early (or anytime during the day a 
classified section is published) and your resume will be one of many atop a 
stack of faxed resumes or resumes that have been e-mailed in.  

By the way, how are you at writing cover letters? One way to help you get 
noticed in a big stack of resumes is to have a catchy cover letter that grabs 
a recruiter’s attention. (You have to stand out!) Whenever someone asks 
my help in writing one, I always steer them to Instant Cover Letters.com! 
They have an "interactive e-book" that is a real no-brainer to use. It helps 
you create a PERFECT cover letter for any job and any career situation 
quickly and easily! 
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ONLINE JOB BOARDS  

TIP: There are a lot of job boards out 
there, but I like FlipDog.com. They 
have a very comprehensive database 
that is very intuitive. They also have a 
cool mascot. (Is this the same dog 
from The Little Rascals?) If you are 
going this route anyway, Flipdog 
should be among the first you look at. 
The WorkTree is worth a visit as 
well! 

If you are searching for a job on 
one of the job boards, then good 
luck to you. This method is a tough 
way to find employment and one I 
would not be so crazy about as 
everyone with access to the Net is 
looking at these jobs. Not only that, 
but people who cannot find a job in 
their city are looking at these jobs. 
And not only them, but people who 
are looking at the same jobs that I 
am looking at, who are open to 
relocation, have already sent in 
their resumes and the job may not 
even be legitimate. 

Hmmm… maybe "legitimate" is not the right 
word. Let me go with the word "active." It is a 
common practice among employers and 
agencies to leave certain jobs posted, even 
though they are not actively hiring for that 
position. Why? Just because they do not need 
that skillset now, does not mean that they will not 
need it later. This is especially true of recruiting 
agencies that specialize in a particular field, 
say… Accounting, for example. If a firm 
concentrates on accounting, then they will 
ALWAYS advertise for accountants, as they 
never know when they may need one with your 
background. Which is not a quick fix for you, but 
a one-day, possibly-maybe kind of thing and 
depending on your situation, this could be an 
added frustration. Be that as it may, submit your 
resume anyway as you never know.  

CAREERFAIRS  

If you have flipped the paper and scanned the 
online boards, then career fairs are another 
must-do. The frustration factor here is contingent 
on how many others show up, but at least you 
get face time with various company 
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representatives. This is BY FAR the better 
alternative to blindly faxing or e-mailing a 
resume to an unknown gatekeeper of 
information who could care less for your 
individual plight. At least with this option, you 
have quality time to present yourself in a 
professional, persistent and personable manner. 
The flipside to this is that you are sharing your 
quality time with several others who are also 
competing for the Mr./Ms/ Mrs. Congeniality 
prize.  

 

TIP: Regardless of how "blind" the 
step may be, some companies still 
prefer that you fax your resume, 
rather than e-mail it in. I don’t know 
why, but they do. Go figure...  If 
you’re going to fax your resume 
anyway, your best bet is 
FAXRESUME. Load your resume 
once and fax it to whomever for 
forever. Very cool! 

If you know it’s going to be packed, 
get there early. If it’s a careerfair 
with a low turnout, then good for 
you! Recruiters on-site will probably 
be bored and will want to talk your 
ear off just to stay awake. Find out 
what is REALLY going on at the 
company you are curious about and 
either save yourself some trouble or 
make a contact that will prove 
advantageous later. 

HAIL MARY!  

A fourth alternative is the old "Hail Mary" play. 
For those who may not know, the Hail Mary play 
is a last ditch effort to win a football game, and is 
generally used in desperation. A quarterback 
would toss the football in the general direction of 
where a receiver would be and if luck is with him, 
a touchdown is made just as the clock runs out. 
There are Hail Mary ways of getting a job, for 
example: The Door-To-Door Salesman routine. 
That is when you dress up in your best business 
suit and armed with an empty briefcase, legal 
pad or similar accessory, you canvas an office 
park. At each office you inquire as to what 
positions are open, try to get an HR 
representative to see you on no-notice and when 
that fails, you leave your resume with the 
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receptionist. Sound familiar? Here is another 
one. Spamming for dollars!  

 

RESUME BROADCASTING  

There are several resume services 
online that will broadcast your 
resume to thousands of recruiters 
who have signed up to receive 
them. Recruiters get your 
information for free, but you have to 
pay. So what’s wrong with that? 
Broadcasting resumes is a practice 
that was popular before the 
economy slumped. I signed up for a 
few of these services and the types 
of resumes I wanted barraged me, 
but moreso I received resumes I 
neither wanted nor read. I eventually 
unsubscribed from the various 
services. I have seen fees range 
from 50 bucks to 100 bucks and 
even higher than that and all paid by 
the jobseeker. Not a necessary 
practice but you never know; some 
folks swear by them. 

TIP: If you do decide to broadcast 
your resume, try these out. There are 
several of these type of services out 
there, but these are the better ones. 
CareerXpress, ResumeZapper, 
Resume Rabbitt and See Me 
Resumes (At least in my humble 
opinion.) 

Okay, are you depressed now? Have I 
sufficiently rained on your parade? I hope not. 
My reason for telling you all of the above is so 
that you can get focused on what you need to 
do. The classifieds, the job boards and the job 
fairs are all things you must do to get your 
resume circulating and increase your chance of 
employment. However, please DO NOT make 
the mistake of ending your efforts with just these 
four avenues. That would be bad.  
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CHAPTER 2: I LOVE YOU AND YOU 
LOVE ME  

For the benefit of those who do not have 3 year-olds who 
worship a purple dinosaur named "Barney," the end theme for 
his TV show is "I love you and you love me. We’re a happy 
family…" If you hear this song more than once it will infect 
your subconscious and cause you to sing it ad nauseum at 
home, at work, or in elevators while people point and whisper. 
Even though the song is simple; the principle is very beneficial 
when applied to hunting down jobs.  

To multiply your efforts, cover more ground and appear in 
front of more companies than you thought possible, you need 
to retain the services of a small sales force. A sales force that 
will market your skillset to as many companies as possible. As 
any sales guru will tell you, it's all about the numbers! You 
have to get the word out about you and a trained sales force 
can do the job.  

But wait a minute! I hear you thinking to yourself, "Hey Jim, 
get a clue! I'm out of work! Hello…" To that I would reply, "So 
what?" Not having a budget to pay a sales force to source job 
leads for you is no excuse not to have one. I dare say that you 
have it well within your means to run a sizeable organization 
without the necessity of money or spectacular credentials of 
any kind. Let me prove it to you.  

How many people do you know that are out of work? Two? 
Three? I dare say that today you can probably name 10 
people who are without a job. However, for the purposes of 
this example, I will go with the number 5. 

• STEP 1: Pick 5 people that you know to be out 
of work. It does NOT matter what kind of work 
they do, only that they are looking for a job and 
do not do the same thing you do. Preferably 
these are people who have been just laid off, 
although working with individuals who have been 
searching for a while would work well too.  

• STEP 2: Create a fact sheet detailing what each 
person does in general. You may also want to 
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list the name of companies they have worked 
for. Especially if they are from Fortune 500 
companies! (Check out the sample below. It 
does not have to be fancy, just functional.)  

SAMPLE  

o Clark Kent - Reporter - Daily Planet, Time Magazine, CNN  
o Matthew Murdock - Lawyer - Nelson & Murdock, King & 

Spalding  
o Felicia Hardiman - Makeup Artist - Turner Entertainment, HBO 

Productions  
o Tony Thompson - Claims Adjuster - MetLife, Prudential, 

Humana  
o William Slaton - Business Development - IBM, AFC, Coca-

Cola, Yahoo  

• STEP 3: Take the fact sheet with you to each 
interview and at the conclusion of your interview, 
ask the recruiter if you can take a few seconds to 
inquire about other positions. This is when you 
ask the recruiter if they have specific needs that 
meet the skillsets of those in your job-finding 
network.  

Be advised that a software engineer from Yahoo 
would be of more interest than someone who 
was a software engineer from a generic 
company no one has ever heard of. Even though 
said software engineer may not be the top of the 
line and the other guy is, simply because he 
stepped out of Yahoo makes him more attractive 
to a recruiter. (Not saying its right, just the way it 
is.) 

• STEP 4: If recruiter has a specific need for 
someone in your network, then advise the 
recruiters of that person’s name and that said 
person will be in contact with them shortly. You 
want to make sure that you get credit for the 
referral! More on that in a bit…  

• STEP 5: Via email, phone, message board, etc. 
touch base with your network of jobseekers and 
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advise them on where you have been and find 
out about their travels too. The more useful 
information you can relay with each other is:  

· What company you have been to  

· What departments within the company are 
hiring  

· Who you spoke to and their contact information  

· When that company expects to hire, if that time 
is not now  

· Dress code & culture of the company  

So what does this exercise do for you? I would hope that it is 
obvious; by creating and remaining active in a job-finders 
network you have multiplied your presence 5 times (at least 
with this example), cut down on wasted time pursuing 
companies that are not currently hiring and you have gained 
valuable information that you can use to attract more people 
into your job-finders network.  

Pretty cool idea hu'h? Believe me it works in generating 
business as well, but that's another book altogether. Okay, so 
now your network of jobseekers is up and running and 
humming! So now you have to pay them! But wait, I said you 
could do all this for free! Yes I did and yes you pay them, just 
not necessarily with money. Am I suggesting magical beans? 
Close, but not quite…  

As you bring people into your job-finders network, it is 
important to know what is important to them in terms of 
hobbies or special interest. For example, "Person A" in your 
network may be an Atlanta Falcons fanatic, (although at 
present the logic eludes me). Make a note to remember that, 
perhaps adding it to your fact sheet. "Person B" in your 
network is a "Lord Of The Rings" fanatic and "Person C" loves 
dogs, especially the Chihuahua from the Taco Bell ads.  

When someone from your network brings you a lead, reward 
them with a thank you related to their hobby. This is not 
necessarily football tickets as in the case of the Atlanta "Dirty 
Bird" fanatic, but could be an article about his favorite player, 
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or information on this player being interviewed on a particular 
day. If Person B gives you a good lead, why not send them a 
commemorative Lord Of The Rings calendar or other such 
related item. And if Person C gives you something, ummm… I 
don't know. I can't think of an example for that, maybe a 
monogrammed pooper-scooper or something.  

The point is you are building a rapport through association. 
Giving a gift to someone in your jobseeker network related to 
something that they like, cements good feelings between you 
and them. Everytime they use whatever item/info you sent 
them, it is a subconscious way of keeping them on your 
"payroll" so to speak. Whatever they give you, you must 
reciprocate with something else as soon and as much as 
possible. You want the "Christmas" effect of, "Wow! I gave 
them a really good lead. I wonder how many stuffed Taco Bell 
Chihuahuas I can expect now." Get it? I hope so, as I am now 
moving on to something else.  

Your workforce of job lead generators will work well for you as 
long as you remember to spread the love. Remember, "I love 
you. You love me. We're a happy family…" 
Arrrrgggghhhh...now it's in my head again!  

Here is a suggested format for your Job Seeker Network 
sheet. I did it in Excel, but use whatever works for you.  

COMPANY CONTACT ATTIRE HIRING? SEEKING? 

     

Wayne 
Enterprises 

Lucious Fox Formal Yes Accountants, 
Engineers 

SmoothSailing John Waters Casual No  

AB & Seas Art 
Vanderlay 

Business 
Casual 

Yes Marine Biologists 

Kraymerica Cosmo 
Kramer 

Casual Yes Intern 

Section One Michael 
Samuel 

Formal Yes Intelligence 
Operatives 

Genesis 
Corporation 

Ken Calhoun Business 
Casual 

Yes Realty Agents 

Lex Corp Talia Al Ghul Formal Yes Research 
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Analysts 

     

Okay, let’s say for argument’s sake that you are not big on 
sharing. Ever since you were a kindergartner you have always 
been a loner and never played well with others. Well, I have a 
solution for the lone wolves out there too. It’s one process 
encapsulated in 3 words: "Personal Search Agent."  

Personal Search Agents (of which I will refer to as PSAs, just 
so I can stop writing out the whole term) are robot agents that 
scour the Internet for you seeking leads based on your pre-
programmed criteria. There are a lot of them out there and 
several of the major job boards have them as part of their 
spiel. Monster has this capability and so does Headhunter 
and so does Nationjobs and so does Spyonit (Love those 
guys!) and Tracerlock (formerly known as "The Informant") 
and ummm… hmm… That's all I can think of right now.  

The upside of PSAs is that they are 24/7, 365 and don't stop 
until you tell them too. The downside is that a lot of them will 
send you info about jobs you don't want to know about. I 
suppose the trick to that is in how you input your search 
criteria, but truth be told, that does not always work either. (I 
speak of personal experience, but as I do not want to open 
myself up for a libel suit, I'll just whistle to myself and mosey 
on to another subject.)  
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CHAPTER 3: PEEK-A-BOO 
CLASSIFIEDS  

Peek-a-boo classifieds is another way of saying "Opportunities 
in The Hidden Job Market." I suppose I could have just called 
this chapter "Opportunities in The Hidden Job Market" but I 
didn’t want to. (Smile)  

NEWSPAPERS  

Okay, let’s get this one going with a simple multiple-choice 
question.  

When picking up a newspaper, you search for jobs in:  

A) The Classifieds Section (Want-ads)  
B) The Business Section  
C) The Front Page  
D) The Entire Paper  

Okay, the correct answer is… E, all of the above. Okay, so 
maybe I did not list an "E" as a selection, but that was 
because I wanted you to think about it. The first answer was 
probably the most obvious answer to most of us, but was it the 
only answer? Was there another way of judging the question? 
If a tree falls in the woods and no one is there to hear it, would 
anyone even care? Probably not, but I digress…  

Everyone goes to the classifieds when looking for a job. It is a 
necessary step (didn't I already say that in chapter one?), but 
only the beginning. Keep in mind that these are the jobs 
EVERYONE else is looking at as well. I suggest that you put 
your major focus on every other section of the paper that 
reports real news (failed celebrity marriages obviously would 
not apply), and in particular business news; primarily because 
that is where the real jobs are!  

Let me give you an example of what I mean. I pick up a paper 
and I flip through the business section of The Atlanta Journal 
& Constitution. I notice an article about some company in 
Alpharetta that just closed a deal on a new facility, where 
construction will begin in one month. One person may look at 
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that and say, yeah, whatever… but I would look at that in 
several ways:  

"New facility" implies some construction workers will be 
needed, electricians, eventually some LAN/WAN networking 
will need to be done, interior design so the office would look 
nice, expensive pictures on the wall to impress perspective 
clients, lots of computers will be needed for the workers to do 
their work on, phones would be needed and who is going to 
manage those people and who will manage the managers of 
those people? (And of course the obvious for me, a new 
facility means new workers will be needed, so I better hit them 
up early before the other recruiters catch wind of this as well.)  

So, from that one article, there are at least 10 jobs that have 
not been announced or even written up yet. So by acting 
early, I could call and find out who is in charge of that facility, 
who is in charge of hiring for that facility and proactively send 
my resume in. This way, I could be the first-in-line for a 
position, before a job description is even conceived or written. 
And why would a company even write a job description if your 
resume is already there and you are a perfect fit for their 
need?  

Here's another example; I read an article about a charity 
function  where the purpose is to promote technology to high 
school students. (For those who feel charity begins and stays 
in the home, a big "I gave at the office" expression may 
appear on your face). But you could be missing out on an 
opportunity. Reading deeper into the article, it is discovered 
that Earthlink is one of the major sponsors and so is Coca-
Cola. Hmm… those are some big companies that hire in big 
numbers, when they do hire. Hmm… might be worth a visit to 
their kick-off party. It might also be worth it to volunteer a few 
hours here and there as it may get you closer to an exec with 
pull within the corporation, or at the least another name that 
you can call on. What's the worse that could happen in 
volunteering for a charity? You help somebody in need, 
besides yourself. (Ahhhh… I just want to hug myself for that 
one.)  

Okay, here's another one for you…  
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MAGAZINES  

How many magazines do you read pertaining to your 
skillset? If you are into fashion, you probably read Vogue. If 
you are into high finance, then INC is probably your thing. If 
you do not read a trade magazine geared towards your 
expertise, then shame on you. However it is not too late to 
start! Whatever you are into there is a magazine (paper or 
electronic) being published with you in mind. 

TIP: Here are a few links to get you started!  

I recommend *MAG PORTAL!* as they have HUMANS adding research to their site 
daily.  

· Gebbie Press - http://www.gebbiepressinc.com/magurl.htm  

· Google's List - 
http://directory.google.com/Top/Business/Resources/News_and_Publications/By_Industry 

· Yahoo Trade Magazines - 
http://dir.yahoo.com/business_and_economy/magazines/trade_magazines/  

· DMOZ - http://dmoz.org/Business/Resources/News_and_Publications/By_Industry/ 

Magazines usually contain at least one interview , right? Why 
not write to the person being profiled? Let me correct that, why 
not read the article on the person being profiled and then write 
to them? If they are authoritative enough to be featured in a 
magazine, chances are they have a contact or two that they 
are willing to share with the person that strokes their ego 
correctly. I have done this on occasion and can attest that 
sometimes it works and sometimes not, but when it does work 
it is very cool!  

Why not read the letters written to the magazine that are 
answered by the editor? A lot of times the e-mail addresses of 
the readers (in addition to their job title) are posted along with 
their letter! Good examples of this can be found in INTERNET 
WORLD & BUSINESS 2.0. Since I recruit for a lot of  internet 
companies, these are my zines of choice. However, for every 
traditional business executive reading this (present and 
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future), I cannot recommend FORBES magazine enough. 
What’s wrong with writing some of these people and saying:  

NOVEMBER 19, 2001  

Dear Mr. CEO,  

I saw your letter in Business 2.0! You hit the nail on the head, 
but what do you think about how "tomorrow’s market" will react 
to it? By the way, my name is Jim Stroud and I recruit 
therefore I am. Drop me an e-mail anytime.  

Signed,  

Jim Stroud  

Okay, so it’s not Shakespeare, but it does not have to be. 
Short and to-the-point is ALWAYS the best method when 
approaching someone this way.  

PRESS RELEASES  

Do you ever wonder how newspapers get their news? 
Reporters play a big part and national news syndicates like 
Associated Press play a big part, but don’t forget about the 
unsung hero represented in the press release. Whenever a 
company wants publicity for a product or for the company as a 
whole, they send out a statement to newspapers, magazines, 
etc. to get the word out. Not every one of these media outlets 
prints the release, but the chance of publication is there and 
like sales, it’s a numbers game. 

There are places online to search press 
releases, those that are published and 
those that are in limbo somewhere. 
When reading through them, "mine" 
them for leads. Of particular interest 
should be who was recently promoted 
because if there is no successor listed, 
hmmm… there may be an opening 
there.  

You also want to check what company is 
moving into your town and opening a 
facility (remember the first newspaper 

TIP:  

http://prnewswire.com/home.shtml 

http://www.ereleases.com/  

http://www.businesswire.com/  

http://www.prweb.com/  
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example I gave?). Keep a close eye on 
what company is moving out of your city 
as well. When a company moves, not 
everyone is going to relocate with it. If 
you are open to relocation, there could 
be an opportunity there for you!  

One of the better things about press 
releases is that they are time-sensitive. If 
you are lucky enough to get a hot 
release before a newspaper prints it, 
then you have a good jump ahead of the 
competition. 

NEW BUSINESS LICENSES  

If you are reading this in Atlanta, then pick up a copy of The 
Atlanta Business Chronicle (a VERY good business paper) 
and turn to the section titled, "On The Record." They list, at 
least at the time of writing, a GOLDMINE for jobseekers. If you 
check their "New Businesses" section, then you will see a 
listing of new and renewed city business licenses filed with 
each municipality. In addition to this you also get information 
on new corporations, real estate transactions-commercial and 
lease transactions.  

Okay, for those who don’t get this right away?  

You want a jump ahead of all of the other job seekers 
competing for the same jobs right? Why not introduce yourself 
to companies that are just getting started? Get in on the 
ground floor before they can write a classified, approach a 
recruiter and most importantly, BEFORE they can post the job 
in a classified of any kind. And not only that! Look at who is 
moving into your neighborhood, so to speak. The Atlanta 
Business Chronicle also lists lease transactions submitted by 
Atlanta Brokers that are 2,000 square feet or more. If you 
happen to see a really large transaction of square feet take 
place, you should say to yourself, "Self, looks like a big 
company is planning to move in over there. I better avail 
myself to the leasing agent and see if I can get an inside 
scoop and maybe, land myself in a sweet corporate position."  

But wait, you say you live outside my beloved city of Atlanta? 
Not to worry, the  type of information that the Atlanta Business 
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Chronicle publishes is PUBLIC INFORMATION and as such, 
readily accessible with minimal effort. All you have to do is go 
to your local municipality where government records are kept 
and request a list/copy of the recent licensees who have 
acquired a business license. The price you pay will be 
determined by the cost of copies. And some companies 
CHARGE BIG BUCKS to neatly format and resale to you 
something that you can get yourself for free.  

Ahhh… you did not know that did you?  
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CHAPTER 4: GETTING HELP FROM THE 
INVISIBLE PEOPLE  

On any given Saturday my doorbell will ring and should I decide to answer 
it, a religious peddler selling me their belief system would interview me. 
Although they were often the scapegoat of many jokes and for the most part 
ignored, I eventually realized how connected they were in terms of what 
was going on in the neighborhoods surrounding mine. Think about it… They 
go door-to-door, so they know who is usually in or at the least willing to talk 
to them. They would be among the first to notice a significant change in the 
area they regularly canvas. They are accepted as part of the landscape, so 
while they are conspicuous, they are also invisible. When looking for a job, 
seek people that are somewhat like these: A part of the landscape, 
accepted for better or worse and connected to a territory or larger 
organization.  

Here are a few examples…  

RECRUITERS  

Okay, so maybe I am tooting my own horn here, but if so… beep-beep! 
Recruiters operate in a love-hate-love triangle between job seekers and 
clients. When a client is fully staffed, they do not want to hear from 
recruiters. When a candidate is happy on his job, he does not want to hear 
from a recruiter and during those times neither will return phone calls. On 
the other hand, if a candidate needs a job, they will not stop calling. If a 
client is frustrated with trying to find good help, then they come around. It's 
sort of like being a fireman. You don't really appreciate them until you need 
them. Speaking as a recruiter, please do not afford yourself this mentality.  

Recruiters can be a VERY valuable asset to you when working and 
unemployed. Think about it… We know what companies are performing 
well, what companies are losing value and when the proverbial ship will 
sink. Advice from a well-plugged in recruiter can help you discern how 
happy you should be working on the job you just landed.  

Ask yourself this, how many recruiters do you know by name? How many 
do you keep in touch with? Or is it that once you are employed, the "thrill is 
gone." Probably the latter which is a mistake, as your salary could have 
increased several times over because you stayed in touch with people who 
place candidates like you every day. Something to think about…  
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REPORTERS  

A lot of people shun the press and hide when a microphone or camera is in 
their face. The press gets blasted for sensationalism, misquotes and 
ignoring real issues at times. Yet without them, we would be wholly ignorant 
of a lot of significant happenings locally and nationwide. When was the last 
time you read a newspaper article and wrote the reporter that wrote it? 
Have you even considered how well connected reporters are? They go 
everywhere! They do lots of research and have to (at the least) do a good 
faith effort to check all the facts. These people know people and people who 
know people, if you know what I mean.  

What I would suggest is try getting next to reporters who write consistently 
on matters of interest to your career. If you would, present yourself as an 
expert in your field and someone they can call on when a quote is needed. 
In exchange, ask them for leads on things that may be in development but 
not quite ready for press. With leads like that, you would be well ahead of 
the curve in finding opportunities that might not have even been written as a 
press release. Something to think about…  

 
COLD-CALLING SALES GUYS  

Okay, here is a tricky one. How many times have you hung up on a 
telemarketer? Not any more or less than I have, I assure you. Usually the 
ones that call me at the office are selling something that I know we are not 
going to buy. I tell them flat out that we are not a good prospect for their 
goods or services, however I may be able to think of a prospect for them. I 
ask them generally what their shtick is and who they target. Should their 
prospective clients happen to be mine as well, I then discuss how we could 
perhaps exchange leads with one another. I have done this about 3 times 
and have met some success with it. The downside to it all is unless the 
sales guy has a warm rapport with the lead they send you; you have to go in 
cold. That's okay, at least I know that they have a need for my services. The 
only question is whether or not they will buy it from me. So how does this 
relate to your jobsearching? Easy… companies that can afford to buy 
certain services or goods, should suggest to you that they may have money 
to hire someone to facilitate said good or service.  

For example, I am perfectly fine with my long-distance company. If a 
telemarketer calls me at home, then I know he is hitting up neighborhoods 
and I am even less interested. However, if they are open to a chat (and all 
GOOD cold-callers are) then I may be able to get a referral towards 
someone who is selling long distance to businesses. I talk to that person 
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and say I may know someone who may be interested (and if not, I will say 
that too). I also mention that I am looking for a job and would be most 
appreciative if they could help me. No, I do not want to be a telemarketer. I 
would however, like to know who has been buying long distance plans in my 
neighborhood. As that would suggest to me that they have been spending 
too much money lately and need to cut back, or they are planning on hiring 
more people and need to cut unnecessary costs or, they just want to save 
money. No way to know for sure, but if I can get a name of someone who 
makes purchasing decisions, then I can follow-up with them and ask about 
the condition of the company. Who else would know if the company is hiring 
better than the money managers of that company? Just an idea… Give it a 
shot!  
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CHAPTER 5: TO THY OWNSELF BE 
TRUE & A WORD ABOUT 

OVERQUALIFICATION 

One slight frustration of mine and I reiterate "slight," is trying to 
help somebody get a job that does not know what he or she 
wants to do. Usually these people are either so multi-talented 
and can do so much , or they have been drifting along for a 
while and now want to pursue a career. Regardless of if this 
scenario is yours or not, you need to develop a motto, a 
mantra or a mission statement of some kind that defines who 
you are as a worker. Here is one that I have used for the past 
four years, "I recruit therefore I am." Its catchy, yet not original 
and proving it opens a wide door to philosophical debate. 
However the bottom line to it is that it works for me. I recruit 
people. I recruit clients. Everything work-related task I perform 
can be explained under those two statements.  

It is very important for you to define who you are career-wise. 
If you cannot adequately explain yourself, how can you expect 
your jobseeker network to clearly convey what you bring to an 
employer’s table? So how do you do this when you are unsure 
yourself? I suggest three steps: Skillset Assessment, Career-
Mapping and Integration of Experience and Training.  

SKILLSET ASSESSMENT is when you take an inventory of 
what you enjoy doing, list what you have done for a living and 
somehow fuse the two together. The cumulative goal with all 
of these steps is to discover your passion. If you have a 
passion for the work you do, then the end results will speak for 
themselves and become your best advertising. Oprah is well-
loved and very rich. She works long hours to produce her talk 
show and related products, but she enjoys what she does and 
people respond to it. If she had no love for talking to people 
and helping people, her show would have been cancelled or 
seen as one of many talk shows that occupy daytime 
television.  

So ask yourself; what makes you happy? Caring for children? 
Cooking? Using technology to resolve difficult issues? 
Managing projects to fruition? Helping others to reach their full 
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potential? Building things? The list is endless, but only you 
can write it, so write.  

Once you have your list together, describe how you best work: 
Are you a Lone Ranger? Or do you need the support of a 
team? Are you shy? Or are you the life of the party? These 
things factor in a big way as well. How? When you are 
interviewing with a prospective company, you should also ask 
them questions about their culture. Are they a large, process-
driven company? Or are they a close-knit bunch operating in a 
cube farm? Are shirt and tie the uniform, or is every day 
casual Friday? Depending on your personality, you should be 
able to discern which environment you are likely to thrive in.  

CAREER-MAPPING is a term I first heard at MCI. In a 
nutshell, figure out where you want to be in "X" number of 
years and then set landmarks towards that goal. To say it 
another way, you have to see the big picture. If you want to be 
a CTO (Chief Technology Officer) of a company, then it is 
good to pursue increasing amounts of responsibility. For 
example, you may come into a job as a programmer; then 
migrate into project management, to senior project 
management, to a Director of Information Technology to CTO. 
One good way to landmark your career is to examine the job 
titles you have worked under. However, this can be tricky, as a 
CTO in a 4-man company is different from a CTO within say… 
IBM. So in addition to the job titles, keep track of the amount 
of responsibility you shouldered and the number of people you 
managed and the size of the budget you controlled. How 
much or how little was the turnover rate in the departments 
you commanded? (If you cannot keep your team together in 
one place, why should someone trust you with his or her 
team?) All of these things in concert are important when 
factoring just where your skillset is valued in the marketplace.  

INTEGRATION OF EXPERIENCE AND TRAINING is when 
you have figured out what you want to do, planned where you 
want to go and now you have to gather what you need for the 
desired end result. To get back to my CTO example, it is 
highly suggested that a budding CTO would stay on the 
cutting edge of technology and read, read, read all they could 
about what technology is out there. If a promising new 
computer language is on the horizon and threatens to become 
a standard, or at the least very popular (i.e.: C# also known as 
C-Sharp), then it would behoove the future CTO to learn that 
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language. For that matter, the future CTO should be taking 
advantage of every training opportunity available to him and 
leading people with this newly found knowledge as that is a 
practice that promotes elevation within a company. Train, 
train, train and mentor, mentor, mentor those who are ignorant 
of your knowledge, as a good CTO develops his team and 
does not want them to stagnate due to lack of growth. (It has 
been my experience that if a techie team is not constantly 
challenged, they get bored and go elsewhere to learn new 
tricks that are not being taught to them in their present job.)  

Once you have accomplished those magical three steps: 
Skillset Assessment, Career-Mapping and Integration of 
Experience and Training, you MUST acquire the proper 
mindset. What is that mindset you ask? Well, I’m glad you 
asked that…  

You work for you! (Hmmm… let that simmer for a 
moment. Nah, I will say it again.)  

You work for you! You have always worked for you. You will 
always work for you. You determine your raise and pay. You 
determine your promotion and you determine your demotion. 
Not your boss, not back-stabbing co-workers, not office 
politics in executive land, but you. And I will quantify that!  

You are a product, a good that produces a service. Just as a 
good product sells itself through word of mouth, so do you sell 
the service you provide through word of mouth. No matter how 
popular or disdained you are by some, if you produce an 
excellent service then you will always be in demand. 
Companies want salespeople to move their wares, but they 
NEED a good salesperson. Companies want business 
managers, but they NEED a good business manager. Always, 
always, always do good work and represent YOU with 
excellence at every turn. Your work will always speak for you; 
no matter how much booty you kiss.  

Consider this: companies are bought and sold, merged, 
dissolved or broken up every day no matter the condition of 
the market. Companies and departments within those 
companies are wholly temporal and subject to change, despite 
your best efforts to produce the highest quality work. So that 
means, you must connect in the minds of those around you 
that you are a good worker. There have been many times I 
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have interviewed executives who have been working for 
years, a decade plus and they tell me that I was the first 
person to interview them in years. Prior to me, they were 
always presented with opportunities to work at other places 
because someone knew them from a previous job and was 
impressed by their work. My last two jobs (here at Lanta and a 
contract opportunity with The CRS Edge) were due to 
someone who knew me or at the least, had heard about my 
work performance. ALWAYS REMEMBER that there is a 
security in performance that cannot be measured.  

Are there any Trekkies out there? When working anywhere, 
always use the "Scotty" rule. On the USS Enterprise, the ship 
would all too often get in a jam. Either the Klingons were 
attacking or some alien force had them trapped in a tractor 
beam or some intelligence was taking over the ship. If you are 
a fan of the original Star Trek television show, then you know 
that it hit the fan every week and it always came down to 
Scotty. Kirk would get on the intercom and detail how badly 
the Enterprise needed to be anywhere but where they were. 
Scotty would reply that the dilithium crystals were about to 
blow and there was not much else he could do. Kirk would 
then bark an order of what he needed and in some kind of way 
Scotty would come through and the ship and crew would be 
saved. Because of all the times Scotty came through, his 
name became legendary. So how does this translate over to 
you? Easy… under-promise and over deliver!  

When given an assignment, always promise something that 
you know you can deliver on. Something that will be no 
problem for you to produce, thereby setting the expectations 
of your employer as low; then come back with more than what 
they asked for and they will be impressed everytime. Scotty, 
the situation is this! Okay Kirk, I promise to give you at least 
this much. Yet, Scotty always gave more. It earned him the 
moniker of "miracle worker" and even when the  TV show was 
cancelled and they went to movies, Kirk had to have Scotty on 
board when he continued to go where no person had gone 
before. (Insert Star Trek theme music here)  

 
MENTORS  

Once you have decided all things concerning your career 
direction and have taken steps to implement them, realizing 
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that you must stay cognizant of your performance, an added 
step is to attain a mentor. A mentor can be a very present help 
when in trouble and a solid insurance plan when you are 
confused on important issues. When you consult a mentor, 
you are multiplying your knowledge base by the number of 
years they have been in the field and potentially plugging 
yourself into their network, as they might refer others to your 
attention as well.  

When pursuing a mentor it is highly suggested that you 
 adequately research who they are first. This is so that you 
may be even more confident in their ability to advise you and 
to safeguard against consulting with someone who may have 
been more lucky than good. I recommend reading through 
trade magazines and newspaper articles for those individuals 
that have made a significant impact towards their craft. I also 
suggest that you frequent networking opportunities and join 
organizations that court people akin to your mentor’s skillset. If 
you have pegged someone who is pretty high up the food 
chain, it may be a while before you can get their attention or 
even get them to respond to you if they are busy. By keeping 
yourself in the types of environments they frequent, you have 
a better chance of meeting them via osmosis, which is through 
a friend of one of your mentor’s friends. Something to think 
about…  

Once you have solidified 
contact and begun building 
a rapport with the mentor, 
keep in mind how valuable 
(and how scarce) their 
time may be. Depending 
on the rapport you have 
developed, ration well the 
amount of time you ask of 
that mentor, but keep 
yourself in the mentor's 
mind by periodically 
sending an e-mail of 
thanks, or a note of 
information pertaining to 
his hobby or something. 
(Just like you do with your 
job hunting network) Keep 
in mind that people pay 

TIP:  Interesting reading!  

http://www.management-mentors.com/ 
http://www.tamug.tamu.edu/acswcc/mentor.html 
http://www.peer.ca/peer.html 
http://www.mentors.net/  
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consultants BIG BUCKS to 
get the kind of advice that 
you are seeking for free, 
so NEVER FORGET 
THAT. 

 

A WORD ABOUT OVERQUALIFICATION  

Okay, if you have been searching for a job long enough 
chances are you will hear this dreaded phrase, "Sorry, but 
you’re overqualified for the position." Sure on one hand it is a 
compliment that someone thinks you are too good to be 
working for them, but on the other hand you still have to eat 
and being overqualified is not putting food on the table.  

In case the term "overqualified" has been an enigma wrapped 
up in a mystery for you, let me tell you what employers really 
mean when they throw that word around. Let the 
demystification begin… (Insert the sounds of monks chanting 
here)  

1. You'll be harder to get rid of if things don't work 
out because of discrimination issues. Gee, its 
difficult to get more blunt and to the point than 
that. A lot of times, it all comes down to 
prevention. On down the road if the powers that 
be want to use their mighty axe in cutting jobs, it 
is to their advantage to let you go in favor of 
someone cheaper and umm… more easily 
bossed. Of course there are certain agencies 
such as the EEOC that would have a field day 
with this, so why even create a minefield to step 
into later?  

2. You're going to drop them as soon as a better 
job comes along and in this economy who could 
blame you? Yet, no employer wants to get 
somebody "broken in" only for him or her to 
leave in a short period of time and go through 
the process all over again. (If you are single and 
looking to get married, you may be able to 
identify with this one better than the previous 
example.)  
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3. With your experience, no doubt you would be an 
expensive hire and they are not trying to spend 
any money, especially on your paycheck. If it’s 
not your paycheck, then raises designed to get 
you back to the compensation you are 
accustomed to or even sick leave.  

4. You’ve been there and done that and you’re 
going to get bored with the job as it is beneath 
your talents. Not only will that make it hard to 
motivate you, but also you might become 
something like an apathetic virus infecting the 
rest of the crew.  

Dealing with these issues and fears will take a great deal of 
tact and care, but remember that you have the upper hand; 
you just have to convince them of that. Tell them how much 
money your experience will save them and give examples 
where you improved profit margins and business processes. 
Point out that you are looking for a "home" and not a "job" and 
that you believe in what they are doing so much that you are 
willing to take a cut. Stress how much of a team player you 
are and how that as an "overqualified" worker you overwork to 
get the job done, something exemplified in your resume, 
references and letters of recommendation.  

Like anything else it is a sales pitch, but at least by addressing 
the four issues mentioned above, you can muster a good 
defense with a strong first striking offense. Get ready to 
rumble!!!!!!!!  

Whoops, sorry, forgot myself there…. Next topic please.  
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CHAPTER 6: GROUP HUGS  

Okeydokey, where are we? Oh yeah…group hugs.  

If you are not a member of an organization pertaining to your 
field of expertise, shame on you. If you are a member of an 
organization pertaining to your field and not active in it, then 
shame on you. If you are ,however, a member who shows up 
most of the time and knows most of the faces ,well, there is 
hope for you yet. Chances are if you attend enough of your 
group's meeting, people will remember you enough to 
associate you with that group. (Not the best scenario, but a 
workable one.)  

Being an active member of a group promotes the number one 
ideal when seeking a job.  

It is not whom YOU know, but who knows YOU!  

And you can shout that from the rooftops all day long. I 
mention in my e-book, "How Do I Find A Job When The 
Economy Sucks?" about a speaking engagement I had once 
with the Organization Of Chinese Americans where I 
discussed tips, tricks and ideas on how to get a job in a sucky 
economy. For those who do not know me personally, I have 
very few ties into the Chinese community of Atlanta. So how 
did it come to pass that I was speaking to an audience of 
Chinese Americans from an organization I never knew about 
in a meeting hall I had never been in before? Simple, 
somebody knew me.  

A year earlier, I met Jerry Chang, a VERY capable Corporate 
Developer from Headhunter. net, at a networking function. We 
touched base a couple of times since, but it was not until he 
saw my name in The Wall Street Journal recently that we 
formally touched base again. It turns out that he was an 
influential member of a career fair for Asian Americans and 
needed a speaker and asked me to jump in. I said "sure" and 
hopefully accomplished some good. Please see this clearly! I 
was given an opportunity that I knew nothing about with 
people I did not know because someone knew me.  
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Joining a group and being active, or at the least being seen 
there regularly can have payoffs in ways you do not know. For 
example, what if you joined a networking group and happened 
to bump into someone over the chips and dip and you guys 
start talking? There is no telling where that can lead, possibly 
nowhere and possibly to the moon, who knows? Plus the 
benefit of networking with people in a group is that at the very 
least, you have something in common to talk about. Takes the 
pressure off of coming up with an opening line, yes? Yes. (If 
only dating could be so easy.)  

Okay, so you have joined two groups of your choice and I say 
two because I think it is a realistic number. If you prefer not to 
join two groups, then join one and attend multiple networking 
functions to augment the one you missed out on. Realize also 
that there are benefits to both. By staying connected with the 
same people, you are solidifying yourself in their minds and 
promoting the possibilities of referrals coming your way. By 
keeping in touch with the same people regularly (group 
meetings) and going to new networking functions, also allows 
you to meet different people. These chance encounters may 
pay dividends in the long run. Come to think about it, join one 
group and keep networking; as I write this I realize that such is 
the better option.  

Once you have established initial contact, set up a point of 
follow-up on your calendar to touch base with them again. The 
purpose is not to become a pest by constantly bugging 
someone to give you a job, but to psychologically place your 
stamp on his or her mind.  

For example, the next day (or same day, preferably), send a 
SHORT note to the person you want to stay close to. Remind 
them of where you both met and offer some information to 
them that may prove immediately useful to them. Here is an 
example:  

Joe,  

It was a pleasure meeting you at the AITA meeting yesterday! 
If you remember I was the Atlanta Falcon fan you teased by 
the punch bowl. (Wait ’til next year -smile.) I wish you 
continued success in your new position as CEO of ABC 
Companies. I attached an article about how 123 Companies is 
entering your space. Just in case you didn’t already know.  
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Stay in touch!  

Jim Stroud, Recruiter Extraordinaire  

"I recruit therefore I am."  

404-256-7383  

Now notice that in addition to the SHORT letter I sent him, I 
also added my contact information, and (hopefully) a catchy 
phrase for him to remember me by. Now when you follow-up 
with this person, you will type a new message above this one. 
In this way, he is reminded of how you two met, your skillset 
and a reason to connect again. The person you speak to may 
be so swamped that they may forget who you are, so sending 
a letter with the initial one attached helps everyone to save 
face.  

Now if you have timed this and subsequent letters properly, 
then this CEO will always think of you whenever a staffing 
issue comes to mind. This is EXACTLY what you want and 
can only work to your benefit. Put yourself in their shoes, "Why 
place a job-ad for a recruiter when I know one already?"  

PLEASE NOTE that you must (and I cannot underscore this 
enough) be careful how many "HI!" notes you send to 
someone that you have not met or fully connected with. I 
suggest a 90-day interval for senior management and for 
recruiters (if you are not aggressively seeking employment, 
but rather have your options open). If you are very active with 
your job search, time contact with recruiters for every 3 weeks. 
By the way, an e-card MIGHT work, but with so much Spam 
out there I would not try it. It may give a bad first impression or 
just get deleted and you would never know.  

Okay, it feels like I have been off on a tangent, so let me get 
back on track. You join a group; make contacts within the 
group and follow-up with those contacts. So where do you go 
from here?  

1. Every business organization has a roster of 
members and (usually) a listing of where they 
work. (I am a member of the Atlanta IT Alliance 
and we have such a listing.)  
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2. Remember the job-searching network I 
suggested you start? This is where information 
like that comes in handy. Compare the info from 
your job-searching network you started with the 
roster of people in your group. Are there any 
members in your group working at a company 
you know is hiring? A referral from someone 
within a company is MUCH better than someone 
walking in off the street because it somehow 
makes you more "real" to a recruiter when 
someone knows you. (But not necessarily more 
qualified. Go figure…)  

Whoops, I almost forgot something! 
Whenever you go to network with people at 
an organization, DO NOT take your resume! 
You will look desperate (unless you know 
recruiters will be there) and you do not want 
to give a negative impression - ever. 
Instead, I suggest you take your little friend. I 
am speaking of your business card. But wait, 
you say that you do not have a business 
card because you do not have a job, which 
is why you have read this far. Okay, I hear 
you, but I have to tell you this… CREATE 
ONE NOW! 

I recommend that you get 
your business Cards from 
IPRINT! They have a very 
cool offer where you can get 
250 cards for FREE! Hard to 
beat an offer like that. 

Let me explain it like this…  

I was at one of a zillion networking events the other day when 
I met a guy named Alan Fralick. Alan was open to new 
opportunities and trying to network his way into a new job by 
rubbing elbows with his peers. When I told him I was a 
recruiter, he did not give me a resume. He gave me something 
MUCH better.  

Alan created a business card (probably from his home 
computer) with his name, contact info and a bullet point list of 
his skillsets. On the back of the card was a more detailed 
description of what he brought to an employer's table. It was 
quick, simple and easy! I did not have to fold his resume up 
and stick it in my back pocket or carry it around under my arm 
with my other stuff. At a glance I knew he was a Technologist, 
what he was capable of and how to reach him. Very smooth 
technique and it had the effect of "My name is Bond… James 
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Bond" in contrast to several others almost forcing resumes in 
my face. (By the way, if you ever need someone strong in 
LAN/WAN Engineering, Information Security or Change 
Management let me know and I will pass you on to Alan.)  

Another cool thing about his card is that I could put it in my 
business card holder that I keep next to me in my desk. (Very 
convenient) By printing up some cards for yourself and 
passing them out to people, you have a means of celebrating 
your work history, but maintaining a sense of privacy at the 
same time. Something to think about…  

But let me take the business card thing a step further.  

THE ALMIGHTY BUSINESS CARD TECHNIQUE - 
Patent Pending  

1. There are gadgets for sale in STAPLES, OFFICE DEPOT 
and in several other such places that scan business cards. 
Basically, you input your card into the mouth of the device, it 
scans the words and numbers and then uploads it into a 
database on your computer. You can then add notes such as 
where you met them and what you talked about, who 
introduced you, blah, blah, blah… Okay, you do this and 
before long you have a database of contacts.  

2. As you read through the paper searching for jobs in the 
hidden job market, you come across several company names 
that sound somewhat familiar.  

3. You consult your database of indexed business cards and 
discover that you met a sales rep that works at the company 
you saw in the paper. Bingo! You give them a call, remind 
them of where you two met, ask about the job and hopefully 
you have a solid lead inside the company. Or at the least, you 
have the name of whom you should be talking to.  

Its a neat trick, you should try it...  
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CHAPTER 7: BEFORE I GO IS IT WORTH THE 
TRIP?  

If you ever worked for a dot-com company that went bust, or were laid off 
from a Fortune 500 company, chances are you wished that you could have 
known ahead of time what was going to happen. If you knew that profits 
really do matter in the dot-com world, then you would not have cut your 
salary to such a ridiculous level and loaded up on worthless stock. If you 
knew the latest CEO did not have a clue about the industry your company 
operated in, then you would have hung up the phone on the recruiter who 
called you; especially when you just sold your home and relocated your 
family to the other side of the country. If only you had consulted the Magic 8 
ball, hmm? Well thanks to the Internet, you now have access to your 
magical prophetical 8 ball! Ummm… well kinda' sorta. I'll explain it after a 
quick reality check with you.  

REALITY CHECK: You represent you! If a company is going to make an 
offer of employment to you, the question now becomes whether or not you 
feel secure enough to make an investment of your skills, time and sweat 
equity towards its success. A heavy question when you consider that your 
continued livelihood is at stake, not to mention those of your dependents. All 
that to say, if you accept a job offer, then you are making a major 
investment in expectation of a return: salary, increased salary over time, 
benefits and elevation of your career. A lot is at stake and if a company 
really values what you bring to the table, then they will make a case along 
these lines. If you are really serious about your career, then you have to be 
comfortable with what it potentially represents, especially if it feeds your 
passion. (Remember; to thy ownself be true.) Beyond the need to pay 
immediate bills, never take a job just to take a job, it is not good for your 
career.  

Okay, back to the 8ball example.  

While there may not be a magic 8ball wizard with a track record online to 
advise you, there is an alternative means that works just as well if not 
better. It is called RESEARCH. Okay, so you did not see that one coming, 
hun'h? There are lots of websites online that allow for the researching of a 
company, some obvious and others less so. They are meant for investors 
and you are an investor of time, skills, etc. Some require fees to get the 
really good info, but there is enough on the freebie side to get a good idea. 
For example, check out www.CorporateInformation.Com. It has a lot of what 
you need and then some.  
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I visited Corporate Information and just glanced over the site, not looking for 
anything special. I just wanted an example to share. I chose Fannie Mae 
because they have a branch in the building where I am currently employed 
and everyone I meet from over there is SO nice. (smile) Anyway, I glance 
over the info on this web and notice right away that they have been kickin’ 
booty and taking names! Although 2001 was the worst of times for most, it 
was the best of times for them as they had a record year for earnings and 
no end seems to be in sight. CorporateInformation.com also had links to a 
couple of message boards (Yahoo’s board & Raging Bull) discussing Fannie 
Mae and my hats are off to them again. It would seem that someone posted 
some unfair analogies about Fannie Mae in comparison to the Enron fiasco. 
Well, that did not go over well with certain employees of Fannie Mae and 
the rebuttals were fierce. Hmmm… Fannie Mae must be treating their 
people well to garner such loyalty, yes?  

Corporate Information is not the only website of its kind by any means! I 
continued with my Fannie Mae example on HOOVERS and saw a few 
interesting things (Quarterly financials, news & analysis, etc) but all the 
good dirt was for subscribers. Being too cheap to pay for a good example to 
share with you (blush), I hopped over to Yahoo Finance ( TIP! Go to 
http://finance.yahoo.com; type in FNM which is Fannie Mae's stock name; 
click on the "profiles" link.) and got a better snapshot (in my opinion) of how 
well the company was doing, who was in charge and even a link to how 
their executives were compensated (even though nothing was there as of 
this writing). Check this out! Not only is the Sr. Management mentioned and 
biographies given, but there is an expanded list of exec members as well. 
What's stopping you from reading one or all and coming away thinking, 
"Hey! We went to the same school! Or I used to work for a company he 
worked for! Or I wonder if my pal so-and-so can introduce us since they are 
both board members of the same charity? (Now that's good dirt!)  

Okay, so you say that is great! I can do all my research on this company 
relatively easily with a few strokes of the keyboard. Well… yes and no. 
Everything I showed you was public knowledge, as a public company they 
have to divulge this stuff to you. What if you wanted to know "the real deal" 
about a company from the inside per se, but you do not have any real 
contacts there to ask any questions? You could try the message boards that 
I mentioned, but you run the risk of bias as these boards are usually 
monitored and some messages may get deleted shortly after posting. (Can't 
have nasty rumors endangering stock prices can we?) What you want is a 
forum where there are no holds barred. Fortunately I know of such a 
place…  

Go to the Google Groups (formerly deja.com), the address is 
http://groups.google.com/. Now put in a search on Fannie Mae and what do 
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you see? At this writing, 6,810 links popped up! Those are 6,810 
conversations about who knows what, but somewhere in their conversation 
they mention "Fannie Mae."  

Here is a quote from a guy named "Blaine" who worked for Fannie Mae in 
1993.  

The idea in short term trading is not to find a high accuracy 
rate, but to have an expected return greater than the trading 
amount, ie. E( trade )- trade > 0. If this is positive, then in the 
LONG run, you will be ahead. Example, if a lottery has a 
jackpot of $2 million and a ticket is $1 and your odds of 
winning are 1 in 1 million, then the expected value of the ticket 
is $2.00 ( assuming here that there can be only one winner). 
Your ’accuracy’ ( probability of winning ) is very slight, but the 
expected value is still positive. So, depending on how often 
that this lottery is ’played’ you would EVENTUALLY double 
your money. But you would have to be willing to have a very 
large drawdown while you were waiting to ’hit’ the payoff.  

If you have a short term trading method that consistently 
produces positive expected values and you have very good 
money management, then you can win.  

At least that is my trading philosophy.  

Score one more for Fannie Mae, I also found several bigoted articles who 
did not like Fannie Mae’s programs targeted towards minorities. Score 2 for 
Fannie Mae! (I’m getting to really like those guys.)  

I also visited AltaVista.com and 86, 937 results came back about Fannie 
Mae and I found more information than I care to review now. So take a peek 
at them yourself using AltaVista or other search engines.  

Tip: Top Search Engines  

Overture 

Yahoo!  

Google  

Sprinks 

DealTime 

HotBot  

Oingo  

AltaVista 

MagPortal  

Netcraft  

Dogpile  

AOL Search 

Go  

About.com 

Netscape  

Teoma 

Looksmart  

AskJeeves 

Northern 
Light 
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Of course a sure fire way to know if a company is NOT worth your time, (at 
least in the opinion of those who already work there) is to visit a HIGHLY 
controversial website of insider information. Although originally created to 
target failing dot-coms, it has since expanded to include any and all 
downward spiraling companies unfortunate enough to have employees with 
knowledge of this website. It is called www.F-----COMPANY.com (Yes, it is 
what you think it is!) and I give apologies to those who may be offended by 
that name. (This is a family show after all.) Nevertheless, that is the name of 
a website that has skyrocketed in underground popularity. Its purpose is to 
bet on the demise of a company based on insider information with points 
being awarded to those closest to a closing doors date. Only in America! At 
one point it was totally free, but now they are trying to turn a buck so to 
search the archives you have to pay a nominal fee. Money well spent if it 
prevents you from working for a F… ummm… bad company that is not 
doing well. Umm.. yeah.  

Wow! Are we having fun or what?  

You can also purchase INSIDER GUIDES from a website called WETFEET. 
They have interviewed people within various companies and have gathered 
valuable intelligence.  

Here is a sample of what I am talking about, taken from their webpage: 

"In the WetFeet.com Insider on A.T. Kearney, our insiders tell 
you about life inside the Chicago-based consulting firm. You'll 
be ready to ace your interviews after reading your Company 
Insider! You'll learn answers to all of the following questions:  

o What abbreviation should you avoid using when referring to 
the firm?  

o In which practice areas is A.T. Kearney particularly strong?  

o What percentage of the firm's work is international?  

o What is A.T. Kearney's recent growth record?  

o What flavor is the A.T. Kearney culture?  

o What is A.T. Kearney's brand of reengineering called?  

o How does the recruiting process work?  
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o What tips do Kearney insiders offer for sailing through your 
interviews?"  

The INSIDER GUIDES they offer were heavy on consulting companies and 
FORTUNE 100 companies, but if they can deliver information such as this, 
they are worth the $24.95 price tag! (Or, $16.95 to download an electronic 
version - just fyi)  

Now another VERY good resource for inside dirt is VAULT-THE INSIDER 
CAREER NETWORK. There are several forums here where people from 
within a company discuss the day-to-day joys and tribulations of working for 
major corporations. To see what I mean, peek out: 
http://www.vault.com/community/mb/mb_top20.jsp. The only negative 
between Vault & Wetfeet versus Google Groups & F--- Company (ouch, that 
name!) is the editing. Censorship would be too strong a word to use in these 
cases as they do give a LOT of info, but the former (Vault & Wetfeet) have a 
set of standards whereas the other two have no imposed restrictions. I 
suggest reviewing them all, but do what you like.  

Also check out DotComScoop! It has a very interesting "internal 
document" section. For example, the Hewlett-Packard merger deal with 
Compaq has been brewing a long while. What if you knew about this bit of 
info prior to all the hoopla its getting in the news now. Hmm… it would have  
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CHAPTER 8:  RESUME SHOWCASE  

Okay, I suspect that when you flip through this book that this is 
probably the first section you will concentrate on. You may 
intentionally flip over all my other suggestions and go for this 
section head on. Its okay, I’m hurt, but I’ll go on. Of course, if 
you have been reading this all the way through, then ignore 
what I just said. (Smile) 

TIP: Although I have plenty of examples, 
you say you need that personal touch? 

Not a problem! Vault offers Resume 
Review and Career Coaching!, A 
and A Resume offers inexpensive 
resume writing services and Proven 
Resumes boasts that their resumes 

gets you a higher salary. (Can they do 
that for you? ) And I already told you 

where to go for help on your cover letter:  
INSTANT COVER LETTERS.COM! 

REALITY CHECK: All resumes 
are NOT created equal. In 
actuality, they are but a tool to 
get you in the door of a 
prospective employer. Once the 
door is opened, you must sell 
yourself and no piece of paper 
can accomplish that. A fellow 
recruiter once told me something 
very profound on this subject. He 
said, "We are perfect only twice 
in our lives; in the crib and on our 
resumes." 

People often ask me which is "the" way to present a resume. 
Should it be one page or a two-pager? Should I include all of 
what I can do, or just bullet point it and have them ask me? 
How long is too long and how little is selling myself short? 
Should I add a salary history with my resume? Should I add a 
reference sheet? Et cetera, et cetera, et cetera…  

Well to answer all of that concisely, I would say, "Yes, no and 
maybe so." Truth be told, there is no set formula because 
everything is so contingent on the situation you are walking 
into and the preference of the company you are interviewing 
with. My advice is to be prepared for every contingency. In this 
"popular" section I will share with you templates that you can 
use for your resume in addition to how and when I recommend 
using them.  

However, before I make with the examples (formatted in 
WORD), let me drop a few suggestions that will save 
everyone some time in the long haul.  
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THE MULTI-TASKER - If you are the type to have many tricks 
up your sleeve and one resume will not do, then I suggest at 
the "giddy-up" that you have multiple versions ready to go. For 
example, if you have a very strong business acumen, yet you 
can write computer code with the best of them then you 
should have one resume praising your business sense and 
another praising your technical prowess. The differences 
should be quite evident in your objective and the increase of 
keywords within your resume that accentuate that objective.  

 
OLD FAITHFUL (see Appendix A) - Is the traditional one-
pager, sometimes two page resume. It is basically a bunch of 
bulletpoints accented by short paragraphs and presented in 
chronological order.  

• SUGGESTED USE #1: I would suggest that you 
use this one in the event that you are walking 
into the unknown and for some reason; you do 
not know for what position you are being 
considered. This happens on occasions when 
someone high on the foodchain has used his or 
her influence to get you in front of an executive 
that can make things happen. Maybe they are 
creating something special for you and want to 
pitch it on the spot, but more than likely it is an 
informal chat to see if they could interact with 
you.  

• SUGGESTED USE #2: I would suggest using 
the one pager when blindly faxing in resumes. 
Should you get an interview, then take the two 
page version with you.  

 
THE AGELESS WONDER (see Appendix B) is a resume 
formatted functionally. Instead of focusing on companies you 
have worked for and the dates of your employment, you focus 
on your skillset. The purpose of this resume is to promote your 
skills over your experience.  

• SUGGESTED USE #1: If you have been 
working for over 20 years and age discrimination 
is a concern of yours, I would recommend this 
format and also go a step further. List your 
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working accomplishments for the past 10-15 
years and in the last few lines mention the types 
of companies you have worked for in the past.  

• SUGGESTED USE #2: If you are a college 
student and have lots of volunteer or internship 
experience, but feel that you do not have enough 
"real-world" experience, then this is the one for 
you.  

• SUGGESTED USE #3: If you are in a career 
transition, not sure of your next move and you 
want to appear industry agnostic.  

THE AUTOBIOGRAPHY (see Appendix C) is a resume in 
disguise as on the surface it is a short biography, usually one 
page long; in most cases it is seen on the profile section of a 
company’s website detailing the background of their senior 
management team.  

• SUGGESTED USE: Mostly C-level executives 
(CEO, CTO, CFO, etc.) create these and use 
them for press releases or purely for the 
information of investors as such. This would be 
emailed from one executive (who is already 
working, but open to new opportunities) to a 
perspective employer who is trying to woo him 
over. This communicates to the "wooer" that they 
should be thankful that the coveted executive 
(the "wooee") has not had to create a resume to 
get a job and does not have the time to write one 
now. Plus the "wooer" should be thankful that 
"wooee" has consented to sending you this 
much and that the "wooee" is looking forward to 
the power lunch on Tuesday. This is purely a 
power play and usually those who use this 
technique make at least 200K annually on a 
BAD year.  

 
THE BRAGGART (see Appendix D) is a resume that 
showcases achievements made within each company. Rather 
than just the duties performed, sometimes salary requirements 
are stated.  

• SUGGESTED USE: This is BEST used by sales 
guys who have the million dollar quotas, have 
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consistently exceeded quotas and have earned 
the bragging rights to showcase their numbers 
for you to admire and genuflect to. It is designed 
to impress and depending on their numbers, it 
generally works to get, at the least, a phone call 
from a curious recruiter. (Smile) Ironically, I did 
not use a sales resume for this example, but the 
format applies just the same.  

 
THE QUIET AND SHY (see Appendix E) is a resume for 
someone who is looking for a job, but does not want his 
present employer to discover that too soon. It is posted on job 
boards anonymously.  

• SUGGESTED USE: Always keep a Quiet and 
Shy working for you because you never know 
what can come your way.  

 
THE HARD TO GET is an "invisible" resume that is posted on 
the homepage of an executive who cannot afford to even try a 
"quiet and shy" resume. In a nutshell, it is a collection of work 
history hidden in plain view. So how is that done? Simple! 
Create a homepage that details (in a conversational style) 
what you do at your job and where you do it; list also hobbies, 
a few links to stuff you like and a picture of "Fluffy," your 
wonder pet. Now you have created one of a bazillion 
homepages, as innocent as all the others. But wait! On your 
homepage are keywords that I as a recruiter have been 
searching for. I happen along your website and think I have 
found a passive candidate, someone who is working but not 
really looking. Gee, those are more valuable than the ones 
actively seeing employment! (That’s the mentality anyway. Oh, 
if I only I could woo him or her to my cause! I must contact 
them by e-mail right now and pray they write me back. Stop 
laughing, it happens everyday!)  

• SUGGESTED USE: If you are a superstar and 
your name is Marc Andressen or Bill Gates or at 
least someone akin to that, then this is a 
technique suited for you; although anyone can 
make use of this. Heck, you could even do this in 
the introduction of a book. (Wink)  
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THE TECHIE (see Appendix F) is pretty much what the name 
implies. If you are a computer nerd, a novice aspiring to 
geekdom or a bonafide hacker of code, then this is the resume 
for you. It is designed to be a no-brainer for recruiters and to 
impress would-be employers who do not know the actual 
meanings behind the acronyms used. (Wink)  

• SUGGESTED USE: Always keep this up to date, 
BUT be sure that you can actually do all the 
acronyms that you have listed. If you do not, be 
sure to specify that you have only a "working 
knowledge" of it; just to save time all-around.  

 
WE ARE THE WORLD  

Another idea along these lines is to link to other resumes that 
have been posted online and require them to link back to you 
from their resume. (A good spot would be a references section 
created for this purpose.) This increases exposure to all in 
your job-hunting network.  

• SUGGESTED USE: A good time to do this is 
when you and a lot of your buddies have been 
laid off at the same time.  

And now a word on formatting!  

All of the above examples are meant for WORD formatted 
resumes. If you plan to e-mail your resume into a company, 
then make sure that you have an e-mail version of your 
resume. (see Appendix G)) Why? More than likely, they will 
add it to an internal resume database, which will not preserve 
the present format. Also, don’t take for granted that they are 
using Microsoft Windows on their desktop. (Unlikely, but a 
possibility.) And for that matter, send both: a text resume that 
they can read in the body of their e-mail and a WORD version 
of your resume attached. Now the attached WORD resume 
should be an OLD FAITHFUL, but make reference to other 
versions available online. Which brings me to another point, a 
tip actually.  

TIP! 
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A-U-T-O-MATIC (Anybody remember that song from the 
1980’s?)  

Do you know what an autoresponder is? It is when you 
send an email to someone and a pre-programmed 
message gets sent to you immediately. Usually it will 
say, "Someone from our company will contact you 
shortly" or "I’m on vacation this week. Look for my call 
next week." When responding to an advertised job 
online, here is a good response:  

• Scenario 1: An e-mail version (see Appendix G) 
of the resume in the reply email, with an email 
autoresponder link to a WORD version of your 
resume. (Preferably at the top, near your contact 
info)  

• Scenario 2: On your homepage, add 
autoresponder links to your resume. Of course, 
you could point them to a webpage with your 
resume on it, but then you would not have a 
record of who saw your resume. *Keep in mind 
that this could work against you as recruiters use 
certain keywords to find resumes like yours and 
behold, its not there. I suggest placing a summary 
about your background on your webpage and 
then link to your autoresponder link.  

Now consider this!  

1. A recruiter sends an e-mail to your autoresponder and 
automatically receives a copy of your resume.  

2. You have a list of who requested your resume.  

3. You can follow up with them, or set an automatic 
message to reply to them in 3 days asking them of the 
status of the job they were considering you for.  

Cool idea hun’h? The best part is that there are plenty of 
autoresponders online for free! The not so good part is 
that they usually include advertising above and below 
your e-message, in this case your resume. In other 
words, there may be a message that says "Eat At Joe’s" 
automatically placed before and after your resume. But 

Free 
Autoresponders  

 

GetResponse  

Talking-E-Mail 
* VERY cool*  

SuperReply  

The-Automater  

Autoresponders  

RapidReply  

Royal-Responder  

The Newbie Club 
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hey, somebody has to pay for it. Of course, you can 
have the ads removed by shelling out a few bucks, no 
biggie. 
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CHAPTER 9:  BUTTERFLIES IN TRAINING  

TIP: The surest way to never 
being unemployed is to start 
your own business! Perhaps 
you could offer your services as a 
consultant? Try these out: 
Freelance Work Exchange & 
All Freelance Work  

 
Of course if you prefer to work 
naked, then these jobs are for 
you:  
HomeWorkers,Work-From-
Home Jobs , International 
Home Workers  

Okay, say you have been trapped in a 
dead-end job that offered no growth 
potential, advancement in responsibilities 
or an eventual key to the Executive 
Washroom, since the beginning of time. 
An immediate example would be that of 
AL BUNDY, the perpetual shoe 
salesman who peeked at 17 when he ran 
(more or less) 4 touchdowns in a single 
game. All his life he dreamed of making 
it big, but felt stagnated by ungrateful 
children and a wife that emasculated 
him. If you are a fan of the FOX 
television show, "Married With Children" 
then you know of whom I am speaking 
of. (And if so, give me a Whoooaa 
Bundy!) If not, hopefully the analogy is 
not lost on you.  

There are many "Bundy" types out there 
who feel trapped in the day job, but too 
cautious to start a business of their own. 
If not that, then they do not know how or 
if they can switch jobs since they have 
been doing the same thing for an 
umpteen amount of time. In actuality, a 
career transition can be a scary thing as 
it takes us out of our comfort level. Yet, it 
is not wholly an impossible task to 
reinvent yourself for today’s market. 
(Madonna does it all the time!) 

The whole key to a career transition is to develop a unique selling 
proposition based on what you already know. Instead of teaching an old dog 
new tricks, show the dog how to do the same tricks a different way. Let me 
give you a real-life example. I met a woman once who was an Office 
Administrator/Executive Assistant to a VERY well connected lawyer in 
Atlanta. If you do business in Atlanta, especially a startup venture, then I 
guarantee that you know of whom I am speaking of or at the least, know his 
law firm. Anyway, she came into our office at the referral of someone who 
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knew my boss. I reviewed her resume and saw a constant of  "administrivia" 
(My word! I made it up! It means those duties required and expected from 
an Administrative Assistant. Patent Pending) She had been in that role for 
over five years and wanted to do something different with her life besides 
administrivia. (Hey! That’s the second time that word has been used! It is 
catching on. Administrivia, administrivia, administrivia…)  

One thing recruiters (and employers for that matter) like to do is pigeonhole 
people based on their resume. If they see on your resume that you have 
been an accountant for five years, then finance positions are the only gigs 
they will pitch you. Same goes for techno-geeks, project managers, etc. 
Right off the bat, I knew she would need an "Ageless Wonder" (see resume 
examples) to represent her and secondly, she would need an inventory of 
her skillset.  

These are some of the skills we were able to discern, which were in addition 
to her typing:  

1. Arranging meetings and schedules.  

2. Technical support of office equipment  

3. Entertaining VIPs  

4. Gatekeeper to her employer's time and potential interests  

On the surface, it all sounds like typical Executive Assistant type stuff, right? 
But check it out! As the Executive Assistant to a well-connected executive, 
she herself has been well connected, having entertained many other 
movers and shakers on a first name basis. She could call up VIPs locally 
and nationwide and they would actually pick up the phone or return her 
calls! Isn't this a business developer skill certain companies would find 
invaluable? I think so! How about all of the out of town meetings she set and 
arranging his travel schedule? That sounds like a travel agent gig to me. In 
addition to that, it all suggests someone who is a master of event planning. 
As she installed and operated the software on the companies' computers, 
trained others on how to use said software and considers potential software 
purchases, she could pursue a position in help desk support, technical 
training, or even corporate buyer. I also threw in the possibility of being an 
Executive Recruiter, as she knew so many executives and other such talent 
that could potentially be interested in new opportunities. So that's 7 potential 
career avenues to pursue and possibly more to decide on once she thought 
a bit more on what she has to offer. 

Now you say, what if I am good at so many TIP: Okay, maybe you 
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things and want to do them all? How can I 
decide? My suggestion is to take that movie line 
Cuba Gooding, Jr. made famous from the movie 
Jerry Maguire, "Show me the money!" Figure out 
which one pays the most and where it pays the 
most and set your site there. (Unless of course 
you are independently wealthy and in that case, 
why are you reading this book anyway?) There 
are websites online that allow you to survey what 
the average salary is in cities nationwide 
(Salary.com, for example) and how the industry 
is doing in cities nationwide 
(Economy.com/dismal). So pick out what 
industry is paying the most and where they are 
paying it. At least, that’s how I would do it. 
(Smile) 

are an old dog in need of 
some new tricks? Tech is 
always hot! No time for 
school? Do it at your own 
pace over the web. 
Computer Training 
Online  

Okay, so you have a new path decided. You cannot stop there; you’re only 
getting started! Remember, you are a product and nothing sells a product 
more than testimonials. So towards that end, gather an arsenal of written 
letters of recommendation and a killer list of references from as many VIPs 
as possible. After testimonials, the next best thing is to advertise your 
expertise. Not to worry, there are plenty of ways to do this for free. 
However, the most effective way is to write. Write on subjects you have a 
passion for and how it applies to your new field of interest. Going back to 
the Administrivia example, she could write a paper of funny anecdotes 
based on bad travel planning and how to prevent similar circumstances 
from occurring. She could then send out the article to every travel magazine 
(as FREE content) she could find and sign it as a "Professional Travel 
Planner" and an e-mail address for contact. Now everyone that subscribes 
to the travel magazines that run her free article now have knowledge of her 
and potentially could contact her.  

Okay, I can hear you saying, "I’m not a writer!" Well, I have an alternative for 
you as well. Become a pointer! What’s that, you ask? Glad you asked that. 
Last year I stumbled across an email newsletter called DAVENETICS that 
spotlights the technology industry in the United States. It is a GREAT 
newsletter that eventually morphed into a wider coverage of political news 
events and pop culture. It is now called NEXTDRAFT  and I highly 
recommend it. Anyway, in the beginning Davenetics was a collection of tiny 
commentaries of stories that Dave Pell (the publisher) found online. For 
example, if he read an article on Compaq laying off a significant number of 
people, he would title his comments "Compaq drops the axe." He would add 
a witticism akin to, Is Compaq trying to live up to the sound of its name 
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(Compact? Get it?) by reducing the size of its workers? You decide. And at 
the conclusion of that comment would be a link pointing to the article itself.  

Pretty simple hu’h? I think it is genius personified; Davenetics produces this 
content to people interested in technology. His subscriber base grew to well 
over 35,000 in a short period of time and these are steady readers (myself 
included). Now at anytime he could put out a request with his newsletter 
that says, "Will Work For Money" and a short bio of his skills. Chances are 
with 35,000 plus subscribers all operating in his field of interest, there are 
bound to be quite a few job leads there. At the same time, he has 
established himself as a noted expert in the field of Business Technology. 
And check this out, what could stop you from listing a resume (The 
Autobiography style resume, of course) on the homepage of your 
newsletter? Or better yet, have a link to it inside each issue of your 
newsletter? In this way, you are perpetually sending your resume out 
without being so obvious about it.  

Something to think about, yes?  
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CHAPTER 10: INTERVIEWING FAUX 
PAS  

Okay, if you made it as far as the interview, you don’t want to 
blow it. (Agreed?) In my capacity here at Lanta Technology 
Group I have been a silent observer on several interviews. Let 
me tell you some subtle, but definite "no-no’s" you may not be 
aware of.  

1. Dressed up to the nines for an interview.  

Ask in advance what the attire is for the interview. If it is 
business casual and you arrive in a suit or vice-versa, you 
send a subconscious signal to the interviewer that you do not 
fit in with the culture of the company.  

2. Do not say that I am ready to start immediately. 
Everybody says that! (Believe me I know.) You have to give 
the impression that you have already started and you just 
need them to acknowledge it. How do you do that?  

· Research the company from top to bottom; 
know who the key players are and call out a few 
of their names in passing.  

· Mention what the company is doing now and 
how you think they will succeed or fail in what 
they are doing.  

· Suggest a strategy of how they could proceed 
and detail how you would facilitate that change.  

· Listen carefully to what they want and be sure 
you can give it to them.  

Let me give you an example of this…  

Prior to Lanta Technology Group, I worked for MCI in a newly 
formed startup division within Human Resources focused on 
Internet Research. (For the record, MCI was way ahead of the 
curve with using the Internet to recruit, but I digress…)  
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My resume was one of several to be considered for the 
position and I knew it, so I did something to put the odds in my 
favor. As the position itself was a newly created position, the 
requirements were not wholly stated but I did know that I 
would be used to source talent for their various facilities 
nationwide.  

So what did I do?  

I looked on their webpage, saw their openings, found some 
resumes on the Internet and sent them into my future boss. 
She was impressed and I got the job. (Hey Rachel Platt!) You 
see? The difference between the others and myself was that 
they came ready to work and arrived already working.  

3. Remember that until you land the job you want, looking 
for a job IS your job and you should treat it as such. Set 
your hours of operation, follow-up on your leads, maintain your 
contacts and be diligent in your pursuit. Create a mentality that 
you are not per se out of work, just operating in a new 
temporary position.  

And now the last chapter and a final word, or two or three or 
maybe even more than that…  
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CONCLUSION  

Okay, so you’ve read the book and maybe highlighted some 
spots here and there. Perhaps you have written notes on a 
few items I touched on. Maybe you’ve gone so far as to rip 
every online page from its virtual binding and have them all 
framed on your wall as a testimony of scholastic excellence. 
(Maybe, but I highly doubt it.) At the very least, I hope you did 
not see my book as a waste of time. At the very most, I hope it 
proves instrumental in landing your dream job. Of course, 
none of what you read matters if you do not implement the 
strategies listed herein. So do them today and make them a 
routine, as job searching not only lands you a new job but 
keeps you primed for the next opportunity as well.  

I don’t know who said this first: "Life is not a destination but a 
journey," but it rings true when you are managing your career. 
Never relax in one position too long. Keep yourself challenged 
with new projects, new responsibilities and meet as many 
people as possible. Always keep in mind that the person you 
are working with today could be the one referring you 
tomorrow. For those who are visually driven and need an 
outline to help them strategize, here is a simple one to be 
used as a foundation.  

 
JOB SEARCH STRATEGY AT A GLANCE  

1. Prepare for your job searching campaign  

· Skill Assessment  

· Personal Mission Statement  

· Resume Preparation  

· Letters of Recommendation  

· References  

2. Search the Open Job Market  

· Newspaper Classifieds  
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· Online Job Boards  

3. Search Hidden Job Market  

· Media  

· Job Search Network  

· Networking Events  

· Database of Contacts  

· Personal Search Agents  

· Invisible People  

4. Qualify Job Leads  

· Review company website  

· Research company (public information and 
inside dirt)  

· Research industry  

5. Happily Hired!  

· Recommend this book to a friend and/or send 
this book to a friend.  

· Drop Jim Stroud an e-mail with an encouraging 
word. (jimstroud@jimstroud.com)  

By the way, if you follow these strategies to the letter and still 
no love from the employment world, I want to hear from you as 
well. Maybe I can use your experience to benefit others in the 
next edition of this book? Time will tell. Well, as one of the 
great icons of the 20th century would say after imparting his 
particular brand of wit and humor, "Ah… th-th-that's all folks!" 
(Insert Looney Tunes theme music here) . 
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APPENDIX A – OLD FAITHFUL 
 

John Doe  
 

Objective To obtain a challenging position within a diverse, challenging and stimulating 
organization to allow me to progress, learn and develop further. 

Experience 01/2001-06/2001            Joe Blow Rent-A-Car Stone Mountain, GA 
 
Management Trainee 

• Supervised accounts payable & receivable as well as customer service staff. 

• Created, executed and analyzed marketing promotions. 

• Oversaw vehicle rentals, customer updates and callbacks. 

 
12/1999-01/2001           Falcon Group-NETC/CAPA          Atlanta, GA                                

Marketing Sales Consultant   

• Coordinated ads, PR and events for regional office. 

• Headed market research and lead generation. 

• Managed marketing communications and database. 

 
06/1999-10/1999            Millward Brown                           Warwick, UK 
 
Marketing Associate 

• Researched in [3] languages: English, Italian and Spanish. 

• Generated and analyzed marketing reports. 

• Assisted in general office duties. 

 
06/95-10/96                   Halifax Banking Group                Nuneaton, UK 
 
Marketing Assistant 

• Helped Marketing Director in projects from start to finish. 

• Researched and prepared internal and client presentations. 

• Assisted in general office duties. 

Education 1995-1999               Coventry University                             Coventry, UK                              

• BA in Modern Languages (International Studies). 

• Graduated with full Honors.  

• Student Representative to the Faculty Board. 
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Skills 
  

• Cross-platform proficiency: Excel, Power Point, Quark. 

• Multi-lingual: Italian and Spanish. 

 



How Do I Find A When...The Economy Sucks? Page 63 

If you want to visit the web sites mentioned in this book, go to www.jimstroud.com 
 
www.bizsum.com  2001, 2002 Copyright BusinessSummaries.com 
  2002 Copyright Jim Stroud 

APPENDIX B – THE AGELESS 
WONDER 

 
 
CAROL PYNE  

 

CAREER OBJECTIVE 

 
To secure a position as an eCommerce business developer, marketer or strategy consultant.   
 

 

PROFESSIONAL SUMMARY 

 
Over seventeen years of achievement in sales, marketing, management and eCommerce.  
Emphasis on global distribution channel, strategic planning, market and alliance partnership 
development.  Organizational infrastructure change agent and trainer. 
 
 
PROFESSIONAL HIGHLIGHTS 
 
Sales & Marketing, Entrepreneurship 
 
• Developed B2B growth strategy for a high profile Internet search engine. Conducted 

feasibility studies, assessed strategic alliances and developed targeted sales and 
marketing initiatives - recommendations were successfully implemented. 

• Consulted with a web-based travel medicine company to transfer its corporate business 
model to a retail market. Recommended eCommerce strategies to increase market 
share.  Redefined and repositioned product, identified target market, evaluated and 
determined distribution channel and provided pricing recommendations.  

• Targeted and recruited distributors in building a worldwide distribution channel that 
grew from 6 to over 700 employees in three years while surpassing $6million in annual 
revenue. 

• Played significant role in identifying and opening five offices globally and employing 
prospective senior marketing directors.  

• Brokered alliances and strategic partnerships, and elicited grants that generated over 
$200,000 to fund programs/services for an "at-risk" student population.   

• Coordinated with senior management and key doctors to identify and assess the impact 
of critical pharmaceutical market trends.  Resulted in a 60% increase in revenues of 
new product lines.   

 
Operations & Project Management 
 
• Created and managed a 20-member, interagency, cross-functional team that realized 

measurable results in the quality and quantity of services delivered and increased 
customer satisfaction. 

• Developed and implemented operating processes in response to client and 
organizational needs. 
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• Targeted, selected and managed key distributors to deepen market penetration.  
Analyzed market data to identify potential new distributors.  Presented earnings model 
and forecasted annual earnings.  

• Developed program to deliver student support services that impacted over 800 
students, resulting in a 20 - 25% decrease in chronic absenteeism and drop-out rates.  

• Managed the production of 7-day empowerment courses in remote locations, with 40-
member teams. Coordinated, monitored and supervised multiple tasks including 
recruiting and retention of team members, travel logistics, training, assignment and 
scheduling of work. 

 
 
Organizational Development and Training 
 
• Conducted needs analysis.  Created and wrote Support Services Manual.  Designed, 

implemented and coordinated training activities that resulted in a 100% increase in 
referrals and follow-through. 

• Developed and implemented a standardized best-practices program, "Fast Track", to 
support distribution channel.  Subsequently adopted by entire distribution chain. 

• Advised and supported home office with on-going analysis of product movement and 
trends and trained new sales representatives in the field. 

• Assessed, redesigned and implemented a new education organizational infrastructure 
to facilitate cross-functional activities and co-learning.  Resulted in new educational 
pathways and greater faculty collaboration. 

 
 
 
 
EMPLOYERS 
 
• CYP & Associates, Boston, MA      

 1987 – Present 
National Marketing Director (full-time until entering Boston U., Fall 1998) 

• Boston Public Schools, Boston, MA     
 1993 – 1998 
Student Services Administrator 

• Allergan Pharmaceuticals, Irvine, CA and    
 1982 – 1987 
Merck, Sharpe & Dohme, West Point, PA                         

  
Pharmaceutical Sales 

 
   

EDUCATION 

 
Boston University Graduate School of Management, Boston, MA 
Master of Business Administration, May 2000 
Entrepreneurship Concentration 
 
Tufts University, Medford, MA 
Bachelor of Science in Psychology/Pre-med., May 1981 

 

PROFESSIONAL DEVELOPMENT 
 
• Certified Conflict Mediator 
• Completed a 1- year Team Management Leadership Program 
• Over 8 years of Spanish studies 
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• Landmark Education  - Communication, Time-management, Mastery of 
Empowerment courses; volunteer in various leadership positions 
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APPENDIX C – THE AUTOBIOGRAPHY 
 
 

KENNETH J. PURFEY,  BE, MBA, CITP, CFP, CFM, CMA, CPA 
 

KENNETH J. PURFEY is a builder of companies and has over 30 
years of executive financial experience mostly in Fortune 200 firms.  The bulk of 
his functional expertise is in the fields of Finance, Planning, Mergers & 
Acquisitions, Capital Markets, and International Corporate Finance; and 
secondarily in Strategic Management, Accounting, Budgets, Stocks, Bonds, and 
Personal Financial Planning. 
 

Ken is currently President, & CEO of a Silicon Valley Internet company. 
In the last 8 years, Ken has been the Chief Financial Officer of three Hi-tech and 
computer Information Technology companies. He has started up 39 other 
companies as a Consultant to others, including being the Founding Father and 
Chief Financial Officer of Energy Technologies Corporation, a successful hi-tech 
computer company. In his career, Ken has been a key player in the consummation 
of 72 acquisitions totaling over $15 Billion, and has consulted on Mergers as 
large as $7 Billion. Ken has held the positions of Chairman, President, CEO, CFO, 
VP-Finance, Treasurer, Controller, and Director of Mergers & Acquisitions 
working for a wide range of companies; from the largest, Sohio/British Petroleum 
($100 B), to the smallest, Freeport McMoRan Inc. ($2 B).  Ken’s career has taken 
him all over North America, including Dallas, Anchorage and Prudhoe Bay 
Alaska, San Francisco, Cleveland, Houston, New Orleans, Pittsburgh, Washington 
DC, and San Jose.  Ken’s Alaskan experience enabled him to work on the Trans 
Alaskan Pipeline and in March of 1979 to become the first documented CPA of 
any nation to reach and stand at the North Pole! 
 
 During his career, Ken has had the opportunity to work directly with Dr. 
Alan Greenspan, Chairman of the Federal Reserve, Dr. Henry Kissinger, 
Former Secretary of State, and Dr. William Sharpe, the 1990 Nobel Prize winner 
for Economics. 
 

For 10 years, Ken was also an Adjunct Professor of Finance at Robert 
Morris College and the University of New Orleans where he instructed in 
Principles of Managerial Finance, International Business Finance, Portfolio 
Management, Money and Banking, Capital Markets, and Financial Intermediation. 
He also sat on the Board of Trustees. Other professional accomplishments include 
being the Founding Father of two charitable organizations: the ERI Educational 
Foundation, and the ASPIRE Foundation for needy children.   

 
He is also a published author including articles on Mergers & 

Acquisitions and Cash Management in the Handbook of Financial Technology. In 
1996 he served as a Special Advisor to the US State Department and the Russian 
Government to help start up the Moscow and Vladivostok Stock Exchanges. 
 

Ken’s credentials include an MBA-Finance and an Electrical Engineering 
(BE) degree combined with the Certified Information Technology Professional 
(CITP), Certified Financial Planner (CFP), Certified Financial Manager (CFM), 
Certified Management Accountant (CMA), and Certified Public Accountant 
(CPA) designations.  KEN IS THE FIRST AND ONLY PERSON IN THE 
UNITED STATES TO ATTAIN ALL FIVE MAJOR CERTIFICATIONS.  It 
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was this unique accomplishment, along with other notable achievements, 
professionalism, and community service, that enabled Ken to be honored by the 
Governor of Pennsylvania as the "1995 CPA OF THE YEAR", win Ohio’s 
"GOLD MEDAL FOR LIFETIME ACHIEVEMENT", and be a FINALIST for 
the AICPA’s "NATIONAL CPA OF THE YEAR”!  As a result of some of these 
awards, Ken has been interviewed by the Wall Street Reporter and appeared 
several times on National Television, most recently, as a special guest on the 
Oprah Winfrey Show!    In Oct. 2001 Ken was inducted into the AICPA’s 
NATIONAL “HALL OF FAME”. 
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APPENDIX D – THE BRAGGART 
 
 

RUSSELL T. GRIFFIN 
 

�  
EXPERIENCE 

 
A Senior Executive and advisor with significant, relevant and valuable experience.  An agile mind and 

adaptive demeanor, accustomed to the fast-paced, change-oriented workplace-yet able to deliver 
through established processes.  An excellent listener.  Proven consultant and presenter.  Trusted coach 

and sought-out marketing and communications guru. 
 

GRIFFIN MARCOM, Atlanta, GA, Present 
 
Recently established Griffin MarCom as a private practice Marketing and Communications company, 
to leverage my national media, business and financial community contacts and relationships.  I serve 
numerous clients in the small, middle and large corporate arena, with a focus on Public Relations, and 
Business Development. 

 
EDAFLOW CORPORATION, Atlanta, GA, 1/00 – 5/01 
Vice President of Marketing and Corporate Communications 
 
Established, led and managed the marketing, communications and customer service disciplines for this 
B2B Internet start-up, including: business and strategic planning; brand building and stewardship; 
communications and marketing strategy and execution; sales and collateral support, research and 
competitive intelligence; investor relations and industry education.  

 
Successes to date: 
• Key Member, Executive Committee - Primary Point of Contact for company 
• Hired, trained and managed full professional team 
• Authored company’s original business plan 
• Established “edaflow” as top brand and company in the apparel B2B space 
• Published author of widely distributed Industry whitepaper 
• Took company through first round funding of over $3MM 
• Generated significant company and CEO PR coverage in National and trade publications-(widely 

quoted,) including: 
• The New York Times, The Industry Standard, The American Business Review (featured news 

coverage), Dads Magazine, Georgia Public Television, The Atlanta Journal Constitution, Catalyst 
Magazine, Yahoo Finance, Knowledge Management Magazine, Women’s Wear Daily, Daily 
News Record, Just-Style, Textile-edge, MR Magazine, Tech-exchange 

• Executed overall Web site look, feel and content direction 
• Wrote/edited all significant site copy 
• Solidified content partner relationships  
• Sign-off authority on all site input 
• Orchestrated highly-successful, well-received advertising campaign 
• Established and trademarked “Fashionably On Time” as an industry catch-phrase 
• Conceived creative and wrote all ad copy; ads generated significant sales leads across all industry 

verticals, including international 
• Named and launched all company products and services 
• Trademarked 7 significant and unique products and services 
• Product discipline led to the acquisition of business with the world’s largest apparel manufacturer 
 
Concurrent: 
 
MINORITY TECHN0LOGY ENTREPRENEURS (MiTE), Atlanta, GA, 10/00 to Present 
Executive Director 
 
Serving one year term, as deal-maker, strategist and implementor of ideas for this non-profit 
technology think-tank and launchpad.  Working with technology companies to generate and/or improve 
business concepts and plans; to create local, national and industry specific “buzz”; and ultimately to 
secure funding opportunities and to launch new businesses 
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• Primary point of contact for organization 
• Aggregator and first reviewer of all executive summaries and/or business plans 
• Drive the PR and Marketing effort of the organization, and assist companies in securing PR 

coverage 
• Leading the local effort for the Nationally recognized i-DealFlow Program, in conjunction with 

companies including: AOL/Time Warner, Telecommunication Development Fund, Coca Cola, 
GCATT 

 
 
CHECKFREE CORPORATION, Norcross, GA, 12/97-1/00 
Director of Marketing Planning 
 
• Built, led and managed Electronic Commerce Marketing Planning and Marketing Research 

functions-with product marketing and research responsibilities for CheckFree E-Bill and Web 
BillPay, PFM, Proprietary front-end and Internet distribution, Payment Solutions and Business 
Payments. 

• Principal marketing consultant to all internal product and sales groups, as well as external clients 
across all channels (Financial Institutions, Biller/Merchants, 3rd Parties). 

• Set and manage product marketing budgets to accomplish strategic objectives. 
• Directly responsible for revenue growth through effective execution of marketing strategies. 
 
Successes: 
• Hired, trained and managed Research and Channel Marketing Manager staff of 6, resulting in the 

most cohesive and effective marketing effort in the company’s 18-year history. 
• Launched multiple new products, including CheckFree E-Bill versions 2 and 3, Web BillPay, 

Touch-Tone Bill Pay and DirectCollect, resulting in more than 55 new biller contracts, multiple 
new distribution contracts and the addition of over 500K new consumer users. 

• Conceived and managed development of collateral materials for over 12 new and existing 
products across 3 lines of business. 

• Led the effort to launch the “CheckFree Guarantee” initiative to the consumer market 
• Built company’s first research and sales tools databases, resulting in the company’s first single-

source ready-reference for sales meeting and presentation preparation. 
• Established the company’s Marketing Consulting practice, resulting in increased marketing 

efforts for over 20 large and mid-tier financial institutions, merchant/biller and VAR clients 
(including Merrill Lynch, Schwab, Prudential, First Union, Mobius, Fiserv, Countrywide, The 
Associates and Microsoft.) 

• Increased Marketing Planning budget and investment effectiveness 500% (to 2MM). 
• Drove the sales support effort resulting in the signing of over 40 new electronic billing and 

payment clients. 
• Lead the effort to create and launch unique online promotions, resulting in thousands of new 

subscribers to the EBP product offering. 
• Georgia State University MAX Award Winner for CheckFree E-Bill product 
• E-Bill product entered into Smithsonian Institute, as significant 20th Century innovation  
 
 
WACHOVIA CORPORATE SERVICES, INC., Atlanta GA, 9/96-12/97 
Assistant Vice President - Senior Sales and Marketing Manager 
 
• Internal Consultant to Corporate Financial Services groups.   
• Advised on, planned, wrote and executed marketing and communications strategies.   
• Coordinated new product launch efforts of major lines of business.   
• Leader of internal and external communications and marketing team, bringing together research, 

product development, marketing, public relations, senior management and other select groups on 
new and existing product initiatives.   

• Increased revenue streams through effective application of all communications and marketing 
methodologies. 

 
Successes: 
• Assisted in the creation of the company’s first Corporate Bank marketing team. 
• Launched multiple new Institutional and Personal Trust, as well as Large and Middle Market 

Corporate Finance, products. 
• Built and launched company’s first sales tools database and library. 
• Led the sales support effort resulting in multiple new clients for the Trust, Aircraft Finance and 

Middle Market lines of business. 
• Scripted, directed, edited and produced multiple audio tape based training programs 
• Wrote advertising copy to support product launches 
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KEYCORP, Cleveland OH, 1993-‘96 
Communications Officer 
 
• Communications and public relations internal consultant.  
• Represented KeyCorp’s largest line of business, Community Banking, including: ATM, telephone 

and all alternative delivery channels, merchant and credit card services, insurance and small 
business products.   

• Worked across all disciplines, with focus on product marketing communications, and media 
relations.   

• Performed strategic and tactical planning to enhance brand awareness and image.   
• Primary contact for 30 regional communicators on all Community Banking issues.  
• Performed senior executive speech writing and media coaching duties.   
 
Successes: 
• Placed product feature stories in The New York Times and USA Today. 
• Parlayed national stories into local and industry coverage across the company’s vast geography. 

• Handled negative press on ATM fee and system outage issues, resulting in minimal 
media attention. 

• Key-man of highly-effective marketing/communications team, which conducted 
significant PR and advertising including: company’s first SuperBowl ad campaign, 
naming rights to Key Arena in Cleveland, and Rock and Roll Hall of Fame 
sponsorship. 

• Conceived, scripted, directed and produced multiple videotape based “Key 2000” 
future-focused news segments (including acting as voice talent on at least one 
program.)  Edited programs for inclusion in internal and external brand launch 
campaign. 

 
STATE UNIVERSITY OF NEW YORK COLLEGE AT BUFFALO, Buffalo NY, 1988-93 
Union Representative-Faculty Student Association. 
• Represented 16 employees in 2 separate facilities, while attending college full-time.   
• Counseled fellow employees; recommended alternatives to arbitration procedures.   
• Arbitrated settlements between labor and management. 
 
WGNY RADIO, Newburgh NY, 1987 
Account Executive 
• Sold radio advertising. 
• Serviced a client base of approximately 30 new and existing customers, with over 25k in quarterly 

billings. 
• Wrote advertising copy; counseled clients regarding marketing and advertising strategies.   
 
 

EDUCATION AND RELEVANT TRAINING 
 
STATE UNIVERSITY OF NEW YORK COLLEGE AT BUFFALO, Buffalo NY, May 1993 
Bachelor of Arts in Public Communication (Public Relations) 
• Interned with Collins and Company Public Relations, to launch the Maid of the Mist and the 

Thunderbeings-a now world-renowned Native American Dance production. 
 
BANKING:  
ABA Accredited Course Work: BankCase Simulation, Institutional Trust and Retirement Services, 
Corporate Finance. 
 
 
CONSULTING AND MANAGEMENT: 
Staff Consulting Skills,  Coaching and Staff Development, SpeakEasy 
 
MILITARY: 
Non-Commissioned Officers Preparatory Academy  
Served as E-4 Senior Airman in United States Air Force, ‘83-87 
 
 
 

ADVISORY INITIATIVES 
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TradeshowServices.com   
MindField (Formerly Mentor Exchange) 
Commerce Solutions 
Cipherlink 
MeritSpan 
Nivek Internet Technologies 
 

VOLUNTEER 
 
The Study Hall at Emmaus House 
MiTE 

 
SPECIALIZED SKILLS 

 
Internet Research; Video and Multi-media Scripting, Direction and Production; Speech Writing; Copy 
Writing, Advertising, Master Spin Doctor, Oration. 
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APPENDIX E – THE QUIET AND SHY 
 

 

ANONYMOUS JOBSEEKER 
 

SUMMARY OF QUALIFICATIONS 

 
Results-driven professional with a strong track record in corporate development, business 
development, and financial consulting.  Proven ability to manage multiple concurrent 
projects with exceptional results. 

 

PROFESSIONAL EXPERIENCE 

 
A LEADING ONLINE CAREER WEBSITE, Norcross, Georgia 

 Director of Corporate Development,         June 2000 
– Present 

Responsible for strategic market analysis to identify, assess, and screen new 
businesses, products, and revenue growth opportunities for a profitable, publicly-
traded Internet company.  Actively involved with mergers and acquisitions, valuations, 
strategic partnerships, equity and debt financing, competitive analysis, investor 
relations, and CFO’s financial and business analysis projects. 

 ���0DQDJHG�GXH�GLOLJHQFH�DQG�DQDlyzed acquisition agreements that resulted in a 
cash sale of the company to the 2nd and 3rd largest newspaper publishing 
companies in the U.S. at a 49% premium. Assisted with FTC regulatory review 
resulting in deal clearance.  Member of integration team. 

 ���,GHQWLI\�DQG�QHJRWLDWH�VWUDWHJLF�SDUWQHUVKLSV�E\�HVWDEOLVKLQJ�PXWXDOO\�
beneficial relationships that averaged $100,000 in incremental revenue per month 
in a challenging economic environment. 

 ���&RQGXFWHG�KLJK-level negotiations with leaders of Asia’s largest e-recruiting 
company to secure my employer’s first international partnership in a high growth 
market. 

 ���&RRUGLQDWHG�GXH�GLOLJHQFH�DQG�UHYLHZHG�DJUHHPHQWV�WKDW�ZHUH�FULWLFDO�LQ�
securing a $10 million credit agreement and a $7.5 million term loan that 
strengthened the company’s balance sheet. 

 ���$FKLHYHG�VXSHULRU�SHUIRUPDQFH�UHYLHZV�HYHU\�TXDUWHU�VLQFH�MRLQLQJ�WKH�
company. 

  

A TOP 5 CONSULTANCY RECOGNIZED WORLDWIDE, Atlanta, Georgia 
 Global Financial Strategies Group / Valuation Advisory Services Practice 

 Manager                    
 July 1998 - June 2000 

 Earned promotion to management position to advise clients on valuation strategies for 
mergers and acquisitions, purchase price allocations, divestitures, joint ventures, 
deal structuring, stock options, and tax planning.  Position entailed conducting 
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marketing presentations, prospecting for new engagements, drafting proposals, 
managing engagements, client billing, and ensuring the quality of final 
deliverables. 

 ���'HYHORSHG�DQG�PHQWRUHG�VWDII�FRQVXOWDQWV��PDQDJLQJ�ZRUNIORZ�DQG�RSWLPL]LQJ�
chargeability. 

 ���(QVXUHG�WKH�TXDOLW\�RI�RYHU������PLOOLRQ�LQ�FOLHQW�GHOLYHUDEOHV�XQGHU�WLPH�DQG�
budgetary constraints. 

���([FHHGHG�ILUVW�\HDU�UHYHQXH�JRDO�E\����SHUFHQW�WKURXJh efficient engagement 
management, earning ranking of 9th position out of 75 managers nationally in terms of 
managed revenue. 

  

Senior Consultant                   
 July 1996 - June 1998 

Achieved fast-track promotion for proven record of accuracy and professionalism.  
Augmented consultant duties with additional responsibilities including drafting 
proposals and visiting companies to gather data and interview high-level management 
for valuation due diligence purposes.  Supported managers who posted over $1 million 
in annual revenue for the firm. 

  

 Consultant                   June 1995 
- June 1996 

 Research, analyze, and value businesses, companies, equity interests, and intangible assets 
in a wide variety of industries utilizing comprehensive knowledge of discounted 
cash flow, market multiples, and cost approaches.  Key duties also included 
analysis of financial statements and management plans as well as conducting 
economic, competitor, and industry research to identify trends and value drivers.  
Improved and automated financial valuation model that resulted in increased 
efficiency and accuracy. 

 
 
 
A FINANCIAL SERVICES FIRM, Atlanta, Georgia 

 Corporate Financial Analyst            January 1993 - 
April 1994 

 Analyzed S&P 500 and Wilshire 5000 companies across a multitude of industries for 
institutional investors.  Compiled over 100 research reports detailing shareholder 
value issues, including corporate governance, executive compensation, anti-
takeover provisions, and financial performance.  Analyzed Form 10-Ks, Form 10-
Qs, prospectuses, and proxy statements. 

 

 Research Analyst            November 1991 - 
December 1992 

 Researched and compiled financial and qualitative data for CEO and financial analysts 
requiring timeliness and accuracy under minimal supervision. 

 
 

EDUCATION 

 
 Chartered Financial Analyst (CFA)     
    1999 

 �  Achieved continuing education certificates every year since charter was awarded. 
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 EMORY UNIVERSITY – ROBERTO C. GOIZUETA BUSINESS SCHOOL, Atlanta, Georgia 
            
       1995 

 Master of Business Administration 

 ���$ZDUGHG�*RL]XHWD�%XVLQHVV�6FKRRO Merit Scholarship. 

 ���7HDP�/HDGHU��$ZDUG-winning marketing competition team 
 

 GEORGIA STATE UNIVERSITY, Atlanta, Georgia                         
1992  

 Bachelor of Business Administration, Finance 

 �  Cum Laude Honor Graduate (GPA: 3.50). 

 �  Awarded Atlanta Society of Financial Analysts (ASFA) Book Award. 
 

PROFESSIONAL AFFILIATIONS 

 

 MEMBER, ASSOCIATION FOR INVESTMENT MANAGEMENT AND RESEARCH (AIMR) 

 MEMBER, ATLANTA SOCIETY OF FINANCIAL ANALYSTS (ASFA) 

 FOUNDER, NATIONAL ASSOCIATION OF ASIAN AMERICAN PROFESSIONALS (ATLANTA 

AFFILIATE) 
 

ADDITIONAL DATA 

 
  
 ���3URILFLHQW�ZLWK�,QWHUQHW�UHVHDUFK��0LFURVRIW�([FHO��:RUG��DQG�3RZHU3RLQW 

 ���6WXGLHG�DEURDG�LQ�7DLSHL��7DLZDQ��6XPPHU������ 

 ���-XQLRU�%RDUG�0HPEHU��&DPS�7ZLQ�/DNHV��D�FDPS�IRU�NLGV�ZLWK�KDUGVKLSV�DQG�
diseases) 

 



How Do I Find A When...The Economy Sucks? Page 75 

If you want to visit the web sites mentioned in this book, go to www.jimstroud.com 
 
www.bizsum.com  2001, 2002 Copyright BusinessSummaries.com 
  2002 Copyright Jim Stroud 

APPENDIX F – THE TECHIE 
 

                                                            JOHN DOE 

                                 

Summary: 
 
• Six + Years of programming experience with consistently increasing 

responsibilities in Software Development, Testing and Program 
Implementation. 

• Experience in Analysis, Design, Development, Testing and 
Implementation of large scale Client Server Business Applications. 

• Experience in reviewing and implementing product specifications 
(feature and design) and decomposing customer needs into 
manageable code segments and development tasks. 

• Experience in developing applications using JSP, EJB, Servlets, 
DHTML, XML, Java-Script 
Java and J2EE. 

• Good experience in Database and Interfacing (Back-end Front-end 
connectivity) skills. 

• Experience developing on NT and/or Solaris platforms. 
• Experience using application servers such as WebLogic, Websphere, 

JavaWebServer, etc. 
• Versatile team player with good analytical, communication and 

interpersonal skills. 
 
Technical Skills: 

LANGUAGES:                         JAVA, C, C++, SQL, AND PL/SQL 
OPERATING SYSTEM:           Windows-95, Windows-NT, MS-DOS, UNIX 
(Solaris) 
DATABASES:                          Oracle 8i, SQLServer 7.0, MS-Access, DB2 
INTERNET TECHNOLOGIES: HTML, VBScript, JavaScript, J2EE with 
CRM, JAVA,    
                                                 JSP/Servlet, Java Mail API, TIBCO, IIS, 
Weblogic 4.5,  
                                                       BEA Tuxedo, WebSphere Application 
Server (V 3.5),  
                                                 WebSphere Studio, Apache, NES, UML, 
Rational Rose,  
                                                 XML, XSL, XSLT, CGI-Perl, ASP, 
FrontPage, PhotoShop, 
                                                 Flash, Documentum (V 4.x), ATG Dynamo, 
WAP, WML, 
                                                 WMLScript, AIX and FTP Networking. 
GUI’s:                                           VB 6.0, Symantec Visual Café, Visual Age 
for Java 
                                                 (3.5), Web Sphere Studio (V 3.5), Crystal 
Reports 

 
Professional Experience 
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Aug 00 – till date 

Sr. SoftwareDeveloper/TeamLead, VERONICA ONE, Atlanta GA 

V1 consolidates, organizes and presents Internet users’ personal account 
information. One master password provides consumers with a single, easy 
to access interface for such personal account information as bank and 
brokerage statements, credit card balances, voice, E-mails, household bills 
and travel reward programs. 

The main objective of this project is to implement ETN (E-Finance 
Transaction Network) into the existing framework system. This consists of 
various modules like V1 Presentation system, Extraction System, ETN 
Client, Provider Provisioning System. 
 
 
 
Responsibilities: 
• I was involved in walkthroughs and reviews of use case models, object 

and data models, and design documents. 
• I was involved in developing Servlets, JSP’s and EnterpriseJavaBeans. 
• Involved in Adding and Mining an ETN Product. 
• Creation and Deployment of Enterprise Java Beans (EJBs) and 

JavaServlets using  
BEA WeblogicPersonalizationServer. 

• Database calls are made using JDBC. 
• Involved in parsing the OFX Response into a well-formed XML and 

then to a key value pairs. 
• Unit testing, documentation & production implementation. 
 
 
 
Environment:  Java (Jdk1.2.2), Servlets, JDBC, RMI, Visual Age for 
Java (V 3.5), 
WebLogic Application Server (V6.0), Web logic Personalization Server 
3.0, Apache, EJB’s, Oracle 8i, HTML, XML, JSP, Windows-NT, UNIX, 
SSH. 
 

Oct 99- Jul 00 

Programmer/Analyst, ENTERPRISE SOLUTIONS INC, 
Charlotte,NC  

This project involved the development of the corporate Intranet, which 
connects various offices of Blue Cross-across diverse geographic 
locations. The aim of setting up the Intranet was to have various 
applications, which will ensure easy information dissemination and 
knowledge sharing. The Intranet project involved the creation of Home 
page. Quality Manuals, Discussion room facility, Electronic Board, 
Search engine using Java, Servlets, JSP, EJB’s and Time Sheet 
Management System and Electronic Forms. The discussion room 
facilities in having online discussions through the Web Browser on a 
particular topic. The Electronic Board is similar to a BBS, but this runs 
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in a browser. Various departments can put up documents for display 
on the Intranet. This project also involved linking Intranet web sites of 
different departments like Finance, Administration, HR, Sales, 
Resource Management Group, Business Transformation Group. The 
project also involved backend programming using stored procedures in 
Oracle 8i. 

Responsibilities: 
• Involved in writing Server side script using Servlets, EJB’s for 

every department. 
• Involved in installing these applications on the server and writing 

RMI applications to access information from various departments 
those are existing globally. 

• I was also involved in creating client side Quality Manuals using 
Applets and HTML. 

Environment: Java (Jdk1.2), JSP, Servlets, JDBC, RMI, WebLogic 4.0, 
EJB, Oracle 8i, HTML, Windows-NT. 
 
Apr 98 – Sep 99 
Programmer/Analyst, NETSOFT SOLUTIONS INC, Detroit, MI 

   This project was developed With BEA Web Logic’s EJB 
Implementation; NSS increases Customer Service with an Excellent 
Return on Investment. It is estimated that handling customer requests 
over the telephone is three times more expensive than handling the 
same request via the Internet. With nearly 70% of customer service 
calls routine and repetitive, the time it takes a customer service 
representative to answer the same question over and over again can 
be very costly and time consuming. Electronic Customer Interaction 
Management (eCIM) solves to deal with these issues. ECIM utilizes 
the best Internet technologies -- such as BEA Web Logic and its 
Enterprise Java Beans (EJB) implementation to transform customer 
service from a heavily administrative function to one more intently 
focused on generating revenue.  eCIM utilizes Web Logic and EJBs to 
make it easier to service and track customers freeing service teams to 
focus on more value-added activities. 

Responsibilities: 
• Creation and Deployment of Enterprise Java Beans (EJBs) into 

Weblogic server. 
• Creation of Dynamic web pages using Java Server Pages 

(JSP1.1). 
• Remote Method Invocation (RMI) to ease access to remote 

business objects and services. 
• To support transparent access to distributed components, 

directories and services 
• Java Naming Directory Interface (JNDI) was used. 
• JDBC drivers for accessing embedded and legacy data sources 
• Resource Pooling (EJB, Database connections) to maximize 

efficiency in the use of critical resources 
Environment: Java, Servlets, Oracle 7.3,HTML, JavaScript, RMI, 

JDBC, Windows NT 
 

Oct 97 – Mar 98 
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Programmer/Analyst , OMEGA INFORMATION SYSTEMS, Houston, TX 
The objective of this project was to create an intranet application for 
their inventory performance reports. The project was developed using 
Java and Oracle and the database connectivity was implemented 
using JDBC. 

Responsibilities 
• Involved in screen design, and layout of the application using 

Visual Page. 
• Developed various Java Classes to encapsulate the user interface 

and the business logic. 
• Used Java Servlets for controlling the process of interacting with 

the database. 
• Coding reusable Objects for database connectivity, data 

manipulation as well as for client side interaction as data carriers. 
• Involved in testing the system for multi-user support and 

integration. 
•  Developed HTML pages dynamically and used Cascading Style 

Sheets. 
Environment: Java, JavaScript, JDK1.1, DHTML, JavaServlets, JDBC, 
Oracle 7.3, Unix 
 
Jan 97 – Sep 97 
Programmer/Analyst, DataMate Inc., Houston, TX 

This is a Three-Tier client/server system comprising of Business Components 
developed in Java as middle tier. The Hotel Management System helps various 
hotels to maintain their Accounts, Rooms, Reservations, Retrieving of categories 
& companies, Check-ins, Check outs etc. 

Responsibilities 
• As a member of the development team, my responsibilities 

included the design and development of reusable components 
using Java. 

• Created reports consisting of major reports being   Booking 
Itinerary Information, Hotel Booking / Scheduling/ Fee & Net 
Calculation Reports. 

• Used Class Modules and objects for generalizing Booking 
Itineraries and course References. 

• Involved in testing the system for multi-user support and 
integration. 

Environment: Jdk 1.1, Oracle 7.3, HTML, JDBC 
 
Feb 96 - Dec 96 

SystemsAnalyst, Sri JayaLakshmiSpinningMills Ltd (ISO 9002), India 

This is a GUI based Production Maintenance System which handles the 
complete process of the production (cotton and yarn)of the company .The 
company has two sections of Production, one is for Local Market and other 
is for Exports Purpose. For each Section it has more than ten departments 
sequential wise. The Project is divided into four modules i.e. Machine 
Parameters for each department, Data Entry for each department, 
General Reports for each department like Machine wise, Shift Wise, 
Group wise and Count Wise and Production Losses for each department 
in terms of Hanks and Kgs. The other set of reports are like worker 
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efficiency, supervisor efficiency, Hok & OHs Reports, Waste Management 
for each department. The same sets of modules are also implemented for 
another section. 

Responsibilities: 

• Involved in full life cycle of design, development, testing and 
implementation of management information system using Oracle 
7.3 in a client server environment 

• Created various screens and business objects. 
• Used various types of ActiveX controls like Dbgrid, Ms Flex grid, 

Mask Edit Box, Up Down Control. 
• Involved in design of tables, used various types of quires and 

wrote several stored procedures. 
• Created various types of reports using crystal Reports.  

Environment:     VB 6 .0 , Oracle 7 .3  and Crysta l Reports 4 .6  
 

May 95 – Jan 96 

Programmer/Analyst, Sri JayaLakshmiSpinningMills Ltd (ISO 9002), India 

  This is GUI based Raw Material Management System which handles 
the purchase orders, receipts of Stock, rejected material handling. It 
maintains various master dictionaries like Stock Entry and Parameters 
of each Stock. It generates various reports including Day by day 
consumption, weekly and monthly. It also handles material stock with 
the Parameters wise, Variety wise and cost of the total stock for each 
section. 

Responsibilities: 
• Created various types of GUI based forms 
• Used various ActiveX controls 
• Involved in design of tables and using of various types of Quires. 
• Created Various types of Reports 

Environment:  Visual Basic 5.0, Oracle 7.3 and Crystal Reports  
 
Mar 94 – Apr 95 

Programmer/Analyst, Sri JayaLakshmiSpinningMills Ltd (ISO 9002), India 

This is GUI based Raw Material Management System which handles 
the purchase orders, receipts of Stock, rejected material handling. It 
maintains various master dictionaries like Stock Entry and Parameters 
of each Stock. It generates various reports including Day by day 
consumption, weekly and monthly. It also handles material stock with 
the Parameters wise, Variety wise and cost of the total stock for each 
section. 

Responsibilities: 
• Created various types of GUI based forms 
• Used various ActiveX controls 
• Involved in design of tables and using of various types of Quires. 
• Created Various types of Reports 

Environment:  Visual Basic 5.0, Oracle 7.3 and Crystal Reports 
 
Education: 
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o Professional Diplom a  in Softw are Technology  and 
System s Managem ent .  
NI I T Ltd. (Nat ional I nst itute of I nform at ion & Technology) . 

o Professional Masters Diplom a  in Softw are 
Engineering .   APTECH Ltd.,  

o    University Degree in Bachelor of Business 
Managem ent  (B.B.M) .   

o    Masters Degree in Master of Com puter Applicat ions 
( M.C.A) .   
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APPENDIX G – EMAIL EXPRESS 
EXAMPLE 

 

 

Jane Doe  
Atlanta, GA   
(404) 696-1234  
janedoe@aol.com 
WORD VERSION: http://janedoe.com/resume.doc 
 
*** Professional Profile  

APPLICATIONS / BUSINESS ANALYST with solid skills in systems 
development, user support, technical troubleshooting, quality 
assurance, problem solving, and documentation. Ten years’ 
previous business experience provided first-hand knowledge of 
diverse business operations and management information 
requirements.  
 
* Skilled in determining system requirements and 
specifications for complex application development projects.  
 
* Able to communicate effectively with multifunctional teams, 
programmers and technical staff at all levels.  
 
* Strong customer service orientation. Experienced in 
consulting with users, resolving problems and meeting 
specific technical and business needs.  
 
* Effective project manager with ability to coordinate 
multiple projects simultaneously.  
 
Technology Experience: Microsoft Windows 3.x, 9x, and NT, 
DOS, Microsoft Office, Corel Office Suite, Microsoft Project, 
Lotus Notes, Novell GroupWise, Internet Explorer, Netscape 
Communicator, Flow Chart, IBM Client Access, LAN / WAN, 
Rumba, Visual Basic, IBM AS/400  
 
*** Experience  
 
Washington Judicial Department, New York, New York 
 
Systems Analyst (1996-Present) 
* Assess users’ needs to determine functional and  
business requirements for new software applications.  
* Developed system requirements for new division of the 
Washington Tax Court. Completed extensive research and 
analyzed statutes for required fields.  
* Conduct and document QA testing on all newly developed 
applications.  
* Work closely with onsite managers to coordinate multiple 
software installations.  
* Create training manuals for new applications and develop 
help files to meet needs of specific users.  
* Provide training and technical support to users throughout 
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the state of Washington.  
 
Business Analyst (1994-1996) 
* Hired specifically to resolve onsite operational issues 
during major conversion project (affecting county / state 
computers and numerous data fields). Proposed innovative 
solutions that resolved workflow problems.  
* Maintained ongoing communication with the Information 
Systems (IS) Department.  
* Created new procedure manuals to ensure consistent 
workflow.  
 
Previous Business Experience - Ten years  
* Founded, managed, and operated various successful small 
businesses.  
* Developed and administered company policies.  
* Created business and marketing plans.  
* Conferred with lawyers, accountants, and marketing staff to 
ensure that company goals were met. 
 
*** Education  
 
Portland State University, Portland, Oregon  
B.S. Computer Science (1994)  
 
* Graduated Magna Cum Laude  
* Golden Key National Honor Society  
 
*** Affiliations  
 
Project Management Institute 

 


