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CAREER CONFUSION

During 1997-2000 period, the typical college graduate with one or more years of quality business experience could post a resume on the Internet or go to a job fair and expect to garner the attention of too many suitors for one person to concentrate on. During 2001 the economic tides dramatically shifted as profits plummeted or vanished and the job market turned into survival of the fittest. After multiple federal rate cuts, the vulnerability of the United States was exposed on September 11th and war was declared on terrorists. Business paused, the stock market hiccupped and patriotism was reborn. As 2002 appeared on the horizon, economic optimism was sidelined with expectations of revival in the 2nd half of the year. NYSE-listed, NASDAQ darlings and high profile business advisory corporations echoed a year of deceitful business ethics, dishonesty and shareholder betrayal. World economics was bruised, stock market hit unexpected lows and job security became insecure and unpredictable. Will 2003 be boom, bust or blasé? 

Through all the changes, acquisitions, executive turnover and external influences, career planning is fog bound. We know there is a future out there, but we can’t see it clearly. Gone are all the gadfly “technomercenary” career hurdlers who were always on the lookout for something better. Vanquished are the over populated, non-contributors that were part of the bulking up of the late “90s”. Outsourced and/or downsized are the over priced, value subtractors, and career cruisers.

Through all these economic manipulations and the rollercoaster effects, some advance up the career ladder and take on new job responsibilities. When the economy fluctuates, business responds through reorganizations and deployment of personnel. These are times of opportunity and frustration. With the flattening of organizations and in response to competition and available resources, business leaders evaluate their talent base to ensure flexibility, quality of effort, responsiveness and integrity. Confidentially replaced or selectively eliminated are the clock-watchers, stand-stillers, and change-resistors. Hired or promoted are the career committed with expertise and behavioral traits essential to the short-term needs and critical business change issues that the employer faces. Important is profits, market share and productivity. Missing, but desired, is the loyalty of either the employer to the employee or employee to the employer. Planning your career has become more opportunistic and requires constant monitoring. Here are some suggestions:

INVEST IN YOURSELF  There is no adequate excuse for not fortifying your knowledge  base. If your employer is unwilling to invest in your future through company sponsored or reimbursed seminars, then you must initiate a self-driven education program that makes you more knowledgeable and valuable to your current and future employers. Companies have much flatter organizational structures requiring valued employees to stretch into new areas of business. Any way that you can enhance your knowledge of tangent areas to your specialty is prudent. Professional certification programs are valuable (i.e. CISA, CMA, CNE, CPIM, CFA, CCM). Boosting daily productivity is always a prudent investment (i.e. oral 
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presentations, time management, ERP).  Establish “knowledge goal” for this year that will enhance your skill sets and value.

STRENGHTEN YOUR NETWORK    The fastest way to find new employment when unemployed is through your professional network of business acquaintances and friends. Most people are reactive, therefore, do very little or nothing to maintain or enhance their network when fully employed. When faced with unemployment, panic sets in and a network is reborn. The problem is that the network sees this as a one-way street, for your advantage. BE PROACTIVE! First, recognize the best candidates for your network are business managers and leaders who communicate regularly with the level of management that potentially would hire you. Second, realize that there are two major categories of network candidates, those that are inwardly focused within a specific corporation and those that are outwardly positioned to provide advice, sell or service a wide variety of customers or vendors in multiple businesses. Third, networks should be two-way information highways where all can potentially benefit. Most everyone wants to be current on business change (i.e. new contacts, titles, and telephone numbers; relocation; acquisitions). Sharing information that can benefit another is intelligent networking. Those that give business leads are usually the major benefactors of receiving valuable leads.

MANAGE YOUR REFERENCES   Due to acquisitions, reorganizations, relocations, early retirement programs and opportunistic career moves, references can quickly vanish. In recent years we have witnessed an increasing number of applicants that can’t find their former superiors and peers from just a few years ago. Treat references as part of your network. Every reference that is critical to the employment process and a testimonial to your abilities should be contacted at least twice annually as part of a two way updating. Remember, out of communications, then out of mind. If you can’t remember your references, then will they remember you in the most positive way?

BECOME MORE VISIBLE    There are two ways to mature your career. One way is to initiate a search internally or externally. The other is to be tapped. The first is to become more visible. The latter is a reward for having been visible. Increase your odds by taking an active role in professional business groups (i.e. APICS, CSCPA, Chamber of Commerce, Toastmasters, SIMS, Rotary Club). Attend seminars that are informative and encourage conversations and interchange amongst participants. Volunteer for civic leadership roles that have meaningful goals and causes (i.e. United Way, American Red Cross). There needs to be a balance between your internal (within your employer) and external time.

BUILD A VALUE-ADDED RESUME   Most resumes are very modest. Most resumes have no personality. Most resumes are not current. Most resumes are written for the writer rather than for the reader. If an executive decision maker has a need and is looking for a solution, then the resume that will capture the interest will be the proactive one that discusses business solutions. Whether for internal or external purposes, a resume is an example of your written communication skills and should an action-driven, informative PR piece that promotes your knowledge, behavioral traits and meaningful contributions to current and past employers. Having an out-of-date, boring resume that narrates skills but 
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doesn’t show how you apply them is like sitting on the sidelines while the real talent is contributing on the playing field.

If forced to change or unexpectedly tapped, less than five per cent of those employed are properly prepared to immediately investigate a new career opportunity. The vast majority lacks a career game plan. Starting a personal personnel file with annual objectives is a step in the right direction. Establish attainable goals that enhance your knowledge and network. Become more visible and change your resume into a more marketing driven format. Nobody suggested that career planning would be easy, however, if you are waiting to be discovered, then be prepared for a long wait. Those that deal the deck at least know what game is being played. Take control of your career and increase your value to your current and/or future employer(s).

Will 2003 be boom, bust or blasé? 
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