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About the Author 

Executive career coach, “The Job Search Expert,” Jane 
Cranston understands the challenges and opportunities in 
the workplace.  She integrates years of experience as an 
accomplished senior executive with global brand name 
companies, with the lessons learned from opening three 
successful businesses, and then applies her education and 
coach training.  This sophisticated mix affords her clients her 
unique perspective, business sensibility, and entrepreneurial 
spirit. 

Jane is the founder and Managing Director of 
ExecutiveCoachNY, and author of the “Great Job in Tough 
Times job search system, an executive and career coaching 
business based in New York City with clients nationwide.  She 
coaches success-driven executives and managers to 

develop a career strategy that accelerates advancement, enhances people-management 
skills, assists in job search and career transition, as well as gets the competitive edge in all 
business activities.  

Coaching with Jane is dynamic, structured, forward-focused as well as fun and inspirational.  
Working with clients in fields such as finance, technology, media and entertainment, real 
estate, and the law, she assists them in recognizing and achieving their full potential at 
work and in their personal lives. 

Clients claim coaching with Jane has “changed my career focus,” “helped me better 
understand how to motivate my staff,” “given me ideas that have increased my income by 
$100,000s,” and “made me realize what is my part and what isn’t,” and claim coaching is 
“the best thing you could do for yourself.” 

Jane’s soon to be published “Great Job Tough Times”  is a step-by-step job search system 
designed to assist managers and executives looking for employment, or contemplating 
leaving their current positions, with their resume writing, interviewing skills, networking 
techniques, and negotiating need to get the right job fast. 

Jane Cranston is frequently seen on CNN’s “Your Money” and quoted in nationally 
syndicated newspapers, magazines, as well as Internet article sites and virtual programs. 
She authors the free, twice monthly, “Competitive Edge Report.” Learn more on her website 
www.ExecutieCoachNY.com. 

http://www.executivecoachny.com/
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Reality Check 

Does it infuriate you when people use expressions like “laid off,” “downsized” or “job 
elimination” to describe what just happened to you?  Do you want to yell back, “How 
about calling it ‘no paycheck, no benefits, no lifeboat, no one cares?” 

Do you find yourself avoiding news reports because you can’t bear to hear the 
depressing unemployment rates, the lack of consumer confidence and the gloomy 
outlook without thinking the reporters and experts are talking about you? 

Your family, friends and colleagues have probably tried to cheer you up with well-
meaning advice like, “Relax!” or “Enjoy the time off!” or “Companies should be beating 
down your door.” Is your reality more along the lines of endless sleepless nights and 
non-existent relaxation?  

Are you disappointed that somehow, after all you did for your company, your 
management and co-workers couldn’t save you?  Weren’t you all supposed to watch out 
for one another? How did the people at the top manage to find the money to pay 
themselves?  

Let’s be honest. You didn’t graduate from a great school, work for some of the best and 
the brightest in the biz so you could go hat-in-hand on a job search. You’ve worked hard 
and honed your skills to become an expert. Now you find yourself having to impress the 
Recruiting Assistant in the Human Resources department in order to speak with a real 
decision-maker. What’s wrong with this picture? 

Yes, this may all be true, but you were never one to attend a pity party and you are 
certainly not about to throw one for yourself now. At this point, you’re just a bit lost and 
confused because you don’t know where to start and what your interim goals should be.  
What’s perfectly clear is that you need to get a job, a good job—no, a great job—with a 
company that’s stable and will appreciate what you bring to the table. Adding to the 
pressure is the knowledge that you have to get moving with your search because your 
responsibilities aren’t going away…and your competition is already out looking.   

You are definitely up against some stiff head winds. You’re embarrassed because you 
never thought this would happen to you. You aren’t clear on how this job search effort 
works and how you should begin. Are you wondering? 

 Should I hire someone to write my résumé? 
 Do I blast my résumé over the Internet?  
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 Who will show me how to network? 
 What about calling everyone I know and pleading my case? 
 How can I buy new interview clothes when I told my family members to trim their 

spending?  

With all of these concerns, plus others, whirling around in you head 24-7, it’s no wonder 
you feel overwhelmed and confused. Adding to your isolation is that your family 
seems to be avoiding the obvious as they head out the door. Also causing concern is 
that if you tell your friends, they may think less of you. 

Whom can you turn to? The last thing you want is to be in a room full of other 
unemployed people—now that’s depressing! On the other hand, you can’t go to the gym 
at 10:00 am without being the talk of the neighborhood. 

What Do You Do? 

It’s Time to Start Sell a New Product – YOU 

You’re smart and have the diploma to show that you’re educated, so why is this so 
hard?  I’ll tell you why, because all of your adult life you have been working for 
someone – creating, producing, distributing, marketing, trading and/or selling whatever 
the product or service.  Now you are the product and it feels very unnatural. 

You may also be feeling some resentment that you’re in this position. You are angry 
with them, the people who didn’t have your back, as well as yourself, for allowing this to 
happen. 

Feelings aside, the logical part of you knows there must be a way to successfully find a 
great job. There has to be some sort of system to follow so you can effectively and 
efficiently overcome what may be the biggest career glitch of your life. The question is, 
“How?” 

Hello! I’m Jane Cranston, Executive Career Coach, “The Job Search Expert”  For 
years I’ve been coaching executives, managers and professionals to find the job they 
want and reach their potential in a career they love. Having interviewed, hired and 
managed thousands of people during my years in corporate America, as well as when I 
owned my own businesses, I understand what employers, recruiters, and job seekers 
want and need. I’ll let you in on a secret - they basically all want the same thing – a 
good match.   
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I’ve been in the workforce during good times and bad. I’ve seen downsizing, rightsizing, 
inflation, recession, turnarounds, outsourcing, the birth of technology and the dot com 
bust, as well as unprecedented, explosive growth. I will tell you that these times are 
different, tougher. The markets are in turmoil and the workplace is feverishly trying to 
adapt. I will share with you that the need for good people, no, great people, has never 
been higher. 

In my early coaching days, I spent most of my time teaching smart people how to 
accelerate their careers—get to the next level, score that higher bonus and nail those 
tough assignments. In the past few years a shift has occurred. Those same talented 
people were finding themselves out of work as a result of factors that had nothing to do 
with their performance. They felt lost, confused and angry. They came to me for advice, 
tips and tactics. As the number of these people increased and their needs became 
greater, I realized I was seeing the same mistakes and challenges repeated.  That’s 
why I am sharing this special report with you. 

The Three Biggest Job Search Mistakes Smart People 
Make (and how to avoid them) 

In my work with people experiencing a job search, I’ve identified three mistakes that 
ultimately hinder movement toward finding that great job. 

Mistake #1 — Not Networking Enough 

The most common complaint of job seekers is, “I hate networking.”  

If I were to ask you how most executives find their next position, what would you say? 

 Writing a killer résumé? 
 Having an attention-grabbing cover letter? 
 Employing headhunters and executive search firms? 
 Networking? 

You’d probably agree that networking seems to be the logical choice. You know the old 
adages such as, ”It’s not what you know, it’s who you know” and “The most obvious 
person for the job is someone you already know.”  You’ve heard all of them and 
probably could repeat ten more. Why does this philosophy exist? The reason is clear – 
people hire those they know, like and trust.  
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If it’s clear that networking is essential and must remain a priority, then why do so few, 
otherwise very smart people, do it so little?  Why are their attempts at networking weak, 
half-hearted, directionless, or ill conceived? 

Why? Because the thought of networking brings to mind a four-letter 
word…FEAR 

Fear of sounding stupid. Fear of entering a room full of strangers. Fear of seeming 
needy. Fear that someone might know you’re looking for work. Fear of not knowing 
what to say. Fear of failing.  

The fear is real. Unfortunately, the fear is not necessarily rooted in facts, but beliefs and 
these beliefs are often baseless. More than anything, fear stems from the unknown.  As 
a result, in order to deny the fear, people use excuses for not networking. The biggest 
one is to blame it on lack of TIME. Time is the resource none of us seems to have 
enough of, yet always claim we are going to get under control. 

The key to networking is finding what works best for you and determining how to make it 
happen. For example, very few people can work a room of 400 people and feel 
comfortable. What most people are capable of is one-on-one meetings, networking 
groups and social networking sites. Therefore, approach networking like you would a 
pyramid business opportunity:  

 Start with one person and have that individual help you get two more people to 
call.  

 Never leave a networking activity without getting the name of at least two new 
people with whom you need to contact. 

Having trouble thinking of people to call? Use what I call the “Six Degrees of 
Separation” approach. Start with a name and think of all the people you know who are 
connected through him/her. The social networking website LinkedIn.com does 
something similar where you can see how you’re connected to people within your 
group. Not a member of LinkedIn.com? You should be! As well as Facebook.com, 
Plaxo.com and some more specific to your industry or sector. 

Once you’ve identified people you know, either directly or through others, it’s easier to 
ask them for advice or information.  That process gets you leads and leads identify 
positions. 
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Mistake #2 — Trying to Write the Perfect Résumé 

Based on the number of books and articles out there on the topic of résumé writing you 
would think crafting the perfect résumé was the silver bullet of job hunting.  Let me tell 
you a secret: with résumé writing there is there is “good enough” and there is 
“overkill.” Unfortunately, most people aim for the overkill. 

Why? Blame it on Perfectionism Paralysis and Just-One-More-Thing Syndrome. 
You know who you are! If you’ve had a successful career, you didn’t get there doing a 
sloppy, half-assed job. You always produced a quality product, no matter what the 
circumstances. That’s just who you are.  

Have you ever been in a situation when time was of the essence, or someone dropped 
the ball, and suddenly you were in charge? Where there was no room for the little 
niceties or the luxury of deep analysis because a solution was needed? And not just any 
solution, but a results-based, executed solution. That’s true with your résumé.   

Follow some basic tenets, treat it like a work in progress, adjust it as need and just get it 
out there. 

Here are the essential components of a résumé: 

1. Use keywords and phrases. 

2. Give a title to the job you’re seeking. 

3. Describe who you are and what you’ve achieved in a few powerful and dynamic 
sentences then dollarize and/or numerate. 

4. Talk about specific results and what you’ve contributed to the company in 
numbers and dollars. 

5. Explain your competencies. 

I know it’s hard. Maybe you need a little encouragement, a push, possibly a shove, but 
you will need something tangible to send to the first person who suggests, “Why don’t 
you shoot me over your résumé and I’ll pass it on.” 

Mistake #3 — Appearing Desperate 

I understand that unemployment, or even the potential of losing a job, can be very 
daunting. You have responsibilities and most of them are financial. Family and friends, 
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in their desire to be supportive, are forever checking in with you to “see how your 
doing.” However, what you hear is, “Haven’t you gotten a job yet?” 

It’s enough to drive you nuts, maybe even make you seem desperate.   

How do you not buy into the fears and anxiety and go out there every day with 
confidence, energy and optimism?  How do you not let others pollute your decision-
making? How do you stop yourself from taking the wrong job or the lower salary or the 
increased work hours or commute because you’re afraid a good offer is never coming 
your way?  I’ll tell you how! 

Early in the search process, create a Job Search DealMaker/DealBreakerList. This 
list states all the elements a job must have (ex. certain salary, maybe a particular title, 
an excellent supervisor, etc.) in order for you to accept the position. Conversely, your 
list will also state those elements that guarantee you will never accept a particular job 
offer (ex. a long commute, too much travel, a cut in benefits, an unnamed boss, etc.).  
It’s important that you stick to your list, no matter what your best friend, mentor or 
partner tells you. Stick to your guns because the last thing you want is to be out on the 
street looking for something new in a few months because you accepted the wrong 
opportunity. 

The DealMaker/DealBreaker List gives you a road map. Why is this so important? 

 You can develop your interview questions around the items on your list.  
 Knowing your direction helps you appear, and feel, more confident.   
 It will be easier to discontinue a search process that’s going nowhere or is wrong 

for you when you have a checklist to consult.   

Ultimately, this level of focus comes across as confidence, which is far from 
desperation. After all, no one wants to hire someone who will take any job that is 
offered. You’re a talented executive not a day worker. Finding the right fit is as 
important to the job seeker as it is to the employer. 

Now is the time to do a self-assessment. Are you making some or all of these 
mistakes?  

 Not networking enough? 
 Trying to write the perfect résumé? 
 Appearing desperate? 
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If so, it’s time to make some deliberate changes and gain some positive momentum with 
your job search efforts. 

Where to Begin? 

For many job searchers, momentum begins with the Jumpstart Your Job Search 
Strategy Session. This is an intensive 45-minute individual telephone meeting where 
we roll up our sleeves and attack the issue at hand—creating strategies and tactics to 
get you moving NOW! 

Here are the areas we’ll address during your Jumpstart Your Job Search Strategy 
Session: 

1.  Writing the Documents 

This means preparing a framework for your résumé(s), cover letter(s), thank you notes, 
business cards, stationery and any other forms of written communication (hard copies 
and virtual). This way, when you get the call to, “Shoot me over your résumé” or “Come 
in for an interview tomorrow” you’ll only need to do a bit of customizing to have the a 
great document. 

Success story! Jennifer came for a Jumpstart Your Job Search Strategy Session 
with what she thought was a good résumé.  At a single glance it was clear that it was 
visually cluttered and lacking in impact. I asked her, “If each resume gets only 20 
seconds (the amount of time spent by initial résumé screeners), what does yours say?” 
It was obvious that Jennifer’s résumé read more like a job description. She not only 
failed to state her accomplishments, but when she did there were no measurable results 
attached, such as, “managed an operating budget of $1.5M with a staff of three skilled 
IT professionals.” 

This résumé writer made assumptions believing everyone knew what the High Tech 
Partners was when in fact few employers did. Her résumé was not keyword rich.  
Jennifer had not determined what words potential employers looked for when 
electronically or manually scanning her résumé.  She had a good chance of not making 
the first cut simply because she lacked this important element.  Following the Résumé 
Essentials Checklist I provided, Jennifer was able to revise her résumé, get noticed 
and most importantly, secure an interview. In fact, she scheduled three.    
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2.  Networking 

This term encompasses numerous activities. From contacting colleagues, professional 
and alumni associations, social networking, business networking, to search firms and 
chats networking is the most important part of getting your message out. You need to 
create what I call a “Team 100” and maybe your own mastermind group. Networking 
can be time consuming and exhausting if it is not directed and suitable for your purpose 
and personality.  

Success story! Tom was a serious, hard-working executive in the financial world.  He 
was known for his analytical abilities as well as a talent for putting complex ideas into 
understandable language suitable for the end user. When his division moved to another 
state, he chose not to follow them and found himself professionally lost.  Unfortunately, 
while focusing on his career, Tom was too busy to keep up with professional 
associations or business school peers. He also wasn’t sure how his former co-workers 
could help him, and he was embarrassed to tell some of his neighbors, who worked in 
related fields, that he was looking for a job. Tom was also shy. He liked people but 
believed talking about himself was bragging.  In addition, the thought of standing in a 
big room with a drink in his hand hoping someone would talk with him seemed like 
torture. Tom knew about online social networking but only from his kids’ perspective.   

Tom was full of fear and lacked a networking plan that suited his needs and 
temperament. After reading this Top Three Job Search Mistakes Smart People Make 
special report it was clear he needed some help.  When he started career coaching with 
me, he had a hard time thinking of ten people who could assist him in his search.  He 
was sure creating a “Team 100” —one hundred people who could get him closer or in 
contact with decision makers—would be impossible. I pushed him and the number 
expanded to fifty.  Each day he added another five people and was amazed how quickly 
his list grew.  Because he was not comfortable in large groups, the Job Search 30-Day 
System suggested other methods of networking which were highly effective. As Tom 
became more confident, he took more risks.  His LinkedIn.com presence went from a 
simple name to a complete online curriculum vitae.  He joined social networking target 
groups and began connecting with people he didn’t know using the approaches 
suggested. The word got out and Tom became better known.  When he landed a great 
job 45 days later it was because someone he networked with online got him in touch 
with his sister-in-law. She arranged for him to meet the head of a department who had a 
perfectly suited position available. This never would have happened without a 
networking program created using the Job Search 30-Day System. 
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3.  Interviewing 

Once you’ve located some potential positions and secured an appointment, you’re 
faced with the interview process. Whether you’re the most charismatic person on the 
planet or the individual who gets tongue-tied when asked their name, preparing for the 
multiple levels of interviewing is essential. Anticipating questions, understanding the 
motive behind the question and devising succinct, appropriate answers takes research, 
information, practice and experience. 

Success story! Emily was very comfortable around those she knew. Strangers were 
the ones who made her nervous. Since she doubted she would be working for a familiar 
face, she resigned herself to the fact that interviewing would take her out of her comfort 
zone.  When she signed up for a Jumpstart Your Job Search Strategy Session we 
began by anticipating the questions she would be asked. We discussed how skilled 
interviewers ask multi-level questions designed to delve into the candidate’s experience 
and intellect. In addition, we created comments and facts she would need to work into 
any interview.  Doing this guaranteed her accomplishments would be revealed early on 
and helps her progress through the interview process.   

Emily also became of aware of some small habits that were distracting to a listener. She 
practiced placing emphasis on ideas through her body language to make the most 
important points. While working with me and following the 30-Day Job Search Success 
Plan, Emily learned to turn her nerves into energy and understand the dangers of 
coming across too confident. The results of her efforts were two job offers. Because she 
was able to ask, not just answer, probing questions it was easy for her to make a 
choice. 

4.  Negotiating and On-Boarding 

Now that you’ve been offered the position, you need to decide whether you want it 
and/or can afford to accept it. The expression “everything is negotiable” is sometimes 
true. I would say when it comes to a job offer most areas are negotiable.  What you 
want, why you deserve it, where the competition sits, how badly the employers needs 
you, the culture of the industry or company, who has gotten what in the past, your level 
and how you came to the company all give you bargaining power. The question 
becomes what to fight for and what to let go.   

Once you’ve accepted an offer and begun your new job, it’s important to get out of the 
starting block quickly. The first week, the first meeting, building relationships, 
understanding goals and reporting lines are a few of the essentials you must master so 
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at the 90-day point the company is happy to have you and you can reassure yourself 
that you made the right choice. 

Success story! Robert had worked many years for the same firm. He rose through the 
ranks with ease, each time picking up more responsibility along with the money and 
titles that went along with it.  Robert never had to interview for a position, nor did he 
ever feel he had much negotiating power. He was always content that the company was 
taking good care of him but recently rumors of the company being acquired by a 
European giant became more frequent and from very reliable sources. When he 
received an unsolicited offer to join a young, dynamic firm he was excited and a bit 
uneasy. They asked him where he was in salary and talked a lot about “the upside” of 
ownership in the organization.  Robert wasn’t sure how to measure any of this and 
lacked confidence that he could ask for what he needed.  

While working with me during his Jumpstart Your Job Search Strategy Session, he 
learned to think in terms of a total compensation package and to look at the many sides 
of an offer, not just salary.  Robert did more research than he originally intended 
because questions he never knew to ask were now in front of him. He found that his tax 
situation would be significantly impacted if he were to take a certain type of 
compensation so he negotiated for other perks, such as more time off and deferred 
payments. Robert negotiated well and accepted the position, but his work was not 
complete—he needed to get on-board successfully. Unlike his former employer, the 
new company did not have any formal new employee training. In fact, everything was 
casual from the dress code, to job titles and seating. This threw Robert, but by using the 
30-Day Job Search System he devised a way to get up to speed quickly. It involved 
careful observation, active listening and high touches with his immediate boss.  Within 
weeks, he began to enjoy this new style of organization.  He realized there were 
landmines and he learned how to identify and avoid them.  Robert actively involved his 
boss and asked many questions about short and long-term goals, tactics and strategies.  
He quickly figured out how decisions were made and who had the most power and 
influence.  At the 90-day point, his supervisor had one comment, “I wish we had known 
you a year ago but we are happy to have you now.”  Robert agreed.   

Create a Corporate Strategy Focused on YOU 

You know plenty of people just like you who found themselves in similar positions.  How 
did they manage to get back on their feet? 

What you need to do is approach your situation like a corporate challenge. You’d 
research the problem, build a team, focus on the major points, devise a strategy and 
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figure out the tactics to get results. You’d set the appropriate pace to prevent missteps 
or poor decisions, but also moves the project along. 

The problem is you’re struggling with translating all of this to your situation. You can 
write a business plan but get stuck creating your résumé. You’ve interviewed 
numerous candidates but now you’re going to be on the other side of the table. 
Marketing the company has always been your forte, but now it’s time to market yourself 
and it’s called networking. Once you receive an offer, how will you negotiate? You 
were once the manager providing the 90-day review. How will it feel to be at a new 
place where you’re being judged on your every move without a reputation to support 
you? You know the first 90 days are the hardest and that successful on-boarding is 
imperative.  

In the past, you rarely did things alone. You worked with a team, maybe people from 
other departments, and you often went to the experts on the more technical 
matters.  

Why would you handle your job search any differently? 

That’s why the Jumpstart Your Job Search Strategy Session, created by someone 
who has worked with many people just like you, makes sense. Imagine how working 
with a Job Search Expert taking you step by step would accelerate your process, avoid 
detours and give you much needed support.  

Can you picture having the same success as the people I just mentioned? Are you able 
to visualize your future? You have a well-written résumé, not something created using a 
formula that looks like everyone else’s (oh, and that they paid over $1,500+ to get).  
Your calendar is full of networking activities that will produce results and make you feel 
like a professional rather than a beggar. The people you meet will be giving you sound 
and useful advice that lead to more connections that lead to job opportunities.   

How would it feel if a job interview was really a conversation of equals with both parties 
wanting a great match? You would have anticipated the hard questions and prepared 
concise, truthful answers that make the listener want to ask more. You look good, feel 
confident and are able to express yourself effectively. 

Why Jane? 

The Story of Andrew.  Andrew was a happy, productive guy, a successful career man, 
husband and father. His success had many rewards – promotions, jumps in salary, 



 

 

Copyright Jane Cranston Great Job in Tough Times 2009 12 

some hefty bonuses and, of course, the benefits and perks. Andrew made friends easily 
and had great colleagues and customers, as well as a few close associates. They 
supported each other’s ambitions and watched one another’s backs. Things were going 
great. 

Early last year dark clouds formed on the horizon. Andrew’s new boss had a very 
different take on how to get things done. Suddenly, there was a hiring freeze and saving 
money seemed to be the focus. 

Andrew decided this was just temporary and things would soon return to the status quo.  
He ignored the calls of headhunters and worked harder than he ever had. Sadly, he had 
even less time for the more social aspects of the workplace and no energy for the after 
work drink or game.  Andrew shared his fears with no one (“don’t let them see you 
sweat) and even used business travel as a way to stay out of the line of fire. 

Three months later things got worse when Andrew’s position was eliminated. At first, the 
shock numbed him, and then the anger started to brew.  He came to his senses enough 
to ask about the exit package. 

Andrew left the building feeling exhausted. Then it hit him right between the eyes. “What 
am I going to do?  I’ve got a wife and kids, a mortgage and car payments.  Holy ---- they 
just fired me!” The promises of a good reference and the comment “this had nothing to 
do with your job performance” were not comforting. 

Andrew was now beating himself up for not taking those headhunters’ calls.  He couldn’t 
even remember their names let alone the phone numbers. He pulled out his resume—it 
was five years old and not very good.  Andrew also received a call from a former co-
worker informing him that two of his colleagues and his former department were gone.  
The people he thought could help him were now competing with him. 

Searching the Internet became Andrew’s obsession.  He started reading every job 
search website he could.  There seemed to be millions of them.  How could he sort it all 
out and whom could he trust?  Andrew found himself staring at a blank page on the 
computer screen trying to write a résumé and cover letter. He was paralyzed. People 
kept encouraging him to network but he had no idea what to do or how. 

After a few days of trying to figure this out by himself, and wasting a lot of time and even 
more energy, Andrew decided to call me, Jane Cranston, the Job Search Expert.  First, 
I assured him that what he was going through was normal, in fact typical.  I was able to 
identify some of the hurdles he was facing and predict a few he had not even 
considered (How will you decide that a job offer is the right one?). 



 

 

Copyright Jane Cranston Great Job in Tough Times 2009 13 

I suggested we schedule a 45-minute Jumpstart Your Job Search Strategy Session 
to get Andrew moving.  Later, I laid out a system I developed for creating an executive 
job search in tough times.  The program showed him the elements of a job search, 
including the necessary documents such as resume(s), cover letter(s) and thank you 
correspondence(s).  At the same time, he learned how to effectively and efficiently 
network.  Who knew there were so many ways to do face-to-face and virtual 
connecting?  Then, of course, there were the interviews, since it had been a long time 
since he had to sell himself.  Andrew wasn’t sure what questions to expect, let alone the 
appropriate answers to give. How would he explain what happened to him?  Using the 
system, he prepared to negotiate his compensation package, just as he was able to with 
his severance package. Why? Because he had a plan. That guaranteed his success. 

Andrew worked hard on his job search. He took risks and left his comfort zone more 
than a few times. Together, in future career coaching sessions we weathered some 
disappointments and celebrated successes.  The job search system helped keep him 
forward-focused, no time to lament the past.  It also made him realize that all the 
elements of a job search, the documents, interviewing and networking, have to work 
together simultaneously. Three months into the process, he found himself in the 
enviable position of having two offers!  We worked together to determine which one best 
met his short and long-term career goals and negotiated for an excellent package.  All 
of this was new territory for Andrew but not for me. I had worked with many men and 
women just like Andrew. Some of their situations had unique elements (a person 
wanting to relocate, another with a child with severe disabilities who had to have great 
medical insurance) but in general, no matter what the job, or on what level the 
challenges are very similar, the fear is almost identical. 

A year later Andrew is doing great, in fact, he was promoted!  His only regret is that he 
“didn’t leave his former employer sooner.”  Andrew took the lessons he learned in his 
job search and applied them to his new career strategy.  He is a better networker, 
negotiator and interviewer because of his experience. Andrew is again a happy, 
productive guy.   

It’s Time for a Jump Start! 

You’re probably thinking, “I understand what Jane’s saying, and it’s exactly what I 
should be doing, but somehow it all seems so overwhelming. I’m just not sure where to 
start.” This is so unlike you. You’ve run your entire career (quite successfully, in fact) in 
fifth gear. Now you can’t get out of neutral...what’s wrong? Not a thing. In fact, it’s 
nothing that a quick jump-start won’t solve! 
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Let’s face it, this interviewing, résumé writing, networking thing isn’t exactly your 
expertise. So, why not work with someone who is an expert? In other aspects of your 
work and personal life, you get advice on those areas that aren’t your strengths. This is 
why you have a personal lawyer and an accountant. You wanted to improve your game, 
so you hired the pro. At work, you outsourced specific tasks to consultants because 
they were the experts. So why would you try to tackle your own job search alone?   

Furthermore, why would you approach this very important job search process without a 
strategy and a guide?  That’s exactly why I created a unique process—the Jumpstart 
Your Job Search Strategy Session.  In just forty-five minutes on the telephone we can 
create a roadmap for you to organize and accelerate your job search. 

During your session you will: 

 Create a résumé framework. 
 Identify, access and utilize keywords for greater results. 
 Strategize your networking so you’re out there in an efficient and effective way. 
 Anticipate interview hurdles and craft dynamic answers. 
 Complete an action plan that will get you out there in a big way. 

I know, and you would agree, you’re not the type of person to sit back and feel sorry for 
yourself.  However, we don’t want to forget the competition is out there, right now, 
talking to the people you should be meeting with.  

When reality hits you are fully aware that the bills are going to keep coming and the job 
market isn’t getting any better. The competition is stiff and you really need to be on your 
game. 

That’s why it’s so important that you take advantage of the Jumpstart Your Job 
Search Strategy Session.  It’s the best investment you can make…for you and your 
career.  

Click here>>> to learn more 

Once you’ve registered, you’ll receive a thank you email confirming your commitment.  
I’ll contact you within three business days to schedule your individual strategy session. 

It’s as easy as clicking >>>. 

In this report I’ve shown you some of the biggest mistakes very smart people make 
when it comes to their job searches. I’ve shared the stories of successful executives 

http://www.greatjobintoughtimes.com/programs/strategy_session.htm
http://www.greatjobintoughtimes.com/programs/strategy_session.htm
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and managers who, for reasons beyond their control, found themselves in the job 
market without a roadmap or a compass. By using my tried and true techniques 
successfully, they ultimately landed the jobs they wanted and deserved. 

I hope you have found this report to be useful and informative. Please share any 
comments or suggestions by emailing me at Jane@GreatJobinToughTimes.com. 

I look forward to speaking with you in the very near future. 

All the best in everything you do, 

 
Jane Cranston 
“The Job Search Expert” 
www.GreatJobintoughTimes.com 
Jane@GreatJobinToughTimes.com

mailto:Jane@GreatJobinToughTimes.com
http://www.greatjobintoughtimes.com/
mailto:Jane@GreatJobinToughTimes.com


 

 

Earnings and Results Disclaimer 

 

Every effort has been made to accurately represent this service and its potential. Even 
though searching for a job or career is one of the few times where one can write their 
own success in terms of results, there is no guarantee that you will get offered or find a 
job using the techniques and ideas in these materials. Examples in these materials are 
not to be interpreted as a promise or guarantee of earnings. Job search results are 
entirely dependent on the person using our service, ideas, and techniques. We do not 
purport this as a “get rich scheme.” 

Your level of success in attaining the results claimed in our materials depends on the 
time you devote to the program, ideas and techniques mentioned, your employability, 
knowledge, job market, and various skills. Since these factors differ according to 
individuals and external factors, we cannot guarantee your success or income level. Nor 
are we responsible for any of your actions. 

Materials in our service and our website may contain information that includes or is 
based upon forward-looking statements within the meaning of the securities litigation 
reform act of 1995. Forward-looking statements give our expectations or forecasts of 
future events. You can identify these statements by the fact that they do not relate 
strictly to historical or current facts. They use words such as “anticipate,” “estimate,” 
“expect,” “project,” “intend,” “plan,” “believe,” and other words and terms of similar 
meaning in connection with a description of finding a job, employment, or financial 
gains. 

Any and all forward looking statements here or on any of our sales material are 
intended to express our opinion of earnings potential. Many factors will be important in 
determining your actual results and no guarantees are made that you will achieve 
results similar to ours or anybody else, in fact no guarantees are made that you will 
achieve any results from our ideas and techniques in our material. 
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