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I recently had an excellent executive recruiter – John O’Brien, CEO of The Sales Talent Group – speak at my career networking (C3G Sales sub group) on how recruiters operate and how candidates can best work with them. 

John was also gracious enough to share with us his “Developing Your Personal Marketing Plan”. The document is a summary of his insights gathered over fifteen years of recruiting and over 17,000 reviewed resumes. 

Here is the blueprint that John has developed based on the best practices he has gathered:

1.    Create a purpose and mission for yourself
2.    Set clearly written and defined goals
3.    Complete a product and marketing analysis
4.    Identify your target markets
5.    Develop impactful marketing materials
6.    Utilize an effective sales approach

I would like to explore these best practices to help everyone better understand how to create the personal marketing plan that will enable them to further their career search.

1.    Create a personal purpose and mission

This represents the foundation from which your entire plan will be based. First, start with writing down what is the purpose of your marketing plan. It can be that you have been released from your last employer or that you want to develop a new way to reinvigorate your career. This gives you the reason to get started. Then create a personal mission statement on what you want in life in terms of what career, personal development, etc. With this done you will be well on your way to getting started.

2.    Set clearly written and defined goals

Once your purpose and mission is created now write down SMART goals – meaning:
•    Specific
•    Measurable
•    Achievable
•    Realistic
•    Time bound

In writing the goals make sure you cover everything – what your next job will be, where it will be, what type of industry you will operate in, what type of culture it will be, how much compensation will you need. 

This is a start.
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In my January 3rd blog, I began a series on how to develop an effective personal marketing plan based on the insights shared with me by John O’Brien, CEO of The Sales Talent Group. 

In that post, we covered step 1 - the need to develop a purpose, and step 2 – the need to develop a defined set of goals. Now let’s move on to step 3.

3. Develop A Personal Sales and Marketing Analysis
First, let’s address who we are selling – it is you. This realization unfortunately makes some people uncomfortable but we have to get past that. You will realize – once your analysis is done – that you have a set of skills, experiences and relationships that have value to potential employers. 

Let’s get going:
•    Start with a STAR approach – Situation, Task, Action taken, and Results achieved.
•    Using the STAR approach write up 20 key accomplishments – in detail – that you have directly been involved in. This may be challenging but please press on. The end result you will find are some tremendous insights into what you have achieved in your career.

Next, take advantage of any personality tests that can provide you with insights on your leadership, communication, and relationship styles.  Your may already have taken these tests - DiSC, Myers-Briggs, and PI – through your past employers. Review them and think about what they are telling you. If you do not have any assessment tests available, I recommend that you buy the book Strength Finders 2.0 and take the online assessment that comes with the purchase of the book. 

Now complete a thorough background check on yourself.
•    Run a credit check 
•    Google yourself
•    Get a copy of your college transcripts
•    Call former employers to see how they will respond to reference check calls

The final steps to your product and market analysis should be:
•    Survey the market – talk with former bosses, peers, vendors about what you were good and not so good at. Ask them what they think your next step should be.
•    Go back and read your old performance reviews
•    Write up an analysis of who your competition will be in the market – what are their strengths and weaknesses compared to yours.

The final part of this series will be on developing target markets and marketing materials.
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Here is the blueprint that John has developed based on the best practices he has gathered:

1.    Create a purpose and mission for yourself
2.    Set clearly written and defined goals
3.    Complete a product and marketing analysis
4.    Identify your target markets
5.    Develop impactful marketing materials
6.    Utilize an effective sales approach

We have covered the first five best practices in my previous blogs. Now let’s cover the last – the sales approach.

Your sales approach should take three paths – direct, channel and in-direct

Direct Sales
Directly contact the companies that you have on your target list. This means that you will need to identify a decision maker within the organization who you can reach out to.

Channel Sales
Build a connector list of fifteen to twenty five people that can help you get your message out. These people are the ones who have a high number of LinkedIn connections and are open to helping.

In-Direct Sales
This approach uses the online job boards, LinkedIn job posting and company websites.

This wraps up my series on developing a personal marketing plan. I cannot thank John O’Brien enough for sharing his knowledge and experience in this area. I hope that this will help each and everyone.
