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Focus Your Job Search - Define What You Want 

One of the key premises in marketing is that successful brands need to focus. 

Al and Laura Reis – two of the leading branding experts in the field – wrote a book on this very subject titled - Focus: The Future Of Your Company Depends On It. 

In the book they talk about how to build a brand by clearly defining its purpose.  They say:

“How do you build a brand? You narrow the focus. Nokia narrowed its focus to cell phones and became the world's No. 1 cell phone brand. Federal Express narrowed its focus to overnight deliveries and became one of the world's leading cargo carriers. Southwest narrowed its focus to coach service only and became America's most profitable airline. Dell narrowed its focus to direct sales only and became the world's leading PC manufacturer.”

Focus can also help a job search become more productive.

First – you have to define what you want to do next in as specific terms as possible. 

This means saying that you want to be a:

-    Director of Marketing for an office product company 

versus:

-    Senior Marketing Executive who can solve complex problems in any organization. 

The first statement provides you with a clear path – a defined set of targets – and the greatest chance of connecting with decision makers within the companies that you reach out to.

The second statement will lead to a shotgun approach where you risk – depending on your background – not being a good fit for any but a few of the countless companies that you reach out to. 

Focus is the key!
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Focus Your Job Search – Identify Target Companies

In my previous blog I wrote how focus is the key in your job search. Focus creates opportunity because you draw the straightest line for a potential decision maker in terms of connecting you with a position within their organization. 

We may at first consider this focused approach will limit our opportunities because it will place us out of consideration for a number of potential positions. The opposite is actually true. 

Your chances of getting an interview or referral meeting dramatically increase the closer you are to a 100% match to what your target company is looking for. The further we move away from this focused approach, the greater our chances of not being contacted. 

This is a case where quality is far more important than quantity.

The same holds true when you develop a list of target companies. Your search will be far more productive when you narrow your list to the companies that can best see the value that you can bring to them. This means that your target list should draw from industry sectors that best match your background or from organizations that can best understand how your transferable skills can work for them.

This sounds simple but it does require discipline. Here in Atlanta, I see many candidates list all of the obvious marquee companies on their target list – Coca Cola, UPS, The Home Depot, etc. But are they really a good match for these companies? Upon an objective review the answer in many situations is no. 

I generally advocate leaving these organizations off of your target list unless an objective fact based evaluation supports your analysis. For example, you have the relevant industry experience or an easy to understand transferable set of skills that these companies will understand and value. 

Focus your job search! You will be far more productive by developing a target list of companies that are a close match to your background and skill set.

