Self-awareness, and a touch of ‘radical’ common sense are crucial when job-hunting

Hamish Davidson, Chairman of MJI makes a desperate plea for more common sense amongst job-hunters

I get an email from you, explaining how you are looking to move jobs and attaching your CV. It’s one email sent en masse in group fashion to 30 recruiters at the same time.  Efficient for you – but how ‘special’ does it make me feel?  And how would you feel to receive this group email?

I get an email from you, reminding me that we met 5 years ago, the last time you were looking for a job.  You bring me up to date, about the role that you landed and what you have achieved since, but that it is now time to move on again and another meeting would be useful and you will be calling my PA to arrange such.  This is the first time I have heard from you since last we met.  How do you think I feel?  How would you feel in my place?

The point of relating these tales?  Frankly, a slap in the face to wake you up. 
Here are some tips about ‘getting a grip’ and not being an idiot when you start your job-search.

Treat other people as you would wish to be treated

Don’t abuse folk – even recruiters. If the latter agree to see you, write and say thank you afterwards, let them know when you get a job, and put them on your business Christmas mailshot.  Don’t be a ‘fair weather friend’ – who only gets in touch when you want something.  ‘Networking for life’ is about staying loosely in touch, never knowing when you might need somebody to do you a favour.
When job-hunting, ‘networking’ is all about visibility and profile

If I don’t know about you, why should I headhunt you?  If other people don’t know about you, why should they recommend you?  You only get out of networking what you put in – so you have to make the running in terms of staying in touch with folk.

And why would anyone want to recommend you anyhow?

There can only be three reasons: 1) they love you totally and will do anything for you – hopefully there is a small group that fall into this category; 2) you have paid them to recommend you – possibly, but let’s ignore this lot; and 3) they feel ‘morally obligated’ to try and help you.  This is the key group.  And why would anyone feel that way? Because of favours you have done for them in the past.  So here we have the key to networking – stop thinking about what other people can do for you and start thinking about what you can do for them.  Build a bank of moral debt in others, owed to you.
Your personal brand, the values that you stand for and live by, and how you behave towards others – these are crucial in job–hunting
Be remembered for being a nice, genuine and courteous person – rather than a ‘fair weather’ and ungrateful bastard.  

This isn’t rocket science – its ‘radical’ common sense
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