Sell Your Second Best Asset

By Bill Gaffney, Career Coach

We all know, are at least we should, that our best asset is ourselves.  That is why 60-70% of the hiring decision is based on chemistry.  But I don’t want to talk about that in this article.  I want to talk about your second best asset, what you have done, accomplish –ments, and how you can sell that to a prospective employer.  Let me say some of these ideas are going to be creative and may scare some of you.  But think them through and I believe you will find some additional ways to enable your job search.

1. Offer to work as a contractor, 1099 employee, for a preset amount of time.  As a recruiter I would occasionally place an individual into this type of position who was looking for permanent employment.  For the employer this works well when they have a hiring freeze or headcount issue but need your skill set.  It also gives them a chance to do some inexpensive shopping.  Chances are, even if you are mediocre, you’re going to profitably fill a gap for them.  Most employees don’t realize that many times the budget for temporary or contract help is entirely different from that of non-exempt help.  If you are as good as you think you are (I’m not being flippant here.)  you  have a better than 90% chance of getting the position when they open up the head count.

2. Do consulting work for a firm that you would like to work for.  This is very similar to the above.  The difference is you are treated a little bit differently, and from an entirely different budget, in this situation.  It also takes a little more work up front on your part.  You will need to identify a problem the firm needs to resolve in your area of expertise.  At that point you talk to the manager who has the problem and recommend your “consulting” services to him.  You can always work less expensive than other consultants because your main goal is to go to work for them.  This stipulation can also be part of your contract.

3. Rather than take an hourly, weekly or straight consulting fee for an assignment perform the assignment on either a percentage of cost savings or additional income basis.  The company gets to charge this cost differently and they don’t have to do as much internal justification to use your services.  This does take some additional work up front and requires good knowledge of the discipline the project is based in.

4. Consider going to work for a lower base with a more lucrative commission structure.  To offset some of the initial cash flow suggest to the employer a recoverable draw against commission.  Many sales people have worked this way for years.  But you don’t have to be just a salesperson to do this.  This works well with companies who do project type work and a “commission structure” can be set up on many variables including cost of project, times frames, productivity increase due to project completion, etc.

These are just a few ideas to get your creative juices flowing.  In today’s marketplace flexibility is the solution.  Remember also that many times these projects or contract assignments can be long term in nature, lasting as long as 18 months to 2 years, or longer.  Compare this to the average full time position lasting just over two years.  You can see there is not a significant amount of difference.  (By the way contractors generally receive anywhere from a 30-50% premium over a full time position.)  If you have any other ideas try them and also send them to me.  I can publish them at a later time.
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