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1.  LINKEDIN POST CAMPAIGN:  At this point, your LI profile should a good representation of your professionalism, 

experience, and interests.  Your headline should indicate that you are looking for a new opportunity.  Develop a 

series of appropriate posts that remind your first-degree connections that you are in search.  Speak to your 

availability and interests without saying, “hey, I’m looking for a job.”  List post ideas here. 

              

1.                

2.               

3.               

 

2.  INFORMATIONAL INTERVIEWS:  Ask for advice; not for help.  Ask for a direction, not a job.  While 

informational interviewing should be part of a job search from the beginning, it’s probably even more important 

if your momentum has stalled.  Look back at your network, who you know and who you would like to know 

better.  Consider who might be willing to spend a few minutes to provide some insight.  People generally like to 

help others if it’s easy, non-committal and not time-consuming.  Who could you call for a quick meeting? 

              

1.               

2.               

3.               

 

3.  FIND A GIG:  Offer to solve a “business problem.”  What in your experience puts you in a position to be a 

short-term solution to a likely business problem faced by a potential employer?  Corporations routinely have 

staffing shortages, pending deadlines, etc. that may offer an opportunity beneficial to both parties, i.e., a quick 

and easy solution for the company and a “working interview” for you.  What “solutions” could you offer? 

              

1.               

2.               

3.               

 

4.  PITCH AN ASSOCIATION:  Many associations exist for basically every industry and career type.  Often, there 

are several organizations in the same or similar fields.  If you have already “mined” your current organization for 

leads and information, find a new group.  Join if it is required, but somehow get access to the directory and 

begin a campaign to create awareness of who you are and what you are looking for.  What new associations 

could you become a member of?  If not in your field, is there a related field that makes sense? 

              

1.               

2.               

3.               
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5.  TAKE SOME “LONG SHOTS”:  You never really know where the lead for the next job opportunity will come 

from.  Why not be creative, and “plant seeds” in some not so obvious places? An email here, a letter or phone call 

there may just be the action that makes the difference.  Here are some ideas that could be worth a minimal 

investment of time.  Generally, these “long shot” companies should not replace a more focused Target Company 

nurturing program, but they certainly can be worth a quick “touch” to gauge interest.  Can you think of others? 

a.  HBJ Top 100 Private Companies: 

b.  HBJ Best Places to Work 

c.  HBJ/Chronicle Article Review: 

d.  HBJ Fastest Growing Companies 

              

1.               

2.               

3.               

4.               

 

6.  MAKE A LIST OF “INFLUENCERS”:  And, approach them somehow.  Who are the local industry leaders in your 

field – maybe association officers, maybe C-Level executives at major organizations, or others who have been 

successful at what you want to do or have worked at where you would like to work.  Email, call, message on LI or 

write a letter asking for an idea or a recommendation.  Some will be willing to help. 

              

1.               

2.               

3.               

4.               

 

7.  CREATE YOUR OWN SECONDARY CAMPAIGN:  The important thing is to maintain momentum by doing 

something – continuing to get the word out, plant seeds, etc.  Keep in mind that success in job search requires 

actions on your part but also the benefit of good timing.  Persistence, over time, is the key to success.  

              

1.               

2.               

3.               

4.               

 


