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We All Know What’s Happening

Unemployment

http://www.marketvector.com/leading-indicator/


More Crowded Applicant Pool for ALL Jobs



““If the rate of change on the outside, If the rate of change on the outside, 
exceeds the rate of change on the exceeds the rate of change on the 

inside, the end is near.inside, the end is near.””

-- Jack Welch (former Chairman & CEO Jack Welch (former Chairman & CEO 
of General Electric)of General Electric)

Are You Preparing To Change?Are You Preparing To Change?
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21st Century Workforce Challenges



Chart of the PreChart of the Pre--21st Century & 21st Century & 
PostPost--2121stst Century WorkplaceCentury Workplace



Our ChallengeOur Challenge……

Studies show that only about Studies show that only about 10%10% of the nations Job of the nations Job 
Developers have received any formal sales training. Developers have received any formal sales training. 

Today, we know that job development, along with, Today, we know that job development, along with, 
meeting placement and retention objectives requires meeting placement and retention objectives requires 
strong sales skillsstrong sales skills..

Career Service Reps are the primary Career Service Reps are the primary ““brand brand 
formulatorsformulators”” for our system. Their appearance, for our system. Their appearance, 
rapport, professionalism, knowledge, follow through rapport, professionalism, knowledge, follow through 
create an image of our system.create an image of our system.



ChallengeChallenge


 

There are no standards or practices when There are no standards or practices when 
it comes to career servicesit comes to career services


 

Our industry has trouble attracting superior Our industry has trouble attracting superior 
sales talentsales talent


 

Unless they view their role as a Unless they view their role as a ““callingcalling””, , 
the really good people leave for better the really good people leave for better 
paying jobs in other fieldspaying jobs in other fields



Survey: What Agencies WantSurvey: What Agencies Want……

1.1. How to hire qualified sales/marketing peopleHow to hire qualified sales/marketing people
2.2. Learn to handle difficult to employ clientsLearn to handle difficult to employ clients
3.3. Capture database, create a regional employment planCapture database, create a regional employment plan
4.4. Obtain higher paying job leadsObtain higher paying job leads
5.5. Become the hiring source of choiceBecome the hiring source of choice
6.6. Outperform staffing agencies and segment clustersOutperform staffing agencies and segment clusters
7.7. Increase placement and retention performance Increase placement and retention performance 
8.8. Develop a Develop a performance cultureperformance culture to enhance our brandto enhance our brand

Our Our JD Certification ProgramJD Certification Program is competency based!is competency based!



Key MeasuresKey Measures……

Increase participation/program completionIncrease participation/program completion

Increase job placement performanceIncrease job placement performance

Increase retention performanceIncrease retention performance

Increase program referralsIncrease program referrals

Protect program funding levelsProtect program funding levels



Clients Need To Be EnlightenedClients Need To Be Enlightened……


 

Need hopeNeed hope


 
Need to counter negative Need to counter negative 
influencesinfluences


 

Need to modify bad Need to modify bad 
habitshabits


 

Need positive role Need positive role 
modelsmodels


 

Need reasons to Need reasons to 
want to excelwant to excel


 

Need to understand Need to understand 
employers expectationsemployers expectations



Today WeToday We’’ll Coverll Cover……

Highlights of ourHighlights of our
JDJD CertificationCertification program which can:program which can:

1.1. Enhance your workforce brandEnhance your workforce brand
2.2. Document improvement in key performance Document improvement in key performance 

indicatorsindicators
3.3. Establish Certified participants as the nations Establish Certified participants as the nations 

leaders in Career Services performanceleaders in Career Services performance



CertificationCertification

““Certification is a voluntary action Certification is a voluntary action 
by a professional group to by a professional group to 
establish a system to grant establish a system to grant 

recognition to professionals who recognition to professionals who 
have met a stated level of training have met a stated level of training 

and work experienceand work experience..””



The LandscapeThe Landscape……

This Certification Program is specially designed for This Certification Program is specially designed for 
Career Services Professionals to sell:Career Services Professionals to sell:

1.1. Themselves Themselves 
2.2. Their studentsTheir students
3.3. Their job preparation processTheir job preparation process
4.4. Their organization Their organization 
5.5. The workforce system (Identity Crisis!)The workforce system (Identity Crisis!)

SellingSelling must be an accepted and necessary part of must be an accepted and necessary part of 
today's competitive workforce development marketplace. today's competitive workforce development marketplace. 

What is coveredWhat is covered……..



Certification SummaryCertification Summary……

1.1. Hire Right: Hire Right: PassionPassion For The Profession/Sales For The Profession/Sales 
2.2. Implement a Implement a Performance Based CulturePerformance Based Culture in in 

each Career Services function which Tracks each Career Services function which Tracks 
Measures and Recognizes Achievement Measures and Recognizes Achievement 

3.3. Master Staff Sales SkillsMaster Staff Sales Skills: ID USP, Time : ID USP, Time 
Management Model  (60Management Model  (60--3030--10), Scripts, 10), Scripts, 
Employer Assisted Competency ExamEmployer Assisted Competency Exam

4.4. Mandate A Focused Mandate A Focused Marketing PlanMarketing Plan: : 
Database, LMI and Effective Use of ResourcesDatabase, LMI and Effective Use of Resources

5.5. Monitor SuccessMonitor Success With Ongoing CoachingWith Ongoing Coaching



OPPORTUNITYNOWHEREOPPORTUNITYNOWHERE

We choose our mindsetWe choose our mindset……mind set matters!mind set matters!
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We act in accordance with the truth about ourselves as we 
perceive it to be

LIMITING BELIEFS!!!!!!!!



ScotomaScotoma
FINISHED FILES ARE 

THE RESULT OF 
YEARS OF SCIENTIFIC 

STUDY COMBINED 
WITH THE 

EXPERIENCE OF MANY 
YEARS OF EXPERTS



ScotomaScotoma

FINISHED FILES ARE 
THE RESULT OF 

YEARS OF SCIENTIFIC 
STUDY COMBINED 

WITH THE 
EXPERIENCE OF MANY 

YEARS OF EXPERTS



Marketing Plan ComponentsMarketing Plan Components

1.1. Comprehensive Employer DatabaseComprehensive Employer Database
2.2. ID 10 Employers who have hired most gradsID 10 Employers who have hired most grads
3.3. ID 10 employers with greatest hiring potentialID 10 employers with greatest hiring potential
4.4. Shopping Malls: Merchant Association ContactShopping Malls: Merchant Association Contact
5.5. DOL Office/One Stops: Join JD NetworkDOL Office/One Stops: Join JD Network
6.6. Join & Participate in Local ChamberJoin & Participate in Local Chamber
7.7. Join 3 Trade Associations (SHRM/Manufacturing)Join 3 Trade Associations (SHRM/Manufacturing)
8.8. Subscribe: Newspapers/On Line ServicesSubscribe: Newspapers/On Line Services
9.9. ID 3 Top Employment Agencies (Temp and/or Perm)ID 3 Top Employment Agencies (Temp and/or Perm)
10.10. ID 3 Primary CompetitorsID 3 Primary Competitors



Time Management ModelTime Management Model

60%60% or 24 hours or 24 hours 
per week: Employer per week: Employer 
EngagementEngagement…… GO GO 
SELL!!!!!SELL!!!!!

30%30% or 12 hours or 12 hours 
per week: Client per week: Client 
InteractionInteraction

10%10% or 4 hours per or 4 hours per 
week: week: 
Administrative Administrative 
ActivityActivity

Go Sell

Client Interaction

Admin WorkSELL!



Know Where The Jobs AreKnow Where The Jobs Are……

66%66% found in found in 
companies with companies with 
less than 100 less than 100 
employeesemployees

18%18% found in found in 
companies with companies with 
101101--1000 1000 
employeesemployees

16%16% found in found in 
companies with companies with 
more than 1000 more than 1000 
employeesemployees
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Step 1: HIRE RIGHT!!!Step 1: HIRE RIGHT!!!

MODEL MODEL –– MENTOR MENTOR –– MONITORMONITOR


 
Target Target SalespeopleSalespeople with proven track with proven track 
records in meeting quotas records in meeting quotas 


 
Salespeople like to be measured and Salespeople like to be measured and 
have instant gratificationhave instant gratification



What The Top 20% KnowWhat The Top 20% Know……

You cannot be successful in this field if you You cannot be successful in this field if you 
are not are not passionatepassionate, study selling and , study selling and 
believe in yourself and your product & believe in yourself and your product & 
service. service. 

““If we donIf we don’’t believe you and sense true t believe you and sense true 
sincerity, we will not do business with yousincerity, we will not do business with you”” 

–– Comcast HR VPComcast HR VP



3 Phases of Self Actualization3 Phases of Self Actualization

1.1. SurvivalSurvival

2.2. SuccessSuccess

3.3. SignificanceSignificance

----------Hire sales people who see their role as Hire sales people who see their role as 
Significant (they change lives) vs. simply Significant (they change lives) vs. simply 
selling a product!selling a product!



How many people describe their ultimate career How many people describe their ultimate career 
desiredesire……



 

I donI don’’t know what to call it, but I want to help other peoplet know what to call it, but I want to help other people


 

I want to wake up every morning and look forward to my jobI want to wake up every morning and look forward to my job


 

I want to come home from work every night and know in my heart tI want to come home from work every night and know in my heart that I hat I 
made a differencemade a difference



 

I want to be memorable and make my family proudI want to be memorable and make my family proud


 

I know I have a special gift, I just have not found the right ouI know I have a special gift, I just have not found the right outlet for it tlet for it 
yetyet



 

I want to be like the small percentage of people I have met who I want to be like the small percentage of people I have met who actually actually 
love their job! love their job! 



 

I want to take pride in describing what I do for a livingI want to take pride in describing what I do for a living


 

I want to know that I mattered I want to know that I mattered 

Is the attainment of happiness Is the attainment of happiness 
a privilege for the few???a privilege for the few???
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Hiring Traits: The Great 8Hiring Traits: The Great 8……

Experienced in:Experienced in:
1.1. Energy & StaminaEnergy & Stamina
2.2. Presentation SkillsPresentation Skills
3.3. Organization SkillsOrganization Skills
4.4. Written Skills: Creation of a Marketing PlanWritten Skills: Creation of a Marketing Plan
5.5. Perceiving PersonalitiesPerceiving Personalities
6.6. Overcoming Obstacles Overcoming Obstacles 
7.7. Ability To Gain ConsensusAbility To Gain Consensus
8.8. Persistence & Persistence & SALESSALES



The Secret To SellingThe Secret To Selling……

Selling yourself, your student, your center, Selling yourself, your student, your center, 
your company and your industry is simply your company and your industry is simply 
a matter of a matter of successfully transferring your successfully transferring your 
emotionsemotions (your belief and enthusiasm) to (your belief and enthusiasm) to 
your customer (i.e. the employer) so he or your customer (i.e. the employer) so he or 
she understands how it will she understands how it will benefit thembenefit them..

What I do best is sell my enthusiasm!What I do best is sell my enthusiasm!
-- Bill Gates, MicrosoftBill Gates, Microsoft



Why We Like Selling!Why We Like Selling!

1.1. Freedom of Expression & MovementFreedom of Expression & Movement
2.2. Always a Challenge Always a Challenge –– Always LearningAlways Learning
3.3. ItIt’’s Satisfying: Measured Gratifications Satisfying: Measured Gratification
4.4. Meet Many New People Meet Many New People –– NetworkingNetworking
5.5. Learn About BusinessLearn About Business
6.6. Help Grow the EconomyHelp Grow the Economy
7.7. Be as Successful as You Like!!!Be as Successful as You Like!!!
8.8. Its Fun!!!Its Fun!!!



What Sales Is NotWhat Sales Is Not


 

““The Business of Unjustly The Business of Unjustly 
Separating Money From Separating Money From 
Unwilling People.Unwilling People.””


 

““An Act of Aggression.An Act of Aggression.””


 
Trying to Force People to Trying to Force People to 
Buy What They DonBuy What They Don’’t t 
Want or Need.Want or Need.””


 

““The Applied Science of The Applied Science of 
Getting People Upset.Getting People Upset.””



Rule #1Rule #1

TELLING TELLING 
IS IS 

NOT NOT 
SELLING!!!SELLING!!!



The Five Basics Pillars of SalesThe Five Basics Pillars of Sales



Six Steps to QualifyingSix Steps to Qualifying

1.1. Find Out What They Have Find Out What They Have 
Now Now (Competition)(Competition)

2.2. Determine What They Like Determine What They Like 
Most About itMost About it

3.3. Discover the Needs. Discover the Needs. ““What What 
Would You Like to See Improved?Would You Like to See Improved?””

4.4. Confirm the Decision Makers.Confirm the Decision Makers. 
““Who in Addition to Yourself Will Make Who in Addition to Yourself Will Make 
the Decision?the Decision?””

5.5. Test Close. Test Close. ““If we could find a If we could find a 
match, would you be in a position to do match, would you be in a position to do 
business with me?business with me?””

6.6. Make an Appointment!Make an Appointment!



Building RapportBuilding Rapport


 

Be the Terminator.Be the Terminator.


 
Parking lot.Parking lot.



 
Lobby.Lobby.



 
Receptionist.Receptionist.



 
Office.Office.



 
Pictures on walls.Pictures on walls.



 
Awards.Awards.



 
Mission statement.Mission statement.



The TieThe Tie--DownDown


 

Placed at the End of Sentences.Placed at the End of Sentences.


 
Designed to Get Small Agreements.Designed to Get Small Agreements.


 
Example:Example:


 
““We all want motivated employees, donWe all want motivated employees, don’’t we?t we?



 
““Enthusiasm is catchy, isnEnthusiasm is catchy, isn’’t it?t it?



 
““Though young employees may lack the needed Though young employees may lack the needed 
experience, they make up for it in energy and experience, they make up for it in energy and 
enthusiasm, wouldn't you agree?enthusiasm, wouldn't you agree?



 
““You have noticed that IYou have noticed that I’’ve used tieve used tie--downs already, downs already, 
haven't you? Where?haven't you? Where?



Eighteen TieEighteen Tie--DownsDowns


 

ArenAren’’t They?t They?


 
ArenAren’’t You?t You?


 

CanCan’’t You?t You?


 
CouldnCouldn’’t It?t It?


 

DoesnDoesn’’t It?t It?


 
DonDon’’t You Agree?t You Agree?


 

DonDon’’t We?t We?


 
ShouldnShouldn’’t It?t It?


 

WouldnWouldn’’t It?t It?


 

HavenHaven’’t They?t They?


 
HasnHasn’’t He?t He?


 

HasnHasn’’t She?t She?


 
IsnIsn’’t It?t It?


 

IsnIsn’’t That Right?t That Right?


 
DidnDidn’’t It?t It?


 

WasnWasn’’t It?t It?


 
WonWon’’t They?t They?


 

WonWon’’t You?t You?



5 Key Employer 5 Key Employer BenefitsBenefits

1.1. Single Point of ContactSingle Point of Contact
2.2. Diverse Applicant  Pool/State of the Art Diverse Applicant  Pool/State of the Art 

TrainingTraining
3.3. No Fee ServiceNo Fee Service
4.4. Mandatory Retention (We are an extension of Mandatory Retention (We are an extension of 

your HR function)your HR function)
5.5. Viable Pipeline of Employees (Ability to Viable Pipeline of Employees (Ability to 

provide input into preprovide input into pre--employment prep)employment prep)



ObjectionsObjections


 

Objections are Deal Makers Objections are Deal Makers 
Not Deal BreakersNot Deal Breakers


 
No Objections No Objections –– No Serious No Serious 
InvolvementInvolvement


 
Objections are Rungs on Objections are Rungs on 
the Ladder to Successthe Ladder to Success


 
Love ObjectionsLove Objections





 
Two Things to do With Objections:Two Things to do With Objections:

1.1.UncoverUncover

2.2.OvercomeOvercome

ObjectionsObjections



Uncover ObjectionsUncover Objections


 

““WhatWhat’’s preventing us from doing business s preventing us from doing business 
today?today?””


 
““Is there any reason you wouldnIs there any reason you wouldn’’t hire t hire 
Jamie today?Jamie today?””


 
““Is there something standing in the way of Is there something standing in the way of 
making a decision today?making a decision today?””


 
““How can I win your confidence to start How can I win your confidence to start 
doing business with me?doing business with me?””



The 5 Question Close!!!The 5 Question Close!!!

1.1. How do you currently find new employees (methods)?How do you currently find new employees (methods)?
2.2. What are the top 3 traits you seek in new hires?What are the top 3 traits you seek in new hires?
3.3. Why are these important to you?Why are these important to you?
4.4. If I could provide you with candidates with these traits, at no If I could provide you with candidates with these traits, at no cost, would cost, would 

you be interested in doing business with me?you be interested in doing business with me?
5.5. CloseClose……Specific Next StepSpecific Next Step……When could we begin? What are your When could we begin? What are your 

current openings? Classroom visit? Interview time and date?current openings? Classroom visit? Interview time and date?

In other wordsIn other words……....



 

DonDon’’t sell insurancet sell insurance……sell security and peace of mind!sell security and peace of mind!



 

DonDon’’t sell carst sell cars……sell safety or prestige!sell safety or prestige!



 

DonDon’’t sell printingt sell printing……sell image and brand enhancement!sell image and brand enhancement!



 

DonDon’’t sell personnelt sell personnel……sell employer of choice concept, support, single point of sell employer of choice concept, support, single point of 
contact,  peace of mind, etc. !!!contact,  peace of mind, etc. !!!



Why InWhy In--Person Coaching Person Coaching 
Makes SenseMakes Sense……


 

Share enthusiasm Share enthusiasm 
and create and create 
excitement!excitement!

How We Communicate

7%

38%

55%

0% 10% 20% 30% 40% 50% 60%

Words

Voice Tone

Body
Language



Checklist for the 21Checklist for the 21stst Century Superstar!Century Superstar!

85% of an organization85% of an organization’’s value s value 
is tied up in human capital.is tied up in human capital.

Who you hire is who you are.Who you hire is who you are.

1.1. Smart, educated and informed (21Smart, educated and informed (21stst century superstars understand you can century superstars understand you can 
have more degrees than a thermometer, but if you do not remain ihave more degrees than a thermometer, but if you do not remain informed nformed 
on your industry, employer, departments, or product/serviceon your industry, employer, departments, or product/service……))

2.2. Technology proficient (21Technology proficient (21stst century superstars save time by investing in their century superstars save time by investing in their 
knowledge or technology and the incredible value provided by theknowledge or technology and the incredible value provided by the Internet)Internet)

3.3. Articulate (21Articulate (21stst century superstars practice or join groups (i.e. Toastmasters) century superstars practice or join groups (i.e. Toastmasters) 
to master the ability to speak in public, or at least to large gto master the ability to speak in public, or at least to large groupsroups

4.4. The ability to be decisive and not afraid to make decisions (21The ability to be decisive and not afraid to make decisions (21stst century century 
superstars can be wrong more often than they are right, but can superstars can be wrong more often than they are right, but can learn from learn from 
each decision and keep swinging!)each decision and keep swinging!)
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Checklist for the 21Checklist for the 21stst Century Superstar!Century Superstar!

5.5. A willingness to take risks (21A willingness to take risks (21stst century superstars understand and century superstars understand and 
live by the concept of no risk, no reward)live by the concept of no risk, no reward)

6.6. Act on conviction (21Act on conviction (21stst century superstars establish moral and century superstars establish moral and 
ethical principles and stick to them!)ethical principles and stick to them!)

7.7. Hard working and driven (there is no end game or finish line; 21Hard working and driven (there is no end game or finish line; 21stst 

century superstars understand that continuous improvement is thecentury superstars understand that continuous improvement is the 
critical competency!)critical competency!)

8.8. An abundance of physical, mental and emotional energy (21An abundance of physical, mental and emotional energy (21stst 

century superstars schedule time each and every day to feed theicentury superstars schedule time each and every day to feed their r 
body, mind and spirit with beneficial exercise, wisdom and body, mind and spirit with beneficial exercise, wisdom and 
enlightenment)enlightenment)
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Checklist for the 21Checklist for the 21stst Century Superstar!Century Superstar!

9.9. A sincere and caring interest in people A sincere and caring interest in people 
(technologies become obsolete, machinery (technologies become obsolete, machinery 
breaks, patents expire, but 21breaks, patents expire, but 21stst century century 
superstars understand that people will always be superstars understand that people will always be 
the common element to all businesses)the common element to all businesses)

10.10. The ability to anticipate the future (21The ability to anticipate the future (21stst century century 
superstars always remain a step ahead)superstars always remain a step ahead)
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Certification SummaryCertification Summary……

1.1. Hire Right: Hire Right: PassionPassion For The Profession/Sales For The Profession/Sales 
2.2. Performance Based CulturePerformance Based Culture Implemented in Implemented in 

Each Career Services Function which Tracks Each Career Services Function which Tracks 
Measures and Recognizes Achievement Measures and Recognizes Achievement 

3.3. Master Staff Sales SkillsMaster Staff Sales Skills: ID USP, Time : ID USP, Time 
Management Model  (60Management Model  (60--3030--10), Scripts, 10), Scripts, 
Employer Assisted Competency ExamEmployer Assisted Competency Exam

4.4. Marketing PlanMarketing Plan To Mandate Focus: Database, To Mandate Focus: Database, 
LMI and Effective Use of ResourcesLMI and Effective Use of Resources

5.5. Monitor SuccessMonitor Success With Ongoing CoachingWith Ongoing Coaching



WHAT DO YOU STAND FOR?WHAT DO YOU STAND FOR?

““I know this now.  Every man gives his life to I know this now.  Every man gives his life to 
what he believes.  Every woman gives her what he believes.  Every woman gives her 

life for what she believes.  Sometimes life for what she believes.  Sometimes 
people believe in little or nothing, and so people believe in little or nothing, and so 
they give their lives to little or nothingthey give their lives to little or nothing…”…”

-- Joan of ArcJoan of Arc



Thank You!Thank You!
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mike@careerteam.com
203-245-3363

www.careerteamconsulting.com

Contact CareerTEAM Consulting

About Certification and Other Training Programs
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