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[bookmark: _GoBack](Peggy Mihelich): Welcome to today's How Did You Get That Job? Workshop. These workshops are geared toward providing you with the knowledge and skills needed to find, secure and
keep a job. Today's workshop will last 60 minutes and include a presentation on
ways you can leverage your psychology skill set for employment in the private
sector. This workshop will discuss how to: - design and present your true skill set
to secure jobs others can't find. - Demonstrate your skills in the science
of psychology to deliver value to a company. - Use the correct resume and
interview vocabulary to align with the industry and job you are pursuing. - Do
research to advance your knowledge and odds of getting an offer you deserve.
- Discover the great career opportunities that are rarely posted on job boards.
- Understand what really creates intense satisfaction in your life and how to
direct that energy into a career path. After the presentation, we'll spend the
remaining time answering some of your questions. You can submit a question by
using the "questions" box located in the webinar control panel. We also have
handouts in the webinar control panel, and those are located under the tab
handouts. You can download those at any time during the presentation. Our
presenter today is psychologist Russ Riendeau. He is a Partner & Chief
Behavioral Scientist at New Frontier Search Company - an executive search firm...
Riendeau has over 30 years of experience placing thousands of business
professionals and new careers. He has leveraged his psychology degree
and business experience in writing books, composing music, TEDx talks, radio show
co-hosts, artist/sculptor, aviator and recognized keynote speaker.
Welcome Dr. Riendeau. 

(Russ Riendeau): Well, thank you ladies! And good afternoon everybody! Can I see a
show of hands? How many people are here? Can I see your show hands? All right,
thank you. I noticed someone in back Susan, you didn't raise your hand.
Okay. Hey! Thanks for, thanks for showing up to the program. I think we're gonna
have a lot of fun today. I'm assuming everybody can hear me okay.
We are all systems go and what I'm hoping to do here is to give you some
really good insights as to how to land that hidden job and make it happen.
So as we sit here today, one of the questions is okay why should we listen
to Dr. Riendeau? First of all call me Russ, second of all I've been doing
executive search for the last 34 years. I've probably play 6,000 people. I've
probably interviewed 120,000 people. I've written a bunch of books that help, not
necessarily make people smarter, but they give me credibility as a business
professional, which we like right? So the question is, I'm gonna encourage you
listen to some of these ideas, reserve judgment until the end, and please no
throwing fruit. Fair enough? Okay, so we're talking about how to take your
psychology experience, your degree, your experience, your passions, how do you turn
it into a new job outside of the psychology, the traditional psychology
practice? Therapy, coaching, things like that. This is not a seminar that we're
going to talk about how to get you more business as a as a clinician, that's not
the purpose. We're looking at it from the capitalistic side, is how to land that
job out in the corporate world and not necessarily in the academic or the
clinical side. So that's why we're here today. Let me give you some ideas. On the
slides here, one of the things that you will see, what would you look for in a
job that you don't have now? All of you are sitting here,
look around your space. What does it look like? Are you are you comfortable in your
office? Are you at home? Are you on the train? Are you listening to this in
your car? Are you in an office somewhere or a library? Are you happy with that? If
you were going to make a change, what would you look for that you don't have
now? What would it look like? What would it sound like? What would it smell like
if you could do some other position? Can you define it? And then another
question is "if you were able to define that, that one thing, whatever that career
is, whether you want to be in full-time sales, or in marketing, or in customer
service, or be a researcher, or work for National Geographic, or run a
construction company. Whatever the case may be, could you convince a hiring
manager that your psychology degree will make them more money, save them more
money, or solve their problem? In essence, you now are a capitalist. Your psychology
degree is only is as valuable as you present your
skillsets. Your value to the marketplace, as it were.
What is your true
differentiator in the in the business community? And if you can define what
your differentiator is, then you can sell that with more value right? So that's one
of the advantages of being a capitalist is you can decide how and where you want
to go about your business. So if we look at that from another perspective is "how
much money would you like to make per year? How much money would you like?" Write
down a number in your notes on the side, how much money you want to make?
$30,000 a year? Not very much in the scheme of things, hard to live on $30,000.
$40,000, $50,000, $100,00? If you make fifty dollars an hour, that's a
hundred thousand dollars a year. You make hundred thousand dollars a year, you're
in the top seven to nine percent of wage earners in this country. So how much
money do you want to make? And now given that, how much energy are you willing to
put into trying to find that dream job? So could you convince that hiring
manager that your degree is worth the money right? How are you gonna be able to
do that? And then number two is "how much money do you expect to earn as a result
of that particular degree?" Now I don't know what jobs you're currently in. Some
of you may be students, some of you may be pursuing advanced degrees, so I don't
know that, but I'm gonna keep asking you the questions, the tough questions that
only you can answer personally. They apply to only you because in the reality
of things we all know this, is that most people, the reality is no one cares
what your excuses are, or what your reasons are why you haven't been able to
get a better job, or why you can't get an interview, or why no one will call you
back because they saw your resume but they didn't call you. No one cares what
your reasons are. Only you care because you're the one that's
responsible for that, and I don't say that in a mean way but we have
to accept the responsibility for our future, our skill sets, our professional
development. It's only us that's going to take us to the next level. What got you
there won't get you to the next place. So we have to invest more time and energy
in our own career than anybody else. It's not the companies, or the corporation's
responsibility to give you training. That's not their responsibility. That's
yours and my responsibility. That's why we're talking today. So we
talk about how much money you'd earn, we'll come back to that, now that you've been
thinking about that. So if you're looking for a job change, what will change in
your life if you made more money in a great job? Would your life really change
if you made more money, and we'll get off the money thing, but this is important
because money is what drives our ability to do a lot more fun things in life,
wouldn't you agree? Because jobs are great, but a job is a
job, work is work. For example, I'm an executive recruiter.
I've been doing executive recruiting since 1985. Now I don't love my job. I
love my wife, I love my kids, I love my country, I love my family, but I don't
love my job. I like my job, makes good money, it affords me some
freedom and flexibility in life to do things that I what? That I love to do.
I love to run, I like to write, and ride my motorcycle, and play golf, and do all
the things that we all like to do. Go out with friends. Those are all things that I
love to do. Can't wait to do that, but getting up every day to go to work, I
don't love going to work. That's a lot of work, going to work right? But I like my
job, it affords me to earn a living to do the other things, and I want to encourage
you that you don't have to love your job, you have to respect your job, you have to
like it, you have to feel like you're fulfilling something, and you're
providing a great service. But saying that you love your job and have to go to
a job that you love, or people say "I want to go to a job where I could do it and I
would go for free" that's naive, come on, we all know
that. So we want to keep that in mind, find that one particular thing. So what
is, how many hours a week? So if you want to look for a new job, if everybody's
sitting here saying "okay if I was gonna make a new job what I do?" How many
hours a week are you directing your research to prep for this new career? If
I was a, if I was looking over your shoulder as your Jiminy Cricket, how many
hours a week would I see you really working on doing research to find a new
career? How many hours a week, and could you prove your work in time if you were
investing for that new job? In essence, would you be embarrassed if
you said you were looking for a new job, and you were unhappy, and you are
complaining about it, or you're suggesting you were frustrated, would you
be embarrassed to really show how much effort you're putting into finding that
new job? And if you're saying to yourself "yeah I would be embarrassed because I'm
really not working that hard. You know Russ, it's kind o,f I'm busy you know. I
work, I've got to go to the health club, I've got kids, I've got a spouse, I got to
take people, out I gotta take the dog out, I gotta take
the cat out. I got things to do, I gotta make dinner, I have to help friends, I
have to take care of my parents, I gotta watch TV,
can't miss Game of Thrones", which I love by the way, but there's a lot of things
that get in the way of looking for a new job and people don't care what your
excuses are because we're all in the same boat. We all have to decide how many
hours a day we can dedicate to this. So if you find yourself saying "yeah I'm
really not working that hard", well maybe you don't want to change jobs. Maybe
you're just unhappy for some other reason. We're not getting into therapy
here, but I want to encourage you that if you are indeed truly committed to make a
job change, then truly commit to make a job change, and do some of the research.
We will get to that in a minute. But think, what is holding you back from
exploring a new field? Wanna make a new career change? You want to find a new job?
What's holding you back? How come you're not doing the work? I mean how come
you're not doing the research? Well maybe you don't know where to go to do the
research? Maybe you don't know what that one thing is, and we can talk about that.
But how could you prove your value in skill level if you were going on an
interview? Let's say you applied for a new job, whatever it was, let's say
a digital marketing specialist in a publications company. How could you, and
you like the job and you saw the job spec and you said "man that's for me, I
could do that, I'm a good writer, I can do this well, do that well, I like being
around people". So do a lot of people, but what could you do to prove your
value and skill level in that interview that would be able to convince that
employer that you are worth hiring, and that
you're better or just as good as some of the other candidates that are out there?
If you looked at your resume, if you were interviewing with that employer, does
your resume look like your LinkedIn profile? And is the vocabulary in your
resume, does it all connect with what your goals are?
Does the resume look like someone that's in the industry that you are applying
for? In essence, if you sent them a old resume and just tried to fix it with a
cover letter saying "what I'm really looking for mr. Smith is this, this, and
this, but your resume says that, that, and that,
then you're gonna be one disappointed puppy because you're not gonna get a
call back from anybody because you're trying, you know the definition of
insanity. It's not going to work. So we have to be able to prove our value to
that interviewer. We have to make sure that our resume is connected, our
LinkedIn profile is connected, and we'll come back to that. So let's talk about
another component. What is that deep driving motivator that satisfies your
life? Can you write it down, describe it, test it, prove it? What's that one thing?
Remember that movie, city slickers, what's that one thing? That's hard to find. I'll
give you an example and maybe this will help you define what's important. Forget
about what job you want to find, forget a career, forget what industry. Whatever it
is, art, science, engineering, computers, construction, you name it, whatever. Forget
that for a minute. What is it in your life that gives you the most
satisfaction when you achieve it? Is it building something? Is it learning
something? Is it reading something? Is it creating something? Is it solving a
problem? And people say well I like, to I like to work with people. Well most
people, other than sociopaths, like to work with people. We
all like to work with people, that's not, that's not arguable. We like to work with
people. Well I like to solve problems, everybody likes to solve problems if
they're sane because it gets boring if you don't. but go deeper than that,
go much deeper than that inside who you are. Where do you get that biggest
sense of satisfaction? I'll give you an example. In my world of executive search,
I mentioned I like my job, I don't love my job, but what I like to do is I'd like
to create things that weren't there before. I like to paint, I like to draw, I
like to build things, I like to challenge people's thought process, I like to
present alternative points of view, they get me in trouble at times. But I'm not
married to that idea, I just simply want to ask the question. Consider for a
moment, what if your life looked differently? What would look, what would
your life look like if you made more money? But in terms of this one thing, I
enjoy creating things that weren't there, maybe you do the same thing, but for me
it is highly correlated with my satisfaction in life. And if I'm not able
to create new things, or present alternatives, or discuss these kind of
things, I get very unhappy. I get sad, I get
frustrated, I get bored. And what recruiting does, doing executive search,
helping people find jobs, helping companies build sales, add value in the
marketplace, helping companies pick employees that are the best person for
the job. Because that gives me such satisfaction in expressing those ideas,
as a result I can make more money doing my job than I could doing something else.
For example, when I was a home builder, I can make more money in this job
because of my skill set that I've developed in helping people and
persuading people to look at alternative ways of who to hire and why you should
hire them. So because that satisfaction so high,
it's able to sustain me through the tough times in my life in my job. And
there's hard parts of my job and there's easy parts, but the hard parts I'm able
to get through because I'm so satisfied at the end of the day with that, that
that's what drives me to be happy. And as a result my job, which I don't love but
I like because I can earn a living that I want, allows me to do the things
in life that I really love to do and that are going to give me much
satisfaction as I get older in life. And maybe you're in the same boat. So if you
can continue to think deeper about what it is that you want to, to do that gives
you that sense of satisfaction. And it can't be superficial, I want to help
people, I want to solve problems. Yes those are important but you've got to be
more specific, go deeper in, what does it look like? Deeper in your mind, in your
heart, in your soul, what does it look like? What would people say "this is what
Jim and Susan and Peggy are good at" what would they say? And then once you're able
to get closer to that, now you will start to see opportunities in that hidden job
market. What's that hidden job market I talk
about? See most of us apply only to jobs that are listed on the computer. You go
on you, let's say you go on indeed, you go on LinkedIn, you go on monster, you go on
career builder and you look for jobs, and you look for jobs that you hope someone
has posted an opening that is just for you, or just for me. And you look at that
job and you look at that cleverly written job description
and you look at it and say "man that is me baby, I am all over that, I am sending
my resume in, I'm sending my cover letter" because that job looks exactly like you
want it to be, and maybe it is, but because you haven't adjusted your resume,
because your LinkedIn profile doesn't match the skillsets and your interest,
when you send your resume and the employer looks at your resume, and then
they go online and look at your LinkedIn profile, they don't call you back. Why
don't they call you back? Because your LinkedIn profile might be abandoned. Can I
see a show of hands, how many people are use are on LinkedIn every day, every
other day? Can I see a show hands? Hmm. Peggy, Shannon, it looks like about 10%,
15%, not very many. But if you want to look for a new job,
LinkedIn is one of the critical components for people to look at your
profile, to validate who you are, what you are, what you want to be. Now you don't
have to spend hours on it a day. I do, I do because that's what I do for a living,
but your LinkedIn profile has to represent who you are, what you want to
be. How many of you don't have a picture on your LinkedIn profile? Get your mug
shot up there. How many of you don't have your contact information? Get your Gmail
up there. How many of you haven't updated your LinkedIn profile? It's time to
update it. People look at it to see if you represent who they are. You can
become anybody with your expertise on LinkedIn, we'll come back to that but
that's something to get you thinking. But the hidden jobs are the ones that
someone just left behind that you would beat to the pack. In essence, I'm going to
encourage you, don't wait for a job to be posted on a job board, or wait for a
headhunter like me to call you because it doesn't happen that way, and if you
think it does then we are naive. The job you want is a job that may not be posted.
It's a job that someone just resigned and went to another company. It's a job
because a new manager went to work for a new company and is bringing in people to
turn it around, or fix it, or they want to hire people that have their skill sets
and their ideas. The hidden jobs are the jobs that you decide
where you want to work. So if you were able for example, to define that one
thing and you say you know what, I really would like to use my psychology degree
in helping companies do better market research, or do better at promoting their
products. And because I understand psychology, I understand the attributes
of psychology, and all the things that go with it, I'm good at presenting and
finding research to validate why we should use a black chair with a red
pillow in the picture as opposed to a yellow couch and a green cushion. I don't
know if I could see that green cushion I guess, but have to think about that. Okay,
you see what I mean? How do you present your knowledge of psychology in
a way that it adds value to the marketplace? If you read your monitor, I
have a, have a copy. Hear that? That's the magazine crinkling. I have a copy of the
monitor 2019 October psychology, faculty salaries are idling. Now we're not
talking about academics here, but I am for a second. Psychology professors make
less money in the colleges than engineering, Computer Sciences, physical
science, mathematics, and statistics. We're at the bottom of the average salary. Now
why is that? I don't know all the way, but I do know that psychologists sometimes
have a hard time sharing and adding value because they're always asking
questions because we're trying to solve the problem. But you as a psychologist
and a capitalist, you have to find a way to sell your knowledge and expertise for
a value. People see me as a executive recruiter and psychologist, as having
value because I can find them talent, but I also understand some of the behavior
characteristics and questions to ask to be able to mitigate the risk of hiring
the wrong person. So I'm able to present my value proposition as a psychologist
in a way that earns me more money because the other, the other boys and
girls aren't psychologists. Fair enough? But when it comes to you looking for a
new job, or a new career, is you have to make sure that you look like the person
that should belong there. So those jobs are hidden, they're twisted, so how do you
find them? One of the ways you do is you watch for leaders that just change jobs,
once you identify an industry or a specific career path or a job and you've
defined what it is that gives you a sense of satisfaction. What can I do 40
hours a week? What can I do? What can I do? And when you find those kind of jobs
that look like they would appeal to your skill sets, and your desire, you do some
research. You watch for leaders that just change jobs in that industry. They want
to hire people that fit their culture, their accountability. Reach out to those
professionals online, contact them directly, send them a LinkedIn in-mail. If
you can't find their LinkedIn in-mail, call the company, leave them a voicemail.
Yes, leave them a voicemail. Send them a letter, send them your resume with a US
stamp. Contact, and you're not gonna like this, those of you that are in the HR
profession, I'm sorry about this, but contact the hiring manager first. Do not
try to contact the HR professional or the HR manager first. The HR managers
don't like this I'm sorry, but here's why. If you are looking for a new job, the
hiring manager has the responsibility to solve the problems, to be accountable, to
drive revenue. They have the PNL. The HR manager doesn't have the same kind of
pressure as a hiring manager does, is that fair? The HR department has a lot of
responsibility, and a lot of things going that are other than trying to find
talent. And you, as a job hunter, if you can contact that hiring manager,
find out who has the problem that needs to be solved, now you were able to
present it directly to the hiring manager. Now that manager might say "okay,
thanks Frank for sending me your resume, I like lie hear, you do need to contact
our HR department, fill out the application, but I assure you that I do
want to talk with you". Go to the decision-maker. Chase the checkbook, find
the person that is responsible to hire you, that's the person you go after. If
you only try to contact the HR manager, they have openings but they may not know
that a boss is looking to replace someone, fire someone, add someone.
They may not know that. Okay, so how do you increase your odds of securing
the job interview? Your resume needs to be customized, if
you have one resume sitting on your computer right now and you keep sending
out that same resume, and you make some adjustments with your cover letter,
you're not gonna get the job, you're not gonna get the interview. You'll get a job,
we all will get a job, you'll get an interview, but you won't get the job you
want because you don't look like the person that that person wants to hire.
Your resume has to be customized. Every time you send your resume out, I'm going
to encourage you look at the, and if you're applying in a certain industry, we
talked about marketing for a digital agency from you know marketing skills,
look at research and do, look at trade associations, look at LinkedIn profiles
of people that work there. Look at their competition and check out Glassdoor, gain
insight and find at least three issues that every leader is facing right now on
that business, and if you look at trade associations and their newsletters, trade
associations, association letters, they will always be addressed in the top
three or four issues, problems, challenges, in that particular industry. If you can
find what those three or four challenges are, and then you customize your
experience in writing your resume to show where you have relevancy to
solving those problems, you're gonna get an interview because you're showing
you're doing the research on that particular company. Don't try to make it
up with a cover letter, if you don't have experience in your resume, your cover
letter is going to be a waste of time, and a stamp, and money. Your cover letter
can't talk your way out of the experience that you don't have. So make
sure your resume is compelling. Use language in your resume that is relevant
to that particular industry that you're in. And then you look at LinkedIn, look at
the LinkedIn profile, if you're sending it to a hiring manager and you know you
know that person's name, look at their experience, look at their education, find
common ground look, at the companies they worked, for look at the cultures that they
came from. That gives you clues to how they think. A person that works at
General Electric, or a person that works at the post office, or a person that
works for an environmental company, they work there because they want to. They're
not being forced. So if they have that experience, maybe you can add some
vocabulary, maybe you can wordsmith it to reflect values that they can resonate
and accept with you. That might help you get in the door. And if you want to get
in that particular industry, here's another thought is, do you look like,
sound like, smell like, act like an expert in whatever you're looking to do? And are
they gonna pay you? Could you write something on that subject? Can I see a
show of hands of how many people have written articles, even tips articles, or
written things on your industry that you're in right now? Can I see a show
hands? Person in the back of the room are you raising your hand or you're just
stretching? Okay, not many of you are writing for publication. Why not?
What could you write tomorrow, in your industry, whatever job you're in, could
you write an article "10 tips to be a whatever"? Could you write an article?
Doesn't to be magnificent. Ten tips, ten strategies, ten approaches. If you're a
real estate agent, ten tips to get your house ready to show. We all could do that
in a minute. Write an article and post it on your
LinkedIn profile, or send it to a trade association. They are always
looking for material to publish. Now why do I say publish something? Because it
makes you look like an expert. You are the person writing the article.
So if you can write that article, now you look like an expert, now it shows that
you are invested in a community, that business community, that is powerful. That
gives you confidence, it gives you credibility, and it might even get you in
the door. What are some critical activities that can help you in your
career change some more? What's your elevator pitch?
How many people have practiced or heard people talk about the elevator pitch? Can
we forget the whole elevator pitch for a minute? Sigh of relief... thank God.
Elevator pitches are a pain in the neck, they're a waste of time. If you're an
elevator you don't have time to pitch anybody anything. Here's my suggestion, if
you meet someone that you think could be a significant influence for you, don't
give them an elevator pitch, ask them a question. And I talked about the purple
elephant technique. What I would suggest is if you meet someone of significance
that you want to try to talk to, for whatever reason: job, security, whatever it is,
you look at that person and say "hi I'm Russ Riendeau, I know we're in an
elevator, we don't have time to talk, but I'm gonna say the word "purple elephant"
and I'm going to call you and send you an email next week because I do have
something important that I would like to talk with you, share, whatever. So when I
say or write the word purple elephant you will remember this
conversation and then we can talk in private. Is that fair enough?
Great, hope you have a great day." That person will remember you. All you have to
do send them an email, ask them for their business card, or track them down somehow.
And use the word purple elephant in your email, or in the phone, and they will know
exactly who you are, and they will like the fact that you did
something unique. So don't give people an elevator pitch, talk to them another time
when you can do some research. Another one: call people first, then an email.
Don't hide behind email, everybody has voicemail. Find the voicemail if you can
and if you're gonna use email it better be compelling,
it better be short, it better be succinct, and show them how you can solve
their problem. Remember, no one cares about your excuses.
People have problems to solve in their life... if they need a friend they'll get a
dog, so they don't need another friend, and they don't want you to come and pick
their brain, or have an introductory meeting. They have a purpose, and find
what problem you can solve. Another part is study their LinkedIn profiles, which
we talked about. That is so important to be able to use LinkedIn because it gives
you thousands, hundreds of clues as to what people do want, and you can track
down connections, and look for openings and career opportunities that you may
not have seen before. Another one I put down on one of the bullets there you'll
see is: shyness and lack of creativity is not an excuse to getting interviews, it's
business theater with real proof of your skills. The reason I put that on is
there are many people that are shy, that are quiet, that may not come across as
dynamic, or creative, or driven, or motivated, they very well might be but
they don't show it on their face, you don't see it in their expressions, you
don't see it in their clothes, you don't see it in their resume. But, but when it
comes to interviewing, is if you are that person, that's not an excuse, no one cares.
So you have to use your energy differently than someone else does.
You're gonna have to get yourself motivated. Now maybe that's three
expressos at Starbucks, or Dunkin Donuts, but you have to put on your theater face,
you have to demonstrate to people that you have the skills and energy to do
that. Now that doesn't mean you jump up and down in an interview, and do push-ups,
but the vocabulary you use, the examples, the case studies that you have, the
references you have, you have to be able to demonstrate that you have something
compelling to give to people because if they see you as a wet noodle, or they see
you as someone that they wouldn't want to go to Jimmy John's and have a
sandwich with at lunch, you're not going to get the job that you want. You'll get
a job, but you won't get the job that you want. That's why we're talking here today.
Okay, so I want to encourage you to take that
approach as you're looking for new opportunities. There are so many jobs out
there that are applicable to people that have a passion and love, yes love, of
psychology. That curiosity, that sense of wonderment,
you know, we are all adventurers, we're all explorers in this world and how can you
demonstrate your curiosity, your questions, your smart ability to ask the
right kind of question to go to Hamilton, to be in the room where it happens. Will
you be invited to that council-fire. Do you have something dynamic to share
with a customer? Are you a person that would be voted onto the all-star team
of whatever business that you're in? What do you have that you can give me, to
share with me, contribute to the team, that is going to be compelling? Or what
question can you ask your boss that's gonna make them look better, make them
more money, or save their butt by asking the right question?
If you can demonstrate your intelligence, if you can demonstrate your sense of
responsibility, your sense of reasonableness, your
self-awareness, then you will get that job you want, and can you present it in a
way with documentation's, with definitions? It's one thing to say "oh
sure, of course I can do that. I've done something very similar". What did you
do that was similar? Can you tell the story that is going to be compelling and
compete with someone else from the industry?
Why would someone hire you over a person from the industry if you don't have all
that experience? They'll hire you because the other person might have too many
jobs, or you might have a compelling research that you've shared with that
company that says "you know what, I'm willing to work harder to get this job
and here's the research I've done". Let's go back to the marketing for the digital
person. You've done the research on the industry, you've checked out the trade
associations, you've read books on the industry, you've done your google
research, you've talked to people in the industry, you've interviewed them, you
found out the pluses and minuses of that industry, you've talked to people that
left the industry to find out why they left, and you found out what people are,
why people are successful in that industry, and you've also done some
surveys of money and you know that it pays the kind of money that you want.
That's what you, information that you share when you walk in the interview, or
when you send a note, or you call that person. So I see it's about 40 minutes
past the hour, Peggy and Shannon should we explore some other questions here as
we go forward? I'm happy to take some questions and see if we can wrap. 

(Peggy Mihelich): Sure, yes we have some questions from our audience, I'll be happy to pass those along. Here's one "Assuming no prior work experience, what is a great way to start
with only a bachelor's degree in psychology?" 

(Russ Riendeau): Well if you're saying you
don't have any work experience, and you're a new student, let's take the
premise of you are a new graduate, that fair enough? We don't know if this person
is a new graduate right? 

(Peggy Mihelich): Correct, just that they have a they have no prior work
experience and a bachelor's degree in psychology. 

(Russ Riendeau): Okay so if you don't have any
prior work experience, what you're going to be able to, if you've identified an
industry you want to pursue, or a occupation, you want to show examples on
your resume of the kind of proactive activities and reading and study, show as
much as you can about what you've done to prepare for a job in that particular
industry. So even though you don't have experience in the industry, you have to
be able to demonstrate that you've done research on what it takes to succeed in
that particular job that you might be applying for, and then you're going to
increase your odds of getting an interview. 

(Peggy Mihelich): Okay, that's good. I think and this
is another question, "A PhD PsyD is often required to serve in a
leadership role within clinical settings. How do we leverage this same degree to land
advanced roles in other industries that don't necessarily require it for
leadership roles? So basically how do, how do, how do we leverage the psychology PhD
PsyD to get a leadership role in the industry?" 

(Russ Riendeau): That's a good question. The, the
way you leverage it is by, as we've talked a little bit, the way you leverage
it is by demonstrating that your knowledge your expertise is valuable to
the company, enough that they should pay you a large salary for that job. So the
psych degree isn't going to get the job, but if you're looking at a
leadership job they're gonna, they're gonna look at how do you lead? How do you
use psychology, and passion, and empathy, and motivation. How do you leverage those
skillsets into becoming a good leader? So that's the important part. The, the
doctorate is certainly going to give you initial credibility, but if you open up
your mouth and you don't have anything relevant or enticing to say then it
won't matter. 

(Peggy Mihelich): Hmm. Okay, how about this one? "What is the
best way to stay organized while submitting multiple applications and
having to cater to each job title?" 

(Russ Riendeau): Another good question.Well if you are if you are following what we're talking about, about being more specific, this is important so don't don't sign off yet folks, if you are
truly trying to focus on a certain industry, you shouldn't have that many
resumes that you're constantly sending out. We're talking, we're not talking
about sending out 30 resumes a week, we're talking about doing the research
so that you're sending out five or six resumes in a week that are targeted for
that specific person, that specific industry, so you should be able to keep
that resume in a word document with two or three different modifications and
then you know, just keeping a spreadsheet of who you called and, and emailed and
then follow up with them the next week. That's another important thing is if you
send, if I call someone today, I'm gonna call them again in five days, and if I
email them today, I'm gonna email them again in five days to make sure they got
the email. I am going to follow up with them because they may be testing me so
hopefully that gives them a quick, some quick insight there. 

(Peggy Mihelich): Mm-hmm. How do you, there's a question about social media and I think they mean like LinkedIn, but "how do you maximize your use of social media? When is it okay to
give it up?" 

(Russ Riendeau): It's never okay to give it up, if you
give it up you've given up. I like that, I like that "if you give it up, you've given
up". Social media, LinkedIn, I'm not talking about Facebook, but LinkedIn is the main
one we're talking about. You have to have a good presence on LinkedIn, if you want
to get a job in the business community, you have to be able to demonstrate that
you are using LinkedIn and you are visible on LinkedIn. That is extremely
important. Even, and we talk about social media, even the newspaper, of the people
that are listening how many of you read The Wall Street Journal every day? And if
the answer is "you don't read The Wall Street Journal" now I'm not getting a
commission on the Wall Street Journal here, but if you want to get a job in
business you should be reading The Wall Street Journal online or get a, I get
mine delivered every day on my driveway. You need to be aware of what's going on
in the business community. You will see leads, you will learn information that
and stories, that you will be able to talk about in that interview, or you
might be able to make a comment in social media, on your LinkedIn profile,
writing an article, and giving your opinion of what's going on in the world
today. So if you're looking for a new job and you're not reading a business paper,
whatever it is, The Times, Tribune, Wall Street Journal, then you are already
behind because your competition is studying what's going on in the
marketplace today, and you can't rely on getting your news from the news stations
that are peppered with advertisements and biases. It's good reporting but you
have to focus on the topics of today to get that bigger paycheck. 

(Peggy Mihelich): Here's an
interesting question "In the business or consulting world do you suggest calling
yourself doctor, mister, or the first name? In other words, do you set yourself apart by
using the PhD or no?" 

(Russ Riendeau): I didn't spend, I didn't go to
school for five years for my doctorate and spend $50,000 not to be called Dr.
Riendeau when I can use it. If you're a doctor of psychology, that gives you
credibility, it gets you in the door, it gives you a certain level of credibility
and respect. You can't exploit it, you can't manipulate it, but if you have
earned that degree, people are looking to you for advice and counsel that they
don't believe they can get somewhere else and that is very, very important.
When was the last last time you went, if you had your appendix out and the guy walked in and
said "Hi I'm Mr. Smith". Are you a doctor? "Well yeah but I'm Mr. Smith".
It's the perception, whether it's true or not, it's how people perceive us as a
professional. That's the important part so if you have the doctorate I would use
it. 

(Peggy Mihelich): Okay, I would, here's a question, "I would like
to think creatively and out of the box regarding job search but don't
know where to begin". 

(Russ Riendeau): We talked so much about the, the creativity in job hunting
is what I described in terms of looking at other people's profiles the, the
ability to define what is important to you, and then pursuing that particular
career. Being creative is not writing clever cover letters, it's not sending
people a box of cookies, it's about being creative in how you demonstrate your
value and your, your intelligence that would apply to a business that you might
not have experience in. Using your creativity to find a metaphor, or a case
study, or an example of how you solve the problem in life that relates to that
industry. Skill sets, good questions, are you able to ask good questions? Here's
something that's important: on your linkedin profile, instead of
giving a summary of who you are in your LinkedIn profile, if you're looking for a
job, maybe you asked questions in your summary? For example, "are you looking for
someone who knows how to solve problems under pressure?" "Are you looking for
someone who understands psychology as it relates to business sales and marketing?"
"Are you looking for someone who is dependable and is respectful of their
co-workers?" If you ask that question, people might say yeah I am looking for
someone like that, I probably should call Shannon, or Peggy, or Russ.
So that's the way we're create, that's the we use that creativity and our
energy and looking for that new job. 

(Peggy Mihelich): Okay, I think some people just are hoping you
know, what are some good resources to search for new careers or potential jobs
within you know, I think they're struggling you know, with where to begin
and they're hoping maybe you could sort of at least point them in the direction
they need to go? 

(Russ Riendeau): Yes! Okay, well let's give the folks some
other perspectives. If, if you don't know what career you want, we talked about
trying to find things that are exciting to you or what is meaningful. Here's
another way to look at it is, ask yourself questions like "do I want to be
outside or inside? So I want to be in an office, do I want to be in a basement?
Do I want to work with people on an individual basis, do I want to work with
people as a committee? Do I want to make presentations or do I want to write and,
and work behind the scenes? Do I want responsibility or do I want
authority? Do I want to travel? And how much travel would I do? Would I have to write?
Do I like to write? Do I do I need to sell? If you want to be in sales,
can I really persuade? Do I want to sell? Do I want to have the experience of what
it's like to sell? If I'm in Marketing, if I want to pursue something
in marketing, how would I, what would marketing look like? People
think marketing is all creative, it's a lot about statistics. Psychologists,
we love statistics, we love doing research and market research can be very,
a great career and a great segway for people with psychology degrees because
we're disciplined in how to read statistics and variables, and all that
other stuff we have in our textbooks. What about if you want to go into
leadership roles or managing people? What, what industries do you have a respect
for? What industries are you comfortable with their social policies? Would you
like to be a hospital administrator? Would you like to manage a retail store?
Would you like to be in a factory and manage manufacturing workers? Would you
like to work for the union? Would you like to work for the Veterans
Administration? Sometimes it's really difficult for us to decide what we want,
but we know what we don't want. I don't want to work in a dangerous environment,
I don't want to be smelling hazardous fumes, I don't want to have to be in a
place where I have to carry a gun, or a law enforcement officer, or do I want to
work in fire and rescue? A lot of those decisions go beyond having that degree
in psychology. Many times people get degrees in psychology because there's a
a strong sense of curiosity in people that have psychology degrees. We want to
know the answer. So there's some in hate, there's some innate curiosity and social
mindedness in people that have psychology degrees. So if you look at
things around public relations, around supporting public policy, around being a
teacher, or being an instructor, or delivering training that has been
written by somebody else right, doing customer service training, or teaching in
a university, or an in-house work, or what about being a, even though we
talked about the HR, what about a job in talent acquisition or as a human
resource manager? So many recent human HR managers have psychology degrees because
they're really good at solving problems, they're good at interacting with people,
they're trustworthy kind of people, they're empathetic, they're reasonable.
And a good HR manager can make a lot of money, have a lot of job security, and
really help people solve problems because they just don't worry about drug
testing, and teaching harassment, but they help people in crisis's, that they
get the knock on the door, and an employee that's having a difficult time,
or they're dealing with abuse, or they have a parent issue, or they're pregnant,
or they're trying to get pregnant, or whatever. HR managers can really help
people in the work environment so much more than they even could working on the
clinical side. So it's being able to look at a job as you're driving down the
street. What do they do in that company? What do they build? What do they make?
What do they sell? What do they do? Could you work there? What kind of
industries are trending? The cannabis industry right, is booming, everybody
talks about legalization. Could you work in that environment? Would you like to
sell that, do research on it, market it, write position papers for the
government? Those are the kind of things that people that have psychology degrees
have it, might have a curiosity about. 

(Peggy Mihelich): This is kind of on that, heels of some of
the things you mentioned, one person is interested in sort more of these public
types of jobs but they tend to have very, they tend to have lower salaries that
say a corporate, a true corporate job, working for like the government or in
that you know a teacher, that sort of thing, you know what, what, what do you
recommend if you're interested in pursuing sort of one of these public
type, types of jobs that have steps, stepped structured
salaries but as our title says who want a bigger paycheck? 

(Russ Riendeau): Right, well yeah good
point. We're trying to get as much money as we can as quickly as we can. If you go
into the public sector, the public sector doesn't pay very well period. So you have
to be a pretty good investor right, or frugal. If you want to get a job in the
public sector working for the government, the more you can demonstrate your skill
sets from the first interview, the better chances you are to get a higher salary
grade because it's all about you know, grading numbers is if you want to try to
if you yeah well you could start off at grade two with 31,000, but if you start
off at grade four now it's 48,000. So working smart to make sure your resume,
your relative experience, how you describe your experience, that might
affect how you can get in at a higher salary level then if you just apply for
the job and you start off at the bottom, and it takes you five years to get that
income that you really need. But the public sector is, you got it got a lot of
public service to get into that, the benefits are great but you're not going
to make as much money as you would in the public you know, the corporate sector
as well. So that, that's a real challenge for people. Maybe you can make some side
money doing side jobs, but here again that's more work and you're not doing
things you love. 

(Peggy Mihelich): Mm-hmm. So it's important to really sell
yourself in the beginning so that you can sort of start on a higher rung
if you're going in that public, um down that public path. That's, that's really
good advice I think. Yeah you had a lot of great, really have to sell yourself,
you really use all your skills, that's great. Well, unfortunately we have just
run out time. Thank you so much for your
presentation and your advice here doctor Riendeau. 

(Russ Riendeau): Right, well thank you Peggy and
Shannon! Thanks for all your help, folks it looks like most of you stayed on. I
hope you have a great rest of the week, I encourage you to take our ideas to heart
here look deeper into yourself, ask yourself the hard questions, and you will
find next week you will be enlightened with more ideas so thanks for, thanks for
listening! 

(Peggy Mihelich): And thank you to all our listeners for your participation during
the Q&A;, we're sorry we couldn't get to all your questions, but we do appreciate the
ones that you all sent in. Today's workshop is a complementary offering to
our long-running How Did You Get That Job? Webinar series -- where we interview
individuals with psychology degrees and learn what skills they use on a daily
basis and their job, and how they got to their current position. If you're new to
How Did You Get That Job? and would like to review some of our previous talks you
can find them all on the membership section of APA.org. If you're interested
in attending our next How did You Get That Job? talk, it will take place in
November. Our guest will be Ariel Belgrave Harris, she is a Program Manager
at Facebook. Be on the lookout for that! A recording of this presentation, along
with the slides and Dr. Riendeau's handouts, will be emailed to everyone
watching today in about three weeks. Finally, as soon as this workshop has
ended, a short survey will appear on your screen. We hope you'll take a few minutes
to take the survey, give us feedback on how we did and how we can improve. And of
course we're very interested in topics for the future, so please submit any
ideas that you have. Thanks again and have a great day!
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