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Traveling Without Maps - The New World of Career Management - John Lees 
 
By Posey Salem, Radiant Resume Career Services 
 
John Lees' presentation was interesting, insightful and motivating, but the icing on the cake was hearing 
him in person and listening to his British accent. His topic provided suggestions we can use to help our 
clients who seem stuck or are in unfulfilling careers. I found it interesting that we can use some of those 
same tactics to help us define where we want our business to head next. 
 
Talking about clients who are in employment situations that feel like emergencies, he said, "...people can't 
use linear thinking when they are in a career crisis." How true that is, whether we are talking about 
careers or just some of the junk that life throws at us year in and year out. Next, he outlined steps that 
people often take.  
 
Unfortunately, some become stuck on the same step and do not move forward. John shared ideas for 
how we can make better decisions so we (and our clients) can keep progressing. I especially liked that he 
used ideas from Daniel Kahneman's book Thinking Fast and Slow. I recently read this book and found to 
be helpful for my life and business. 
 
Energy is important in how we think and live, and it drives motivation both positive and negative. What 
does your energy say about you? What kind of energy are our clients communicating? "People relate to 
stories because they convey energy... people remember energized stories, longer." John explained that 
people tend to remember three pieces of information. They also tend use three items when describing 
things. His question was, "What three pieces of information do people relay about you when your name 
comes up?" That is a great question to ask our clients, and it is important for us to consider about our 
business and ourselves. We can coach our clients to communicate three relevant things that they want 
other people to remember about them when they are networking. Don't leave it to the other person to 
think of three random things about you, tell them what makes you great.  
 
There is much more I could share, but I will stop here and suggest that you check out some of John's 
books. As a conference attendee I received one of his books, Just the Job and I received a second book 
as a door prize, How to Get a Job You Love. Just two more perks for attending the CDI Summit. 
 
  
Discovery vs. Solution: Turning Prospects to Clients without Giving Away the 
Store - Pat Schuler  
 
By Darlene Dassy, Dynamic Resume Solutions 
 



Pat's session was valuable to both first-time listeners and business owners who have been previously 
exposed to her sales training. One of the things learned during her session is the prospect call is NOT a 
public service. As a business owner, you do not owe a prospect your time. The healthcare field may be 
the only profession that is more important than career services, SO as a for-profit company, you deserve 
to be paid well for the services you offer! The goal with the sales call is to convert people who ARE your 
type of client, but undecided with regard to the buying process. It is important to know ahead of time what 
YOU want out of the discovery conversation in order to convert prospects to clients. 
 
Pat brought a delightful sense of humor to the session, but at the same time, her sentiments were "right 
on the mark." For instance, people react 8 times faster to emotion (PAIN) than they do to logical thinking; 
therefore,part of the goal is to get people out of "denial" about their situation and career. Pat outlined the 
7-step process for the Discovery Conversation (qualifying questions):  
 
(1) How were you hoping I could help?,  
(2) What have you tried so far?,  
(3) How did that work for you?,  
(4) How much effort did it cost in you in money, energy, and lost opportunities?,  
(5) How important is it to you (the client) to solve this problem?,  
(6) How urgently do you need the problem solved? and  
(7) Recap first question in terms of, "So you were hoping I'd be able to help by ..." (the idea is to reinforce 
the pain/consequences of not working with you as a careers professional). 
 
 
Successful Boomer Job Search Plan - Kerry Hannon and Susan P. Joyce  
 
By Maureen Farmer, Word Right Career & HR Consulting 
 
Do your clients struggle with any of the following self-defeating mindsets: 
 
"I'm too old. 
They'll never hire me. 
It's not fair, I can't even get an interview." ?? 
 
The majority of my clients are 50+ and I thought I had a good handle on strategies and ideas for my older 
clients and their job search plans--that is until I experienced Kerry Hannon, Phyllis Mufson and Susan 
Joyce's presentation on"Successful Boomer Job Search Game Plan". 
 
I came away from this presentation with 25 kick-ass (butt?) strategies that I am implementing today + 14 
impressive resources that I've only scraped the surface of + dozens and dozens of current statistics that 
will help my older clients understand the facts. That's right, just the facts m'am because there are so 
many misconceptions today that limit our clients from seeking rewarding work. Not only will I be able to 
use the 40+ evidence-based facts to help my clients, I will Tweet every one of them (with attribution of 
course). 
 
My favorite takeaways from this session: 

 Haircuts really do impact first impressions and I will be brave enough to bring this up with my 
clients in a very safe and caring way. 

 My clients will do intensive professional sleuthing on their name and name variations to ensure 
that their names remain intact and not confused with an unsavory person with the same name. I 
did not realize how critical this to a successful job search because "Google is the new resume." 

Thank you Susan, Kerry and Phyllis for this rich and well-researched information. Please come back 
again with more information, strategies and data to help our 50+ clients launch their swan-song gigs. 



 
  
Personal SEO for Job Seekers - Susan P. Joyce 
 
By Audrey Prenzel, Resume Resources, Inc. 
  
Even though I emcee CDI's annual career summit, and although sometimes I present, there isn't one 
seminar that I do not learn something. There are times however, we don't know what we don't know. This 
is one of those times.  
  
I particularly enjoyed Susan P. Joyce's presentation on "Personal SEO for Job Seekers". Susan dug deep 
into helping us understand the detailed technical nuances of helping job seekers build a branded and 
verifiable online professional image. She shared some key tips for heightening online presence; smart 
personal SEO keyword placement; how NOT to draw the wrong kind of online attention; and the role 
Sourcers play.  
  
Susan did not overlook what recruiters want to see (and don't want to see); how to tactically play the 
"name game"; and why "location" matters - all tidbits to fuel Google juice. . 
  
I think most people were excited (and surprised) to learn about "Google Verbatim". Here's what you need 
to know in order to generate clean / fresh / true results each time you search something that you may 
have already searched repeatedly - such as you! In the Google search toolbar, you will see "Any country", 
"Any time" and "All results" as options below the search bar. Select "All results" and from there, you will 
see a drop down menu listing "visited pages", "not yet listed", "reading level" and "verbatim". Select 
"verbatim" for real results that wipe out everything (except location) in key word searches. This allows you 
to truly see what the rest of the world sees. It's a clever way to gauge what others are saying about you, 
and how well branded (or not) your clients are.  
 
I'm very appreciative to have expanded my knowledge of SEO as it relates to job seekers and to have 
access to such depth of knowledge via industry leaders such as Susan. 
 


