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Praise for Harvey’s Five New York


Times Bestselling Books:

Lou Holtz—“Harvey Mackay may be the most talented man I have met.”

Billy Graham—“Harvey’s business acumen shows through on every page . . . There’s so much warmth, wisdom, and wittiness in this book that it would be well for everyone to read every page.”

Ted Koppel—“Harvey Mackay takes you on an easy reader ride to success in the business world. He got his; now, in a burst of compassion, he’s drafted the guidelines so that you can get yours.”

Rabbi Harold Kushner—“Harvey Mackay has no equal when it comes to understanding what makes people tick.”

Gloria Steinem—“He is fast, smart, funny—and frighteningly right.”

Tom Peters—“Harvey Mackay joins Bob Townsend (Up the Organization) as master of brief, biting, and brilliant business wit and wisdom.”

Ken Blanchard—“I love this book! Mackay strips away the veneer and hits us between the eyes with the naked truth about succeeding in the real world. Impossibly, he delivers more in his second book than in his record-shattering first.”

Donald Trump—“Harvey’s uncanny ability to get people to talk and reveal their darkest and brightest hours is unsurpassed.”

Stephen Covey—“A mother lode of timely, hard-earned, bite-size, street-smart golden nuggets . . . invaluable for job seekers, employed or unemployed.”

Mark Victor Hansen and Jack Canfield—“Enjoy Harvey’s cookbook for success—it gives the reader the best of his wisdom—truly, the best kind of chicken soup for anyone and everyone in business and in life.”

Larry King—“Harvey Mackay is the only person I’ll listen to while standing in shark-infested waters . . . real stories from the real world with real solutions.”

Norman Vincent Peale—“Harvey Mackay is one of the greatest writers of our time.”
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Dedication

This book is dedicated to the dedicated . . . those millions of people who are resolved to make a career comeback, no matter how trying and challenging that triumph may be.


•  Dedicated to maintaining a positive attitude, knowing full well that every day’s frustrations—big and small—can easily drain the enthusiasm and energy to make a breakthrough.

• Dedicated to learning, accepting, and then acting on the hard facts of how they really rank in the job market, and committed to improve their lot through focused hard work.

• Dedicated to taking stock of their entire skill set and determined that they will be as techno-smart as their next competitor.

• Dedicated to keeping their network of personal contacts alive, fresh, and relevant to their career plan.

• Dedicated to the realization that getting a job is far harder than having a job, and willing to work the hours and to discipline their time far beyond how they might when they collected a regular paycheck.

• Dedicated to exhaustive preparation in advance of any job-search step—be it polishing a résumé, approaching a recruiter, or appearing for an interview.

• Dedicated to the inescapable truth that modern life is no one-stop search, but a perpetual journey through multiple job and career changes.



This book is dedicated to those who want to climb back into the ring . . . because I want nothing more than to share these pointers that will land you the knockout win you so deeply desire.


Ten Reasons to Buy This Book

These pages will teach you the surefire techniques to secure a job in the worst economy in decades. It also gives you the tools to conduct the lifetime search you can expect with the three to five career shifts and the twelve to fifteen job changes of the typical person’s working life:



1. Master the winning attitude and positive psychology necessary to re-enter the workforce successfully after having been fired, reorganized, downsized, or reengineered out of a job.


2. Build, expand, and energize the network of contacts and power figures that will open the doors to your ultimate career opportunities.


3. Learn the secret preparation tools that will enable you to design a foolproof résumé in the Internet age.


4. Bolster your confidence to overcome disabling rejection and maneuver decisively in making new contacts.


5. Develop the personal awareness and planning disciplines needed to execute a flaw less job interview.


6. Explain the most difficult, disappointing, and embarrassing lapses in your career and personal development.


7. Absorb the negotiation skills to exit your last job with maximum advantage and to enter your newest responsibility with optimum opportunity.


8. Understand the demanding world of recruiters, employment directors, and industrial psychologists and learn the mes sages they long to hear.


9. Grasp use of the latest communications technology and databases to give you #1 positioning in the candidate pool for the best jobs.




10. Build the “staging strategy” you will need to identify and secure your next job targets while you use your present position for your and your employer’s best benefit.
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Preface

A recent New York Times article pointed out that public libraries across the country have become combat zones as millions of people line up outside of cubicles to attempt online job searches, and tempers flare. Some have never sent e-mails, and many more don’t have a clue about assembling and submitting a résumé in the electronic age.

The unemployment rate was 10.2 percent in November 2009, the highest in more than a quarter century. The personal bankruptcies, divorces, broken families, and shattered plans for a college education are the more common and widespread aftermaths.

Statistics paint a powerful portrait of the changing world of work, and this book pinpoints some of the most dramatic ones like these. A 2007 Gallup poll in Time magazine reported 77 percent of all Americans hated their jobs . . . and, according to current labor statistics, the average person will have at least three to five career changes and ten to fourteen different jobs by age thirty-eight.

Many people think they have embarked on the most important job search of their life. The truth that’s now sinking in is this: We are all engaged in a lifetime job search. The illusion of a lifetime job is a myth that died along with a gold retirement watch twenty years ago. What people need today is a lifetime job strategy and the tools to make it continuously successful.

That’s what this book is about. I’ve mentored hundreds of new grads and seasoned veterans, and I can help you, too.

Harvey Mackay, February 1, 2010
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“It’s the whole kindergarten thing, Mom. I’m alone in there, swimming with the sharks.”

© The New Yorker Collection 1997 Jack Ziegler from cartoonbank.com. All Rights Reserved.


 

DARK DAYS


Chapter 1

Against All Odds . . .

How Preparation Prevailed



Early in 2008, we had a get-together at our home in Phoenix. Two hundred visitors bustled around the grounds on a pleasantly cool evening. As the clock neared midnight, I noticed one guest was lingering. It was Vinny Del Negro, assistant general manager of the Phoenix Suns. He finally marched up and asked if he could see me alone. I knew this had to be big time. We adjourned to my office, and Vinny’s wife, Lynn, strolled off to poolside with my spouse, Carol Ann.

Vinny Del Negro’s dad played basketball at the University of Kentucky under one of the all-time great coaches, Adolph Rupp. Like father, like son. Vinny was elected to the All-Atlantic Coast Conference (All-ACC) team after leading the North Carolina State Wolfpack to the laurels in the 1987 ACC Tournament, and Vinny was singled out as Most Valuable Player (MVP) for setting the pace.

During his National Basketball Association (NBA) career, Vinny started for six years for the San Antonio Spurs before stints with the Milwaukee Bucks and the Golden State Warriors. A trade brought him to the Phoenix Suns in 2000. In 2003, after retiring as a player, he did television and radio commentary for the Suns and was soon promoted, first to director of player personnel and then to assistant general manager.

What’s on Vinny’s mind on this starry Arizona evening?

“I enjoy working in the front office, Harvey, but I want to be an NBA head coach,” he says.

That takes my breath away. “Well,” I said, “that’s one stretchy objective. Let’s start by taking a look at your track record. I know you’ve never coached in the NBA, but you surely did some college coaching along the way.”

“No.”

“I s-e-e . . .” I comment hesitantly before I probe a little deeper. “Well, even though it was a long time ago, you surely helped your high school coach as an assistant?”

“No, never did.”

“Grade school . . . Maybe you did some coaching in grade school?”

“No sir, can’t say that I had the chance, Harvey.”

“You really want to do this, Vinny?”

“More than anything.”

“You’ve never coached a day in your life, and the job you’re aiming at is that of head coach?” Since that coaching position had opened up for the Phoenix Suns, what better opportunity could present itself?

He nodded.

“I will guarantee you one thing in blood.” I sighed. “I know Suns’ owner Robert Sarver very well. This guy is the youngest person in American history to establish a national bank. He got where he is by surrounding himself with experienced people. He is only going to go with a known coach.”

Vinny didn’t flinch, and I could see the determination burning in his eyes.

“Vinny, if you want to come over tomorrow for four hours with your legal pad in hand, I’ll teach you how to do the interview. You’re not going to get this job, but I can’t imagine a better trial run because you are already so deep into the Phoenix organization. If you handle this opportunity right, despite your total void in coaching experience, I guarantee you’ll be a finalist in coaching searches in the future. That will stick, as long as there’s the NBA.”

The next day Vinny drops by. Over bagels and apple juice, we do our chalk talk. Off he goes, and in the coming weeks, he handles, I should say aces, his interview with the Suns.

“Harvey, I think I’m going to be considered very seriously.”

“That’s great, Vinny,” I say. “Remember everything you say and do, because this is the most important job you’ll never get.”

Days pass. Vinny calls. “Harvey, guess what? I didn’t get the job. They hired Terry Porter, who, as you know, had been head coach with the Bucks and then an assistant in Detroit.”

“We’re batting a thousand,” I say. “What do you have in mind next?” I ask.

“I’m heading to Orlando for the predraft camp, and when I get back I will reevaluate everything and move forward.”

While in Orlando, Vinny has a chance to sit down with John Pax-son, the general manager of the Chicago Bulls. At the time, Jim Boylan’s role as interim coach in Chicago had ended. Another opportunity presented itself for Vinny.

“Go get ’em,” I say.

The first interview is promising. Vinny says, “I really do believe I have a chance to be a finalist.” Second interview, and Vinny reaches me at the office, saying, “I am a finalist.”

“Vinny,” I remind him, “I told you you’d be a finalist, but the Bulls are probably the bluest-chip franchise in the entire NBA. The third interview is with the owner, Jerry Reinsdorf. I know this guy. You’ll do well, but go back and study the apple juice–stained notes of yours from our powwow.”

On June 10, 2008, Vinny calls and catches me with clients at a baseball game.

I was wrong. His preparation, perseverance, and passion prevailed.

He got the top job!

Vinny Del Negro was named the new head coach of the Chicago Bulls.

In April–May 2009, the Bulls faced the Boston Celtics in the NBA playoffs.

Vinny asked my assistant, Greg, to send him a stack of my thirty-five best columns on motivation to share with his players. Did they help? Who knows? But this I do know. Due in large measure to the unscalable determination of Vinny Del Negro, the Bulls battled the Celtics to seven games, two in overtime, one in double overtime, and one in triple overtime. Hardwood devotees consider it to have been the best first round of NBA postseason play ever.

There are lessons here, to be sure. The most important?


• Networking and relevant experience are the investment that builds a great career. The only place where opportunity springs up out of the blue is in the movies . . . and any actor will tell you: You won’t even get a chance to play those zany, surreal parts without grueling, methodical experience and knowing the right people.

• There are few substitutes for determination and self-confidence in getting a shot at the job you want. With those two mighty engines, you will level the thickest steel-reinforced doors with a few swift kicks. But knocking down the door, as crucial as that is, is not locking up the job.

• And there is absolutely, positively no substitute for preparation in aiming the shots you get so that they land squarely in the bull’s-eye. You can have the finest moves in the talent contest, you can boast a trophy speed-dial list on your iPhone, you can possess the single-mindedness of Paul Revere and be as self-assured as Muhammad Ali . . . and you still won’t nail the job, unless you know how to mold and merchandise your personal pitch.



If this is true when times are booming—and it is—you can only imagine how true it is in times like these.

This book is about bundling that crushing zigzag lightning you have recently absorbed and hurling it back in one focused thunderbolt to land you on the payroll and to keep you there.
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“At this point, I’m just happy to still have a job.”

© The New Yorker Collection 2009 Christopher Weyant from cartoonbank.com. All Rights Reserved.


Chapter 2

7 Danger Signals

You May Soon Be out of a Job



 


• It’s not your bad breath keeping you on the outskirts: Suddenly your boss invites your second-in-command to meetings you usually attend . . . but forgets to ask you. Or your office is abruptly relocated two floors away from the C-suite or your department’s power alley. Or you are transferred to Novosibirsk or Chisșinău, Moldova, with a glorious opportunity to build a brand-new market . . . and report back in five years.

• Your organization chart is rerouted. You now report to somebody with much less clout or stature than your last chief. Perhaps your new boss is the outfit’s Attila the Hun, who specializes in dirty work like axing longtimers. Your prize subordinate (and backup) is reassigned. An overqualified new hire is parked in your department until “the right spot” opens up.

• The meat is trimmed off meetings with your boss. Those weekly half-hour status sessions become monthly fifteen-minute rush jobs, if they happen at all. However, when he or she does see you, the talk is all about hard-fisted goals, especially the ones that you are having the toughest time achieving.

• Communication “chat content” drops to zero. The e-mails and phone calls you get are strictly about measurement against the numbers or measurable benchmarks. And watch for this dead giveaway: Bad news or criticism is repeated to you twice, spoken slowly and clearly . . . or sent to you in writing when it would normally have been an offhand comment.

• You are put decidedly out of the loop. Your department is up for restructuring, but no one’s asking your opinions. Suddenly your boss makes your decision for you, the one you’ve been weighing for the last two months. You’re no longer asked to train new staff members. You vanish off the mail trail, especially for insider plans on competition and strategy. You are now seen as fully qualified for your job: Why waste time sending you to training programs?

• You are the object of a neatness campaign. Control freaks from the personnel department descend on you and your staff. Your boss wants the box score on all your timing-and-action calendars, and, by the way, how about a copy of your CMS—contact management system—with all those phone numbers and e-mail addresses? You call up your personnel records, and, overnight, every typo and sloppy entry has been airbrushed away.

• You feel like you have been cordoned off in quarantine. Nobody asks for your photo to tack on to the house blog. Buddies in other departments “forget” to invite you for an after-hours watering hole stop. When the company is quoted in the press, other voices say the things you were once asked to utter. And, after not hearing from him for sixteen days, your boss has just texted you this message on your BlackBerry: He wants to have a talk with you . . . next week . . . away from the office. Now I wonder what the topic might be?




Chapter 3

Play for Keeps—

Hold On to Your Job, A Survivor’s Handbook



In the last half century, there has been a torrent of new laws and principles in medicine, economics, business, the sciences, and, of course, the legal system. None astonishes me more than Moore’s Law formulated by Gordon E. Moore in 1965. A cofounder of Intel, Moore contended that the number of transistors that could be economically loaded on an integrated circuit would double about every two years. The Caltech PhD was right as rain, and so appreciative of the good schooling he got that he and his wife have since enriched Caltech by a crisp $600 million, the biggest donation in history to a college or university.

What’s so peachy about Moore’s Law? Moore is describing the enormous increase in memory within computers, cars, phones, and nearly every other gadget we use. The most incredible thing of all: Moore’s Law is expected to continue to prevail until the year 2015.

In case somebody hasn’t formulated it yet—and somebody may well have done so—let me throw a new one at you. I’ll call it Mackay’s Law, and it works this way: Take the number of people in your department. Let’s say it’s twenty-five. My projection is, in five years, that number is likely to be fifteen. That means an average attrition rate of two bodies a year.

Moore’s Law is part of the reason. As computer memory skyrockets, not only does the volume of machine-made calculations increase, the complexity of things computers can do will also multiply . . . and in amazing ways. If a Toyota robotic trumpeter can already belt out a flawless version of “Somewhere over the Rainbow,” you can be sure unimaginable labor- and management-savings technology is headed our way. The innovations will be over the moon! They will slay us . . . literally . . . at the rate of two per year in the workplace.

Keeping your job will be a lot like navigating a Survivor obstacle course in reality TV. In Greek mythology, mighty Hercules had to perform twelve labors of repentance. One of the labors of Hercules was death defying, like bringing back Cerberus, the vicious multiheaded guard dog of Hades. And he had to do it bare-handed. A second labor was to wash out the biggest, rankest cattle stalls found in glorious old Greece. Suicide mission . . . and sloughing through deep doo-doo. Sounds like “all in a day’s work” for the modern manager.




Mackay’s Moral: In the future world of jobs, Moore means less.




Quickie—

How Bad Can Things Get?

One day, as I sat musing . . . sad and lonely and without a friend, I heard a voice out of nowhere say:

“Cheer up. Things could be worse.”

So I cheered up. And, sure enough, things got worse!
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“Oh them—they’re just the ghosts of all the people we’ve terminated.”

© The New Yorker Collection 2009 Robert Mankoff from cartoonbank.com. All Rights Reserved.


Chapter 4

Things Change . . .

and It Pays to Know How



When I was growing up as a kid, the U.S. GDP was in the hundreds of millions . . . then it went to billions. According to CNBC that number in the second quarter of 2009 was $13.7 trillion. The media is constantly confusing billions with trillions and vice versa. We have been so desensitized with these numbers, it’s hard to comprehend them.

A quick little drill: I’m going to ask you to count from one to a trillion right now, and please stay awake until you finish this little assignment. How long will this take? 31,658 YEARS!

When I graduated from the University of Minnesota in 1954:


• A gallon of milk cost ninety-two cents.

• A loaf of bread: seventeen cents.

• The high for the Dow Jones was 338.

• And I drove a fire-engine red Pontiac Star Chief with a sticker price of $2,500.



In 1981–82:


• Milk had risen to $2.23 a gallon.

• Bread had climbed to fifty-three cents a loaf.

• The Dow was at about 900.

• And a Pontiac Firebird went for around $8,000.



Fall 2009:


• A gallon of milk is $2.69.

• A loaf of bread is $2.80.

• The Dow has bounced back above 9,000.

• And the Pontiac? That make won’t even be around by next year.



Recently I saw a video on YouTube that Sony played at an executive conference this year. It points out how dramatically the world has changed and is changing:


• China will soon become the #1 English-speaking country in the world.

• Incidentally, when I was at the Olympic Games in China last summer, I learned that three hundred million people play basketball in China—the same number of people who live in the United States.

• The 25 percent of India’s population with the highest IQs . . . is greater than the total population of the United States. Translation: India has more honors kids than America has kids.

• We are living in times of exponential growth—there are thirty-one billion searches on Google every month. In 2006, this number was less than a billion.

• For students starting a four-year technical degree, half of what they learn in their first year of study will be outdated by their third year of study.



Changes such as these can have a direct impact on you because they have a dramatic effect on the global employment market.




Mackay’s Moral: What you don’t know can hurt you, and it usually draws first blood from your pocketbook.




Chapter 5

12 Herculean Labors

to Keep You on the Payroll




1. Make yourself indispensable. There are as many ways to make yourself indispensable as there are reasons for your boss to cut you loose. It pays to whip up the glue that will help you stick around.

Does your sales manager beef that no one is a team player? Hand off the ball every chance you get and then dive in blocking to help the other guy score a touchdown.

No one wants to touch the export trade opportunities to Upper Catatonia because their tariff laws are so complex, even though the CEO thinks this is the Mother of All Untapped Markets. Spend your weekends tracking down every detail you can on the Web. Maybe even hire an international trade law student to help you dig through the downloads.

The otherwise bright human resources director’s administrative assistant thinks a .jpg file is something you stick on a message board. In an instant, you see your opening to become the most gifted and patient IT skills tutor on the company team.


2. Rev up your horsepower and flash it. Holiday Inn founder Kemmons Wilson always believed you could get by working half days, and it didn’t matter much if you worked the first twelve hours of the day or the second. If the hours for your job are 8 a.m. to 5 p.m., clock in at 7 a.m. and out at 6 p.m. And really spend that extra time working. There will be few others there for you to waste your precious minutes jawing. The clock doesn’t care how you spend your time—6 p.m. will still come at 6 p.m.

If the guy or gal in the next cubicle is working a straight forty and making pretty much the same dough, it won’t take long before the boss figures out that you’re a bargain by a factor of 1.5.

Let’s say your boss likes to work late; there can be a schmooze percentage if you do, too. Or, your boss may like to work late and values having someone reliable cover the bases while he sleeps in. There’s no magic formula, but it’s up to you to figure out the hours that will yield the biggest personal payoff for you.


3. Volunteer. In the army, never volunteering is the eleventh commandment. In business, volunteering may well be the First Opportunity. What does your boss hate to do? Is it sitting at his notebook and entering the weekly status report? How can you do it for him? There will always be a place in this world for the person who says, “I’ll take care of it.” And then does it.


4. Stick out and shine. “The invisible guy is first to go,” warns executive recruiter Stephen Viscusi in a recent Fortune article. It doesn’t matter how you shine, as long as it’s positive for the company. Play third base on the softball team. If your boss’s favorite charity is a soup kitchen for the down-and-out, learn how to ladle. Shoot the marketing VP that hot-off-the-press competitor’s brochure a customer left in your office. Sprinkle your profile all over the company landscape. It’s a lot harder to terminate a face than a social security number.


5. Don’t hang out with gloom and doom. You know the types: They constantly gripe about the pay scale, the benefits, and the career opportunities. Management always makes the wrong calls, as they see it. The people who are dismissed never deserve to be. And the company’s market strategy? It’s headed to hell in a handbasket. Even if you never utter a negative word, tag along with this bunch and odds are high you’ll be written off as a silent sympathizer.


6. Be a builder . . . and a rebuilder. When staff cutbacks happen, be the first to help the new streamlined organization to work, even when it costs extra hours and sweat. If the sales department loses a big account because of quality problems and you’re in manufacturing, be the first to step up and say the client was right . . . and here’s what we can do to help win that account back.


7. Always position yourself as number two to your next career opportunity. If you report directly to the head of your department or division, your first waking thought in the morning is what you will do that day to improve your chances of being the chief’s backup. That includes the great idea you have been dreaming up to get that honcho promoted. The Law of Large Numbers guarantees that some #2 somewhere will be #1 someday. With surprising frequency, that #2 is an inside dark horse.


8. Persevere. In a rotten economy, it’s so easy to throw in the towel. Hey, why not the whole linen closet? Top managers always have an eye out for people who do the opposite and engage themselves in tough problems, the ones who stick with finding a solution even after many reversals. And especially the ones who can keep up departmental morale among subordinates and peers in the darkest hours.


9. Educate yourself one notch up. Skilled marketers practice nichemanship in defining a tightly focused market and then bombarding it with custom-designed products. Savvy career survivors practice notchmanship. They study the résumés of managers on the next level and do their best to match and even surpass their career credentials. That isn’t just restricted to formal degrees. It means loading up on those books, business journals, trade industry reports, Web sites, and bloggers that your firm’s leading lights favor.


10. Pay attention to your duds. The clothes you wear—as I explain in the chapter “A Winning Suit Trumps”—assert your authority to subordinates, peers, the media, and most of all, to customers. Companies spend fortunes on their image. Your career is much likelier to blossom if you look like an extension of the company’s public face rather than an eyesore who escaped from the deep-storage vault.


11. Think big picture. Your annual performance review is next week and the departmental budget is stretched—recalling retired CBS anchorman Dan Rather—“as tight as a too-small bathing suit on a too-hot car ride back from the beach.” Back off. Maybe you come out and say the review can wait, there are more important priorities. Chances are you won’t need to say anything at all. Cynics may brand you as a chump. In the tug-of-war to stay employed, you’re likelier to come across as the champ who still has a desk.


12. And lastly, practice modesty. Indeed, you should do your best to make yourself indispensable. Indeed, you should not boast about it. Wisdom worthy to be reflected on each day: “If you think you’re indispensable, put your finger in a bowl of water and check out the hole it leaves when you pull it out.” The trick is to be indispensable . . . not to strut around the office as though you were.



[image: Image Missing]

“As usual, the employees are the last to know.”

© The New Yorker Collection 2003 Peter Steiner from cartoonbank.com. All Rights Reserved.


Chapter 6

The Last to Learn



It’s a sad truth that employees are often the last to learn that their companies are in serious trouble and about to embark on a major downsizing program. The internal rumor mill is usually the least reliable source to counteract this. First, notorious gossipers crave sensational news. For them, dramatic counts far more than factual. Second, many companies know how to manage the rumor mill by feeding it just the kind of unreliable news that keeps employees and everyone else off balance.

Is there anything you can do to improve your chances of getting dependable first-alert warnings on your employer? Every employee in today’s world needs to assemble his or her own personal intelligence system. That’s not done overnight:


• Executive recruiters can be an excellent information source. Consider regularly contacting the recruiter who placed you in your job and building a trust factor so that he or she might share information about industry trends and issues.

• Financial analysts always monitor quarterly financial reports to see if a large number of executive stock options are exercised. It’s public information for public companies, and you can access it over the Internet.

• Watch your boss. Often in impending crises, managers are given strict orders not to say anything. That causes more than a few people to button up about everything. When you notice a sudden outbreak of tight-lippedness, an alarm bell should start clanging in your mind.

• Stay on the lookout for unusual corporate behaviors. Analysts in the Middle East always keep a watchful eye when a government stocks up on hospital beds in a potential hot spot or when the spouses and children of top leaders in a particular district are all abroad at the same time. Similarly, is the personnel department working unusually late hours? Are corporate meeting rooms blocked out for some unexplained period? One corporate insider I knew always sensed something was afoot when the number of bags coming out of the corporate shredder room suddenly spiked.

• Vendors and suppliers can be rich sources, especially ones who have been around long enough to read the tea leaves. A major reduction in raw materials orders is a nearly certain signal that production is going to be cut back.

• Let’s say your boss, unbeknownst to you, has picked up a tip that the ax will soon be swinging. He or she is out on the market aggressively shopping the next job opportunity with competitors. That may cause a competitor to call you or a colleague, aware that a feeding frenzy for available candidates may be in the making. Be aware of any sudden change in the level of competitor interest in recruiting people from your firm.

• If a competitor’s headquarters has a nearby watering hole, there is often much to be learned just by dropping by on a Friday evening and listening to the chatter. Competitors make it their business to learn about the ups and downs of rivals and may talk about the other guys far more freely than they would their own business.



The truth is that change happens like wildfire these days. Even if you do all the above, lightning may still strike you. There will, however, be a big difference. Rather than living a complacent life, you will expect that a jolt is on the horizon and you will likely be undertaking measures to dodge it.




Mackay’s Moral: A reliable handle on tomorrow’s news is one way to get a grip on an ax poised to swing.






Quickie—

Fine-Tune Your Job Description Without Being Asked

“Living in fear of loss of job and income,” management guru Peter Drucker once wrote, “is incompatible with taking responsibility for job and work group, for output and performance.”

When Drucker wrote this he was chiefly talking about the safety nets of unemployment compensation and severance pay, but he also added: “Wherever a business has provided real job and income security, resistance to change or to innovation has disappeared.”

There is also a powerful hidden lesson in this outlook when you apply it to today’s job world: The reason why so many people are casualties of massive company cutbacks is often that they did not take the initiative themselves to redefine their own jobs and make them more relevant. Every several months, you should take a look at your job description and make some notes on it:


• What things are you spending time doing that your boss thinks are less/more important today than they may have been several months ago?

• What things are being done by your boss that he or she sees as significant drains on his or her time and which you could perhaps help with and share his or her burden?

• What are customers complaining about that is reversing their buying decisions or undercutting their loyalty to your firm . . . and which of these fall into your scope or responsibility?



Constantly initiate change to your own job to keep pace with company innovations and new market conditions. The best road to job security is to keep your job relevant.
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