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David Valentine is an experienced 

recruiter  who has worked in the 
volatile IT markets. He started his 
own search firm after a stellar 
career in IT Management with 
Motorola, Inc. Using his vast ex-
perience with satisfying employer‟s 
desires for talent, Dave brought to 
our meeting insights from a survey 
of hiring authorities that he con-
tacted about their perspectives on 
hiring. Here is what he 
had to say - summa-
rized. 

Employers agree that 
there are three main 
things they evaluate in a 
candidate— Skill, Moti-
vation and Fit. 

When asked where the 
recruiters in their companies find 
people, they replied—Networking / 
social media / user groups (IT 
focused) / occupational networking 
events. Recruiters commented that 
they are using social media more 
and more—they research for can-
didates and post positions into 
occupationally specific boards and 
their own company career portal. 
Internal referral programs work 
well. They also have successfully 
used open houses and career fairs 
to identify candidates. Branding 
the company also brings excellent 
candidates to the company by 
reputation. 

Recruiters are dealing with over 
1,500 applicants a month—a lot, 
unsolicited and unqualified. 

David asked: “Is an on-line appli-

cation important?“ Employers re-
sponded ,”Yes, “ since they are still 
in a regulatory  environment and 
need to document outreach.   Hir-
ing managers suggest you look at 
the job requirements carefully and 
address the message it sends. 
These requirements will give you 
clues as to how to meet the em-
ployer‟s expectations. 

Dave asked about cover letters. 
The result? They are 
important AFTER deter-
mining your resume quali-
fications — resumes 
should be modified to 
meet the employers 
needs. He mentioned that 
the LinkedIn profile and 
resume should match. He 
also said that each re-

sume gets about a 15-30 second 
initial review. If it doesn‟t pass 
through in that cursory review, it is 
dead. Key words are looked for. 

Some key resume pointers are: It 
should be a compelling profes-
sional snapshot of you; Your ex-
perience, competencies, skills and 
education and consistency of work 
history is important, as well as 
neatness. 

Dave talked about functional re-
sumes, hybrid resumes, LinkedIn 
recommendations, common mis-
takes candidates make, recruiter 
pet peeves and show-stoppers. 
This was a powerful presentation 
that was followed by his regular 
“Beating the Competition” pro-
gram. Our thanks to David Valen-
tine for his time and expertise.                           

THE IMPORTANCE 
OF REALISM 

    When a job 

s e a r c h goes too 
long and it just 
d o e s n ‟ t seem to 
be hap- p e n i n g , 
perhaps life is 
sending us a realism message. 
It is a message that it is time to 
move along to something else, 
someplace else. It is the mes-
sage we hear and fail to act 
upon that keeps us in limbo or 
moving backward. Therefore, 
every decision to stand pat or 
change is success critical.  

    Realism tells us it is a deci-
sion point. But, we can not  
merely turn on the proverbial 
dime—we need to analyze the 
experience and modify our 
behavior to change the experi-
ence. If we were looking for an 
inventory control position, but 
our experience was with an 
obsolete software—just how 
many companies are around 
that have that need? Is it feasi-
ble that we might never be 
hired by another company 
because that software isn‟t 
around anymore?  

    Maybe what we need is a 
good dose of Realism to get us 
looking in new directions, ex-
panding our scope or changing 
fields. A printing press foreman 
couldn‟t find a press job—he 
then used his paper knowl-
edge to sell specialty paper to 
printers. It was a natural transi-
tion—one that found employ-
ment within weeks of seeing 
reality and changing direction. 
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General Meeting Dates 
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7:00 to 9:15 pm 

Ministry Center 

729 Grand Canyon, 

Hoffman Estates, IL 

 

 1/10  -  “The Seven Key Career 
Attributes” 

 1/24  -  “The Value of Account-
ability Groups” 

 2/14 -  “The Illinois Job Picture”  

 2/28-  “What Word Defines 
You” 

 3/14  -  “Establishing Effective 
References” 

 

 ABOUT THE MEETINGS 

The General Meetings of the St. 
Hubert Job and Networking Ministry 
consist of  a career presentation / 
topic, followed by formal networking. 
Bring your handbill, resume copies or 
business cards to use in the facilitated 
networking portion of the meeting. 

All St. Hubert Job and Networking 
Events are non-denominational, free 
and open to all occupational categories. 

Newcomers Meeting - second Mon-
day—6:00pm before the regular meet-
ing. 
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F U T U R E  E V E N T S  C A L E N D A R  
F R E E  R E S U M E  R E V I E W S   

A N D  S E M I N A R S  
Listed below are Resume Re-

view and Seminar Events to 

place on your calendar.  Please 

join us. 
 

RESUME REVIEWS 
 

1/15—Sat.  9:00am to 11:00am 

St. John the Evangelist Church—

Streamwood 
 

2/12—Sat. 9:00am to 11:00am  

Community Presbyterian Church—Mt. 

Prospect 

3/12—Sat. 10:00am to 12:00am 

St. Thomas the Apostle Church—

Crystal Lake. 

SEMINARS 

1/29 9:00am to  Noon 

“Staying Positive“ St. Marcelline’s 

Church — Schaumburg 

 

Sat. 2/5 — 9:00am to Noon 

“Government Employment Primer” - 

St. Edna’s Church — Arl. Hts. 
 

2/24 — (Thurs. Ev.) 7:00pm to 

9:00pm  “What’s in it For me?” 

Queen of the Rosary Church—Elk 

Grove 
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Temporary work is sometimes 

the answer to bringing in income 

when the regular job market isn’t 

producing that full-time offer. 

When you decide to begin a tem-

porary assignment, here are 

some tips to help you to make 

the temp assignment into a full-

time offer. 

1. Become intimately familiar 

with the company you will be 

working for — do research 

know about them BEFORE 

you get there on the first 

day.  In discussions,  people 

will be impressed with your 

knowledge. 

2. Get to know as many of the 

employees as possible - as 

soon as possible, without 

short changing the work 

delivery and work expecta-

tions of the boss. The more 

people that know you and 

see your performance the 

better. 

3. Get assignments done on 

time and to expectation. 

4. Work at 120% - show your 

productivity is high. 

5. Build relationships with key 

staff—often an offer of help 

when they are overwhelmed 

opens the door to warming 

collaboration and advocacy. 

6. Show your ability to learn 

new things. Take notes and 

become proficient at the 

company  processes. 

7. Show your flexibility, readi-

ness and adaptability to 

shift gears when neces-

sary. Change is inevitable - 

show them that you can 

handle it. 

8. Read a self help book, 

biography, or the latest 

business book while wait-

ing for the shift to begin. 

Let people see you are 

improving yourself. Leave 

the book out on the desk 

as a conversation starter. 

9. Dress well — appropriate to 

the job, but well groomed 

and neat at all times. 

10. Assure your demeanor is 

positive and up-beat—smile 

and be reassuring to oth-

ers. 

11. Give credit to others when 

they help with an assign-

ment. Show you are gra-

cious. 

12. Ask for the job. Before you 

leave—be sure to ask the 

supervisor if the job might 

become full time or if there 

is another open position 

you might be qualified for.  

productive and accurate 99.9% 

of the time. 
 

What we have given the man-

ager is a business imperative 

which we are continually correct-

ing — improving our overall accu-

racy and productivity. 
 

Some applicants answer with—

”One of my weaknesses is that I 

sometimes expect others to 

work as fast as I do and I should-

n’t expect that of them.”  Balo-

ney!!! That’s what all the books 

say to answer. Do we think for 

one minute that the interviewer 

hasn’t read the same book?! 

They know when they are being 

schnookered — so don’t do it. 

Pick a business imperative and 

show how you are overcoming it. 

It is a thoughtful answer and an 

interesting one, which they have-

n’t heard one hundred times 

before. 
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T H A T  “ W E A K N E S S ”  Q U E S T I O N  

T E M P  T O  P E R M —  T W E L V E  T I P S  

 Recruiters and hiring managers 

like to ask that question of us, 

“Tell me about your weaknesses.”   

It is a question that throws a lot of 

people and those who prepare 

often prepare incorrectly. Let’s 

start with being prepared. 
 

Everyone has some weakness. In 

some cases it is a personal trait 

and in other cases it is a work 

weakness. It is always better to 

discuss a work weakness rather 

than a personal flaw.  You would-

n’t want to tell a recruiter that you 

hate to be around strangers when 

applying to a customer service 

job.  
 

You might however indicate that 

you can sometimes be too quick 

with your typing and therefore you 

always spend a little time review-

ing each order to assure it’s cor-

rectness.  In this way you are both 

 
 
 
 

Free Resume Review 
 
 

Unemployed? 
 
 

Underemployed? 
 
 

Seeking a job change? 
 

 

 

Then Join us and our six Search 

and Human Resources Profes- 

sionals  for a face-to-face Resume 

Review. Open to all and non- 

denominational. See event 

calendar, page 1. 

 
*************** 

“ F o c u s i n g  y o u r 
networking on key 
contacts will raise your 
s u c c e s s  l e v e l 
appreciably ...” 

B.P. 

 

***************** 

St. Hubert Job and Networking 

Ministry 
 

729 Grand Canyon 

Hoffman Estates, IL  60169 
 

Phone: 847-925-6005 

Fax: 847-925-6020 
 

Email: 

bpodgors@harpercollege.edu 
 

Find us at: 
 

Http://finance.groups.yahoo.com/

group/ 

St_Hubert_Job_Ministry/ 
 

_______________________________ 

Who We Are… 

 

The Saint Hubert Job and 

Networking Ministry was 

founded in March of 2003. It 

continues to be a well attended 

job support group providing 

spiritual and career guidance, 

networking opportunities and a 

forum for helping one another 

through job transition. Join us 

for a meeting and gain the 

advantage in your job search. 

We are there to help you 

reconnect.  

 

 

Think  

Spring ! 
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Improve Your network 

connections 
 

With the new year comes an oppor-

tunity to enhance and improve your 
contacts and connections.  Certainly 
this would be a nice New Year reso-
lution to make come true—a Net-
work of contacts effectively helping 
you reconnect. 

 

The first step to improving your net-
working connections is to analyze 
the connections you have and don‟t 
have.  Review the names, titles and 
their ability to connect within your 
occupation and your industry. These 
are what are known as Key Contacts 
— those directly related to your 
target job and type of company. A 
rule of thumb is to have at least 50% 
of your contacts in these categories - 

 

A. Similar and/or superior occupa-
tion to yours—but in the same 
field. 

B. Person within the industry in 
which you are trying to pene-
trate, who has some industry 
recognition or influence 

C. A person who has or is cur-
rently working in a company 
you want to connect with. 

 

Focusing your networking on key 
contacts will raise your success level 
appreciably since they have an af-
filiation to your targets in some way 
that is meaningful. 

 

While other contacts can be helpful, 
those who have the traits mentioned 
above can be by far more beneficial 
to your careering objectives.  

 

As you go from group networking to 
group networking, ask if anyone 
knows a person with a similar job 
title to yours. Or, know of a person 
within the industry you „d like to 
penetrate, or a contact in one of your 
six to eight target companies.  Pur-
suing these individuals will give you 
rewards far greater and quicker than 
trying to get there around the moun-
tain. These people can help you get 
STRAIGHT up the mountain. 


