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Captains of Industry 
Speak... 

“This is NOT just a book about getting a job. This book is about building a foundation of 
success for your entire life. The priceless wisdom sits in each chapter like your own 
private mastermind group of personal coaches and consultants that exists only for the 
purpose of making you a success. Don’t just think about buying this book. BUY IT 
NOW. Don't just buy this book. READ IT.  

Don't just read this book. PUT THIS POWERFULLY EFFECTIVE ADVICE TO 
WORK FOR YOU NOW! AND WATCH YOUR LIFE BECOME SUCCESSFUL.” 

MASTER TRAINER 
Stephen Reynolds 

Stephen Reynolds Seminars International 
 

"If you are the kind of person who loves to serve others, you will be well served by 
reading this new book. When you sell yourself, you are selling a promise to serve other 
people well. Keep that promise and watch your business grow.” 

Ron Kaufman 
Author, UP Your Service! 

Founder, UP Your Service! College 
 

“Packed with meaningful information to grow your professional career, this book is 
worth a thorough read.” 

Dr. Nido Qubein 
President, High Point University 

Chairman, Great Harvest Bread Co. 
 

“No one should remain jobless after reading this book”. 

Murtaza Hashwani 
Chief Executive 

Pearl-Continental & Marriott Hotel chains, Pakistan 
 



    

  

”I’ve had the good fortune of working with Ashraf and always believed that his huge 
reservoir of talent would shine in every endeavor. His insightful book is a very useful 
guide making executives realize and market their true potential in the highly 
competitive world.” 

Aftab Tapal 
CEO, Tapal Tea 

 

"A brilliant handbook for all professionals! Packed with invaluable advice and 
techniques, this book will help you build value in the most important piece of the sales 
equation - YOU. Highly recommended!” 

Mike Brooks 
Author of, The Real Secrets of the Top 20% 

 

“Ashraf has clearly articulated the first step to selling success. Once you understand the 
importance of ‘YOU’ in the selling equations, everything is possible.” 

Barry Siskind 
Author of, Selling from the Inside Out 

& 
Powerful Exhibit Marketing 

 

“Reading and applying the principles written in this book will help save the job-seekers 
of months of effort and load of frustration of rejections. It’s completely new and unique 
approach to enter the job market with the power of branding. It’s packed with ‘how-to’ 
tools. Extremely inspiring!” 

Dr. Ahsan Hameed Malik 
Director Marketing & Commercial 

Pakistan Cricket Board 
 

“The book is practical without fluff of exotic theories. Universities should make The Craft 
of Selling “Yourself” a part of their syllabus.”    

Siddique Shahid 
Noor Islamic Bank, Dubai 



    

  

“Ashraf Chaudhry in his book The Craft of Selling “Yourself”  has not only put in his 
professional life’s experiences but has also shared his academic learning which he 
acquired through the years due to his passion for reading. He has narrated only those 
experiences that he successfully tested during his career. 

I’ve in my life seen and browsed at a few self-help books. I've found them to be very 
academic in nature and have never had the desire to apply any of the suggestions given 
in the books, this book however is such that you’ll want to try all the recommendations 
made with the confidence that they’ll work. 

This book is a must read for all professionals who’re in the job market whether they’re 
starting their career or are in the middle of their careers, for those who’re close to 
retiring they should read to learn how to extend their career by putting together a Big 
Bang Letter ensuring an audience with the top man. 

The Craft of Selling “Yourself” is a good resource book which should be part of every 
library, personal and commercial”.  

Mohammedi Miabhoy 
COO, Tapal Tea  

“For me, this is not just a book based on information but there’s a whole lot of practical 
aspect to it as well. It very much shows that the author has had hands-on working 
experience in sales and marketing.” 

Muhammad S. Sajwani 
Director OSS, Telenor Pakistan 

 

“In today’s competitive job market, you really need to master the craft of selling your 
services. This is an excellent book on preparing young graduates for making a roaring 
entry in the job market.” 

Farooq Ahmed, Head of Sales 
UBL Funds, Pakistan 

 



    

  

“The Craft of Selling “Yourself” comes from the core of Ashraf’s heart and is the real 
essence of his experiences through which he morphed from being a loser to an extremely 
successful professional in the shortest possible timeframe. Knowing Ashraf for the last 
sixteen years and especially during the years of his bewilderment, I couldn’t point out a 
bit of exaggeration in what he has said in this book. I remain confident that this book 
will prove to be one of most invaluable contributions to the well being of young 
graduates – more specifically, business graduates.”  

Ihsan Ullah Ihsan, Head – Corp. Banking 
Pak Brunei Investment Company 

 

“Ashraf has provided a powerful tools kit to young aspiring graduates as well as 
corporate executives to catapult themselves to their ideal jobs.” 

Abdul Mateen Khan 
General Manager, Saudi Pak Bank 

 

“The Craft of Selling “Yourself” will help and inspire young graduates as well as senior 
executives to land on jobs they had been aspiring in the past.” 

Rizwan Munir 
Emirates Insurance Company, 

UAE 
 

“Ashraf has touched upon a very important subject which most of the experienced 
professionals often forget! It’s an exceptionally valuable guide for career professionals 
from internship to retirement and beyond.” 

Parvez Abbasi, 
Chief Executive, Mobilezone 

 

“This book will help you take the high road and transform your overall frame of 
reference - your attitude and assumptions towards ‘selling’ your most valuable product 
that is YOU. A must to own. A must to read. It is a shield in current recession.” 

Tosheeba Sarwar 
Entrepreneur, Trainer, Headhunter 

COO, Experiences – www.experiences.com.pk  
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Introduction 
“The future never just happened. It was created.” 

WILL & ARIEL DURANT 
The Lessons of History 

 
uring our entire life, we’re engaged in one of two sorts of activities; either we’re selling 
something or we’re sleeping. The Selling in life starts with first ‘cry for milk’ of the baby 
and it continues till…….. 

Daily reminding of the parents to the kids that they come straight home once the school is 
off; teacher’s instructions to students to observe class discipline; wife’s clamoring that you don’t 
stay late; doctor’s prescription to the patients; lawyer’s arguments in the courtroom; boss’s daily 
‘pep talk’ to achieve objectives; preacher’s sermon from pulpit  is all selling. Throughout history, 
army commanders sold their strategies and war plans to soldiers; prophets sold words of God to 
humanity; philosophers sold their philosophies to people. 

Despite the fact that we’re all salespersons, the words ‘sell’ and ‘salesman’ aren’t very much 
exalted words. The first impression that comes to mind when the word ‘salesman’ is heard is that 
of manipulator, high pressure and twisting of facts etc. In fact, selling is nothing but persuasion, 
influencing, convincing and communicating.  

One of the most crucial but equally neglected areas of our life is realizing our innate talent 
and skills and passionately selling them in the marketplace at premium. 

In the group photo, your eyes anxiously look for your own picture; whenever you get hold of 
the pen, most of the time, first thing you write is your own name; your eyes will immediately 
spot your name on billboards, in newspapers or on television screen, all these illustrations show 
that you’re the most important person in your life and your skills and competencies are the most 
gifted and valuable product. 

Sometimes, we fail to sell our most valuable product in the job market and sometimes we 
under-sell ourselves. Rare are the individuals who systematically plan to invent and package 
themselves to sell to the best and the highest bidder. 

The basic purpose of writing The Craft of Selling “Yourself” is to enable the present and 
potential corporate executives take stock of their skills and competencies and help them package 
themselves in such a palatable way that they find their true place in the corporate world.  

D 



    

  

The Craft of Selling “Yourself” isn’t about ‘Hard Sell’ rather it’s about ‘Heart Sell’. First, your 
own heart and mind should be convinced on yourself before you jump in the market place to 
convince and persuade someone else. If you’ll not buy yourself, then who will buy you?  

I believe the book will change your entire perspective about job-hunting process. I’d 
passionately welcome your feedback and success stories. 

 

Ashraf Chaudhry 
ashraf@ashrafchaudhry.com 

www.ashrafchaudhry.com   
www.linkedin.com/in/ashrafchaudhry 
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Chapter 1:  
A ‘Loser’ Catches the Train 

“Our greatest glory is not in never falling 
but in rising every time we fall.” 

CONFUCIUS 
 

fter experiencing a major setback in his professional life, he found himself on the  
crossroads. During the last two years, he’d depleted all his savings. He borrowed  
Rs*. 7000 from his childhood crony; took a public bus from his far-flung village of rural 

Punjab—one of the four provinces of Pakistan; set off to the cosmopolitan city, Karachi, to start 
his career afresh. He boarded Karachi-bound train from Multan, a smaller city situated at 100 
kilometers from his small town. 

A few minutes after boarding the train, he found that some pick-pocket had stolen away all 
his money. He was rendered penniless. The rail ticket luckily was in the front pocket of his shirt. 
The boy had two choices…..either to go back to his home to arrange more bucks or continue his 
journey despite all odds and odysseys. He opted to move forward, come what may.  The train 
sprinted towards Karachi blowing ominously echoing whistles in the horrifying darkness and 
chilling cold of December night.  

The boy, lost in varied thoughts, kept lying on wooden berth of economy class with his head 
perched on a small bag having shriveled clothes and some books inside. The gushes of cold air 
loaded with sand and dust entering through cracks and crevices of the rail cabin were 
multiplying the pain of journey.  It was morning when he reached Sukkur, a city located on 
mighty Indus River and still nine to ten hours journey remaining to reach destination. He sold his 
watch for Rs.50 to one of his fellow-travelers to buy some loaves of bread along with a cup of tea 
to suppress his pangs of hunger.   After eighteen hours of grueling train journey, this 30 years old 
man landed in Karachi with ruffled hair and messy clothes and carrying the agonizing load of 
past failures, strenuous setbacks, frustrations and high expectations of his rickety parents; took a 
taxi from railway station buzzing off straight into the house where his bachelor friends of 
university days were staying. Stepped into the house and finally managed to stabilize his 
derailing steps; being conscience of his frail position as a penniless he suppressed his inflated ego 
and placed a meek request to his friends to pay off the taxi fare on his behalf. 

 

                                                           
* Short form of Rupees, currency of Pakistan. 

A 
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His friends welcomed him; offered him all sort of moral, material and professional help. Next 
evening he discussed with friends his possibilities of job. He took résumé from one of his friends 
and wrote his own résumé copying the style; in a week’s time, he sent out around 50 résumés to 
HR departments of all major potential employers; flipping through the papers, responded to all 
job advertisements. One month, two months, three months flew away. All sweating endeavors 
turned into fiasco and the result was zero. He visited the office of his old friend and sought his 
help; in a few days he got a trivial job with some marketing research agency. His search for the 
job remained in full throttle. He was struggling like a fly trapped inside the car that keeps on 
bouncing her head against the windscreen and never looks around to find other ways to get out 
of the prison.  

But only Allah Almighty knew that his adversity was subtly taking him to a discovery of 
ideas which are so priceless and which are so invaluable. As Napoleon Hill says that ‘every 
adversity carries with it seeds of equivalent benefits’, it was a defining moment of his life when 
he’d a paradigm shift about an entire process of job hunting. His area of interest was Sales & 
Marketing and he was looking for a job in Sales & Marketing field. One late night when he was 
twisting and turning, he put a question to himself that if he couldn’t sell himself in four months’ 
time how could he sell the inanimate products of a company. With this intriguing question, the 
ideas started pouring out. 

Thoughts started flashing in his disturbed mind that in order to push any product in the 
market place, you need to apply the principles of “Sales Management”; and to create pull on your 
product, you need to exercise the principles of “Marketing Management”. And he realized that so 
far he’d been violating the principles of Sales as well as Marketing Management. “Enough is 
enough. Dude, go back and read books on Sales and Marketing. Refresh your knowledge and 
read with a new perspective. First, try to absorb the principles. Apply those principles in your 
own life. First sell yourself.” He said to himself. 

What a great question that he raised to himself!  

 

“If I can’t sell myself in four months’ time  
how can I sell the inanimate products of a company?” 
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For the first time in his career, he considered himself a brand, before that he was a 
commodity. Instantly, he made a fundamental decision of de-commoditizing himself; and it was 
a strategic marketing decision. In order to evolve as a brand and promote himself like a brand, he 
started thinking like a Brand Manager. In a month’s time, this broke and unhappy person was 
literally working as a Brand Manager for one of the largest confectionary companies in Pakistan. 
Afterward, as a part of branding strategy, he invested so heavily in his Brand Equity that his 
employers failed to retain him. In five years’ time, he re-positioned himself four times and with 
each repositioning, he changed his target market. He changed four customers! He increased his 
price by 1000%!! Changing four jobs in five years broadened his horizon. What a joy of changing 
jobs and industries!! In five years: 

• He worked for a blue-chip tea company. 
• He worked for five star hotel chains. 
• He worked for telecom giant. 
This story isn’t of someone else; this is my own story….a true story…..a real story……not 

even a speck of exaggeration…… What a difference eight years can make in one’s life? A ‘loser’ 
boy of 2000 is unbelievably blessed and incredibly lucky man of today. God has given him what 
not during this period? 

I’ve been a practicing human being for the last 39 years. I’ve experienced excruciating times 
in life. My own story is a story of motivation and inspiration for those who face insurmountable 
challenges but have the burning passion of wriggling out of the morass of abject circumstances 
and want a transition from mere survival to significance in life. I retired from the position of 
General Manager from WorldCall Group, one of the largest business conglomerates of Pakistan, 
to dedicate my rest of life to share with others what I learnt in my 39 years of tumultuous 
personal expedition and 15 years of turbulent professional voyage. The Craft of Selling “Yourself” 
is my first attempt to help corporate executives sell their skill-set in the market place at premium. 
Every loser will catch the train of life after reading this book. 

“The essence of greatness is the ability to choose personal fulfillment in circumstances  
where others choose madness.” 

WAYNE DYER 
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Chapter 2:  
Job Hunting and Selling 

“Treat a job hunt like a personal development project 
and be the project manager.” 

PENELOPE TRUNK 
The Brazen Careerist 

 
ajority of the graduates, treading the beaten trail, think that making résumé and 
sending out to potential employers is all that’s required to be on the job. A little effort 
is done to even customize the résumé and the Cover Letter. I’ve screened thousands of 

résumés and Cover Letters in my one and half decade career. It was really very frustrating to see 
words like ‘Metric, Martial, and Carrier etc’ in résumés and sentences in Cover Letters like ‘ I’ve 
come to know through reliable sources that a vacancy is lying under your kind control. If I was 
given a chance, I’ll leave no stone un-turned to satisfy you’. All such résumés and Cover Letters 
fast track to their true place and that’s the recycle bin. Successful people don’t sit on haunches, 
waiting for miracles to happen. They make miracles happen. 

Job hunting is nothing but selling 
Job hunting is similar to selling anything. It’s selling of one’s skills, ideas, time, talent, 

energies and expertise. It’s like being available for value addition as any other product does; and 
in return you get paid in cash and kind. 

“Throughout your life, no matter what course it takes, you’re going to be called on to convince others 
to accept a product or a concept.” 
VICTOR KIAM, GOING FOR IT 

 
Sales force of any organization is like a backbone in the body. Nothing happens in the 

company unless sales process is set into motion for ultimate conclusion. Things will come to 
screeching halt if selling activity isn’t on the forward move. The success or failure of any 
organization depends upon success or failure of its sales activity. 

Sales is the starting point and the ending point of all enterprise and industry. Sales persons 
are the breadwinners of any organization. They’re the flag carriers; they’re the torch bearers; 
they’re the trail blazers; they’re the movers and shakers of any company. 

There’s no special breed simply born to be called as sales people. Selling isn’t in the DNA or 
the genes. Sales people are made. It’s the eternal discrepancy between ‘nature’ and ‘nurture’; 
something that’s not necessarily innate in you, but can be successfully implanted provided you 

M 
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fervently intend to germinate it in you. Sales is a craft and just like any other craft, it can be 
taught, learned, practiced and eventually mastered.  

You’re the CEO of YOU, INC. 
 

“The whole theory of the universe is directed unerringly to one single individual—namely to You.” 
WALT WHITMAN 

 
Treat yourself like an enterprise. Your skills are your product and service. And you’re CEO 

of You, Inc. CEO’s job is to sell all the time. He has to sell change; he has to sell his ideas; he has 
to sell his vision and he has to sell his image. CEO is the Chief Selling Officer. You need to bring 
out your entrepreneurial skills to push yourself forward on the course of life. 

Starting a job hunting process is similar to launching a product or service. The only difference 
is: here you’re a product; you’re a brand; you’re a product manager; you’re a brand manager; 
you’re a sales manager. You’ve to position yourself. You’ve to bring out your Unique Selling 
Propositions. You’ve to craft your own marketing strategy. You’ve to open your own channels of 
distribution to make yourself ‘on-the-shelf’. You’ll press the launch buttons. For more 
elaboration, let me draw the comparison between job hunting and product launch. 

Comparison between job hunting and product launch 

Job Hunting Product Launch 
Big Bang Letter Advertisement 
Résumé Brochure 
Cover Letter  Sales Letter 
Response Pull 
Unsolicited letters/calls Cold Calling 
Interview Sales Call 
References Celebrity endorsements 
Maneuvering/approaching Hard Sell 
Networking References 
Salary negotiation Price negotiation 
Follow up Push 
Offer Letter Purchase Order 
Internship Free Sampling 
Probation Product trial 
Job advertisements by employers Tender notices by companies 
Professional degrees Certifications (Like ISO) 



Chapter 2: Job Hunting and Selling   7 

  

Navigating the turbulence 
Today’s job market is very uncertain and unsteady. Times are really challenging. You’ll face 

turbulence down the course. It’s buyers’ market. Buyers or employers have balance of the market 
tilted in their favor. But same is the case of so many other products that you consume from dawn 
to dusk. Here come your skills, your ingenuity, your finesse and your craftsmanship. How you 
plan your flight in the midst of turbulence will determine your success or failure.  

When asked why Sony Corporation had been so successful, Chairman Akio Morita said, "We 
never follow. We do what others don't." That’s the essence of marketing: going where others aren't!  

Most job-hunters confine themselves to traditional approaches like answering wanted ads 
and working with recruiters. That’s fine, but that’s where your competition goes too. Anyone 
who tries something fresh and different—but not idiotic—will have a big edge.  

The idea of personal branding 
The idea of writing this book popped up in my mind four years ago when I was employed 

with Hashoo Group Hotels of Pakistan as Corporate Manager Marketing & Communications for 
the five star chains of Pearl-Continental and Marriott Hotels. I started relating the marketing stuff 
of Philip Kotler of MBA days to the concepts of personal branding. I’ve been thinking non-stop to 
conceive, gather and organize the material to make it meaty and meaningful. The reading and 
applying the concepts will save the young graduates from countless hours of labor and 
wrenching frustration in the course of job hunting.  

Just as large companies cultivate their corporate brands, professionals can and should do the 
same for themselves. In fact, personal branding is becoming increasingly essential to professional 
success. Today, people want to buy brands—unique promises of value. Personal branding helps 
you put yourself ahead of the pack. And each of us has what it takes to be strong brand. 

Personal branding is a way of clarifying and communicating what makes you different and 
special—and using those qualities to guide your career. It’s about understanding your unique 
attributes—your strengths, skills, values and passions—and using them to separate yourself from 
your competitors or peers.1 

“What makes us unique makes us successful.” 
William Arruda 

SWOT analysis 
SWOT, which stands for Strengths, Weaknesses, Opportunities and Threats, is a useful model 

MBA students use to analyze the strategic positions of companies, brands or business units. 
Before launching yourself in the job market, you need to SWOTify yourself in a rigorous way, as 
this exercise will help you to position yourself in creative ways. 



8   The Craft of Selling “Yourself” 

  

How to undertake SWOT analysis2 
The model is a basic two-by-two table, with strengths and weaknesses laid out in the top two 

boxes and opportunities and threats in the bottom two. You've probably considered your 
strengths and weaknesses already, but the SWOT model takes it a step further by making you 
think about the external factors that bear heavily on the health and direction of your career. These 
factors -- mainly physical location, industry, company and profession -- signal potential 
opportunities and threats. Looking at the quadrants together can be a creative way to think about 
where you’re in your career and the directions you could take.  

To get an idea of what you could incorporate into your own SWOT chart, look at some of 
examples in each category:  

Strengths 
Strengths are your internal, positive attributes and selling points. You’ve some control over 

these factors, examples include:  

• Positive personal traits.  
• Relevant skills, competencies, knowledge and work experience.  
• A solid education.  
• A strong network.  
• Commitment, enthusiasm and passion for your field. 
• USPs/differentiators   

Weaknesses 
Weaknesses are your internal negative attributes. You’ve some control over these as well. 

Examples include:  

• Negative personal characteristics and poor work habits.  
• A lack of work experience or relevant experience.  
• A lack of education.  
• No network or a small one.  
• A lack of direction or focus.  
• Weak professional or career management skills.  

Opportunities 
Opportunities are uncontrollable external events that you can potentially leverage. Examples 

include:  

• Favorable industry trends.  
• A booming economy.  
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• A specific job opening.  
• An upcoming company project.  
• Emerging demand for a new skill or expertise.  
• Use of a new technology.  
• Referral to a high-powered contact.  

Threats 
Threats are uncontrollable external factors that may work against you and require you to take 

protective action. Examples include:  

• Industry restructuring and consolidation.  
• Changing market requirements and their impact on your employer.  
• Changing professional standards that you don't meet.  
• Reduced demand for one of your skills.  
• Evolving technologies you're unprepared for.  
• The emergence of a competitor, either to your company or to you personally.  
• A company decision maker who doesn’t like or supports you.  
An external factor can sometimes be both a threat and an opportunity. For example, the 

emergence of a programming language that replaces the one you know is a threat if you do 
nothing about it; it can be an opportunity if you commit to becoming one of the early experts.  

Do your own SWOT analysis 
1.  Draw a two-by-two grid on a sheet of paper.  
2.  In each quadrant, write out ideas in bullet-point form. Be as specific as possible.  
3.  Stretch your brain to come up with true insights. Take a break if you’ve to, and revisit 

your analysis when you're fresh. You should discuss your SWOT with your inner circle 
friends to get their views.  

4.  Edit. Delete repetitive ideas and sharpen less specific ones.  
5.  Analyze what it all means. Use the tool to:  

o Validate your current position.  
o Understand the skills, attributes and experiences you should emphasize and the ones 

you should downplay.  
o Brainstorm possible career directions.  
o Highlight opportunities to take advantage of.  
o Flag possible threats.  
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Determine possible actions.  
There’re four types of actions you could take:  

1.  Strengthening a specific skill or adding something to your strengths quadrant.  
2.  Minimizing or eliminating a weakness.  
3.  Pursuing or exploiting an opportunity.  
4.  Protecting yourself from threats.  
Revisit and update your SWOT chart periodically to add a level of sophistication and 

effectiveness to your career planning.  

Selling is the 2nd oldest profession 
To some minds, the very idea of downsizing oneself to the product or brand and selling may 

seem secular, profane and humiliating. In reality, we admit or not, we’re all products. We add 
value to families, communities, organizations and nations. I believe Selling is a discipline of 
divine and prophetic nature. Putting ideas across and persuading the people to think your line 
isn’t all selling? Selling is the 2nd oldest profession of the world and 1st oldest noblest profession.  

Take it as your flight manual 
This book will take you to the thrilling expedition of discovering your intrinsic strengths and 

packaging, promoting and placing them in such a palatable and enticing way that your potential 
customers (i.e.; employers) perceive you as answer to their prayers. This book isn’t about only 
making your résumés and writing Cover Letters. It’ll guide you on how to manage yourself like a 
brand. It’s manual of your flight plan. In the words of Brian Tracy, you need a flight plan to 
succeed. Just like an airplane pilot, you must make course corrections to arrive at your 
destination...your goals. When you learn to create your flight plan, your life will become a 
success. Like any good pilot, you need a flight plan that you file before you begin and that you 
use to guide you on your way. 

“Give a man a fish and you feed him for a day. Teach him how to fish and you feed him for a lifetime.” 
CHINESE MAXIM 

 
This book isn’t just for browsing and pleasure reading. The contents of the book are worthy 

of digesting, assimilating, absorbing and applying during the tumultuous journey of personal 
selling in an uncertain job market. 

A lion tamer must always be one move ahead of the lion, because if the time ever comes 
when the lion is one move ahead that will be end of his days as a lion tamer. Perhaps the secret of 
success lies in keeping ahead of one’s competitors.  

Having agreed that we all are products and potential brands, now we need to go one step 
further to brood on the entire spectrum of personal branding and selling. 



 

  

Chapter 3:  
Product Launch 

hitting the bull’s eye 

“The creation of something new is not accomplished by the intellect but by the play of instinct acting 
from inner necessity.” 

CARL JUNG 
 

he launch of any brand undergoes three phases………that’s:   

 1. Pre-launch phase  

 2. Launch phase  

             3. Post launch phase 

Creating the mastermind 
In pre-launch phase, we’ll start with the concept of creating and building mastermind group. 

What’s mastermind? Let me take you to the literal meanings of this important word as it carries a 
high impact on your world. 

What’s mastermind? 
According to Babylon Dictionary: Mastermind means:- 

v. engineer a plan; organize a plot; invent a scheme. 

n. genius; one who engineers an intricate plan; intellect of a mastermind. 

According to Concise Oxford English Dictionary:- 

Mastermind means:- 

 noun, a person with outstanding intellect.  

 a person who plans and directs a complex scheme or enterprise.  

 verb, be the mastermind of. 

Concise Oxford Thesaurus explains mastermind as:  

 verb, he masterminded the whole campaign: PLAN, control, direct, be in charge of, run, 
conduct, organize, arrange, preside over, orchestrate, stage-manage, engineer, manage, 
coordinate; conceive, devise, originate, initiate, think up, frame, hatch, come up with; 
informal be the brains behind.  

T 
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 noun, the mastermind behind the project: GENIUS, mind, intellect, author, architect, 
organizer, originator, prime mover, initiator, inventor. 

You’ll have the best discussion, the best discourse and the best explanation about 
Mastermind in the motivational classics The Law of Success and Think and Grow Rich by Napoleon 
Hill. Napoleon Hill (October 26, 1883–November 8, 1970) was an American author who was one 
of the earliest producers of the modern field of personal-success literature. "What the mind of man 
can conceive and believe, it can achieve”, is one of Hill's hallmark expressions.  

Napoleon Hill defines mastermind in his book The Law of Success as: 

“A mind that is developed through the harmonious co-operation of two or more people who ally 
themselves for the purpose of accomplishing any given task.”3 

I’ll explain the concept of mastermind by dwelling on its two characteristics. 

1. Economic characteristic 
2. Psychic characteristic 
The economic feature is obvious. Economic advantages may be created by any person, who 

surrounds himself with the advice, council and personal cooperation of a group of men who’re 
willing to lend him wholehearted aid in a spirit of perfect harmony. This form of cooperative 
alliance has been the basis of nearly every great fortune. Your understanding of this great truth 
may definitely determine your success in any aspect of life. 

The psychic phase of mastermind is much difficult to comprehend. Let me explain this way 
that when two minds in a spirit of harmony string together they weave a strand of an invisible 
and intangible force which may be likened to a third mind. This third mind is much more potent, 
stronger and intelligent in contrast to the solitary mind standing alone. Man’s brain is similar to 
an electric battery. It’s a well-known fact that a group of electric batteries will provide more 
energy than a single battery. 

Napoleon Hill very brilliantly illustrates the idea of electric battery in The Law of Success. The 
brain of human being may be compared to an electric battery in that it’ll become exhausted or 
run down, causing the owner of it to feel despondent, dejected, discouraged and lacking in 
“pep”. Who’s so fortunate as never to have had such feeling? The human brain, when in this 
depleted condition, must be recharged and the manner in which this is done is through contact 
with a more vital mind or minds. The great leaders are highly aware of the gigantic force of this 
“recharging” process, and, moreover, they understand how to accomplish this result.4   

When group of individual brains are coordinated and function in harmony, the increased 
energy created through that alliance becomes available to every individual brain in the cell.  

“A man’s chief business in life is to succeed”. 
NAPOLEON HILL 
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There’re certain pre-conditions for creating a mastermind group. 

• There should be an absolute absence of jealousy. 
• There should be an absolute absence of competition in the sense of winning at the 

expense of each others. 
• There should be an absolute absence of leg pulling, backstabbing and politicking. 
• There should be an absolute spirit of harmony, accord and synchronization, congruence 

and compatibility and singleness of the purpose. 
• There must be pure and clean intellect and intent. 
 

All mastermind members must be genuine and honest friends. Their exclusive objective and 
intention must be to deliver something to the group. When everybody gives, then as a natural 
corollary everybody receives. What goes around comes around in bucks and bundles. Life is like 
a boomerang; what we send comes back. The relation among masterminds is a heart-to-heart 
relation based on the highest degree of sincerity, purity and singleness of the purpose. These 
friendships can be genuine, soul-to-soul and not just circumstantial and symbiotic. 

Let me elaborate it with an example. If A and B each has a note of hundred rupees and A 
gives his note to B and B gives his note to A, as a result of this transaction they’re not better off. 
But on the other hand if A has an idea and B has an idea, A shares his idea with B and B shares 
his idea with A then both have two ideas. This idea sharing is only possible when masterminds’ 
objective is to enrich and enhance their mastermind group.  

Highly effective people are inter-dependent 
The 7 Habits of Highly Effective People by Stephen Covey is an epoch-making book. It’s 

international best-seller. It has impacted lives of millions of people around the world. I’ll 
recommend this book for all those who want to be highly effective in life. This book says that 
highly effective people are neither dependent nor independent. They’re inter-dependent people. 
They pool their talents and resources to multiply their strengths. They create synergies and 
optimizations. When masterminds join their brains together, they create synergies. What’s 
synergy? Synergy is 1+1= 11, 2+2= 22. 

There was once a contest held between two horse keepers on whose horse could pull the 
most weight. The winner pulled just over 9000 pounds; the loser horse pulled just less than 9000 
pounds. After the dust had settled and the owner got the bragging rights, someone came up with 
the question that sparked more interest. The question was, “Wonder how much both horses 
could pull together?” 

Interest was kindled and further hiked. They hooked up both horses and when they’d pulled 
all they could, jointly they pulled not 18000 pounds…..but over 30000 pounds! 
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That’s synergy! 9000+9000 = 30000 

When several forces work together in a spirit of unity and harmony, there arises a power 
that’s much greater than the sum of the individual powers.26 

In military terms, this is often called the principle of "concerted action." In business terms, 
your ability to work effectively and harmoniously with other individuals and groups is more 
responsible for your success than any other quality. 

Mastermind group will meet regularly to conduct: 
• Brainstorming sessions 
• Motivational sessions 
• Pep talk sessions  
• Confidence building sessions 
• Self-esteem building sessions 
• Ego-boosting sessions 

Product development 
You’re a product. A unique product. An excellent product. A marvelous, spectacular, and 

unmatchable product. You’re a born winner. You’re not ‘one in thousands’. You’re one in 
billions.  

You know the biological process of conceiving. There’s one egg on the female side; and do 
you’ve any idea that how many sperms are in the race to meet the egg?  

Hundreds? 
Thousands? 
Millions? 
Billions? 
Yes billions.  
Congratulations!! You’ve won the race; isn’t it amazing that you’ve already defeated   billions 

of your competitors? You’re born conqueror; you’re born victor; the killing instincts are in your 
DNA.  

Functional versus symbolic benefits 
So you’re the most precious, priceless and invaluable product. 

Like any product, you’ve functional, perceived and symbolic benefits. 

The function of a watch is to tell you the time; the function of Rolex is to tell you the social 
status of the owner. 
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The function of a car is transportation; the function of BMW is to cast prestige, position, 
esteem and eminence. 

The function of a hotel is to provide you lodging; the function of Pearl-Continental and 
Marriott is to give to your ego a dose of exclusivity, a treatment of exceptionality, a sense of 
superiority. 

You’re not just a watch; you’re not just a car; you’re not just a hotel. Instead you’re Rolex; 
you’re BMW; you’re Pearl- Continental and Marriott. 

Bob Marley, musician, singer-song writer, says: 

"I’ve a BMW. But only because BMW stands for Bob Marley and The Wailers and not because 
I need an expensive car." - 

Now the question arises. What’s that discipline; what’s that process; what’s that magic; 
what’s that witchcraft and sorcery that makes a watch ROLEX; that makes a car BMW; that 
makes a hotel Marriott. This discipline, this process, this magic, this witchcraft and this sorcery is 
called Branding. 

Branding is seduction 
“Branding ‘pre-sells’ the product or service to the user.” 

Al RIES 
 

Branding makes a cricketer Imran Khan; makes a social worker Abdus Sattar Eidhi. 
Muhammad Ali Jinnah becomes Quaid-e-Azam. When a poet becomes Allama Iqbal, it’s 
branding. Branding immortalizes a functional product; it makes the brick-and-mortar product 
look ‘larger-than-life’.  

Branding adds appeal, enchantment, glamour, charm, charisma and magnetism. It’s an art 
and science of SEDUCTION.  It’s an art and science of creating a world of fascination and an 
atmosphere of allurement and an aura of attraction. It’s an art and science of enthrallment.  

In military realm, Branding is like blitzkrieg and aerial bombing and Selling is physical 
capturing of the territory. As after blitzkrieg, physical capturing of territory is made possible, 
similarly branding makes the selling easier. Branding captures the mindscape (while Selling 
captures the landscape). 

What’s brand? 
A Brand is a promise……. a promise of fulfilling the dream; a promise of making you 

exclusive; a promise of ensuring your prestige; a promise that you’ll not be taken lightly; it’s an 
answer to your unheard hushed up prayers; it’s a solution to your problems. It’s promise to add 
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value to your life and at the parallel tract a definite promise of magnifying the possibilities of 
adding value into others life. 

Brand doesn’t only tell you the time; it tells WHO YOU ARE!! 
Brand doesn’t only give you transportation; it gives mileage to your personality. 
Brand doesn’t only give massage to your body; it massages your ego.  
Water quenches your thirst; but Coca Cola is “Maza Zindgi Ka”.* 

Positioning 
What’s that phenomenon that makes a watch a symbol of social status; that makes a car a 

symbol of esteem and eminence; that makes a hotel a place of massaging your ego? How you 
differentiate yourself in the mind of your prospect is called Positioning.5 Positioning a product in 
a prospective customer’s mind is still the most important strategy in business.  The word is 
probably the most buzzing word in the arena of marketing. Positioning starts with a product. A 
piece of merchandise, a service, a company, an institution, or even a person. Perhaps yourself. 
But positioning isn’t what you do to a product. Positioning is what you do to the mind of the 
prospect. That’s, you position the product in the mind of the prospect6. Positioning has changed 
the way the advertising game is being played today. Look at the following positioning statements 
of the companies.  

“Avis is only No.2 in rent-a-cars, so why go with us? We try harder.” 
“Rooh Afza, Mashroob-e-Mashraq”. 
When I was planning to join the Corporate Training Industry of Pakistan, I positioned myself 

as ‘Pakistan’s 1st Sales Trainer’; my hands-on experience of Selling of more than a decade had me 
convinced about this positioning statement. 

The basic approach of positioning isn’t to create something new and different, but to 
manipulate what’s already up there in the mind.7  

Lessons from movie Troy 
I can never erase from the canvass of my mind’s eye a doleful chunk from one of the most 

influencing movies Troy. Prince Hector (Eric Bana) is killed by Achilles (Brad Pitt) in a one-on-
one showdown; his corpse is tied with the back of chariot and Achilles drags it flaunting his 
sword; runs and rotates the chariot in jubilation by disgracing the dead body of Prince Hector; 
takes the body to his camp where he’s staying with Briseis (Rose Byrne) ... priestess cousin of 
Hector. King Priam (Peter O’ Toole), father of Hector, in the middle of night worms his way to 
the Achilles camp to beg his slain son’s body. Achilles is totally stunned when he comes to know 
that the old man is King Priam who has managed to snake his way to his camp. Achilles asks, 

                                                           
* Enjoyment of life 
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“How did you get in here?” What devastated King Priam says in response, only a king can say! He 
replies, “I know my own country better than the Greeks, I think.”  

Priam was king of Troy and he knew his kingdom better than Achilles or Greek armies. 
You’re king of your own personality. You know your terrain better than anybody else. If you 
know strengths of your personality, you can shoot your arrows straight to heel of any of the 
Achilles of your life. You don’t have to pretend what you’re not. All you’ve to do is to 
consciously know yourself, your own kingdom or in the words of Jack Trout ‘to retie the 
connections that already exist.”. This   conscious knowledge of your own mindscape will 
differentiate you among the pack. Now remember that earlier I wrote that you’re the most 
precious, priceless and invaluable product. 

You’re “one in thousands”? 
No! 
You’re ONE IN BILLIONS!! 
You’re a born winner; you’re a born conqueror; you’re a born victor. Killing instincts are in 

your DNA. 

Product versus brand 
A car is a product; BMW is a brand. 
A watch is a product; Rolex is a brand. 
A hotel is a product; Marriott is a brand. 
A candidate is a product; you’re a brand. 
A car is a means of transportation; a BMW is a symbol of exclusivity. 
A watch tells time; Rolex tells who you’re. 
A candidate seeks a job; you’re seeking to add value. 
A candidate is opportunistic; you’re an opportunity. 
A candidate is 9 to 5; you’re timeless. 
A candidate demands a sitting place; you’re space-less. 
A candidate demands more; you give more and hence get more. 
A candidate is an expense; you’re an investment. 
A candidate is a liability; you’re an asset. 
A candidate highlights problems; you look for problems to solve. 
A candidate sees stumbling blocks; you see stepping stones. 
A candidate just sees; you envision. 
A candidate only hears; you listen. 
A candidate tells; you communicate. 
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Now the question is how 
A car becomes BMW. 
A watch becomes Rolex. 
A hotel becomes Pearl-Continental. 
A social worker becomes Abdus Sattar Eidhi. 
A nun becomes Mother Teresa  
A cricketer becomes Imran Khan. 
A statesman becomes Quaid-e-Azam. 
A preacher becomes Dr. Zakir Naik 
This is possible by discovering, inventing and engineering…….  

Unique Selling Propositions (USPs) 
Rosser Reeves was an American advertising executive and early pioneer of television 

advertising. He was committed to making ads that were simple, direct, and often annoying. His 
most typical ad is probably that for Anacin, a headache medicine. The ad was considered 
annoying by almost all viewers but it was remarkably successful, tripling the product's sales. 
Reeves didn’t believe ads should reassure, entertain, or educate, he argued they should exist only 
to communicate the slogan. In several works of advertising theory that he wrote he advocated a 
rigidly scientific approach shunning artistry and creativity. He’s also notable for creating 
Eisenhower’s presidential ads for the 1952 election.8 

Rosser Reeves is the person who coined the word ‘USP’; he defined the word in two parts.9  

1.  Each advertisement must make a proposition to the consumer. Not just words, not just 
product puffery, not just show-window advertising. Each advertisement must say to 
each target customer: “Buy this product, and you’ll get this specific benefit.” 

2.  The proposition must be one that the competition either can’t, or doesn’t offer. It must be 
unique……either a uniqueness of the brand or a claim not otherwise made in that 
particular field of advertising. 

The proposition must be so strong that it can move the mass millions (i.e., to pullover new 
customers to your product). 

USPs are differentiators 
USPs are the differentiators. They differentiate BMW from cars on the roads; Rolex from the 

wrist watches; you from run-of-the- mill candidates. USPs make you a garden variety rather than 
a wild weed.  



Chapter 3: Product Launch   19 

  

When I was writing The Craft of Selling “Yourself”, I started thinking that in what way this 
book will be different from thousands of books written on this topic. Various USPs came to mind 
but the one that really created stir was that of getting connected with readers at personal level. If 
you buy the book, you may get your résumé critically reviewed by me free of cost. You may call 
me to discuss contents of the book and having your questions answered.  I’m so confident and 
proud of my work that it’ll create a paradigm shift in the arena of job search. I’ve googled the 
internet; I don’t see many authors courageous or creative enough to give such facilities to its 
readers. Therefore, this is the Unique Selling Proposition of The Craft of Selling “Yourself”. 

As a corporate trainer, my USPs make me stand out. First, I’m Pakistan’s 1st sales trainer with 
hands-on sales experience. Second, I’m Pakistan’s 1st sales trainer who gives money back 
guarantee and probably one of the few trainers worldwide who give money back guarantees. 
Don’t you think, my striking USPs differentiate me from other trainers? 

Mobilink doesn’t sell cell phone connections by sending a flyer to millions of Pakistanis and 
having employees call contacts. Telenor also does not just carpet-bomb the market with flyers 
and leaflets and wait for miracles to happen. Standard Chartered Bank does not sell credit cards 
that way. In fact, the successful companies invest in product development and create 
differentiated products, tailor the products to fulfill specific needs of customers and promote the 
products with conviction. 

Your buyers (employers) choose the best candidate from available pool. Choosing among 
multiple options is always based on differences, implicit or explicit. Psychologists point out that 
vividly differentiated differences that are anchored to a product can enhance memory because 
they can be appreciated intellectually. In other words, if you’re advertising a product, you ought 
to give the consumer a reason to choose that product.10   

Building your brand equity 
You go to a super store, walk down the lanes and pick Tapal Danedar. You switch on your TV 

and search for GEO. You call your newspaper hawker and ask him to drop daily Dawn. 

What’s common among Tapal Danedar, GEO and Dawn…….strong brand equity. Brand 
equity helps the consumers to make decisions quickly. It saves us from hit and trial.  

You’re also a brand. In order to get noticed and picked up quickly, you need to build your 
brand equity. Following are the steps to build your brand equity. 

1. What’s your vision and mission? Define your values and goals. Draft a long-term 
statement about your destination. 

2. What’s your value proposition? Define your unique offering. Review your personal 
characteristics, strengths and weaknesses to find out the type of professional you want to 
be. 
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3. Who’s your target audience? Determine and find the audience that fits your values. 
Determine the audience that needs your unique offering. 

4. What’s your brand promise?  
5. How will you give horn to your brand? 
 

Decomoditize yourself 
The era of commodities is over and gone with the wind. So stop commoditizing yourself.  

Become a brand and become an experience. 

Show that you’re unique. 

Look that you’re unique. 

Make people feel that you’re unique. 

Become someone’s need.  

Become indispensable for someone. As says Robin Williams (Mr. Keating): 

"Carpe diem. Seize the day, boys. Make your lives extraordinary." 
MOVIE, DEAD POETS SOCIETY 

 
Discover your USPs and differentiate yourself. Look larger-than-life. Shed the image that 

you’re a candidate looking for a 9 to 5 job. Throw away the image of mediocrity.  

Toot your own horns 
“Don’t tell people how good you make your goods. Tell people how good your goods will make 

them.” 
KENNETH M. GOODE 

 
Communicate to your customers, your potential employers that you’re not just looking for a 

job; you’ve magic wand that will add value to their organization. Tell them that you’re 
DIFFERENT; you’re a different breed; that you’re a garden variety. You’ve not grown just by 
chance. Tell them that you’re impeccable; you’re immaculate; you’re spectacular; tell them you’re 
stunning and marvelous person. 

Tell them that you’re not just a clock-watcher and baby sitter; tell them that you’re timeless 
and spaceless person. 

“Where there is a will, there is a way to differentiate”. 
JACK TROUT 
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Packaging 
After having developed the product and discovered the USPs, there comes a stage in the 

process of launch that we call packaging…..a very important step that alone can make or mar the 
product.  

Marketing literature defines packaging as "all the activities of designing and producing the 
container for a product." It’s usually taken as the wrapping material around a consumer item that 
serves to contain, identify, describe, protect, display, promote, and otherwise make the product 
marketable and keep it clean. But in reality packaging gives the perception of the product being 
good or bad, being excellent or inferior; being marvelous or mediocre, being superior or 
substandard, being classic or commonplace, being sensational or superficial, being stunning or 
shocking, being terrific or terrible, being impeccable or usual, being ultimate or un-remarkable, 
being immaculate or erroneous, being original or imitative, being fascinating or frustrating and 
the rule is “Perceptions become reality” ultimately. Products are experienced later on, first they’re 
perceived in the minds. Packaging creates the perceptions. 

Managing image 
You must have heard the cliché that “1st impression is the last impression”. This remark, 

whoever made in history, is 100% proven and tested and tried for centuries.  

You never get a second chance for making the first impression. 
The word ‘IMAGE’ represents the qualities of a confident professional: ‘I’ is for Impression, the 

first and lasting impression you make on people; ‘M’ is for Movement, basically how you carry 
yourself including your posture and body language; ‘A’ is the most important ingredient and it 
stands for Attitude, the thoughts you feed your mind with; ‘G’ goes for Grooming, your dressing 
and personal hygiene; and ‘E’ is for Etiquette.11 I’ll relate here a significant instance of the 
perfumery business. In market there’re literally thousands of brands of perfume and body sprays. 
If you start using every brand, you’ll take years and years to experience the fragrance of each 
perfume. By the time, you finish experiencing the last brand; you’ll forget the fragrance of first 
brand. And you’ll never ever be able to make a purchasing decision. It’s the packaging, it’s the 
name, it’s the slogan, it’s the logo that makes any particular brand our favorite brand. Experience 
comes later. We experience later what we perceive earlier. Do you remember the names of 
perfumes: Ecstasy, Mirage, Illusion, Delight, Heaven, Pleasure, Bliss, Mate, Sensation, Court, 
Whisper, Elation  etc. the very names create beautiful perceptions in the minds.   
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Young lady or an old woman? 
 

 
Some see in picture a beautiful young lady and some an old woman. It’s all perception. And 

don’t forget the basic premise that job hunting is equal to launch of the product. 

How your clients, how your customers, how your employers will perceive you, will become 
your ultimate reality. 

Two shoe salesmen find themselves in a rustic, backward part of Africa. The first salesman wires 
back to his head office: ‘There is no prospect of sales. No one wears shoes here.’ The other salesman 

wires: ‘No one wears shoes here. We can dominate the market. Send all possible stock.’ 
William Davis 
The Innovators 

 



 

  

Chapter 4:  
Dress for Success 

A person’s clothing is often a medium of communication, expressing style and personality type. 
Should you be judged by what you wear? Perhaps not, but the reality is, of course, that you’re judged. 

 

mong the first things people notice about you is the way you dress and the way you 
groom yourself. It’s an intact reality that prior to the winking of one’s eye even your 
dress promptly reflects your entire personality. It no more remains a means of 

enveloping your corporeal frame, but indeed becomes an index of your entire being. It mirrors 
your personality. It reveals your clandestine and gets your inside out. It’s more like the lustrous, 
captivating and enticing cover of the perfume that speaks for the quality packed inside. It’s the 
shortest key to your ultimate success. 

Many highly creative people affect a casual indifference toward their personal appearance, 
but in reality, they’re making a purposeful statement.  They’re saying, in effect, "I'm so good at 
what I do that I don't have to dress for success." 

Henry David Thoreau was such a person. "Beware of all enterprises that require new 
clothes," he wrote. 

If you plan to spend your life in the seclusion, follow Thoreau's advice.  If you want to make 
it to merciless corporate world, pay careful attention to the clothes you wear and the visual 
impact you’ve on others. 

When dressing for the corporate world, follow the standard advice: Dress for inclusion.  Look 
at what the people one or two steps up the corporate ladder from you’re wearing and be guided 
by their tastes. That’s about the closest thing to universal advice that can be given in the realm of 
dress.  Fads and fashions come and go, and what’s in today may be passé tomorrow.   Wherever 
you’re -- in Lahore, Karachi, Mumbai, London or Sydney, or Singapore or Luxembourg -- follow 
the fashion lead of the successful people in your business. 

The perennial choice for the corporate executives is the gray or blue suit, with lighter shades 
in warm weather, darker ones in cool weather. Brown suits are generally regarded as less 
authoritative than blue or gray ones. 

Women have greater latitude for individuality in fashions, but the general rule still applies.  
In most businesses, it's best to avoid extremes.  Seductive or coquettish outfits may draw 
admiring stares, but they won't enhance your reputation as a corporate woman. The same 
standard advice for ladies as well: Dress for inclusion.  Look at what the ladies one or two steps 

A 
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up the corporate ladder from you’re wearing and be guided by their tastes but in all cases your 
taste should be steered towards a modest dress that compliments and supplements your 
personality. 

Solid colors in women's clothing convey a message of seriousness and character.  Plaids and 
prints are more whimsical.  Different colors flatter different women.  Find your best colors and 
stick with them. 

Shoes should always be shined and in good repair. Adlai Stevenson, the American statesman, 
may be remembered for the famous photograph showing the hole in the sole of his shoe.  But he’s 
also remembered as the loser of two presidential elections.  

“Mama always said you can tell a lot about a person by their shoes.” 
TOM HANKS, AS FORREST GUMP IN THE MOVIE, FORREST GUMP 

 
If your job calls for a briefcase, invest in top-quality.  It’ll contribute strongly to your image of 

success.  If you need to have a pen in your breast pocket, make it a high quality and attractive 
one. Avoid cheap plastic pens, and never wear pocket liners for pens.  

For men, beards are a matter of taste and religious conviction.  Make up your mind whether 
you want one.  Don't go around looking as if you've forgotten to shave for the past couple of days 
and avoid having stubble that awards a haggard look. It may work for a Hollywood or Bollybood 
actor or the leader of a stateless people, but not for corporate community.  If you choose to wear a 
beard, keep it neatly trimmed. 

Both men and women should avoid extremes of hairstyle.  Again, use the look cultivated by 
the most successful people in your field as a guide, and adapt it to your own physical features. 

Whole idea is that with your dressing you should look very special and distinguished person. 
If you’re waiting at reception and there’re 4-5 other people waiting there, you should look 
different, you should look special, you should look that you’re the person who came for the sales 
call (interview). 

Long time ago, I read somewhere that it never hurts to be formal unless you’re strolling on a 
beach. Formal dressing is the safest dressing.  

As an interviewee, you must be exceptionally sensitive to the dress codes. As a serious and 
success-conscious potential corporate executive, you must broadly know the dress codes of 
different companies and industries. You must know that if you’re going to Levi’s for an 
interview, you better dress yourself in Levi’s. 
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Let me encapsulate the broad guidelines.  

Suiting  Dark colors like black, grey, dark blue 
Shirts    Dress shirts, white or blue, preferably plain 
Cufflinks Black, Blue, Golden 
Ties Red, or any dark color 
Shoes Black, shiny, polished. 
Socks Must match with suit 
Handbag Sleek, black or brown 
Deodorant Light 
Beard/moustaches Neatly trimmed 
 

I’ll recommend a book The Professional Image by Susan Bixler for further reading on image 
enhancement dressing. 

Once you’re finished with your packaging, there comes a stage of designing your marketing 
communication tools. The decision about marketing communication tools depends upon your 
target market. If you’re a mass-market product, you use tools that can reach large number of 
people like Above-the-Line communications etc. If your target market is a select group of people, 
your marketing communication tools are different. In your case, you need to design. 

• Big Bang Letter 
• Résumé 
• Cover Letter 
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Chapter 5:  
Big Bang Letter 

“Doing business without advertising is like winking at a girl in the dark. You know what you’re 
doing, but nobody else does.” 

STEUART HENDERSON BRITT 
 

hat’s Big Bang Letter? It’s single page letter and it plays the role of your advertisement 
or commercial. It’s scripted on marketing principle called AIDA. 

What’s AIDA Model; the entire marketing communication tools are based on this 
principle. 

Gain Attention 
Hold Interest 
Arouse Desire 
Elicit Action 

Big Bang Letter is a rifle shot 
If Big Bang Letter is well thought-out and creatively scripted, it can be as effective as a rifle 

shot aimed directly at its target.  

There’re certain rules to develop Big Bang Letter. 

Dramatic 
Attention-grabber 
Spontaneous 
Creative 
Spellbinding and hypnotic 
Must tell who you’re and what your USPs are 
Unique/different  
Must arouse to action 
 

Creative writing is an art and worthy of learning. Recently, I happened to read a marvelous 
book Hypnotic Writing by Joe Vitale, and I must recommend it for all those who want to influence 
others with writing. 

W 
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Big Bang Letter is a hooker 
Big Bang Letter must start with an attention-grabber to hook attention of the reader, like  

“When I was a five years old kid………………” 
“My granny used to say……………………….” 
“You must have read about Abraham Lincoln……” 
“What if I tell you………………………………” 
The idea behind Big Bang Letter is that it should start in such a way that reader has no other 

choice except getting hooked to it until the last line is finished. You assume the role of a magician 
casting lavish spell through the medium of gripping words. 

Conventional wisdom built frustration in me 
I’ll share with you my own experience. 

As I narrated my tale in chapter 1, A ‘Loser’ Catches the Train, in year 2000 I had a severe 
employment crisis. Owing to certain career decisions, I was without a job. I was hunting job 
through all conventional methods. I was responding to every job advertisement in the papers my 
eyes caught a sight of. Every week, I was sending around 20-30 résumés to potential employers in 
response to advertisements appearing in papers. In four months, probably I sent around 100 
résumés to HR managers and I got only 3-4 interview calls from second rated companies…a 
response ample enough to damp the spirit of any feeble soul. 

The magma of frustration was now transforming itself in the form of volcanic eruption 
urging a slight jolt for its bursting. I, in many of my waking hours, placed myself inside the dock 
of my conscience facing a hundred questions and each time receiving no substantial answer that 
could rescue, shield and salvage me against the invading hostile circumstances; that can ensure 
me of my bright future; that can promise me that I’m still in control. There was hammering and a 
constant hammering on my conscience and that was endangering my own sense of proportion 
and mental equilibrium. I wanted to shout to the world that I’m in charge of my destiny;  I 
wanted to make them realize that I’m the same ‘chosen seed’; I wanted to affirm my abilities to 
them and at the top of all I wanted to re-establish myself with a more dignified identity. I 
strongly yearned to clear this distorted image of myself before me for I no more wanted to face 
myself held in the same phase. It was very painful to remain jobless for such a longtime. I started 
questioning my own abilities; I started criticizing myself; self-nagging was becoming my favorite 
pastime; my self-image was getting drained. I was destroying my own mind with poison of 
negative self-talk.  
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I was a classic example of “Negaholic”. Do you’ve an idea of who “Negaholic” is?  A 
“Negaholic” is a person who not only just harbors destructive negative thoughts but also enjoys 
them. “Negaholism” isn’t less than a syndrome or a disorder. It’s a serious disease that requires a 
disciplined therapy. I can’t draw a picture of gloom and depression that I was going through. 

“There is no sadder sight than a young pessimist.” 
MARK TWAIN 

 

The story of my Big Bang Letter  
Your Big Bang Letter is your advertisement that creates pull on you.  

In year 2000, I crafted my Big Bang Letter; I took two weeks to write a single page Big Bang 
Letter; I mailed it to 26 potential employers; it created a tremendous pull on me; got 16 responses 
in 10 days; took every interview as a Sales Call and exerted a tremendous push; had an order (job 
offer) on 15th day. 

It was a miraculous discovery; it was eureka. 

Big Bang Letter is different like every advertisement. The beauty of Big Bang Letter lies in its 
novelty and distinctiveness. Big Bang Letter is only scripted and crafted and can’t be copied or 
imitated or transcripted. If it’s copied, it’ll remain no more a Big Bang Letter; its bang, if any, will 
fizzle out. Its copy will make it a circular with no bang and beat at all.  

My Big Bang Letter 
Let me share with you the up-dated version of my Big Bang Letter. 

============ 
Dear Mr. ABC 

Sub: There’s more to people than meets the eyes 
This is neither a job application nor a junk mail! 

Then, what’s it? 

This letter is just an expression of sizzling desire of someone who, being an “out-of-the-box” 
thinker, visualizes wildly to work in an environment where creativity can be let loose and where 
professional prowess can be unleashed for value addition. 

My visible profile may not be that unique and powerful but the invisible profile will certainly 
make you listen to me with rapt attention. Around fifteen years of experience of Sales and 
Marketing (with companies like Caltex, Tapal Tea, Pearl Continental & Marriott Hotels, Worldcall 
Group) makes me professionally very sound. But that’s not end of the story………Prior to that, I 



30   The Craft of Selling “Yourself” 

  

dared to rise from the dusty streets of a far-flung village of Punjab and gatecrashed into the finest 
business school of the country (IBA) to earn my MBA degree. But that’s also not end of the story. 

I got my early schooling from traditional roofless and ghost schools of rural area but dared to 
pass the most competitive exam of Central Superior Services (CSS)! End of the story? Not yet! I 
belonged to a family where literacy level was lower than that of Pakistan (I being the first person 
to attend school)!! I’m truly self-fabricated (not just self-made)! I funded my entire education 
myself! How? Worth knowing!! You might be thinking that story has ended. But it has not…….. 

The purpose of writing such words as “dusty streets, ghost schools, self-fabricated etc.” vis-à-
vis “IBA, CSS, Caltex, Tapal, PC & Marriott” is to highlight certain attributes of my brand 
personality, converting stumbling blocks into stepping stones and scars into stars, for example. In my 
teens, I was rejected for a position of a waiter in Pearl Continental hotel and in my 30s I was 
Corporate Manager for more than half a dozen 5 star hotels! This is how this brand evolved. It’s a 
journey from nowhere to now here, from frustration to fulfillment. It’s journey from mere survival 
to stability, from stability to success and from success to significance. Is bend of the road an end 
of the road? Certainly not! 

This vibrant 38 years young brand (yes, I’m BRAND) subscribes to the views of Andrew 
Carnegie that anything worth having is worth working for. I’ve magnificent obsession of working for 
ABCD and this letter is an expression of that desire (first brick!). You might be thinking what my 
promise of value is. I definitely have certain sales & marketing ideas to add value to your 
organization but writing them here will make this letter lengthy. And after all you’re a busy 
person and your time is also very precious. At your convenience we can discuss things across the 
table. Like Highly Effective People (of Stephen Covey) we can create a win-win situation. Interesting? 
Intriguing? You’ll find me at 0092 300-8002 802. 

Looking fast forward to hearing from you. 

Yours marketingly 

Ashraf Chaudhry” 
P.S: Being a prized brand, I don’t believe in pushing and pestering. However, I’ll call you on your cell 

on coming Tuesday just to enquire if you’ve received my letter. 

.............................................................................. 
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Now tell me candidly, who will remain untouched and unmoved and uninfluenced by this 
letter……. 

Sometime back, I showed this letter to an advertising man, he said that even the best 
copywriters in Pakistan couldn’t write such a creative letter. 

In one go, I sent 26 Big Bang Letters in year 2001, response was 16 interview calls. Success 
ratio= 61%. 

My first interview was at 5 pm the very next day after dispatching the Big Bang Letter with a 
person no less than Chairman Export Promotion Bureau of Pakistan, Tariq Ikram. 

“Aha. Look what I’ve created. I’ve made fire.” 
TOM HANKS, AS CHUCK NOLAND IN THE MOVIE, CAST AWAY 

 

The beauty of Big Bang Letter is three fold: 
1.  Daring 
2.  Blunt 
3.  Spontaneous 

The bang of Big Bang Letter 
Tapal Tea is one of the best-managed Pakistani companies. Aftab Tapal, an enlightened 

marketing guru, is behind the success of this organization. I sent my Big Bang Letter to Aftab 
Tapal as well. He and one of his Executive Directors interviewed me for more than an hour. 
Within two days, he offered me a position in Marketing Department for brand activation and I 
worked for the company for two years. 

I wrote this letter to Salmaan Taseer, Chairman WorldCall Group, and later on Governor of 
Punjab (a province of Pakistan) and he immediately called his Director HR to contact me. I 
worked for the group for more than three years. 

It’s so simple. No rocket science.  

• It’s original; 
• It’s emotional;  
• It’s spontaneous; 
• It’s dramatic. 
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Kill with WORDS and not with SWORDS. 
The reader has no other choice except to be moved and subtly influenced.  

============ 
Dear Ashraf 

What a beautiful application!  I’d definitely like to meet with you but you’re in 
Islamabad and we’re in Karachi. So if you’d like to come to Karachi, I’d be only too 
happy to see you despite me being a 'busy person'. 

Regards, 

Saeed Haider 

(MD, J & P Coats Pakistan) 

============ 
Thanks Ashraf for your creative letter.  

We’ll need sometime to review your e-mail / credentials, and if there is any interest, 
we’ll contact you. 

All the best, 

Khaled 

(Director Marketing Tetra Pak) 

============ 
Mr. Ashraf Chaudhry, 

I’m forwarding your e-mail to General Manager HR who will get in touch with you 
when he returns from leave. 

Regards 

Farooq Rahmatullah  

(Chairman Shell Pakistan)  

============ 
“Your first objective is to get an interview  a sales call – with the highest level decision-maker in the 

company.” 
Jeffery J. Fox 
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Writing a Big Bang Letter 
Write your own Big Bang Letter. Don’t even copy my style; imitation won’t work at all. Think 

about your strengths and weaknesses; discover your USPs; dramatize them, sensationalize them; 
emotionalize them. Make your letter spontaneous and daring and abrupt. Shred the conventional 
approach and adopt a unique style. 

You need to spend at least two weeks to discover and invent your USPs; ask your 
mastermind group how different you’re; how great you’re. Spend another two weeks to write 
down your Big Bang Letter. Write and re-write; write and re-write. Spend another two weeks to 
prune it, to refine it, to purify it, to improvise it. Show it to your friends; seek their opinion; 
debate with them on every word, every sentence, commas, full stops and semi colons.  This is 
what I did. This is what’s required. This is what’s desired. You can even seek my opinion through 
email (ashraf@ashrafchaudhry.com).  

Get the best stationary; get the best printing; use the best envelop. If you send a hard copy, 
it’s far more impacting than an email. Emails lack aesthetic sense; they’re read hurriedly. Hard 
copies are read, retained, referred to and reflected upon. 

Big Bang Letter that gave 100% result 
The year is 1925. Person is Bruce Fairchild Barton...American author, publicist, 
advertising executive, and politician; co-founder of Barton, Durstine & Osborn (BDO) 
advertising agency in 1919. He writes a letter to 24 rich men of America for raising 
funds. All 24 men reply with at least $ 1,000 donation. Let me share with you the letter 
that created Big Bang in year 1925.12 

“Dear Mr. ABC, 

For the past three or four years things have been going pretty well at our house. We pay 
our bills, afford such luxuries as having the children’s tonsils out, and still have 
something in the bank at the end of the year. So far as business is concerned I’ve felt 
fairly well content. 

But there’s another side to a man, which every now and then gets restless. It says: “What 
good are you any way? What influences have you set up, aside from your business, that 
would go on working if you were to shuffle off tomorrow?” 

Of course, we chip in to the Church and the Salvation Army, and dribble out a little 
money right along in response to all sorts of appeals. But there isn’t much satisfaction in 
it. For one thing, it’s too diffused and, for another, I’m never very sure in my own mind 
that the thing I’m giving to is worth a hurrah and I don’t have time to find out. 

http://en.wikipedia.org/wiki/Salvation_Army
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A couple of years ago I said: “I’d like to discover the one place in the United States 
where a dollar does more net good than anywhere else.” It was a rather thrilling idea, 
and I went at it in the same spirit in which our advertising agency conducts a market 
investigation for a manufacturer. Without bothering you with a long story, I believe I’ve 
found the place. 

This letter is being mailed to 23 men besides yourself, twenty-five of us altogether. I 
honestly believe that it offers an opportunity to get a maximum amount of satisfaction 
for a minimum sum. Let me give you the background. 

Among the first comers to this country were some pure blooded English folks who 
settled in Virginia but, being more hardy and venturesome than the average, pushed on 
west and settled in the mountains of Kentucky, Tennessee, North and South Carolina. 
They were stalwart lads and lassies. They fought the first battle against the British and 
shed the first blood. In the Revolution they won the battle of King’s Mountain, later, 
under Andy Jackson, they fought and won the only land victory that we managed to 
pull off in the War of 1812. Although they lived in southern states they refused to secede 
in 1860. They broke off from Virginia and formed the state of West Virginia; they kept 
Kentucky in the Union; and they sent a million men into the northern armies. It’s not too 
much to say that they were the deciding factor in winning the struggle to keep these 
United States united. 

They’ve had a rotten deal from Fate. There’re no roads into the mountains, no trains, no 
ways of making money. So our prosperity has circled all around them and left them 
pretty much untouched. They’re great folks. The girls are as good looking as any in the 
world. Take one of them out of her two-roomed log cabin home, give her a stylish dress 
and a permanent wave, and she’d be a hit on Fifth Avenue. Take one of the boys, who 
may be never saw a railroad train until he was 21, give him a few years of education and 
he goes back into the mountains as a teacher or doctor or lawyer or carpenter, and 
changes the life of a town or county. This gives you an idea of the raw material. Clean, 
sound timber – no knots, no wormholes; a great contrast to the imported stuff with 
which our social settlements have to work in New York and other cities. 

Now, a way back in the Civil War days, a little college was started in the Kentucky 
Mountains. It started with faith, hope, and sacrifice and those three virtues are the only 
endowment it has ever had. Yet today it has accumulated, by little gifts picked up by 
passing the hat, a plant that takes care of 3000 students a year. It’s the most wonderful 
manufacturing proposition you ever heard of. They raise their own food, can it in their 

http://en.wikipedia.org/wiki/History_of_Immigration_to_the_United_States#Immigration_1850_to_1930
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own cannery; milk their own cows; make brooms and weave rugs that are sold all over 
the country; do their own carpentry, painting, printing, horseshoeing, and everything, 
teaching every boy and girl a trade while he and she’s studying. And so efficiently is the 
job done that – 

-a room rents for 60 cents a week (including heat and light)  

-meals are 11 cents a piece (yet all the students gain weight; every student gets a quart of 
milk a day)  

-the whole cost to a boy or girl for a year’s study – room, board, books, etc., - is $146. 
More than half of this the student earns by work; many students earn all.  

One boy walked in a hundred miles, leading a cow. He stabled the cow in the village, 
milked her night and morning, peddled the milk, and put himself through college. He’s 
now a major in the United States Army. His brother, who owned half of the cow, is a 
missionary in Africa. Seventy-five percent of the graduates go back to the mountains, 
and their touch is on the mountain counties of five states; better homes, better food, 
better child health, better churches, better schools; no more feuds; lower death rates. 

Now we come to the hook. It costs this college, which is named Berea, $100 a year per 
student to carry on. She could, of course, turn away 1500 students each year and break 
even on the other 1500. Or she could charge $100 tuition. But then she’d be just one more 
college for the well-to-do. Either plan would be a moral crime. The boys and girls in 
those one-room and two-room cabins deserve a chance. They’re of the same stuff as 
Lincoln and Daniel Boone and Henry Clay; they’re the very best raw material that can be 
found in the United States. 

I’ve agreed to take ten boys and pay the deficit on their education each year, $1,000. I’ve 
agreed to do this if I can get twenty-four other men who will each take ten. The 
president, Dr. William J. Hutchins (Yale 1892), who ought to be giving every minute of 
his time to running the college, is out passing the hat and riding the rails from town to 
town. He can manage to get $50,000 or $70,000 a year. I want to lift part of his load by 
turning in $25,000. 

This is my proposition to you. Let me pick out ten boys, who’re as sure blooded 
Americans as your own sons, and just as deserving of a chance. Let me send you their 
names and tell you in confidence, for we don’t want to hurt their pride, where they 
come from and what they hope to do with their lives. Let me report to you on their 
progress three times a year. You write me, using the enclosed envelope, that, if and 

http://en.wikipedia.org/wiki/Cannery
http://en.wikipedia.org/wiki/PhD
http://en.wikipedia.org/w/index.php?title=William_J._Hutchins&action=edit&redlink=1
http://en.wikipedia.org/wiki/Yale
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when I get my other twenty-three men, you’ll send President Hutchins your check for 
$1,000. If you’ll do this I’ll promise you the best time you’ve ever bought for a thousand 
dollars. 

Most of the activities to which we give in our lives stop when we stop. But our families 
go on; and young life goes on and matures and gives birth to other lives. For a thousand 
dollars a year you can put ten boys or girls back into the mountains who will be a 
leaving influence in ten towns or counties, and their children will bear the imprint of 
your influence. Honestly, can you think of any other investment that would keep your 
life working in the world so long a time after you’re gone? 

This is a long letter, and I could be writing a piece for the magazines and collecting for it 
in the time it has taken me to turn it out. So, remember that this is different from any 
other appeal that ever came to you. Most appeals are made by people who profit from a 
favorable response, but this appeal is hurting me a lot more than it can possibly hurt 
you. What will you’ve, ten boys or ten girls? 

Cordially yours, 

Bruce Barton  

 

What do you think about this letter? Isn’t it a masterpiece of hypnotic writing? 
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Tips to script Big Bang Letter 
1. Know your strengths and weave thoughts around them. 

2. Spend time to write your letter. Someone rightly said, “With part-time effort, you get part-time 
results." This is especially true in letter writing. You can expect to spend several hours, or even 
several days, on a letter. It takes twenty one days to hatch chickens. 

3. Write a rough draft and let it cool off for a day or two. Improvise it by trying better words. Go 
into thesaurus for key words. Writing can be hard work. Don't take it lightly, and don't feel bad if 
you can’t write a high-impact marketing letter in half an hour. Neither can professional 
copywriters! Writing is a profession, like rocket science. Don't expect to learn or perfect it 
overnight.  

4. Use TNT power of P.S (postscript) to close your letter bangingly. (I’ll separately write on power of 
P.S.) 

5. Ask for opinions, advice, and feedback from mastermind group, from friends, and from sales, 
marketing, and advertising experts.  

6. Test-drive your Big Bang Letter on a smaller sample (10-15 persons) to know the response.  

7. If you’re getting your desired response, then go for full-fledge roll-out. In case of weaker 
response, re-write it; put ‘some steroids’ into it to make it banging. 

8. Copywriters are expert in hypnotic writing. You may also get help of any copywriter from 
advertising agencies to paint your picture with words. You may take my guidance for fine-tuning 
and improvising your letter (ashraf@ashrafchaudhry.com).  

9. Harness the power of repetition, like I wrote, “that’s not end of the story” four times in one 
paragraph. (I’ll separately write in following pages on power of repetition.) 

TNT power of P.S. (Postscript) 
P.S: Two letters! TNT power! More potent than the entire manuscript! 

You Big Bang Letter may fail to create any bang; may go un-noticed and un-read; but one 
thing I can write with almost 100% certainty that if your Big Bang Letter is opened, the P.S. can’t 
go un-noticed.  

Of all the so-called secrets, tips, techniques and gimmicks that an intelligent job-seeker 
applies, I believe P.S. is the greatest of them all.  

This secret or tip or technique or trick or you may call it a gimmick has been around for 
decades and is one of the most compelling marketing strategies ever used in print advertising. 
However, you’ll rarely see this technique used in job-hunting tools like Big Bang or Cover 
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Letters. But successful professionals use it effectively as attention-grabber and hooker.  If it works 
so well selling products, the same would be true for job seekers who ‘sell’ themselves to potential 
employers. 

The P.S. is virtually impossible to be ignored or over-looked! Think about the time when you 
read any type of letter and your eyes notice a P.S. at the end, You’re practically ‘forced’ to read it! 
Harness this power of P.S. and use it in all of your Cover Letters, Big Bang and Follow-up letters. 

Let me quote from the book Hypnotic Writing by world renowned author Joe Vitale who has 
been called ‘the Buddha of the internet’.  

“Your P.S. is your chance to state your strongest point, or to offer your guarantee, or to mention just 
how wonderful your product is. You might want to put your heaviest ammunition into your P.S. because 
it’s the section people will read first and last—and the one they will remember the longest.” 

In marketing and advertising, the purpose of a P.S. is to restate exactly what action you’d like 
the reader to take. Job -seekers would like to be called for more job interviews and the P.S. is the 
perfect opportunity to stamp this fact on the reader’s brain. 

It’s like your rifle shot for a ‘direct hit’ that can augment the chances of producing the desired 
result….. the job interview. 

Position the P.S. at the bottom of your letter and justified to the left. Italicizing it is highly 
recommended. 

P.S. Take advantage of the fact that P.S. is the attention-grabber and eye-catcher. Include it in your 
next letter. 

Harness the divine power of repetition 
Since childhood, I’ve been very curious and inquisitive about the repetition of words and 

verses in the Holy Quran. You’ll find this art or science of repetition at the pinnacle in chapter 
Rahman when a single verse (which is it, of the favors of your Lord, that ye deny?) is repeated 29 
times in total of 78 verses. I believe Quran is the ultimate document of overt and covert influence. 
Words literally penetrate into the heart, mind and soul. The mere recitation casts the magic that 
no mortal can resist. Probably chapter Rahman is the most recited chapter of the Holy Book by 
the followers. 

Quran is a word of God and He’s the perfect communicator. So why not copy the 
communication style of Almighty God? 

Why companies run TV commercials repetitively? 

To hammer their message. Period. 
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Recently, I watched the movie Good Will Hunting and saw the ultimate power of repetition in 
working. The most brilliant mathematical mind at America’s top university (MIT) isn’t a 
student….he’s the kid who cleans the floors. Will Hunting (Matt Damon) is a headstrong 
working-class genius who’s failing the lessons of life. After too many run-ins with the law, Will’s 
last chance of therapy lies with psychology professor (Robin Williams). Robin conducts a series of 
therapeutic sessions with the genius spoilt-brat and finally succeeds in healing him. 

The use of “It’s not your fault…..It’s not your fault…….It’s not your fault” many times in one 
single scene has magical effect on the troubled boy and that brings the turning point in the movie.  

By the time the scene is over, the young man breaks down and cries. The counselor and 
patient hug. A transformation has occurred. It’s powerful moment in the movie. It’s 
unforgettable.   

People associated with advertising must be knowing the name of P.T.Barnum. He used 
repetition concept back in the late 1800s. One of his ads had one line repeating: 

Two Living Whales 
Two Living Whales 
Two Living Whales 
Two Living Whales 
Two Living Whales 
You can’t help but take a quick look on Barnum’s ad. 

Repetition is hypnotic. That’s why hypnotists use to install their suggestions in the mind of 
their subjects. Their repeatedly saying, “You’re getting sleepy” is said because, heard many 
times, subject will get sleepy. 13  

The same thing can happen in your Cover or Big Bang Letter. Consciously choose to repeat 
your main points. Don’t be afraid to re-iterate something. The more you repeat your basic 
strengths or basic reasons to buy your services, the more you’ll influence the reader’s 
unconscious mind.   

Target of Big Bang Letter 
Now coming back to Big Bang Letter for job-hunting, a very important question arises. 

Whom should this Big Bang Letter be sent to? 

HR Managers? 

Departmental Heads? 

Chief Executive Officers? 
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My personal experience is that the sure-fire way of getting response is to send your Big Bang 
Letter to Chief Executive. And never send such a creative stuff to HR Managers. They’re dull and 
drab people (HR guys, sorry for being honest). They just execute; they’re not the decision makers. 
During my one and half decade career, I’ve seen them issuing only the offer letters. They do what 
decision makers ask them to do. They’ll either throw away your letter to dustbin or just file. HR 
Managers may not even understand let alone appreciate your Big Bang Letter.  

The personnel department is a screener and gate-keeper. Part of their job is to keep 
unwanted, unexpected, un-requested résumés from cluttering managers’ desks.14 

The second best people are the Departmental Heads. But you need to do a research on them. 
If a Departmental Head is a ranker, rest assured you’ll be wasting your time. Then, in that case 
send your Big Bang Letter to CEO/MD/Chairman or whoever is at the top. They’re the decision 
makers; they don’t have the budget problem; they don’t have any limitations; they’ve the 
helicopter view. If you click, they can create even a new position for you. And the good news is 
that they’ve a lot of time to read such letters. Departmental Heads are very busy people; they’ve 
to meet the targets; they’ve to get involved in operations. And moreover, they’ve to work within 
budgets and Standard Operating Procedures (SOPs). 

Caution!!! 
You need to be very cautious before sending your Big Bang Letter.  

Always check and re-check the correct spellings of addressees. If correct spellings are Salim 
and you write Saleem, you’ve already annoyed the man. Verify the spelling names from two or 
three sources. You can even verify the spellings of names through Google.  

 
Being a serious job hunter, you need to avoid: 

Misspelling the name of the addressee. 
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Writing incorrect designation. 

Misspelling the name of the organization. 

Sending when man on the top is on leave or traveling. On his return, your Big Bang Letter 
may be buried under a heap of papers. 

Being a serious job hunter, you need to avoid: 

Sending your Big Bang Letter on Thursdays, Fridays and Saturdays. 

There’s logic behind it. The mail dispatched on Thursdays is received on weekend and on 
weekend, nothing is more important than the weekend. And the mail dispatched on Fridays and 
Saturdays is received on Monday which happens to be the busiest day of the week and your 
letter gets ignored amid urgencies. 

So always, send your letter on Monday so that it’s received, read and responded on 
weekdays. 

Being a serious job hunter, you need to avoid: 

Sending your Big Bang Letter in last week of the month. 

Again there’s logic behind it. At month ends, people generally are preoccupied with meeting 
targets and worried about their submission of reports. 

Being a serious job hunter, you need to avoid: 

Sending your Big Bang Letter before and immediately after the national holidays like Eids, 
Christmas etc. 

There’s logic behind it. Before holidays, people are in festive moods. Who cares about your 
job? Soon after holidays, there’s pile of work and you’re not important. Let’s face the reality.  

Being a serious job hunter, you need to understand the best days and the best months for 
launching your campaign. The best months are July, October, January, April. In July, the 
companies have new targets and fresh budgets; so new human resources are required. October, 
January and April are first months of respective quarters. In organizations, quarters always start 
with new enthusiasm and your Big Bang Letter can become part of new enthusiasm.  

As I mentioned earlier that job-hunting and launch of a product are similar processes. Your 
Big Bang Letter is similar to the advertisement. When you splash your advertisement, you get 
response. In your case, the intended and expected response is interview and interview, you 
remember, is your sales call. Whenever, you go on a sales call, you need to carry your product 
brochures and in your case, your product brochure is your résumé. Your résumé is one of the 
most important parts of your job-hunting process. Let’s discover the rules, tools and principles 
related to crafting and presenting your………… 
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Chapter 6:  
Résumé 

“A résumé isn’t an autobiography, it’s a marketing document. So the goal isn’t to tell every single 
thing about yourself, but rather to get an interview. This is why a résumé should be a tease, not 

treatise.” 
PENELOPE TRUNK 
The Brazen Careerist 

 
résumé is a marketing communication tool. Imagine the résumé as being a brochure that 
will list the benefits of a particular service. The service being your time, talent and skills! 
When writing a résumé, look at it from your employers’ point of view. Would you stand 

out against the competition (the other candidates)? In what way, can you meet your employers’ 
needs? What value addition can you bring to the organization? You’ve to ask these questions 
when writing your résumé or curriculum vitae.  

I read somewhere that résumé is just like “toothpaste commercial” that means that an 
average employment manager devotes about the same amount of time to scanning a résumé that 
most television viewers spend watching a commercial designed to sell toothpaste about 30 
seconds. But rather than advertising the features and benefits of toothpaste, a résumé is designed 
to advertise the accomplishments and track record of its author- that’s, you. 

Think for a moment about the concept of marketing. Marketing means taking a careful look 
at the needs of a certain segment of consumers and finding a way to satisfy those needs. A 
résumé is, fundamentally, a marketing tool. The consumer is the employment manager or the 
person in the company who makes the hiring decisions. The needs of that consumer are the 
requirements of the position he or she’s trying to fill. You’re the product, and your qualifications 
for that job are the way in which you’ll meet that employer's needs. After Big Bang Letter, your 
first form of advertising will be your résumé. 

Another way to understand what a résumé should be is to look at what it shouldn't be. 
Obviously, if it’s a marketing tool, it’s not a chronicling of everything you’ve ever done or 
experienced with no regard for how that list meets an employer’s needs. 

A résumé, then, isn’t your entire life story, because your entire life couldn’t possibly be 
relevant to the requirements of a single job. It’s not amateurish or contrived. If you want anyone 
to read it, it’s obviously not a cluttered, wordy, unreadable mess. And most important, it’s never 
a work of fiction, full of exaggerations, inaccuracies, or just pure fabrications. 

 

A 
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The fact of the matter is: 

An average candidate with a stronger résumé gets better results than a superior candidate 
with a mediocre résumé. 

So résumé scripting is a serious business. It shouldn’t be taken casually or unceremoniously. 
Instead, one must have the passion and obsession to write and maintain a stunning and striking 
résumé. You must derive the pleasure when you’re scripting it. Pleasure because it’s all about 
you; it’s more like venturing out your own self and exploring every nook and cranny of your 
personality, a rediscovery indeed. This piece of paper is description of who you’re, where’ve you 
been from, where’ve you contributed before; where’ve you been educated; what’re your belief 
systems; what stands possible and what appears impossible for you; what’s difficult and what’s 
challenging for you. What holds you back; what puts you off and what inspires you; what’re 
your motivators and what’re inhibitors; what’re your skill-sets; what your mind-set is; what your 
strengths are and what’re your hiccups and handicaps; what’re your ambitions and aspirations; 
what’re your dreams and what’re your career goals. Since it all relates to you, so it’s only YOU 
who can and should write your brochure. The designing and embellishment part of the résumé 
can be left to others but as far as contents are concerned, as far as real stuff is concerned, as far as 
juice is concerned, it’s your basic and fundamental job. It can’t be delegated; it can’t be relegated; 
it can’t be outsourced.  

My observation is that graduates take least interest in writing their own résumés. For them, 
it’s no less than drudgery, a monotonous, tedious and boring work. Writing a compelling, 
convincing and captivating résumé shouldn’t be taken as something like filling an income tax 
return pro forma. This activity rather must be loved, enjoyed, cherished and treasured. 

Selling yourself depends on getting noticed, standing apart and being different from 
everybody else. If at the outset you’re represented only by your résumé and your résumé looks 
like everybody else’s résumé, then you look like everybody else15. 

In this part of the book, I’d be writing about as to what it takes to make a compelling, 
convincing, gripping and riveting résumé that validates your personality as it was perceived in 
the Big Bang Letter. Big Bang Letter is your commercial, résumé is your brochure. It’s the re-
enforcement; it’s the follow-up.  

Hence the basic line adopted in Big Bang Letter should be same in your résumé. The spirit in 
both documents must synchronize. If the theme and spirit of your Big Bang Letter is ‘out of step’ 
with résumé, then your campaign is flawed. Have you ever observed the campaign of any brand? 
TV commercials, press ads, billboards, posters all speak one language; all convey one message. 
Words may be different but spirit and message is same. So the point is:  your Big Bang Letter and 
résumé must be congruent and in sync.   
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The necessary ingredients of résumé are: 

• job history  
• achievements 
• value addition portfolio 
• mind-set 
• skill-set  
Any résumé has following headings or sections. 

• Value Addition Statement 
• Education 
• Work experience 
• Achievements  
• Strengths & weaknesses  
• Publications   
• References 

Winning résumés 
There’re six qualities of a winning résumé. 

1. It looks unique and tailored—never canned or circular type. 
2. It reads like a strategic proposal instead of ‘yesterday’s news’. 
3. It differentiates you from other similarly qualified candidates. 
4. It has an unbeatable, well-articulated value proposition. 
5. It’s focused on the needs of employers and the current market. 
6. It shows why hiring you is a clear and logical choice. 

Résumé isn’t a one-size-fits-all document. 
Employers use your résumé as a negative screening device. They’re looking for any excuse to 

disqualify you. It’s a general consumer behavior to reject the product and consumer just needs an 
excuse to ‘walk away’. As a seller, your job is to maintain retentive interest. 

Following are the tips for scripting a riveting, attention-grabbing and eye-catching résumé.  

Crafting the value addition statement 
Most of the résumés start with such lines:  

Getting an opportunity in a dynamic organization………... 

Joining an organization where I can apply my skills……… 
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Getting a job with an organization which provides me chances of growth………… 

This is all bullshit, all rubbish. Absolutely and unforgivably non-sense 

No body cares about your objectives no matter how lofty they’re, no matter how noble 
they’re.  Companies are pursuing their objectives. 

Never forget the basic premise. 

Law is: job-hunting = product launch 
Your résumé is your brochure. Have you ever seen any brochure of a product that says 

eloquently about the objective which says something like this: The objective is to sell the product to 
an individual who has enough money…….. although the clear objective of a brochure is to sell.   

The same approach has to be adopted while writing your résumé. You’ll avoid writing your 
career objectives. While writing your résumé, you need to follow the AIDA model. 

Gain Attention 

Hold Interest 

Arouse Desire 

Elicit Action 

Your career ambitions are not the chief concerns of employers. Their primary focus is to find 
someone who’s capable of doing job. Instead of writing your career objective, provide a specific 
and highly condensed Value Addition Statement ... summary of qualifications and expertise 
which can be of tremendous interest and value for the employer. This opening line is also your 
punch line. Let’s call from now onward this opening line as your Value Addition Statement 
(VAS). VAS must be captivating, enchanting and entrancing. This is the first step of gaining 
Attention in AIDA Model. You’ve to be very creative in crafting your VAS. Creative agencies 
spend hours and hours and hours in writing and deciding about the headings. Brainstorming 
sessions are held with Brand Managers. Dozens of headings are presented before deciding about 
the final one. The same process has to be adopted by you. In your case, you’re the creative 
agency; you’re the Brand Manager. But you need to hold brainstorming and idea exploding 
sessions within the mastermind group. 

When I started writing The Craft of Selling “Yourself”, various names of the book were 
suggested and finally we came up with the following condensed list. 

The art of landing on the job 

The art of taking off your career 

Smooth landing on job 
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Parachuting on job 

Black Belt Job Hunting 

First Sell Yourself Before You Sell Something Else 

The Craft of Selling Yourself 

The Craft of Selling Your Most Important Product  

The Craft of Selling Your Most Gifted Product...Yourself 

The Craft of Selling —Yourself 

After a lot of brainstorming, idea mapping and fighting sessions, finally we decided to go for 
The Craft of Selling “Yourself”.  

“Imagination is more important than knowledge. For while knowledge defines all we currently know 
and understand, imagination points to all we might yet discover and create.” 

Albert Einstein 
 

Achievements, Achievements, Achievements 
Perhaps one of the biggest mistakes job hunters make in résumés is listing of a litany of 

duties for each position they’ve held instead of presenting their accomplishments. Your actual 
achievements are far more compelling and persuading than your bland job descriptions. If 
you’ve held a position of Brand Manager, everybody knows what responsibilities of a Brand 
Manager are. If you’ve been a National Sales Manager, everybody understands what duties of a 
National Sales Manager perform. So it’s redundant and futile to load and choke your résumé 
with duties, responsibilities, job descriptions, accountabilities and deliverables. Instead you need 
to write your 

Achievements 

Accomplishments 

Success stories 

As we learnt in the beginning that we’re born victors, we’re by-default achievers. In whatever 
field we’re, in whatever calling we’re, in whatever role we’re, we’ve achievements. Sometimes 
we’ve achievements but we’re oblivious of them. We need to be achievement conscious person. 
Let say, you’re a departmental head. Before taking charge, the average time of your staff’s 
coming to office was 9.30 am. But after assuming the charge, this time is reduced to 9.15 am. It’s 
your achievement. 
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Usually, the achievements are found in following categories: 

Increase in sales 

Increase in revenues 

Decrease in sales returns 

Brand health indicators 

Retention of existing customers 

Acquiring of new customers 

Retention of staff 

Cost reduction 

Expansion 

Adoption and implementation of new ideas 

Decrease in receivables 

Decrease in wastage 

Decrease in absenteeism  

Decrease in late coming 

Introduction & implementation of new systems, procedures 

Development of human resources etc 

Even if you don’t have the plausible achievements which can impress somebody, first of all I 
don’t believe in this concept but for discussion’s sake let’s assume that you don’t have 
achievements.  

Then what should you do? You’ve no choice. You’ve to have them. 

You’ve to engineer them; 

You’ve to coin them; 

You’ve to fabricate and invent them. 

You can magnify a small achievement. The art is called spin doctoring. 

There’s no other remedy, no other option. You’ve to have them. 
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Now let’s proceed further. Let’s assume that you don’t have achievements. You think you’re 
a failure. Whatever you did, you failed. Now the challenge is that you’ve to showcase your 
failures. I’ll call this exercise as…….. 

“You’re on the road to success when you realize that failure is merely a detour.” 
William G. Mines Junior 

 

Window dressing  
Learn the art of window dressing. According to Babylon online dictionary, window dressing 

means: 

Noun 

A showy misrepresentation intended to conceal something unpleasant, (synonym) façade. 

Verb 

Make something appear superficially attractive;  

(synonyms) dress up, beautify, embellish, prettify 

This is a great art. Business organizations do it. Advertising companies are the master of this 
art. One must have at least the basic knowledge of it. How many of you appreciated my Big Bang 
Letter? That’s an excellent example of window dressing. With window dressing you showcase 
your:  

Scars as stars 

Wounds as wellbeing 

Blindness as brightness 

Stumbling blocks as stepping stones 

Millstones as milestones 

Burdens as buoyancy 

Frustration as force of achievement 

Failure as fulfillment 

Survival as success and significance 

Denials as delays and 

Delays as detours 

Trials, troubles and tribulations as turnarounds 
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Diseases, disabilities, defeats and divorces as blessings in disguise 

Pains, plights, plagues as pleasures 

Losers as legends  

With window dressing, 

Downsizing becomes rightsizing; 

Firing becomes restructuring; 

Layoffs become golden handshakes; 

Transfers become adjustment of skill-sets 

Half empty glass become half-full glass. 

As an MBA student, if your GPA in first semester is 2 you’re not considered a good student, because 
criteria that we’ve set for a good student and not so good student is GPA. But if your GPA has increased 
from 2 to 2.1 in the next semester, you’ve shown an improvement. So your achievement is: Significantly 
improved my GPA in the 2nd semester as compared to 1st semester. Although in totality your GPA is still 
at rock bottom and in absolute terms, 2.1 GPA isn’t an achievement; but in percentage terms, your GPA 
has improved. You’ve to window dress your GPA in such a way that it reflects your continuous onward 
movement. If in the second semester, let say, your GPA has not improved and it’s still 2. How will you 
window dress your low GPA. You were successful to maintain your GPA for consecutive two semesters. 
So as I said earlier, let me reinforce that even if you don’t have any achievement, you’ve to coin, construct 
and fabricate. 

Résumé is your product brochure 
As you know, a résumé is your brochure and you’re a product. Résumé should be 

constructed in such a way so that it reflects your image the way you want it to reflect. Here I’ll be 
picking up areas which need particular attention while constructing your résumé. 

Format/layout/design 

Length of the résumé 

Font types/font size 

Stationary Quality 

Snap 

Email address 

References 
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Strengths 

Weaknesses 

Key words 

Personal details 

Common typo mistakes  

Common résumé bloopers 

Three secrets of irresistible résumés 
Three things are of paramount importance for crafting a compelling, enticing and irresistible 

résumé.  

1. Presentation 
2. Presentation 
3. Presentation 
Résumé must look state-of-the-art, high-tech, impeccable and immaculate document. You’ve 

no other option, no other choice and no other alternative. Your résumé is either immaculate or 
just a piece of junk paper worthy of fast forwarding to the recycle bin. 

Résumés aren’t written. They’re crafted; they’re conceived; they’re created; they’re scripted; 
they’re constructed; they’re designed; they’re engineered. The love of labor must go into it. This 
résumé crafting activity must be loved, enjoyed and cherished because résumé is your 
ambassador and representative. It symbolizes you; it means you; it signifies you; it characterizes 
you; it reflects you; it creates your picture; it creates your image; it positions you in the mind of 
your prospective employer. 

“Selling is an almost zen-like experience. The product or service you’re offering should become an 
extension of yourself. You develop a personal pride in your merchandize and this allows you to 

generate the infectious enthusiasm you need to get the order.” 
VICTOR KIAM, GOING FOR IT 

 
Never ever make a mistake of taking your résumé as a piece of paper which just describes 

your education, experience, contact numbers and previous job descriptions and references. It’s 
absolutely more than that. Résumé can make you look larger-than-life; it can make you stand out; 
it can make you someone to be pursued, to be met, to be hunted. As I said earlier, it’s a marketing 
communication tool. Its layout, its design, its size, its font types, its phraseology, its colors, give 
message to the reader that you mean a lot to them; that you’re indispensable for them; that you’re 
a source of value-addition to them; that you’re vessel of change for them; that you’re harbinger of 
new and fresh ideas for them. A state-of-the-art résumé can give you a razor edge over a pack of 
mediocres who’re just struggling for their survival. 
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Don’t-operate-machinery-after-reading-it  
A poorly written résumé, full of clichés, full of stereotypes, full of typographical errors, 

lopsided in layout, starving for good phraseology, printed on third-rated stationary, giving a look 
of worn-out circular will project even a technically competent candidate as a lousy, lazy, sloppy, 
casual, non-professional, laid-back, careless, dull and drab person lacking natural charisma, 
charm, appeal, magnetism, brilliance and spark. And all these adjectives disqualify you for any 
potential role that requires leadership; that requires teamwork; that requires ingenuity, creativity, 
skill, initiative, originality, imagination, thoughtfulness, finesse, refinement, grace and elegance 
at work place. Most of the résumés fall in the category of don’t-operate-machinery-after-reading-
it type. 

By virtue of formatting and designing, your résumé must stand out from run-of-the-mill 
junk. But make sure its design does not allow it to violate the confines and limits of sobriety. 
Distinctiveness and creativity of your design shouldn’t make your résumé bizarre, weird, funny, 
uncanny, freaky, outlandish or odd-man-out. The only idea is that it looks professionally 
constructed, meticulously scripted, painstakingly checked and rechecked for any mistakes and 
errors. It should give an image of a strategic business proposal of value addition. 

“You can’t put the same shoe on every foot.” 
SYRUS 

 
Length of a résumé isn’t very much debatable and arguable. But predominantly consensus 

goes in favor of not more than three pages depending upon length of your career. For fresh 
graduates or with an experience of 1 or 2 years, a single page résumé is ENOUGH.  

The best and most acceptable font types are: 

Times New Roman 
Arial 
Garamond 
Tahoma 
Verdana 
But out of these types, Times New Roman is the one which is the most popular and on which 

no body will ever question or criticize. So this is the safest font type. You can always go for it. 
Coming to size? Best sizes are 10-12. No more, no less. Do use bold, italics or underlines wherever 
you want to emphasize. 

Always use the best quality paper and printer. You should have zero tolerance on the 
printing quality. It’s always good if you use the paper of higher quality than the usual laser-
printer paper.  
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When you mail your résumé or a Big Bang Letter, never ever fold it. Always use A4 size 
quality envelope. This reflects an image of a thorough-bred professional. A résumé or a Big Bang 
Letter folded two or three times looks just like a piece of junk mail and usually ends up in the 
same place...the waste-paper basket.  

Before you seal the envelope, make sure one thing isn’t missing and that’s your signatures. 
You’d be surprised that most of the job seekers forget to put their signatures. Forgetting your 
signatures isn’t a mistake; it’s blunder. 

It has become conventional to enclose with or put on résumé your snap, normally of a 
passport size. To make your résumé stand-out, you can always use your snap a differentiating 
factor. Put smiling snap on your résumé. Hire the best photographer of the town to get your 
snaps and always get a couple of shots from various angles and then consult your mastermind 
group to determine which one to use. Some people are photogenic from left side, some from right 
side and some from front angle. So you should have all options in front of you before making the 
final decision. Professional photographers can really make a big difference in your projection. 
Just see a few pictures of business or political leaders in Business Week, Time, and Newsweek 
etc. You’ll have an idea of how leaders project themselves in pictures. As the saying goes that 
some pictures speak, your picture must also speak for you; it must speak about your dynamism, 
your optimism, your eloquence, assertiveness and your positive mental attitude.  Never ever 
send your picture which projects you as a grim, gloomy, pessimistic, exhausted, slouchy and 
grouchy person unless you’re applying for an accountant’s job☺.  

Having and using an email address is a fact of life now. Your email ID must be professional, 
purposeful and business-like. Your email ID shouldn’t be like those of professional chatters or 
teenagers or street urchins like: 

dyingforlove@hotmail.com 

sohni_sohni_soul@yahoo.com 

ygirlsdie4me@gmail.com 

boy_crusher@hotmail.com 

lastwishofthevampire@hotmail.com 

Being a professional and result-oriented person, your email address should always be like 
business-like including and incorporating your name like (ashraf.chaudhry@gmail.com). 
However, if you want to stand out even in your email ID, there’re various ways to express your 
creativity. When I designed my Big Bang Letter, I opted for an email ID and domain that were 
unique. It was: 

win_win@wwwwww.com 

mailto:dyingforlove@hotmail.com
mailto:sohni_sohni_soul@yahoo.com
mailto:ygirlsdie4me@gmail.com
mailto:boy_crusher@hotmail.com
mailto:lastwishofthevampire@hotmail.com
mailto:ashraf.chaudhry@gmail.com
mailto:win_win@wwwwww.com
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You can exercise creativity in creating value-oriented email like (imleader@hotmail.com) or 
ambition-oriented email like (ceoby2010@yahoo.com) but it’s always advisable to have a 
business-like and neutral email ID.  

Common résumé bloopers 
Following are the common spelling mistakes that are found in most of the résumés. Hiring 

managers usually look for the mistakes to fast forward résumés to dustbins. Being a serious job 
hunter you’ve to be extra-ordinarily conscious about the health of your résumé. A simple spell-
check won’t suffice, because MS Office is inherently incapable to correct the real sense of the 
words; it does not differentiate between drive and derive. Common words with typo errors found 
in résumés are given below. 

Correct Incorrect Correct Incorrect 
Metric Matric Marital Status Martial/Material Status 

Career Carrier College Collage 
Liaison Liason Fulfillment Fullfilment 
Advisory Advisery Exaggerate Exaggarate 
Benefit Benafit Employment Employement 
Confidence Confidance Grammar Grammer 
Consistent Consistant Interest Intrest 
Currently Currantly Irresistible Irresistable 
Calendar Calender Independent Independant 
Curriculum Curricullum Indispensable Indispensiable 
Changeable Changeable Maintenance Maintanance 
Correspondence Correspondance Management Manegement 
Definite Definate Marvellous Marvelous 
Desperate Desparate Miscellaneous Miscelaneous 
Yours faithfully Your’s faithful Opportunity Oppertunity 
Privileged Priviliged Separate Seperate 
Practical Practicle Sponsored Sponsered 
Relevant Relavant Tendency Tendancy 
Recruitment Recrutement Unnecessary Uneccesary 
Yours truly Your’s truly Looking forward to 

hearing from you 
Looking forward to  
hear from you 

From Form Drive Derive 

mailto:imleader@hotmail.com
mailto:ceoby2010@yahoo.com
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Personal is NOT Professional 
The fact that you’re married, love cricket or volunteer at the local YMCA isn’t appropriate on 

a résumé. Don’t include information on your marital status, race, religion, family or hobbies. 
Avoid writing Haji or Hafiz with your names. Keep your résumé content professional. 

Résumés from recycle bins and lessons they teach us 
Lesson # 1:  Never write multi email IDs in the address bar when you’re sending résumé 

through email. 

Lesson # 2:  Check, re-check and re-re-check the spellings and grammar yourself. Listen, MS 
Office doesn’t differentiate between career and carrier. 

Lesson # 3:  Write achievements and accomplishments instead of job description and 
responsibilities. 

Lesson # 4:  Make sure before pressing send button that addressee and address ID are the 
same.  

Lesson # 5:  Take out all non-value added stuff like ‘reading, music etc’ from your résumé. 

Lesson # 6:  Never use wedding card font types. 

Lesson # 7:  Avoid shading, boxes, tables, columns and colors.  

Lesson # 8:  Never password-protect your résumé. Deleting is easier than contacting you for 
opening permission. 
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Laughing-stock résumés 
Following are the actual sentences from résumé! 16 

1. “Finished eighth in my class of ten.”  
2. “Received a plague for Salesperson of the Year.”  
3. “Reason for leaving last job: maturity leave.”  
4. “Failed bar exam with relatively high grades.”  
5. “Am a perfectionist and rarely if if ever forget details.”  
6. “It’s best for employers that I not work with people.”  
7. “Let’s meet, so you can ‘ooh’ and ‘aah’ over my experience.”  
8. “I’ve an excellent track record, although I’m not a horse.” 
9. “You’ll want me to be Head Honcho in no time.”  
10. “I’ve become completely paranoid, trusting completely no one and absolutely 

nothing.”  
11. “Personal interests: donating blood. Fourteen gallons so far.”  
12. “Marital status: often. Children: various.”  
13. “I’m loyal to my employer at all costs. Please feel free to respond to my résumé on 

my office voice mail.”  
14. “Instrumental in ruining entire operation for a Midwest chain store.”  
15. Job Duties: “Answer phones, file papers, respond to customer e-mails, take odors.”  
16. Interests: “Gossiping.”  
17. Experience: “Demonstrated ability in multi-tasting.”  
18. Experience: “I’m a hard worker, etc.”  
19. Languages: “Speak English and Spinach.”  
20. Additional skills: “I’m a Notary Republic.”  
21. Experience: “Have not yet been abducted by aliens.”  
22. Skills: “Written communication = 3 years; verbal communication = 5 years.”  
23. Salary requirements: “The higher the better.”  
24. Salary Expected: “Yes” 
25. Work experience: “Responsibilities included checking customers out.”  
26. Emergency Contact Number: “911.” 
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Two Résumés, Same Person 
Original Résumé 

Syed Bilal Hussain 

Pakistan Services Limited 

PEC, Building, G5/2, Ataturk Avenue (East) 

G5/2, Islamabad  

Contact #: 051-2272890-8, Ext. 340 

sbhussain1@gmail.com 

 

PROFESSIONAL EXPERIENCE: 

Feb 2003 to-date 
Corporate Executive Marketing & Communications. 

Pakistan Services Limited, Islamabad   
Responsibilities: 

 Signing of advertising contracts with agencies for improving  
 brand image, designing of routine ads, collaterals  and other promotional material 
 Releasing of ads for group hotels and corporate office to media   
 Designing, printing & circulation of in-house magazine “Bonjour “. 
 Designing,  printing & circulation of in-house newsletter “Hashoo Times” 
 Following up of recoveries and payments of published advertisements 
 Analyzing advertising proposals and selecting matching to the needs/ requirements 
 Media and PR liaison 
 Media Scanning and analytical reports on the coverage of Hashoo Group and 

competitors 
 Internal & external correspondence for day-to-day routine work  
 Record managing and all additional responsibilities 

a.  Feb 2000 to Feb 2003 

 Assistant Manager Sales  
 Pearl Continental Hotel, Lahore   

mailto:sbhussain1@gmail.com
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Responsibilities: 

 Supervising sales team, implementing company policies, hiring & firing Sales 
Executives  

 Daily morning briefing and training of new sales staff 
 Coordination with companies and corporate clients 
 Making strategies for achieving sales targets given by higher management 
 Introducing incentive plan to motivate sales team 
 Coordination with all hotel departments 
 Internal and external correspondence 
 Customer Services  

b.  June 1997 to Feb 2000: 

Distribution Manager  

Saeed Brothers (Distributor Nestle Milkpak Ltd)  

 

Responsibilities: 

 Visiting markets for monitoring sales team performance 
 Corresponding with company's (Nestle) officials for new policies  
 Managing distribution network/ sales.  Introducing incentive plans for sales team’s 

motivation  
 Collecting all sales data and consolidated reports for analysis and planning 
 Verifying distribution’s ledger and bank statements 
 Reconcile the distribution’s account with bank and company (Nestle). 

 

 AREAS OF EXPERIENCE: 

 Sales & Marketing 
 Business Communications 
 Administration 
 Business Analysis 
 Information Technology 
 Accounts 
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 QUALIFICATION: 

 Degrees:- 
 1997 – 1999 Masters in Business Administration 

  IBL (Institute of Business Laureates) 

 1994 - 1996   Bachelors in Arts 

  University of the Punjab 

 CERTIFICATIONS: 

 1994  Diploma in Computer Applications 
  National College of Computer Sciences (NCCS) 

 2000  Power Pack (Oracle SQL, PL/SQL, Forms, Reports, Visual Basic) 
  NICON  

 2001 O.C.P.  (Developer Track) 
  NICON 

 

 ORGANIZATIONAL COURSES: 

 2000  Fire Fighting & Emergency Handling Procedures  
  Pearl Continental Hotel - Lahore 

 2001  English Conversation Course 
  Pearl Continental Hotel – Lahore 

 2002  Art of Telemarketing 
  Pearl Continental Hotel - Lahore 

 PROJECT UNDERTAKEN 

Email Data Bank 

First time in company an Email data bank is developed for marketing of group hotels’ 
promotional packages to around 50000 individuals through email shots (currently in use).  

 

 REFERENCE: 

 Will be furnished upon request. 
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After Makeover 
Syed Bilal Hussain 

Telephone Res :    +92 51 865 2356 

Cell :    +92 300 675 8765 

Email ID :    syed_bilal@hotmail.com 

Address :    1-F/7-9, Islamabad,  Pakistan 

Date of birth :     March 16, 1977 

 

   

A young and well-groomed sales & marketing professional with skills of Public Relations, 
Telemarketing, Event Management, B2B Selling and Customer Services is on prowl for value 
addition. BILAL isn’t just a name; it’s a brand personality...-Bold, Intelligent, Loyal, Analytical, 
Leader (B.I.L.A.L) 

   

 

Hashoo Group Hotels 

(Pearl Continental & Marriott Hotel chains in Pakistan) 

Corporate Executive 

Marketing & Communications 

February 2003—to date 

Based in Head Office, a key marketing position in Sales & Marketing Division with core job of 
ensuring implementation of marketing plans of individual properties reporting to Corporate Head Sales & 
Marketing 

Key Achievements: 

• Saved 20% on marketing communication budgets by using cost effective tools. 
• Made in-house publications: ‘Bonjour’ and ‘Hashoo Times’ self-financed ventures by 

selling space to sponsors. 
• Initiated daily report of market intelligence impacting hotel industry. 
• Organized and marketed 25 events of group hotels in one year. 
 

mailto:syed_bilal@hotmail.com


Chapter 6: Résumé   61 

  

Assistant Manager Sales 

February 2002 –February 2003 

Based in Pearl Continental Hotel Lahore, the largest five star hotel of Pakistan, the position 
focuses on B2B selling of room occupancy, marketing of cuisine and events reporting to Director 
Sales & Marketing. 

Key Achievements: 

• Achieved 21% more occupancy than the target. 
• Netted 19 more clients through B2B selling. 
• Achieved 111% target on event selling. 
• Cuisine selling increased by 25% 
 

Distribution Manager  

Nestle Milkpak Ltd 

(Distributor’s office) 

For a period from June 1997 to February 2000, worked for Saeed Brothers, ensuring 
availability of company’s products at retail level, providing, market feedback to the company, 
executing incentive plans for sales force and trade, being core functions.  

Education 

Masters of Business Administration   

Institute of Business Laureates, Lahore 

1997-1999 

Professional Strengths 

• Excellent planner and executioner with an eye on the minutest details 
• Proactive management style with Plan B always in place 
• Immaculate and thorough professional communication style 
• An aptitude of boss management 
• Willing worker with an attitude of going an extra mile 
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Chapter 7:  
Cover Letter 

If you’re a product then Cover Letter is your sales letter. 
 

over Letter is spokesman of résumé. Let the spokesman be given an opportunity to speak 
for you. Where ever you send your résumé, it should be accompanied by tailor-made and 
person/company/industry specific Cover Letter. It should address a particular person by 

name and his/her designation should be correct and accurate. Cover Letter shouldn’t sound and 
look like a circular. It should be original, spontaneous and different. It shouldn’t be To-Whom-It-
May-Concern type of document. 

With the onslaught of e-mails, candidates rarely give thought to Cover Letters anymore. 
"Please find attached my résumé” isn’t enough for the employer to consider you. The Cover 
Letter is your first sales pitch to a potential employer. A good one introduces you to the employer 
and explains why you’re one of the best candidates applying for the job.  

An intelligent and success conscious candidate can always differentiate himself/herself with 
scripting a tailor-made and customized Cover Letter. My experience tells me that around 90% 
candidates send their résumés without Cover Letters and hence find their candidature at 
disadvantageous position vis-à-vis candidates who send the résumé with professionally written 
Cover Letter.  

The rationale of a Cover Letter is to make a personal connection with the reader. So to write a 
successful Cover Letter, you should tailor it specifically to each company you send it to. For 
instance, display knowledge of the company history or write about recent events or projects or 
launches the company has undertaken. This will show that you unlike majority have taken the 
pain to research the company before sending your résumé and prove that you really deserve the 
slot. 

A common trap that many job seekers fall into when writing a Cover Letter is to simply 
repeat and reiterate everything that’s in their résumé. But if it’s already in your résumé, then 
there’s no rhyme or reason of sending a Cover Letter. 

 

C 
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A Cover Letter isn’t a clone of résumé 
A Cover Letter shouldn’t be a rehash of your résumé; instead, it should offer deeper insights 

into what your résumé does NOT say. A Cover Letter should provide an in-depth explanation of 
some of your key achievements at your last job, for instance, and how those accomplishments 
could help the company. Or tell a story about a tough problem you solved or it should shed some 
light on the inherent attributes of your personality……your leadership style, your values, your 
motivations, your inhibitions, your turn-ons, your turn-offs.  The point is: The recruiter already 
has your résumé; the Cover Letter should add to it, not repeat it. 

The emphasis of a Cover Letter should be on value-addition to the company rather than on 
your own wishes and requirements. Many applicants discuss why they need the job: 

"I need the money." 
"I find the position interesting." 
"I've wanted to work for you since I was a kid." 
"I need more experience in the industry." 
"Since your company is the best in the industry, a job would help my career." 
 
Companies don't really care about your needs. They’re not hiring you to enrich your life or 

provide you with an income. They’re hiring you because they need a job done. That means your 
Cover Letter should focus on the company's needs and how you can fulfill them, not what the 
company can do for you. 

Look at the requirements for the position in the job ad (if you’re responding to a job 
advertisement). Then, in your Cover Letter, discuss point by point how you meet (or even 
exceed) those requirements. By using the job ad as a guide, you'll show the company how hiring 
you will benefit them and not just you. 

Try to be both confident and humble when discussing what you can offer to the company. 
While you certainly want to appear competent, arrogance can turn off a recruiter. Show 
enthusiasm and keep a positive attitude and your Cover Letter will take you far. 

How to finish a Cover Letter 
Ending of a letter is just as important as the beginning and the middle. It’s your one chance to 

make a strong lasting impression. So the ending has to be creative and different from routine and 
conventional letters.  

The mundane “Thank you for your time and consideration" appears too often and sounds like a 
form of begging. "Sincerely" is generally a poor close to a letter, because nearly everyone uses it. 
Why should you? This is your chance to be "new and different"—and employers like that. "Very 
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truly yours" is nearly as bad because it’s used almost exclusively by lawyers who after threatening 
to sue you, they close with a cold-hearted "Very truly yours." 

Business letters can be warm and friendly as long as they’re not too personal. You’ve to sense 
the character of your audience and write accordingly. Some readers can stand more warmth than 
others. In general, it’s better to be too warm than too distant. 

Next time, instead of closing with "Sincerely," "Best regards," or "Very truly yours," let 
yourself risk a better ending. My all time favorite is  

“Looking fast forward to meeting you soon”. 

A few of the creative endings are suggested below. 

"Enthusiastically" 
“Yours passionately” 
“Yours optimistically” 
“Thinking the best for your organization” 
“With confidence” 

Just to summarize 
As a rule, a Cover Letter is:  

1.  Addressed to a specific person by name and title; 
2.  Brief, short, and direct—seldom more than one page; 
3.  Spontaneous and daring 
4.  Intriguing, never boring; 
5.  Written by you, never canned; 
6.  Tailored to the audience; 
7.  Warm and personal, not cold and analytical; and 
8.  Infused with energy, excitement, enthusiasm and creativity  
 

The Ten Commandments contain 297 words, the Bill of Rights 463 words, and Lincoln’s Gettysburg 
Address 266 words. Please keep your Cover Letter short. 



66   The Craft of Selling “Yourself” 

  

Eighteen common mistakes 
If you’ve ever seen a batch of letters sent in response to a job ad, you know they can be 

hysterically funny. A random sampling usually demonstrates every mistake (like sending the 
letter to the wrong company). Here are eighteen common errors to avoid: 

1.  Addressing letters, "Dear Sir:" or "Dear Sirs:" 
As you know, many readers today are women. If gender is unclear, the salutation should be 
something like "Dear Hiring Manager," or "Dear Human Resources Manager." 

2.  Addressing letters, "To whom it may concern." Or “Dear Whomever”.  
Find out who will receive the correspondence, and address it personally.   

3.  Sending emails to large number of IDs at the same time. 
This is a real turn-off for the recruiters. This shows the sloppiness of the applicants.  

4.  No signature. 
Even if you type your name at the end of correspondence, you should sign the page in your own 
handwriting to give it a personal touch.  

5.  Spelling errors. 
One applicant said he was well suited for "writting and editing chores... contac t me at the eddress 
below." Would you give him your editing work? Another writer said she’d enjoy "hearing form 
you." Word processing spell checkers make mistakes; so proofread everything.  

6.  Not checking grammar.  
Check your letters for correct sentence structure. Have friends review them too.  

7.  Using clichés. You’ll receive many letters that say:  
“I’ve come to know through reliable sources that a position lies vacant under your kind control. If 
you give me a chance to work, I’ll leave no stone un-turned to please you.” 

8.  Using the word "I" too much. Some letters are filled with 20 or 30 I's.  
Advertising is all about "you." Emphasize "you" rather   than "I."  

9.   Cluttered desktop publishing. With the advent of PCs, some job seekers feel the urge to 
be “creative" using various type sizes and fonts. Avoid this in business correspondence. 
Except in rare cases, business letters should look conservative. If you want to be creative, 
do so in your choice of words. Save Microsoft Publisher and Photoshop for your Season’s 
Greetings Cards.  

10.  Oddball phrasing, such as "an opportunity to expand my strengths and delete my weaknesses... 
" Or, "You may feel that I'm a tad overqualified." Or, "Enclosed herewith please find my 
résumé." Do you talk that way? You should write the way you talk. Avoid bad phrasing 
by having others critique your letters.  
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11.  Typos, like "thankyou for your assistance."  
12.  Not saying enough like "Please accept my enclosed résumé for the position of Executive 

Director. Thank you." That’s too short. A letter is an opportunity to sell. So say something 
about yourself.  

13.  Ending with "Thank you for your consideration." Everyone ends their letters this way, so 
you may avoid it. Try something different, like "I'm excited about talking further”. The 
same goes for "Sincerely," and "Sincerely yours." Everyone uses them. Find something 
different like "With great enthusiasm."  

14.  WRITING IN ALL CAPS. IT’S HARD TO READ. DON'T DO IT.  
15.  Forgetting to enclose your résumé. If you say you’re enclosing one, then don’t forget to 

do it.  
16.  Forgetting the date and/or salutation.  
17.  Using fading printer cartridges. Whenever possible, use a laser printer.  
18.  The 300-word paragraph. The worst mistake in marketing is writing too long. Limit 

sentences to seven or eight words, and limit paragraphs to four or five lines. In letter 
writing, short is usually better. I try to limit my own letters to one page, seldom two. I 
believe if I can’t say it well in one page, I probably can’t say it well at all. As it has been 
sagaciously said by William Shakespeare too that brevity is the soul of wit. So always try 
to be mindful of this golden rule that will retain an articulate impact of yours on others. 

Example of re-modeled Cover Letter 
A few years back, one of my juniors from the Institute of Business Administration (IBA), 

Karachi, Pakistan, emailed me her Cover Letter and requested me to approve. I’ll share the Cover 
Letter here. 

“This is with reference to your advertisement for Financial Analysts with expertise in the fields of 
leasing, banking operations, and various other bank related operations.  

I’ve a strong desire to be considered for the vacancy that you’ve.  My enclosed résumé will give my 
profile in brief. However to get the true essence of a person’s skills you need to meet them in person and I 
look forward to getting an opportunity to give you a thorough overview of my capabilities. I’d also like to 
discover more about what specific blend of skills you’re looking for. 

I’m definite that I’ll hear from you very soon.   

With best regards” 



68   The Craft of Selling “Yourself” 

  

I gave my following comments: 

“This is run-of-the-mill Cover Letter, doesn’t differentiate you from hordes of other candidates coming 
from Mickey Mouse sort of institutions. Ask a few questions from yourself repeatedly; in what way I’m 
different from hordes of MBAs; in what way can I add more value to any organization: in what way can I 
perform the same job in a better way; in what way, you as a person, are different from your age-groups. Are 
you a collection of weeds or a garden; are you a special person or another girl in the street.  

Once you know the answers, your letter will be stunning, unstoppable. Invest time in yourself. I can 
cooperate with you in the sense that I'd not allow you to chat with me on msn.  

Have a great day, 

Best regards /Ashraf Chaudhry” 

When she invested time in self-questioning, she came up with slightly better version. Here it 
is: 

“This is with reference to your advertisement for Financial Analysts with expertise in the fields of 
leasing, banking operations, and various other bank related operations. Organization that requires 
employees that think for themselves and not follow the established way of doing things. I’m a thinker and 
have the drive to put my thought processes to work for my organization and constantly think up ways in 
which improvements can be made.  

I’m a strong believer that when one wants to do something one should do it well. It’s the reason that I 
delayed my studies and waited for a year to get into IBA. For when the best is within reach why settle for 
less than best? 

I also consider that competition for achieving the impossible is the healthiest thing possible. I’ve a 
positive approach towards workplace dealings and am able to keep professional interactions just that, 
professional.  

To keep this brief, as person of strong convictions, I believe that learning should be for application and 
not for memories sake. I’ve a supposedly average academic background considering that there will be no 
gold medals or plaques and a strong professional perspective.   

My enclosed résumé will give my profile in brief. However to get the true essence of a person’s skills 
you need to meet them in person and I look forward to getting an opportunity to give you a thorough 
overview of my capabilities. I’d also like to discover more about what specific blend of skills you’re looking 
for and to find out whether a mutually beneficial relationship can be formed.  

I’m definite that I’ll hear from you very soon.”  
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The road to improvement is always under construction. 

She further worked on the Cover Letter under my guidance and came up with a better letter. 
Here it goes: 

“I’m sure that you’d have received many job applications since your advertisement. However, this 
isn’t one of such applications. This is a brochure cataloguing my unique blend of skills, personality and 
capabilities.  

I’m sending this brochure because something in your ad gave me the impression that people who think 
out of the box would be welcomed in your organization. I believe that I’ve the capability to become an asset 
for any such organization and not follow the established way of doing things. I’m a thinker and have the 
drive to put my thought processes to work for my organization and constantly think up ways in which 
improvements can be made.  

I’m a strong believer that when one wants to do something one should do it well. It’s the reason that I 
delayed instant gratification and waited for 360 days to get into IBA. For when the best is within reach 
why should anyone settle for less than the best?  

I also believe that learning should be for application and not for memories sake. I’ve a supposedly 
average academic background considering that there will be no gold medals or plaques.  However, recent 
developments in our country’s political front have shown that people from average backgrounds from the 
best institution in the country have limitless potential to rise up to the highest possible level of leadership.  

My enclosed résumé will give my profile in brief. However to get the true essence of a person’s skills 
you need to meet them in person and I look forward to getting an opportunity to give you a thorough 
overview of my capabilities. I’d also like to discover more about what specific blend of skills you’re looking 
for and to find out whether a mutually beneficial relationship can be formed.   

As the saying goes (with some modification), while the horse can be led to water but can’t be forced to drink 
until it’s thirsty, I hope that you’re thirsty enough now.” 
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I still wanted her to improvise Cover Letter by reducing the paragraphs. And finally, she 
came up with the final version which you’ll agree is much better than the original one. 

“You’d have received piles of job applications since your advertisement. This isn’t one such 
application, then what’s it? This is a brochure cataloguing a unique blend of skills, personality traits and 
capabilities. You’re receiving this brochure because something in your ad gave the impression that people 
who think out-of-the-box would be welcomed in your organization. A person with the initiative to follow 
the road less traveled and best of all, a person who uses her grey matter. 

Being a proponent of the thought that when one wants to do something one should do it well. It’s the 
reason that I delayed instant gratification and waited for 360 days to get into IBA. For when the best is 
within reach why should anyone settle for less than the best? I also think that learning should be purpose 
based and not for memorization alone. I’ve a supposedly average academic background since there will be 
no gold medals or plaques.  However, recent developments in our country’s political front have shown that 
people from average backgrounds from the best institution in the country have limitless potential to rise up 
to the highest possible level of leadership.  

The enclosed résumé will give you a succinct overview of my profile. However to get the true essence of 
a person’s skills you need to meet them in person and it’ll be an opportunity to give you a thorough 
synopsis of my capabilities. It would also be a privilege to discover what specific mélange of skills you’re 
looking for and to find out whether a mutually beneficial relationship can be formed.  As the saying goes 
(with some modification), while the horse can be led to water but can’t be forced to drink until it’s thirsty, I 
hope that you’re thirsty enough now.”  

“There are painters who transform the sun to a yellow spot, but there are others who with the help 
of their art and intelligence transform a yellow spot into sun.” 

PABLO PICASSO 
 

 

 

 

 



 

  

Chapter 8:  
Networking 

If you want to be prosperous for a year, grow grain. 
If you want to be prosperous for ten years, grow trees. 

If you want to be prosperous for a lifetime, grow people. 
CHINESE PROVERB 

 
etworking is about growing and cultivating people…..relationships, friendships, 
synergies, and trusts. Like IQ and EQ, high Networking Quotient (NQ) is a pre-requisite 
to personal and professional success. 

Dr. Stephen Covey says in his epoch making book The 7 Habits of Highly Effective People that 
highly effective and successful people are neither dependent nor independent, in fact, they’re 
interdependent people.  They derive strength from others and give strength to others. Successful 
people aren’t like islands; they’re not like leeches. They’re in fact like colonies where members 
interact with each others, help each others, support each others, integrate with each others; 
coordinate with each others, synergize with each others for the ultimate and collective good of 
the entire community. They survive on their mutual strengths; they thrive on their collective 
resources. Someone has rightly said that T.E.A.M stands for Together Everyone Achieves 
Miracles. 

Networking is the key to success 
Networking is a very powerful tool for success in general and particularly in business. Do 

you know a referral generates 80% more results than a cold call and 70% of all jobs are found 
through networking? And this percentage becomes even more than 90% for senior jobs. The jobs 
that you see advertised in papers are just a tip of the iceberg. They’re not more than 5% of the 
total job market. Most people you meet with have at least 250 contacts. Anyone you might want 
to meet or contact is only 4 to 5 people away from you.17  

Job campaigns often stall because job-hunters leave their personal networks too quickly to go 
off into the world of "strangers." Strangers will seldom be as responsive to you as people whom 
you’ve met before, even briefly. Surprisingly, your attendance at a trade show can qualify you as 
a “friend” in someone’s eye.  

Make sure you get your job-hunt strongly established with personal friends and business 
acquaintances before you spend a lot of time answering ads, working with recruiters, or cold 
calling. Cold calling isn't very appealing—that’s why they call it cold calling!  

N 
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In this section, you’ll learn:  

• How to introduce yourself to people 
• How to generate referrals 
• How to use ‘stepping stone’ method to meet anyone you want 
• How to make requests that get you the results you want 
 

Let’s define Networking. Perhaps the best definition that I’ve ever read is by Donna Fisher 
and Sandy Vilas in their book Successful Networking. They say: 

“Networking is making links from people we know to people they know, in an organized way, for a 
specific purpose, while remaining committed to doing our part, expecting nothing in return”. 

Networking may sound as a modern day buzzword but actually, it’s as old notion as 
civilizations. 

"Do unto others as you would have them do to you.” 
Luke 6:31 

 

Networking is about giving 
Let me clarify at this stage that networking isn’t about extracting benefits from people. 

Networking is about saying “please let me know if I can do anything for you”. Networking is asking 
people the question “what do you need that I can help you with?” It’s about “going an extra mile”. It’s 
about ‘giving and sharing”. The basic philosophy of networking is “Living is Giving”.  
Unconditional giving is a fundamental law of life. 

“Socialize with My people; enter My heaven.” 
AL-QURAN 

 
Unconditional giving is a habit of nature. It’s like sowing a seed that has the potential to 

germinate and sprout into a blossoming tree. It’s a law of nature that what goes around comes 
around. Life has a boomerang effect.    

When you throw the boomerang, it comes back. It doesn’t return directly, but in its own 
roundabout way, it does return to its place of origination. The same thing is true of networking. If 
you take the initiative to give, to participate, and to contribute, benefits will come back to you in 
some way, although they’d not necessarily come back immediately from the same person. In fact, 
sometimes they’ll come back from totally unexpected places.  
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Life is boomerang 
Let me share with you a story that truly illustrates the law of what goes around comes 

around. 

His name was Fleming, and he was a poor Scottish farmer. One day, while trying to make a 
living for his family, he heard a cry for help coming from a nearby marsh. He dropped his tools 
and ran to the marsh. 

There, stuck to his waist in black muck, was a terrified boy, screaming and struggling to free 
himself. Farmer Fleming saved the lad from what could have been a slow and terrifying death. 

The next day, a fancy carriage pulled up to the Scotsman’s thin surroundings; an elegantly 
dressed nobleman stepped out and introduced himself as the father of the boy that farmer 
Fleming had saved. 

"I want to repay you," said the nobleman. "You saved my son's life." 

"No, I can't accept payment for what I did," the Scottish farmer replied waving off the offer. 
At that moment, the farmer's own son came to the door of the family hut. 

"Is that your son?" the nobleman asked.  "Yes," the farmer replied proudly. 

"I'll make you a deal. Let me provide him with the level of education my own son will enjoy. 
If the lad is anything like his father, he'll no doubt grow to be a man we both will be proud of."  
And that he did. 

Farmer Fleming's son attended the very best  schools and in time, graduated from St. Mary's  
Hospital Medical School in London, and went on to  become known throughout the world as the 
noted  Sir Alexander Fleming, the discoverer of  Penicillin. 

Years afterward, the same nobleman's son who was saved from the marsh was stricken with 
pneumonia. 

What saved his life this time? Penicillin.  The name of the nobleman? Lord Randolph  
Churchill. His son's name?  Sir Winston Churchill. 

“You only have what you give. It’s by spending yourself that you become rich.” 
ISABEL ALLENDE, CHILEAN-AMERICAN NOVELIST 

 
When you practice the boomerang effect, you may actually notice a sense of relief because 

you don’t have to control things and keep score anymore. This is a newfound freedom when you 
can focus on your networking and allow the return to happen of its own accord. When you 
concentrate on supporting the other people in your network, you’ll receive an abundance of 
ideas, support and referrals. 
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The heartbeat of networking is people caring about people. Even if you learn all the skills, say 
all the right things, networking is only truly powerful when genuine human caring exists.   

Networking is a way of life 
Networking is an aptitude; it’s a way of life. It’s not just a ritualistic list of things to be done 

in a specific timeframe. Even though there’re some specific rules and tools that you can learn 
about networking by reading books, but unless you’ve a networking aptitude, unless you 
develop a mind-set about networking, the impact will be short-lived and results will be below 
potential. The rules that you’ll be learning here can be the catalyst to start a lifelong process of 
establishing, building and working with a mutually supportive network of relationships.  

Networking is a most cost-effective marketing tool when used wisely, appropriately and 
professionally.  

Networking has many benefits but the most important thing about networking is that it’s an 
efficient way of accomplishing goals. So if you’ve big goals and dreams about what you want to 
accomplish, then networking is for you. It’s a handy tool that if schemed with precision leads you 
to achieve Alpine heights and assists you in reaching that zenith that you can only fancy for 
yourself in your wildest dreams. 

If you’re stuck in the grooves of confusion and despite best efforts, you’re unable to wriggle 
out of it, then it’s time to question your networking approach. It’s time to question as to why I’m 
not inclined to get in the loop.  

Networking as I said earlier is a way of life. It’s not about collecting cards and sending SMSs 
or greeting cards. We all have a network, some have highly activated and some have dormant. If 
your network is in dormancy, you can re-activate it; you can revive it; you can refresh, you can 
recharge it; restart and renew it.  

Networking nerd 
Networking is like feeding a goose laying golden eggs. But there’s breed of networking 

people who act in indecent haste that they project the image of being greedy and selfish and 
make the people run away from them. In order to get a regular supply of golden eggs, you need 
to feed the goose and not slaughter it. These networking nerds, you’ll find everywhere. They’re 
people of typical characteristics: 

• They collect business cards without ever connecting with the people. 
• They join networking sites like Hi5, Plaxo, Facebook but end up with people who’re 

mouse-potatoes. 
• They throw lunch and dinners immediately. 
• You’ll even see them dishing out their business cards at funerals. 
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• They’ll call the ‘networks’ only when they need a thing to be done. 
• Their primary focus is ‘what is-in-it-for-me’. 
• Slaughtering the goose is their favorite hobby and feeding the goose is the last thing on 

their priority. 
These networking nerds gain nothing in the long run. They scare people. People become 

aware of their tactics.  

Let me say categorically that networking is NOT: 

Pushing yourself or your product aggressively 

Exploiting people for crass personal agendas 

Keeping an eye on every one you meet that some day you’ll tap him. 

Networking is the philosophy of connecting with people. 

Networking is helping others. 

Networking is about contributing. 

Networking is about giving and sharing. 

So never ever behave like networking nerd otherwise you’ll shun people and you might miss 
opportunities of successful networking. 

Island mentality 
As a student of success, before you set off on an enjoyable and adventurous ride of powerful 

networking, you’ve to shed away a mind-set or a mentality that I’d call an “Island Mentality”. 
Island Ape thinks himself as a superhuman that’s capable of doing everything on his own 
without any difficulty and without seeking the help from others or tapping other channels. As I 
said in the beginning that highly effective and successful people aren’t independent people, so 
this Island Mentality will take you nowhere in life.  

Your attitude influences how you experience your day, your interaction about people, and 
the type of goals you set for yourself. It also affects your networking goals. The Island Mentality 
is the major stumbling block in the way of a successful net-worker.  

If any of you has the habit of uttering following statement, then it’s a sign that you’ve a 
tendency of being an Island Ape. 

• I’ll do the task myself and don’t need any body to help me. 
• I know what to do. 
• Why should I bother someone for my personal matters 
• I might annoy people if I approach them often. 
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These statements aren’t truths; they’re just thoughts. But if you’ve these irrational thoughts, 
then you’re limiting yourself and blocking the full power, joy and the beauty of networking. In 
life, don’t be an Island Ape! Instead of listening to limiting, disempowering and un-resourceful 
thoughts, you can choose thoughts that are supporting and empowering, because thoughts 
ultimately become reality. 

Whatever we’re today is the manifestation of our previous thoughts. And what we’ll be in 
future will be the manifestation of our present thoughts. So the most important thing today is to 
select those thoughts which can give us the desired results. If you’re thinking garbage, you’ll get 
garbage. By thinking garbage, you can’t get gold. You’ll reap whatever you’ll sow. If you’re 
sowing seeds of cactus, you’ll never reap grapes. Being a student of successful networking, your 
thoughts should be like this: 

• I can do this quickly and easily by working with the resources in my network. 
• I enjoy having others contribute to me and help me with my goals. 
• I’m willing to learn new things from others. 
• By working with others, I learn new and better ways to handle challenges. 
• People feel included and appreciated when I approach them for assistance or ideas. 
• Asking others’ advice can help me in determining the best course of action. 
These are powerful thoughts regarding an approach that empowers people to experience the 

best of who they’re through networking.  

Learning to be independent and do things on our own is an important step in the growing-
up process. This is the stage in life in which we learn about our own values and strengths. 
However, this stage is meant to lead us to the more powerful stage of inner strength and 
interdependence. Our power as individuals comes not from our independence, but from our 
interdependence, our interactions and the way we relate to the people and the opportunities 
around us.18 

The transition from Island Ape to Potent Net-worker can be made by:  

Giving up thinking that you’ve to be an expert. 

• Being vulnerable and asking for help. 
• Delegating to others. 
• Becoming a team player. 
• Accepting and expressing the appreciation and support of others. 
If networking is such a great marketing and promotional tool, why it’s not used more often? 

There’re many fears and concerns that may automatically stop people from making that call, 
asking for that referral or offering that support. There’s permanent menace that if you’ll not 
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brush these self-created fears aside they can cloud the possible streaks of success from your 
reach. Let me list down a few of the fears that are jamming your way of successful networking.  

• Fear of rejections 
• Fear of being perceived as week or needy 
• Fear of time wastage 
• Fear of being perceived as pushy and aggressive 

Fear of rejection 

“I can’t stand rejection” 

“What if they reject me”? 

Of course, people don’t like being turned down or rejected. Yet there’s new way to approach 
your networking interactions that eliminate rejection as an issue. 

Networking consists of gathering, collecting and distributing information. When you contact 
someone to let them know that you’re looking for some referral, prospect, or service provider, 
you’re giving that person information. Your focus is to distribute this information to a sufficient 
number of people to make the connections that will best serve you in reaching goals and getting 
the support or contact that you want. 

Rejection is an issue only if your focus is on having someone respond in a particular way. If 
you’re relaying information primarily as a way to mutually share resources, then any response 
you get will support the flow of the process. 

Networking isn’t about getting someone else say or do what you want. Its purpose is to allow 
you to use the vast resources around you to further your goals. When you approach people as 
someone who’s giving them information….for example, telling them about your current project, 
or let them know what kind of support you’re looking for…..there’s no rejection involved. You’re 
simply giving them information to include in their networking data bank and have thus 
expanded your base of possible links.  

If you fear rejection, think of networking as a game of discovery and each request a stepping-
stone. A ‘no’ helps you know which direction to take next and gets you one step closer to ‘yes’. 
Remember to let go of expectations and don’t take ‘no’ answer personally.  

Being perceived as week or needy 

‘I don’t want to look like I don’t know what I’m doing’. 

‘I need to look like I’ve it all together’. 
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If your focus is to keep up good front, you can’t really network to your fullest potential. Some 
of the most rewarding and meaningful phone calls take place when someone calls and says, “I’m 
having difficulty regarding that issue, what can you recommend”. 

‘Asking for support’ is a smart approach to life. When people call us and tell us that they need 
help, we know they’re more interested in ‘working smart’ than in working hard just to look good.  

Let’s take this matter in a different way. You’re a student of success; you’ve your own 
definite chief aims, objectives and dreams of life. You’re focused on your goals and appearing 
weak or needy shouldn’t be a matter of concern for yourself. Your focus should be on 
achievements of life and not on opinions of others. 

There’s an interesting dichotomy over here. When people ask us for support we typically feel 
pleased, acknowledged and honored that they thought of us and thought enough of us to feel 
that we could be of assistance.  

It’s important to realize that asking for the support isn’t a sign of weakness but really an 
indication of : 

Strong self-esteem 

A commitment to the goal rather than the ego 

A willingness and ability to learn from others 

A wisdom to be inclusive rather than exclusive 

The willingness to let things happen easily rather than reinventing the wheel each time 

An understanding the power of interdependence 

Asking for a support is vital part of networking. Asking isn’t a sign of weakness rather it’s a 
sign of strength, courage and wisdom. It reflects your thorough control over your ballooned ego 
and bears evidence to the fact that you’re having a sound pragmatic approach towards the 
achievement of your ultimate goals. 

On the subject of asking, there’s wonderful book in the market with the title Ask For The Moon 
And Get It by Percy Ross. As a young man of humble beginnings, Percy Ross vowed that if ever 
he became successful in life, he’d use his knowledge to help others. In fact, he became multi-
millionaire and he shares his philosophy of asking help of others to become successful.   

In his book he writes down ten basic rules of the Art of Asking19  

1.  Know what you really need or want. 
2.  Ask the right person. You can’t get honey from a cow or milk from a bee. 
3.  Prepare a good case. 
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4.  Give in order to receive. 
5.  Overcome the blocks to asking. 

a.  The wall of fear 
b.  The wall of pride 
c.  The wall of low self-esteem 

6.  Ask artfully 
7.  Request or invite; never demand or beg. 
8.  Show respect 
9.  Ask …..and keep asking 
10.  Go beyond ‘me’ to ‘we’.  

Fear of time wastage 

‘I don’t have time to network’ 

Reinventing the wheel, trying to sell through cold calling and tackling your projects yourself 
takes too much of time. With networking, you’re able to accomplish much more in less time. 
Networking doesn’t mean that you’ve to spend time looking for new opportunities. In fact, it’s 
just the opposite. Through networking, you’ll be more aware of opportunities and will be able to 
maximize each interaction and leverage more effectively with the contacts you already have. 

Networking requires you to be aware. If you’re not networking, you can end up spending 
more time and money on activities that could have been done more efficiently by working with 
your resources. When you talk to people, network; when you use the lift, network; when you call 
on a client, network. Be smart with your time and integrate networking skillfully into what 
you’re already doing.  

Being perceived as pushy and aggressive 

“If it means having to be pushy and aggressive, I can’t do it”. 

Networking requires patience and persistence like planting a seed, nurturing it and waiting 
for it to grow. You don’t have to be pushy and aggressive to get the results. You must have heard 
the Aesop’s fable about a goose laying golden egg and greedy man. Greedy man is always 
unreasonably pushy and aggressive to get results in two shakes of a lamb's tail while a wise man 
always feeds the goose to get a regular supply of golden eggs. You get chickens by hatching the 
eggs and not by breaking or smashing them.  

If you’re demanding or overbearing, then you’re a networking nerd. This can happen if you 
lose sight of the big picture and are caught up in thinking that there’s only one direction toward 
reaching a goal.  

"Wishing to be friends is quick work, but friendship is a slow-ripening fruit." 
ARISTOTLE 
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4 P’s of networking 
1. Power 
2. People 
3.  Promotion 
4.  Passion 
The common ingredient in any positive networking interaction is that of people empowering 

people……people who’re promoting, supporting, empowering, uplifting, nurturing, connecting 
and relating to other people. This is where the heart and power of networking resides.  

Powerful networking is all about 
Results and  Relationships 
Effectiveness and Efficiency 
Assertiveness and  Graciousness 
Persistence and Trusting 
Promoting others and Promoting yourself 
Building business and Enhancing life 
Giving and Receiving 
Contributing and  Accepting support 
Offering and  Requesting 

Requirements of powerful networking 
Know thyself? 

What’re your values and guiding principles?  

What can you compromise on and what not? 

What’re your strengths and weakness? 

What’re your accomplishments that you’re really proud of? 

What’re your short-term and long-term goals? 

In what way can you add value to other people? 

The first principle of power networking is to get your own life in order and orient your life 
around the values and principles that are important to you. Your values consist of those 
fundamentals that are dear to you and you espouse, protect and promote them all the time. These 
are principles that living them gives you meaning and satisfaction. These compasses guide you in 
the course of life. 
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Many people go through life setting goals, building careers, and undertaking projects that are 
impressive and outlandish yet not satisfying. This is because they’ve not focused their life around 
the goals, projects and careers that fulfill their values. Living against or out of harmony with ones 
values is synonymous to remaining in war with oneself. And no one can win a war against 
oneself. With value-based goals, there’s natural motivation that propels you to action. Once your 
life and goals are woven around your core values, you’ll have a clearer sense of yourself, which 
will provide you strength and certainty to enhance your networking focus. 

People skills 

• You’ve to be courteous and gracious person. 
• Always be looking for opportunities to help others. 
• Always accommodating and creating space for others. 
• You must be ‘fun-to-be-with’ and ‘fun-to-be-around’. 
• You’re a pleasant personality and people love to talk to you. 
• You’re a good listener. 
• You’re a good conversationalist, initiator and presenter of ideas. 
• You’re confident, passionate and enthusiastic person. 
• You receive and give acknowledgement regularly. 
• You acknowledge the people who inspire you. 
• You’re flexible and not a rigid personality. 
• You’re an effective negotiator. 
• You’ve the capacity to inspire others with your dynamic character.  
Organizing skills 

• Your business cards file and contacts are updated regularly. 
• You’ve sufficient business cards for every situation. 
• You return phone calls within four hours. 
• You reply emails within four hours. 
• You’ve an organized system of staying in touch regularly with those who matter. 
• You organize your thoughts and collect your thoughts, wits and ideas before making a 

phone call to referrals, leads or people in your network. 
• You say yes to events, activities and meetings that are in harmony to your objectives of 

life. 
• You say no to events, activities and meetings that drain your time, energy and derail 

your focus. 
• You consume your major time on important things. 
• You establish a budget for networking. 
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Avenues of networking 

• Conferences 
• Events 
• Traveling 
• References 

Sample letter for harnessing the power of networking 
September 4, 2008 
Mr. Munib Panjwani 
President 
Global Marketing Ideas, Inc. 
1-Global Marketing Ideas Tower 
Karachi, Pakistan. 
 
Dear Mr. Panjwani 

I was in the audience last Thursday when you spoke about Creating Synergies between Sales & 
Marketing in Pearl Continental Hotel Karachi. Your talk was enlightening and inspirational--I 
took two pages of notes--and I enjoyed meeting you. 

Because you’re a highly effective leader in your business community, your advice and ideas are 
of value to me. After 13 productive years (here summary of accomplishments enclosed), I’m 
seeking to make contact with other business executives of your stature who may be in a position 
to provide me with advice regarding my next career step. 

I’ll call you next Thursday between 3:00 and 4:00 p.m., and I’d appreciate hearing your thoughts 
about where you think someone with my skills and abilities might be needed. Please note, I’ll not 
be asking you for a position in your firm. I ask only for five minutes of your valuable time, and 
the benefit of your experience. 

Meanwhile, please let me know if I can do anything for you or your organization. 

Many thanks! 

 

Muraad Patel 
murad.patel@gmail.com 
P.S. I’m enclosing a very thought-provoking article on Blind Spots of Marketing Mavericks for 
your reading.   

mailto:murad.patel@gmail.com
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As a student of success, you always need to keep your eyes and ears open to any opportunity 
and avenue of worming your way forward, planting seeds of long lasting relationships and 
nurturing and manuring those seeds to enable them to grow and flourish and mature so that 
someday you may be able to relish and savor the fruits of your labor.   

People are more than what they look 
The following story bears a great lesson on how we underestimate and trivialize seemingly 

small and insignificant things that intrinsically carry a great potential of performing wonderful 
feats in life.  

An elderly couple from countryside of USA sends their son to Harvard University for world-
class education. His education means a lot to the parents. But destiny’s decision is somewhat 
different. Their son dies in accident after one year at Harvard. But the elderly courageous parents 
don’t take the death of the beloved son as end of life. They want to keep the candle of his 
memories burning in a meaningful way forever. 

One fine morning, the elderly couple in their traditional idyllic demeanor and dressed like 
no-nobles arrive at Harvard University seeking an opportunity to speak to the President of this 
great citadel of learning. They laboriously search the office of the President and request the 
secretary that they want to speak to the head. Their presence in the President’s office creates no 
stir, secretary is least moved and just tells them that President isn’t available as he’s in meetings 
and asks the couple to come on some other day. On the insistence of the serene old husband and 
wife, the secretary un-willingly asks them to wait till the boss is available. 

The secretary literally takes the old people as country rustics and keeps them waiting for half 
of the day exhibiting no courtesy, warmth and empathy. Finally, she reluctantly, allows them to 
sneak into the President’s room. 

They explain to the President that their son has died in an accident while being a student of 
Harvard and they want to erect a memorial block in his name in the campus. The President 
bluntly tells the couple bruising their feelings that if university administration allows the heirs of 
every deceased student to raise a building in the memory of their loved ones, the campus will 
look like a somber graveyard. While the husband was using his all logic to persuade the 
President who was so adamant to even further talk on the matter, the wife whispers to her 
husband that they should do something else to keep alive the memories of their beloved son. 

Mr. and Mrs. Leland Stanford leave the President’s office with the unflinching determination 
to build up their own university. Stanford University today is one of the finest institutions of 
higher learning in the world.  

Most of the people are victims of preconceived judgments. They don’t see things with open 
mind. They’re prisoners of their own tunnel vision. Minds are like parachutes; they work only 
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when they’re opened. As a success-minded person, you need to see the true potential of every 
opportunity coming your way. Even the janitor of an organization can give you invaluable bits of 
information that even Google can’t give.    

Tools of Networking 
• Pooling off all contact resources of networkers and mastermind group. 
• Telephone Call: Every day call at least one person whom you’ve not talked to at least in 

ninety days. This implements an ongoing process of reactivating your ‘hidden network’. 
Mark your planner with names to call on each date. And make it a habit of life. When 
you call a person when you’re in need of help, you’re taken as networking nerd. Always 
call a person when you don’t need him. It should be a courtesy call and should end on 
your offer of any help to him. 

• Invitations: Invite people in your network to events that you’re participating in when 
you know that the event would be of interest or value to them. 

• Clippings/articles: When someone you know is in the papers, send him a copy of the 
article and a congratulatory note. When you see an article that relates to someone’s 
business, industry or personal projects, send it to him along with a short note. 

• Acknowledgement/appreciation: At least, once in week send acknowledgement and 
appreciation or congratulation to someone for whom you’re unknown.  

• Condolences 
• Ask for guidance, favorite books, movies that inspired. People really do like to be asked. 

Think about how you feel when someone in your network asks you for a contact or idea. 
Are you not pleased to know that he thinks enough of you? If you feel pleased, honored 
and acknowledged when others approach you for assistance; let it be a reminder to you 
to ask. Asking is a way to empower, include and recognize the people in your network 
for their resourcefulness. 

• Comment on launches, products, company values 
• Invite people as guest speakers and then send them thank you notes. 
• Arrange a get-together of alumni and getting referrals from them. 
• Involve the teaching staff and faculty in the entire networking plan. 
• Become a member of a professional organization. It’s not whom you know; it’s who 

knows you. Membership will give you visibility through participation. 
• Volunteer for fundraising/charity work and get your news and pictures published in 

papers. 
• Volunteer for organizing events. I’ve seen young students voluntarily working for 

Marketing Association of Pakistan to organize their annual event of Marcon.  
• Sending Eid Cards and Season’s Greeting cards to those who matter. 
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Since childhood, I’ve been sharing with my friends and acquaintances the gist of books and 
articles that I read. My habit helped me a lot to stay in touch. People still remember me as the one 
who used to feed them with ‘Food for Thought’. 

Ten Commandments of networking 
1.  Thou shalt drop the ‘what-is-in-it-for-me?’ attitude. 

2.  Thou shalt remain on autopilot to network all the time. 

3.  Thou shalt feed the relationship instead of leeching on it. 

4.  Thou shalt carry networking tools with you all the time. 

5.  Thou shalt listen and ask questions. 

6.  Thou shalt give referrals when possible. 

7.  Thou shalt follow up on the referral within 24 hours. 

8.  Thou shalt thank the person in writing who gave you referral. 

9.  Thou shalt set networking goals in writing. 

10.  Thou shalt reply emails and call back on miss calls same day. 

Final word on networking 
If you want to achieve goals of your life, networking is the best way to accomplish results 

and have fun doing it. Making links from people you know to people they know keeps the world 
at their fingertips. This way of operating eliminates tunnel vision, the concept of cold calling, and 
the idea that you don’t know anyone to contact. However, it’s still up to you to reach out, take 
the first step, and use your relationships and contacts in a major way. Allow yourself to enjoy the 
magnitude of an arena that brings with it limitless opportunities.  

The concept of global stepping-stones represents the idea that anyone you want to contact 
can be reached through the wise and effective use of your network in sync with this worldwide 
web of networks. Let this concept be your reminder to live your life as one who’s connected to 
everyone in the world and you’ll discover a renewed vigor and excitement regarding 
networking.  

Networking isn’t just a way of interacting or a way of relating; it’s a way of life that’s 
designed around a strong foundation of relationships and supported by clarity of purpose and an 
attitude of service and contribution. 

People have the opportunity every day to make choices about life. Developing a lifestyle with 
networking as the base indicates that you’ve already chosen a life of participation, contribution 
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and relationship. With this as the basis for your actions and interactions, you can easily respond 
to your choices that come your way to further the goals you’ve chosen for your life. The truth is 
that people want to participate and contribute, to serve and support one another. Networking is 
more than just a good idea or an effective way to expand your business; it’s an opportunity to 
create a lifestyle that will have an impact on you, the people around you, and the world we live 
in. Choose today to network as a way of life and enjoy the satisfaction of knowing that you’ve 
chosen wisely for yourself and your world.     

Intelligence on potential employers 
Not at any stage, you should forget the fundamental premise that process of job-hunting is 

similar to that of selling of a product. Before any product is launched, there’s a stage of consumer 
research that determines the inherent and perceived needs of the people, their tastes, their 
preferences, their idiosyncrasies and their eccentricities. Research is done on the socio-economic 
classes, demographics and psychographics. The data is collected, tabulated, analyzed and 
interpreted in order to make final decisions about prices, packaging, color schemes and stock-
keeping units. These days companies allocate humongous budgets on scientific and systematic 
research before bringing out any product to market place.  

You being a serious and professional job hunter can’t ignore at any stage to initiate a research 
on the prospective employers. This research may not be done on the principles of consumer 
research and its tabulation, analysis and interpretation may not be like that but the essence and 
objective is the same as that of consumer research. You don’t have to do exhaustive analyses on 
SPSS. The pre-launch research will help you in terms of cost saving, minimizing disappointments 
and frustrations and enhancing the ‘hit’ ratio. Your research must be aimed at following aspects. 

• General knowledge about the company 
• Products/services 
• Competition 
• Company vis-à-vis  competition 
• The general economy affecting the company and industry 
• Historical growth of the company 
• Long and short term goals 
• Profile of the customers 
• Suppliers 
• Creditors 
• Mission statement 
• Vision 
• Driving values 
• Styles of management 
• Who-is-who and what-is-what in the company 
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• Key decision makers 
• Strengths & weaknesses 
• Opportunities and challenges 
• Role of the company as responsible corporate citizen 

Internships 
If you’re a product, then internship is your  

free sampling to generate induced trial. 
In our basic premise of job-hunting being similar to product selling, internship is like free 

sampling. In any Marketing Plan, the objective of free sampling is to induce forced trials to the 
consumers for making them orient with the functional and perceived benefits of the product. 
Once a free sample clicks, the customer is hooked to the product forever. All marketing oriented 
companies like P&G, Unilever, Colgate, Pakistan Tobacco Company, Haleeb, Nestle and Tapal 
etc spend huge budgets on free sampling. And all these companies are success stories.  

In your case, when you being a product, internship is like free sampling. During internship, 
you basically: 

• Cultivate relationships with those who matter. 
• You learn the basics of complex corporate world. 
• You get a platform to apply the knowledge and skills that you’ve so far learned. 
• You add value to the organization as per your abilities. 
• You interact with people, you see people interacting with each others and you learn the 

dynamics of interdependence. 
• You represent your alma mater, your friends, your teachers and your own background. 
 

Internship is your first formal step into the exciting corporate world. You’ve to be an extra 
watchful, extra careful to conduct yourself as a budding executive. The industry trend is that 
more than 20% interns are absorbed by the same companies as their regular employees and a 
similar percentage is recommended and referred to other companies by their immediate 
supervisors. The internship period may vary from company to company but usually it’s between 
4-6 weeks. ‘Enlightened’ and socially responsible organizations pay a decent stipend to the 
interns ranging from Rs. 2,000 to Rs. 10,000 per month along with executive lunches.    
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The six terrific habits of interns 
1.  They dress up like corporate executives rather than trendy students and at the same time 

stay distinguished as being interns. 

2.  They show and demonstrate religious respect and reverence for company policies and 
values rather than taking the liberty of being intern and acutely observe visible and invisible, 
stated and un-stated rules and regulation. 

3.  They utilize every moment to learn new things and apply their existing knowledge. They 
take internship to absorb the knowledge and wisdom of their seniors.  

4.  They cultivate relationships with supervisors and their supervisors and departmental 
heads by getting their confidence and by exercising a habit of ‘going extra mile’. 

5.  They finish their job and project within stipulated time and give credit to their supervisor 
and other staff for their help and guidance. 

6.  They finish their internship on a pleasant note and then stay in touch with their ex-
supervisors/departmental heads on occasional telephone call, emails and letters or occasional 
walk-ins.  

The seven terrible habits of interns 
• They take internships as picnic trips and leisure spots and a time to get out of boring 

rigmarole of studies. 
• They join gossip groups, company bashers and negaholics or as one of my ex-colleagues 

used to say complaining bastards. Their favorite pass time is to question and criticize the 
company policies, rules and regulations. 

• They dress up like teenagers and their overall demeanor and disposition is very careless, 
casual and informal. They get snubbed up frequently by all and sundry and their 
supervisors have to give explanation many times to seniors for the unruly and 
indecorous behavior.  

• They do nothing, contribute nothing, learn nothing and leave nothing except a reputation 
of being spoilt brats.    

• They pass irresponsible comments on each others and on lower cadre office staff and 
earn indignation of the regular employees.  

• They excessively waste company resources by chatting and shooting out junk emails and 
taking out un-necessary print outs earning bad reputation for the institution they belong 
to. 

• They give a sense of relief to their supervisors and other employees when their 
internship period comes to end. 
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When I was writing my thoughts on habits of third-rated interns, I sent an SMS to one of my 
ex-colleagues with Pearl-Continental Hotels who happen to be HR Manager to know her opinion 
about the common habits of such interns and her reply came as: 

Sluggishness 
Procrastination 
Lack of vision 
Lack of self-discipline 
(Lack of) Coordination & Initiative 
(Negative)Work Attitudes 
Let me come to the conclusion about internships. If a free sampled product leaves a bad taste 

in the mouth, after all who will purchase it later on. If a company free samples skin whitener, 
which on usage turns out to be a nightmare, you can understand what will happen to not only 
this product but also to other products of the company.  Internship has the potential of becoming 
best or the worst marketing tool not only for the individual himself but also for his/her alma 
mater. When you join an organization for internship, you go there as an ambassador of your alma 
mater; you represent your teachers; you represent your classmates; you represent the values of 
your institution.  

Developing & maintaining a databank  
For a serious job-hunter, maintaining a databank of employers isn’t a luxury; it’s a necessity. 

You accomplish this task when you make it a habit, a passion and fun. It’s not a one-time activity; 
it’s a continuous process—a process of developing, maintaining, updating and fine-tuning the 
contacts. When it comes to maintaining the contacts, following set of information is required. 

Name of the individual (decision-makers) 
Designation 
Name of the organization 
Complete address/Email ID 
Telephone Numbers...PABX, Direct Line and Cell 

Word of caution 
Your sensitivity index must be very high regarding the spellings of the names of the decision-

makers and organizations. People occupying high positions in life are generally full of egos and 
pride and they’re extra sensitive about their names and designations. If someone spells like 
‘Mahmood’ and you write ‘Mahmud’, you’ve given him one good reason of annoying him and 
hence screening you out. If his designation is Director Sales & Marketing, and you’ve written 
General Manager Sales & Marketing, then your email or letter will be read with unpleasant 
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mood. You’ve to be immaculate with spellings of names. Following are some of the examples of 
the names in such cases you’ve to be extra vigilant regarding accuracy. 

Saleem, Nadeem, Muhammad, Mahmood, Ahmad, Farooq, Rehman, Ahsan, Tanweer, 
Nahid, Sofia, Parwaiz, Hussain, Mudassir, Mubashir, Aniq, Atiq, Rashida, Musharraf, Tariq, 
Chaudhry, etc. 

Another sensitive area is name of the companies. Senior people are particularly sensitive 
about names of their organizations because they attach a high degree of pride and prestige to 
their parent organizations. If a prospective executive is found casual in writing about the names 
of the organizations, rest assured he’s meted out the same casual treatment. Remember, what 
goes around comes around. 

I’ve worked for Tapal Tea for two years. I used to receive dozens of letters daily regarding 
sponsorships, proposals about events, joint activities, requests for internships, and job 
applications. In most of the letters, people use to spell Tapal as: 

• Teapal 
• Tepall 
• Tea Pall 
• Tepal 
And the sad thing is that such letters were coming from young MBA students. Let me tell 

you a crude fact. Such lousy students were never allowed entrance beyond the reception, let 
alone consider their applications. Such letters sprint to dustbins. 

Now the question arises, how can one be so accurate about names, designations and 
companies. The simple answer is: No Pain No Gain. The job market is ruthlessly competitive. 
This is reality that it’s “employers’ market” and not “employees’ market”. The leverage is with 
employers and not with employees.  There’s no such thing as ‘low hanging fruit’, which is under 
reach of every Tom, Dick and Harry. The fruit is beyond one’s reach and one will have to make 
an extra effort to grab it.  

There’re so many sources where you can check, re-check and verify the facts. Every 
organization that is worth working for has a website. The only trouble is visiting it. World Wide 
Web is a treasure trove of free information. The present generation is incredibly lucky to have it. 
The powerful search engines like Google can dig every bit of information on people, places, 
companies and products. Look at the dilemmas of the students of early 90’s like me. We had no 
such easily available information. We had to run from pillar to post to get even small 
information.  

If you’ve the habit of going through job advertisements, you’ll notice a skill that most of the 
companies look for in prospective employees and that skill is “an eye for details”; by the way, 
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having an eye for details is a divine trait (Al-lateef, Al-khabeer).  So this is the skill you need to 
develop and cultivate. When you’ve a skill of having an eye for the details, then you’ll never 
economize on accuracy, precision, perfectionism and meticulousness. When you’re careless and 
sloppy about names of individuals and organizations, it doesn’t just show your casual attitude; 
rather it shows your disrespectful attitude. Being a hardcore professional, you can’t afford to be 
even casual, let alone disrespectful.  

As an aggressive job hunter, you must plan to strike at at least 100 employers in first week of 
your launch campaign with Big Bang Letter followed by another 100 sorties with the help of 
references, newspaper advertisements and other channels. Here you need to assume a role of a 
military strategist; you need to resort to blitzkrieg and do carpet bombing of the job market. As a 
war commandant summons aerial, naval and ground resources to accomplish the objectives, 
similarly you too have to deploy each and every resource at your disposal to achieve your 
objectives.   

Idea Bank 
As a young MBA coming from state-of-the-art business schools, you must be bubbling with 

novel and bizarre ideas. Only the ideas separate chaff from grains; those are the ideas that 
distinguish garden variety from wild weeds. Ideas will make you different; ideas will make you 
click; ideas will make you stand out from crowd. Before you trigger off your launch campaign, 
you need to hold a “kick off meeting” among mastermind group in which you should brainstorm 
ideas of adding value to an organization. The ideas can be to: 

• Develop new products and new variants 
• Suggest new usages of the existing products 
• Develop new markets 
• Activate brands 
• Reduce costs etc. 
I remember the time when Aftab Tapal, CEO of Tapal Tea (Private) Ltd, in interview asked 

me to share with him ideas that I had promised with him in my Big Bang Letter, I immediately 
took out a paper from the inner pocket of my coat. I had done research on his company and 
competition for more than a week. I visited shops and superstores to get first hand information. I 
had around 15-20 ideas related to marketing. I presented ideas one by one and he exercised the 
patience to not only listen to ideas but also discussed with me in detail.  

Checklist 
There’s a checklist to prepare a room of Marriott Hotel; there’s a checklist that a pilot visits 

before taking off his aircraft; there’s checklist that pilot peruses before he lands his plane; there’s 
a checklist when a general sends his troops on expedition; there’s a checklist of a marketing 
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campaign. Where’s your checklist? Have you made one? If yes, have you discussed it with 
mastermind group? 

Make a checklist of your job-hunting voyage and make it comprehensive. I’m suggesting a 
checklist for the convenience of my readers but make sure it’s not exhaustive. 

Task Status
Mastermind  

Time & Venue of meeting of Mastermind  
Product Development:  

                USPs  
                Value addition propositions  

Packaging:  
               Suiting  
               Shirts  
               Cufflinks  
               Ties  
               Shoes  
               Socks  
               Handbag  
               Deodorants  

Communication Tools & Accessories   
               Big Bang Letter  
               Résumé  
               Cover Letter  
               Stationary:  
                             high quality papers   
                             A-4 size envelops  
                             passport size snaps  
                             Stapler  
                             Gum  
                             clips/pins  
                             Signature pen  

Intelligence on Employers:  
               Name of decision-makers  
               Designation  
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Task Status
               Address & Emails & Contacts  
               Products  
               Values  
               Competition  
               Others  
              Mailing list  

Channels  
               Alumni  
               Friends & relatives  
               Teachers  
               Guest speakers  
               Headhunters  
               Management Consultants/Trainers  
               Alma Mater's Placement Bureaus  
               Paper Advertisements  

Communication Devices:  
               Cellular phone  
               Balance in cell phone  
               Landline number  
               Responsibility of landline attendants  
               Computer & printer  
               Access to internet  
               Access to emails all the time  

List of ideas for interview/discussion:   
               Product Developments  
               Market Developments  
               Customer services  
               Alternate Channels  
               Synergies  
               Co-branding  
               Alliance marketing  
               Cost cutting  
               HR utilization  
               ATL/BTL  
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Task Status
List of questions for interview  
A note of thanks to interviewer  

A follow-up letter/email to interviewer  
 

So far I’ve taken you to formation of  mastermind group, importance of managing like a 
brand, discovering your USPs, packaging, Big Bang Letter, résumé, Cover Letters, networking 
and internships, idea storming and making of the checklist etc. These were the hot topics of 
shovel work for jumping into the turbulent and un-chartered waters of the job market.  

Now comes the stage of actually putting your payload on your warheads to strike at the 
targets to achieve your objectives…….and the activity calls for activating…….. 
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Chapter 9:  
Distribution Channels 

Placement is one of the 4 Ps of Marketing discipline. 
Nothing will happen if the product isn’t put on the shelf. 

 
n terms of Selling process, now you need to open your distribution channels. I can suggest 
the following channels through which you direct yourself push forward.  

 

1.  Call, meet and write to members of your networking group. 
2.  Un-solicited Big Bang Letters 
3.  Placement bureaus of your institutions 
4.  Newspaper advertisements 
5.  Headhunters 
6.  Trainers/Consultants 
7.  Alternate Sales Channels 
8.  Online registrations 
9.  Job fairs 
10.  Company websites 
 

Your objective here is to get invited for the interview calls (that’s sales calls). You’ve to 
exhaustively tap and utilize each of the above listed channels. I’ll briefly write on the significance 
of each channel. 

Networking group 
By the time you’re ready for launching yourself in the job market, you must have a solid list 

of at least 100 people who’re ready to help you while providing you job leads (sales leads) in their 
own organizations or the organizations of their friends. So it’s a challenge of only 100. The 
process of raising 100 friends must start at least two years before. Once you’ve 100 people in your 
networking group, I can bet you can get 25 interviews  

My younger brother Shahid is a simple graduate with no majors. Reading and writing is the 
last thing that inspires him. He got his entire education from ghost schools of rural Pakistan like 
me. He was a real hick. When I was working for Hashoo Group Hotels as Corporate Manager 

I 
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Marketing & Communications, I got him inducted into the telesales department of Pearl 
Continental Hotel Lahore (the biggest five star hotel of Pakistan). 

My hick brother spent three years in the telesales and his job was to sell the Privilege Club 
Card to high net-worth individuals. He took it as an opportunity to build his web of high net-
worth individuals. In the telesales department, he’d the opportunity to sell his product from 
army officers to landlords, from corporate executives to business tycoons, from politicians to 
police officers, from real estate investors to government employees. He remained on this job on a 
very minimum pay. Whenever, I asked him to change his lowly job, he replied that he was 
enjoying his job. He used to say that in that five star hotel’s environment, he was building 
relations with people. 

After growing people for almost three years, he left the hotel’s telesales job to join Citibank as 
Business Development Executive in Liability Sales. His last pay in the hotel, he often tells, was 
Rs.7000/- a month. In three months’ time, he met his target of selling liabilities. He got a lucrative 
offer from NIB Bank and left Citibank. Now he was operating in his network of high net-worth 
individuals. In four months’ time, he was in JS Bank selling mutual funds to investors. He was 
transferred to liability side within a month. During this time, he rejected two offers from 
Standard Chartered Bank on the grounds that he wanted posting in posh areas of Lahore. 
Yesterday, he was telling me that he had an offer from Emirates Global Bank. In a year time, he 
switched four jobs with no professional education while many MBAs are running from pillar to 
post to get employed. Although, we, the family, still treat him as an errand boy as he’s the 
youngest, yet he has transformed himself from a rustic and un-couth fellow to a sophisticated 
business executive. His earning has increased from Rs. 7,000 to Rs.45, 000 in a year time and he’s 
still in mid 20s. I certainly can’t admire his frogging, but raising income by more than 600% in a 
year time is a not a bad idea either. 

To some, this entire description of transformation of my brother may appear an embroidered 
tale for the sake of making my thesis on networking more authentic, but it’s reality that took 
place within the very confines of my own house and happened with my own blood, under my 
own nose. Now his networking group is so wide and strong that his cell phone rings as if he’s a 
mobile call center. Today is Sunday, while I’m writing The Craft of Selling “Yourself”; he’ll be 
having a lunch with some high net-worth individual. His average time of returning to home is 11 
pm. He attends marriage functions; he participates in funerals; he avails every opportunity where 
he can expand his network and grow people. 

There’s no particular opportune time for starting networking. Now is the time. If you’re 
studying in the first semester of MBA that’s the opportune time to start weaving your web of 
networking.  

Your distribution channel of networking group can alone create job offers that you’ll be 
unable to handle! Everyone has the ability to network. 
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You must have watched The Wizard of Oz, one of the greatest movies of all time. The big 
theme was that all the main characters thought that they didn't have what it takes to get what 
they wanted in life. 

The Scarecrow thought he needed a brain; the Tin Man thought he didn't have a heart; the 
Cowardly Lion was a scared-cat; Dorothy felt lost and wanted to go home. And it turned out that 
they all already had everything they needed. But they were looking outside of themselves, while 
they should have been looking inside. 

That’s usually the problem, we know a lot more than we think we know, but sometimes we 
just need a little nudging from a "wizard" to remember it. And this “wizard” in your case is no 
other than your mastermind group that I’ve been mentioning wherever I can in The Craft of 
Selling “Yourself”.  

All that’s required is that you need to master the art of digging out your own veiled 
potentials. You need to learn the skills of tapping your own inherent strengths. You strongly 
need to believe in yourself that you’re a mass of potentialities but just waiting for your immediate 
call.  

Un-solicited Big Bang Letters 
Networking, though, carries a unique and compelling significance in your exciting journey of 

selling yourself in the job market, but personally I’ve been relying more on Big Bang approach in 
my one and half decade career. Sometimes, Big Bang works like a laser-guided missile that 
strikes at the target with ultimate precision.  

You need to create as many options as possible. Once your Big Bang Letter is ready and 
approved by the mastermind group, you should launch at least 100 sorties at ultimate decision 
makers in your targeted companies. In one organization, you can unleash 2-3 Big Bang Letters. 
For example, if you’re Sales & Marketing guy, you should shoot at Director Sales, Director 
Marketing and the CEO of the company. In huge organizations, CEOs can be avoided for entry-
level job but you must act on your own gut feeling. 

In my case, I did target Chairperson of Unilever Pakistan, Ms. Musharaf Hai. The lady not 
only personally acknowledged and appreciated my Big Bang Letter but also assured me that her 
HR people would contact me soon (subsequently, I underwent a series of interviews at high level in 
Unilever in early 2000 but couldn’t sell myself somehow). Big Bang Letter’s purpose is to create an 
immediate ‘pull’ on you and as a result of which you’re called for interview.  

My experience is that Big Bang Letter sent through courier creates more bang than sent 
through email. Emails by its very nature are transient and since most of the business 
communication these days takes place through emails, why allow your Big Bang Letter be buried 
among the emails?  
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My heart and mind goes in favor of   sending Big Band Letters through courier after printing 
them on the finest quality paper (only white) and putting your signatures on it and inserting in 
A-4 size business envelope. Writing correct spellings of the names, designation of the addressees 
and name of organization is of paramount importance. The very casualness here can mar your 
whole effort. 

I advise you to never write ‘personal/confidential’ on the envelope unless it’s personal and 
confidential in letter and spirit. Rest assured, if your letter is addressed to the big boss by his/her 
name, the secretarial staff can’t dare to re-route it to the ‘concerned’ without showing it to the 
boss. By writing ‘personal/confidential’ may succeed your Big Bang Letter to be opened by the 
big boss, but it may cast an impression of you being outsmarting him/her, this impression, if 
created, will be absolutely lethal for you. This is tantamount to calling the secretary and telling 
him that boss’s house is on fire and you want to talk to him urgently. The secretary will certainly 
put your call through the boss but can you take such risk of gimmickry and maneuvering? 

You may write in the Big Bang Letter that you’ll do follow up on phone on such and such 
day to know if the Letter has been received or not and you may even request him/her to 
acknowledge on your email ID. I can assure you that creatively scripted Big Bang Letter can’t go 
un-noticed. Even if there’s no immediate vacancy available, you might be called for the interview. 
If you can impress the big boss in interview, he/she can create a new vacancy as big bosses have 
no problem with the budgets etc. When I wrote Big Bang Letter to Aftab Tapal and after 
interviewing me when he got convinced that I must be on-board, he transferred my predecessor 
to the Head Office to create a place for me in the regional office. 

Your homework on addressees of Big Bang Letter must start at least three to four months 
before your launch. You should research on the persons and their organizations; you should be 
well acquainted with their recent campaigns, new products or any other news. You should be 
loaded with ideas worthy of captivating their interest in you. 

Let me give you a potent advice. When you’re six months away from your actual launch (or 
your next job switching time), you should start interacting fortnightly with your potential 
employers whom you’ll send a Big Bang Letter one day. I can suggest your interaction on 
following things. 

• Comments on the recent media campaign 
• Comments on the media campaign of competitors 
• Comments on the emerging trends of consumer behavior that might influence the 

company 
• Comments on any news about the company that you see in the media 
• Comments on any news about the person in the media 
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• Sharing anything new that you read in the books and how it can be related to the 
company. 

• Comments of any government policies affecting the company 
• Comments on the website of the company and your suggestions to improve it 
 

In short, there’re 101 ways that you can interact through. Your mastermind group must be 
very strong to create such ways. One person alone may not be able to do all these things.  

Networking group and un-solicited Big Bang Letters should be your major sources of 
distribution. Your chances of selling your services through these two channels will be more than 
90%, if executed with finesse.  

Placement bureaus of educational institutions 
Placement bureaus of educational institutions can play a pivotal role in connecting their 

graduates with industry. But unfortunately, I’ve never witnessed any extra-ordinary activity of 
these placement bureaus in my one and half decade career. However, IBA Karachi’s placement 
bureau does a wonderful job for arranging summer internships of six to eight weeks for its 
students. I still remember a jam-packed auditorium of students being addressed by Dr. Abdul 
Wahab, one evening before the start of internships. His cautionary words to students on ill-
discipline and waywardness  during internship “I’ll cut deep and hard, I’ll cut deep and hard, 
I’ll cut deep and hard, I’ll cut deep and hard ” still reverberate in my active memory.  

Responding to newspaper advertisements 
One of my friends who now holds a senior position in the mutual fund industry of Pakistan 

had a job crisis some ten years back. He once told me that he responded to more than 400 job ads 
in 7-8 months but got only 3-4 interview calls from second-rated companies. And this guy was 
Business Graduate from the Institute of Business Administration, Pakistan’s finest business 
school.  

During my fifteen years of experience of corporate world, I’ve worked for six companies. 
None of the six jobs came my way through responding to press ads. Networking and Big Bang 
Letters always proved effective. During my career, I do admit, that I must have been tempted to 
respond to more than 100 press ads.  

Sometime back, when I was General Manager Sales & Distribution with WorldCall Group, 
we placed an advertisement for Area Sales Managers for all major cities. We received thousands 
of emails and job applications but the guys we hired weren’t the ones who applied in response to 
our press ad. They were the ones whom we already knew. 
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When I was Corporate Manager Marketing & Communications with Hashoo Group Hotels of 
Pakistan, we needed Marcom Managers for all of our hotels. We placed an advertisement in daily 
Dawn of Pakistan; received thousands of job applications; my senior, Michael Fuchs...-an 
Austrian national and I did interview candidates for whole day in Marriott Hotel, Karachi, but 
none of the Marcom Managers were hired from that pool.  

I’ve never understood the logic behind this dilemma as to why companies insert press ads 
when they recruit candidates coming from other channels.  

I firmly hold this opinion that responding to press ads is the most impotent and enervated 
channel of promoting yourself.  But that doesn’t mean to close it. You must read the press ads to 
understand the emerging needs and requirements of the corporate world. And I don’t see any 
harm to responding to press ads as long as you don’t take ‘rejections’ personally.  

Why responding to job advertisements is ineffective way 
Why job advertisements don’t work? I’ve fathomed up the following three reasons. 

• In response to press advertisement, you witness a torrent of job applications. Companies 
have neither time nor stamina to differentiate between chaff and grain and between asses 
and assets. Let say, a company places an advertisement for the position of Brand 
Manager in the Sunday edition of Dawn, it’s normal to receive 500 emails. If each email 
consists of two pages résumé, we’re not talking about Cover Letters yet, you need 1000 
pages to handle. How many times your printer will hang up? So, the deluge of job 
applications really scares the HR staff.  

• When your employees and friends come to know about job openings in the company, the 
networking phenomenon emerges automatically. Companies feel safe to hire people 
from known sources rather than unfamiliar channels.  

• I may annoy the HR community but this is fact of corporate life that HR guys willingly or 
unwillingly delegate the job of recruiting new staff to functional heads who’re the real 
buyers of the services of employees. So HR’s role shrinks to issuing appointment letters 
and complying with the usual procedural rigmarole. Let me narrate my own chronology 
of jobs and the role of HR. 

1.  Caltex Oil Pakistan Limited: I was interviewed by the President of the Company (George 
Mahan) along with 6-7 Functional Heads. On being selected, I got a call from HR 
department to collect my Offer Letter. 

2.  Tapal Tea (Private) Limited: I was interviewed by CEO (Aftab Tapal) and his Executive 
Director, Y.H.Thara. On being selected, HR Manager called me to pick Offer Letter. 
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3.  Hashoo Group Hotels: I was interviewed by Corporate Director Operations (Joseph 
Nietlisbach—a Swiss national) and on selection, General Manager Administration, Brig 
Shahid Rahmat  (R) issued me Offer Letter. 

4.  Worldcall Telecom Limited: I was interviewed by Chief Operating Officer and Group 
General Manager HR called me later on about the Offer Letter.   

 

So where’s the role of HR? From entry-level position in Caltex to National Sales Manager’s 
position in WorldCall Group, I’ve seen role of HR as only administrative function.  

Headhunters 
Sometimes companies outsource the preliminary process of screening out to Headhunters. 

Headhunter’s role is to ‘hunt’ and shortlist suitable candidates according to the requirements of 
their clients. But I’ve witnessed that companies normally outsource this task for senior positions.  

I’d recommend getting registered with 3-4 top headhunters and staying in their active 
memories by occasional calls, emails and Seasons Greetings etc (networking☺). I used to get calls 
from headhunters regularly but main problem with them is that they don’t disclose the identity 
of their clients until someone you’ve befriended there.   

Referrals from trainers and consultants 
Trainers and consultants are the people who frequently interact with decision makers of the 

companies. Their opinion is generally taken as enlightened and weighty. One way to reaching the 
decision makers swiftly is to diagonalize through the trainers and consultants. They can send 
referral letters to the Chief Executives and other people in senior management to compellingly 
introduce you.  

Nobody knows you better than yourself. Trainers and consultants can’t write better things 
about you. You should only use their platform. Write your own letter and shoot it through the 
barrels of trainers and consultants. 
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A specimen referral letter 
Dear Sir 

 

I met him by coincidence in a training workshop some four years back. During the course of 
interaction with him for two days, I was deeply impressed and moved by his portfolio and 
achievements that were in total contradiction to his limiting and adverse circumstances of 
childhood. On my curiosity about this contradiction, he uttered something about his philosophy 
that also seems to be a law of nature equally applicable to today’s ‘dog-eats-dog’ world of 
corporate warfares. He said: 

“Every morning in Africa a gazelle wakes up. It knows it must run faster than the fastest lion or it’ll be 
killed. Every morning a lion wakes up. It knows it must outrun the slowest gazelle or it’ll starve to death. It 
doesn't matter whether you’re a lion or a gazelle  when the sun comes up, you’d better be running.” 

The man, Mr. Ashraf Chaudhry,  who made “running and outrunning” his passion of life has 
evolved into a thorough bred professional with around 13 years of experience of Sales & 
Distribution and Marketing in diversified industries of Oil Marketing, FMCGs, Hospitality and 
Telecom. 37 years old, vibrant and dynamic Ashraf Chaudhry did his MBA from no less than IBA 
(Karachi) in 1992. He has worked for Caltex Oil, Tapal Tea, Pearl Continental & Marriott hotels in 
areas of Sales/Distribution/Operations, Brand Management and Marketing Communication. 
Once a shepherd boy now is working for Worldcall Telecom Ltd in the capacity of General 
Manager Sales & Distribution based in Lahore. He’s one of the pioneer members of Worldcall 
Telecom team that raised the WLL project from ground. 

Ashraf Chaudhry is an excellent planner as well as executioner. He’s a thorough sales guy and 
seasoned marketer. His exposure of working for diversified industries makes him “out-of-the-
box” man. He carries tremendous reputation of being a team builder as well as a team player. 
He’s committed to continuous learning by reading books and attending workshops. His energy 
and enthusiasm is contagious, he inspires and he motivates his colleagues and friends. He’s fun 
to be with and fun to be around. He has tremendous emotional resilience. 

He has the passion to add value to your organization in areas of Sales & Marketing with key 
responsibilities. If interesting? If intriguing?, please let me know so that I can forward you his 
résumé and arrange his meeting with you. 

 

With confidence 

 

Consultant  
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Alternate sales channels 
In order to meet targets, companies milk every avenue to extract sales. Whether it’s out-of-

home sales department or telesales department or door-to-door sales activity, you get a certain 
volume. Hence, the term “Alternate Sales Channels” shouldn’t surprise you at all.  

When it comes to The Craft of Selling “Yourself”, you can search alternate ways to push 
yourself forward. I suggest that following channels of distribution shouldn’t be missed.  

 
1.  Online job sites like 

www.bayt.com 
www.brightspyre.com 
www.monster.com 
www.indeed.com 
www.careerbuilder.com 
Particularly when you’re looking for a job overseas, online job sites are very effective. All 

such sites circulate jobs through newsletters, so visit such sites and get your email IDs registered 
there. 

2.  Job Fairs 
Many event management companies hold job fairs and multinationals and blue chip local 

companies put their stalls there. Attending such fairs is particularly helpful for young graduates 
for entry-level positions. Rozi Pakistan conducts such events regularly in Pakistan. 

3.  Company Websites 
Visiting websites of your target companies and getting yourself registered is highly 

recommended. This won’t only increase your familiarity with such companies but will also give 
you an edge in the form of first hand information about jobs. 

"It's not the size of the dog in the fight; it's the size of the fight in the dog." 
MARK TWAIN 

 
So far I’ve taken you to the stage from where you must be excited to start a grand finale of 

The Craft of Selling “Yourself” and that’s the INTERVIEW. 

The logical result of all your previous spadework should be to arrange your interviews with 
your buyers (employers).  

http://www.bayt.com/
http://www.brightspyre.com/
http://www.monster.com/
http://www.indeed.com/
http://www.careerbuilder.com/
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Lessons from the movie The Pursuit of Happyness 
One of my favorite movies is The Pursuit of Happyness. The reasons of liking this movie are 

that it relates a lot to my life...both personal and professional. This movie is a great motivator for 
the people engaged in the field of Selling.   

“You got a dream... You gotta protect it. People can't do somethin' themselves, they wanna tell you 
you can't do it. If you want somethin', go get it. Period.” 

THE PURSUIT OF HAPPYNESS 
 

Chris Gardner (Will Smith), a struggling salesman, believes that his telephone calls will 
generate meetings and meetings will generate interested prospects and prospects will result into 
sales closings and closings will generate money. 

Will’s mantra is: 

“X calls=X meetings=X interested prospects = X closing=X money” 

This mantra should be the mantra of every sales manager. In your case, it should be like this  

“X friends & X Big Bang Letters = X interviews=X Job Offers” 

The entire objective of networking, Big Bang Letter, creativity in constructing your résumé 
and Cover Letter, responding to job advertisements, seeking help of consultants and 
headhunters, attending job fairs and visiting of company sites is to get  hold of interviews with 
those who matter.  

The bigger your network is the more interview calls you’ll get. 

The more compelling your Big Bang Letter is the more interview calls you’ll get. 

The more job advertisements you respond to the more job interviews you’re likely to get. 

The more help you get from trainers/consultants/headhunters the more chances of your being 
interviewed. Period. 
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Secret to double your chances of interview 
One unique method of literally doubling your chances of interviews and hence job offers is to 

use the hidden power of follow-up. Follow-up Big Bang Letter. Follow-up Cover Letter/résumé. 

This is the great secret that many job seekers don’t know. If your first shot is missed, throw 
the second shot. If in 10 days’ time, you don’t hear from the company, send them your Big Bang 
and Cover Letter/résumé again. This way you’ll mathematically double your chances of being 
called for the interview.  

The simplest way to create your follow-up Big Bang or Cover Letter is to add one short, 
opening paragraph to your original letter indicating that you’re following up. That’s it! You’re 
addressing the same person/company as you did 10 days back. However, by adding this one 
short paragraph to the beginning of your original letter you’re now letting this person/company 
know that you’re still interested and available for the position. 

Some time back a friend of mine told me an interesting story of a fresh IBA graduate. He sent 
his Cover Letter & résumé to the CEO of a multinational company who also happened to be an 
IBA alumnus. When he didn’t hear from the CEO, he sent his résumé again next day. In fact, he 
started sending résumé to the CEO daily. After 4-5 days, he got a call from CEO who said: 
“gentleman, I’m tired of receiving your résumés, how early can you come to my office for interview.” I 
don’t remember what the result of interview was, but he met his objective of getting interview 
call. 
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Chapter 10 
Interview Management 

“The general who wins the battle makes many calculations in his temple before the battle is fought.” 
SUN TZU 

ancient Chinese military strategist 
 

nterview is your one-to-one fight. In this part of the book, I’ll guide you step by step on how 
to prepare for the interview. Let’s call the entire phase as Interview Management.  

In the mid 90s, he leaves his highly lucrative job with one of the finest multinational oil 
marketing companies in Pakistan (Caltex) to aggressively pursue his new found passion of 
joining Civil Service of Pakistan for which he was to pass the   most competitive examination of 
the country (that’s the CSS). With rigorous and painstaking study, he passes the written portion. 
Next is the stage of appearing for interview before a group of retired civil servants, judges and 
generals.  

The 25 years old boy, scion of an impoverished family of rural area, early education from 
dusty and roofless schools of country side and no apparent sophistication, comes down to 
Lahore, a metropolitan city of Pakistan, to face a pack of eminent and illustrious interviewers.  

The kid enters the boardroom with thumping heart and racing pulse. In a traditional 
authoritative tone, Chairman of the Federal Public Service Commission, a retired Pakistan Army 
General asks him to sit down. 

“What do you know about the Two Nation Theory?” the General asks him the first question.  

“Sir, Two Nation Theory is fundamentally a divine and scriptural concept aging back to the origin of 
Adam.”  

The boy replies with bedouin confidence. On this, the General bursts into childish laughter. 
Seeing him, all members of his Commission also start giggling hysterically. The kid gets 
frightened and a bit confused as well. At this moment, he summons his innate courage and 
interrupts the laughter of ‘eminent’ interviewers. 

“Sir, I fear I couldn’t make my point across the way I wanted. May I illustrate my point?” The boy 
requests. 

“Go ahead”, says the General. 

“With the creation of Man, God also sent His guidance, we call Scriptures. One man fervently believes 
in His guidance and another violently denies.” 

I 
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“See the example of Prophet Noah, his own wife and son denied Divine guidance while non-relatives 
had faith in God. Noah and believers were in the Ark while his wife and son were drowned in the deluge. 
One was a nation of believers and other was of non-believers.” 

“Take the example of Abraham. His father was idol-worshipper. He denied the Divine guidance. Here, 
again two nations purely based on belief system.” 

“Look at the story of Prophet Sodom, his own wife denied the guidance of God and was subjected to 
punishment along with other wrong-doers. Two nations…….based on ideology.” 

“Take the example of Prophet Muhammad, his two real paternal uncles opposed him tooth and nail. 
Muhammad and his uncles were standing on the opposite sides. Dividing line was ideology…divine 
principles….heavenly creed…belief system…. scriptures.”  

“The Party of God versus the Party of Devil”. 

“You follow your life system; we follow ours.” 

“Sir Syed called it Two Nation Theory two centuries back while Samuel Huntington calls it Clash of 
Civilizations today.” 

In one breath, the boy was quoting verses and stories from Holy Quran like a thoroughbred 
scholar. The Chairman and his other colleagues were literally rendered speechless and were 
squinting at him with awe. The Board might have been convinced with telling arguments of the 
young man because he certainly had punched and punctured the intellectual arrogance of the 
‘distinguished’ members. 

During the entire interview, the young man keeps his firm grip on his self-confidence, poise 
and dignity. 

Here comes the final round. 

“You’ve done MBA from IBA, Karachi. And you’re working for Caltex Oil Pakistan Ltd. Is it 
correct?”, enquires the General. 

“I’ve left the company for the sake of preparation of CSS, Sir”, the young man confirms. 

“How much were you earning there?”, the General further asks. 

“Sir, my package was around Rs.25,000 per month and company leased car.” The interviewee 
replies. 

“You’ve left a job worth Rs.25000 to join this damn civil service!” One member jumps in. 

“Sir, money isn’t the only thing that drives me forward. I’m looking for empowering platform that 
enables me to solve problems of downtrodden people. And I see, Civil Service is such a profession where I 
can deliver according to my natural aptitude.” The boy replies. 
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“But gentleman, it’s age of private professions. Civil Service has lost its charm.” Another member 
makes the comment. 

“Sir, I agree that private professions are highly lucrative, there’s no doubt and debate. But I believe 
Civil Service is still a prestigious profession where you can really serve your country men. Since, I belong 
to the under-privileged class; I can understand the real problems and plight of the common man.” The boy 
continues his arguments in support of his pursuit. 

“I think Civil Service has no future. You better concentrate on your private job which you’ll again find 
easily.” The General came hard on the boy while showing his body language of winding up the 
session. 

“Sir, last year, your son left Pakistan Army and joined Civil Service.” 

“Sir, last year, son, son-in-law and daughter-in-law of a very top bureaucrat in the Centre, you all 
know his name, joined Civil Service.” 

“Sir, last year, a son of Chief Secretary of Punjab joined Civil Service.” 

“Sir two years back, son-in-law of our Prime Minister left army and joined Civil Service of Pakistan.” 

“If Civil Service has lost its future then why your sons, sons-in-law, daughters, daughters-in-law and 
nephews and nieces are joining it? Has it lost its future for under-privileged classes or for all?”  

The boy again rendered the entire bench/bunch speechless and thunderstruck.   

“Thank you, Gentleman.” The General showed him the door. 

Final result was announced in a few months’ time. The boy passed the exam but lost the 
allocation by one mark. Later on, he came to know that the Commission awarded him lowest 
marks in the interview...100 marks out of 300 while he’d secured very good score in the written 
portion. Had the Commission awarded him just 125 marks, the boy must have joined either 
Customs Group or Police Service of Pakistan.  

You might be pondering and wondering as to who this boy is: It’s me, Ashraf Chaudhry, 
who later on had to re-start his career from scratch in 2000.  

With the announcement of the CSS result, there were wide-spread reports in papers on alleged 
allocations on the basis of favoritism. Daily Jang, the local paper with largest circulation even ran a story of 
digging out connections of successful candidates with 'Who's Who and What's What' of Pakistan. 

The objective of narrating this story is that your job is to only prepare for the interview and 
do your best. You can’t control the external factors; you can just learn to live with them. 
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While preparing for the winning and results-oriented interviews, you’ll need to plan things 
for three stages. 

1.  Before interview 
2.  During interview 
3.  After interview 

Before Interview  
In the discipline of Sales Management, interview is like your actual sales call (B2B 

interaction). In military parleys, interview is your one-on-one combat. In the realm of sports, 
interview is like landing in the playing field. Whether it’s Selling or War or Olympics or World 
Cup or your Job-hunting spree, the objective is to win……..closing the deal……. overpowering 
the enemy……winning the medal and cup …..and…. getting the job offer. 

First secure private victories 
According to Stephen Covey of the fame of The 7 Habits of Highly Effective People private 

victories precede public victories…….you can’t invert that process anymore….that you can’t 
harvest a crop before you plant it.   

You’ve to plant the seeds of greatness in your mind before you claim to be great……you’ve 
to think like a champion before you’re declared a champion………you’ve to overpower your own 
limiting and disempowering thoughts before you overpower your enemies…….you’ve to buy 
your own product before you sell it to someone else…….you’ve to select yourself first before 
someone else selects you……….you’ve to like yourself first before someone else likes you…… 
you’ve to value yourself first before someone else values you……… 

Winning the war in your own mind or in words of Stephen Covey, private victories, is of 
paramount importance in life…….our outer world is expression of our inner world 
……vanquished in the inner recesses of mind can’t project for long as victorious in outer 
manifestations…….beaten on the inside can’t project as upbeat  to the outer world………….. 

I’ve watched many movies on sports. The coaches and captains work on the minds of the 
players first before sending them to play field. Be it Kuno Becker’s Goal,….. or Kurt Russel’s 
Miracle… or Russel Crowe’s Cinderella Man… or Tom Cruise’s The Rookies…one lesson is 
conspicuous…first be the winner in your own mind… 

I fervently watch movies on wars as they teach you a lot on strategy. The generals and 
leaders work on the minds of soldiers before sending them to the battlefields. Be it Russel 
Crowe’s Gladiator…or Peter O’ Toole’s Troy…or Mel Gibson’s Braveheart…. or George Scott’s 
Patton….first win the war in your upper chamber…… 
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Do you remember the statements of players of Pakistan’s cricket team before departing to 
West Indies for World Cup 2007? Do you recall their body language? The result?.....even Ireland’s 
team defeated them by three wickets!! A player going to the ground with defeat in mind can’t 
return bringing laurels for his country. In the words of Abraham Lincoln, “A house divided against 
itself can’t stand.” 

Training mental muscles 
So before the interview Olympics sets in, you’ve to work vigorously on building your mental 

muscles. You’ve to nurture and train them for peak performance.  

Charles A. Garfield, author of Peak Performance, reveals a very interesting study about 
Russians who conducted a peak performance test in 1980. Four matched groups of world-class 
Soviet athletes diligently trained for many hours each week. The training regimens were as 
follows: 

Group I 100% physical training 
Group II 75% physical training,  25% mental training 
Group III 50% physical training,  50% mental training 
Group IV 25% physical training,  75% mental training 

When the four groups were compared shortly before the 1980 Winter Games in Lake Placid, 
Group IV had shown significant improvement than Group III, with Groups II and I following, in 
that order.  

“Peak performers develop powerful mental images of the behavior that will lead to the desired 
results. They see in their mind's eye the result they want, and the actions leading to it." 

CHARLES A. GARFIELD, PEAK PERFORMANCE 
 

Every athlete, no matter what level of competition, experiences jitters before a big 
competition. These bouts of mental anxiety sabotage their hard training efforts, causing them to 
lose to a less-than-worthy competitor. So perhaps you’re wondering how the Olympians 
maintain their calm and focus, despite it all. The answer is that, in addition to rigorous physical 
training, successful athletes also focus on an often neglected but no less important aspect of 
successful competition—mental training. 

“No horse gets anywhere until he is harnessed. 
No steam or gas ever drives anything until it is confined. 

No Niagara is ever turned into light and power until it is tunneled. 
No life ever grows great until it is focused, dedicated, disciplined.” 

Henry Emerson Fosdick 
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Imagineering can help you do wonders more effectively by regulating anxiety; it can increase 
your motivation to envision ultimate goal in the interview and it can maintain your poise during 
stressful moments. 

Neuro-Linguistic Programming (NLP) is a technology used by peak performers--sportsmen 
and women who have enhanced their performance through learning to manage their ‘state’.  

What’s “State”? Simply put… it’s your overall emotional, physiological and psychological 
condition at any point in time. It’s based on your perceptions of the world, your beliefs, and 
values. This process is what drives you to behave in a particular way in a particular context. 

Learning how to manage your emotional state will turbo charge your performance and NLP 
as a science has several powerful tools that can help. I recently read in some newsletter that in 
Beijing Olympics 2008, sportsmen and women extensively used the science of NLP. 

Holding of regular ‘pep-talk’ sessions among mastermind group can certainly make you 
mentally tough and sturdy.  

Necessary areas for preparation 
Other equally important things that you must spend time on are given below. 

• Products of the company, prices, history of launches etc. 
• Competition: Products, prices, launches 
• SWOT analysis 
• Management structure 
• Organizational culture 
• Recent news in the media and your opinion on them 
• Future plans of the company 
• Emerging trends in the industry 
• Developing your idea bank 
• How can you add value to the organization 

Frequently Asked Questions (FAQs) 
There’re frequently asked questions (FAQs) in almost every interview. You must rehearse the 

answers of those questions. But your answers shouldn’t sound as if it’s ‘canned’ presentation. 

“If you know the enemy and know yourself you need not fear the results of a hundred battles.” 
SUN TZU 

1. Tell me about yourself / how would you describe yourself?  
2. What’re your greatest strengths?  
3. What’re your weaknesses or the areas of improvement? 
4. What’re your most important accomplishments? 
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5. Why did you pick our company? 
6. How do you handle deadlines? 
7. Why should I hire you? 
8. What motivates you to put forth your greatest effort? 
9. What’ve you done that shows initiative? 
10. If you could live your life all over again, what would you do differently? 
11. Describe your ideal job. 
12. What’re your hobbies? 
13. Can you take direction? 
14. What’re the reasons for your success? 
15. What was the hardest decision you ever had to make, and how did you handle it? 
16. Who (or what) has been a major influence on your life? 
17. What do you worry about? 
18. How do you plan your time? 
19. How do you handle rejection? 
20. What don't you like about your current/previous employer? 
21. What do you know about our company? 
22. I understand you're working for a really tough firm now. What’s it like? 
23. Can you sell me on our product (or service concept)? 
24. Why did you leave your last job? 
25. What’re some mistakes you've made in your previous jobs? 
26. Where else are you applying for a job? 
27. How do you feel about working overtime? 
28. Describe a difficult situation at work and how you handled it. 
29. How do you rate your career progress to date? 
30. What’re you looking for in your next job? 
31. How long would you stay with our company? 
32. Why do you want to get into this field? 
33. What kinds of people do you prefer to work with? 
34. Can you tell me about your management style? 
35. How do you operate as a team player? 
36. How do you get along with your current boss? 
37. Why aren’t you making more money at your age? 
38. Where do you want to see yourself in five years’ time? 
39. What can you do for us? 
40. If selected for this position, can you describe your strategy for the first 90 days? 
41. If you had to choose one, would you consider yourself a big-picture person or a 

detail-oriented person?  
42. What techniques and tools do you use to keep yourself organized?  
43. What’re three positive character traits you don't have?  
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44. Do you think a leader should be feared or liked?  
45. What’s the most difficult decision you've made in the last two years?  
46. If you were interviewing someone for this position, what traits would you look for?  
47. What’ your greatest failure, and what did you learn from it?  
48. What irritates you about other people, and how do you deal with it?  
49. What’s your greatest fear?  
50. What’s your personal mission statement?  
51. Tell me about a time when you had to give someone difficult feedback. How did 

you handle it?  
52. How long will it take for you to make a significant contribution?  
53. Are you willing to relocate?  
54. What was the last project you headed up, and what was its outcome?  
55. What kind of goals would you’ve in mind if you got this job? 
56. How would you go about establishing your credibility quickly with the team? 
57. What’s your ideal company?  
58. What attracted you to this company?  
59. What’re you most proud of?  
60. What’re you looking for in terms of career development?  
61. Give examples of ideas you've had or implemented.  
62. What’re your lifelong dreams?  
63. What do you ultimately want to become?  
64. How would you describe your work style?  
65. Tell me about a time where you had to deal with conflict on the job.  
66. What would be your ideal working situation?  
67. What did you like least about your last job?  
68. What do you think of your previous boss?  
69. Do you’ve any questions for me?  
70. When were you most satisfied in your job?  
71. What can you do for us that other candidates can't?  
72. What’re three positive things your last boss would say about you?  
73. What negative thing would your last boss say about you?  
74. What salary are you seeking?  
75. What’s your salary history?  
76. What were the responsibilities of your last position?  
77. What do you know about this industry?  
78. What do you know about our company?  
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No science of getting clicked 
There’s no standard and correct answer to any of the above questions. There’re only 

approximations. Sometimes the best answer can take you nowhere and sometimes the most 
hilarious and ridiculous answer can make you click.  

Caltex Oil Pakistan Limited in early 90s took a major HR decision under the leadership of its 
erstwhile iron man, George Mahan...-an American national, probably from Texas.  They went on 
the hiring binge of young MBAs. When it comes to hiring of MBAs by the blue-chip 
organizations, Institute of Business Administration (IBA), Karachi, pops up as the most preferred 
business school of Pakistan. Caltex recruited the entire batches of MBA classes for years from my 
alma mater.   

After graduation, I too showed my interest in Caltex. They invited me for the assessment 
interview. President and 6-7 Departmental Heads were sitting in the interview board.  

“What do you know about Caltex?” President, George Mahan, asked the 1st question. 

“Mr. President, Caltex is a multinational that recruits MBAs only from IBA”. I replied hilariously. 

The President burst into laughter while his team was stunned on my ridiculous answer. I 
looked straight and deep into President’s eyes and they were twinkling and there was sense of 
approval spread on his red-hot face. And my gut feeling was saying: “Dude, you’re through.” 

This kind of frivolous reply to President of a giant company in front of his core management 
team by 23 years old MBA coming from top-notch business school of the country should have 
been very much annoying and the candidate deserved to be thrown out from the 10th floor and 
his university administration be informed about the quality of its graduates.  But in my case it 
clicked. 

It all depends which part of the glass you look at and which ‘zone’ you’re in at that particular 
moment. President took me as confident, buoyant, vibrant and animated young man bubbling 
with life and energy rather than non-serious and cheeky hick.  

He asked a few more questions related to my studies, family, hobbies and future aspirations. 
And I tackled them meticulously with all professional finesse. 

He asked me a final question. “Where will you like to join us?” 

“Far away from you, either Faisalabad or Multan”. I again replied humorously. “Man, keep your 
fingers crossed, and pleasure interviewing you.” President ended the interview. 

Three days after the interview, I got a call from Saima Ansari, HR Executive and one year 
senior to me in IBA, to collect my Offer Letter. I was sent to Multan with responsibilities to turn 
around sales of gas and lubricants.  
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Akio Morita on preparation 
Akio Morita, founder of Japanese giant company Sony Corporation, writes a joke in his 
autobiography Made in Japan ….the joke carries a great wisdom in it. 

An American and Japanese are strolling in a thick jungle. While they’re talking on host of issues of mutual 
interest and enjoying their walk amid the mysteries of nature, the American sees a ferocious lion running 
towards them and nudges the Japanese beckoning towards the wild animal. The Japanese immediately sits 
down like an athlete and begins putting on his running shoes.  

“If you think you can outrun a hungry lion,” scoffed the American, “You’re a fool.” 

“I don’t have to outrun that hungry lion,” said the Japanese. “I only have to outrun you.” 

The 17 irrefutable laws of successful interviews 
1. Discuss the interview opportunity with mastermind group and get the pep talk. 
2. Make an interview checklist and run down it a day before. 
3. Always reach the interview place 15 minutes prior to the time.  
4. Take interview as your special sales call. 
5. Keep your mobile off or make it mute. 
6. Never badmouth your ex-employers even if the interviewer tempts you repeatedly. 
7. Never be harsh with the secretary or other administrative staff at the interviewing 

organization even if they ask for it. 
8. Never belittle your alma mater. 
9. Dress to the occasion and not to kill. 
10. Take additional copies of the résumé with you put in a sleek executive leather bag. 
11. Instead of making your résumé agenda for the session, drag the interviewer to ideas 

and concepts. 
12. If interviewer extends his/her hand, then shake to make him/her feel that you’re 

alive. 
13. Have a fleeting look of the office of the interviewer to assess his/her personality. Be a 

Sherlock Holmes for a moment. 
14. Avoid controversial topics like ethnicities, religion or politics. If your views are 

particularly asked, stay neutral. 
15. Take the interview as a networking occasion; ask the visiting card at the end. 
16. Never show your desperation for the job even if you’re dying. 
17. Always send a personalized thank-you note/email same day. 
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Fears of interviewers  
Interviewing is a serious business for any manager. It’s like buying a product for a specific 

purpose. If you buy an air-conditioner, dozens of questions and fears crop up in your mind like: 
may be you’re paying more than the market price; may be the power consumption will be more 
than stated; may be it’ll require frequent repairs/service; may be the warranty will be honored or 
not; may be it’ll not do desired cooling etc. The successful salesman will anticipate and address 
your concerns. If the salesman is successful to dissolve your fears then you’ll buy the air-
conditioner. 

Similarly, interviewer has to buy you for a specific function. He/she might have a lot of 
concerns and fears. His/her own performance depends on making the right person on-board. I’ve 
interviewed hundreds of people in my career. I was as frightened in the interview as the 
interviewee was. Some of common fears of interviewers are listed below and your challenge as a 
sales man is to provide him/her comfort. 

1. That you don’t have necessary skills and experience to deliver. 
2. That you won’t be able to get along with the people. You lack people skills. 
3. That you won’t be able to fit into the culture of the organization. 
4. That you may not be a team player and team leader. 
5. That you may pose a serious threat to your boss. 
6. That you’ll leave the company soon. 
7. That you carry excess baggage that may hinder your job performance 
8. That you may be terminated from the previous job. 
9. That you might have integrity issues. 
10. That you may be hiding some material information. 
11. That you’re lazy and sloppy. 

Absolute don’ts of the interviews 
1.  Never ask about company’s pension plan unless you’re past middle age. 
2.  Never ask about the office timing. 
3.  Never ask if it’s 5 days or 6 days a week. 
4.  Don’t ask how much you’ll be paid for the job. 
5.  Never ask if the company sponsors lunch. 
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Victor Kiam on interviews 
Victor Kiam, President, Remington Products, Inc., a Harvard Business Graduate, started his 
career as a salesman with Lever Brothers. In 1979, with less than $ 1 million of his own money, he 
bought Remington. He’s famous for his saying: “I liked the shaver so much I bought the company.” In 
his best-selling book, Going for It, he shares his thoughts on job interviews: 

It boggles my mind how often someone will come to me for a job without knowing a thing about the 
company beyond the identity of its chief product. The common attitude towards interviews seems to be that 
you just show up. Absolutely wrong! I’ve never gone into an interview without having acquired as much 
intelligence on the company as I could. 

When I went for my first interview at Lever Brothers, I walked in with both pistols drawn and loaded with 
facts. I knew they were a part of Unilever, a large international conglomerate that transformed basic 
commodities……..I had found out the name of its chief executive officer and a few of its board members. I 
had an idea how much of its market was domestic and how much was foreign. A list of the company’s 
wares, including some of the more obscure ones, had been part of my required reading…….. 

When the personnel manager at Lever Brothers asked me if I knew anything about the company, I ran 
down a list of their products, mentioned somethings I had read in their annual report, and told him what I 
knew about their advertising. Then I asked a question of my own. Pointing out that the company had just 
moved its headquarters from Boston to New York, I asked him how this would affect the company policy 
concerning promotions. I pointed out that a number of executives hadn’t gone along with the move and 
asked if this had left the corporate hierarchy unsettled. One question lead to another until finally I asked if 
he liked working for Lever Brothers and what he thought the company’s strong points were. You can see 
what happened. Our roles were reversed. I had become the interrogator. This gave at least the feeling that I 
was there to make a decision about the company, instead of its making on me. Creating this atmosphere has 
to work to your advantage.  
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Checklist for the winning interview 
1. Has my mastermind group given me pep talk? 
2. Have I inspected my clothes and that my shoes are polished? 
3. Do I’ve proper haircut or do I look like Einstein? 
4. Do I’ve extra copies of my résumé with me? 
5. Do I know the exact location of the interview venue? 
6. Do I know the name and designation of the person interviewing me? 
7. Do I know the exact time that interview will start? 
8. Have I reviewed FAQs and am I prepared for FAQs? 
9. Do I know the products of the company, their prices etc? 
10. Do I know the products of competitors, their prices etc? 
11. Do I know the market share of the company? 
12. Have I conducted my SWOT analysis of the company? 
13. Do I know the management structure of the company? 
14. Do I know the organizational culture of the company? 
15. Have I updated myself for the media news related to the company? 
16. Do I know the future plans of the company? 
17. Have I prepared list of ideas to discuss in interview? 
18. Have I taken stock of my value addition proposition? 
19. Have I prepared a list of questions to be put to the interviewer? 

Last moment advice 
Mute your cell phone before you enter the interview room. 

Wear a smile on your face before you enter the interview room. 

Enter the room like a winner having spring in your gait. 

Science of first impressions 
“It takes five hundred small details to add up to one favorable impression.” 

CARRY GRANT, ENGLISH ACTOR 
 

Studies tell us that résumés are short-listed or screened out within first 30 seconds, not even a 
minute. Rest is just the scrutiny.  

Remember first impression is the last impression. 

Candidates are selected or rejected within first two to three minutes of the interview. Rest is 
the formality. 

Remember first impression is the last impression. 
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When the candidate enters the room and hands are shaken, subconsciously candidate is 
selected or rejected during that time.  

Remember first impression is the last impression. 

Most of the times, brides are selected, grooms are chosen instantly within seconds; it’s all 
self-deceiving research and investigation that’s done later on. 

Remember first impression is the last impression.20 

Hiring a candidate versus choosing a mate 
Richard Nelson Bolles is a former Episcopal clergyman and the author of the best-selling job-

hunting book, What Color Is Your Parachute? Nine million copies are in print and it has been 
translated into fourteen different languages worldwide. The book is considered as a Bible on the 
subject of job-hunting. 

According to Richard Nelson Bolles, The hiring process is more like choosing a mate. 

“Choosing a mate” here is a metaphor. It means the process by which human nature decides to 
hire someone, are similar to the process by which human nature decides whether or not to marry 
someone. Those processes, of course, are impulsive, intuitional, and irrational and without any 
sound reasoning and logic and often are made on the spur of the moment. 

You can have all the skills in the world, have researched this organization to death, have 
practiced interview until you’re a master at ‘giving answers’, be absolutely perfect person for the 
job and yet lose the hiring interview because……your breath smells terrible. You’re competent to 
fight dragons but being killed by a mosquito. 

Interview after interview has revealed that if you’re male, you’re much more likely to get a 
job: 

If you’re freshly bathed and your hair look wet even if you’re using gel; 

If you’re freshly shaved; 

If your hair and beard is freshly trimmed; 

If your fingernails are clean; 

If you’re using deodorant; 

If you’re wearing freshly laundered clothes; 

If you’re wearing formal suit rather than casual outfit; 

If your pants have sharp crease; 

If your shoes are freshly polished; 
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If you’re carrying a classic handbag or brief case; 

Remember hiring process is more like choosing a mate. 

Interviewer must fall in ‘like’ with you 
Before you’re evaluated on technical side, first you as a person must be liked by the 

interviewer. The interviewer must fall for the aura of your physical personality. Your magnetism, 
your charisma must attract the person on other side of the table. 

Interview after interview has revealed that if you’re a female, your chances of getting a job 
are more: 

If you’re looking fresh; 

If you’re wearing sophisticated-looking dress; 

If you’re not wearing tons of make up; 

If you’re not loaded with jewelry; 

If you’re carrying classic handbag rather than ladies purse; 

If you’re wearing shoes rather than sandals; 

If you’re not wearing tons of perfume; 

It’s always advisable not to wear perfume during interview, because interviewer might have 
negative mental associations with certain perfumes. By smelling a certain perfume, he or she 
might dislike you because of certain mental associations. 

How the interviewer gets turned-off 
It’s literally a turn-off for the interviewer: 

If you’re nervous; 

If you enter room as if you’re at funeral; shoulders slouching 

If you give a limp handshake; 

If you slouch in a chair; 

If you endlessly fidget in your chair; 

If you constantly avoid eye contact with the interviewer; 

If you crack your knuckles or snap your fingers; 

If you’re constantly playing with your hands or hair; 
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If your cell start ringing during the interview; 

If you ask the interviewer about the office timings; 

If you ask the interviewer whether it’s 5 days a week or 6 days a week; 

If you ask the interviewer about the bonuses; 

If you reach late and don’t apologize; 

If you appear in casual dress and un-shaved; 

If the males are wearing earrings, jeans and have ponies etc; 

If you criticize the previous employers or your own alma maters; 

If you show lack of courtesy or misbehave with secretary/receptionist/office staff; 

Remember the hiring process is more like choosing a mate. 

Tipping the balance 
Your chances of getting selected are more: 

If you’re confident, looking bright and resonant, shining and smiling; 

If you’re looking happy with life; 

If you’re energetic, enthusiastic and passionate; 

If you’re flaming, burning, blazing and sizzling with passion; 

If you’re optimistic, positive, and in a resourceful state of mind; 

If you’re bright, brilliant, luminous; polished; lustrous 

If you’re glowing, gleaming, glistening and if you’re radiating energy 

If you’re overflowing with vibrancy 

If vitality is oozing out of you 

If your personality is pulsating and throbbing with life. 

Remember the hiring process is more like choosing a mate. 

Will you marry the one……..? 
No body would like his mate who’s: 

Complaining and criticizing; 

Lacks confidence 
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Lacks self-esteem, self-image; 

Nagging and self-critical; 

Dull and drab, dreary; 

Lifeless, listless and lusterless; 

Lacks soul and spirit, pep and potency, vigor and vitality, strength and substance; 

Pessimistic, gloomy, cynical and sarcastic; 

Who looks miserable, who looks pitiful. After all who will marry Miss or Mr. Misery? 

Remember the hiring process is more like choosing a mate. 

Physically, you should attract like a magnet; your aura must carry an air of seductiveness; 
you must be liked; you must be appreciated; 

Mentally, you should be optimistic, positive and sanguine, self-assured, self-confident, 
upbeat; cheery and cheerful. 

Spiritually, you should look like fulfilled and accomplished, gifted and talented. 

Intellectually, you should have depth in your ideas, opinions and assessments, beliefs and 
judgments, convictions and conclusions, decisions and determinations; 

Your walk should be elegant; 

Your talk should be articulate;  

Your style should be sophisticated; 

Your appearance should be impeccable and immaculate; 

Your get-up should be spick and span, faultless and flawless. 

Remember the hiring process is more like choosing a mate. 

After all, who likes to live with rough, repulsive, rude and crude personality?  

Questions to be asked by the interviewee 
“Asking thoughtful questions is a point of difference, and will separate you from the other talk, talk, 

talk candidates.” 
Jeffery J. Fox 

 
Job interviewing is a two-way lane. For the candidate and the employer alike, the aim is the 

best hiring match possible. The questions you ask in an interview are as important as how you 
answer the interviewer’s questions. 
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At the end of the interview, interviewers ritually ask the candidate if he has any questions. 
This is a great opportunity for the serious candidate to show his/her curiosity and strong 
candidature. You must go with a written list of questions and take the paper out immediately 
when this valuable opportunity comes in.  

I’m suggesting some of the questions that you may ask according to the situation. Make a list 
of your own after researching on the organization. 

1.  Why is this position open? 
2.  How often has the position been filled in the past three years?  
3.  What’re some of the objectives you’d like to see accomplished in this job? 
4.  What would you like to be done differently by the next person who fills this position? 
5.  If I were chosen for this position, what would be my top three priorities? 
6.  What’re some of the more difficult problems one would have to face in this position? 
7.  How will you and the company evaluate / know if I’m successful at this position? 
8.  In your opinion, what products and services make this company the most successful? 
9.  Do you see any significant changes to the company in the near future? 
10.  What’re the advancement opportunities for this position? 
11.  Do you enjoy working for the company? 
12.  May I have your business card, please? 
13.  What’re the next steps in the interview process? 
14.  How much time will it take to hear from you? 
15.  Can I remind you in case I don’t hear from your HR department? 
 

Asking intriguing and intelligent questions from interviewer can serve two vital purposes.  

1. Whether the organization is worth working for or does not measure up to your standard? 
2. Is the position congenial to your talents and temperaments or it’ll be a sheer waste of time? 

Telephonic interview 
Sometimes for the senior positions, interview is conducted on telephone. This happens when 

the decision maker is located at a far off place (may be in foreign country) and traveling cost and 
time is involved in arranging face-to-face interview. So a preliminary interview is conducted on 
telephone. 

One tip that I can give is to take excuse from the interviewer for the immediate interview. 
You might be busy in the meeting; you might be stuck in the traffic jam; you might be working 
on important project etc. Request the interviewer to call you in an hour’s time or take his/her 
number and call back.  
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During this time, get in touch with the mastermind group and seek their guidance. Gain 
poise and serenity and go to some place where there’s no noise and unwanted intrusion. Wait for 
the call or call back. Keep pen and paper handy with you for taking notes. 

Thank-you note 
Writing a thank-you note to the interviewer has many advantages and this attitude of 

gratitude alone can give you leverage over your competitors. 

A job-search is like a public relations campaign. The idea is to get others like you. The sooner 
you build good relationships, the sooner you'll be hired, and the words "thank you" create good 
will.  

The best sales letter in the world is one that simply says, "Thank you, I appreciate you." No 
one grows tired of being thanked.  

A thank-you letter is often a sales letter in disguise, so don't be afraid to put some "sell" into 
it. Send warm thanks to everyone who gives you any kind of help in the job search, however, 
small. No exceptions. No excuses.  

A well scripted thank-you note 

• Will enhance your recall and retention span and hence keeps you in active memory. 
• Shows that you’re a serious contender and not just an ‘also-ran’. 
• Reflects that you’ve ‘executive material’ in you. 
• Gives you an additional opportunity to persuade your interviewer.  
• Provides you another chance to say something that somehow you couldn’t say in the 

interview. 
 

Thank-you note should be written and posted the same day. Swiftness is very crucial. Since 
the immediate purpose of thank-you note is to ‘sell’ you, so it must reach before they buy 
someone else. I personally prefer a typed letter sent through same day delivery courier, but 
shooting an email within 1-2 hours can also serve the purpose. 

Thank-you note should be succinct and precise and no fluffy matter. It should mention some 
important points discussed in the interview and give comfort to the interviewer if he/she had 
some concerns about you. A sample thank-you note is given below. 
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From: Muraad Patel [mailto:muraad.patel@gmail.com]  

Sent: Wednesday, September 03, 2008 10:40 PM 

To: 'adnan.chaudhry@jinxproducts.com'  

Subject: A note of thanks 

 

Dear Mr. Adnan 

Thank you very much for affording me an opportunity this afternoon to discuss with you my 
employment prospects with your organization as a Sales Manager. I tend to agree with you about 
the pressures of meeting sales targets by sales teams in fierce competitive environment.  But I do 
believe that teams can make miracles happen if they’re led by the person who takes care of team’s 
motivation, training and growth.  

There’s a dangerous trend of making a team member a scapegoat if anything goes haywire and 
grabbing all the credit if things went through the roof. Let me assure you that my style of 
managing a team is that taking the complete ownership of the entire endeavor. A team leader is 
like a shepherd who walks in the sun with the herd rather than issuing instructions from far off 
cozy place. 

Thank you once again and you may call me anytime if you need any other information that may 
be required for reaching your decision of giving me the responsibilities. Meanwhile please do let 
me know if I can do anything for you or your organization.  

Looking forward to working together. 

 

With confidence 

 

Muraad Patel 

 

P.S. I’ve started reading The Greatest Salesman in the World. Every word is inspiring. 
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Follow-up: keep the ball rolling 
Your follow-up with the interviewer can be what sets you apart from other candidates. If 

you're neck and neck with another candidate, the way you follow up can put you over the top.  

Sooner or later, every job search becomes mostly follow-up. Aggressive follow-up often ends 
job-hunt quickly, and there’re literally hundreds of creative ways to follow up without pestering.  

Don't assume the interviewer remembers everything you said or has an accurate picture of 
who you’re. When three candidates are interviewed and compared, some of the highlights you 
hoped would be considered may be lost or forgotten.  

The follow-up letter is more than a nice way of saying, "Thank you for the interview." It's 
another chance to win someone over. It’s one more opportunity to show what you can do for a 
company, not what it can do for you. 

You should put follow-up like a thorough-bred professional and avoid being PITA (pain in 
the……). Your follow-up shouldn’t be misconstrued that you’re really desperate and can fall for 
anything. Following up simply means not letting things slip through the cracks. 
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A sample follow-up email is given below. 

From: Muraad Patel [mailto:muraad.patel@gmail.com] 

 Sent: Monday, September 08, 2008 11:21 AM 

 To: 'adnan.chaudhry@jinxproducts.com' 

 Subject: Here are the solutions! 

  
Dear Mr. Adnan 
  
Choosing the right candidate is a challenging task. I know, because I’ve been in your shoes 
before. Based on our interview on 3rd September 2008 for the position of Sales Manager, I’ve done 
some thinking about the position and how I could bring added value to your organization and 
address some of the problems you discussed. 
I’m attaching a spreadsheet with this email addressing the issues that you highlighted during the 
interview. I’ve taken the initiative to suggest solutions based on my past experience. We may 
discuss them further at mutual convenience if you require. 
I’ve read the book The Greatest Salesman in the World by Og Mandino that you recommended for 
me. Ten scrolls make an awful reading. I’ve shared the thoughts with my team and I feel them 
bouncing.  
 
With confidence & passion! 
 
Muraad Patel 
 
P.S. I’m enclosing an article on ‘Selling on Island’ for your pleasure reading. I’ll call you on Thursday at 
your cell phone between 3.00—4.00 pm to know if you’ve received and read the article. I hope my call 
won’t be taken as intrusion.  

 

mailto:[mailto:muraad.patel@gmail.com]
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What to do when you’re maltreated by the interviewer 
Sometime back, I saw a web ad of a Head of Sales position with one of the biggest companies 

in Pakistan. The position was quite challenging and carried a high level of remuneration and 
prestige. Honestly, it would have been a dream position even for my boss. Head of Marketing 
had the additional charge of this slot.  I threw my Big Bang Letter to the President of the 
company bypassing the HR and it hit. HR called me for the interview. On my question, who will 
interview me, HR replied that there will be a board and HR couldn’t tell me the name of the 
members. Now I was expecting the President along with his core management team to interview 
me.  

I made full preparation and I had a thorough session with my mastermind group at 
McDonald restaurant in Y Block, Defence, Lahore.  

I reached the interview place 15 minutes prior to the time I was told. I muted my cell; combed 
my hair; had a glass of water; took some deep breathing to put myself at ease.  

Time of interview arrived; HR told me to wait a bit as members were gathering. Half an hour 
passed; one hour passed. Whenever, I enquired from HR, I was told to wait a bit. One and half 
hours passed; two hours passed; two and half hours passed; the board was still gathering. After 
three hour’s agonizing wait, I was finally called in. To my utter dismay, I saw Head of Marketing 
chairing the interview board. There were two more people, one a dummy consultant, and other, a 
departmental head of equal to the position I was pitching at.  

I was literally pissed off when none of the three members even bothered to apologize for a 
delay of three hours. It was already 6 PM and 90% of the staff had already left the office. The 
‘board’ half-heartedly put a few questions. Their body language was more of winding the session 
as one of them was actually closing his notebook. In four to five minutes, ‘interview’ was over. 

I felt severely humiliated. I could react in the interview over the three hour delay and their 
casualness and indifference in the whole session but reacting was no solution; it was against an 
acceptable corporate behavior. So I decided to inform the President that I was neither an errand 
boy nor a doormat that any idiot of your company could trample upon. I shot a strongly worded 
email to HR Head with CC to the President, both of them were Arabs. 

HR Head not only apologized and promised to look into the matter but also acknowledged 
that his staff needed training on how to conduct interviews.  

Two months after that interview, Head of Marketing was shown the door. How much my 
email played the role in his termination, I can’t figure out but the point is my protest was 
registered and a non-professional attitude met the fate. 



130   The Craft of Selling “Yourself” 

  

It all depends upon the individual’s personality traits as to how he/she responds to being 
maltreated. But my approach is when nothing further is at stake, then don’t fear to stand up. At 
least, this standing up can save another person to be maltreated.     

Factors that spin the interviews out of control 
There’re moments when the interview goes out of control, and as a serious job seeker, you 

mustn’t allow things happen like that. Your interview is over when: 

1.  Interviewer smells any dishonesty or misstatement of material facts on your résumé or in 
the interview. 

2.  You’ve shown any signs of irresponsibility or you sound goof. 
3.  You show arrogance or excessive aggressiveness. 
4.  You keep on complaining or putting blame on external things. 
5.  Lack of enthusiasm or lack of stability is obvious in your life. 
 

 

 

 

 

 

 

 

 

 



 

  

Chapter 11 
Salary Negotiation 

“Information is a negotiator’s greatest weapon.” 
VICTOR KIAM 

Author of Going for It 
 

s a shrewd job-seeker, you shouldn’t touch the salary subject till the moment you’re cock 
sure that you’re ‘need’ of the company. And let the company talk about it first. The more 
indifferent you look about salary, the more powerful you’ll be. Your main thrust so far 

should be to be liked and needed. The rest will take care of itself. The moment you show the 
salary your weakness, you’ll lose the bargaining power. So you should patiently wait for that 
moment when the company takes initiative to talk about the subject. 

The basic principle applies here is that you get what you’re worth of. The important point is 
who will decide your worth. You or the company? If you’re not worthy in your own eyes, how 
can you be worthy in someone else’s eyes.  

Your worth lies in your brand. How you’ve projected yourself or how the company has 
perceived you will determine your price tag. Take the example of Red Bull. A small can sells for 
Rs.125. Does it make you climb Mount Everest? Does it make you win Olympics? How much 
energy you get after drinking it or you get at all? Red Bull has positioned itself as Energy Drink. 
I’ve seen people walking with drooping shoulders after having taken packs of Red Bull and I see 
people sprinting after taking glasses of yeasty native drinks.    

D.A. Benton author of How to Think Like a CEO says, “You don’t get what you deserve, you get 
what you negotiate.” And you negotiate on what you’re worthy of.  

Ace of the negotiators 
In the negotiation process, the person who has the power to ‘walk out’ controls the levers. 

That’s why I’m stressing again and again that you should conduct yourself in such a manner that 
you’re perceived as an inevitable or indispensable for the company. Once you’ve positioned 
yourself as inevitable candidate, then you can have the power to walk out.  

A 
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The 6 myths of salary negotiation 
Before I march ahead, let me take the help of Neil Yeager author of CareerMap to describe 

myths of salary negotiation and the realities. 

Myth # 1:  It’s rude and unwise to ask for too much money. 

Asking for what you’re worth is neither rude nor unwise. The unwise is to undersell 
yourself. Once you’re clear that you’re the one company was eagerly looking for, and then make 
your best pitch. Charge the premium. Don’t give any discounts.  

Myth # 2: You could blow the offer if you push too hard. 

Many people are prevented from being hard-nosed salary negotiators by the fear that if they 
come on too strong, the other part will lose interest. This is simply not the case. The only way the 
employer will walk out is that if you ask for a figure that’s ridiculously too high or too low. That 
will convince the employer that you’re a mismatch for the job. Knowing the range of possibilities 
beforehand can rectify this problem. 

Myth # 3:  Their first offer is usually their best offer. 

Unless you’re dealing with a government job that has a specific figure engraved on stone, 
there’s always a room for negotiation.  

Myth # 4: There’re fixed budgets for the salary. 

Yes, the salaries are budgeted items, but who knows the upper limit of budgets. I’ve 
negotiated salaries with new staff and people on same ranks differed from Rs.50,000...Rs.75,000 a 
month. So there’s a large ‘play’ in the lower and upper circuits. I recommend asking a minimum 
55 % more than the company initially offers you.  In negotiation, you’ll surely land somewhere 
near 35% more.  

Myth # 5: When changing fields, you can’t expect much money. 

Being new to the field and being novice are two different things. You should use being new 
to the field to your advantage that you’ll bring new ideas and new approach to the organization. 
You can project yourself as ‘out-of-the-box’ man. 

Myth # 6: It’s easier to ask for a raise once you’ve proven yourself than to go for a high 
initial salary. 

Absurd! The best time to get a raise is before you start the job. Once you’re on-board, then 
many more factors like office politics, leg-pulling, inter-office rivalry, budgets and approvals 
come into play instead of your job performance. The new comer is like a new wife or new girl 
friend who gets more love (premium) than the old one.    
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Important factors of salary negotiation 
I’ve changed many jobs and negotiated my salaries and perks many times. I’ve recruited staff 

and have negotiated salaries with them. I believe following factors do play major role in salary 
negotiations. 

1. Previous Salary: 
How much are you getting in the previous job tells a lot about your next salary. Unless 

there’s fluke, it’s almost rare if you get more than 200%; and very challenging to get more than 
100%. Normally, the new company offers you up to 50% more than your last salary. And I’d 
never advise you to lie about your previous salary.  

2.  Unique Circumstances: 
If you’re un-employed and the new employer knows your circumstances very well, you’ve 

no bargaining power. You may tell the employer about the state of unemployment, but never 
show your desperation. Like Olympians, keep your poise and serenity in even adverse 
circumstances. Being un-employed shouldn’t be taken as a stigma or the fatal weakness. In 
corporate sector, rare are the individuals who don’t face job crisis at one time or another. Package 
your unemployment period as your recuperation period.  

3.  Industry Norms: 
There’re certain norms of specific industries, like hotel industry in Pakistan isn’t a good 

paymaster. Banking, Mutual Fund and Telecom are good paymaster. If you’re leaving a banking 
industry to join hotel industry, you can’t expect a hefty raise unless you’ve successfully sold 
yourself as fulfillment of someone’s dreams.  

How can a fresh graduate negotiate? 
Being fresh graduate isn’t your weakness; it’s your strength. You’re moldable; you’re quick 

learner; you’re more adaptable; you can give more time to the company; you’re trendier. All 
you’ve to do is to project yourself in such a way that employer is interested in investing you.  

Your alma mater’s own image and recognition plays a great role in determining your price 
tag. Why the fresh graduates of IBA (Institute of Business Administration) Karachi and LUMS 
(Lahore University of Management Sciences) join companies at entry level at salaries ranging 
from Rs.40,000 to Rs.60,000 a month….two to six times more than average salary of MBAs. The 
name sells! 
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Chapter 12:  
Dealing with Rejections 

“We keep going back, stronger, not weaker, because we will not allow rejection to beat us down.      
It will only strengthen our resolve.  To be successful there is no other way.” 

EARL G. GRAVES 
 

tanding before the microphone in the mansion that was his home, at least for a few more 
weeks, gave the world a peek into the man he’d become. For the moment, he was a loser, 
at least in the electoral sense. After nearly a month of legal wrangling, Al Gore, speaking 

from the Number One Observatory Circle that serves as the vice president’s official residence, 
conceded defeat and wished the new president, George W. Bush, well. 

Then Gore disappeared from the national stage. Or so the world thought. In reality, he went 
back to a cause that had fired his juices for many years: global warming. He toured the country 
giving a PowerPoint presentation on the topic that he called An Inconvenient Truth. After some 
2,000 deliveries, he turned the presentation into a movie that won an Academy Award in 2007. 

Concurrent with his speaking career, he became a successful businessman and even helped to 
start a television network. His net worth is estimated to be around $100 million. In 2007, he 
teamed with a venture capital firm that invests in eco-responsible businesses. Al Gore was back, 
but more important, his work mattered. His work on global warming earned him, and a 
collection of scientific experts, the 2007 Nobel Prize for Peace.21 

There goes the saying that road to success is always under-construction. How would it sound 
and which is also correct that road to success is always paved with rejections.  

Look around yourself. The person you see is the most successful in life is also the person who 
has endured more obstacles and failures in life………….. 

Look around and see the examples………… 

Yesterday’s prisoners are today’s presidents……and prime ministers…………… 

Yesterday’s losers can be tomorrow’s legends…………... 

I know a 60 years old Manager Imports who has been sitting on the same seat for the last 40 
years……………and he has never failed in any interview……….because he has never 
appeared……because he has never taken the initiative…..do you want to be like him? 

S 
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I know a person in his 30s who’s Director Marketing with a prestigious 
organization……………he has ‘failed’ in so many interviews………he has been rejected by so 
many organizations……….. do you want to be like him? 

Who should be your role model?........the one who has never failed or the one who has failed 
so many times………. 

“You miss one hundred percent of the shots you don’t take.” 
WAYNE GRETSKY 

 
There’re no rejections in life…….there’re only results………there’re no failures in 

life……….there’re only feedbacks………….there’re no denials in life………….there’re only 
delays………there’re no defeats in life……..there’re only detours and diversions…….. All you 
need to quote to your debilitating spirit during dwindling times of your life is:  

There is nothing either good or bad, but thinking makes it so. 
It all depends upon how you internally represent things. People with scars turn out to be 

stars………examples galore………Look around in your own society…....in your own 
country……. and you’ll see many inspirational examples from wrecks to riches……..from 
survival to stardom……from devastations to dashing victories…….. 

Anthony Robbins is a world-class motivational coach. In his best-seller Unlimited Power, he 
describes history of failures and frustrations of someone. Let me share the same with you. 

This was a man who: 

• Failed in business at age 21; 
• Was defeated in a legislative race at age 22; 
• Failed again in business at age 24; 
• Overcame the death of his sweetheart at age 26; 
• Had a nervous breakdown at age 27; 
• Lost a congressional race at age 34; 
• Lost a congressional race at age 36; 
• Lost a senatorial race at age 45; 
• Failed in an effort to become vice-president at age 47; 
• Lost a senatorial race at age 49. 
 

This chronic ‘loser’ was no other than Abraham Lincoln who was elected president of the 
United States at age 52. Journey of this skinny man from log-house to White House was full of 
failures and breakdowns. 
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I’ve childhood friends who still languish in poverty but they never failed in any interview. 
Because they never appeared in any interview; they never sat in any examination; they never 
took any initiative; they never came out of their comfy confines while I’ve been ‘failing’ all the 
way since childhood. The biggest risk isn’t to take any risk in life. It’s recommended to you not to 
bury your head under sand like an ostrich and avert your gaze from the blazing reality standing 
naked before your eyes, you’ll have to have a brave heart to take arms against the sea of troubles 
and fight the challenging battle on equal grounds and move from the point of inaction to the 
point of an-action in order to reflect exuberant and spirited power gaining vitality in the entire 
recesses of your head and heart.  

Rejection letters for famous books 
The following are the excerpts of actual rejection notices received for these famous books.  

“It is impossible to sell animal stories in the USA.” Animal Farm, by George Orwell. 

The book was chosen by Time Magazine as one of the 100 best English-language novels (1923 
to 2005) and was number 31 on the Modern Library List of Best 20th-Century Novels and won a 
Retrospective Hugo in 1996. 

“The girl doesn’t, it seems to me, have a special perception or feeling which would lift that book above 
the ‘curiosity’ level”. The Diary of Anne Frank, by Anne Frank 

The book is now considered one of the key texts of the twentieth century 

“It does not seem to us that you’ve been wholly successful in working out an admittedly promising 
idea.” Lord of the Flies by William Golding 

The novel was chosen by TIME magazine as one of the 100 best English-language novels 
from 1923 to the present. 

Jack Canfield's Chicken Soup for the Soul, best-seller, has sold over five million books. It was 
turned down thirty times before finally it was picked up by a publisher. 22 

The Beatles 

Turned down by a recording studio that said,  

"We don’t like your sound." 

Michael Jordan 

Cut from his high school basketball team, he went home and cried. 

Thomas Edison 

Told by a teacher he was "Too stupid to learn anything." 
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Walt Disney 

Fired from a newspaper because he "lacked imagination." 

Learning from cockroaches 
Cockroaches were around 150 million years before the dinosaurs. There’re the survivors of 

nukes. Dr. Craig Hovey, author of The Way of the Cockroach, in a very beautiful fable describes 10 
rules of survival that he learnt from the cockroaches. One of the rules is “What doesn’t exterminate 
you only makes you stronger.” Failures, rejections, setbacks and obstacles are the nature’s 
mechanism to train our mental and emotional muscles to take up bigger challenges in life. 

You’ll never see an Olympian who always won in his sporting career…….. 

You’ll never see an investor who always reaped profits on his ventures…………… 

You’ll never see a stockbroker who always made money…………… 

You’ll never see a salesman who always sold on every sales call………… 

You’ll never see a baby who started running the moment he stood on his feet……… 

You’ll never see a scientist who always invented and discovered without failure……….much 
quoted example of Edison who failed 9999 times before inventing incandescent bulb.  

Failure and falls and frustrations are inevitable part of life. Always remember the rule of 
cockroach that what doesn’t exterminate you only makes you stronger.  

"The greatest danger for most of us is not that we aim high and miss it, but rather that we aim low 
and reach it." 

MICHELANGELO 
 

So next time when you get rejection letter from any organization, you should get stronger 
and more aggressive. 

Fixing rejection targets 
One way to deal with rejections is to take a certain number of rejections as stepping-stones to 

reach your goal. For example, if you’ve budgeted 20 rejections before you get offer letter then you 
shouldn’t be worried or frustrated till you touch the rejection target. You should start worrying, if 
at all, after 20. So your focus should be to get as much interviews as possible so that you reach 
your rejection target. Because meeting of rejection target of 20 is necessary for getting offer letter. 

You should work like Rich Gardner of movie The Pursuit of Happyness.  
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“X calls=X meetings=X interested prospects= X closing=X money” 

Let’s learn from this movie and put a little mathematics to get you Offer Letter. 

50 networking sources =  30 interviews 

50 un-solicited Big Bang Letters =  20 interviews 

100 résumé/Cover Letters against advertisements =  05 interviews 

50 other sources  =  05 interviews 

Total   =  60 interviews 

20 interviews  =    1 Job Offer 

60 interviews  =    3 Job Offers 

 

I can bet if you read, comprehend and assimilate what I’ve written in this book and you 
apply the principles and rules with precision and pray to Almighty Allah, you’ll get a Job Offer 
after every 5th interview. You must have 12 Job Offers from 60 interviews. You should take your 
launch as a project and you should have a comfortable time of 50 days in your mind. If you can 
have 12 Job Offers in 50 days, you can certainly fetch premium on you. That’s the reason, 
Murtaza Hashwani, Chief Executive of Hashoo Group Hotels says that no one should remain 
jobless after reading this book.  

“You’re not judged by the number of times you fail, but by the number of times you succeed. And the 
number of times you succeed is in direct proportion to the number of times you can fail and keep on 

trying.” 
Tom Hopkins 

 

Ultimate formula for sales power23 

Product knowledge plus 
Sales know-how plus 
Persuasive ability times 
Achievement drive equal 
Sales Power 
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Chapter 13:  
Thrilling Ride of Transformation 

So often,  
we believe that we’ve come to a place  

that’s void of hope and void of possibilities,  
only to find that it’s the very hopelessness  

that allows us to hit bottom,  
give up our illusion of control, turn it over,  

and ask for help.  
Out of the ashes of our hopelessness  

comes the fire of our hope. 
Like the mighty phoenix,  

Once again I rise from the flames set to destroy me & take flight.  
I’m Stronger, Glorious, Powerful, Victorious. 

 
Phoenix is a mythical bird with a tail of beautiful gold and red plumage. It has 1,000 
years life. When it reaches near the end, the Phoenix builds itself a nest of cinnamon 
twigs and then ignites; both nest and bird burn fiercely and are reduced to ashes; from 

ashes a new, young Phoenix arises, reborn anew to live again. The new Phoenix is destined to 
live as long as its old self. The bird is also said to regenerate when hurt or wounded by a foe, thus 
being almost immortal and invincible. The bird is a symbol of transformation, rejuvenation, 
revival, recovery, resurgence and rising from the ashes of trials, tribulations and hurts. 

 
This mythical bird has always fascinated me, that’s why, Phoenix is my logo (rising like 

Phoenix).  

As a success conscious person, you always need to remain on the path to transformation, 
revival and resurgence rising each time you fall. In this chapter, I’ll take you to exhilarating 
cruise of transformation and renewal, making you NEW YOU.   

A 
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The process of renewal and transformation starts with taking immense pride in your being.  

Get out of the grooves of mediocrity and 
decide to not settle for anything 

less than the best. 

Sense of Pride – basic ingredient to be successful 
Having a high sense of pride is must to sell yourself at high premium in the market place. If 

you don’t believe in yourself, who else will? 

“You can’t sell anything that you wouldn’t buy yourself.” 
VICTOR KIAM 

 
You get sense of pride when your inner is in harmony with the outer. When you live your 

true values; when you walk your talk, your sense of pride or self-esteem grows.  

Take the example of a vehicle whose wheels are aligned. It has smooth ride, effective in 
functioning and fuel efficient, in other words, it’s successful. But if the wheels aren’t aligned, then 
car consumes more fuel, has more dragging pressure on wheels, and is riskier in ride. In other 
words, it’s not successful. 

A success-conscious person carries an extreme degree of self-esteem or sense of pride. How 
can you develop your self-esteem?  The process is simple, but putting it to work is difficult. Self-
esteem is built upon the experience of success. Think of it as a circular process. When people 
experience success, they grow in self-confidence. As self-confidence grows, they feel empowered 
to face new challenges. As they succeed in confronting each challenge, they develop the capacity 
to cope with whatever life throws their way. That feeling leads to further growth of self-
confidence, self-reliance and self-esteem. 

“Self-worth can’t be verified by others. You’re worthy because you say it’s so. If you depend on 
others for your value it is other’s worth.” 

WAYNE DYER  
 

Formula to maintain healthy self-esteem 
• Celebrate your strengths and achievements. 
• Forgive yourself for your mistakes. 
• Don't dwell on your weaknesses, every human has them. 
• Change the way you talk to yourself -- stop putting yourself down! 
• Be sure that you’re not judging yourself against unreasonable standards. 
• Beating yourself for your weaknesses is self-defeating. Use that energy for positive 

thoughts about you. 
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Traits of highly self-esteemed person 
• Able to accept and learn from his own mistakes. 
• Confident without being obnoxious or conceited. 
• Not devastated by criticism. 
• Not overly defensive when questioned. 
• Not easily defeated by setbacks and obstacles. 
• Unlikely to feel a need to put others down. 
• Open and assertive in communicating his needs. 
• Not overly worried about failing or looking foolish. 
• Not harshly or destructively critical of himself. 
• Not aggressively driven to prove himself. 
• Able to laugh at himself, not taking himself too seriously. 

Breaking away from the crippling chains 
In childhood, once I happened to watch Lucky Irani Circus. They’d come to our village on 

the eve of annual fair. I was very excited to see a giant elephant but I was surprised that the giant 
animal was just tied with a small chord that even a goat could break. It was very intriguing. I 
kept on thinking but didn’t find the answer. At a very later stage, I came to know that there was 
an interesting method of training the elephants. The mahout attaches a small chord with the leg 
of baby elephant; the chord is a little stronger than the inherent strength of baby elephant. 
Initially the baby tries to break away but is checked by the chord. Slowly the baby ‘learns’ that it 
can’t break away from the chain it’s tied with. And he retains this learned helplessness forever and 
hence never tries again to break away. That’s the reason you see big elephants tied with small 
rope and completely ‘in control’.  

Like elephants, we also learn helplessness and remain tied to the crippling chains of past 
experiences and events. Our mahouts…..our parents, friends, associates, colleagues and spouses 
tie us with the chords of their opinions and suggestions and then we remain tied with them 
forever, little realizing our inherent potential to perform miracles. The grown-up elephant can 
dismantle iron chains with little exertion, but he never tries. Similarly we can do wonders but we 
never try. 

“Only a ghost wallows around in his past, explaining himself with self-descriptors based on a life 
lived through. You’re what you choose today, not what you’ve chosen before.” 

WAYNE DYER 
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You don’t have to worry. There’s good news for you! You can unlearn the learned 
helplessness the way you learned it. All you’ve to do is to un-install the learned helplessness 
program and install another program of empowerment and resourcefulness and abundance. Let’s 
find out what crippling chains aren’t allowing us to grow and expand and spread out. 

The difference between a champion and also-ran is the difference of mindscape and internal 
chemistry. 

Now the question arises, how an also-ran becomes a champion. What’s this transformation 
process? How the internal chemistry and mental terrain of an also-ran is changed to make him a 
champion. There’re ten areas in which an ordinary mortal has to vigorously make effort to 
become extra-ordinary.  

Say good-bye 
You need to say good-bye to the itching past to begin a new life. 

It’s a commitment to shed old uniform off and to put on the new one…… 

It’s a commitment to throw away old inhibiting, disempowering and crippling beliefs and 
ideals and replacing them with dynamic, vibrant, buoyant, empowering and energizing and 
uplifting beliefs and values. 

It’s a commitment to come out of the grooves of mediocrity, pessimism, low esteem and join 
the ranks of optimists and people having high sense of pride. 

It’s a commitment to forget the bruises of failure and wounds of letdowns and begin a new 
life that is full of challenges, big milestones, grand goals and lofty dreams. 

It’s a commitment to bury the signs of regret and sorrow and frustrations and take a new 
beginning of a life of thrill, of rejoice and triumph and victories. 

It’s commitment, it’s a pledge, it’s a promise to redesign the map of future……a future full of 
possibilities, full of potentialities, full of opportunities. 

It’s a commitment to throw away a book of rules that has been operating you and writing 
your own SOPs, own destiny redrafting your own rules and principles.  

It’s commitment to remain unaffected and insensitive to the influences of external weather 
and it’s a commitment to create and carry your own weather. 

If a mad and maniac person passes irresponsible remarks on you, you’ll not be irritated, 
you’ll not get angry. You’ll not burn in your own fire. If you do, you’re allowing the mad and a 
maniac to control your life. You’ve to be thick-skinned.  

It’s your commitment to never remain the same old person.  
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Persist and keep pumping until you succeed 
You know the story of Abe Lincoln and you know the story of Edison. Every successful 

person has the same story. It’s story of persistence; it’s story of keeping on pumping……….. 

Winners, leaders, champions and stars all understand that if they try something but don’t get 
the outcome they want, it’s simply feedback. Failure isn’t a person, failure is an event. 

Chunking 
Every effort that we make, every step that we take, no matter how little it is, produces a 

result. The speed of law of nature may seem imperceptible, but the law is giving the results. The 
butterfly effect is there. 

Take the example of a watch. You see only the movement of the second hand. The movement 
of minutes and hour hands isn’t noticeable to the human eyes. But there’s definitely a movement. 
Same is the case of our efforts. Apparently they may seem useless and futile, but they’re 
producing the results. 

Take another example of tap. Slightly open the tap at night in such a way that a single drop 
of water falls each second. In the morning, you’ll see a jar full of water. That’s the power of 
persistence. 

Imagine a man cutting the mighty tree. The blow that tumbles the tree isn’t the final blow, 
but a collective blow. Because of man’s impatient human nature, we’ve little appreciation for the 
number of blows that must come in between. Like children, we want what we want right now 
and become irritated when we don’t get it right away. We tie with that experience forever like 
baby elephant. 

Instantaneous efforts seldom produce long-term benefits; it’s the effort we make over time 
that usually produces the most permanent results.  

On persistence, I’ll narrate an example of one of my friends. We were class fellows in F.Sc. 
Normally science students neglect the subject of Urdu (the national language of Pakistan). But 
this man decided to study Urdu under candle light whenever there was load shedding at night. 
He continued this practice for two years. In the final exam, he got 130 marks out of 150 and 
because of this exceptional score he landed in the engineering university. 

When I decided to write down The Craft of Selling “Yourself”, it seemed a humongous job. But 
when I applied the principle of chunking, I wrote this book in around twenty days….. 
approximately 10 pages daily…..seemed not a big task. 
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Activate your filters 
When your persistent efforts won’t give you visible results in the short run, you’ll see many 

people discouraging you. They will urge you to quit. You see such negative preachers every 
where and every day in our life. I call them negaholics. Since you’re now committed to revival 
and transformation, it’s your duty to turn deaf ear to such negative friends. You’ve to be very 
selective in taking the advice. You need to activate and apply your own filters that stop all the 
crap and garbage entering your head. 

Story of a deaf frog 
You must have heard the story of two frogs. They were traveling in a jungle. All of a sudden, 

two of them fall in a deep ditch. Their friends looked deep down the ditch and had pity on the 
unfortunate frogs because they thought that poor frogs won’t be able to climb and they’ll die.  

The frogs started climbing the ditch to come out of it. But their friends on the edge of the 
ditch were shouting, “You can’t succeed. You better stop trying. You’ll not make it. You’ll die. It’s 
impossible to come out of ditch.” 

One of the frogs listened to the shouting of fellow frogs and couldn’t climb much and 
ultimately fell down the ditch and died. While the other didn’t quit and kept on climbing the 
ditch despite the shouting and free advice of fellow frogs. He ultimately came out of the deadly 
ditch. The fellow frogs asked him why he didn’t listen to their advice. He told them that he’d 
hard of hearing and couldn’t hear them; rather he thought that they’re encouraging him to make 
more efforts.  So that’s the power of listening. You need to become deaf to such negative, un-
resourceful, disempowering, energy-sapping, discouraging fellows. Just salute them and say 
‘thank you’ for their care and concern. 

Always remember that quitters are never winners and winners are never quitters. 

You need to exercise patience. Things of substance are always the product of patience and 
persistence. To create the olive, king of all trees, a hundred years are required. While an onion 
plant is old in nine weeks. You’re committed to becoming an olive and not an onion plant. 

Hen takes 21 days to hatch the eggs. She has to be patient and persistent in her effort to 
produce the results. A woman takes nine months to deliver the baby. You can’t get the baby in 
four and half months by deploying two women.  

I’ll strongly recommend that you watch a movie with the name of Shahshank Redemption. This 
is an excellent movie on the power of persistence and chunking.  
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Get off the bandwagon 
There’re two kinds of people, one who’re imitators; who think with the minds of others; who 

go the easy way; who adopt the beaten path; who sail with the winds; who swim with the 
current; who join the bandwagon. They’re the ordinary people; they’re mediocre; they’re run-of-
the-mill people; they’re the average souls. But you’re now committed to chartering your own 
path, using you own brain; traveling the path less traveled. Champions and leaders throw away 
the rulebook. They write their own rules. They don’t think with other’s brains; they use their own 
brain. They don’t swim with the current; they don’t sail with the winds. They’re the garden 
variety; they’re one of their kinds; they think what hasn’t been thought before. They think out-of-
the-box. They’re not commodities; they’re brands. 

Two roads diverged in a wood, and I— 
I took the one less traveled by, 

And that has made all the difference. 
ROBERT FROST 

 
Successful people don’t make vain attempt to imitate others. Rather they place their 

uniqueness on display in the market place. They show their distinctions and hide their 
similarities.  

All successful people, businessmen, corporate executives, army commanders think unlike 
common people.  

Think out- of-the-box 
You’re driving along in your car on a wild and stormy night. You pass by a bus stop and you 

see three people waiting for the bus:  

1.  An old lady who looks as if she’s about to die.  
2.  An old friend who once saved your life.  
3.  The perfect partner you’ve been dreaming about.  
Which one would you choose to offer a ride to, knowing that there could only be one 

passenger in your car? Think before you continue reading.  

This is a moral/ethical dilemma that was once actually used as part of a job application.  

You could pick up the old lady, because she’s going to die, and thus you should save her 
first; or you could take the old friend because he once saved your life, and this would be the 
perfect chance to pay him back. However, you may never be able to find your perfect dream 
lover again. The candidate who was hired (out of 200 applicants) had no trouble coming up with 
his answer.  

Before looking at what he said, be honest and give your answer....... 
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WHAT DID HE SAY?  

He simply answered: "I’d give the car keys to my old friend and let him take the lady to the hospital. 
I’d stay behind and wait for the bus with the woman of my dreams." Sometimes, we gain more if we’re 
able to give up our stubborn thought limitations. Never forget to think out-of-the-box.  

Associate with smarter people than yourself 
I once listened to an audio tape of a motivational guru, Jim Rohn, on the power of 

association. I’m utterly compelled to share Jim Rohn with you verbatim.  

“One of the keys to success often overlooked is people with whom we’ve chosen to associate everyday 
often unconsciously and decisions, attitudes and actions are influenced by the decisions, attitudes and 
actions of those with whom we spend the greatest amount of our time. 

One of the crucial elements of exceptional life involves the careful analysis of how we’re affected by our 
associations of others. If you’ve to evaluate the major influences in your life, the person you’re becoming, 
this has to be high on the list the people you choose to allow into your life. 

Never underestimate the power of influence, what an important statement! The influence of those 
around us is so powerful; many times we even don’t realize we’re being strongly influenced because it 
generally develops over an extended period of time. Peer pressure is specifically the powerful formal 
influence because it’s is so subtle, if you’re around people who spend dollars they make; chances are 
excellent that you also spend dollars you make. If you’re around people who go to ball game concerts, 
chances are excellent that you do the same. If you’re around people who don’t read many books chances are 
excellent you won’t read many books. People around us can keep nudging us off course a little overtime 
until finally ten years from now we find ourselves finally asking how I got here. 

Those subtle influences need to be studied carefully if we want our life the way we’ve planned.  Now 
on this major point let me put forward three questions to ask. This may help you to make better analysis of 
current associations.  

Here’s the first question. Who am I around? 

Good question. Make a mental study of the major people with whom you most often associate. You got 
to evaluate everybody who’s within the circle of being able to influence you. So major question who am I 
around? 

Next question. What’re they doing to me? That’s the major question to ask.  

What’ve they got me doing? 

What’ve they got me listening to? 

What’ve they got me reading? 

Where’ve they got me going? 
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What’ve they got me thinking? 

How’ve they got me talking? 

How’ve they got me feeling? 

What’ve they got me saying? 

You just got to have to make a serious study of how they’re influencing you negatively and positively. 

Now may be the influence of all those around you is okay but just ask yourself, who am I around and 
what’re they doing to me? 

Now here’s the final question. 

Is that okay? 

May be the people you associate with, their collective influence is okay but again may be it’s not. 

 

All I’m saying is that you’ve to take closer and objective look. Everything is worth the second look, 
especially the power of influence. 

Positive influence can have an incredible effect on your life. But so can negative influence. Both will 
take you somewhere. But only one will take you to the direction you’ve chosen to go. It’s so easy just to 
dismiss the things. 

The man says I live here but I don’t think it matters. I’m around these people but I don’t think I get 
hurt. I’ll take another look at that. I’ve got a good phrase at you. ‘Everything Matters’. Now show 
something matters more than others. But everything matters. Everything weighs something. So you got to 
keep checking to find out whether associations are tipping the scales to positive or towards negative. It 
doesn’t hurt to look right. Ignorance is never the best policy. Finding out is the best policy. 

Remember the objective of all this is to say that time of kidding myself is over. I really want to know 
what’ve I become and what I’m becoming. I want to know where my strengths and weaknesses lie. What 
has power over me? What’s influencing me? What I’ve allowed to affect my life.  

Perhaps you’ve heard the story of a little bird. He’d a wing over his eyes and he was crying. The Alice 
said to the little bird, you’re crying. Yes, said the little bird and he pulled his wing from his eyes. Oh, I see. 
You’re crying because the little bird pecked up your eyes. And the little bird said, No. I’m not crying 
because the little bird pecked up my eyes. I’m crying because I let him. 

Hey, it’s easy to let influence shape our lives; to let associations determine our directions; to let 
persuasions overwhelm us; to let tide take us; to let pressures make us. The big question is: Are we letting 
ourselves to become what we wish to become. 

In this most important subject of associations, here are some actions you may want to take. 
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Disassociations! 

You may, after the study of three basic questions, who I’m around, what’re they doing to me, and is 
that okay, come to serious conclusion that there’re some people that you just have to break away from. I’m 
not saying that it’s an easy step to take and it’s not easy to be taken lightly. However I’m saying may be an 
essential task. You just have to make that hard choice not to let certain negative influences affect you any 
more.  Remember, it could be a choice to save your quality of life. The second action you may want to take is 
Limited Association. 

It could well be you’re spending too much time in certain area of your life with certain group of people. 
It’s easy to put time and effort in a wrong place. The guy spends three hours in the ball game and thirty 
minutes to listening to the sermon. See, that’s called out of balance. 30 minutes for spirituality and three 
hours for entertainment that doesn’t weigh well five years from now, ten years from now. You’ve to take a 
look at some of the values of your life. Here it’s easy way to end up with the mediocre people spending 
major time on minor things. Sophisticated people learn to weigh everything they spend time or money. 
You’ve got to weigh before you pay. Where are you going to spend your heavy time or light time? Just got 
to weigh otherwise you’ll get trapped spending heavy weight time with the light weight people. It’s okay to 
have casual friends as long as you give them casual time not a serious time. Spend major time with major 
influences and minor time with minor influences. It’s so easy to do just the opposite but don’t let yourself 
fall in that trap. So may be you need to change some of the influences of your life, it’s not to eliminate them. 
But merely limit them. Say I’ve good time with these people but I’m not going to spend days and days with 
them any more. I’m just going to cut that down and save time for major people and major enterprises. 
Remember, it’s your life. You may spend your time with whom you may want and wherever you want but 
you didn’t invest in this program to make me kid you. Take a look at your priorities and values; we’ve so 
little time at our disposal. Won’t it make sense to invest it wisely? If you’ve only 100 $ in your pocket, it’s 
okay to spend 20 for fun and 80 towards your major values and commitment. But would you be happy to 
reverse those percentages? Better to put majority of your money where you know it’ll bring profit rather 
than to put where taste is brief and results are poor. Of course, you must be the judge whether the situation 
calls for disassociation or limited association but remember it’s not taking you where you want to be five 
years from now, ten years from now. Now is the time to fix it. The third process that I strongly suggest is 
that I call Expanded Association. And that’s spending more time with the right people, people of substance, 
people who understand philosophy and discipline, people of accomplishments, people of character. 

If you truly wish to be successful, you got to get around the right people. Don’t join the easy crowd. Go 
where the demands are high. Go where expectations are high; where spotlight is on to grow, to produce and 
to become more that you currently are.” 
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Exercise 

Take pen and paper out to do the following exercise. 

Write down the names of your 10 best friends 

Write their current level of income in front of names 

Add the incomes  

Divide by 10 to get average. 

You’ll be amazed to know that your income is roughly the average of incomes of 10 of your 
best friends. So that defines the power of association.  

Principle of 212 degree Fahrenheit 
The last little effort unleashes the enormous power and energy that gives exponential results. 

In isolation, this little effort is meaningless and inconsequential, but this little effort in 
combination with series of efforts down the road contains in it the power of large magnitude. 
There’s very good corollary that validates this point. 

At 211 degree Fahrenheit, water is hot. 

At 212 degrees, water boils. 

And with boiling water, comes the steam. 

And with steam, you can power a train.24 

Look at the colossal power of just one degree. Hot water is just a hot water but with one extra 
degree, the hot water produces steam and steam can move the trains. 

This beautiful metaphor that ideally should feed our every endeavor - consistently pushing 
us to make the extra effort in every task, action and effort we undertake. 212 serves as a forceful 
drill sergeant with its motivating and focused message while adhering to a scientific law - a 
natural law. It reminds us that seemingly trivial things can make tremendous differences.  

You know there’re no secrets to success. Success with anything, success in anything has one 
fundamental aspect – effort. And to achieve exponential results there must be additional effort. 

Emerson said… 

"All great masters are chiefly distinguished by the power of adding a second, a third, and 
perhaps a fourth step in a continuous line. Many a man had taken the first step. With every 
additional step you enhance immensely the value of your first." 

Vince Lombardi says more……. 



152   The Craft of Selling “Yourself” 

  

“Inches make the champion.” 

Often in life we miss the opportunity to do more and create better results because we’re not 
aware of the possibilities that could occur if we applied a small amount of effort beyond what we 
normally do. For instance, consider the impact of making an extra contact each day…. … one 
more Big Bang Letter……….. an additional call to any friend……..one more effort to get 
networked … a brief discussion with a colleague… an encouraging talk with a member of your 
team. With contact comes opportunity. At the end of a year you’ll have opened more than 200 
additional doors of possibility. On the personal side, imagine the exponentially positive results of 
investing an additional 15 minutes of time each day for reading a book of your profession -- an 
equivalent of more than two weeks of work time each year. 

So your new mantra should be 212. 

Ideas for creating an exceptional 212 life 
1 Commit to starting early and going long – every day. Just 30 minutes early and 30 

minutes more at the end of the day will add 6 hours to your week.  
2 Make a few extra contact attempts each day than you normally would.  
3 Let nothing interrupt your hours – the hours in your day where you can be talking with 

your prospects or customers (I mean employers).  
4 Complain less, twice daily, and choke off 10 seeds of negativity for the week.  
Make one extra “no motive” service effort each day with your current friends, colleagues, 

and mastermind group -- something they’re not expecting – and potentially improve your 
business and personal relationships and watch the multiplier effect. 

Apply 80/20 rule to get better Returns on Energy (ROE) 
The 80/20 Rule is one of the most helpful of all concepts of time and life management. It’s also 

called the Pareto Principle after its founder, the Italian economist Vilfredo Pareto, who first wrote 
about it in 1895. Pareto noticed that people in his society seemed to divide naturally into what he 
called the "vital few,” the top 20% in terms of money and influence, and the “trivial many,” the 
bottom 80%. 

Back in 1906, Vilfredo Pareto learned that 80% of Italy’s wealth was held by only 20% of the 
people. Then one day, after examining his garden, he also realized that 20% of his pea pods 
accounted for 80% of his pea crop yield that year. Was there a lesson here? This got him thinking, 
and not long after, the “Pareto Principle” was established. With the same preciseness, this same 
principle can be applied to personal and professional life.  

He later discovered that virtually all economic activity was subject to this Pareto Principle as 
well. For example, this rule says that: 
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20% of your activities will account for 80% of your results.  

20% of your customers will account for 80% of your sales.  

20% of your products or services will account for 80% of your profits.  

20% of your tasks will account for 80% of the value of what you do.  

We send about 80% of our emails to 20% of the people in our address book. We wear 20% of 
our clothes, our favorite outfits, more than 80% of the time. In business, 80% of profits come from 
20% of customers and 20% of products. 

The key to making the 80/20 Principle work for you is focus. In every area of your life you 
can work out the few things that are really important to you and the few methods that give you 
what you want. You can divide everything around you and everything you do into two piles.  

This means that if you’ve a list of ten items to do, two of those items will turn out to be worth 
as much or more than the other eight items put together. 

Time management is really life management, personal management. It’s really taking control 
over the sequence of events. Time management is control over what you do next. And you’re 
always free to choose the task that you’ll do next. Your ability to choose between the important 
and the unimportant is the key determinant of your success in life. Effective and productive 
people discipline themselves to start on the most important task that’s before them. Brian Tracy 
calls it forcing themselves to eat that frog, whatever it is. As a result, they accomplish vastly more 
than the average person and are much happier as a result.  

Exercise 

Make a list of all the key goals, activities, projects and responsibilities in your life today. 
Which of them are, or could be, in the top 10% or 20% of tasks that represent, or could represent 
80% or 90% of your results? 

Resolve today that you’re going to spend more and more of your time working in those few 
areas that can really make a difference in your life and career, and less and less time on lower 
value activities.  

Would you believe that 80% of your Job Offers or sales most likely come from 20% of your 
friends and efforts?  

I’ll recommend a very elaborative book The 80/20 Principle by Richard Koch. 
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Strengthen your mental muscles. 
I’m no cricket fan at all. But I do remember the time when, as I wrote earlier and I’m 

repeating to make my point convincing, Pakistan’s cricket team was departing for World Cup 
2007. If you recall the statements of players before leaving, they were all jittery and nervous and 
uncertain. They were overwhelmed by the fear of failure. On the contrary, read the statements of 
Australian players, each one of them was certain of their victory.  

Private victories, as says Stephen Covey, come first than the public victories. Great wars are 
won first in the minds then in the battlefields. Games are first won in the silent chambers of the 
minds then on grounds. 

To accomplish great tasks, to defeat great enemies, to surmount great challenges, to capture 
great markets, the most lethal weapon that a champion and a star and a general and an Olympian 
can have is the mental toughness. You’re master of your emotions while mediocre person is slave 
of his emotions. Mediocres always ride the emotional rollercoaster. 

Og Mandino author of The Greatest Salesman in the World beautifully and poetically describes 
the phenomenon of emotions. The tides advance; tides recede. Winter goes and summer comes. 
The moon wanes; the moon waxes. The sun rises; the sun sets. The birds arrive; the birds depart.  
Flowers bloom; flowers fade. Seeds are sown; harvests are reaped. All nature is a circle of moods 
and hence like tides, rising and falling of moods is part of our nature. One must never be victim 
and slave of emotions.  

Life has seasons 
Famous motivational speaker Jim Rohn uses a metaphor about life that life has seasons. 

Sometimes, its winter and sometimes its spring. Sometimes it’s raining and sometimes it’s 
autumn. Cold winds never last forever and so do the light breezes. Let me give you an exercise. 
Take camera and go to any park. Take position to get picture of  tree lanes at the start of spring; 
then take the picture of the same place at the same angle and position but now in fall then in 
summers and then in winters. You’ll be amazed to see pictures side by side. Leafy trees bubbling 
with life in spring give you a picture of barrenness in fall. Same is the case with life. No season 
remains the same forever. Life has successes and failures, highs and lows, pleasures and pains. 
This diversity makes the life beautiful. One should never be emotional when the chips are down. 
Being a success-conscious person you must be master of your emotions. 

Trees, plants and mediocres depend on the external weather to function and to flourish, but 
you create and carry your own weather. You’re mentally tough. You’re thick skinned person. 

If you bring rain and darkness and gloom and pessimism to your customers, colleagues and 
friends they’ll react with rain, darkness, gloom and pessimism. If you bring joy, happiness, 
enthusiasm and laughter to your customers, colleagues and friends, they’ll react with joy, 
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happiness, enthusiasm and laughter. If you understand the cyclical nature of moods, and you’re 
master of your emotions, you’ll not take rejections and dejections personally. You’ll understand 
and recognize the moods of the person you call on. You’ll make allowances for his anger, 
indignation and irritation. 

For all high achievers, from politicians to players, from generals to judges, mental toughness 
is of critical importance.  

Remember carbon becomes diamond when it undergoes the process of toughening. Orange 
gives juice when it undergoes the process of squeezing.  

This isn’t a religious book, but let me give you examples of how a person is trained to get the 
role of a prophet. A would-be-prophet is made to undergo numerous crises, odysseys, trials and 
tribulations before he was given the mantle of prophet hood. Take the example of Prophet 
Muhammad; he was born orphan, his guardian grandfather, his caring uncle, his mother died 
when he was quite young. All such losses made him emotionally very resilient to take up the role 
of challenging the mighty powers of that time. Take the example of Moses, he went through 
series of tribulations for grooming before colliding with Pharaohs. 

Nelson Mandela remained in prison for around three decades to end apartheid in South 
Africa.  

Develop the lingo of success 
Every segment of society and every profession develops its peculiar words, phrases and 

metaphors. From bus drivers to doctors, from dacoits to daily wagers, from tycoons to trainers, 
from marketers to magicians, from winners to weepers and wailers, every profession has 
developed its own language.  

Since the inception of time, preachers and teachers, speakers and orators, presenters and 
narrators and actors and singers have used words to make us laugh and make us cry. Words can 
wound or heel. They offer us hope or hopelessness. With words we can make our noblest 
intentions felt and our deepest desires known. Words create our external world. 

Throughout human history, our greatest leaders and thinkers have used the power of words 
to transform and alter our emotions and shape our destiny. Words can’t only create emotions but 
also create actions. And from our actions, flow the results of our lives. 

During World War II, when the very survival of Great Britain was in question, one man’s 
words helped to mobilize the will of English people. Winston Churchill had the unique ability to 
send the English language into battle. His famous call to all countrymen to make this their ‘finest 
hour’ resulted in courage beyond compare and crushed Hitler’s delusion about the invincibility 
of his war machine. 
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Words of songs, dialogues of movies have the power of throwing us into emotional spins and 
states, sometime they make us weep, sometime they make us depress and sometime they make 
us energetic and powerful.  

Since centuries, generals and commanders have been using words to ignite warriors. Watch 
the movie Troy and see the impact of words of Prince Hector on his soldiers. Watch the movie 
Braveheart and feel the penetration of the words of William Wallace. 

I was once watching the movie Message, I was literally weeping to hear the words of last 
sermon of Prophet Muhammad. You can imagine the emotional state of companions of the 
prophet when the words were coming from the mouth of no less than Prophet himself. 

Most beliefs are formed by words and they can be changed by the words as well. Simple 
words of Martin Luther King Jr. that “I’ve a dream that one day this nation will rise up and live the 
true meaning of its creed” changed the coarse of American history. 

Successful person’s vocabulary is also peculiar. You’ll never find words coming from his 
mouth which are disempowering, enervating, depressing and debilitating. He uses his words to 
not only keep himself motivated but also to inspire and energize those around him. He uses 
words to change the emotional states of his customers, colleagues and friends. Whoever falls in 
his orbit is influenced by his words. Let me give you comparison of the words and phrases used 
by mediocre person and a peak performer. 

Mediocre  Peak Performer 
Anxious A bit concerned. 

Confused Curious 

Depressed On a road to turn-around 

Destroyed Set back 

Disgusting Surprising 

Difficult Challenge 

Failure Stumble 

Failure Learning 

Failure Getting educated 

Frightened Wonderment 

Frustrated Challenged 

Furious Passionate 

Humiliated Uncomfortable 

I hate I prefer 
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Mediocre  Peak Performer 
Insulted Misunderstood, Misinterpreted 

Irritated Stimulated 

Lonely Available 

Rejected Overlooked 
 

Peak performers also develop the skill and knack of using great words rather than simply 
good words. For example 

Ordinary word Peak performer’s word 
All right, fine, Ok Superb 

Confident Unstoppable 

Nice Outrageous 

Energized Turbo-charged 

Enthusiastic Excited 

Fantastic Fabulous 

Fast Ballistic 

Feeling good Feeling terrific 

Fortunate Unbelievably blessed 

Fortunate Incredibly lucky 

Great Phenomenal 

Interesting Captivating 

Like Idolize 

Loving Passionate 

 

Multiply your brand equity with ingenuity 
Anthony Robbins is one of the best and the most sought-after motivational speakers. In his 

book, Awaken the Giant Within, he coined a word “CANI” that stands for Constant And Never-
ending Improvement. The original term was Japanese word Kaizen which means gradual 
improvement. 
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Whether it’s CANI or Kaizen, you must have the philosophy of making improvement in all 
areas of your life. And this improvement must come every second and every minute and every 
hour and every day.  

To grow, to expand and to multiply, it’s necessary to plant the wheat grain in the darkness of 
the soil. Similarly, failures and frustrations, trials and tribulations, odds and odysseys, rejections 
and dejections are necessary for the mega stars to grow, to expand and multiply the value. 

As a gifted person, you need to do following things to increase your professional worth. 

• Look around at your current job and find ways to create added value everyday. There’s 
always something more that you can do. 

• Identify the kind of work that you want to be doing in future and then make a plan to 
develop the knowledge and skills you’ll require to do it well. 

• Make efforts to make your boss perform better or look good in his superior’s eyes. If your 
boss is giving explanations to people on your behalf, it’s sign of your decreasing value. 

• Always keep your boss in his comfort zone. 
• All CEOs, all entrepreneurs, all corporate barons understand only one language and 

that’s the language of Rs. Rs. Rs. Rs. Rs. Rs. Rs. Rs. Rs. Rs. 
Rs.$$$$$$$$$$$$$$$$$$$$₤₤₤₤₤₤₤₤₤₤₤₤₤₤₤₤¥¥¥¥¥¥¥¥¥¥¥¥¥¥¥¥.  

So learn their language.  

How much will you bring revenue?  

How much will you incur cost?  

How much will you save? 

Let me give you an example. There’s a sales executive in the company whose salary is 
Rs.20,000 while the salary of a Head of Sales is Rs.200,000. So the Head of Sales salary is 1000% 
higher than Sales Executive. 

My question is: 

Is Head of Sales 1000% more experienced? 

Is he 1000% more qualified? 

Does he give 1000% more time to his job? 

Does he have 1000% more energy? 

Has he 1000% more I.Q? 

The answer is big NO. 
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But how this difference in the levels of income got created? Answer is: CANI and the Kaizen. 
Constant And Never-ending Improvement. 

CANI in planning skills 

CANI in positive attitude 

CANI in education 

CANI in relationships 

CANI in writing skills 

CANI in speaking skills 

CANI in listening skills 

CANI in information gathering 

CANI in interpreting of information 

CANI in self-motivation and motivating others 

If you’re working in Sales Department, your job isn’t to bear the brunt of scorching heat, your 
job isn’t to eat dung and dust on the roads. That’s one part of the game. But your real goal is to 
add value to your company and to add value in your net worth.  

If you’re not rewarded continuously in terms of increments, bonuses, commissions, 
promotions, that means you’re not improving your value. No body can stop you growing. 
Successful people flow like water which charters its own path despite hurdles. 

So today, make a commitment to continuously improve your skills: writing skills, reading 
skills, listening skills, people skills, speaking skills, presentation skills, relationship skills etc. 

If you become 1/10th of 1% more productive each day, that amounts to ½ of 1% more 
productive each week. ½ of 1% more productive each week amounts to 2% more productive each 
month that means 26% more productive each year. The cumulative effect of becoming a tiny bit 
better at your field and more productive amounts to a tremendous increase in your value and 
your output over time. Never underestimate the power of snowballing.  

26% more productive each year, with compounding amounts to doubling your overall 
productivity and performance every 2.7 years. If you become 26% more productive each year, 
with compounding, in 10 years, you’ll be 1004% more productive over the next decade. That’s an 
increase of ten times or 1000 % over ten years. 

This is called the Law of Incremental Improvement. It’s the primary reason for all great 
success stories. By the yard, it’s hard. But inch by inch, anything is a cinch.  
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Chapter 14:  
Life Long Mentoring 

A lot of people have gone further  
than they thought they could 
because someone else thought 

they could. 
 

very body needs a mentor in life. Sometimes you find mentor in the shape a teacher, 
sometimes in the shape of your brother and sister or a friend. The term mentoring has very 
interesting origin. Mentor was a friend of Greek king Odysseus (more commonly Ulysses). 

When Odysseus left for the Trojan War he placed Mentor in charge of his son, Telemachus, and 
of his palace. Mentor groomed Telemachus for leadership roles. This is the source of the modern 
use of the word mentor: a trusted friend, counselor or teacher. 

Along your exciting drive of selling your most valuable product in the market place, you 
may always take me as your trusted friend and mentor. You may contact me offline or online for 
advice and guidance.  

As a mentor and couch, I’ll advise you to throw away old inhibiting, disempowering and 
crippling beliefs and ideals and replace them with dynamic, vibrant, buoyant, empowering and 
energizing and uplifting beliefs. 

I’ll advise you to rise from the dust and ashes of the mediocrity, pessimism, low esteem and 
join the ranks of optimists and people having high sense of pride and remain unaffected, heedless 
and insensitive to the influences of external weather and create and carry your own weather. 

Your friends and peers and media may have installed programs in you like a little elephant is 
trained by mahout; these programs disable you to dismantle the crippling chains of mediocrity. I 
advise you to uninstall such disempowering and enervating and debilitating programs and 
liberate yourself by smashing the chords and chains that you were tied to. And erect powerful 
firewalls around you so that no Trojan Horse enters your domain to systematically and subtly 
make you ineffective in life. And allow only those programs that make you run in the fast lane of 
life. 

Take my advice to bury the signs of regret and sorrow and frustrations and take a new 
beginning of  life…..a life  of thrill, of rejoice, of triumph, of victories, of challenges, of big 
milestones, of grand goals and lofty dreams and forget the bruises of breakdowns and lesions of 
letdowns. 

E 
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It’s advice of your mentor that you should associate with those people who give you hope, 
energy and encouragement; who appreciate your efforts and creativity and imagination. 
Consciously filter the influx of negative, un-resourceful, energy-sapping, and discouraging 
prophesies and predictions and judgments and opinions of the Cassandras of life.  

Your mentor counsels you to go to the potential employers with objectives of providing them 
solutions and value rather seeking 9 to 5 job and don’t take the rejections personally. Whenever 
you’re stuck in the rut, wriggle out of it with creativity and ingenuity rather than following the 
herd thinking. 

It’s heartfelt recommendation flowing from my heart that you commit to continuous 
improvement in all areas of life and don’t allow a single day slip away without improvement. 
And further commit to deploy your resources, creative energies and time on those tasks which 
give you highest returns rather than trapping yourself in the thick of thin things. 

My sincere suggestion is that you learn and speak only those words, phrases and metaphors 
that enhance your worth and value and unlearn the words and phrases and slangs that deprave 
and devalue you. And become a beacon of light for your colleagues and friends. 

You’ll always find me welcoming you for guidance, mentoring and coaching and feedback 
on The Craft of Selling “Yourself”. You may share your success stories with me for inclusion in the 
next edition of this book and keep in touch with me through emails  

(ashraf@ashrafchaudhry.com & ashraf.chaudhry@gmail.com). 

=================== 
 

May the road rise up to meet you; 
May the wind always be at your back; 

May the sun shine warm upon your face; 
and rains fall soft upon your fields. 

And until we meet again, 
May God hold you in the palm of His hand. 
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Further Reading 
What Color Is Your Parachute?  Richard Nelson Bolles 

CareerMap  Neil Yeager 

The Greatest Salesman in the World   Og Mandino 

Awaken the Giant Within  Anthony Robbins 

The 7 Habits of Highly Stephen Covey 

Effective People  

Think & Grow Rich Napoleon Hill 

Successful Networking Donna Fisher and Sandy Vilas  

Differentiate or Die Jack Trout 

Going For It Victor Kiam 

The Professional Image Susan Bixler 

Winning at Job Interviews Igor S. Popvich 

Don’t Send a CV Jeffery J. Fox 
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