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A b o u t  B O B
S e a r c h
For  over  40  years ,  Boy le  Ogata
Bregman (BOB Search)  has  been
Br ing ing  Leaders  to  Smart
Companies  wi th  the  Ar t  &  Sc ience
of  our  un ique Per formance-Based
Search  System.  Our  Science  i s  in
prec i se ly  ident i f y ing  c r i t ica l  resu l t s
needed f rom the  new h i re ,  locat ing
prospects  wi th  exact ly  the  r ight
background ,  and p inpoint ing  the i r
spec i f ic  capabi l i t y  to  produce  the
outcomes  you des i re .  Our  Art  i s
appl ied  through s t rateg ic
par tner ing  -  unders tanding you ,
your  organizat ion  and cu l ture .  Th i s
ensures  not  on ly  that  the  new
execut ive  can  per form,  but  i s  a l so  a
great  f i t  in  your  company  for  the
long term.  

Smart  companies  know that
super ior  ta lent  acquis i t ion  he lps  to
increase  revenue ,  pro f i tab i l i t y ,  and
market  share .  The  "A "  p layers  we
place  improve  everyth ing  they
touch .  I t  i s  not  jus t  about  f i l l ing  an
opening -  g reat  h i r ing  i s  about
tak ing  your  company  to  the  next
leve l .  BOB Search  i s  dr i ven  to  he lp
our  c l ients  succeed .  We are
pass ionate  about  he lp ing  you
achieve  your  goa ls .  We apply  our
energy ,  exc i tement ,  exper ience ,
and technology  to  our  pro jects ,  to
enhance  leadersh ip  per formance at
your  company .  

Exce l lent  execut ive  search  must
produce  an  outs tanding h i re  who
wi l l  pos i t i ve ly  impact  your  bottom
l ine .  

B R I N G I N G  L E A D E R S
T O  S M A R T
C O M P A N I E S



Any t rans i t ion  i s  f i l led  wi th  complex i ty .  Nav igat ing  your
way  to  your  next  ro le  i s  o f ten  a  daunt ing  task .  Wi th in
th is  document  a re  too ls  to  he lp  you f igure  out  to  s ta r t
and where  you ' re  most  e f fect i ve .  

We hope the  fo l lowing d i scuss ion  wi l l  ensure  you
ident i f y  your  next  great  opportuni ty  that  i s  su i tab le  fo r
your  asp i rat ions  and a l low you to  make great
contr ibut ions  to  a  great  company .  

o v e r v i e w

w h a t  w e  r e v i e w

Windows o f  Opportuni ty
Hidden Job Market  
The  Case  For  Ca l l ing
The Network ing  Funnel
Opt ions  &  A l ternat ives  Model ing  
Power  o f  L inkedIn
What ' s  Wrong With  Your  Resume
Worksheets   fo r  Preparat ion

A L L  R I G H T S  R E S E R V E D  -  M A Y  N O T  B E  R E P R O D U C E D  O R  R E T R A N S M I T T E D

B O B   S E A R C H  -  E X E C U T I V E  I N  T R A N S I T I O N



Visual ize  a  p ie  chart .  

Cut  i t  in  ha l f .  Th i s  i s  your  f i r s t  por t ion ,  where  you  focus  your  t ime .
Networking wi l l  de f ine  and dr i ve  ha l f  your  e f fo r t s .  Th i s  inc ludes  who you
know (co l leagues  and bosses ) ,  who you used to  know ( fo rmer  contacts ) ,  who
you used to  support  (customers ) ,  and who supported you ( suppl ie rs ) .

On the  other  s ide  o f  the  p ie  char t ,  fu r ther  reduce  the  ha l f  to  30%,  10% and
10%.  The  30% should  be  spent  wi th  RECRUITERS.  10% wi l l  be  spent
pursu ing  jobs  ONLINE  and the  remain ing  10% wi l l  be  through EVENTS.  

W i n d o w s  o f   O p p o r t u n i t y
WHERE DO YOU START? WHERE DO YOU
CONCENTRATE YOUR TIME?

RECRUITERS (30%) :  
Establ i sh ing  re lat ionsh ips  wi th
recru i te rs  wi l l  fu r ther  support  your
job  search .  There  a re  important
cons iderat ions  when work ing  wi th  a
recru i te r .  Ma in ly ,  they  can only  show
you opportuni t ies  cur rent ly  in  hand .
As  a  resu l t ,  you  must  par tner  wi th
severa l  recru i te rs  -  each may  be
l imited by  indust ry ,  reg ion ,  o r
funct ion  o f  pos i t ion  -   to  ensure  you
f ind an  except iona l  f i t .

EVENTS 10%:  
E levate  and expand your  network
through the  at tendance  o f  indust ry
re lated events :  t rade  shows ,
conferences ,  expos i t ions .

NETWORKING (50%) :  
D i rect  network ing  a l lows  you to  be  a
one appl icant  to  one  opportuni ty
s i tuat ion .  I t ' s  your  best  odds .  You
come a l ready  establ i shed as  a  known
commodity .  Whether  re fer red  through
a co l league or  contact ,  Your
capabi l i t ies  a re  vouched for  and
art icu lated .  

This  is  especia l ly  t rue i f  you ' re
looking to  t ransit ion into  a  d i f ferent
funct ion or  industry .   A  recru i te r  wi l l
be  l imi ted by  your  ex i s t ing  exper ience
and the i r  opportuni ty .  A  contact  wi l l
a l ready  know you are  capable  and
wi l l ing  to  take  a  r i sk  on  you to  f i l l  a
ro le  you  may  not  have  done in  the
past .

ONLINE ( 10%) :
When you ' re  apply ing  for  jobs  on l ine ,
get t ing  los t  in  a lgor i thms and an
abundance o f  appl icat ions ,  o r  be ing
screened out  by  an  inexper ienced HR
person i s  a  very  l ike ly  outcome.  Use
too ls  l i ke  a le r t s  on  L inkedIn  and
Google  in  your  favor ,  Check  th i s
week ly .
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H i d d e n  J o b  M a r k e t
CREATE YOUR OWN OPPORTUNITIES

Leverage  an  ' ind i rect  network , '
reach out  wi th  a  wel l -c ra f ted
e levator  p i tch .  
Expla in  you ’ re  look ing  for  your
next  opportuni ty ,  as  wel l  as
descr ibe  your  idea l
opportuni ty  and where  you
fee l  you  can best  cont r ibute .
Ask  who to  speak  or  who they
know that  can  ut i l i ze  th i s  sk i l l
set . *

Network ing  prov ides  access  to
the  h idden job  market .  There  a re
companies  wi th  people  in  ro les
be ing  to le rated .  For  reasons  o f
cost ,  pa in ,  o r  t ime ;  a  fo rmal
search  i s  not  in i t ia ted .  I f  a  top
per former  were  to  fa l l  in to  th i s
company ' s  lap ,  i t 'd  be  an
opportuni ty  fo r  an  upgrade .  

How do you gain  access  to  th is
market?  

1 .

2 .

3 .

Whi le  they  may  not  have  an
opportuni ty  you 've  p lanted a
seed .  Wi thout  d i rect ly  ask ing ,
you 've  inser ted  yourse l f  in to
cons iderat ion .  

*Whi le  speak ing  to  the  contact ,
capture  2 -3  re fer ra l s  who may
support  your  search .  

Fo l low up wi th  your  contact  and
inqui re  on  the i r  own bus iness .
That ' s  why  your  contact  may
br ing  up on i f  the  h idden
opportuni t ies .
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75 CONTACTS
25 PHONE CALLS

10 LEADS

5 MEETINGS

2 OFFERS

Using a consumer-focused marketing model, you must focus on
leveraging a high volume of initial outreach to convert your
prospects into offers. The journey through the funnel is
substantiated first by capturing a large volume of contacts, then
reaching out to them to gain high quality leads for your role. 

With these leads, you will set up a small batch of interviews or
meetings, which will lead to your goal - an offer for a role that is
a great fit for yourself and for your new company. 

T H E  N E T W O R K I N G  F U N N E L
HOW TO GET THE OFFERS
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T h e  C a s e  f o r  c a l l i n g
GO AGAINST THE TREND,  CARVE
AWAY FROM THE PACK,
DIFFERENTIATE YOURSELF.

EVERY YEAR,  THE USE OF E-
MAIL ,  TEXTING,  CHAT APPS,
AND OTHER ELECTRONIC
COMMUNICATION INCREASES,
AND THE RATE OF PHONE
COMMUNICATION DECREASES.

C A L L  T H E  C O N T A C T .  
Whenever possible, figure out who the
resumes are going to, and place a call.
Your voice, inserted into the process,
multiplies your chance of being
considered by five.

C A L L  T H E  H I R I N G  M A N A G E R .
Figure out who the job actually
reports to.  That’s right – bypass HR.  If
you can find the right VP or C-level
person, and reach that individual, they
will admire your initiative.

B E  P E R S I S T E N T  A N D  R E S P O N S I V E
I N  F O L L O W I N G  U P .
Answer calls promptly.  Check back
on progress, ask additional
(meaningful) questions – all by phone.
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o p t i o n s  &  a l t e r n a t i v e s
WHEN YOU'RE LOOKING FOR A CHANGE

Try  th is  thought  exerc ise :  F i rst  separate  hor izonta l  th inking
from vert ica l  th inking.  Hor izonta l  th inking is  creat ive  th inking.
Vert ica l  th inking is  analys is .

OPTION ONE

______________
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OPTION TWO

______________

OPTION THREE

______________

OPTION FOUR

______________

OPTION FIVE

______________

Horizontal  Exerc ise
Take  4 -5  p ieces  o f  paper  and le t
your  mind open .  Wi thout  l imi tat ions
or  any  cons iderat ions ,  th ink  about
what  you  want  to  or  can  be .  Explore
a l l  potent ia l  opt ions ,  exhaust  a l l
poss ib i l i t ies ,  c lear  your  mind .  F i l l  a l l
5  pages .  Then ,  put  i t  away .  

Some of  your  ideas  won ' t  make
sense  or  a re  not  rea l i s t ic ,  however ,
there  wi l l  be  2 -3  ideas  that  may
surpr i se  you .  C lean up these  ideas
to  one  page .  4 -5  so l id  opt ions .

St rengths
Weaknesses
Opportuni t ies
Threats

Vert ica l  Exerc ise
Using  the  next  page ,  you  wi l l
assess  your  top  ideas  wi th  a
SWOT ana lys i s :

The  resu l t s  o f  the  exerc i se  wi l l
prov ide  poss ib i l i t ies  you  may
not  have  cons idered .  Don ' t  be
l imited by  your  exper ience ,
leverage  your  potent ia l .   

A L L  R I G H T S  R E S E R V E D  -  M A Y  N O T  B E  R E P R O D U C E D  O R  R E T R A N S M I T T E D

B O B   S E A R C H  -  E X E C U T I V E  I N  T R A N S I T I O N



P o w e r  o f  L i n k e d I n  
YOUR PERSONAL BILLBOARD ON THE
INTERNET

The #1  source  used by  Recru i ters  and Ta lent  Acquis i t ion
Profess iona ls .

Ful ly  indexed by Google :
Make your  page  "keyword r ich ”  -  Everyth ing  i s
searchable .
You can inc lude a l l  the  deta i l s  f rom your  resume.
You can upload a  resume or  other  work  por t fo l io .

The  more  connect ions  you  have  =  the  more  people  you
can see  (and the  more  who can see  you) .

Inc lude a  pro fess iona l  p ic ture  or  head shot  (no  se l f ies ) .

Keep a l l  content  profess ional .
Facebook i s  fo r  thoughts ,  op in ions ,  and photos .
L inkedIn  i s  fo r  work .
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W h a t ' s  w r o n g
w i t h  y o u r  r e s u m e
A BAD ONE WILL HOLD YOU BACK

Ensure  you  capture  the  speci f ic ,
tangible   act ions  and
accompl i shments  in  each ro le ,  go
beyond dut ies  and respons ib i l i t ies .  

A  good  resume i s  easy  to  read ,  to  the  
po int ,  and quick ly  captures  h ighl ights
of  your  background .

Ensure  your  chronology  i s  accurate
and c lear ,  as  wel l  as  a  document  that
i s  f ree  f rom grammar  or  spe l l ing
er rors  and overs ights .  

A  wel l - fo rmatted document  wi l l
encourage  the  audience  to  actua l l y
read what  you  wrote .  Be  cons i s tent .  

A  bad  resume wi l l  have  a  meaningless
"ob ject i ves "  paragraph .  

Overuse  o f  ja rgon and ins ider
language may  confuse  the  layman
reading your  resume.  

Formatt ing  i s  d i s t ract ing ,
d i sorganized ,  o r  lack ing  un i formity .  

Any  spe l l ing  and grammar  er rors  wi l l
make i t  very  easy  fo r  the  h i r ing
manager  to  exc lude you f rom
cons iderat ion .  

Don't  let  yoursel f  be  deselected
by these common mistakes .  

A RESUME IS  A
PROMOTIONAL

FLYER THAT
ACCURATELY

REPRESENTS YOU.  
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SCRIPT FOR NETWORKING
F O L L O W  T H E  G U I D E  B E L O W  F O R  T O  D E V E L O P  Y O U R
O W N  P R O M P T  F O R  N E T W O R K I I N G  C A L L S .  

1 . H e l l o ,  t h i s  i s  _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _  a n d  I ' m  c a l l i n g
f o r  y o u r  h e l p  a n d  a d v i c e .

2 . I  u n d e r s t a n d  t h a t  y o u  a r e  ( v e r y  e x p e r i e n c e d  i n  t h i s
i n d u s t r y ,  w e l l - c o n n e c t e d  w i t h  t h e  p e o p l e  I ' m  t r y i n g  t o  r e a c h ,
e x t r e m e l y  k n o w l e d g e a b l e  a b o u t  t h e  s t a t e  o f  t h e  I n d u s t r y ,
e t c ) .    I ’ m  c a l l i n g  b e c a u s e  I ’ d  l i k e  y o u r  s u g g e s t i o n s  o n  m y
c a r e e r  s e a r c h  e f f o r t .  

3 .  W h a t  I  h a v e  t o  o f f e r  m y  n e x t  e m p l o y e r  i s  [ v a l u e  t o  t h e
e m p l o y e r ] : _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
 
4 .  I ' m  c o n f i d e n t  a b o u t  t h i s  b e c a u s e  i n  t h e  p a s t  
[ e v i d e n c e  o f  a v a i l a b i l i t y ] :
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

5 .  M y  r e a s o n  f o r  s e e k i n g  s o m e t h i n g  n e w
i s : _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

6 .  W h o  d o  y o u  k n o w  t h a t  I  s h o u l d  b e  t a l k i n g  t o ?
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _

7 .  B y  t h e  w a y ,  w h a t  i s  h a p p e n i n g  a t  y o u r  f i r m ?
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
_ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _ _
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OPTION ONE

______________

SWOT ANALYSIS

OPTION TWO

______________

OPTION THREE

______________

OPTION FOUR

______________

OPTION FIVE

______________
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F O L L O W  T H E  G U I D E  B E L O W  F O R  Y O U R  O W N  O P P O R T U N I T Y
A S S E S S M E N T .  



The team at  Boy le  Ogata  Bregman Execut ive  Search  are
experts  a t  f ind ing  “A ”  p layers  fo r  companies  throughout
the  Aerospace ,  Defense ,  and Space  indust r ies .

J E F F  T Y S O N
V I C E  P R E S I D E N T
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B O Y L E  O G A T A  B R E G M A N  E X E C U T I V E  S E A R C H

C o n t a c t  u s
E-MAIL  US AT
EXECUTIVESEARCH@BOBSEARCH.COM
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