
Social Capital Development: An Online Learning Program

Flowork has created two new unique, self-directed, online, interac-
tive courses and certification programs that instruct individuals 
how to systematically turn their own personal networks (online or 
off) into powerful tools for accomplishing their everyday goals and 
objectives. To get more information about these courses, go to 

www.socialnetworkaudit.com/community_online_training.php.

The Networked Job Developer 

Dr. Hatala is holding seminars for job developers that instructs 
them in how to tap into their community’s social capital for devel-
oping jobs. If you or your agency is interested in finding out more 
about how you can get involved in this training, email Flowork at 
info@flowork.com.

Online Job Search Management Demo!

Flowork is proud to announce the launch of a unique online job 
search case management system that will allow practitioners the 
ability to monitor their client’s job search via the Internet. If you 
would like more information on this online tool or would like to 
sign up for an online demo, please contact info@flowork.com. To 
find out more about it, visit www.jobsearchboard.com. 

Want to get Dr. Hatala’s Twitter updates? Click on “follow” at 
www.twitter.com/jphatala.

flownotes
A flowork publication about social capital development.
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The Strategy of the Hunt
According to surveys cited by David Wessel in The Wall Street Journal, “The unemployed in the United States spend 40 minutes a day looking for work 
and 3 hours and 20 minutes a day watching TV.” With that in mind, the average job search in America now lasts 33 weeks, according to US Bureau 
of Labor Statistics data from April 2010. Thirty-three weeks — more than 8 months — is the longest it has taken Americans to find work in the history 
of this monthly survey, which dates back to 1948.

So what does that say for the average job seeker? It shows that the frustration of the job search is a shared characteristic — and that a long and 
seemingly fruitless job search does not mean that you’re an incompetent and unwanted employee. Instead, condition yourself to look at the job search 
like a job in and of itself; it is no more than an educational and professional experience, the work you do between your last employer and your next.  

This month’s issue focuses on the frustrations of a long job search and the lessons you can learn from the time you spend in it. You will be faced with 
a mountain of challenges as you navigate the path towards your next job and it is important that you remain strategic and positive in your thinking so 
that your job GPS doesn’t lead you astray.

Please continue sending in your ideas and suggestions to newsletters@flowork.com. We want to know what information would help you the most so 
that future issues are equally inspiring and educational! 

 John-Paul Hatala, Ph.D 

 Flowork Founder
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This month’s FlowTIP:Manage job search realities.See page 3 for more information.



Joseph was laid off from his job in the accounting department 
at the corporate headquarters of a company that makes plastic 
beverage bottles. By the end of the first week following the layoff, 
he had hand-delivered 31 resumés to local businesses, attended 
two networking events and applied to 40 additional jobs he found 
advertised online. The second and third week were equally pro-
ductive: he’d sent out or hand-delivered more resumés than he 
could count and by then knew several job fair representatives by 
first name. At the end of the second month, however, he had re-
ceived only ten replies — two that seemed promising but never 
panned out, the other eight of them clearly automated responses 
printed with a similar “thanks for applying, we’ve filled the posi-
tion” message. 

He continued responding to prospects that kept popping up on-
line and in his local newspaper, and had canvassed the same 
local businesses a third and fourth time by the end of the third 
month post-layoff. The refusals (in addition to the anxiety, 
hopelessness...and the household bills) kept coming, the few 
bites he had gotten proved fruitless, and the frustration with 
it all had become overwhelming.

Sound familiar? If you’ve been conducting a job 
search but still haven’t found a job, 
does that mean what you’re doing 
is wrong? Not necessarily. It de-
pends on a number of different 
factors ranging from the industry in 
which you’re trying to find a job 
to the time of year.  When re-
sults aren’t happening, the job 
search becomes less fun and 
starts to become demotivating.

Studies done on the job search 
process look at three different 
areas that must be monitored 
and managed if success is 
to be achieved. They in-
clude job search clar-
ity, job search inten-
sity and job search 
self-efficacy. 

Let’s look at them individually.

Job search clarity relates to your ability to quickly determine what 
you hope to get out of your job search. This could be the type 
of job you’re looking for, the industry you want to get into, the 
organization you want to work for, or simply the contacts you feel 
you need to make. Essentially, the less clear you are about what 
you hope to accomplish, the greater the likelihood that you will 
ultimately become unfocused and demotivated to continue with 
your job search.

Job search intensity relates specifically to your output. What effort 
are you putting into generating job leads, networking or conduct-
ing research? The greater the intensity (as long as there is clarity), 
the more likely you will be able to find a job and do it a lot faster.

The final area is job search self-efficacy. This is how 
you feel about yourself and what you have to 

offer the labor market. If you’re not confi-
dent in your abilities, it will come through 
in your resume and during interviews with 
employers. Being strategic about how you 

fit into a position or organization has to 
be clear in your own mind before you can 
present it to a potential employer.

To make sure your job search does not 
lead you to a dead end, review 
these three areas and determine 
what your status is within each 
of them. If you or the individuals 
with whom you are working are 
having difficulty, work through 
each of these three areas of the 
job search one baby step at a 
time. They are all intercon-

nected to some degree. 
It’s important that you 
monitor them so that a 
level of motivation can 

be maintained throughout 
the job search process. After 
all, when something sucks, 
who really wants to do it 
anyways? 
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Impacting Your Job Search Success



The reality is that there are going to be many more rejections 
then offers. This is not a new concept to most individuals, and 
it is most definitely a reality.  So what is the solution? Embrace 
the “no.” 

Tell yourself that it is your job to find all the employers who will 
not hire you. 

Do it for a solid week. 

You’re probably asking, “Why?” The reason is simple. You 
need to practice. The more you practice, the better you’ll get at 
doing it. Psychologically, if you eliminate the pressure of getting 
a “yes,” you’re more likely to actually go out and perform your 
job search. 

This is not to say that you don’t need help. If you have access to 
a career coach or can visit an employment agency do it now — 
not tomorrow, not the next day, but now! Don’t visit these folks 
expecting a job or even a job lead. Go to seek advice. 

But before you do, make sure you’ve conducted a recent job 
search. Why? You need to provide them with real-time data. If 
you tell your job coach that you conducted a job search three 
months ago, or you’re doing it infrequently, it’s not enough 
information for them to use to aid you. The more info they have 
on what you’ve been doing, the more likely they’ll be in a posi-
tion to help you.

This brings us back to the “no.” To motivate yourself to go out 
there, anticipate the “no” as you approach each and every em-

ployer you can think of. Consider what you think is the best way 
to approach each and contact them strategically. 

For example, you might plan to attend a job fair, armed with a 
fresh pile of updated resumés. Plan how you would approach 
each representative, how you would open the conversation, 
speak about yourself, then say goodbye. Then do it! Afterwards, 
go see your job coach to get feedback. This is ultimately the 
only way to find value in the experience. They’ll be able to tell 
you what you might be doing well — and where, perhaps, you 
might require some help.

It’s time you woke up and faced the job search reality. Embrace 
the “no,” conduct a job search…and then seek help!
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Thinking Strategically:
There’s More to the JOB SEARCH Than Meets the Eye!

FACT:  Most people hate to conduct a job search. It can be isolating and demoralizing, and can frustrate even the best of us.

SOLUTION:  Accept the job search realities...and get out there and practice!

This Month’s flowTIP:
Manage job search realities. Conducting a job search is sometimes a long and lonely path. You spend a lot of time by yourself, 

hoping for the best but expecting the worst because you know that rejection lurks at every corner. The reality of finding a job is often 

a complex and difficult process — and accepting this reality is critical for both the job seeker as well as those practitioners helping 

them. Avoid the “fluff” and focus on the hard facts. To do this, you have to identify what you’re actually doing in your job search. 

Make sure you’re aware of the types of opportunities you are identifying as well as their sources. Locate job leads through a variety 

of places, not just the traditional ones like an online job site or newspaper. Remember that 80% of job openings are not going to be 

found if you’re only relying on these sources. You have to focus on networking so that you can access the hidden job market while 

at the same time facing the fact that rejection is part of the game — there’s simply no way of avoiding it!



Flownotes is a monthly newsletter distributed by PDF and available in HTML on www.flowork.com.
To contact flowork, call 1-877-FLOWORK or visit www.flowork.com and click on “contact us.” Create your own social network map today on the Web site. It’s free & easy!
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Flowork offers the benefits of social capital to anyone of any age. The Education Flowork Program offers educational institutions (Kindergarten through higher education) to ensure their students, 
faculty and staff become aware of the power of information by networking. Corporate Flowork and the Flowork Workforce Development Program introduces corporations, non-profit organiza-
tions, government, and workforce development groups to ways they might increase the flow of information between individuals, departments, divisions and units. Floworks founder Dr. John-Paul 
Hatala is available for speaking engagements nationwide. If you are interested in booking him for an on-site speaking engagement, please call us at 1-877-flowork or visit www.flowork.com and 
click “contact us” to discuss your needs.
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ST. LOUIS - That time of the year is upon us.

A time of caps, gowns and - in a trend dating to 2008 that 
promises to stretch into the foreseeable future - uncertainty over 
whether earning a college degree actually will pay off.

Ryan Spies is moving into a full-time position upon receiving an 
MBA this month from the Olin School of Business at Washington 
University. He has beaten the odds in a post-college employ-
ment market that experts say has a long way to go before attain-
ing pre-recession levels.

Spies estimates that he spent 30 to 
40 percent of his second year in 
graduate school on nonacademic 
pursuits, namely, “looking for a job 
and marketing myself.”

“It’s a competitive landscape,” he 
said. “You have to do that.”

It wasn’t so long ago that college 
students waited until after gradua-
tion to search for a job. Today, out 
of necessity, the final year of under-
graduate and graduate studies has 
become a marketing opportunity.

There’s little choice, said Mark 
Brostoff, director of Olin’s Weston 
Career Center.

Before the recession, Brostoff said, 
recruiters eagerly scooped up candi-
dates with general education back-
grounds. Back then, employers had 
the luxury of trying out each hire in 
various capacities to determine how 
they could best serve the company 
in the future.

“That’s not the model anymore,” 
Brostoff said. “The reality in this day 

and age is that MBA students as well as undergraduates have 
to focus on a specific skill set and then market themselves ac-
cordingly.”

Graduating seniors and grad students are receiving mixed sig-
nals about their chances of latching onto meaningful employ-
ment.

Based on its most recent hiring survey, the National Association 
of Colleges and Employers foresees a 19percent rise in hiring 
over this time a year ago. Weighing against that increase is a 
post-graduation job market still reeling from a 21.6 percent hir-

ing plunge in 2009.

The association’s outlook is none-
theless optimistic compared with 
an analysis by the Economic Policy 
Institute.

“The class of 2011 faces the worst 
job market on record,” the institute 
proclaimed in a report in April. The 
independent Washington research 
group said the graduates will find 
themselves among the 18percent 
of the country’s 18- to 24-year-olds 
looking for work.

“The class of 2011 will join the 
backlog of un- or underemployed 
graduates from the classes of 2010 
and 2009 in an extremely difficult 
job market,” the report said.

“In fact, it is likely that the class of 
2011 will face the highest unem-
ployment rate for young college 
graduates since the Great Reces-
sion began.”

Grads’ Job Prospects Better, But Not Great
by Steve Giegerich - May 15, 2011 - St. Louis Post-Dispatch


