
How to Develop and Use Personal Commercials

By John Hall Career Services

Your personal commercial should ideally be 30 seconds, with 45 seconds as the absolute limit. The following four-step model should help you develop one quickly. To help you, I will use my personal commercial as a model.

Step 1. Your Career Field and/or title?


My career field/title: Career Management and Outplacement Consultant
Step 2. In 25 or 30 words describe what you do.

Again, using myself as an example:

“I help executives, technical and management level men and women find their next position as quickly as possible and then maximize their long term career potential.”

Now add another sentence that will communicate a better idea of what you do by giving information about the level, range, or scope of your expertise. It is helpful if you can quantify your experience, as numbers as impact and believability. Here for example is what I use:

“In that capacity, I have worked with recent college graduates to executives earning $350 thousand annually, and companies ranging in size form start-up to Fortune 50.”

Here are more examples to help you complete step 2 of your Personal Commercial:

“In that capacity, I have closed sales from $5 to $5 million.”

“In that capacity, I have been in charge of budgets ranging from $200 thousand to $100 million.”

“In that capacity, I have been in charge of facilities anywhere from a few thousand square feet to 300,000 square feet.”

Step 3. Describe exactly what you are looking for.
Many job hunters are not specific enough in describing the type of position they are seeking, usually because they fear missing out on opportunities. The reality is that people are not likely to offer contacts if they do not know exactly what you want. If I was looking for a job here is what I might say:
“Currently, I’m looking for a position as a senior consultant with a large national outplacement company with offices in Orange County, California where I can work with senior executives from Fortune level companies.”

Notice how specific you should be. Briefly describe the job function and the level of the position you want, and the geographical location. If you are willing to relocate, say so, “For the right position, I am willing to relocate anywhere on the West Coast”, or wherever in the nation or the world you would relocate.

Step 4. Ask about organizations with problems you can cure.

99.8 percent of the time when a job hunter asks anyone if they know of an opening they get a blank expression followed by the word “no”. A much more effective approach is to ask about problems you can solve, and to ask using an open ended question. Don’t ask, “Does anyone know of opening for a marketing manager”, a closed ended question that can be answered yes or no. Instead use an open ended question focused on problems you can solve.

“Who do you know who may be aware of an Orange County company experiencing declining sales? Or who do you know that may be aware of a company planning a product introduction?”

Using the four steps and the examples above, write a draft of a personal commercial for yourself. Once you have created a draft, read it into a tape recorder and listen to it and time it. Revise is as many times as you need to until it is between 30 and 45 seconds and gets your message across. Then learn it so well that you can go through it confidently in groups like chambers of commerce or professional associations. Learn it so well that you can drop elements of it into one-on-one conversations. If you develop, rehearse and use a personal commercial you will be amazed at the contacts you will make.

Thirty Second Commercial

Wouldn’t it be nice to have as part of your team someone who has
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)? Someone who has
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)? If you can benefit, or know of a company that can benefit, from having this talent as part of your team, then let’s talk.. I’m (Your Name) and I’m an (


) for hire.

Example:

Wouldn’t it be nice to have as part of your management team someone who has grown a company from startup to $30 million in sales, managed budgets in excess of $25 million, and staffs of over 300 people on four continents? Someone who has set up both direct and indirect channels of distribution and who can add creditability to your organization in your search for funding? If you can benefit, or know of a company that can benefit, from having this talent as part of your team, then let’s talk. I’m (your name) and I’m an (


) for hire.

Personal Commercial Worksheet
The personal commercial is a basic networking tool, which you will use in a variety of situations. However, to use it effectively you must know it so well you do not consciously have to think about it when using it. There are typically four modules to the personal commercial.

Module 1


Career Field











Module 2


What You Do (Part 1)












(Part 2 – Examples/Metrics)










Module 3


What You Are Looking For (ideal job, geography, size, function)

Module 4


“Who do you know who…..?”

