Summary of Tuesday Talks of 2020 with Courtney Warnsman

Trustee for Private Practice, Business/Industry, Agencies

 

May, 2020 Tuesday Talk Summary
 

Discussion of current status for career services. Surprise regarding the high number of new clients that people are seeing. Others seeing significant decrease in client numbers and income. 

 

Client issues. Furloughed and not sure if they want to go back. Take perspective of "built-in pause" to allow them to think through their professional experience.

 

Create relationships with other types of professionals--counselors, financial advisors, etc.--for clients who may need assistance outside of our specific scope of practice.

 

Ways for us to adjust/adapt during this time to keep our own practices going. 

Clients coming in are financially conscious, so providers are considering different package offerings.

 

Consider limited engagements such as resume writing and other specializations not including full career services delivery.

 

Create positions for ourselves to stay ahead of the game. No "eggs in one basket." Example: Break practice into 3 areas--Counseling, Career Services, Resume Writing.

 

Take time to do some professional development. 

 

Create relationships with other professionals to establish some reciprocal referrals.

 

Marketing: Twitter, Facebook, Businses Pages, Facebook Live

 

Referrals from former clients

 

Looking ahead. 9-12 months before companies may be looking at Outplacement Services at a time when employees are not in acute stress. Outplacement Services may become a niche for us at that time.

 
Tuesday Talk Summary, April 2020

Who's Hiring?

 

Resources:

LinkedIn: Who's Hiring Now?

candor.com

The Muse

 

Industries/Roles:

Management Consulting

Logistics & Distribution

Virtual Meeting Platforms

Cybersecurity

SaaS companies

Human Resources

Healthcare?? In some roles; some healthcare practices are struggling

 

Instilling Hope

 

Stay connected with weekly communications

Use time to develop long-term career strategies for when things get back to "normal"

Reminders that this is just a point in time, that it's not going to be this way forever, and that we're "in it together"

In corporations, offer opportunities for handling stress; engage on a regular basis. Corporate virtual wellness (yoga, meditation, etc.)

 

Strategies/Resources

 

Create a locus of control mindset. Focus on now. What can you do this hour? What can you do today? Don't get ahead...

Many people afraid to ask for help based on rejection/inconveniencing others, etc. Help clients customize simple, small requests to get them over the hump

Provide parent resources

TED Talk--"100 Days of Rejection"

Adam Grant's Work/Life podcast--talks about this as a time of resilience, agility, flexibility and adaptability on the part of the company and individual. 

Covid-19 PTSD--Post-traumatic growth realizing inner strengths and embracing deeper sense of gratitude

 

How Employees Can Demonstrate Accomplishments during Pandemic and Beyond

 

Productivity does NOT equal impact. Focus on impact for the company, team, customer, client, etc. How?

-Forward thank yous and kudos

-Ask management how he/she would prefer these things be communicated

-Regular check-ins (if management would appreciate that)

-Take initiative in providing updates making sure updates are in alignment with expectations

-Think measurable

 

Tips for Leading Virtual Webinars

 

Have someone else manage the technology, so you can focus on content

Assign someone else to watch for raised hands, questions in chat, etc.

Be aware of 1-2 second delay on some platforms (like Blackboard)

Reduce echo (there's a setting for this)

Face a light

Use larger font

Host from a hard-wired system when possible as sometimes hosting by wireless can be problematic

 

Tuesday Talk Summary, March, 2020
 
Tips and Legalities of Working with Clients Online
 
-Request for people to share any consent/disclosure forms for remote client meetings
 
-Importance of proficiency in operating virtual meeting tools in building/maintaining client confidence
 
-Zoom Meetings--Start without video; may be more comfortable for clients
 
-Scheduling tools--SimplyBook, Calendly, AcuityScheduling
 
-Billing virtual appointments--Client "enrolls" in services and pays in advance. Bundled services easier to bill than individual sessions. Billing tools: Square/Paypal/Vinmo
 
-Fee structure--Do we reduce services? Reduce price? Discussion that we need to make a living as well. Maybe doing group sessions as appropriate. General consensus--do not reduce fees; restructure service delivery
 
-Online resources--adultcourses.org for interview prep, cover letters and emails
 
-Prepare now for the future--Use time of uncertainty wisely to get training and take care of things that had alwasy fallen under the had "no time" to do that category
 
-Job Market--Who's hiring? # of delivery drivers way up. Amazon hiring 100K+ people. Technology hiring; Medical technology hiring
 
Job Market Information--Google Alerts, World Economic Forum, Wall Street Journal, Forbes, UCLA Economic Forecast, State Economists, Business Journals, Industry Publications
 
Self Care during this Time
 
-Zoe's Extraordinary Playlist

-Exercise, Yoga, etc.

-Monthly Networking Breakfast/Virtual Coffee Conversations

-Gratitude Journal, Positivity, Prayer, Meditation
 

 
Tuesday Talk Summary, February, 2020
Great discussion regarding ideas for working with clients whose careers are "evolving."
Technology Needs & Other Desired Skills
-Software Development Boot Camps-- In most cases positive, but in some areas of the country (San Francisco Bay--maybe others) red flag not to hire as the Boot Camps suggests lack of experience

-LinkedIn-- Look in LinkedIn Learning for clues to skills that seem to be most in demand

-Look at courses offered through Higher Ed Professional Development programs as course offering are often tied to identified business needs (UPCEA--Professional Association for Continuing Ed)

-Data Science, Data Analytics, Data Translator (emerging title) as possibilities. Make sure to differentiate each from the other

-NCDA Career Developments 2018 article about Machine Learning by Pam McCall

 
Getting Clients to See Themselves in New Roles & Situations
-Physical movement across room. Put the client's goal at one end of the room and place tasks to accomplish either along the floor or on the walls. Have them walk to each of those tasks and to the goal to help them envision themselves on that journey.

-Have clients move to another chair to put on their "employer hats" to review their resumes, prep for interviews, etc.

-Walk a labyrinth for mindfulness and intentionality

 

 

TUESDAY TALK JANUARY 2020 SUMMARY

Favorite Assessments--The following assessments were mentioned as participants' favorites. Maybe there is a new one here for you to consider. We also talked about the new NCDA dual resource, “A Comprehensive Guide to Career Assessment”.

  

Youscience

Self-Directed Search

Enneagram

Strong

Hogan

MBTI

COPS (for middle school)

Career Anchors

Card Sorts

Career Construction Interview

Highland Ability Battery

 

New Information re: ATS--Nothing much new. Most are still utilizing jobscan.co for "old school" resume scans.  Re-emphasized importance of networking in getting the job.

 

Networking--Suggestions and thoughts

 

5 Day Networking Challenge

Be assertive

Book--Never Eat Alone  by Keith Ferrazzi

LinkedIn Groups

 

Going beyond Tuesday Talks

We discussed forming some smaller informal groups for practitioners who have common "special interests." I have a received responses from a few people, but please email me with any special interests, and I will try to connect you with like-minded people.

 

Courtney Warnsman is inviting you to a scheduled Zoom meeting. Mark you calendar for 2/18/20.

Topic: Tuesday Talk
Time: This is a recurring meeting from 12:00pm-1:00pm CST on the 3rd Tuesday of each month.

 

Join Zoom Meeting
https://zoom.us/j/342619147

Meeting ID: 342 619 147

 

One tap mobile
+16699006833,,342619147# US (San Jose)
+19294362866,,342619147# US (New York)

Dial by your location
+1 669 900 6833 US (San Jose)
+1 929 436 2866 US (New York)
Meeting ID: 342 619 147
Find your local number: https://zoom.us/u/anJFD7jZC

