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In this short guide, you will learn how to move

from the standard reactive approach to the

proactive approach to landing a job. 



10X Your Odds of Landing Your Dream J﻿ob 01

You’re applying for jobs (or soon will be) and have polished your resume. You’ve sent out a dozen 

applications, connected with career services, and attended a job fair or two, but it’s been crickets. 

No word from anyone yet. Or at least not from the companies you WANT to work for. This can 

disheartening and really hurt your self-confidence. 

So what do you do? What’s the game plan? Well, 95% of students take the ‘sit back and wait 

approach.’ They leave it up to fate and hope that some recruiter will see their potential from a 

stack of 100 resumes sitting on their desk and pick up the phone. They take the reactive 

approach. This is a colossal mistake that you will cost you. But it doesn’t have to be this way.

In this short guide, you will learn how to move from the standard reactive approach to the 

proactive approach to landing a job. You will learn how to take matters into your own hands, and 

steer the ship in the early stage of your career in a way that helps you STAND OUT from the 

competition and land a great position. This approach will increase your odds of landing interviews 
and your dream job by 10X. Skeptical? Try it out and see for yourself!
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You’ll need to kiss a lot of frogs: Your job search is like dating. You won’t land a 

job on your very first try, just as you’re unlikely to meet that special someone on 

your very first date. You’ve got to talk to a lot of different people and submit a lot 
of applications. In fact, research shows that it takes between 21-80 job applications 

to land a single job offer.

You’re not the priority: You may be laser-focused on landing a job NOW, but the 

companies you are applying to have their own agenda and timeline. They are 

juggling multiple priorities where filling your position may not be at the top of the 

list. So if you don’t hear back in a week or even two, that’s normal. Don’t stress.

No doesn’t mean ‘never’, it just means ‘not right now:’ Most jobs you apply to 

won’t pan out. You will get rejected. But rejection does not mean failure, it just 

means the job wasn’t meant for you and there’s something better around the 

corner. Also, a ‘no’ can simply mean ‘not right now’ and try again later. 
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Before We Dig 
in Though, A Few Tips 
About the Process:
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In short: You’ll hear a lot of no’s in your job search but every ‘no’ will bring you

closer to that coveted YES! 

Pro Tip:

Start your job search early. Don’t wait until your senior year to

reach out to companies. Start 12 months before you graduate

and as early as your freshman year. This is all about building

long-term relationships with employers.
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Before diving into the tools for landing your dream job it’s important you understand the context 

you are operating in. It’s a noisy, chaotic world out there. There’s a ton of spam, fake news, and 

people out there claiming to be something other than who they actually are. There are a lot of 
fakers! One of the most precious commodities we are trading in therefore is TRUST. Which means 

building trust with employers who have no idea who you are. You need to earn their trust. How?

One way is through referrals. This is why 60-80% of jobs are secured through referrals! That means 

someone ‘trusted’ took the time to refer someone who is not yet trusted (a job applicant like you) 

to a recruiter. It’s a way for someone to vouch for you and say “this person is cool.” They’re good. 

They’re kosher. So if you can get a referral to your dream company, skip the line and start there. 

This is where LinkedIn is an awesome tool because it can show you who in your network is a 1st 

degree connection to the top companies on your list. 

But if you’re like most students and don’t have a huge rolodex or parents that can open doors for 

you. You need to do something different. You need to create the referral yourself. You need to 

move from being a random candidate in a resume pile, to someone the recruiter will actually take a 

serious look at. I’m going to show you how in 7 simple steps. 

The Way to a Recruiter 
Heart (and Mind)
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Before you start applying to jobs, list the top 10 companies you aspire and really want to work for.

Your ‘dream company list.’ If you’re going to work, mine as well work for a company you love or

think you love. “Ok, but they haven’t posted any positions online,” you say. “They’re not hiring

right now. There’s nothing available.” 

Wrong. They are hiring, you just don’t know it. 80% of jobs aren't publicly advertised as per

CollegeRecruiter.com, which means there are opportunities at your dream company that you don’t

realize exist. Companies often source jobs internally first or search their network before making a

job public, so if you don’t see anything it doesn’t mean they aren’t hiring. And even if they aren’t

hiring now, they will be later.

Step 1.
Identify Your Top 10 
‘Dream Companies:’ 
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Once you’ve created your top 10 company list, identify 1 person in each company that

holds a leadership position in the department you’d likely end up working in. So for

example, if you are applying for a marketing position, look for senior people in the

marketing department. This means the ‘marketing manager’ or ‘marketing director’ or

‘VP of marketing’ in a large company, or someone like the COO, CMO, or even CEO if

you are applying to a small company or a startup. The goal is to identify (and soon

approach) professionals with influence who can vouch for you. 

Step 2.
Create Your Company 
‘Outreach-List:’ 
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Step 3.
Engage Your Company 
Outreach-List on LinkedIn
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Now that you’ve got your outreach list (approximately 10 people), it’s time to find and follow them 

on LinkedIn. You can also look at their Twitter feed and follow them there if they are active on the 

platform. As you follow them, feel free to ‘like’ posts they made related to your industry. You can 

even comment where you have something thoughtful to say about an article or blog they posted. 

As long as it’s genuine. Remember, everyone likes when their posts are appreciated, that’s why 

they are posting stuff in the first place!

By engaging with your outreach list and interacting with their posts, you are making yourself 

known. So when you finally reach out and invite them to connect with you on LinkedIn (more on 

that below), they will have a favorable impression of you and have some sense of who you are. 

Now before initiating a LinkedIn connect request make sure YOUR LinkedIn profile and social 

media channels are in top shape and that you are presenting yourself in a professional manner. 

Assume that your social media profile will be checked out so avoid displaying posts or pictures that 

are embarrassing or compromising. Keep the private stuff private. 

Next, your invitation to connect on LinkedIn should be short and sweet. Something like: 

“Hi Jon, it would be a pleasure to connect with you, (and sign your name)

Or “Hi Martha, I’d love to connect with you and join your network. (and sign your name). 

Note: if there was a particular post or article of theirs you liked, you can refer to it briefly in

your connection request: “ps Loved your most recent post about x,y, z”
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Step 4.
The Email 
Outreach 
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Now that you’ve connected with your outreach-list on LinkedIn and engaged with them (but 

regardless of whether your connection request has been accepted) find their work emails and 

reach out to introduce yourself. You are going to ask them for a 20 minute intro. meeting. More on 

that shortly.

How to find your outreach-list emails? Simple. On LinkedIn, you’ll find it in their contact info on 

their profile page if they accepted your connection request. If not, look at their company website 

and see how other company emails are listed. (Typically first name.last name @ company.com or 

something to that effect). Alternatively, you can find a reliable email through a site like 

Rocketreach. With a little digging you will find it.

With their email addresses in hand, reach out to each of your target contacts on your outreach list 

with a short note introducing yourself. You could write something like:

      “Hi Martha, my name is Jose, I’m a sophomore in college majoring in X. I have been following 

(company name) since high school and would love to learn more about the work you’re doing and 

your experience at [company]. I’m actually planning to apply for [specific role] at the company 
next fall. It’s been an aspiration of mine!

Would you be open to meeting with me or having a 20 minute zoom at your convenience? 

I would really appreciate your feedback on how I can set myself up for success in the

application process, and in the industry in general.”

Thank you so much!

 Jose 

* Note: If you commented on or liked one of their recent LinkedIn or Twitter posts, you could

briefly allude to that in your email as well in a thoughtful way.
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Pro Tip:

The more senior the manager and the

bigger the company, the less time

they’ll have to read your email so

keep it short and sweet and be clear

on what you are asking for. 

Copyright Divon Academy



Step 5.
The In-Between 
Phase: 
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Alright. You’ve sent out your emails to your outreach list. Now is the time to pause, sit back, and

be patient while continuing to follow the individuals on your list on LinkedIn and see what they are

up to. The general rule is to wait 7 days for an email response. If you don’t hear back in 7 days,

follow up with a short note referencing your previous email and ask if they’d be open to

connecting with you at their convenience for a 20 minute zoom. Be polite and courteous but be

persistent. People are busy, and oftentimes emails will slip through the cracks. Not hearing back

doesn’t mean they don’t want to talk with you. It’s more about timing! 

If you don’t hear back a second time, wait another 7 days and then give it one last shot. 

Three things will happen at this stage:

Worst case: You won’t get a response back BUT the person you contacted will flip your

email over to the hiring manager or HR person saying; “I just got this email from a student

that’s applying for the marketing position / or who is interested in working with us after

graduation. They seem nice and enthusiastic. FYI”. 

Bingo! You’ve just made yourself known to the recruiter. Think about it: Someone senior in

the company just emailed the recruiter and suggested they give you a second look and

keep their eyes out for you. You basically got a soft referral. You’ve also communicated

your passion for the company and the position. Beautiful.

Likely Case: The person you emailed will write back saying they are busy and aren’t able to

talk at this time but are happy to refer you to someone else in the company to talk to.

That’s another win! Thank them for getting back to you and for their kind offer to make an

intro, and get ready for a first conversation with someone in the company.

Best Case: The person you emailed responds and says they’ll be happy to speak with you

and cc’s their assistant to coordinate a meeting time. Congratulations! You just hustled your

way into an informal interview. 
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Step 6.
Preparing for The Zoom Call / 
Meeting / Informal Interview
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You’re all set for the call or meeting with the senior professional you emailed on your outreach list.

This is exciting, but you’ll want to prepare for this meeting as if it were an interview. Do your

research by learning about the person’s professional history, their work, their background and

accomplishments. Also, make a note of their interests or things you might share in common: For

example, maybe they went to the same high school or university you did? Are they a fan of the

same sports team? Were they born in the same town? These are little things you’ll be able to bring

up when you meet to establish greater rapport and connection. 

Like any formal interview though, there is one question you will be asked, almost guaranteed. It’s

the “tell me about yourself” question. You MUST prepare for this question as its your opportunity

to steer the conversation towards a slam dunk.

Now don’t be fooled. ‘Tell me about yourself’ does not mean tell me your whole life story. Don’t

take it literally. (Although you should share details about your personal background and can start

off that way). What you are really being asked though, and this particularly applies in the formal

interview, is ‘what do you bring to the table?’ What skills and talents do you have that would make

you an asset to my team and company? In other words, why should we hire YOU?

The best way to approach this question is to start by talking about why you love the industry and

have chosen this particular career path, and why you love the company more in particular. As TED

talk speaker Simon Sinek recommends: ‘Start with why.’ 

After stating your ‘why’, talk about any related experience you have that demonstrate your ability

to work in teams, handle deadlines, see a project through from start to finish, solve problems, and

produce results. This could be through past volunteer work, part time jobs, leadership positions

you held or hold as a student, anything that can speak to your character and small wins you

produced along the way. Your goal is basically to say: “Here’s something I worked on or did in the

past (even if it’s not industry related) that produced outcomes X and Y, and I would bring this same

work ethic, passion and dedication to THIS role and to this company in the future, if given the

chance to do Z.” 
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Pro Tip:

Your degree won’t separate you from the competition. Lots of people

have degrees. What recruiters are focused on is today is your “work

ethic and attitude over degrees and prestige.” They want to know you

have the right attitude, can get the job done, and will be a good fit for

the company. That you are someone people will get along with. After

all, technical skills will change, but your attitude won’t.

 Let’s say you don’t have any relevant industry experience. What should you do then? 

You could say something like: 

“In high school I worked in retail over the summers and learned all about customer service and

how to speak with clients and make them feel valued and appreciated. I realized that I love helping

people and solving problems. I also worked in a team with 5 other students, and within a year got

promoted to team lead. During that period the sales in the store increased and I was invited to

continue working in the store during the school year...” 

Your example could also be volunteer or internship related, or a life story that demonstrates grit

and character and overcoming obstacles. The recruiter knows this is your first job and that you

don’t have much experience. But what they want to know is how you’ve handled yourself and

stepped up in other areas of life that can offer clues to your character, work ethic and potential.

Extra Brownie Points

Before leaving the meeting or call, you will likely be asked if you have any final questions.

“Is there anything else you’d like to know about the company or the job?” the manager may ask

you. The following answer will score you brownie points but its got to be genuine. You really need

to feel this. Tailor the response and make it your own.
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“Yes, I do have one last question:”

 “Is there anything I can do for YOU? is there anything I can be of service with? I’m so grateful for 

your time today and for your guidance, and would welcome any opportunity to demonstrate 
my     skills and be of value and support."

Ok. Now you’ve got their attention. You are showing that you are willing to work and be helpful 

even if there’s nothing in it for you. And you are showing serious passion and commitment. That 

you are willing to do whatever it takes to be engaged with the company and that you are eager to 

learn and prove yourself. 
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Do not forget about this step! It’s super important. No matter what happens after the meeting and

whether you get a job at the company or not, you’ll want to invest in the relationship and nurture

it. You never know where the road leads and where it may converge again, and how the person

you met could be in a position to bring you into a future job, advocate on your behalf, or make an

introduction. So invest in this new relationship and show your appreciation.

A few tips: 

Step 7.
The Follow Up
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Keep in touch every few months and involve the person you met with in your professional

journey. 

Bring them up to speed on where you land up and how you are doing

Ask for their advice on professional matters

Flip them an article or post you think might interest them

Set up a quarterly call or zoom, or even a lunch or coffee every 5-6 months

Continue to follow their work and show interest in what they are doing

And always offer value and ask if there’s anything you can do to help them! 
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3 Bonus Tips:

When you land a formal interview with a recruiter, remember that you are not the only

person that has skin in the game and something to win or lose. The recruiter does too. If

they make a bad hiring decision and you leave after 6 months or turn out to be an awful

employee, that’s on their neck. It could hurt their reputation, their advancement, and even

cost them their job if this is a recurring theme. Your job, therefore, is to put the recruiter at

ease by showing them your character and why you would be an asset rather than a liability

to the company and team. 

Your late teens and 20’s is your time to take risks and get after it. After all, you aren’t

married presumably, don’t have kids or a mortgage to pay, and can sleep on your friends

couch for a few weeks if you have to. You have little to lose and everything to gain by

extending yourself, taking on a side hustle, volunteering, and reaching out to new people.

As you get older, you will have more responsibilities weighing you down and it will be

much harder to take risks. Do it now! 

Seek mentorship and don’t be shy to ask for help.When you are a student and well into

your 20’s, senior professionals will want to mentor you and take you under their wing. They

will want to be that person who helped the ‘aspiring young talent’ become a rising star in

the industry. They want to be affiliated with your success and all the potential you have

right now. But once you hit your 30s, you’re not so cute anymore and become the

competition. So don’t squander your youth! The most successful people on the planet used

their 20’s wisely by taking risks, seeking mentors, asking for help, and building great

relationships. 
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So what are you waiting for?! Go out there and build    your 
outreach list, chart your dream jobs, and begin         reaching out 

to people. Be proactive! 

If you are unsure about your career path or need clarity   on 

your vocational direction, make sure to check out our
workshop on how to find your purpose . Learn more at:

www.DivonAcademy.com or                  
DivonAcademy.com/SuccessGPS-Careerprep-Course 

 Good luck and keep in touch!




