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TELLING YOUR ENCORE STORY

This could be the most important story you ever told...

Why? Because it helps the people you connect with in your job search understand who you are and why
you want to make a change. It also helps you clarify your own thinking. Here are some of the ways your
story gets used in the job search:

o Your elevator pitch. The shortest version of your story (30 seconds) to introduce yourself in
quick encounters you hope will lead to extended networking conversations.
o Your resume. Adapt your story in the introductory paragraph of your resume (often called a
Summary or Profile) to tell the reader what to expect and how you want to be perceived.
o Your cover letters. Use your story to build a bridge between your prior experience (outlined in
your resume) and the positions you are interested in or applying for.
o Your networking. People can help best if they understand your motivation, your objective and
your needs. Beginning with your story will help guide these conversations.
o Yourinterviews. Answer questions | i ke “ Tmihuteversonofiyjourut y oL
story. Use themes from your story to reinforce points you want people to remember.

The value of telling your story well

“Getting your st ouclformotigahig [yousselficas for enlisting the hel@o$
others. Anyone trying to make a change has to work out a story that connects the old and new
selves. For it is in a period of change we often fail, yet most need, to link our past, present and
future into a compelling whole.”
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The parts of your story

o The central character. This is all about YOU! Embrace this role and its full potential.
o Thenarrator. You' ' re al so the storyteller. This is not
confidence needs to shine through.

e Theplot. You’' | | adapt your story to different situat
1. Wher e youyowlkistobyéneafewwords—p| aces you’ ve worked, po
hel d, headlines about things you’'ve done.
2. What vy ou'’:yoaroffeo—ehe 3-akey strengths that set you apart and prepare you for
your encore; remember,y ou’' re sel ling a solution

3. What you want to do next: your objective—as specific as possible and linked to what your
good at; stress how you can help.
4. Why you want to do this: your motivation—use conviction and encore language (personal
meaning, continued income, social impact) to explain your decision.
5. How others can help: your request—in networking, ask for advice, information, referrals; in
interviews, ask about next steps, process, how you can help.
e Theending. Expr ess gratitude, offer assistance in ret
o The cover. Make your presentation upbeat, clear and concise. Stay within your personal style but
show your energy, enthusiasm and passion for the role you are pursuing.

Words to live by
Do n 6 t i @ad whatitobsay in advance, then practice. Get feedbagkisedmradapt, as needed.



YOUR ENCORE STORY OUTLINE

Where you’'ve been:

What you’'re good at:

What you want to do next:

Why you want to do this:

How others can help:




