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YOUR PRESENTATION

FEATURES / ACCOMPLISHMENTS / BENEFITS
When we present your background and experience to an employer, we want to show how your employment will benefit both the organization and the employer as an individual.  We want to demonstrate how you can help improve profits, reduce costs and just make things run better.  We have learned that resumes, more often than not, result in rejection rather than interviews.  Because of this we seldom send a resume to a prospective employer.

We have, instead, developed the Features/Accomplishments/Benefits Presentation--FAB for short-- to use in presenting your background and experience to an employer.  Features are listed in the left column, accomplishments in the center and benefits in the right column.  The FAB presentation does several important things.  It shows specifically what you can do for the employer - how you will benefit him or her and the organization.  It details what you have accomplished in your current and previous positions.  Finally, it highlights your unique features and experiences.  How do you prepare a FAB presentation?  Let’s start by defining some terms:

·
FEATURES - Facts about yourself.

·
ACCOMPLISHMENTS - Significant measurable results you obtained for your current or past employers.

·
BENEFITS - Educated guesses of what you can do for a new employer based on your accomplishments.

Next prepare a chronology of your work history.  Make sure you have included all of the positions you have held.  Don’t forget the promotions!  After you have prepared the chronology, list all of your significant accomplishments for each of the positions.  Go ahead and list them all.  This is not the time to be humble.  The accomplishments should be very specific and contain quantitative measures where appropriate.

After your lists of features and accomplishments have been completed, study them over.  Now identify what you can do for a new employer.  How you can benefit him or her?  What are the most compelling reasons for a new employer to want to hire you over someone else?

After you have completed your FAB presentation, go over it.  Study it carefully.  Have you forgotten anything?  Where can you include additional quantitative measures?  Numbers tell!  Can a benefit be rephrased so you will look more attractive to an employer?  Is there an accomplishment from early in your career that is particularly significant that should be included?

And finally, when you go to your interviews, be sure to answer questions by relying on your FAB information; i.e., how you can benefit the new company.

Twelve Questions to Ask Yourself Before

 Completing Your Features /Accomplishments / Benefits (FAB) Presentation


  1.
Did you help to increase sales, productivity or efficiency?

  2.
Did you save your company money?

  3.
Did you institute a new system or procedure in your company?

4. Did you identify a problem in your company that had been 


overlooked?

  5.
Were you ever promoted?

  6.
Did you train anyone?

  7.
Did you suggest any new programs for your company that were put into effect?

  8.
Did you help to establish any new goals or objectives for your company?

  9.
Did you change, in any way, the nature of your job?

10.
Did you ever undertake an assignment or project that wasn’t part of your job just because you were intrigued with the problem?

11.
Did you ever do anything simply to make your own job easier?

12.
What would you say would be the most important qualities of the “ideal candidate” for the position you seek?

	FEATURES
	ACCOMPLISHMENTS

	BENEFITS

	Successful Track Record
	Outstanding Sales Achievement Award.

Top Producer July - Dec. 1988.

Region Managers Club - $125K+.

Lead Overall Producer FY 1989.


	Ability to achieve same

level of success for ABT.

	Consultative, Solution - 

Oriented Selling Skills
	Successfully sold to prospects over a long, multi-leveled sales cycle.


	Can develop rapport with and 

empathize with customers’ needs by presenting high level of service.



	Presentation Skills -

Skills
	Each sale accomplished through 

full-blown conceptual presentation

of problem and tech. overview of 

how products solved it.


	Ability to apply those to trade shows

and seminars.

	Broad Marketplace

Experience
	Established new accounts in commercial

and federal marketplaces, and indirectly through system integrators.


	Able to contribute to and quickly 

adapt to changing needs of successfully growing company, & establish ongoing relationship with distributors.

	Understanding of

importance of CASE

tech. in its relationship 

to software development
	Worked with Fortune 500 corporations 

to implement standards & methodologies 

for software reengineering & maintenance.


	Can call on clients with insight into 

what can happen if software development 

is not properly planned.


	Knowledge of Japanese 

Market
	Held various marketing & sales position: 

ad agency in Japan, MITI at U.S. Embassy 

of Japan, Japanese join venture partner.


	Could make a significant contribution 

to long-term goal of ABT of making 

Project Workbench the leading project management system in Japan.




EXAMPLE

FEATURES


    



ACCOMPLISHMENTS



BENEFITS
5 years sales experience in the OEM



Started with $40,000 territory;


Demonstrable ability to build a

electronics industry





increased it to $400,000+



Strong sales territory virtually


















from scratch

Maturity






Promoted by senior management to 




manage an established sales region


Ability to respond successfully to

are in the top ten of the company 


to a very challenging assignment

with only minimal supervision


8 years field sales management



Developed talent of salespeople to




degree that all sales people in the


Able to recruit, train and develop

region are in the top ten of the 


strong sales personnel

company






Able to organize and develop 

Creativity






Developed regional sales program


comprehensive system to maximize









and sales manual for development


sales productivity









of sales people.  This program

recommended by senior management

Able to find new ways to improve

to all new regional sales managers


effectiveness of sales people

Success















Oriented toward successful

#1 region in company in sales


accomplishment of goals and objectives 







volume 1985 $3,000,000 approx.

Able to inspire salespeople to perform to 

#1 region in company in number of


superior standards

new customers each of last 2 years

(27% of company’s totals)

Increased region’s share of company’s

sales totals each of last 4 years 

(Up to (16.5%)

8 POINT PROFESSIONAL PREPARATION

1. “Tell me about yourself.”  Most employers ask this question as their first statement. Before you mention you complete background, try and find out what the employer is looking for first.  Example statement:  “I understand what CRYPTEK does, but in order to make sure we are on the same wave length what are the primary duties and responsibilities of this position?  Also, what do you want the person to do?”  Develop a conversation.

Now know how to answer questions in terms of his needs.

2. “What will be my number one priority?”  When you ask the employer this question it will help you evaluate the position.  You should respond to the hiring authority’s answer with a few examples of your accomplishment in this number one priority area!
3. “What will be my first project and/or goal (budget)?”  “What obstacles would prevent me from reaching this goal?”

4. “Where can I go in the company? What are the short and long term goals set for this person?”  (This is why you should have your goals written out before the interview.)

5. Write up 10 to 20 key questions you want to ask the employer.

6. Avoid compensation and benefits discussions. While compensation is important, the most important consideration for this position is the opportunity, career and challenge.

7. Closing the interview.  “I’m interested, let’s set up a time we can meet in person.”  Wait for the answer.        

8. Try to clarify every question by asking one first.  You need to clarify and understand the direction you answers should take.

· Finally, call me immediately after the interview.  We have prearranged a meeting with the hiring authority to take place exactly 30 minutes after you leave.  At that meeting, we will be exchanging information on how your meeting went.  The hiring authority will want feedback on you feelings and how you view the opportunity.  (We will probably set the meeting and have a conference call.)

This is very important.  Call me after you interview!

Candidate Interviewing Strategy

I. Pre-Interview Preparation:

A. Thorough research of company on the Internet or at the library;  including annual reports, articles, trade magazines, Standard and Poor's and Moody's Manual.  Internet is probably the best place.

B. Call on some of the companies accounts if you have the time.

C. List personal objectives (both short and long-term goals). "Know Thyself."

D. List achievements and accomplishments in organized form.  Use the enclosed FAB sheet.

II. The Anatomy of an interview; Three Basic Parts:

A. Employer will ask questions. Examples:

1. Tell me about yourself.

2. Why are you interested in our company/industry?

3. What are your two- five year objectives?

4. Why do you like/want to sell?

5. Describe your present position-- likes and dislikes, accomplishments, present type of sales.  (NOTE: Describe accomplishments using Feature Accomplishment Benefit, method.)

6. Strengths/weaknesses.

7. See enclosed type of behavioral question to be prepared for.

B. Applicant asks questions. Suggestions:

1. Describe a typical day with you company.

2. What will be my primary duties and how will I be measured?

3. Where does your company rank in it's industry?

4. What do you like/dislike about you company

5. If I am successful, where will I be in 1 year?

6. Tell me about the training program.

7. Last three years figures total sales volume?

8. Any new product introductions last three years?

9. When did interviewer join company?

10. When was he/she promoted?

11. What is his/her future with company?

12. What are the strong and weak points of product? 

13. What is the three and five year forecast for projected growth for the company - including the expansion of product line through R&D or acquisition?

14. Ask for interviews business card.

C. Summary and Closes:

1. Make a brief statement summarizing the benefits you will bring to the position, and confirm their relevance.  (Stress features and Benefits.

2. Examples of Closes:

a. I like what I have heard today.  I'm excited about the opportunity. What's the next step? (Good for first interviews)

b. What features of my background do you feel will be of greatest benefit to you?  Are there any negative factors that would preclude me from going to work for you? (If any negatives, answer and close.)Fine, When can I start?
c. I am excited about joining your company.  Could I use your phone to resign my present position?
d. Would you like me to start in two weeks or would three weeks be more convenient?
e. Unless I hear from you, Mr. Employer, I will report for work in two weeks.
D. Follow-up

1. Call your Account Executive immediately after the interview.

2. Fill out all applications immediately after A/E calls and leave it with the employer or at the desk.

E. Offer

1. Call all your references to introduce A/E and the prospective employer.  This is a must do.

2. Call A/E to discuss   salary offer, starting date, and resignation of present assignment.



The following are a few questions you may encounter when interviewing for a new position. These questions are designed to get you, the candidate, to reveal characteristics you may not recognize you are revealing. Play the interview smart!



	1.Why are you giving up your job? Be wary of candidates who answer the question by bad mouthing their current employer.

2. What did you like best about your last job? A candidate who can not give you a thoughtful answer here probably can not think beyond the basic mechanics of the job. 

3. If you could have made improvements in your last job what would they have been? The answer here is a good barometer of a candidate's creativity and general sensitivity.

4. Who was the most interesting client you had in your last job (or what was the most interesting job or project in your career so far)? The reasons are more important than the answer. They should give you an idea, for an example, of whether or not the candidate likes challenges.

 

 
	4. Describe the best person who ever worked for you or with you. A candidate who has trouble answering this could lack compassion.

6. What kind of people annoy you most? Frequently (but not always) the traits that candidates mention in their answers do not apply to candidates themselves.

7. Describe emergencies in some of your jobs for which you had to reschedule your time. This is the question you ask instead of "Are you willing to work extra hours when the situation call for it?"

8. In which way would you like our company to assist you if you join us? Look for balance here, which means to be wary of candidates who indicate they may need a lot of help or candidates who suggest they may not want any help.
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