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“The Necessary Homework Required to Effectively 
Interview” 

 
As a career and leadership coach, a question I get asked the 
most is: 
 

“Can I do what I love and still make a living doing it?” 
 

My answer is always a resounding “YES!” 
 
However, you have to have a plan and to have done your 
homework.  You may have to be flexible and you may need 
to pursue multiple sources of income. 

 
What I stress to the clients I work with is that the success of 
an interview starts way before you walk into the room.  The 
key to successful interviewing is to have done your 
homework upfront.   
 
An interview is a conversation.  To be effective in that 
conversation, you have to have gained clarity about why 
you want to be in that position and how you will deliver 
value to them.   
 
As in any good performance, you have to have rehearsed, 
trained, and planned extensively before the performance 
begins. 
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What is the homework? 
Based on my work with my career and leadership clients, I 
have developed a proven formula to prepare you to pursue 
work you love and you are a good fit for.   
 
The homework is to go through my “5 Step Process To 
Get Into Work You Love”.   
 
Let’s get YOU going…Here is My 5 Step Process: 

 
Step One:  VISION 
 
The first step is to get more clarity about what is your 
vision for your work.   
 
When I work with people who have been out of work for a 
long time, they often struggle with whether to return to the 
same job/ industry/ function/ company they were with 
previously OR to work for a smaller, niche firm in the same 
type of position but perceive it may be more flexible OR to 
go out on their own as a solo-preneur/ mom-preneur. 
 
These questions are spot on.  It is tough to pick a path 
without gathering a whole lot more information so I tell 
people to think about pursuing multiple paths in the 
information-gathering phase in order to better inform their 
ultimate choices.   
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You will learn what re-entry looks like in firms similar to 
your previous employer; You will learn what the trade-offs 
are with going to a smaller firm; You will learn what the 
ramp-up curve looks like to get a new business from an 
idea to a profitable entity. 
 
Another tactic that is useful is to think about what you are 
drawn to and what you want to avoid.  Even if you aren’t 
sure exactly what you want to do, you can focus on 
identifying what types of experiences put you into flow, 
what are you attracted to and want more of…what are you 
resistant to and want less of. 
 
You might say, “I like working across functions on cutting-
edge ideas with innovative people.  I want less time in 
meetings, traveling on the road, and need more flexibility 
to juggle my family life…” 
 
Keep the list going and identify things that you love doing 
and begin to think about how to replicate them in your 
work. 
 
If you brainstorm like this with yourself, you can begin to 
form clusters of activities and experiences that give you 
energy and you want to invest in.  You will also gain more 
awareness about what you find draining of your energy and 
want to minimize, avoid, or delegate. 
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Step Two:  VALUE PROPOSITION 
 
The second step is to develop a compelling value 
proposition: meaning, how you create value through your 
work. 
 
This step is crucial.  I cannot tell you how many people go 
into job interviews for positions they really, really want and 
they have not invested the time upfront to clarify their 
thinking about how they will serve the organization and the 
employer by performing in that position. 
 
You have to be very clear on what benefit you create to get 
hired.  You have to believe it to sell it.   
 

How do I begin to develop my value proposition? 
 
You could begin by identifying:   
 

“Who is my target customer? 
 

What is a crisp definition of my work? 
 

What is the benefit the target customer gets from my 
work?” 

 
The answers to these three questions form the basis of your 
value proposition. 
 
The best way to communicate your value proposition is an 
ABC statement: 
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“I do A (the product or service you provide in your work) 

 
To B (your target customer) 

 
So that C happens (the benefit my target customer receives 

from my work).” 
 

I could say, for example, this ABC statement about my 
work: 
 
“I offer CAREER COACHING (my A) 
 
To WOMEN RE-ENTERING THE WORKFORCE (my B) 
 
To FACILITATE A SMOOTH AND EFFECTIVE 
TRANSITION BACK TO PAID WORK (my C).” 
 
I do, in fact, say this ABC statement all the time as my 
micro-elevator pitch and it is always effective and clear. 
 
You have to be clear on the value you create before you can 
convince anyone else. 
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Step Three: MARKET TEST  
 
The third step is to market test your plan. 
 
It is really important not to develop your plan in a vacuum.  
Talk to people in your field (or a few fields if you are not 
ready to narrow down to one field) who are already doing 
what you believe you would love to be doing.   
 
What you learn will help calibrate if it is really a good fit 
for you OR if it is not what you are looking for.  It is 
incredibly helpful to figure this out BEFORE you are in the 
job. 
 
The best way to market test your plan is to ask people for 
“informational interviews” (not job interviews) all the way 
along so that you are constantly gathering the information 
you need to refine it and to get a better mapping of your 
skills onto the opportunities that are out there. 
 
Most people will agree to do an informational interview 
with you if you give them several options for time/ date and 
format (in person, by phone, etc.).  You will need to give 
them some lead-time too.  The ideal way to go about it is to 
think of something you can do for them and offer to do it in 
advance so that it becomes a reciprocal networking 
opportunity, instead of one-sided.  Send a formal thank you 
letter and ask what can you do for them if you have not 
previously identified an opportunity. 
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Step Four:  BRAND YOU 
 
The fourth step is branding YOU!   
 
You may be wondering why would you need a brand or 
what brand could you be if you have been out of the 
workforce for a significant period of time.  Let’s answer 
these appropriate questions by first agreeing what is the 
value of a brand. 
 
Why do retailers spend millions of dollars on advertising 
developing brands?  A short answer is so that we will all 
have the same mental shorthand for what the benefit is 
we’re going to get when we buy them. 
 
We see the NIKE swoosh.  We all think: “high 
performance athletic wear.” 
 
The reason why you should consider thinking about 
yourself as a brand is pretty similar.  
 
The essential challenge in a job hunt is for you to find the 
right employer who wants to fill the position that represents 
what you want to do and to convince them that you are 
their best choice to hire.   
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The inverse is also true.  The essential challenge for an 
employer in a job hunt is to figure out how to screen out all 
the possible job candidates who would be a bad fit in the 
position to narrow down to the ones who would be a great 
fit and then convince one of those to join as soon as 
possible. 
 
If you consider yourself as a brand, you would be creating 
clarity and definition around what the value from your 
work is and who you are.  When you do that, you are 
making it much easier for the right employer to find you 
and you have already begun the process of educating them 
on why you are the best fit. 
 
There are many elements to branding you, such as how you 
configure your resume; how you dress; how you craft your 
responses; and many more.  I encourage you to look into 
how to think about yourself as a brand. 
 
So what is your NIKE swoosh?  What is the benefit you are 
going to offer your future employers and how do you 
effectively project that message? 
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Step Five:  LAND YOU 
 
The fifth step is to land you into the right work for YOU! 
 
You want to be strategic about what you go after in your 
job hunt.  The key is to figure out what unmet need in the 
marketplace does your work solve.   
 
Structure your communication around how you solve that 
unmet need through your value proposition and through 
your brand.   
 
Target those employers and educate them on how you solve 
their unmet need. 
 
The truth is that it is possible to return to work after a long 
absence and to thrive in your new position.  It may take 
some compromises and flexible thinking, but there are 
many employers out there who could use people that are 
seasoned at living and have solid life skills and are eager to 
dive in and learn the job by doing. 
 
You want to look for alignment between what you want to 
be doing and what you are going after.  If you are not 
getting traction, you may need to rethink if you are truly 
going after what you want to do and what you are good at. 
 
Please connect with me at my website 
www.katyhansell.com. I would love to hear from YOU! 


