How to get the Recruiter to read YOUR resume?

Whether you decide to mail it in, fax it in or attach it to an e-mail, getting your resume into the hands of a recruiter isn’t very difficult.   Now getting the recruiter to ACTUALLY READ your resume is the hard part.

A candidate I spoke to recently said, “I’ve tried everything—Post-it notes attached to the resume, different colors, different paper texture and stocks, large font sizes—anything to get it past the first wave of HR workers or medical sales recruiters.”  I am trying to point out things that I think they should notice by putting it in green type.  I’m doing everything I can.”

This dilemma is common among today’s sales job seekers.  However, as I explained to my candidate friend, “It’s important to remember that while bells and whistles may make your resume STAND OUT, they may not necessarily be reflecting the SALES EXPERIENCE and BACKGROUND the managers or recruiters are looking for.”

Whether you are dealing with a medical sales recruiter such as I am, or with a Corporate Recruiter with a Fortune 500 company, one thing is for certain. They are very busy.  When you call a good recruiter, one of three things is happening—1) They are on the phone.  2)  They just got off the phone.  3)  They are getting ready to get back on the phone.  They also are working online, looking at mail, or have people dropping resumes off to the office.  Recruiters are inundated with paperwork so we have to be quick and will make a decision on a resume in about 15 seconds.

During those 15 seconds, recruiters scan resumes for things that lead to quick rejection. We are trying to see those big mistakes that can allow us to toss the resume in old File 13 (waste paper basket) for those of you who may be new to the game.  Some of these mistakes will be obvious—submitting a resume for a job you are not at all qualified for is and instant and easy rejection—but some are a little more difficult for job hunters to spot.

       TRUSTY TIPS TO MAKE YOUR RESUME GET NOTICED

1) Watch the offensive words: OK, not offensive words in the four-letter sense. We’re talking about poor grammar, misspellings and bad sentence structure, which are offensive to recruiters nonetheless.

I can guarantee you these resumes are immediate rejections.  But worse than that, they identify you as a candidate who is not aware enough or professional enough to know and realize that this document has to be PERFECT. It absolutely has to be your best work.  Do not be lulled to sleep thinking that it is ONLY going to the Recruiter.  The recruiter will scrutinize you and your work just as closely as the hiring manager will.

If you work is sloppy, you know immediately that this person is careless and that’s how they will be on the job.

SPELL CHECKS are to be used.  If you are not a master speller and grammarian, use the spell check on your word processor or find someone who is and have them double-and triple-check your resume for errors.

2) Don’t create a big mess:  A good resume should be well-organized and clean.  Recruiters should be able to glance at your resume and immediately spot the most pertinent information.  You have to be able to accomplish that, though, without the use of unusual fonts or complicated formatting like charts or graphs.

Recruiters will often want to cut and paste into another document, so if you resume has a lot of headers and footers and tables, they’re not going to do that. 

Another formatting Mistake if creating a resume that is too   dense.  It should have white space.  If you show me a one-page resume with .4 inch margins and it’s dense, it makes it very hard to read.

3) Don’t make a laundry list of duties:  Many people spend way too much time describing their job experiences by listing each duty they performed on each job.  This is a JOB DESCRIPTION and doesn’t tell the recruiter anything about HOW WELL you did the job against the objectives or your peer group.  Use your bullet-points to highlight the achievements and accomplishments you performed on the job.

These “action oriented” bullets should be quantitative in nature.  Saved money, made money, made sales objective, was number 1 in suture sales, saved time, created, installed, was key contributor to.  You will want to include those things that made your current employer hire you and why you’re better than everyone else sitting in the lobby waiting to be interviewed for YOUR job.

4) Ease up on the objective:  The classic resume objective 

Statement you may have been taught before may no longer be the norm. 

You should try using a headline of title statement that quickly identifies a few key facts about your background, strengths and career path.  Under your name and address should come a couple of words or very brief statements that say, “This is what I’ve done, this is what I’m really good at, and this is what I want to do for you.”

For example, a medical sales person with experience is in international sales and marketing, whose strengths are in business development and who specializes in turnarounds and start-ups could write:   “International sales and marketing/business development/turnarounds and start ups.”

Some recruiters recommend that you follow up these statements with a more detailed four-line professional summary to include the number of years of sales experience, medical companies you have worked for and key strengths and achievements.  You will want to be sure to include your degrees and licensures but do not try to mask having a four year college degree. No need to waste your time, the hiring manager’s time or my time.

