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This is what you look like to executive recruiters 
and decision makers

2



In today’s job market… 
a good resume is simply 

not good enough

You need a GREAT resume…

a focused and compelling marketing tool that clearly and 
succinctly markets YOUR VALUE to a specific role 

– one that makes you stand out from your best competition
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Try not to think structurally when you 
create your resume…

Think strategically!

Who is my target market?
What’s most important to them for this role?
What do I have/have done that matches it?

What’s my competitive advantage?
…and what is the most compelling way I can 

present that?
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1 page:
§ Some specific sectors/markets prefer (Silicon Valley, some 

investment banking, etc.)

2 pages:
§ The standard, regardless of industry
§ FILL both pages

3 or more pages:
§ Very sketchy territory
§ Some exec recruiters are ok with 3 pages for the most  

positions
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¡ Take advantage of the “visual centre of the page”

¡ Build a great Profile with a strong Headline

¡ Try to avoid clichés and “resume-speak”

¡ Shorter “chunks” of information better

¡ Highlight…
§ your most marketable qualifications
§ what distinguishes you
§ what you’re known for
§ the expertise and value your target market is buying
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CHIEF FINANCIAL OFFICER
15+ years Fortune 500 Experience

GLOBAL MARKETING DIRECTOR
Specialist in international business development

Americas / Europe / Asia

HEALTHCARE SALES EXECUTIVE
14 President’s Club awards  � Executive MBA Candidate
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¡ You have to qualify yourself in to the new target role
¡ Put EVERYTHING relevant in the Profile
¡ Highlight what you can do for them over what’ve 

you’ve done
¡ Reduce less relevant details throughout the rest of the 

resume / highlight more relevant if possible
¡ Even consider a 1-page resume…relevance and 

impact over volume

¡ “Ideally suited to…”, “Able to...”
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1.  Result or Benefit

Increased revenues 47% over previous year by rationalizing 
the customer base and focusing efforts on tier-1 accounts

Championed a culture shift across the division, improving 
collaboration and creating work environments that encourage 
ownership and reward achievement
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2.  Scope or Complexity

Led operations for a national division with over 30,000 
employees across 800 chapter sites, both domestic and 
international

Project managed up to 20 concurrent development projects 
with full accountability for all project planning, technical 
specifications, budgeting, forecasting, timelines and delivery
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3.  Before and After

Transformed an underperforming back-office operation into the 
#1 service leader with 24-hour turnaround and award-winning 
service reviews

Successfully salvaged a $15M project plagued with delays and 
cost overruns – rebuilt the project roadmap, refocused the team 
and met all subsequent milestones on time and within budget
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Education / Certification (obviously)

Speaking Engagements or Publications (“thought leadership”)

Board and/or Committee positions

Media Appearances

Industry Leadership (eg. FEI)

Volunteer / Community Contributions 

(Personal) – most often omitted at exec levels, achievements best
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ATS – Applicant Tracking Software
Assume ALL companies & recruiters are using them
Tips:
§ Integrate the keywords they’re after (within Experience 

best)
§ Page 1 most important!
§ Synonyms work (all systems understand them)
§ Newer intuitive AI-based systems understand concepts
§ CAN’T read content in headers, footers or text boxes 

(columns get messed up)
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¡ Be consistent with formatting, use ample white space
¡ Highlight to emphasize key text (bold, underline)
¡ Keep it tight, to-the-point, relevant

¡ Stick to standard fonts
¡ Never use templates!
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