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ALLAN CHERNOFF, CNNfn ANCHOR, YOUR MONEY: Want to make more money for your hard work? Don't we all. And often getting a raise has more to do with your communication skills than with your job performance. So how should you go about asking for a raise?

Well, joining us to answer that important question is Thomas Zweifel. He's CEO of Swiss Consulting Group. He's also the author of the book "Communicate or Die." 

Boy, that sounds like a dire title, Tom.

THOMAS ZWEIFEL, AUTHOR, "COMMUNICATE OR DIE": Fairly dramatic.

CHERNOFF: Yes. Why the title?

ZWEIFEL: Well, I believe that communication can really handle anything. And if you don't know how to communicate now, if you don't know how to listen or speak effectively, you will just run into big trouble, and it can cause even wars, it could cause divorce, it could cause lawsuits.

CHERNOFF: And it could cause you not to get the raise you want.

ZWEIFEL: Exactly...

CHERNOFF: So how do you...

ZWEIFEL: ... (UNINTELLIGIBLE)...

CHERNOFF: ... speak correctly in order to get the raise that you do want?

ZWEIFEL: OK, the first thing that I would say is that you have to realize that it's an ongoing process. You cannot rely on one single communication and say, if I have this brilliant interaction with my boss or my employer or the decision maker, then I will get this raise. I see it as an ongoing process, where you go through several steps, a whole sustainable campaign, almost.

I think we'll see a pyramid in a moment where you walk through relationship, vision, strategy, and action.

CHERNOFF: Does that basically mean...

ZWEIFEL: (UNINTELLIGIBLE)...

CHERNOFF: ... that you gradually tell your boss, communicate to your boss, your accomplishments?

ZWEIFEL: Yes, one of the things you would do is, you would keep a log of your accomplishments. And you try to make them as quantifiable as possible so that you can at any time, when the time comes to make the pitch, that you have a real rationale for while you're valuable to the company and why you deserve that raise.

CHERNOFF: So basically, you track your accomplishments...

ZWEIFEL: That's one of the...

CHERNOFF: Keep a record.

ZWEIFEL: (UNINTELLIGIBLE)...

CHERNOFF: Be a good record keeper.

ZWEIFEL: Exactly, exactly.

CHERNOFF: How else?

ZWEIFEL: Well, there's a big part in the communication that actually starts before you even open your mouth, and that's the listening part. Many people barge in -- and I'm going to insult us in the U.S. a little bit. We tend to be very broadcast oriented, very communicated oriented, the speaking part, and forget about the listening, forget about what comes before you even make the pitch.

How do you listen to them? How do you find out what vision they have? How do you find out why they need you? How do you find out whether they need you, or whether they have a backup, they can get other people who don't need the raise, for example?

So the listening plays an enormous part in the negotiation.

CHERNOFF: And I see, and you also need to listen to know when the proper time is to ask.

ZWEIFEL: Exactly. It's -- the timing is probably everything. And if you do an ongoing campaign, if you do it almost year-round, then you can choose the right time. You're sitting almost in front of the mousehole, like a cat, and you strike at the right moment.

CHERNOFF: So when is the right time?

ZWEIFEL: I think today is the right time. I think your timing is impeccable. I think Kirk, just a moment ago, said that this is a good time to ask. The time between the years is the time when corporations make the budgets for the next year, they make the plans for the next year. It's a perfect time to now sit down with your manager or with your boss and say, I would really like to have a 10 percent raise. How would I go about that? How would you go about it if you were me?

CHERNOFF: Right. But, of course, I would imagine the circumstances depend upon your -- what's happening in your company.

ZWEIFEL: That's, of course, always true, you have to...

CHERNOFF: And so many people...

ZWEIFEL: ... (UNINTELLIGIBLE)...

CHERNOFF: ... are hearing, and have heard for a long time, Oh, things are really tight, and they see people being laid off left and right, and they're the survivor. So how do you then feel that you can ask for a raise?

ZWEIFEL: Well, I did some research before I came here, and the numbers are pretty encouraging. According to the Bureau of Labor Statistics, the banking savings and loan industry increased by 12 percent, 12.5 percent, aircraft manufacturing by 9.2 percent, finance by 7.3. So there is encouraging numbers. Even the service industry, which is the worst performer, grew by 3 percent, their compensation packages.

CHERNOFF: So these are compensation packages you're seeing, and this is for, for what, for last year compared to the year before?

ZWEIFEL: This would be as of the end of September for the last 12 months.

CHERNOFF: For the last 12 months? Not bad. I mean, that certainly does top the rate of inflation and all the statistics that we see out of the government in terms of the average increase. So somebody is doing something right here.

ZWEIFEL: I think so.

CHERNOFF: Good. So what would be the mantra that people could keep in their mind as they plan for asking for a raise?

ZWEIFEL: I think the mantra should be, stand in the shoes of the other person. If you can stand -- instead of being worried or obsessed or concerned about how it is for you, try to stand in the shoes of the employer. Try to see where they are, what they need, what their vision is. Why do they need you?

And if you can stand there, you will be a brilliant negotiator. In fact, that's the biggest mistake that negotiators make in any negotiations, is that they fail to see the other side.

CHERNOFF: Excellent. OK, well, our viewers will have a chance to chat with you a little bit later on.

ZWEIFEL: Thank you very much.
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ALLAN CHERNOFF, CNNfn ANCHOR, YOUR MONEY: Hello and welcome back to YOUR MONEY. The show that helps you make it, manage it, and spend it. I'm Allan Chernoff, sitting in for Ali Velshi. In today's Money Talks segments, jobs. We're joined by Dale Klamfoth with Outplacement Firm DVM, and Thomas Zweifel. Author of "Communicate or Die." He's also the CEO of Swiss Consulting Group. They're taking your calls today and the number, of course, is 1-800-304-3638. So just give a buzz, and you can also reach us via e-mail. So before we turn to the phones, gentlemen, it seems everybody agrees networking is the way to go. That's basically what I was taught in college, I mean you want to always have a good network. But it is difficult, because everybody's so busy at work, and I mean, sure you have your friends, you have some circle, but to really be constantly being in touch with people the way that you are suppose to according to the textbook, that is so hard. How do you pull it off? 

THOMAS ZWEIFEL,CEO, SWISS CONSULTING GROUP: You know, if you make it a daily routine, or a daily discipline, like flossing your teeth, you just keep creating the relationships that you need to the decision makers and to your boss that will then allow you to build a larger accomplishment with them including getting a raise. I know that it's not natural to us in this culture, in the western culture, we're not geared towards deepening relationships naturally, so we always jump right into the vision or into the action, but if we can make that a part of our lives every day, I think we will build much, much greater accomplishments.

CHERNOFF: It seems to me that a lot of folks are just so busy on the job, as we've been saying, their colleagues have been laid off, they've been given more work to do in less amount of time --

DALE KLAMFOTH, REGIONAL VP, DBM: Technology can help us here, that's the great thing today. The information moves so easily, so efficiently, e-mail, and we have a saying that instead of six degrees of separation today, it's more like two. So it's actually -- sure, everybody is busy, but it's not any more difficult than it has been in prior years.

CHERNOFF: OK, you're saying technology, and when I think of technology, I think of e-mail, right? Shooting the e-mail off. Now, at the same time at work, generally you're working with the company's computer.

KLAMFOTH: That's right.

CHERNOFF: What are the dangers here?

KLAMFOTH: Well, you certainly have to be careful but the thing about networking, at least as I practice it, is often a company activity -- I'm always interested in hearing about good people who might be available, so it's -- the lines are a little bit blurred there, but it's good to know who might be available and for what.

CHERNOFF: Now, Tom, you're sort of an entrepreneur, you're on your own in a sense?

ZWEIFEL: Yes, with 15 people.

CHERNOFF: Not part of a great big organization.

ZWEIFEL: Right.

CHERNOFF: So in that situation it's a little different, but I would think even you need to do networking maybe for clients and business.

ZWEIFEL: All the time, basically there are certain tools you can use. One of the things I do, this is kind of a secret, but I ask people when their birthdays are, and I send them a note on their birthdays. Remember how we talked earlier about how it's an ongoing sustainable process, it is not a one-time event to get a job or a raise. If you constantly cultivate your relationships and make people feel that you really do care about them, then when it comes time to ask for something, they almost owe you a favor.

CHERNOFF: That's very smart, that's actually a very organized way to --

ZWEIFEL: It's the Swiss way.

(LAUGHTER)

CHERNOFF: Like clockwork, right?

ZWEIFEL: Exactly.

CHERNOFF: So is it in Switzerland, is it much more common that people are doing these sorts of things and more networking too? That's not necessarily the image Americans have of the Swiss.

ZWEIFEL: Not necessarily, but if you look at the two countries -- this is in my other book called "Culture Clash" but the U.S. is a very large markets where there is a pier it more anonymous, and I could basically betray you and then move to Vegas and change my name. In Switzerland it's such a small entity, that you can never have a bad relationship with anybody, because they will throw you out of the game. So you need very good relationships. In other countries like India, it's even more extreme. You have to have really good relationships, because they have less structure, less institutions that allow you to get the job done, so you need to rely on the loyalty of people.

CHERNOFF: Very well, Tom and Dale we'll be back with you in just a moment. Stay tuned.

(COMMERCIAL BREAK)

CHERNOFF: Welcome back. We are talking about landing jobs and if you are looking for a job, you know of somebody looking for a job, give us a ring, 1-800-304-3638. Our guests are Thomas Zweifel, the CEO of the Swiss Consulting Group and Dale Klamfoth of Drake Beam Morin, and we are also in an environment where people have been hunting and hunting and it just seems to take so much longer than it used to. Dale, what's going on now?

KLAMFOTH: Well, the DBM recent survey on this because we are curious about it, shows that about 76 percent of our clients are taking between four and six months. Then a 12 percent group taking less than three, and then another 12 percent taking more than that, seven to eight months.

CHERNOFF: Is that longer than it used to be?

KLAMFOTH: It is. It's grown about two months, now age is another factor that tends to add time. But the most important thing that people that are looking for jobs, can keep in mind is it depends on the amount and quality of effort. So looking for job really is a full-time job, and people don't do it that way typically. They tend to wait for something to come to them or they're looking at one job opportunity at a time and that's not wise in today's market.

CHERNOFF: You have to think broadly.

KLAMFOTH: That's right.

CHERNOFF: Well, that brings us to an e-mail that we've received. This may touch on that very issue, we have somebody writing whose 50 years old, recently laid off from a major telecommunications company. Thirty-one years of service as a sales and service associate, hoping to find something in human resources, and wanting to know, how realistic that is to find that? And also writing that, as a bachelor's of human services and resources, so has a B.A. in that area.

KLAMFOTH: Excellent, well, it's two important things that go without saying. But I should I mention them anyway. Certainly you should not mention 31 years of experience that might be too much. Should not mention 50 years of age. The resume should highlight things that are transferable, selling, of course, is transferable in human resources, as recruiting, so one of the things I would look into is recruiting or staffing positions perhaps even in the consulting environment with a search firm. As employment begins to pick up, companies will turn to those firms to hire people. I would look at those firms first rather than a corporate position.

CHERNOFF: But you say don't mention your age, you shouldn't say when you graduated from college, for example?

KLAMFOTH: No, people have a tendency to discriminate against themselves by over communicating that kind of information. Today, it's really not about your age or your amount of experience. It's about the currency of your skills, how current are your skills, and how much energy you have, and not how old you are.

CHERNOFF: Very interesting, at what point would you say age maybe becomes a disadvantage? Can we put a number on that?

KLAMFOTH: Well you know Colonel Sanders worked until he was about 93 I think, so, you know, I have a saying, and we at DBM really believe that if someone wants a job, there's a job for them out there. It just really depends on that level of passion about working.

CHERNOFF: OK, how do we make sure that our skills remain current? This is not just a matter of taking a new computer class, right?

ZWEIFEL: Right, I would constantly have a vision in front of me of who I want to become. I would study the industry, study the companies I want to work for, see what skills they need, what skills are in demand, and then I would build those skills. I would even ask my manager in my current job how could I benefit from educational opportunities that the company offers. For example even if they decline a raise right now, I could still get advancement opportunities through building my skill set and maybe going to association meetings, joining as a member.

CHERNOFF: Well, Tom that's a very good point you bring up, because during tough times, many people return to school. They say let me bulk up my education, maybe get my MBA or a degree and then once e get out, hopefully the job market will be a lot stronger. Is that a good approach?

ZWEIFEL: Well, you can always do that that is always an option. Especially if you're willing to work on weekends and the nights. I used to do that. I got a master at Columbia while working full time, got my PHD while working full time. So it is possible. But you know I'm single, so that's a different question.

CHERNOFF: Maybe good for your job future, but not for your marriage potential?

ZWEIFEL: Exactly. But if you can, talk to your manager or to decision makers in your company and see whether they might be willing to sponsor you for a course. If the company endorses it and sponsors it, then you have a good chance.

KLAMFOTH: It's often a myth, though, that more education would be helpful to find a job. It's a natural myth that skills come from school, not from life. So it's important that you really examine what you want to do and what is required. I mean, I know a lot of people that went to law school, because that was the thing to do, only to find they absolutely did not want to litigate, did not want to practice law, so it's important to focus on what the outcome should be before assuming that you need more education.

CHERNOFF: Interesting. Let's turn to the telephones. We have a call from Jad in California. Go ahead Jad.

CALLER: Hello, I wanted to know how I can break into the down market. I came from abroad, and I have a bachelor's degree in business administration. Like people just think that I'm too young.

ZWEIFEL: To young?

CHERNOFF: Well, how old are you?

CALLER: 24.

CHERNOFF: OK, why would being 24 be a problem?

CALLER: Because I'm Asian and I'm a little small for my age, for my size.

CHERNOFF: OK.

KLAMFOTH: And I'm assuming you have the right to work in the states.

CALLER: Oh, yeah.

KLAMFOTH: So that's not the issue, that is interesting and I'm assuming you have some work experience from -- since you've been out of school?

CALLER: Yes, actually I have experience here in the banking industry, and some accounting work in another company as well. It's just that I -- when I send out my resume notice a days, I really don't get any response.

KLAMFOTH: That's probably not to do with your age. That's not unusual for anyone, sending resumes is not a very productive exercise. Again, I would recommend use a comprehensive approach, certainly mailing resumes, but how are your network contacts in this country?

CALLER: Very small.

KLAMFOTH: OK, I would recommend you work on expanding that, starting with the people you know, and asking for referrals to people that they know to build your base of contacts. Additionally, it's important that you try to join some social circles, some professional organizations that might be appropriate; perhaps some alumnae organizations of schools that you have attended that have resident alumnae here, and really begin to broaden your contact base. I think you'll find that helpful.

CHERNOFF: Very well. Let's turn to Leslie in Vermont. Go ahead, Leslie.

CALLER: Yes, actually I have a similar situation. I'm 28 years old and I'm just trying to be taken seriously in the financial world. I have been in banking for some time now, but I'm trying to be a financial adviser, and it seems like I'm running in circles. What would you suggest?

ZWEIFEL: I would exactly agree with Dale. I would build systematically my network of relationships, I would expand it, I would join professional associations, join alumnae associations, build on the friendships you have, just expand and expand, and make that a major part of your daily life. I agree with Dale, don't send out resumes. Cold calls are just not going to cut it.

CHERNOFF: These are great suggestions, no question about it. They also sound like long-term solutions. A lot of folks wonder, especially in this environment, should I just take a job to have a job? Sometimes obviously you need to, but if you don't need to, should you?

ZWEIFEL: Yes, I think in Jad's case that might be necessary. If you are 24 you come from another country and you don't have the relationships that you need to build, you might be just take a job that's sub par, but you can build from that. You don't have to stop there, you can keep building for the vision that you have for the future.

KLAMFOTH: However, it is very difficult to look for a job when you have a job. We recommend that, obviously practical things must take precedence, and you must have food on the table and be able to pay the rent, but if you take a position, at least see if there's an opportunity to grow within that organization or that there's somewhere that that is going to - that experience is going to be meaningful, because it is very difficult once you're employed. On the subject of being taken seriously, of course, Tom was earlier talking about how one communicates. It might be appropriate to check your -- not only the way you communicate, but how you look. Do you look like a serious businessperson? Do you dress like a serious businessperson? And do you communicate, don't you agree?

ZWEIFEL: I would agree with that. I would work a lot off communication skills. Maybe that's my bias as a communication guy, but the way you listen to people rather than just broadcasting your skills or broadcasting how great you are, by listening, you get so much more intelligence from the employers that you meet or potential employers or from friendships, so if you can listen and ask questions, and say where do you want to go? What do you want to be? What's your vision and how could I be useful in that? I think you'll land a great job.

CHERNOFF: On to Dan in California. Dan, welcome to "Your Money" go ahead.

CALLER: Thank you, it is a wonderful show as usual, and I hope you bring both the guests back.

KLAMFOTH: Thank you.

CALLER: Let me ask you a simple question. Right now it seems like the pendulum has swung in the employers' favor, do you see in the next 18 to 24 months, where a lot of people will getting out of school that possibly the economic pendulum will swing more toward the generation x and generation y people in the job market because a lot of baby boomers will be retiring? I would like an opinion from both the guys.

ZWEIFEL: I think that is your department.

KLAMFOTH: Well that's an "it depends" answer. The baby boomers, myself included, are aging, but they also are needing to work longer, depending on what's happening in their portfolio, and they're also living longer, they're healthier and so forth. I don't know that I would look at that too seriously. The pendulum may swing, but it's going to -- I think we were talking before the show, swing rather slowly, but that shouldn't be discouraging to you. Be creative, really go after what you want, put a lot of energy and time into it, and I think you'll get results.

ZWEIFEL: I agree with that. I would say the American culture is so exciting, because the individual counts. So what the statistics say, that's one thing to notice, and it might swing in that direction after generation y and x, but the important thing is what you can do, and who do you know and how is your relation to your boss? I think that's what's in your favor. And you can always make a difference that is the outlying against the statistics.

CHERNOFF: We'll be back with more of your calls and emails in just a moment. All about the job search. Stay tuned.

(COMMERCIAL BREAK)

CHERNOFF: We're back with Dale Klamfoth and also Thomas Zweifel and we're talking about jobs and how to land one. And gentlemen, we've been talking about how to go about networking. We hear that phrase all the time but what exactly does it entail, Dale?

KLAMFOTH: Well, I think people assume that networking means you call everybody you know and friend

