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About Me 

I am a former Payments and Fintech hiring executive and now a recruiter 

who has worked with hundreds of job seekers, reviewed thousands of 

resumes and LinkedIn profiles, and recruited for top Early Stage, Mid-

Market and Fortune 500 companies.  

 

 

 

 

This e-book distills the real strategies I’ve learned from years in executive search, hiring, 
and coaching candidates across every career stage. These aren’t generic job-hunt tips — 
they’re modern, practical, recruiter-level insights that help you stand out, interview 
stronger, and win more offers. Whether you’re a student, a new graduate, a manager, or an 
executive, these tactics will give you an edge in a competitive market. Let’s get started. 

Please note that much of this publication is based on personal experience and anecdotal evidence. Although the author and 

publisher have made every reasonable attempt to achieve complete accuracy of the content in this Guide, they assume no 

responsibility for errors or omissions. Also, you should use this information as you see fit. Your particular situation may not be 

exactly suited to the examples illustrated here; and you should adjust your use of the information and recommendations accordingly. 

Any trademarks, service marks, product names or named features are assumed to be the property of their respective owners and 

are used only for reference. There is no implied endorsement if we use one of these terms. 

Copyright © 2025 Group W Partners All rights reserved worldwide. 



3 | P a g e  
 

      Table of Contents 

1. Introduction 
2. Resume Strategy That Actually Works 

o The Two Most Important Sections 
o Modern Resume Standards 
o Communicating Value 
o Tailoring Your Resume 

3. Interviewing Like a Top Candidate 
o Smart Questions to Ask 
o Explaining Why You Want the Job 
o Candidate Value Proposition 

4. After the Interview 
5. Phone Interview Tips 
6. Working With Recruiters 
7. Networking: Your Superpower 
8. Diagnosing Your Job Search 
9. Keep Searching Until You Sign 
10. Narrow Your Focus 
11. Stop Over-Analyzing and Start 
12. A Final Word 

 

 

 

 

 

 

 

 

 

 



4 | P a g e  
 

1.        Introduction 

As a past hiring executive for American Express, Dunn and Bradstreet and 
now as a Executive Payments & Fintech Recruiter I have reviewed 
thousands of resumes, coached hundreds of job seekers, and recruited for 
Early stage, Mid-Market and Fortune 500 companies. This playbook of tips 
distills those insights into modern, practical, high-impact job search 
strategies that help candidates stand out in competitive markets. 

This isn’t a collection of generic tips — it’s an experienced recruiter’s 
perspective on what actually moves the needle. 

 

2.          Resume Strategy Tips 

The Two Most Important Sections of Your Resume 

1. Your Career Summary 

A resume summary is a positioning statement, not a biography. It should 
communicate: 

• Who you are professionally 
• What you specialize in 
• Your strongest value drivers 
• 1–2 standout accomplishments 

Example — Marketing Manager 

Data-driven marketing leader with 7+ years scaling B2B SaaS revenue 
through paid acquisition, lifecycle automation, and product-led growth. 
Increased SQL pipeline by 42% YoY and reduced CAC by 18%. 

Example — Recent Graduate 

Business Administration graduate with internship experience in project 
coordination, customer research, and data reporting. Led a 5-person 
capstone project improving campus event attendance by 22%. 
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2. Your Most Recent Work History 

Place this in the top half of page one — hiring managers should never have 
to dig for it. 

Include: 

• A one-sentence role overview 
• 4–6 accomplishment-focused bullets 
• Quantified results 

Example — Sales Development Representative 

• Generated 38 qualified demos per month (top 10% of team). 
• Built outbound sequences increasing reply rates from 4% → 11%. 
• Partnered with marketing to refine ICP, improving lead quality by 

27%. 

The Modern Resume  

(What to Include & Remove) 

Include 

• City + State 
• LinkedIn URL 
• Portfolio link (if relevant) 
• Clean, consistent formatting 
• 1–2 pages max 

Remove 

• Street address 
• Basic skills (Excel, Word, PowerPoint) 
• Overly stylized templates 
• Dense paragraphs 
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Add 

• Skills section with relevant tools (Salesforce, SQL, HubSpot, Figma) 
• Keywords aligned to job descriptions 
• Core competencies row (e.g., GTM Strategy | Forecasting | 

Cross-Functional Leadership) 

Does Your Resume Communicate Value? 

Every bullet should answer: “What changed because I was there?” 

Examples Across Roles 

Customer Service 

• Resolved 45–60 tickets/day with a 97% satisfaction score. 
• Reduced average resolution time from 4.2 hours → 2.8 hours. 

Operations 

• Improved inventory accuracy from 82% → 96% through process 
redesign. 

Student / Intern 

• Led a 4-person project delivering a 12-page market analysis. 
• Presented findings to 30 classmates and faculty. 

Tailor Your Resume to the Position 
(Step-by-Step) 

1. Identify the Employer’s Priorities 

Scan for repeated themes: revenue, customer experience, leadership, 
tools, ownership. 

2. Match Your Bullets to Their Priorities 

Job Description: “Improve customer retention through proactive 
communication.” Your Resume: 
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• Increased customer retention from 78% → 91% by launching 
proactive outreach campaigns. 

3. Add Missing Experience You Forgot to Mention 

If you’ve done something listed in the job description but didn’t include it — 
add it. 

3.    Interview Like a Top Candidate 

Great Questions to Ask 

The Job 

• “What are the top 3 priorities for this role in the first 90 days?” 
• “What challenges does the team want this person to solve?” 

The Team 

• “How does this team measure success?” 
• “What is the team’s communication style?” 

The Company 

• “How does this role contribute to long-term strategy?” 
• “What upcoming initiatives will impact this department?” 

The Interviewer 

• “What made you choose this company?” 
• “What has kept you here?” 

The Process 

• “What are the next steps, and when should I expect feedback?” 

 

Explain Why You Want the Job 
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Example Answer 

I’m excited about this role because it blends customer strategy with 
analytics — two areas I’ve grown in over the past three years. I read your 
recent press release about expanding into healthcare, and I’d love to 
contribute to that growth using my experience supporting regulated 
industries. 

Candidate Value Proposition Interviewing 

Position Your Value with SAR Anchor Examples (SAR Format) 

Situation: Customer churn increased. 

Action: Built a retention workflow.  

Result: Reduced churn by 14% in one quarter. 

Talk About the Future 

“If hired, my first 30 days would focus on understanding your customer 
segments and identifying quick wins.” 

Build Rapport 

Ask about their career path, interests, or challenges. 

Research Interviewers 

Look for shared interests, mutual connections, or relevant experience. 

Prepare Open-Ended Questions 

“What qualities do your top performers share?” 

Reference Past Conversations 

Shows engagement and retention. 
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4.       After the Interview 

Thank-You Email Example 

Subject: Thank You — Great Conversation Today 

Hi Sarah,  

Thank you for the conversation today. I enjoyed learning more about the 
team’s goals, especially the focus on improving customer onboarding. 
Based on what you shared, I’m confident my experience reducing 
onboarding time at Acme Software would translate well here. Looking 
forward to next steps. 

Tim 

Follow-Up Example (After 5–7 Days) 

Hi Sarah,  

Hope you’re having a great week. I wanted to check in to see if there were 
any updates on the interview process. I’m still very excited about the role 
and would love to continue the conversation.  

Thank you again,  

Tim 

 

5.   Phone Interview Tips 

• Print your resume and job description. 
• Stand while speaking — it improves vocal energy. 
• Smile while talking — it changes your tone. 
• Keep water nearby. 
• Have 3–4 anchor stories ready, using a SAR format. 
• Write down the interviewer’s name. 
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6.              Working with Recruiters 

Recruiters fill roles for clients— they don’t find jobs for people. Target 
recruiters who specialize in your industry and function. 

Example Outreach Message 

Hi Sarah,  

I saw you recruit for biotech startups in Seattle. I’m a project manager with 
4 years supporting clinical operations and cross-functional teams. If you 
think my background aligns with any roles you’re working on, I’d love to 
connect.  

Thank you, 

 Tim 

 

7.  Networking: Your Superpower 

Networking isn’t “playing favorites” — it’s risk reduction for employers. 

Practical Networking Moves 

• Message 5 new people/week 
• Reconnect with former coworkers 
• Join industry, trade and alumni groups 
• Attend virtual meetups 
• Comment thoughtfully on LinkedIn posts 
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Example Outreach 

Hi Alex, 

I saw your post about scaling customer success teams. I’m exploring roles 
in that space and would love to hear about your experience if you’re open 
to a quick chat.  

Thanks so much,  

Tim 

 

8.        Diagnose Your Job Search 

What’s happening What’s broken What to fix 

No interviews Resume, targeting, keywords Tailoring, metrics, clarity 

Interviews but no offers Interviewing skills Storytelling, confidence 

Offers but low salary Negotiation Market research, value framing 

 

9.    Search Until the Written Offer 

Stopping after one great interview is a gamble. Keep applying until you’ve 
signed an offer — ideally until you’ve started the job. 

More options = more confidence + more leverage. 
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10.       Narrow Your Focus 

You’re not limiting yourself by being specific — you’re increasing your 
odds. 

Example Focus Statement 

I’m targeting Customer Success Manager roles in SaaS companies with 
50–500 employees. 

Employers love clarity. 

 

11.   Stop Over-Analyzing and Start 

The only guaranteed way to fail is not to start. 

Small Steps 

• Apply to 3 roles/day 
• Message 2 people/day 
• Schedule 1 informational interview/week 
• Update one resume bullet/day 

Momentum beats perfection. 
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    Closing Summary:  

Your Path into the Yes Pile 

After years leading hiring for American Express, Dunn and Bradstreet, and 
now recruiting for high-growth Payments and Fintech companies as 
Managing Partner of Group W Partners, I’ve seen one truth repeat itself 
across every market cycle, every industry, and every level of seniority: 

The candidates who win aren’t always the most experienced 
— they’re the most prepared, the most intentional, and the 
most strategic. 

This guide was built to give you those advantages. 

You now have the same insider frameworks I’ve used to evaluate 
thousands of resumes, interview hundreds of candidates, and help 
companies hire the people who rise above the noise. If you apply these 
strategies consistently — even imperfectly — you will stand out more, 
interview better, and convert more opportunities into real offers. 

 

What to Carry Forward 

• Your resume is a positioning tool, not a biography. Lead with 
clarity, value, and measurable impact. 

• Your interview performance is a story, not a Q&A. Anchor your 
value with SAR examples and forward-looking thinking. 

• Your network is your multiplier. Every connection reduces 
employer risk and increases your visibility. 

• Your job search is a system. Diagnose what’s working, fix what’s 
broken, and keep moving until the ink is dry on your offer. 

• Your focus is your advantage. Employers respond to candidates 
who know exactly what they want and why. 
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A Final Word 

At Group W Partners, we believe great careers are built through clarity, 
preparation, and momentum — not luck. Whether you’re a student breaking 
in, a manager leveling up, or an executive navigating your next chapter, 
these strategies will help you move with confidence and intention. 

You don’t need to be perfect. You just need to start — and keep going. 

If you ever want deeper guidance, personalized feedback, or support in 
your search, you can always find resources, insights, and ways to connect 
at: 

www.GroupWpartners.com 

Here’s to your next interview, your next offer, and your next breakthrough. 
Now go break into the yes pile. 

 

 

 

 

This e-book contains proprietary guidance, strategies, and insights developed through years of professional recruiting 
and executive search experience. It is intended solely for the individual purchaser or reader. No portion of this 
publication may be reproduced, distributed, or transmitted in any form without prior written permission from the author 
or publisher. 

The information provided is for personal use only. Any unauthorized copying, sharing, redistribution, or use of this 
material — including posting, publishing, or incorporating it into other works — is strictly prohibited. 

While this guide is designed to support your job search, interviews, and career development, any reliance on the 
information by individuals other than the intended reader is not authorized. 

© 2025 Group W Partners. All rights reserved worldwide. 
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