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All workers find it difficult to get work in 
the current climate.
They all face a difficult market – and they 
all have to sell themselves. 



What are the particular barriers that 
make it difficult for older clients to get a 
new job?



TECHNOLOGY & SKILLS

• Computer Naïve – came to computers late 
and mostly self-taught

• Qualification Lean – statistically less likely to 
have higher/any qualifications

• ‘Niche’-Specialised – skills may be outdated 
or have become generalised.



OTHER AGE ‘BARRIERS’

The biggest one is that the employer probably 
has a pre-conception – an image – of the 
successful candidate. Likely to:

• Have done a similar job for two years;
• Be well qualified;
• Be younger than they are.

Some will be resistant to employing their Mum 
or Dad!



Barriers of the 50+ themselves

• The Avuncular Approach – ‘patting the heads’ of younger 
(female) interviewers.

• Big Company Syndrome – “smaller companies like yours ….”

• Lacking Enthusiasm /Positiveness/Motivation – just 
appearing world-weary and tired. Given up.

• Unrealistic Expectations – Local job, shorter hours, less travel 
and the same salary.



WHAT CAN WE DO?
Broadly …..

• Help them understand the skills that they do have.
• Encourage them to update – particularly their 

computer skills.
• Continue to exert pressure on organisations to 

recognise experience, not just quals.
• Encourage schemes that ‘retrain on the job’.
• Get them to start to understand how the job market 

works – and how they can market themselves.



WHAT CAN WE DO?
More specifically ……… .

FIRST, give them TIME

• To change and unlearn what has worked for them in 
the past.

• To become confident networkers

• To regain/retain their motivation

• To get more realistic about their situation



First Time

• Check their realism: “What are you looking for? What 
are you selling? What is going to make it a difficult 
sale?”

• Get them to assess not only their Transferable Skills 
but which of those they can ‘sell’ – their Saleable 
Skills

• Get them to start to build a Contact List.



Marketing Themselves : A - D

A = Adverts

B = Bureaus ( JC+, Agencies)

C = Contacts (networking)

D = Direct Approaches

(Self-Employment)
•
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• REACTIVE                                            PRO-ACTIVE
Jobs looking for People People looking for jobs
� CV based                                          Person Based  
• Person must fit spec                         Job moulded to person
• Larger orgs                                       SMEs
• Formal process                                 Informal
• Inflexible                                            Flexible
• 1 of  100+                                         Maybe only 1

• Get them to start to think “Pro-Active” not “Reactive”



Marketing Themselves

• Talk to them about the A – D of self-marketing.

• Get them to start to understand how the job market 
works – and how they can market themselves.



Their plan.

• Respond to ADVERTS where they are an excellent 
fit.

• Work with BUREAUS (JC+ and AGENCIES) who 
show an interest in them.

• Develop their CONTACTS network.  Use this chance 
to find old colleagues / work mates.

• Use targeted DIRECT APPROACHES after 
researching companies, particularly SMEs.



Marketing Themselves

Get them starting to think what job/work
they are seeking:
• Do I want the job?
• Can I do the job? (if I started on Monday)
• Can I GET the job?

- meet any entry criteria.
- market themselves into it.

Research the job market/vacancies/companies



The CV

• Develop with them a CV that ‘shouts’ the job they are 
after.

• If necessary produce more than one CV.

• ‘Detune’ the CV if they are going for a lower level job.

• Keep it short and miss out irrelevancies.  Concentrate 
on the last 10 years.



GARETH SOMEONE

2 Feltham Road

Battersgate

Reading RG51 4GS

Tel: 01189 708968     Mob: 07771 450099

email: gareth.someone@yahoo.com

An experienced Van and Lorry Driver, with a Class 2 licence, who 

has been driving for more than 20 years, with a background as a 

BT maintenance engineer.



RELEVANT SKILLS AND EXPERIENCE

� Obtained Class 2 Driving Licence in 2008.

� Have driven 7½ tonners, Transits and cars commercially since 

1988.

� Working for Direct Vans delivered parcels within the Thames

Valley.

� Working for AutoHave, delivered repaired cars back to 

customers. Picked up courtesy cars.

� For BT and Holyoak, drove a Transit Van for over 19 years while 

maintaining and repairing the telephone network, within the 

United Kingdom and Eire. 



BRIEF CAREER DETAILS

2007 – Now Short term contracts through Direct Vans and 

Camelot Recruitment

2005 – 2007 Holyoak Network Solutions, Faultman / Jointer

1988 – 2005 British Telecom, Telephone Engineer

1984 – 1988 Acumen, Engineer

1982 – 1984 PZH, Wireman

PERSONAL DETAILS

Nationality: British

Status: Single, no children

Education: Fingals Cave RC School (‘79 – ‘84)

2 ‘O’ Levels, 5 CSEs

References available on request.  





Marketing Themselves

Their aim …..

TO GET MEETINGS

(interviews, but also over a cup of coffee or in the 
pub, through contacts or direct approaches)

Help them by giving them interview practice, ideally with 
CCTV.  Show them hoe they come across.



Also to help themselves:

• A chance to develop their IT skills if they are limited.

• Get training in networking skills and making direct 
approaches.

• Do some voluntary work.

• Developing their Transferable and Saleable Skills is a 
priority. Otherwise they need to be sure there is a job 
at the end of expensive training.



The Really Hard Ones!

How can we help those who are not only old, 
but have other issues as well?

• Time off with stress depression or some other 
mental illness.

• A physical disability that stops them doing 
what they did before.

• No focus to their career, so that they have 
had a long time off work (no real quals or 
experience)



They need your help:

• To remotivate themselves, and build their 
confidence to sell themselves in the job 
market.

• To assess their skills and experience in depth 
and to help them determine a realistic way 
forward

• To gain experience and credibility that 
employers will buy – through voluntary work 
or job placements



They need even more of your help!

• To refocus their approach so that they know 
where they are going – and want to go there.

• To develop a CV and application forms that 
really sell them.

• To help them get accreditation for experience 
they have got, but never had the ‘ticket’



JOB CLUBS

• Who is it for?

• How will it be run?
• How often?

• How long?
• Where? Car parking?

• What format?



READING JOB CLUB

• Weekly, Wednesday 13:30 – 16:30

• Three 15-session terms
• Break at Easter, August and Christmas

• Coffee, Tea and Biscuits
• Half-hour “Club Catch-up”

• One hour: Presentation 
• Remainder: normally 1:1 time


