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Career Coach for Retail Managers who
want to escape retail and land a new,
exciting role which gives them a better
work/life balance and increased
flexibility. Since I escaped Retail in 2018,
I've helped over 200 people do the
same.
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Tom Harris

It's the preferred method for employers to recruit employees. 
95% of the 200 retail managers I've worked with over the last few
years have changed careers through a referral (or with help from
one). 
A referral doesn't have to come from someone you know well.
People will refer you for a role just because they know of your
interest (aka you've registered an interest in doing the role). 

What is a referral?

If you often struggle to find your
desired job on job search websites
it's because that employer is hiring
through the referral process.



In today's competitive job market, employers will interview the top
10% of the candidates that apply for a job. 
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How does it work?

Studies on employers' recruitment habits (and what I've observed
personally) have suggested that referrals are the preferred
method, closely followed by applications via the company's own
website. 
That means that the 10% of people
interviewed will likely be made up
of those that have been referred. 
It's also the reason why job search
website applications rarely get a
look in. 



Let's say 100 people apply for a job. 40 come via a job search
website, 30 via the company's website, 20 from social
media/recruitment agencies and then 10 from referrals. 
Who would be a less risky hire? Someone that has "one-click"
applied on a job search website (that anyone can do). 
Or someone that you can put a face to a name and has been
recommended, and gone to a bit more effort?
The recommendation has the upper hand. 
Do you think an employer is really going to pay someone £30k-
£100k because they "one-click applied" for a job? 
You need to do what 93% of people are not doing!
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Why do employers prefer referrals

PRO TIP...
What sounds better,,, 100
faceless applications or 100
conversations with people that
can give you insight and
potentially open doors you
never knew existed.. 



Connect with people doing the job you want on LinkedIn.
Aim for 140 in total, we say 20 a day as LinkedIn only lets you
add so many people at once. 
Find these people on LinkedIn by typing "job title" in the search
bar. 
If you can get clear on the type of companies that are hiring
this job title then this is preferred and add these companies to
the filter as well.

In this example, I've found at least 12 people that work at my
local council doing the role I want to do. 
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Week 1

PRO TIP...
Don't message people straight
away. Give it a week before you
do. We've all had those people
that message us trying to sell
us something straight after
connecting. Don't come across
like that person!



Try filtering to the job title you want then select the past
experience filter and select several top Retail companies
within your country. This will now bring up people that now
do the job you want but used to work in Retail. These can
be some of the best people to talk to. They will also be
more likely to reply to you because you have a shared
experience (of working in retail). I'm a big believer in
learning from people that have walked the path you want
to travel down. 

Bear in mind that sometimes you might generate results
where someone has just jumped from Retailer to Retailer so
don't connect with these people. Just people that have
made the same leap you want to make. 
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PRO TIP...

There is always
someone that's made
the leap you want to
make. It's your job to

find them and discover
how they did it...



Start reaching out to the people you connected with using the
appropriate template (previous retail experience or not) in the
template section of this guide. 
Aim to message at least 10 people per day. 
Keep a spreadsheet/notepad of the people you contact (see
example below).

It's likely that 1-2 people out of 10 will reply (although the rate
will be higher if you have shared experience). 
Keep track of everyone you message so you know when to
follow up with people. When you follow up your response rate
will be much higher. People were just busy or forgot to get
back to you when you first messaged them. 
ALWAYS FOLLOW UP!
Follow up every 3 working days.
Stop after 3 follow up's (if no response). 
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Week 2

PRO TIP...
Don't form any opinions until
you've spoken to at least 10
people in that industry. I once
had a Retail Escapee that almost
gave up after talking to just one
HR professional that said they
didn't have the experience. 5
more HR professionals later and
they are now in HR...



Continue reaching out and following up with your 140 new
connections.
Aim to set up a telephone call with them to find out how they
made a successful career change into your desired industry.
Don't mention vacancies unless they do. 
Focus on learning from them by asking questions. 
Find out their biggest challenges during their career change.
Also, try and find out the biggest challenge their
industry/company face. 
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Week 3

PRO TIP...
In order to gain the best results
from this guide. I advise you to
reach out to AT LEAST 140
people and follow up with all of
them. Trust in the process and
you won't be disappointed by
the results. 

PRO TIP...
Have you ever been asked for
directions in the street? You
don't refuse to help them, do
you? That's exactly what
networking is. You are just
asking for directions! 



How will these conversations lead to a referral?
You've gone out there and made your interest in this
industry known. When a vacancy comes up, who are
they going to suggest as a possible candidate? Of
course, you! 
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Referral

Speculative Approach

Feedback

What if you don't get a referral? Well, you've just
gained valuable insight into the challenges the
company faces. So brainstorm 2-3 solutions for their
business. Send them an email (you can get hold of an
email address from your contact) and send them
your solutions while enclosing a copy of your
CV/Resume. 

Not only have you opened the door to a potential
referral but you can gain valuable insight from your
new contacts. They can give you insight into what
should be covered on your CV/Resume. 
They can give you insight
on the preferred method
their industry hires people
and what type of
interview questions you
could get asked. 
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Template #1 - Initial Message If They Have Previous Retail Experience
 

Dear [first name],

My name is [your name], and I'm a [job title] at [Retail
Company]. I'm reaching out because you've made the exact
type of career change I'm contemplating. Your experience
making the jump from [their previous retail company] to
[current company] really stood out.

I'd love to learn more about your journey and the challenges
you faced. I know you're busy and time is valuable but if you
have a few minutes to chat, I'd be really grateful.

Kind Regards
[Your Name]



Dear [first name],

My name is Tom, and I'm a Store Manager at Sainsbury's. I'm
reaching out because you've made the exact type of career
change I'm contemplating. Your experience making the jump
from Tesco to Stevenage Borough Council really stood out.

I'd love to learn more about your journey and the challenges
you faced. I know you're busy and time is valuable but if you
have a few minutes to chat, I'd be really grateful.

Kind Regards
Tom Harris
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Template #1 - Initial Message If They Have Previous Retail Experience
 

EXAMPLE


