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John “Boomer” Stufflebeem, CPMBC, CPBL, DPC Associate

Specialty areas: Executive Leadership, Crisis Mgt, Transition Coaching

From the gridiron (5 yrs) - to the battlefield (33 yrs) - to business (17 yrs)
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Transition is a Process... of Networking

Research shows a career transition takes 11-24 months to land where
you are tI'llly_ﬁl l filled (ref— Forbes Business Council)

It’s not hard to find a job, the challenge is finding the right job for you
(ref— Indeed & SHRM)

Professional life must have purpose to complement personal life (ref-
Harvard Business Review [HBR])

Bottom line - 3_Big Transition Questions to answer (ref- HBR):

1 - Where do I want to live?
2 - Whatdo I wanttodo?
3 - What is my value?




Transition Coaching Model

1. Stock element — Legal Pad
2. Discovery element — Talent Finder

3. Receptivity element — Pyramids

Using the 3-element model to help simplity, clarity, and focus the
Big 3 challenges:

 Where doIwantto live? How does it empower and limit
 WhatdoIwanttodo? What would I do for free

* What is my value [potential earning|? Location & market




Transition Coaching Model
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"~ Element 1

Courtesy - George Crowley, Attorney & Entrepreneur, and Boomer Mentor
The Legal Pad

10
g\ R s







® @
+I
Fleet command
Pakistan deployment
Lebanon deployment

chronological order
Magreb deployment
Sudan deployment

List all the things you .
really liked doing g;\;&étgferatlons

Op Iragi Freedom
and/or were good at 9/11 Joint Staff

{

In reverse

Take it back as far as it EA to CNO #26
Air Wing Cdr
seems relevant to you deployed ODF & OSW
) . . * DEAtoCNO#25
Don’t over-think it, RET S
don’t over-do it deployed

* POTUS #41 MilAide
* Deploying fleet fighter

pilot globally
*  NFLPlayer




* Things you really liked
doing and/or were
good at
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Do corporate work
Be a rent-an-admiral
Separate from family
Forced moves
Subjugate my values
& principles
Work for toxic leaders
Genuflect before the
Congress
Work with others |
don’t respect
Be a political casualty

= 8 years away from home

In reverse
chronological order
List all the things you
really disliked doing,
were bad at, and/or
swore you'd never do
again

Take it back as far as it
seems relevant to you
Don’t over-think it,
don’t over-do it




* Things you really liked
doing and/or were
good at

T
+I

Fleet command
Pakistan deployment
Lebanon deployment
Magreb deployment
Sudan deployment
Navy Operations
Director
Op Iraqi Freedom
9/11 Joint Staff

EA to CNO #26
Air Wing Cdr
deployed ODF & OSW
DEA to CNO #25
CO F-14 Sdgn
deployed

POTUS #41 MilAide
Deploying fleet fighter
pilot globally
NFL Player

{

; 11 deployments

-7
Do corporate work
Be a rent-an-admiral
Separate from family
Forced moves
Subjugate my values
& principles
Work for toxic leaders
Genuflect before the
Congress
Work with others 1
don’t respect
Be a political casualty

= 8 years away from home

4
{
)

f(Be a leader...”

!

“..not a victim”  nm—

* Really disliked doing,
were bad at, and/or
swore you'd never do

again

Healthy relationships

Passion work
ake a diff%)/




“Boomer, this is
obvious... you were
given daunting tasks
with lLittle guidance
and resources and
expected to have
outstanding
outcomes/!’
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“Don’t be seduced
into doing anything
you don’t want to
do. You are in

control now!”




Courtesy -

Transition Coaching Model

" Element 2

Dr. David Campbell, PhD, Center for Creative Leadership,
Leadership at the Peak
The Talent Finder
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Use a “talent finder” e.g., Campbell Leadership Index -
Who am I? What are my talents? What can I do?

Campbell™ Leadership Index (CLI®)

Center for ’//

Creative
Leadership

"

5 Orientations, 22 Scales, 100 Items
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Use a “talent finder” e.g., Gallup CliftonStrengths|Finder 2.0 -

Who am I? What are my talents? How to use them find my work?

OL EXECUTING INFLUENCING RELATIONSHIP STRATEGIC
. e( BUILDING THINKING
‘\ People with dominant | People with dominant | People with dominant People with dominant
Executing themes Influencing themes Relationship Building Strategic Thinking
know how to make know how to take themes have the ability to themes help teams
things happen. charge, speak up, build strong relationships | consider what could be.
and make sure the that can hold a team They absorb and analyze
team is heard. together and make the information that can
team greater than the sum | inform better decisions.
of its parts.
Achiever Activator Adaptability Analytical
Arranger Command Connectedness Context
Belief Communication Developer Futuristic
Consistency Competition Empathy Ideation
Deliberative Maximizer Harmony Input
Discipline Self-Assurance Includer Intellection
Focus Significance Individualization Learner
Responsibility Woo Positivity Strategic
Restorative Relator

4 Domains, 34 Themes
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Transition Coaching Model

Likes/Dislikes + Strengths/Weaknesses...
Now what?

Stock + Discovery... What am I open to?




Transition Coaching Model
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Element 3

Courtesy - Dr. Bryce Lefever, Psychologist to Navy SEALSs
The Pyramids




But, what now...?

Top out? Age out? Burn out?
Redundant? Closed out?
Bought out? Thrown out?

Pinnacle Leader / Elite / GOAT

Journeyman / Middle Mgt

Entry / Apprentice / Rookie




Now...
Look for the opportunity(s) in

this challenging transition
...they are there!

Translate your skills, play to your
strengths, find your passion(s)




Don’t self-limit!

Opportunity is there! C X > Determine where to set your
Can you see it? filters/aperture from this focal
point for what you'd consider
.15t & 2" elements can help




Transition Coaching Model

Taking stock + Confirming strengths +

Setting filters = Map to future work

Bottom line... Translate your skills




Transition Coaching Model

Model Notes

Nuggets from 30+




It's All About NETWORKING...Nuggets

Swallow the ego... Get the word out you'e retiring/transitioning and,
start a journal for this journey.

Create a daily routine to build and strengthen your network and learn
about other jobs/professions... “Make Your Bed.”

Take stock of your network and just say “I'm interested to learn about
what you do and how you came to do it"... NOT... “I need a job!”

Do your due diligence e.g., research online, challenge your network,
ask lots of Qs, check ‘facts’, inquiry over pleading...
- What are the right Qs and how to ask?

Can never start too soon to refine your network (Know, Like, & Trust)!




It's All About NETWORKING...Nuggets

Be diligently inquisitive about the work... not the compensation
(unless compensation is your primary goal).

Appreciative inquiry is key to finding new opportunities.

A trick to opportunities coming your way once you enter the transition
portal is never say ‘no’ but either “not right now” or “tell me more.”

Resources: NFLPA Job Opportunities/Career Development, NFL
Alumni Business Network, pro associations, mentors & friends...

Do you want to work for someone, be an entrepreneur, franchise
owner, service provider, first responder...?

Remote work is fine, but proximity promotes advancement.




Some Other Nuggets

* Resumes will not get you a job... only interviews will! But, you
must beat the ‘screeners’ to get through to the recruiters.

To get noticed faster, easier from other resumes, use an interests
section on your resume to show your passion, particularly outside
of work.

Get smart on how to beat an ATS (Applicant Tracking System)

resume screener bot... 99% of all Fortune 500 Companies use
them to sift resumes.

On average, every corporate job garners ~250 resumes of which
only 4-6 net interviews with usually only one offered a position.




Some Other Nuggets

Create a “vanity title” for yourself e.g., instead of “Navy Captain (o-
6), “Senior Leader,” or “Senior Director of Operations” use “Head of
Operations” or “Executive Leader of Business Operations.”
Perception matters!

Build a vetted list of personal references e.g., former coaches,
bosses, or professionals you admire... people who will vouch for your
talent, work ethic, and team skills.

Football reality is job reality i.e., talent + work ethic + coachability
= roster spot... Applies in business too!

EVERY conversation is interview or inquiry practice opportunity...
use them!




Some More Nuggets

Remember, Headhunters who find you are looking for square pegs to
fill empty square holes... they are not your advocate or agent but the
employer they recommend you for.

Being your own boss - entrepreneur - is the grand trend coming from
The Great Resignation... Great Regret... Great Reengagement!

Be very deliberate in going for jobs with or requiring a Security
Clearance... it can be limiting in both position selection and growth
1.e., promotion.




Still More Nuggets

Take time off to detox from an intense exit to reset for a new job (ref—Sir
Richard Branson)... [ [Boomer] took a year!

Pro bono work can lead to good paying careers.
Consulting can segue to great jobs.

Internships can also convert to terrific jobs.

Focus on ADAPTABILITY over traditional job skills... ability to un-
learn, re-learn, and learn new, resourcefulness, curiosity, flexibility,
accept change... “Al is going to revolutionize work!” (ref—Jeff Bezos plus
many CEOs: Google, IBM, LinkedIn, Amazon, OpenAl, Microsoft, more...)

=  Ref- https://www.aqgai.io/assessments/aqlite




Some Final Nuggets

“A 3-second handshake with eye contact and friendly
expression equals 3 hours of dialogue.”—Psychology Today

“Focus on where you believe you can add value.”—Indeed

“Be yourself, authentic... be positive... be friendly... work hard to
make a good first impression of the real you.”—Heidrick & Struggles

“You have just 7 seconds to make a good first impression.”—Roger
Ailes media strategist & Psychology Today

“You never get a second chance to make a first impression.”
—Oscar Wilde & Will Rogers




Some BEWAREs

Ofters to use your likeness, name, your career reputation... it’s fleeting.
You can't sell your name without selling your soul.

YOU have more to offer than just being a ball player, a sniper, or a
SuppO... “That’s all I know!” is not the correct perspective.

Be wary to jump on the first opportunity offered... take the time to
really consider your offers... it’s better to find the right offer for you.

Don't talk compensation until after you've decided to accept a
position... it’s a separate negotiation.




Some More BEWARESs

* Don' sell yourself short OR under-sell yourself... you are your own best
advocate — YOU are your Agent now — be honest and sincere but be

bold!

* Don'’t dwell on your shortcomings and never volunteer any weaknesses
you think you have... my go to—"I haven't yet figured out how to get
everything done, so I focus on the most important!”

* Don't be negative about anything to potential future employers e.g.,
old team, coach, owner, agent, Player(s), boss, other/previous jobs,
grievances, or divulge confidential information.




Current Wisdom (—Forbes & HBR)

The #1 quality employers look for today in potential employees is
CONSCIENTIOUSNESS

The #1 skill employees are being hired for is ADAPTABILTY

The #1 criterion employers are using now is CULTURE fit

How to sell oneself in (100%) level of effort put into transitions:

40 — Establish TRUST via past & network of references

30 - Listen & ask good Qs to determine NEED

20 - Describe how one can FIT to fill those needs

10 — ASK “In your culture, what is your most successful employee
like so I can know how to be successful here?”




So, what is a good transition?

“Happiness,” “contentment, “fulfillment!” —American Psychological Asso.
What brings happiness? “Afulf lllmg Iife! ” —5-year Harvard study

What is a fulfilling life? “Meaningful relationships + work you
enj oy + making ad ifference ” —Pew Research Center & Psychology Today

How do these measure up to the Big 37 —Forbes Business Council
1 - Where do I want to live? What are the factors for me?
2 - WhatdoIwanttodo? Does it include my passion?

3 - Whatis my value? Determining market & experience factors?

“Survive and thrive to be happy... Are you happy?” —The Boomer
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Having the “gouge” is great but having a coach to walk
the journey with you is best practice. —HBR, et al.

Jim Petersen, Diversified Professional Coaching (DPC)
Dedicated transition coaching expertise (60+):

Email: Jim@divprocoach.com Direct: (817) 307 5851

Dwersmed
IJ‘ Professional
h Coaching, LLC



mailto:boomer@divprocoach.com
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