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INTRODUCTION
Here are the 6 moves to Checkmate your

Career:

You come in early and stay late.  You network and relationship build.  You get face time
with the power people, but you can’t seem to move forward, up and toward the payload
position, what gives?  Problem is you really don’t have a plan.  

For those who believe they do, the plan is too vague.  Your plan goes something like this: 
I’ll talk to XYZ, get moved to QRS project, show my skills, connect with the client, be
mentored
by ABC and then 12 months from now, I’ll be chosen for IOU. Well, that my friend is the
plan of the past.  That is the plan pre-COVID; pre-recession as well. 

The plan “pre” all of our understanding of knowing the big picture, not just within our
office or the company but how the big picture of the economic landscape effects
everything; Including your move forward and up. I do think COVID has helped everyone
see how the Big Picture directly connects to them.
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1. KNOW YOUR POSITION. 
 Not your title or department or your office political
status; I’m talking about you and the bottom line. 
Your moves don’t matter if you aren’t clear about
where you are.  Let me give you an example. The
Admin assistant, if she’s working for a low-level
manager, her best direction is toward skill
enhancement and connecting to the “power admins”
of the Partners, Principles and Directors.  She’s not as
close to the decision-making money wheels, but she
could still power move herself by working herself like
she is.  She can create a greater connection by shifting
her low-level manager to a higher productive level
with her skills.

 If you are just another drone in the sea of
workers, don’t lose hope. Knowing your position
where you are and how it connects to the bottom line
will help you orchestrate your move. Be open to
moving someplace else, as well. Mapping out your
position in the company you currently work for will
also help you leverage a move to another company.
You’ll be better equipped to sell yourself if you know
where you stand in relation to the bottom line, not in
relation to other employees.

2. Fill your weaknesses with others.
Let’s talk in truth. What skills are your strengths and
what skills are weak? You may be the best at statistics
and working out projections but be timid when it
comes to presenting to the client. Yes, you can work
on this and strengthen this area. In the meantime, why
not connect and partner with the person you know
who is great at client facing. Time is money, as they
say, so while you’re working on yourself you also need
to get yourself seen in a positive bottom line building
light.  
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Partnering with someone who fills the places
where you are weak is a fast way to do that.
It’s a win-win for both of you. Maybe it won’t just
be one person; add a networker, finance
numbers person, PowerPoint expert, and the like.
The easiest way to dim your weaknesses is not to
hide them but to shine a light on those areas but
in someone else who is working on your team.

3. LOOK OVER THE LAND.
Talk about a bird’s eye view. Looking over the
land seems like a large undertaking, but it’s
absolutely necessary if you are going to get
yourself to a position where you are the obvious
choice. Look at the company where they are
trimming people as well as product. Watch the
direction, or even non-direction they are
speculating for the new fiscal.

Now, do the same thing for a company
which you would like to work in. In
doing this, don’t just look at their
projections but also look at what the
market appears (it’s like magic so how it
looks today may not be close to how
it looks tomorrow) to be doing. Go onto
a few job sites or consult with a
Headhunter, watch what your current
position is turning into. Are the skills
different? Have they added or taken
away functions that used to be a given?
Look at places you wouldn’t normally
think have someone who does what you
do; in this current climate a lot of
companies who have survived for years
without your position may now be
realizing how critical it is.
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Every company is tightening their
belts; money, staff, products, and
footprint. This doesn’t mean there
aren’t some positions to be filled. This
is where the years of building a
network come in. Now is the time to
reach out and re-connect. Find out
how others are doing and what others
are doing. How are the companies
they work for shifting?

If you haven’t been on LinkedIn in a
while, or you’ve been on but have
not done anything with your profile in
about 5 years, now is the time to
update. Add some new skills, invest in
a good profile picture and ask for
some recommendations.

You’d be surprised how many
people get tapped on the
shoulder from LinkedIn. 

Remember, nobody likes to read
so be as concise and clear as you
can without sacrificing the things
you learned companies are
looking for in item #3.

5. NEVER STOP GROWING.
I know, you’ve heard this a million
times. Grow your skills, soft and
hard, grow your network, but
what about you. When was the
last time you grew yourself? Most
of us are teleworking and are only
being viewed from the upper
body up to the tip of your head,
but appearance still matters. 

4. FIND THE LOOPHOLE
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Are you still rocking the same haircut
you had when they hired you? Are
button up shirts really all there is?
What about your make-up? Jewelry
and accessories? What about the room
you’re working out of? It’s not still
assembled the way it was when you
moved in? What about some new
curtains? Or a bookshelf? No money
for new items, how about changing up
the items you have? Move them
around from one room to the other?
You’d be surprised how changing
how you look for work and room décor
can add to your value. 6.  MAKE A MOVE.

It’s always easier to find a new job
when you have a job. No one has
been able to explain why this is true,
but it is. Don’t be discouraged if you
don’t have a job right now, COVID
strikes again, due to the current
market fining something in the next 3
to 6 months and it won’t be a negative
against you. If there is a place in your
current company where you see
yourself bringing value then now is
the time to make your pitch. No one
can talk better about you than you.
Schedule a meeting, make a call and
speak it into happening.
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If the place you see is not at your current
company, be discreet but don’t allow fear of
someone finding out keep you from making a
move.

This is where your networks come in, you may
not know someone directly but a friend of a
friend of a colleague may know someone. With
everything happening and not happening right
now, don’t hesitate. Now is the time to make it
known where you want to be and what you want
when you get there. 

What you don’t realize is, sometimes by taking
these steps to move yourself forward you get on
the radar for a position you never knew existed.
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These are just 6 moves, 6 steps to get into a checkmate
position. Putting yourself in front of the decision makers, making you

the  obvious choice to help inject innovation into the project and
increase the bottom line..

KNOW

YOUR POSITION

FIND

THE LOOPHOLE

FILL

YOUR 

WEAKNESSES

 WITH OTHERS

NEVER

STOP GROWING

LOOK

OVER THE LAND

MAKE A

MOVE

Mapping Out Your Moves
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Nichelle Rae Downing is an Information Security
Specialist by profession, speaker, University tutor and
college instructor. I hold a Master's of Information
Systems Management degree from Robert Morris
University in Moon Township, PA. I hold certifications
in IT Project+ and Certified Information Systems
Auditor (CISA). 

I am a mega networker and people connector. Skills
I've used to mentor and coach many people, both in
private sector and government, to maneuver through
the maze to achieve their goals within the corporate
structure. 
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